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How Organization Benefits
Cotton Growers.

Acmms SefMember morning.
The eotton falds lay stii And
whize, drefiched In heavy few, The
base that had wrapped the
the darkmess slowiy rese o
ved In sunshine,

the flelds ~ume Enatches of
t of eonversation, the Uiting
whistler., It was cotton-pick-
lLeulslana. A bloe-gyed
rn long black bralds of
ether with & shoestring
m her balf-fllled bag of
was listenlng. From
alley cama tha slow, even
school bell. or three
had lstened to the tong—
wong—-tong of the Dbell—but school
wasa't for the poor tes; thera was
the cotton.

She'd “had her learnin’. Most fonr
yoary of it That was morel most
the kids got'—so khe consoled herself
aad turned again to her plcking.

She is only one of a million children
that King Cotton has cheated out of
a8 education—out of the joyx of child-
hood. On two million cotton planta-
tions boys and girls, black and white,
are the slaves of eotton. Dixle Is the
bome of more than half of all the
werld's cotfon. Its average crop of
18,000,000 bales s donble the amount
grewn o the remainder of the globe.
Tot, despite this supremacy In world
production the South has kept poor
Cotton » king, but his throne is being
undermined by the poverty of his king-
dom.

‘For sixty years the Southern states
have led with the highest percentage
of MMteracy In the United States, with
the lowest percentage of landowners,
The standard of living among the cot
toR growers Is the lowest of any class
of farmers. For two hundred years
the Soath has been trying to ralse
Lteelf out of Its poverty, Ita Uliteracy.
The effort has been wasted.

Discovering the Defect.

In 1020 began the dawn of a new
day. Agricultural leaders declared
that all that was wrong In the cotton
states was thelr system of marketing.
By changing their marketing methods
the whole Houth could be put on a
bigher economle plane. Up to thix
tima the marketing to the producer
meant merely hauling the baled prod
uet from the gin to the merchant with
the crop mertgage or to the public
square, where buyers offered cash.
That was marketing —dumping de luxe.

Three-fourths of the cotton s grown
by the tenants and small landowbers,
who are slways a year behind when
It eomes to money matters. They live
o credit extended by thelr home-town
merchants, who take a llen on the crop
a8 security. At marketing time If
cotton prices are low the producer is
slmply out of !uck. He can't afford
te bold bis erop for better prices for his
dabtors are demanding. And very likely
If he 4ld hold It prices wouldn't lm-
prove, for prices on cotton exchanges
are largely manipulated by speculators
‘and traders. These wsmall growers
knew pothing sbout the grades or clas-
sfications of cotton. They leave that
te the judgment of the buyars and
buysrs are not always honest. The
whole system of marketing |3 mads to
bensfit the buyer,

Before the Clvil war the outstand-
ing featore (o the marketing of cotton
was the English factorage asystem.
The factor Invariably required the con-
signmant of the entire crop for the
sale of which he charged a commis
sion. The planter's basis of credit
was usually fixed on baleage: on an
advance of so many thousand dollars
#0 many bales of cotton wers re
quired to be shipped A penalty com
odssion was charged for every hale
short of the contract number. The
system hadl far-reaching resulte It
establiahed one of the most wiclons
circles possible to any Indusiry. Tt
waos a business of unusual hazarda for
both the factor and the planter. But
the planting ead was fundamentally
upsougd. It couldn't have stood wup
many more years If thers had been no
Clvil war.

Another result was the concentra
tion In a few [mportant cities and
towns of practically all of the ffuld
wealth of the cotton growing Eouth
The interior conntry which was prae
tirally the gole source of this wealth
was In a state of hopaleas economic
dépendence on these urban ceaters
This copdition was not relleved nuntl!
after the morigage loan companies
went Inte operation about thirty years
Iater

What Brought ths Change

Yar twe and a2 half decades follow
ng 1885 there were some very definite
‘shanges for the better in cotton mar
“(Inl Loea! factors atill Ald a large
Part of the hnainesa but nader a mod|
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fled systam. Local buyers astablished
tNemseives (n savery small town Local
bgaks were organised local com

prespag and warehouses were bhallt
The market had mat the producer balf |
wey. Next came country buying The
planter could sell his crop at his own
gia platform. Thie was a change In

tha methed of marketing but the sy»
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The o which made the URDs |
action visible to the eye of the pro-
ducer is responsible for co-operative
marketing It brought a paycholog- |
jcal change Closer connection with |
his crop after its produetion made the
buyer think more of the problems of
marketing.

In 1878 the Alabama Grange put a
sales representative in New York. The
Mississipp! Grange seat a man to rep-|
resent them In Liverpool. Other state
Grange organizations hired a man to
represent them om the various cotion
markets, In some Instances ware
bouses were leased where the pro-
ducers sent thelr cotton for grading
and sometimes for actual selling Cot-
ton marketed in this way did bring
higher prices, but the market as a
whole was unaffected.

