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Chapter l

SUMMARY AND RKCONMENDATZCSS

Distribution

The North Carolina fisherman operating on a small scale rises early
in the morning, goes to sea and fishes. He returns in the afternoon with
 or without! his catch which is then unloaded at a dealer's dock, iced
down, and shipped out to its final market that same day.

Fishermen operating on a larger scale--which is the trend-- will
go out for a week at a time or until they fill their holds with fish.
When they return to port, the same process of unloading, boxing, icing,
and shipping takes place.

The keystone in the whole operation is generally the fish dealer,
as he is the one who assembles the seafood products in sufficiently large
quantities to enable economical handling and shipping. The dealer is also
the one most in touch with fluctuations in supply and their subsequent
impact on prices in the different markets.

The fish dealers generally follow a three-step process in their ap-
proach to marketing the fresh iced seafood. The first step is an attempt
to sell the seafood in North Carolina. This process is one of contacting
or being contacted by other dealers and for wholesalers in the North
Carolina coastal areas. Depending on the particular species involved
and whether the dealer is in the northern, central, or southern fishing
districts, wholesalers in the inland North Carolina areas may also be
contacted,

It was previously believed that the vast majority of North Carolina
fresh iced seafood moved to out-of-state markets. The portion which did
make it into North Carolina markets was thought to be transshipped from
New York or Virginia to the inland North Carolina markets. Estimates of
the volumes being handled in this way ranged as high as 90 percent. The
results of this study indicate that figure is far too high. A majority
of the catch ef ail but one species used in the study was marketed within
North Carolina--without leaving the state first. Th|s proportion of
in state sales of each study species was:

Flounder

Gray Trout
Croaker

Spot
Bluefish

Mullet

Shrimp

55.0X
80.4'X
52.0X
60, 5X
21. 1X

58. 6X

55.5X



The second step in the fish dealer's effort to sell his supplies of
fresh iced seafood is to contact wholesalers and/or distributors in other
states. This effort is initiated when the available supplies cannot be
absorbed by the in-state markets.

The third step in the dealer's effort to sell the seafood is to freeze
it. Freezing is typicalLy undertaken as a last resort. When the prices
fall so low that it becomes uneconomical to transport the fish to market,
the dealer will freeze the fish and hold them until the market conditions

improve. Some species of seafood such as flounder or shrimp may also be
frozen for speculative purposes if prices are low enough. These species
have good year-round markets and frequently have high post season prices.

The three fishing districts varied considerably in terms of the mar-
kets they served. Table 2-1 provides some sussnry information on the per-
centages of each of the study species moving to coastal, inland, and out-
of-state markets.

The northern district principally served out-of-state markets. Vir-
ginia, Maryland and New York received the majority of these out-of-state
shipments. That portion of the volume which did stay in-state was ab-
sorbed by coastal area markets.

The central district served both in-state and out-of-state markets

with the proportions varying by species. The states receiving the major-
ity of the study species were Virginia, Maryland, Pennsylvania, New York
and South Carolina. As in the northern district, almost all the product
sold in-state vas sold in the coastal zone.

From the data collected it appears that the principal suppliers of
fresh iced seafood to the inland North Carolina markets are the dealers

in the southern district. This district had the best balance in sales

to in-state and out-of-state markets. A substantial amount of seafood

moved into markets in the Piedmont.

The out-of-state markets for the southern district were less di-

verse than those in the other two districts. Only two states, Virginia
and South Carolina, were significant out-of-state markets for the south-
ern district dealers, but these two markets typically received propor-
tionally low shares of the volume shipped.

The North Carolina dealers generally follow prices, i.e., they ship
where the prices are best. Supply and demand, therefore, are the dominant
factors influencing where the product goes and what prices the dealers
and fishermen are paid.
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The pricing of fresh iced seafood is a direct function of the sup-
plies available and the level of demand for those supplies, The dominant
influences on those prices are the supplies available on the major out-
of-state fish markets such as the Fulton Fish Market in New Xork where
supplies from all over the East coast are assembled and sold.

Prices are very sensitive to a variety of signals from the market
place. If, for example, the buyers in the major markets are telephoning
around asking for fish, that implies a short supply and good prices.
One dealer corrinented that he could tell what prices were doing by how
many buyers had called him during a given morning, Conversely, when
the dealers start calling the buyers, that implies an over-supply and
prices quickly drop,

The dealer ships his fish at night to arrive at the out-of-state
markets the next morning. As a result, he really does not know what
price he is going to get. If prices drop drastically, the buyers will
usually call the dealer to see what disposition he wants to make of the
seafood. The dealer can sell at the lower price, move the products to
an alternate market, or, in some cases, bring them back to North Carolina.

Because of the uncertainty concerning prices, dealers typically do
not quote a price to the fishermen. The seafood is received from local
fishermen on an "open bill." The fisherman is paid at some later speci-
fied time after the transaction is completed. The dealer is usually
paid a flat sum of money per pound as a handling fee plus the cost of
ice, boxes and shipping.

When products are frozen for later sale, the dealer will sometimes
pay the fisherman the low market price, The gain the dealer receives
from later sale at better prices represents the return for risking cap-
ital. The fisherman benefits by saving at least some minimum return on
his investment. The fishermen will usua]ly complain loudly when prices
drop. Pricing, however, is a function of supply and with only a few
exceptions, not controlled by the local dealers.

Potential for In-State Processin

A number of the dealers interviewed indicated that they had consid-
ered processing as a potential solution to the seasonal problem of over-
supplies of fresh seafood and the re1ated depression of prices. Most of
these dealers had also rejected that alternative as of the time this
study was conducted.

Two maj or factors in their decisions not to initiate capital invest-
ments in processing were the seasonality of the catches and the fact that
the supply varies tremendously from year ta year. Other factors operat-
ing as deterrents to processing included problems in distribution and the
competition from established processors. One of the most significant
factors from many dealers' perspectives was the limited supply of avail-
able labor. Not only was the labor not readily available, the cost of



that labor was considered to be high relative to the productivity of the
individual worker.

Mechanization offers a potential substitute for labor in seafood
processing. Most of the coastal dealers, however, expressed a belief
that high initial acquisition costs, high operation costs, and the high
cost of borrowed capital prohibited investment in processing facilities.
In addition, much of the equipment available at that time would not' pro-
duce a product of very high quality, nor would it provide reliable ser-
vice. In years with small catches, the dealers also felt that it should
be difficult to obtain reasonably priced supplies of seafood for process-
ing because of high demand for fresh iced seafood.



Reconanenda t i ons

This research has provided basic information and insight into the
markets served and the channels of distribution used by the North Car-
olina seafood industry. It represents a good starting point for efforts
directed at assisting this vital industry to grow to its fullest poten-
tial. Implementation of the National Fishery Conservation and Management
Act of 1976-- the two hundred mile coastal fishing zone--should provide
a strong base for expanding that industry, at least in terms of the sup-
plies landed. Failure to adequately develop market demand could result
in over-supply and subsequently lower prices. This result might be good
for the consumer but it might also cause some problems for the fisher-
men,

As indicated earlier in this chapter, prices are a function of sup-
ply and demand. Research supported by organizations such as Sea Grant
and the various state agencies and Agricultural Extension Services has
been traditionally directed toward increasing production.

The production orientation toward marketing was very comaon prior to
and during the 1960's. In fact, the American Marketing Association's
official definition of marketing was "the process of moving goods from
producer to consumer."

Modern practitioners of marketing stress that sucessful marketing
does not start with production of more goods. Today's consumers have
become too sophisticated to buy just anything that is offered for sale.
Instead, they purchase those products which provide them with the need-
satisfying qualities which they want.

The expansion of the seafood market which will best aid the fishing
industry is not based on excess supplies and subsequent lower prices.
It is, rather, a market which is built on strong consumer demand  and
satisfaction! at higher prices. To accomplish this goal will require
increased knowledge and understanding of the motivating factors and need-
satisfactions which prompt the consuming public to purchase seafood pro-
ducts.

The dealers expressed the need for several types of support for
their industry, including: �! increased knowledge of the consumer mar-
kets so that they could align their product with those needs, �! assist-
ance in improving packing-house administration, �! information on cost-
accounting relative to packing-house operation, �! improved technology
for seafood processing, �! more money spent on marketing, perhaps fol-
lawing the model of the Florida marketing program, and �! more informa-
tion, assistance or research on marketing techniques, such as package
design, market development, new market identification, and salesmanship.
These six information and assistance areas represent research needs which
should be actively pursued by future Sea Grant researchers.



CHAPTER 2

BASIC INFORMATION AND BACKGROUND

Introduction

Marketing deals with the satisfaction of human wants through exchange
activities. This process relates to the provision of those goods which
people want at the time, place, and the price that they want them. Mar-
kets are those places where the exchanges take place. They may be defin-
ed in terms of specific states such as New York, places within states,
or as categories of buyers such as wholesalers and distributors. Know-
ledge about markets and the distribution channels for products moving
into those markets is basic to understanding how an industry operates.
The fishing industry in North Carolina has been in operation since pio-
neer days, As late as 1976, however, it was comnonly believed that up
to ninety percent of the North Carolina fresh iced seafood was shipped
to out-of-state markets and then shipped back into the state for resale.
It was also a widely held belief among public administrators that little
to none of the North Carolina catch moved south of the state.

Recognizing the lack of accurate information on how the fishing in-
dustry operated, the Director of the North Carolina Fisheries Association
requested that studies be undertaken to identify and provide information
about the markets and channels of distribution for North Carolina's fresh
iced seafood products. This report is a result of such a study.

Basic Indust erations

The North Carolina fishing industry is spread along the entire North
Carolina coast including the sounds, rivers, creeks, and sloughs. It
consists of numerous small and large seafood landing points at which fish-
ermen land their catches. These landing points are either at a fish deal-
er or fish house where the products are sold, or at a private landing
from which the seafood is transported to a fish dealer.

The fish dealer functions as wholesaler, distributor, and/or broker
who attempts to find a market for the fisherman's catch. The pattern is
one of selling to the market that provides the best price after handling
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costs are deducted. The price is determined by the market forces of sup-
ply and demand. Prices in out-of-state markets such as the Fulton Fish
Market in New York City are key factors in determining what the fisher-
man is paid for his catch.

The dealers are at all times acutely aware of the market forces at
work as they are continuously telephoning or receiving telephone calls
from other dealers and buyers both in-state and out-of-state. These
phone calls are generally directed toward negotiation for supplies to
meet their customers needs or toward finding out what the supply situa-
tion is so that they can evaluate how prices will be reacting.

When the dealer ships his seafood to an out-of-state market such as
the Fulton Fi.sh Market, he has an idea what the price range may be but
he has no way of knowing what the exact price will be. If supply exceeds
demand on a certain day, then he will get lower prices than expected.
If supplies are short, he may get a good price for his products. The
fisherman is usually paid after the seafood is sold. The dealer deducts
his share of the payment and the fisherman gets the balance,

Sco e and Limitations of the Re ort

This study examines the patterns of distribution and the markets
served by North Carolina seafood dealers in 1974. The patterns examin-
ed include distribution of seafood from coastal dealers to in-state lo-
cations and to areas outside of North Carolina.

