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LITTTZ What is the cost of
slow-pay to the fruit and vegetable
industry’

The cost could be very high, says
Assistant Secretary of Agriculture
P.R. Smith.

Because the produce industry is
one that conducts its business and
extends credit on a phone call or a
handshake, Smith cautions all
sellers and farmers to closely
monitor their credit programs in
such a way that possibility of cash
flow and slow payment problems
can be minimized.

many farmers and traders make
the mistake of measuring “good”
customers on the volume of
Merchandise bought. It is the
successful sellers, Smith says, the
Measure “good” customers, not
inly on volume, but on when
payment is made.

IN the interests of good credit
management, sellers should have
a firm agreement with their
customers on when payment is
expected. If payment is not made
as agreed, sellers should ask for
their money.

Buyers should be informed that
excessive amounts of credit will
not be given and that ifpayment is
not made as agreed, steps will be
taken to obtain payment, including
filing of a complaint with the U.S.
Department of Agriculture under
the Perishable Agriculture
Commodities Act.

Obviously, the seller would
refuse any further credit until the
account is current, Smithsays.

Any new account should be

With an average load of produce
at the market costing $15,000 and
with some items as much as
$40,000, it obviously would not take
long to extend significant amounts
of credit in a short period of time,
says Smith.

Like all successful businesses,
fruit and vegetable farmers and
other traders must capitalize their
businesses. For the majority of
persons, this requires some type of
outside financing. Most financial
agreements under which farmers
and traders operate call for
payment of loans on a fixed date.

Like it or not, when payment for
the produce is not received when
due, farmers and shippers can be
turned into their customers’
bankers overnight.

Most knowledgeable and suc-
cessful farmers and traders have
strong credit policies that give
them ashorter turn around tune on
their money. They have taken the
responsibility for credit decisions
out of the hands of salespeople.
Decisions on who will receive
creditand how much credit will be
given and for how long are based
on experience and knowledge of,
their customers’ financial
situations.

Changes in their customer’s
payment behavior also govern the
extent to which they extend credit
to them.

The assistant secretary says
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How to beat slow-pay in produce sales
thoroughly researched, Smith
says, before the first sale is made
to determine whether the firm is
able to pay, and whether persons in
the firm had prior problems in the
produce industry. Trade and
financial rating publishers, along
with PACA representatives, can
provide important information on
the history ofmany firms.

Some growers, shippers, and
dealers have organized their own
associations to take care of their
credit problems, and in certain
cases, to furnish dealers with a list
of buyers who are not meeting
their obligations.

PACA requires that payment for
produce be made ten days from
date of acceptance, unless there is
a specific prior agreement bet-
ween buyer and seller for a dif-
ferent time period. Complaints for
the recovery of money can be
accepted when payment is not
made.

Smith points out these com-
plaints are first handled in-
formally. He stresses the high
percentage of success in informal
settlements, citing recovery of
more than $9 million for
injuredpersons.

Where informal settlement
cannot be worked out, a formal

complaint can be filed. If a
reparation award is issued, the
buyer is required to pay, or the
firm’s license totrade inproduce is
automatically suspended until the
award ispaid.

Reparation orders also require
payment of interest from the date
payment was due until payment is
actually made. Recently, USDA
raised the interest rate from eight
to 13percent to insurethat injured
parties were not put at a financial
disadvantage when they have to
borrow money to subsidize firms
that fail to payfor produce.

Smith points out that USDA’s
responsibility in administering
PACA is “to suppress unfair and
frudulent practices in the
marketing of fruits and vegetables
in interstate and foreign com-
merce.”

He says complaints filed by
injured persons for the recovery of
money arehandled promptly in an
effort to obtain payment. If ap-
propriate, arrangements are
sometimes made for payments on
account. When USDA officials
determine that a firm has in-
sufficient funds to conduct a
business operation, has committed
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ARE YOU THINKING ABOUT ROOFING?

FOUR WAYS
Whether re-roofing or re-siding an old structure, or building a brand new one, ex-
tremely strong and lightweight Durashield is ideal for barns, confinement buildings,
storage sheds, garages, marinas, commercial structures and similar applications.

Generally, the initial purchase of Durashield figures out
to be lower priced than other types of corrugated roof-
ing.

Because new Durashield comes in 8,10,12,14 and 16
foot lengths it goes on faster. It installs directly on
purlins, no decking necessary. So you have big savings
on installation costs.

New Durashield is an acrylic coated, asphalt im-
pregnated, cellulose fiber material that can’t rust or
corrode. It insulates and helps control condensation.
It's immune to animal wastes, fertilizers and many
chemicals. Whatever you're storing under Durashield,
it’s better protected so saves you money with less loss
and/or less maintenance.

Accelerated testing proves new Durashield lasts long
under all types of weather conditions. No need for early
repairs or replacements, soyou save in the longrun.

New Ourashield is sold and distributed throughout Eastern Pennsylvania by J.C.
Snavely & Sons, Inc. of Lancaster, Pa. If you're interested in roofing your building, or
as a dealer interested in stocking Durashield, contact us immediately.

ZOOK MOLASSES CO.
BOX 160, HONEY BROOK, PA. 19344

Phone 215-273-3376
or 717-393-3987

Call toll free in area code 215& 717
800-662-7464

Landisville, Pa.
17538
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