Frem 1000 on producers made D0
merous attempts to market cotton co-
operatively. In 1002 the Farmers'
Educational Co-operative was organ-
ized in Texas Its first work was the
staging of a eampalgn for malntaining
the price of cotton by flat. Many local
associations were established, usually
centered around a warehouse. These
associations did ellminate some dis-
honest grading and buying, they pro-
vided good storage, but they offered
no real solution to the marketing
problem.

During the World war the South
had a taste of prosperity. There was
real money in cottoa. With the close
of the war they feared a hat'l.m in
their market, They determined to do
what they could to stabilize thelr
prices. With this in mind the Ameri-
can Cotton assoclatlon was formed In
1918. In 1019 prices rose 84 per cent,
due to an Intensive acreage reductlon.
But the high prices hrought a heavy
1920 erop. This, along with the gen-
eral conditions, crashed cotton prices.

Cotton producers discovered that the
conditions under which they were at-
tempting to handle thelr business In
1820 were almost as unsound as the
gystemm under which their fathers had
operated In 1860,

Aaron Saplro met with the assocla-
tion in Montgomery and aroused inter-
est by telling them the story of Cali-
fornia’s plan of co-operative market-
Ing. The plan didn't meet with gen-
eral approval. The assoclation set to
work to make a marketing plan of Its
own. When It was completed the
growers couldn’t be Interested. Slowly
the American Cotton association began
to fade Into the background.

In Oklahoma, Mississippl, Texas and
North Carolina the Sapiro plan bad
found fertile sofl.

The Oklahoma Cotton Growers' as
goclation was organized under the
leadership of Carl Willlams. The
Sapiro plan Is a simple plece of ma-
chinery. It i1s composed entirely of
bona fide growers of cotton who sigp
contracts under which they pledge to
deliver their cotton to the assoclation
for a certaln number of years. The
organlzation must acquire mo cotton
by purchase or trade and It s allowed
to make no profits, Title to the cot-
ton is vested In the assoclatiom which
agreeg to resell the cotton and to pay
the resale price less.the cost of han-
dling. The recelpts are pooled by
grade and staple regardless of the time
of dellvery or sale, This sguallzes the
returne to the growers

The Oklahoma organisation made
Its start in June, 1021. By April, 1822,
24,500 contracts had been signed, one-
third of the Oklahoma crop acreage.
In less than a year the assoclation
had completely replaced cotton brokers
and secured directly for the growers
the splaner and expost price. The
averaga price for the yeir was around
$7.20

Results of Organizatien.

Growers In the Mississippl delta
were next to organize. The Staple
Cotten Growers' Co-operative assocla-
tion was formed, which signed 2,200
producers of long-staple cotton. In
1021 they marketed 158,000 bales, get-
ting an average of more than six cemnts
a pound more than outside growers.

The Oklahoma plan moved over the

growers and 40 per cent of itd acre
age wigned by November, 1021. Thed
followed the Arkansas Cotton Grow-
ers’ Cooperative association; the
Georgla Cotton Growers' Co-operative
association ; the South Caroiina Cofton

Growers' tive association and
the Alabama Farm Bureau Cotton as-
sociation.

The last big step In the formatien
of the cotton marketing machine Was
the organisation of the American COot-

overhead agency which ls attempting
to bring together oo 4 common basie
the Interests of all Ameriean cofton
growers. It was created by the Ark
zons, Texas and Oklsboma aseocis-
tions in 1921. It aims to standardise
the marketing of cotton on & natienal
co-operative basls by eo-ordinating the
operations of its eight member sate
asseciations. REacl mate associatien
retains full contrel of its éwn sales
activitien, but it ja expected to em-
ploy the sxchange whenever possible.
The co-operative movement has been
blessed with twe favorable seasons for
its development. But it ia still in an
embryonic stage. It has had little in-
fluence on prices, but a great service
has heen rendered growers by melling
cotton on a grade basls and by sell-
Ing direct to the comsuming trads.

OR THE DIGNITY of

the professional man

or woman the Shelltex
Shuron is dependable.

Available in cherry,

crystal, brown-mottled,
demi-amber and black.

Meade & Albro,
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Why suffer from
headache?
Have rour eyes
examinec
S$. T. FRENCH
Optometrist, with
F. M. FRENCH & SONS
JEWELERS—OPTICIANS
Albamy, Oregon
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Confectionery for
the Affection-ary

If the way to a man's beart is
thrergh hLis stomach, as the old
saying goes, then rurely the right
road to a woman's good graces is
through & box of chocolates and
bonbone, Of ceurse only the
daintiest morsels will sccomplish
that end, and ‘ best'’ means
Clarks’, Send a box today to
your Lestest. *° Where there’s a
candy box, there the heart un-
looks,”

Clark’s Confectionery

There's a sure cure tor
hunger at

Best sweets and soft dri
at the

Best cuisine

Albany, Oregon
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Pleasant surroundings

W.S. DUNCAN

Glite

the .
’ L?onfccﬂoncry
nks and
Cafeteria

Efficient service