The species of seafood selected for inclusion in this study were
flounder, gray trout, croaker, spot, bt,uefish, mullet, and shrimp. The
specific species chosen were suggested by Alvah Ward, of the N.C. De-
partment of Casxnerce, Division of Economic Devet.opment, as those species
about which distribution and market information would be most useful'

Research Methodolo

To obtain the information desired for this study, a detailed ques-
tionnaire was developed. That questionnaire was administered through
personal interviews.

The selection of participants for inclusion in the study was car-
ried out using a judgment sampling procedure. The intent was to inter-
view all major fish dealers in each of the three coastal districts. The
major fish dealers, it was believed, would account for the majority of
the fish handled in the coastal area and thus provide a good overview of
what was happening. For balance, a number of smaller dealers from each



Coastal Fishin Districts Defined

The research findings are presented in terms of state totals and
in terms of the three National Marine Fisheries Service  NMFS! re-
porting districts  see Figure L-l!. The three NMFS reporting districts
include the following counties:

Northern District Central District Southern District

Brunswick

New Hanover

Onslow

Pender

Beaufort

Bertie

Chowan

Currituck

Dare

Hyde
Martin

Pasquotank
Tyrrell
Washington

Csrteret

Craven

Pamlico

Listed to the left of the map are the names of the principal
seafood landing points in each district. Seafood products are trans-
ported from these landing points to the larger dealers who then
move them into the in-state and out-of-state markets. In many cases
the seafood moves directly to the markets with dealers serving as
brokers or drop shippers. There are numerous other smaller landing
points, some without names, which also provide supplies, but indi-
vidually they handle such small quantities of seafood that their
inclusion ia this list was not warranted.

district were also included in the sample. A total of thirty dealers
were contacted of whom twenty-nine provided the necessary information.
Of the twenty-aine dealers, nine dealers were in the northern district,
sixteen in the central district, and four in the southern district.

The sampling procedure used was a judgement sample and thus statis-
tical inferences cannot be made from any of the data, The results, how-
ever, do provide new and very useful insights into the markets and the
channels of distribution for North Carolina's fresh iced seafood.
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34

>figure 2-1
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Landin s Data C ared to NMFS Data

To evaluate the extent to which the data collected are repre-
sentative of the flew of seafood from the coastal area, the data col-
lected are compared to the quantities reported to the NMFS  see
Table 1-1!. In all cases, except for shrimp, the quantities reported
to the researcher equaled 80 percent or more of the NMFS figures.
In the case of gray trout and bluefish, the quantities reported
greatly exceed NMFS figures.

The dealers contacted in this study represented a judgement
sample of the larger dealers in each district. It was believed that
these dealers activities would typify the patterns of movement of
the majority of the fresh iced seafood moving off the North Carolina
coast. These beliefs are substantially veri. fied by the significant
proportion of the official National Marine Fisheries Service  NMFS!
reports that the data includes.

In some cases the data collected exceeds the official reported
landings. This result may be a product of one or both of the fol-
lowing phenomena. First, the reports to the NMFS are voluntary.
As a result, numerous dealers do not make the monthly reports as
requested. The non-reporting dealers include numerous small operators
and some of the large dealers. Second, there may be some minor
double counting in the data as sales between the dealers surveyed
were included in the totals. The double counting phenomena had its
greatest impact in the southern district. What happens in that
district is that there is insuffici.ent product landed in the southern
district to meet the demand that the dealers are attempting to serve,
As a result, most of their supplies are purchased outside the southern
district. The information in Table l-l uses only data for sea food
landed in North Carolina or purchased from North Carolina Dealers.

One comment which this author frequently heard from many dif-
ferent sources was that the HMPS data tended to understate the actual
extent of the seafood landings. If that phenomen~ was a reality,
it would also contribute to the differences reported here.
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uantities of Each S ecies I,anded and Handled

The total pounds of each of the study species handled by the
coastal dealers contacted are reported in Table 1-2, That table
divides the total product into "landed" and "handled" categories.
The landed category includes that product landed by the dealers' own
boats and/or purchased from independent fishermen. The category
for product handled includes that product landed plus product pur-
chased from other seafood dealers.

Flounder

In 1974, almost ll million pounds of flounder were landed by the
dealers contacted in this survey, During that same year, those dealers
handled 16.4 million pounds of North Carolina flounder. The differ-
ence of 5.4 million pounds represented purchases from other North
Carolina seafood dealers/wholeselers. The total sales of flounder
were 21.6 million pounds of which 5.2 million pounds were acquired
from out-of-state sources.

In terms of product landed at or by the dealers, the northern
and central districts with 47,6 and 51.9 percent of the total were
the two most important areas. The southern district dealers indicated
that they landed only a nominal amount of flounder in 1974.

In terms of the total North Carolina product handled, however,
the southern district dealers increased in importance to 12.7 percent
of the total. The central district was still the major force in
the market though with 55.8 percent of the total. Since the northern
district dealers depended mostly on products landed at the dealers
and did little outside purchasing, they had a lower percentage
�1.5 percent! in terms of the total North Caroline product handled.

@hen out-of-state purchases are considered in the totals, the
southern district moved ahead of the northern dealers in the total
volume handled. The central district was still the major hendler wi.th
46.7 percent but the southern district moved into second place with 29.3
percent of the total. The northern district though, with 24 percent,
was still a ma]or force in the flounder market.

These results indicate that the northern district purchased very
little product either in-state or out-of-state end, therefore, appears
to have hsd adequate supplies to satisfy their existing demand. The
central district, in contrast, purchased around 900,000 pounds out-of-
state while the southern district purchased about 4.2 million pounds
out-of-state. The northern district had a very small North Carolina
market so most of their product was shipped north. The central and
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Table 2-2

pounds of Stud S ecies Landed and Total Handled

5166 47. 6 5168 31.5 5168 24

10%0735636 51.9 9151 55. 8 46. 7
Flounder

50 .oas 2076 12. 7 6314 29. 3

State Total
�000 Ibs! 100 16,395 10010010,852 21,555

Northern
District 2686 67.7 2687 26. 932.6 2688

Central
District 1262 31.8 4949 64. 060 6387

Gray Trout

19 .ao5 612 7.4 902 9,0

State Total
�000 lbs! 3967 100 8248 100100 9977

1221 37.8 1222 19.3 13.01223

1985 61.5 4078 64,6 4360
Croaker

24 0.74 1017 16.1 3777 40.3

State Total
�000 lbs! 3230 100 6317 1009360100

Footnotes:

"Lsnded" refers to product purchased directly fran fishermen or landed
by the dealers own fleet,

"Handled" refers to the combination of product purchased from fishermen,
landed by the dealers fleet, and purchased .from other dealers such as
fishhouses or wholesalers.

Northern
District

Central
District

Southern
District

Southern
District

Northern
District

Central
District

Southern
District

in 1974 b N. C. Coastal Dealers Contacted

Total N.C. Total Handled
Landed X of State Handled 'X of State AII Sources 7O of State

1000 lbs Total 1000 lbs Total 1000 lbs Total
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10. I15.6 624622 623 10.8

35243294 82. 7 61.4 3559 57,6
Spat

69 1.7 1993 32.21593 27. 8

State Total
�000 Ibs! 3985 61755741 100100100

1581 1582 76. 81582 77. I78,5

21.5 21.421.2427
Bluefish

3630 1.5

State Total
�000 lbs! 2012 2053 2059100 100100

Northern
District 527 45.5 29. 8527 527 25. 2

Central
District 548 64247.32 36.2 642 30. 8Bullet

1.2 60283 34 914 43. 9

State Total
�000 lbs! 1158 1771 2084 100100 100

353 15. 2 366 9,5 373 9.3Shrimp

1845 79.4 2977 77.3 3052 76.5

5.4125 508 14. L13. 2 563

State Total
�000 Ibs! 2323 39883851 100100100

Northern
District

Central
District

Southern
District

Northern
District

Central
District

Southern
District

Southern
District

Northern
District

Central
District

Southern
District.

Total N,C. Total Handled
Landed 'X of State Handled X of State kII Sources X of State

1000 Ibs Total 1000 lbs Total 1000 Ibs Total
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particularly the southern districts had good year-round local and
in-state markets and, therefore, were required to make extensive
out-of-state purchases when flounder vas out of season Xn Nox'th
Carolina.

A total of about 3.9 million pounds of gray trout vere landed,
8.2 million pounds of North Carolina product handled, and about 10
million pounds from all sources sold by the dealers contacted in this
study. In terms of product landed, the northern district was most
important with 2.69 million pounds or 67.7 percent of the total.
The central district was second with 1.26 million pounds or 31,8 per-
cent of the total.

The percentages shifted, hovever, when total North Carolina pounds
handled were considered. The central district increased its poundage
to 4.95 million or 60 percent of the state totals when purchases from
other dealers were considered, while the northern district remained
unchanged. The southern dealers handled 32 times as much North
Carolina gray trout as they landed for a total of 612,000 pounds
or 7.4 percent of the state total. The consideration of out-of-state
purchases of product placed the central district at 64 percent of
state totals with 6.38 million pounds, the northern district at 26.4
percent with 2.69 million pounds, and the southern district at 9 per-
cent with 902,000 pounds.

Croaker

The landings of croaker by the dealers contacted totaled 3.2
million pounds, while 6.31 million pounds of North Carolina product
were handled when purchases from other dealers were considered. Out-
of-state purchases raised the total sales to 9.36 million pounds.

The central district with 1.98 million pounds had the largest
landings followed by the northern distxict's 1.22 million pounds.
The southern district dealers landed only 24,000 pounds. The total
North Carolina product handled remained almost the same in the north
with 1.22 million pounds or 19.3 percent of the total. The central
district increased to 4.07 million pounds ox' 64.6 percent of the total
and the southern district handled 947,000 pounds for 14.3 percent.

Out-of-state purchases of croaker were concentrated in the southern
district. These dealers purchased 2,760,000 pounds of out-of-state
croaker. Those purchases put the southern district in second place
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in total croaker handled from all sources with 40.3 percent of the
total.

The central district in contrast purchased only 282,000 pounds of
out-of-state croaker. Those dealers handled 4.36 million pounds of
croaker representing 46.5 percent of the states sales of croaker. The
northern district made very few out-of-state purchases and so their
percentage of the total handled from all sources declined to 13 0
percent.

~Sot

The largest landings of spot vere in the central district. These
dealers landed 3, 29 million pounds for 82. 7 percent of the total
landings. The northern district fol'lowed with 622,000 pounds or 15.6
percent, and the southern district dealers had 69,000 pounds for 1 . 7
percent.

The central district also led on total North Carolina product
handled vith 3.52 million pounds for 61.4 percent. The big increase
came in the southern district with 1.59 million pounds for 27.8 percent
of the total North Carolina product handled. That increase resulted
from purchases made from other North Carolina fish houses/dealers.

The inclusion of out-of-state purchases impacts importantly on
only the southern district. The purchase of 400,000 pounds out-of-
state shifts the poundages and percentages of the total handled to 1.99
million pounds for 32.2 percent in the southern district; 3,560 million
pounds for 57.6 percent in the central, district; and 624,000 pounds for
10.1 percent in the northern district.

Blue f ish

Bluefish was predominant ly landed by the dealers in the northern
district . That district accounted for 78. 5 percent of the landings
for a total of 1. 58 million pounds. The central district dealers
landed 427,000 pounds for 21. 2 percent while the southern dealers
landed only 6,000 pounds.

Bluefish was not a popular fish vith the dealers. It spoils
easily and frequently requires evisceration before shipping to custo-
mers. As a result dealers indicated that they typically handled as
few bluefish as possible. The central and southern districts brought
a few bluefish in from out-of-state but not many. The central district
dealers purchased 15,000 pounds from other dealers and the southern
dealers bought 24,000 pounds. Only 6,000 pounds were purchased out-of-
state and that was by southern dealers.
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Mullet

The largest landings of mullet, by a slight majority, were by
dealers in the central district. Landings there totaled 548,000
pounds for 47.3 percent. The northern dealers vere a close second
with 527,000 pounds for 45.5 percent. The southern dealers landed
only 83,000 pounds for 7.2 percent of the landings by the dealers
contacted.

The purchase of mullet from other North Carolina dealers in-
creased the central district totals to 642,000 pounds for 36.2 percent
of the total handled. The percentage of the total dropped for the
central district because the southern district increased from 83,000
pounds landed to 602,000 pounds handled when purchases fram other
North Carolina dealers were included. The latter figure represented
34 percent of the total handled by all districts.

The southern district dealers were the only ones importing
mullet from out-of-state. They brought in 313,000 pounds mating them
the largest dealers in mullet. The total product identified amounted
to 2.08 million pounds with the southern district accounting for 43.9
percent of the states sales. The central district had 30.8 percent
and the northern district 25.2 percent of the total product handled
when all sources were combined.

Shr i~

The total pounds of shrimp landings accounted for in this study
amounted to 2.3 million pounds. Of this total, 79.4 percent or 1,8
million pounds were landed in the central district. The north was
second with 353,000 pounds for 15,2 percent and the south trailed
with 125,000 pounds for only 5.4 perceat.

Neither the northern nor the central district dealers purchased
significant quantities of shrimp free other dealers. The southern
district, however, purchased 383,000 pounds of shrimp from other
North Carolina dealers and brought in another 57,000 pounds from out-
of-state.

The central district remained the dominant district in total
product handled with 3.05 million pounds for 76.5 percent of the total.
The southern district was second with 563,000 pounds for 14.1 percent
and the north had 373,000 for 9.3 percent.
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The data in Table 1-2 indicate that the northern district dealers
depended almost exclusively on their own fleets as the source of the
seafood products they handled. The central district dealers handled
more of each species than they landed, These dealers--more so than
the northern district dealers--were less dependent on their own fleets
to supply them with the product. The larger dealers in this area, in
fact, indicated that they preferred not to operate their own fleets.
They indicated that they found dealing with independent fishermen a
more satisfactory arrangement in terms of both their own finances snd
the performance incentives for the fisherman.

The dealers in the southern district handled far more of each
species than they landed. Like the central district dealers, they
indicated that they preferred to deal with independent fishermen for
their supplies. Unlike the central district, however, there were not
many independent fishermen to provide these supplies. As a result
these dealers were dependent on other dealers both in and outside of
North Carolina to provide them with the seafood they needed to meet
demand. Note information on in-state and out-of-state markets is
presented in the next two sections of this report.
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In-State Sources of Su lies

The data for sources of supply broken down by districts appear in
Table 1-3. Those data point up some fundamental differences in the nature
of the dealers' activities in each district.

In the northern district the product came primarily from two sources--
private fishermen operating their own, or dealer-owned boats. Very little
product was purchased out-of-state or transferred between in-state dealers.
Each dealer shipped his own product to whatever market he served. Two
dealers may have shipped on the same truck with one paying a transpor-
tation charge to the other, but each retained title to his own product.
This pattern was fairly consistent for all species included in this study.

The central district had a mixed pattern in terms of the sources
used by dealers,  see Tab1e 1-4!. For flounder, the order of importance
was fish houses/wholesalers and dealers' fleets. Only 9.2 percent of
the flounder was purchased from out-of-state.

For ~ra troutf the central district sources were more concentrated.
Almost 58 percent of the product was purchased from fish houses/whole-
salers, and 22.5 percent was brought in from out-of-state. The fishermen
provided 12.6 percent and the dealers 7.2 percent of the product handled.
The gray trout's out-of-state sources of product played an important
role in the central district.

The principle source of croaker in the central district was the
fish-house/wholesaler. That source provided 48 percent of the supply
followed by fishermen and dealers' fleets with 23.9 percent and 21.7 per-
cent respectively, ~S ot, bluefish, and mullet were overwhelmingly dom-
inated by the private fishermen with 68.5 percent for spot, 67.4 per-
cent for bluefish, and 66.8 percent for mullet. Dealers' fleets were
second in importance for all three species.

The ma/ority of the ahri'>, 39.5 percent, in the central district
was:provided by the fish-house/wholesaler. Fishermen were a atose
second with 38 percent followed by dealers' fleets with 22.4 percent.

The southern district did not land many. fish, see Table 1-5!.
There were no fleets maintained by any of the dealers contacted and,
with the exception of shrimp, very small percentages ef the supply were
landed by the fishermen. Other North Carolina fish-houses/who1.esalers
provided most of the product except in the cake of flounder and croaker.
In the latter two cases, out-of-state producers provided needed supplies.

Discussions with dealers in the southern district confirmed that

very little if any of the study species was landed there. Most of
these dealers depended on either out-of-state suppliers or fish-
houses/wholesalers located in the central district for the product they
needed for serving their customers.
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Out-of-State Souxces of S lies

Purchases of out-of-state supplies varied considerably in the
three districts. These patterns, however, were not inconsistent with
the patterns of distribution that will be presented in a later section
of this report.

The northern district dealers purchased very ligtle ont-of-state
products,  see Table 1-6!. Mhat they did buy out-of-state came from
the adjacent area of Virginia. This pattern was consistent with the
fact that the northern district markets were principally in the out-of-
state areas. There was little economic justification for those dealers,
given the maxkets they were serving, to transport product into North
Carolina snd then ship it back out. Their operations were principally
directed toward selling what they landed.

In the central district, in contrast, there were more out-of-state
purchases of supplies  see Table 1-7!, The difference developed in
part due to the nature of the markets served. The principal influencing
factor was one very large dealer who served a variety of different
markets both in-state and out-of-state.

The southern district served an expanding in-state market for
fresh seafood  see Table 1-8! . That market is a year-round market while
North Carolina's chtch of fresh seafood is influenced by a high degree
of seasonality as discussed later. The largest out-of-state purchases
were for flounder. The 4.2 million pounds brought in were principally
purchased from Massachusetts and Maryland. Alabama, which provided
500,000 pounds, was the only southern source for flounder. Croaker
also had a strong out-of-state purchase rate in the southern district.
In order to meet market demands, 2.6 million pounds were brought in from
Alabama. This species, it might be noted, has a noticeably different
flavor when caught in different waters. The Alabama or Gulf Coast
croaker has a higher iodine content than the North Carolina croaker and
consequently has a somewhat different flavor. Zt is conceivable that
the inland North Carolina consumers could become accustomed to the

flavor of the Gulf Coast croaker and subsequently find the North Caro-
lina croaker sufficiently different in flavor that they would not buy
it. Other out-of-state sources for the southern district included gray
trout from Virginia, Alabama, and Massachusetts, and spot and mullet from
Florida. The principle out-of-state source of shrimp was Alabama.
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Table 2-6

Northern District

'X of Total 'X of Total X of Total

N. C.

Va.

Total Handled

N. C.

Va.

Total Handled

N, C,

Va.

Total Handled

Supplies Obtained from Out-of-State
Compared to Total Handled in 1974
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I act of Seasonalit in the Landin s

The seasonality aspect of the North Carolina fisheries resources had
an important influence on the extent of out-of-state purchases. The de-
mand for flounder, for example, continues throughout the year. The North
Carolina catches, however, are primari.ly concentrated during the three-
month period from November through January. According to National Narine
Fisheries Service data, 80 percent of the official North Carolina catch
of flounder in 1974 was landed duri.ng the November through January period
 see Table 1-9!.

To deal with the seasonality problem the dealers must purchase the
needed supplies from out-of-state sources. A number of the coastal deal-
ers have also installed large freezers so that a small percentage of their
landings can be preserved for sale during later periods when supplies are
short. That storage capacity, however, is not adequate to hold sufficient
product to meet the annual demand that the dealers serve nor does it seem
to be intended primarily for that purpose. The freezing capacity, rather
than providing a reserve for demand, primarily provides a hedge against
crops in price when supplies become plentiful.

Hi.gh levels of supply tend to drive prices down. When the prices
reach a paint that the dealer does not believe that it will be profitable
ta move the product to market, then the decision to freeze is made. Those
fish are subsequently held until the prices rise to a level that will pay
the dealer his expenses for freezing and a desired level of profit.

The holding of fish in a frozen state is an expensive proposition
given current energy costs so the dealers tend to make the decision to
freeze as a last resort. A few of the dealers indicated that they occa-
sionally speculated by freezing shrimp or flounder in anticipation of
future increases in price when those species are out of season but that
di.d not seem to be a comnon practi,ce. The practice was uncommon for most
dealers due to a lack of sufficient freezing capacity, a reluctance or
inability to take the financial risk, and/or the availability of adequate
markets during the regular season.
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Chapter 3

DISTRIBUTION PATTERNS FOR THE SEVEN SPECIES STUDIED

This chapter presents information on the patterns of distri-
bution for each of the seven species studied. The information is
derived from data broken down in terms of each of the three dis-

tricts as well as state totals for the combined districts. Data

on in-state sales are presented in terms of two geographic areas,
The Piedmont area emcompasses sales to markets west of U.S. High-
way 301. The area east of and including the towns through which
that highway passes was considered to be in the coastal area.

The out-of-state sales are examined in terms of the markets

served. There markets are defined for this discussion as those

states receiving shipments of the seven fresh iced seafood prod-
ucts studied.

Distribution Patterns for Flounder

In-State Sales

The overall state statistics shown in Table 3-1 indicate that

55 percent of the fresh iced flounder handled by North Carolina
coastal dealers in 1974 moved into the in-state fresh seafood whole-

sale and retail markets. Of the 55 percent, 45.6 percent of the
total catch was sold in the coastal area and the balance, 9.4 per-
cent, moved inland to Piedmont area fresh fish wholesalers and re-
tailers, considering only the flounder sold in North Carolina, the
majority  82.6 percent! stayed in the coastal area and the balance
of 17.4 percent was sold to inland dealers.

In-state sales of flounder are further analyzed in Table 3-2.
From the data in that table it is evident that the central district
was the largest supplier of flounder to the coastal area, The
southern district was second with 12.8 percent followed by the
northern district's 2.7 percent.

Shipments to the inland North Carolina markets were dominated
by the southern district. Those dealers shipped 76.8 percent of
the flounder moving into inland North Carolina markets in l974. The
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central district was the second largest shipper, with 19.2 percent
of the inland volume, followed by the northern district with 4.0
percent.

In terms of a11 in-state sales the central district supplied
73.4 percent of the fresh flounder sold in North Carolina. The
southern district was second with 23.7 percent followed by the nor-
thern district'e 2.9 percent.

Out-of-State Sales

Out-of-state shipments of flounder moved to a variety of states.
Table 3-1 illustrates those sales patterns by both the state totals
and the district totals. South Carolina with 22.8 percent of the
total, was the largest customer. Virginia was second with 9.6 per-
cent followed by New York with 5.5 percent of all sales of fresh
iced seafood'

The northern district was the largest shipper of flounder for
out of-.state sales. That district handled 45,5 percent of all
flounder shipped out-of-state. The southern district was the
second largest out-of-state shipper with 30.5 percent followed by
the central district with 24.0 percent.

The out-of-state sales for each of the three districts are

broken down in terms of their principal markets in Table 3-3. The
northern districts's principal customers vere South Carolina with
42.1 percent of their out-of-state sales, Virginia with 29.2 per-
cent of out-of-state sales, and New York with 19 percent of out-of-
state sales. The southern district, the second largest out-of-state
shipper, sent 97.1 percent of its out-of-state shipments to South
Carolina.

The central district shipments moved to Virginia with 31.8
percent, Maryland with 20.5 percent, and New York with 14,9 percent.

The state receiving the largest amount of North Carolina fresh
iced flounder was South Carolina. That state received 50.7 percent
of all out-of-state shipments in 1974 or over twice as much floun-.
der as Virginia's 21.5 percent of the out-of-state sales.
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Distribution Patterns for Gra Trout

In-State Sales

Data on state totals and district totals for sales of gray trout
appear in Table 3-4. Of the fresh iced gray trout handled by North Car-
olina coastal dealers in 1974, 80.4 percent was sold inside North Caro-
lina, This represented a total volume of 7,319,493 pounds moving into
the state. Of that total amount the majority  94.2 percent! was sold in
the coastal areas of the state and the balance of 5.8 percent moved to
inland areas of the state.

The data in Table 3-5 indicate that the central district dealers
were the largest suppliers of gray trout to the coastal area, They sup-
plied 84.1 percent of that species to the coastal area. The northern
and southern districts followed with 13,4 and 2.5 percent respectively.

The inland market was served primarily by the northern district'.
That district provided 63.9 percent of the inland area shipments. They
were followed by the southern district's 26.4 percent and the central
district's 9.7 percent.

Out-of-State Sales

Data on all states receiving shipments of North Carolina gray trout
appear in Table 3-4. These data cover each district's totals and include
s'tate totals. The largest out-of-state customer for gray trout was New
York. That state received 7,5 percent of the total handled. In a close
second place was Virginia with 6.0 percent. Maryland was third with 3.4
percent. The largest out-of-state shipper of gray trout was the north-
ern district. These dealers shipped 82.8 percent of that species that
moved out-of-state  see Table 3-5!.

Sales by districts to their principal. markets are highlighted in
Table 3-6. The northern district's largest out-of-state market was New
York. That state received 44.7 percent of the out-of-state sales of the
northern district's dealers. Virginia was second with 31.1 percent fol-
lowed by Maryland with 19.3 percent.

The central district had two principal customers, Virginia and Penn-
sylvania. These districts received 32.8 and 31,0 percent respectively
of this district's out-of-state sales.

The southern district sold their gray trout primarily to South Car-
olina. That state received 76.1 percent of this district's out-of-state
sales. Virginia was also a customer of the southern district receiving
23.9 percent of its out-of-state sales.
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The central district shipped primarily to Pennsylvania. That state
received 43,2 percent of the out-of-state shies of croaker by those deal-
ers. Maryland was second with 22.5 percent followed by South Carolina
with 17.0 percent.

The southern district shipped 96.8 percent of their croaker to South
Carolina. This figure represented l,944,000 pounds of fresh iced croaker.
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Distribution Patterns for Croaker

In-State Sales

The data shown in Table 3-7 indicate that 52 percent of the fresh
iced croaker handled by the coastal dealers in 1974 moved into markets
inside North Carolina. That 52 percent figure breaks down into 40.1
percent being sold in the coastal area and the balance of 11.9 percent
moving into the rest of the state. If the North Carolina sales are view-
ed independently of the out-of-state sales, then the 40.1 percent figure
converts to tell us that 77 percent of the fresh iced croaker sales to
North Carolina markets were made to coastal area purchasers. The remain-
ing 23 percent moved into other areas of the state.

Table 3-8 further analyses the in-state data. These data indicate
that the central district was the largest supplier of croaker to the
coastal area markets. These dealers provided 69.7 percent of the coas-
tal needs. The southern di.strict supplied 25.7 percent followed by the
northern district's 4.6 percent.

The inland North Carolina markets were served primarily by the south-
ern dealers. They provided 93.7 percent of the inland requirements for
croaker. The central district was second with 4.4 percent and the north-
ern district supplied only 1.9 percent.

Out-of-State Sales

0ut-of-state sales represented 47.6 percent of the fresh iced croak-
er handled in 1974  see Table 3-7! . The southern district was the larg-
est supplier to those markets, having handled 47 percent of out-of-state
shipments  see Table 3-8!. The largest customer was South Carolina,
That state received 24.4 percent of all croaker handled, an amount that
represented 51.1 percent of all out-of-state sales  see Table 3-9!.

The second largest customer for croaker was Pennsylvania which pur-
chased 13.6 percent of the out-of-state sales. The other important cus-
tomers included Virginia with 13.0 percent, Maryland with 10.9, and New
York with 10.5 percent of out-of-state sales.

Table 3-9 illustrates the sales of croaker by districts. The north-
ern district sold primarily to Virginia and New York. These states re-
ceived 37.8 percent and 35.0 percent respectively of the out-of-state
shipments from that district, Maryland received 18.5 percent with the
balance spread out over a variety of states as indicated in Table 3-7.
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Distribution Patterns for S ot

In-State Sales

Data on distribution patterns for fresh iced spot appear in
Table 3-10. These data indicate that 60.5 percent of the spot
handled by North Carolina coastal dealers in 1974 was distributed
inside North Carolina. The coastal area received 51.4 percent of the
60.5 percent handled or 85 percent of the amount distributed in-state,
the inland areas received the remaining 9.1 percent handled 15 per-
cent of the amount drstributed in North Carolina.

The data in Table 3-11 indicate that the central district dealers

were the largest suppliers of spot to the coastal area. They supplied
72,1 percent of the coastal area sales. The southern district pro-
vided 23.9 percent and the northern district 4.0 percent of the total.

Piedmont area sales were predominantly out of the southern
district. These dealers provided 93.1 percent of the spot distributed
inland to the Piedmont and western areas of the state. The central

and northern districts supplied a nominal 4.4 percent and 2.4 per-
cent respectively.

In terms of all of the in-state sales, the central district
was the principal supplier of spot to the North Carolina market.
These dealers provided 61.9 percent of the spot distributed to the
inland markets. The southern district was second with 34.3 per-
cent, and the northern district supplied 3.8 percent,

Out-of-State Sales

Table 3-10 provides information on the states to which spot
were shipped in 1974. The largest customer was South Carolina. That
state received 12.4 percent of all fresh iced spot handled. Maryland
was the second largest customer with 9.4 percent followed by New
York and Virginia with 8.3 percent and 5.5 percent respectively.

In Table 3-11 the percentage of out-of-state sales for each
district is enumerated. The central district's dealers were the
largest out-of-state distributors of spot. They sold 50.6 percent
of the spot followed by the southern district with 28.9 percent and
the northern district with 20.5 percent.

District sales by principal customer areas are presented in
Table 3-12. The northern district's principal customer was New York.
That state received 54.5 percent of that district's out-of-state
sales. The other main customers were Maryland with 25.9 percent and
Virginia with 18.4 percent of the northern distiict's out-of-state
sales.
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The central district was the largest seller of spot to out-
of-state markets. Its main customer was Maryland which received
36.6 percent of the central district shipmeuts. New York was second
with 19.8 percent and Virginia received 14.3 percent. Other states
shown in Table 3-10 received the balance of 28.9 percent of the
central district's out-of-state shipments of spot.

The southern district had two customers. South Carolina re-

ceived 91 percent and Virginia received the other 9 percent of that
district's out-of-state shipments of fresh iced spot.
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Distribution Patterns for Bluefish

In-State Sales

The state totals for bluefish appear in Table 3-13. Of the fresh
iced bluefish handled in 1974, 21.1 percent went to markets in North
Carolina. That represented a total volume of 438,644 pounds moving
into this state. Of the total in-state sales, 410,621 pounds--or
93.6 percent--were sold in the coastal area and the balance of 6.4
percent moved into the Piedmont area.

In-state sales are further analyzed in Table 3-13. These data
indicate that the northern district was the largest supplier of blue-
fish to the coastal market in 1974. Those dealers supplied 62.3 percent
of the total followed by the central district with 34.3 percent and
the southern district with only 3.4 percent.

Shipments to inland North Carolina markets originated primarily
in the southern district. Of the 28,023 pounds shipped into those
areas, 56.9 percent was shipped by the southern district dealers. The
central district and northern district were almost shared equally in
the balance of the shipments with 24.1 percent and 19.0 percent re-
spectively.

In terms of all in-state sales, the northern district was the
main supplier of the North Carolina market with 59.5 percent of the
sales. This was followed by the central district with 33.7 percent and
the southern district with 6.8 percent.

Out-of-State Sales

Table 3-13 provides information on out-of-state sales for all
states receiving shipments of fresh iced bluefish. These date are
broken down by districts and a state tntal is provided, The largest
customer for bluefish, as indicated in Table 3-13, was New York.
That state received 43.7 percent of all fresh iced bluefish handled
by North Carolina dealers. The next largest customers were Maryland
with 18 ' 1 percent of sales and Virginia with 10.2 percent.

In Table 3-14 the data indicate that the nor'them district dealers
were the largest out-of-state shippers of bluefish, as they shipped
80,8 pe~cent of the total, The central snd southern districts respec-
tively shipped 18.8 and 0.4 percent of the total.

Sales by districts to principal markets are presented in Table 3-15.
The principal markets for the northern district were New York with 64.6
percent of their total out-of-state sales, Maryland with 23,2 percent
and Virginia with 10.2 percent.
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The central district's largest customer was Pennsylvania with
33.8 percent of the out-of-state sales. Virginia received 24.4 per-
cent, followed by Maryland with 22.5 percent and New York with 17.3
percent.

The southern district's sales of bluefish went primarily to South
Carolina and Virginia. These states received 69,2 and 30.8 percent
of its sales out-of-state.
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Distribution Patterns for. Mullet

Xn-State Sales

The overall statistics on distribution of mullet in 1974 are pre-
sented in Table 3-16. These data indicate that 58.6 percent of the
total fresh iced mullet handled by North Carolina coastal dealers was
shipped to markets inside North Carolina. The coastal ares received 57.3
percent of the in-state sales while-. the balance of 42.7 percent went to
the inland areas of North Carolina.

Table 3-17 permits futher insight into in-state sales of mullet.
The central district was the largest supplier of coastal area markets.
These dealers supplied 45 percent of the mullet sold in the coastal
area. The southern district was also a ma]or supplier of coastal area
mullet with 37.7 percent of sales. The northern district provided
11.3 percent of coastal area sales.

Shipments into the inland areas were overwhelmingly dominated by
the southern district. These dealers shipped 99.2 percent of the
mullet sold to inland dealers.

Looking at total in-state sales of mullet, the southern district
was the dominant source with 63.9 percent of sales. The central dis-
trict provided 26.2 percent and the northern district had 4,4 percent.

Out- f' State Sales

Table 3-16 provides a breakdown of all states receiving shipments
of fresh iced mullet. New York dealers were the principal customers,
They received 14.3 percent of the total mullet handled, South Carolina
was a close second with 13.4 percent and Maryland was third with 7.6
percent. The northern district was the largest shipper of mullet out-
of-state. Those dealers shipped 57 ' 5 percent of all out-of-state
shipments  see Table 3-17!. The southern district was second with 31.3
percent followed by the central district's 11.2 percent.

The breakdown of out-of-state sales by principal customers appears
in Table 3-18. The northern district's principal customer was New York.
That state received 60.2 percent of the. northern district's out-of-state
sales. Maryland received 30.2 percent and .Virginia 8.4 percent of those
sales.

The central district sold very similar amounts to three states.
Those states included South Carolina with 30.1 percent of sales, Virginia
with 29.5 percent' and Pennsylvania with 26.8 percent,

The southern district had only two out-of-state markets. South Gar-



olina received 91.5 percent of its out-of-state shipments and Virginia
received the balance of 8,5 percent.

The state receiving the largest amount of North Carolina fresh iced
mullet was New York. That state received 34.6 percent of all North Car-
olina's out-of-state shipments of that species. South Carolina was a
close second with 32.4 percent of the total. In third place was Maryland
with 18.3 percent followed by Virginia with 10.8 percent.
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DISTRISUTION PATTERNS FOR SHRDP

The statistics for distribution of shrimp in 1974 appear in Table
3-19. Those data indicate that 55.5 percent of the shrimp handled by the
coastal dealers was distributed within North Carolina. The Piedmont re-
ceived 718,172 pounds or 16.6 percent of the shrimp handled. The balance
of 1,677,970 pounds representing 38,9 percent was distributed in the
coastal North Carolina area.

In-State Sales

Viewing the data above in terms of sales inside North Carolina, 70
percent of fresh iced shrimp sold by the coastal dealers was sold in the
coastal area. Inland dealers received 30 percent of the in-state ship-
ments.

Shrimp sales are further analyzed in Table 3-20, The central dis-
trict was the largest supplier of the coastal area with 83.1 percent of
the coastal sales. The southern district was second with 12.1 percent,
and the north was last with 4.8 percent.

Inland sales were also dominated by the central district dealers,
Their sales of 60.4 percent of the fresh iced shrimp topped the southern
district's 38.7 percent and the north's 0.9 percent.

The central district was the largest supplier of shrimp to all North
Carolina dealers. Their sales amounted to 76,3 percent of all shrimp
sold in-state during 1974. The southern district had only 20.j. percent
followed by the north's 3 ' 6 percent.

Out-of-State Sales

A number of states received substantial shipment of North Carol.ina
shrimp. Table 3-19 presents data on which- states received those ship-.
ments. Florida was the largest customer receiving 20.2 percent of all
shrimp handled. Virginia was second with 8 percent.

Table 3-20 indicates that the central district shipped 86,5 percent
of all out-of-state sales of shrimp. The north was second with 10.2 per-
cent of the out-of-state sales followed by the south with 3.3 percent.

Out-of-state sales by districts are presented in Table 3-21. The
central district's principal out-of-state customer in 1974 was Florida
with 44.4 percent of its out-of-state sales. Virginia was second with
19.8 percent, followed by Georgia with 13,8 percent,
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The southern district shipped 71.2 percent of its out-of-state shrimp
to South Carolina. The balance went to Virginia.

The northern district's sales went to Florida and New York. Those
states received 68.5 percent and 30.8 percent respectively of out-of-state
sales.

The state receiving the largest amount of North Carolina shrimp was
Florida, That state received 871,911 pounds of fresh iced shrimp. That
figure represents 20.2 percent of the total handled and 45.5 percent of
out-of-state sales. Virginia was the second largest customer with 347,078
pounds representing 8 percent of the total handled and 18.1 percent of
out-of-state sales.



a4J
0

O w O O
C0  h O

N W Cl
CV ICI

O N
r r
Ch

00
r
apl

Cl
4J
4J
III

a4J
0

O lhW 4I
~ rl
A

O O

O OO
Ch O
Ih O

C0
O
N N

lD
O0 0 CD

GO4J
0

O
0 N N O O

O R O O
ld H O
CO Ch CD

O
N lh % N

Ch

gh Pl

O O
e CI

A

CD
O~ J

CI

4J

A
O O
~ 0
Ol N

r

O
N N CD

O
CC!
O

0

4I
0
R

4I
0 I I

I I
I I
I I

Cb
N

u a
0 4k

4J
crI

Cl!
0

0 a

v 0
m

kJ
0

4l g
O e

a aa
O

~ C

R
a l8

~ a
CD

Ch

CII

0
D

0

4

4l
V pl
4

a 4IC
O

O C! A Ch P! CV~ M ~
C0 N O 4 N P 0 + 0

N

C0
Ch O

O & Cl & cr

QD N

I I I N I I I I
I I I i I I I I
I I I C0 I I I I
l I I I ~ I I

EPI
I

I I I
I W I I I I
I I I I I
I I I I I

I N W IA
I e

N I Fl N
N

a! O O
O O O

O O Pl~ I I
Ch Ih I P! N

C0 I R C0
I
I

I N N W I I M I I
I ~ ~ I I ~ I I
I I I M I I
I N I I W I I

OCh
Cr O

I
I I sn

'Cl I I
I I
I I



o OO OO O O O

O

C>

C4

CV4J
U

4J

4

O

O CV«0

O O «0 O

O VOA

O

«0

Pl
tl

C0
C4
«0

A

~ I

~ I

m Ch
Fl

47

CO
EPI

O O

Ch

O

«4

O

O
C! . O CV O OO CV

C!

O «0
O

cd
kl
0

dl
4J
sd
4J
I
C

4J
C 0cd

cd
0

cd
W 0

cd
cd

I
Vt
0 I
4J

O
'cd

cd

dl
4J
cd

I

dl
4J
cd
4J 0
ch H

0 dl
kJ

Cd
0
cn

dl
41
4 Cd
0

C

dl
4J
cd
LI

I

W 0 I
4J

O



cd
~ I

0 JJ&
0 cd

lcd H cD

W 0 dl
0 I 4J

JJ dl
Q O

4J
0

IPI
ICl C0

O O
Cl O

Ch

CV �
CV rl

O
A

O

Cd
Cd I

0 vc-l
0 cs

04' CO

col

W 0 dl
0 I 4J

4J cd
O
O

Q o
I

a I

O O

0
4J

CJ

JJ

a ~ I0 IJ c-l
0 cd

M&CD
O Ch
CV

W
W 0 dl
0 I CJ

4J cd
Ic
0
W

O O

0 g
CD

D 0 I4 O
40

CV
CV

QID

O
CV

O O
W 0

0

0
0 cd

ICC W CD

W
W 0 g
0 I

ld
JJ Q

Odl
4J
0
R

O 40
O 45
O Pl~ I

O Q mccd
O

O ul
Cn

I I I
I I I
4 I I
I I
I I I

cd
0

~ I
44
cd
4J
CD I

0

Icd
4J
0 ~ c
44
V
l4

8
4J
lg
4J
I

0 I
4J

O hl Q
O c>
CV

ce r l cdd
Ch

Q
Fl

I Ccl I CV
I I ~ I ~
I I M I aa
I I I

I I Ce I cV
I I o I
I I d0 'I
I I ni I I

O Q
O O
O I Iha
C! I

I I

C0 M 40
Ch

40
Q

4h O
Pl % Ch

CV
r

I I I
~ ~ I I I

I
I

40 CD I I I
~ I I I

O C0 I I I
Ch % I I I

dl
0'rl JJ

0
0

ld D
Q

0 CD
Ccd

bd Ic
IJ 0

djJJ
0

cd
dc
JJ
cd cd 0
JJ JJ Cd
CD 0

C3
Cd
44
Q



-63-

Chapter 4

MARKETS SERVED BY THE NORTH CAROLINA COASTAL FISH DEALERS

Intraduct ion

This chapter will explore the types of markets served by the deal-
ers. More speci.fically, informatian will be presented an the proportions
of the fresh iced products whi.ch vere shipped to �! wholesalers and dis-
tributors, �! retail fish markets, �! supermarkets, �! restaurants,
�! seafood processors, and �! sold as direct retail sales to consumers.
The discussion is broken down by species and by districts. In addition,
a sunmery table encompassing the state as a whole is provided for each
species.

Markets for Flounder

Northern District

In-State-Markets. Sales of flounder within North Carolina by north-
ern district dealers were primarily made to other coastal or piedmont
dealers and distributors  see Table 4-1!, In Chapter 3 it was pointed
out that only 7.3 percent of the sales of flounder in the Northern Dis-
tri.ct were made in the coastal region. From Table 4-1 it is evident that
79 percent of those sales were to other dealers and distributors in the
North Carolina Coastal Area. It would appear that the northern district's
larger dealers serve primarily as suppliers to other dealers in the
in-state markets. This conclusion is further supported by the nominal
amounts distributed to retail fish markets, supermarkets, and restaurants,
both slang the Coast and in the Fiedmont a'rea.

It is interesting to note the very small quantity of flounder mov-
ing into coastal restaurants in the northern districts. This finding
might raise a question about the rather substantial restaurant trade
during the sumner tourist season. The restaurant operators and the fish
dealers both indicated that the business consisted primarily of portion-
cantrolled praduct, i.e. fish that is filleted ta specific weights as
specified by the restaurant operators. That form of product was general-
ly not available from the northern district dealers. A second factor is
the seasonality of the catch. The flounder season is principally during
the winter months around December while the tourist season is in the sum-
mer.
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Out-of-State Markets. Out-of-state markets represented a substantial
92.6 percent of the northern district's sal'es  see Table 3-1, page 3Q.
The exclusive market for the northern district with only one very minor
exception was the wholesalers and distributors in the other states  see
Table 4-1! .

Central District

In-State Markets. The markets served by the central district deal-
ers were very different from those of the northern district  see Table
4-2!. The first important contrast is in terms of the proportions of
volume which stayed in-state. A total of 78.9 percent of the central
district's flounder stayed in North Carolina. The ma!ority, or 75.4 per-
cent, of that total volume was distributed in the coastal area. Second,
the ma!or coastal market served was the restaurant trade. Dealers in
the central district shipped 4.5 million pounds representing 50 percent
of their coastal area sales to that market. This finding points out a
substantial difference between the northern and central district's res-
taurant markets. Few if any central district dealers were cutting por-
tion-controlled fillets. The central district restaurant market was
therefore buying non-portion-controll.ed fillets or whole flounders. The
northern district's restaurant market, as discussed earlier, was buying
portion-controlled fillets or whole flounders.

Central district dealers also engaged in active wholesale trade with
other coastal zone wholesalers and distributors. This market represent-
ed 24.9 percent of their business. Direct retail sales were also great-
er than in the northern district. Slightly more than two million pounds
or 23.2 percent of their coastal zone sales of flounder was sold at re-
tail. Sales to independent retail fish markets represented only 118,500
pounds for 1.3 percent af their coastal zone market.

The Piedmont area received only slight attention from the central
district dealers. Only 3.5 percent representing 426,000 pounds of floun-
der made it into the Piedmont zone. The market patterns were similiar
but not the same as for the coastal area, Wholesalers and distributors
received 54 percent of the total followed by restaurants with 17.8 per-
cent and retail fish markets and supermarkets with 14.1 percent each.

Out-of-State Markets. The out-of-state markets for central district
flounder were also more diverse than those for the northern district  see
Table 4-2! . Wholesalers and distributors purchased 90.8 percent of the
out-of-state volume. Retail fish markets' supermarkets and restaurants
shared almost equally in the remaining 9.2 percent.
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Southern District

In-State Markets. In contrast to the northern district's sales of

flounder to the wholesalers and distributors and the central district's

sales to restaurants, the southern district's principal market was re-
tail fish markets  see Table 4-3! . This market absorbed 7l . 8 percent
of the southern dealers coastal zone sales and 93.8 percent of their
piedmont area sales. Restaurants in the coastal area were also a signi-
ficant outlet with 22,4 percent of the coastal zone sales.

Out-of State Markets. The southern district was almost equally ba-
lanced between in-state and out-of-state sales. In-state sakes repre-
sented approximately 49 percent of total sales while the balance of 51
percent was out-of-state sales. The principal market followed the in-
state pattern of selling to retail fish markets. That market absorbed
65.4 percent of sales while supermarkets received 31 ' 7 percent.

A re ate State Data

The data for the state as a whole appear in Table 4-4. These data
indicate the aggregate markets served by the state as a whole, and the
weights and percentages moving into each market. The largest market
served by the state was other wholesalers and distributors with 43 per-
cent of the total. That market was followed by retail fish markets and
restaurants with 21.2 and 21.3 percent of the market respectively.

Supermarkets accounted for only 5.5 percent of the market. When
the supermarkets' snd retail fish markets' shares are combined to form
an aggregate total for final retail outlets, they represent 26.7 percent
of the market and 6,283,133 pounds of flounder. Conspicuous by its ab-
sence is the sale of flounder to seafood processors. Some of the North
Carolina product may have been ultimately sold to processors in 1974,
however, the dealers contacted in this study did not indicate any such
sales.
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Conclusions About the Flounder Markets

The markets for North Carolina flounder vary depending upon the fish-
ing district within the state that is being examined. The patterns, how-
ever, are very distinctive. The northern district was primarily an ex-
porter of flounder to wholesalers and distributors in neighboring states
both north and south of North Carolina. The largest market was South
Carolina and the second largest was Virginia. The central district sold
primarily to in-state markets with a large quantity of flounder being
sold to Coastal area restaurants.

The southern district dealers were balanced between in and out-of-
state markets. The retail fish markets and supermarkets represented their
market for fresh iced flounder. Within the state, the southern district
served both the coastal and the Piedmont areas. The Piedmont area, how-
ever, received amre flounder than did the coastal area. It appears from
the data collected on the flounder market that the southern district deal-
ers were the main suppliers of fresh iced flounder to the inland areas
of North Carolina.
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Markets for Gray Trout

Northern District

In-State Markets. The in-state market for gray trout from the
northern district was strongest is the coastal zone with wholesalers
and distributors as the principal customers. That market accounted
for 75.2 percent of coastal sales  see Table 4-5!. Direct retail
sales by the dealers were also an important 16.8 percent of sales.

Piedmont area sales, as was the case for flounder, were almost
exclusively to wholesalers and distributors. The in-state market iu
the northern district purchased a total of 1,196,548 pounds of gray
trout with 80.3 percent of that going to wholesalers and distributors,
13 percent to direct retail sales, and 4.9 percent to retail fish
markets. The restaurant market was very small consuming only 17,119
pounds or 1.4 percent of the in-state volume.

Out-of-State Markets. In the out-of-state market, 99.9 percent
of all the gray trout went to wholesalers and distributors. Approx-
imately 2,000 pounds of this product was shipped to restaurants iu
Virginia.

Central District

In-State Markets. The in-state markets for gray trout in the
central district are reported in Table 4-6. In contrast to the
northern district's concentration on the wholesaler and distributor
market, the central district's main coastal zone market was the retail
fish market. That customer group absorbed 81.2 percent of the coastal
area sales of 5,794,150 pounds. The wholesaler-distributor market did
get some activity with 17.3 percent of the total coastal sales. The
Piedmont area was a very small market for the central district. That
market received only 41,250 pounds of gray trout, the majority of
which went to wholesalers aud distributors. In contrast, the coastal
area markets consumed 5,794,150 pounds of gray trout.

Out-of-State Markets. Out-of-state markets for the central dis-

trict were slightly more diverse than for the northern district. A
ma]ority of 96.4 percent of the sales did go to wholesalers and dis-
tributors but it was spread across the nine states indicated in Table
3-6. Restaurants, retail fish markets and supermarkets were minor
purchasers of the gray trout handled by the central district dealers.
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Southern District

In-State Markets. As reported in Chapter 3 the in-state market
was the principa 1 outlet for southern dist rict gray trout . The
coastal zone absorbed the majority of those in-state sales  see Table
4-7!. Retail fish markets were the main customer group absorbing
77.3 percent of the 174,545 pounds sold. Supermarkets were second
with 13.4 percent of coastal zone sales.

The Piedmont area purchased 113,000 pounds of gray trout. Retail
fish markets and supe'rmarkets received 88.9 percent snd 3.6 percent
respectively. As in the case of flounder, these final retail outlet
constituted a majority of the southern district's markets for sea-
food products.

Out-of-State Markets. The southern district's out-of-state
markets for gray trout were very small. All 6�00 pounds was sold
in South Carolina where 67.2 percent went to retail fish markets and
8.9 percent to supermarkets. The balance of 23.9 percent went to
wholesalers and distributors in Virginia.

A re ate State Data

Data for all three fishing districts are combined in Table 4-8.
Those data indicate the nature of the aggregate markets for gray
trout served by North Carolina's coastal fish dealers. The major
in-state markets were retail fish markets �8.3 percent!, wholesalers
and distributors �7.6 percent!, and direct retail sales �.1 percent!.
Restaurants and supermarkets purchased proportionally very small
quantities of this species.

The out-of-state sales of gray trout totaled 1,778,752 pounds
of which 91.5 percent went to wholesalers and distributors. Retail
fish markets received 2 ' 75 percent and the balance of 0.8 percent
was shared equally by supermarkets and restaurants,
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Conclusions About the Gra Trout Markets

The gray trout market in aggregate was somewhat similar to the
flounder market in that wholesalers and distributors, and retail
fish markets received the ma]ority of the product marketed, There
were differences in that proportionally more gray trout than flounder
moved to retail fish markets and proportionally less to wholesalers
and distributors. Sales of gray trout to restaurants and supermarkets
did not constitute important markets for this product. Even the
direct retail sales by the dealers were small as a proportion of the
total volume handled.

The in-state market was the ma]or outlet for this species. It
is apparent that North Carolina consumers either liked to prepare
gray trout in their homes and there was either sufficient demand
here to absorb the ma]ority of the catch, or that there was insuffi-
cient out-of-state demand to make prices high enough to draw the
product into the more distant markets.
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Markets for Croaker

Northern District

In-State Markets. Of the 1,222,980 pounds of croaker handled by
the northern district dealers, only 184,923 or 15.1 percent was sold in-
side North Carolina. A majority of 164,865 pounds of that total was sold
in the coastal zone  see Table 4-9!. The major coastal zone markets were
wholesalers and distributors �7.4 percent! and retail fish markets �7.9!.
A fairly good local rdarket was apparently present for croaker as the deal-
ers indicated that 79,000 pounds or 47,9 percent of their coastal area
sales were direct retail sales to final consumers.

Only the nominal quantity of 20,058 pounds of croaker moved into
the Piedmont markets from the northern district. The majority of 79.9
percent of that was sold to wholesalers and distributors, Retail fish
markets and restaurants purchased about 10 percent each.

Central District

In-State Markets. The central district's sales in North Carolina
encompassed 67.4 percent of the total croaker handled with almost all of
that being sold in the coastal zone  see Table 4-10!. The largest mar-
ket served was the wholesaler and distributor market which received 94,2
percent of the 2,495,200 pounds of croaker sold in the coastal zone. Re-
tail fish markets purchased 101,750 pounds for 4.1 percent of the total.
Restaurants consumed 25,500 pounds but that only represented 1.0 percent
of sales making that a very insignificant market.

Piedmont. area markets were dominated by the wholesalers who bought
52.6 percent of the 47,500 pounds of croaker mov'ing inland. As before,
the Piedmont remained a very insignificant market for the central dis-
trict dealers.

Out-of-State Markets. The markets served outside North Carolina

purchased 32.4 percent of the central district's croaker. A majority of
77.2 percent of those 1,228,450 pounds of croaker was sold to wholesalers
and distributors. Supermarkets were also an important outlet for this
species with purchases of 258,750 pounds for 21.1 percent of the out-of-
state market for this district.

Out-of-State Markets. The

cent of the northern district's

tributors received 99 ' 9 percent
ported sales to the other types
a restaurant in Virginia.

out-of-state market represented 84.8 per-
sales of croaker. Wholesalers and dis-

of those shipments. Only one dealer re-
of markets and that was a small sale to
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Southern District

In-State Markets. The in-state markets for the southern district

represented 48.9 percent of the southern district's sales of croaker.
That figure represented 1,918,931 pounds of croaker of which slightly
less than half was sold in the coastal zone and the balance moved into

the Piedmont area of the state  see Table 4 jl!. The major market for
these dealers, both on the coast and in the Piedmont, was retail fish
markets. Zn all, 91.4 percent of the in-state sales went to the retail
fish markets and 4.6 percent went to supermarkets. This pattern is in
line with the southern district's sales of both flounder and gray trout.

Out-of-State Markets. The out-of-state markets for southern district
croaker also approximate the patterns followed in this district by the
species already discussed. Retail fish markets in South Carolina pur-
chased 95.4 percent of the 2,008,000 pounds shipped out-of-state while
the balance went to wholesalers and distributors in Virginia �.2 percent!
and supermarkets in South Carolina �.2 percent!.

A re ate State Data

The aggregate state data for croaker appear in Table 4-12. Those
data point out that within North Carolina the major markets for croaker
were wholesalers and distributors, and retail outlets such as fish mar-
kets and supermarkets,

The out-of-state markets were split almost equally between whole-
salers and distributors �8 percent! and retail fish markets �5.2 per-
cent! . The sales to retail fish markets, however, were predominantly by
the southern district dealers, while the wholesaler and distributor sales
were by central and northern district dealers as discussed earlier.
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Conclusion About Croaker Markets

Percentage-wise and pound-wise, the in-state market for croaker was
not as great as the in-state market for gray trout or flounder. The
coastal zone, however, continued to be the major consumer of the catch
with 70 percent of the croaker being sold in that market.

The largest single purchasers of croaker were the retail fish mar-
kets in South Carolina. That customer group purchased 21.5 percent of
the total pounds reported by the dealers surveyed.

There appeared to be a substantial market for croaker at the retail
fish market level both in and out-of-state. The southern district deal-
ers, seemed to be the only dealers who actively sought to serve that mar-
ket during the 1974 period,



Markets for S ot

Northern District

In-State Markets. The northern district dealers sold 143,334 pounds
of spot in in-state markets  see Table 4-13!. The coastal zone was the
ma!or sales area with 129,586 pounds. Direct retail sales were the lar-
gest market with 60.9 percent of the total. Wholesalers and distributors
were second with 27.7 percent.

Sales in the Piedmont vent primarily to wholesalers and distributors.
They purchased 83.3 percent of the 13,748 pounds going into that area.
Retail fish markets purchased 2,000 pounds for 14.5 percent of those sales.

Out-of-State Markets. Wholesalers and distributors purchased 99.9
percent of the out-of-state sales of spot from the northern district.
This finding is in line with the distribution patterns for p'reviously
discussed species.

Central District

En-State Markets. The central district sold 2,321,400 pounds of
spot in in-state markets  see Table 4-14! with the coastal zone receiving
2,296,400 pounds of that total. The dominant market in the coastal zone
was wholesalers and distributors with 92 percent of that volume. Retail
fish markets were second with 95,150 pounds �.1 percent! followed by
direct retail sales of 65,100 pounds �,8 percent!.

The Piedmont area received only 25,000 pounds of the central district'B
sales in North Carolina. Wholesalers and distributors received 13,750
pounds �5 percent! of that with the .balance split equally between retail
fish markets, supermarkets and restaurants.

Out-of-State Markets, Sales to markets outside North Carolina to-
taled 1,236,450 pounds' Of that total, 95.7 percent was sold to whole-
salers and distributors. The second largest market' was supermarkets vith
34,375 pounds �.8 percent!. Seafood processors also purchased small
quantities of spot. That market consumed 4,375 pounds, but it was spread
out over five states with no one state receiving more than L,500 pounds.
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Southern Distri.ct

In-State Markets. This district sold 1,285,090 pounds of spot
inside North Carolina  see Table 4-15!. The coastal area received
760,090 pounds of that total with retail fish markets purchasing 84.9
percent. Supermarkets were the second largest customer with 10.9
percent of the total.

The Piedmont area purchased 525,000 pounds of southern district
spot. Retail fish markets were the major market with 84.5 percent
of the total followed by supermarkets with 7.7 percent, Wholesalers
and distributors purchased 90,054 pounds fox 7 percent of the spot
shipped into the Piedmont.

Out-of-State Markets. Sales of spot outside North Carolina
totaled 708,000 pounds for the southern district. Of that, 87.6 per-
cent was sold to retail fish markets and 3.4 percent to supermarkets.
Both of these market groups vere located in South Carolina. The
only other out-of-state market vas wholesalers and distributors in
Virginia.

A re ate State Data

State totals for the spot markets appear in 'Xable 4-16. Within
North Carolina the majority of 60.3 percent of the 3,749,834 pounds
of spot were sold to wholesalers and distributors. Retail fish mar-
kets were major buyers with 1,194,328 pounds for 31.9 percent. Direct
retail sales �.1 percent! and supexmarkets �.9 percent! also played
an important role.

The out-of-state markets total,ed 2,444,896 pounds of which 71.5
percent went to wholesalers and distributors. Retail fish markets'
purchases of 625,375 pounds represented 25.6 percent of sales.



CD
cD
cD

cD
cD

CD
CD

CD
CD

cD
CD
CD

cD
CD

CD
C7h
CD

cD
CD
CD

CD
t0
CD

0
I-

fltp

A
cD

A
CD

ch
lh

O c5
cl- O
l5 O
5I L
R CL

Ol
CD

CD CV
lO

CD
cD
CD

CV

CD
cD
CD

cD
CD

P!

~ I
CV
CQ CV

CD cA4

CO

Vl
+J

~ m~
c5 E
dP M

ccl
U

cD
CD

CD
cDcD

lA CD

CD
CD
Ch

CDCD
CD

5

CD

CP

Q ccc
OO
X a5

c5
0
I

I5
0I�

c5

c5
0

I
l5

I-
l5

e
C7l

C
L.
Vl

I 0
0. CD

c5
e L S-

0 4I
c5I�

c/l
0

5I

CI
t5

ll
0

CD



CD
CD

«D
CICD

CD
CD CI

O
CD
CD

CI
CI

CD
CD CD

CI
CI

CI
CD CD

ID
CI

A
OJ 0 C7I

CD

O LA
CD
CD
CD

Ol
CO

~ 4

CO*
O92

A

LA
CV
CO

Pl

IALD
CO

P!

CO

IA

~ w ch
4$4J
A ~
4l nI
CC IA

I I
I I
I
I I
I I

CLI

CD

CLI

CD
CD 0 CI

CI LA
Al CO

IC- CJ
I4 OI
4l S-
IA CL

LA

LO
CO
CLJ
LA
P!

LOh
LO

I I
I I
I I
I I
I I

0

CLI

CDCIICO

CO
CI
CI
CI

O CD
CA

CI
CJI

CD
CLJ

IA
CLJ

'cPCI

LA CLI CI
cll
CLI

CI
LA

LD

CO

'c4
Ch

CD
CLJ

CO
CD
CO

Cl
CD
CD
LA

CI
CLJ

CD

0
CI

CLI

CD
CD CD

CII

CI
CD
LAA

CD
ClLA

Ccl
LA

LA

CO
LA

LA
CLI

CII
*

LA

~ ILA
CO

CLI
CLJ

A
CO

0 O

I III
CI

cJI
II/
O

w4
I 3

V! I
4I

4J
Xl CI
c4
I�

III I/!
4I

CII
I � M~ I
c4 K
4l L
IO ccl

LI

LA

LA
CV!

CV

LA

LCl
LOfl

0 LO

0

H

CLI

0 0 0
O 0 0

0 0
O O

~ I

I I I
I I I
I I I
I I I

O 0
LA

CV

O O
O

0 0
IA IA

N
0 0
0 0
ICI LA

O 0
LA LA
CV OJ

0 O
CI

CLJ

0 0
O LA

IO
Itl

cC M K

hI CLI

m

Ch
CO~ 92



-91-

Conclusions about S ot Markets

The principal markets for spot were located in North Carolina.
The central district was the largest supplier of those markets,
although sales were almost exclusivel,y in the coastal area. The
southern district dealers also sold a slight majority of their spot
in the coastal area but they had a relatively large flow �25,000
pounds! into the Fiedmont area. These results indicate a healthy
market for spot both along the coast and in the inland areas of the
state.

The out-of-state market was also good. Demand pulled only
32,2 percent of the 6,194,720 pounds of spot into markets outside
the state but that is still a lot of fish and it represents a healthy
market.
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Markets for Bluefish

Northern District

In-State Markets, The northern district dealers handled
1,582,000 pounds of bluefish  see Table 4-17!. Of that total, 261,108
pounds or 16.5 percent was sold inside North Carolina. Coastal area
sales of 255,785 pounds far outpaced the 5,323 pounds sold in the
Piedmont. In the coas'tal area a ms!ority of 71 percent of the market
was direct retail sales by the dealers to final consumers. Coastal
wholesalers and distributors purchased 25.6 percent and retail fish
markets 2.2 percent.

The 5,323 pounds of bluefish sold in the Piedmont area went prin-
cipally to wholesalers and distributors �9.8 percent!. Nominal
amounts went. to retail fish markets�40 pounds! and restaurants �29
pounds!.

Viewing the in-state market for the northern district as a
whole, direct retail sales to consumers encompassed 69.5 percent of
in state sales of bluefish. Wholesalers and distributors purchased
26,7 percent for the lion's share of that product not sold directly
to consumers.

Out-of-State Markets. Out-of-state sales of bluefish by the
northern district dealers totaled 1,321,092 pounds  see Table 4-17!.
Virtually 100 percent of that total was sold to wholesalers and dis-
tributors in the states indicated in the table. The only other sale
was 164 pounds one dealer indicated that he sold to a restaurant in
Virginia.

Central District

In-State Markets. The in-state markets for bluefish from this
district were also predominantly along the coast. Of the 147,650
pounds sold in-state, 140,900 were sold in the coastal area  see Table
4-18!. Wholesalers and distributors purchased 94.9 percent of that
total. Restaurants were the second largest customer purchasing 3,375
pounds or 2.4 percent of the total coastal area sales.

The Piedmont area received 6,750 pounds of bluefish from the
northern district dealers, Fifty percent of that total went to whole-
salers and distributors. The balance was shared equally by retail
fish maxkets, supexmarkets, and restaurants.
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The central district's in-state markets consisted primarily of whole-
salers and distributors, That market received 92.9 percent of the blue-
fish sold in North Carolina by these dealers.

Out-of-State Markets. The majority of the central district's blue-
fish was sold out-of-state. As in the case of the in-state market, whole-
salers and distributors were the major market with 98.2 percent of the
307,001 pounds sold out-of-state.

Southern District

In-State Markets. The southern district dealers handled only 36,386
pounds of bluefish  see Table 4-19!. Of that total, 29,886 pounds were
sold inside North Carolina. The market was almost evenly divided between
coastal and Piedmont area sales. The markets, however, were different.

In the coastal area retail fish markets received 45.2 percent and
wholesalers and distributors 38.7 percent of the 13,936 pounds shipped.
The balance of 16.14 percent went to supermarkets. The Piedmont area
sales of 15,950 pounds went principally to retail fish markets  90.8 per-
cent!,

Out-of-State Markets. The out-of-state markets received 6,500 pounds
of bluefish from the southern district. The majority of that went to
retail fish markets �7,7 percent! and supermarkets �1.5 percent! in
South Carolina. The ba]ance of 2,000 pounds went to wholesalers and dis-
tributors in Virginia.

A re ate State Data

The aggregate state data for bluefish are presented in Table 4-20,
These data indicate that with the state the major markets for this species
were wholesalers and distributors �8.6 percent! and direct retail sales
to consumers �1.2 percent!. Retail fish markets received some of the
product but that amounted to only 30,208 pounds or 6.9 percent. A total
of only 438,644 pounds of bluefish were sold in North Carolina by the
dealers surveyed,

Out-of-state markets were much more concentrated. Wholesalers and
distributors purchased 99.4 percent of the 1,634,593 pounds of bluefish
sold outside North Carolina.
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Conclusions About the Bluefish Markets

In contrast to the other species studied, the bluefish market
was primarily an out-of-state market. Of the 2,073,237 pounds
handled, 78.6 percent moved to out-of-state purchasers. All three
districts were similar on this point. The principal out-of-state
market was wholesalers and distributors,

As in the case of the other species studied, direct retail
sales by the dealers played a role in the distribution pattern for
in-state sales. proportionally more bluefish were sold in this
market, however, than was the case for the other species.

It is difficult to tell from the data whether the limited catch

of bluefish was a function of non-availability of the speciea or
overall weakness in the market. Discussions with the dealers, how-
ever, revealed that the prices paid to fi.shermen for bluefish were
lower than those paid for other species due to low aggregate consumer
demand and extra cost in handling.

Bluefish spoils easily. As a result many wholesalers and
distributors will not accept shipments unless the fish have been
eviscerated, thus requiring considerable work and extra expense for
a product that usually brings s lower price. Several dealers com-
mented that they only handled bluefish when they had to and that they
handled those reluctantly,

Whether or not this market will expand is a big question. The
consumer typically wants delicately flavored fish such as flounder.
Bluefish is a strong flavored fish. Consumer demand directly influ-
ences dealer and fishermen's actions, therefore, the ultimate answer
would appear to lie in the marketers' ability or desire to shift
consumer expectations and demands to encompass the stronger flavored
species of fish such as bluefish.
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Markets for Mullet

Northern District

In-State Markets. The in-state market for mullet absorbed only 19.7
percent of the total of 536,775 pounds reported by the northern district
dealers surveyed  see Table 4-2]!. The two main markets were direct re-
tail sales by the dealer �l.3 percent! and sales to coastal area whole-
salers and distributors �5.8 percent!. The Piedmont area markets re-
ceived only 495 pounds of «ullet and were therefore not an important fac-
tor in the northern district's sales.

Out-of-State Markets. The out-of-state market absorbed 80.2 percent
of the northern district's landings of mullet. Those sales were almost
exclusively to wholesalers and distributors. In general, the northern
district dealers handled very few mullet with the majority of those that
were handled going out-of-state.

Central District

In-State Markets. The central district handled more mullet than did

the northern district. Of the 361,978 pounds reported, 76.8 percent of
277,828 pounds were sold in-state  see Table 4-22!. Almost all of the
in-state sales were made in the coastal zone with wholesalers and dis-

tributors purchasing 96.8 percent.

Out-of-State Markets. The out-of-state markets absorbed 84,150
pounds of mullet for 23.3 percent of the total volume. A majority of
95.3 percent of that total was sold to wholesalers and distributors.

Southern District

In-State Sales. The southern district dealers handled the majority
of the mullet distributed within North Carolina. Their in-state ship-
ments totaled 679,635 pounds and represented 74.3 percent of the total
914,635 pounds handled in that district  see Table 4-23! . Sales in the
coastal area represented 33.8 percent of the in-state volume, while 66.2
percent was shipped into the Piedmont area market.
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A total of 62.1 percent of the coastal, sales went to retail
fish markets, while 7 percent was sold at retail by the dealers
themselves. The Piedmont area sales also went to retail fish markets.
The Piedmont area sales also went to retail fish markets. Of the
450,000 pounds of mullet shipped into the Piedmont area, 92.2
percent went to retail fish markets.

re ate State Data

The combined datd for mullet sales by three districts appears
in Table 4-24. Those data indicate that the in-state market repre-
sented the ma5ority of the sales of fresh iced mullet. The 1,063,163
pounds sold in North Carolina represented 58.6 percent of all sales
of mullet by the dealers contacted. The ma]or markets for those
sales vere retail fish markets �3.2 percent! and wholesalers and
distributors �3.5 percent!. The coastal dealers also sold 91,154
pounds  8;6 percent! directly to final consumers in the coastal zone.

The out-of-state markets received 150,225 pounds of mullet,
Wholesalers and distributors represented the ma!or market with 70.8
percent of the sales. They were followed by retail fish markets
 predominantly in South Carolina! which received 27.9 percent of
the out-of-state shipments.

Conclusions About the Mullet Markets

The data on mullet indicate that the southern district is the
ma]or handler of that species, Those dealers cater primarily to
coastal and Piedmont markets with retail fish markets as the major
customer. The central district also serves primarily an in-state
market. Its customers, however, are predominantly coastal area
wholesalers and distributors with less than 4 percent going to other
types of customers. The northern district, as with most other species,
seHs primarily to out-of-state markets.

Mullet does not appear to be a major factor in the North Carolina
seafood catch. It is not a particularly popular fish with consumers,
although some types of mullet are used as bait in recreational fishing.
The lack of popularity makes it a species that is priced low and there-
fore does not attract commercial fishermen or dealers.
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Northern District

In-State Markets. The northern district sold 86,220 pounds of
shrimp in North Carolina of which 79,980 was sold in the coastal ares
 see Table 4-25!. A majority of 65.8 percent of that shrimp was sold at
retail directly to comsumers and 25.3 percent vas sold to wholesalers and
distributors. Retail fish markets and supermarkets vere also important
customers with 4,000 pounds � percent! and 2,080 pounds �.6 percent!
each.

Sales in the Piedmont area amounted to 6,240 pounds with 83.3 per-
cent of that going to wholesalers and distributors. Restaurants pur-
chased the balance of 1,040 pounds for 16.7 percent.

Out-of-State Markets. The northern district dealers soM 197,000
pounds of shrimp outside North Carolina. Two markets absorbed sll these
sales. Wholesalers and distributors purchased 62,773 pounds for 31.5
percent of the sales. Seafood processors in Florida bought the remaining
135,000 pounds representing 68,5 percent of the out-of-state sales.

Central District

In-State Markets, The central district dealers were by fsr the
largest dealers in shrimp. They handled 3,487,000 pounds of shrimp of
which a majority of 1,828,328 was sold inside North Carolina  see Table
4-26!. The coastal area purchased 1,394,396 pounds with a majority of
849,968 pounds �1 percent! sold to restaurants. Wholesalers and dis-
tributors were an important market with purchases of 281,843 pounds �0.2
percent!. As in the case of sll species studied, direct retail sales to
consumers was s good market for 'the central district with 'that market
absorbing 155,244 pounds �1.1 percetn! of these dealers sales in the
coastal zone.

Piedmont area markets purchased 433,932 pounds of shrimp of which
132,682 pounds �0.6 percent! went to wholesalers and distributors.
Restaurants and supermarkets were important customers with 103,750
pounds �3 percent! each followed by retail fish markets with 93,750
pounds �1.6 percent!.

Out-of-'State Markets. The shrimp sold outside North Carolina to-
taled 1,658,673 which was just slightly less than the in-state sales.
The markets, however, were very different' Seafood processors represented

All shrimp are reported as weights with heads removed.
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the major out-of-state market with 906,475 pounds for 54.5 percent of
sales. Wholesalers and distributors were a more important market' than
they were for in-state sales with 537,698 pounds �2.4 percent!. The
sales to the restaurant market were also faixly significant. A total
of 157,000  9.5 percent! of the shrimp were sold to restaurants out-
side North Carolina. Supermarket sales were a representative 57,500
pounds but that was only 3,5 percent of the out-of-state sales.

Southern District

In-State Markets. This district handled 544,094 pounds of shrimp
with a majority of 481,594 pounds going into markets within North Caro-
lina  see Table 4-27!. The coastal zone markets received lese than
one half of the in-state sales. Of the 203,594 pounds sold in that
area, retail fish markets purchased 90,348 pounds �4.4 percent!, Res-
taurants were also an important market with purchases totaling 60,623
pounds �9,8 percent!. Direct retail sales to consumers by the dealers
as for almost all other species consumed a significant proportion of
sales. That market totaled 52,623 pounds for 25.8 percent of the coastal
area sales.

The Piedmont market received 278,000 pounds of shrimp. Of that
total, 144,500 pounds �2 percent! went to wholesalers snd distributors
end 126,750 pounds �5.6 percent! to retail fish markets. The inland
markets for shrimp for this district were consistent with the patterns
followed for the other species studied.

Out-of-State Markets. Markets outside North Carolina received
only 62,500 pounds of shrimp from the southern district's dealers. The
majority of 33,750 pounds �4 percent! went to retail fish markets.
Supexmarkets were also important with purchases of 6,750 pounds �5.2
percent!. Sales to wholesalers and distributox's absorbed the balance
of 4,000 pounds  9 pex'cent! .

A re ate State Data

Sumaary data combiniag the sales of all three districts appear
in Table 4-28. Those data indicate that in terms of in-state sales,
the restaurant market was the most important market for shrimp. That
market consumed 1,018,671 pounds of shrimp which represented 42.6
percent of in-state sales. Wholesalers and dxstributors purchased
584,425 pounds �3.4 percent!. Retail fish markets were close behind
the wholesalers and distributors with 422,189 pounds �8 percent!,

The out-of-state maxkets for the state as a whole were dominated
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by seafood processors. That market purchased 1,041,475 pounds of
shrimp for 54.3 percent of the out-of-state sales. Wholesalers and
distributors in other states received 621,778 pounds representing
32.4 percent of sales. The restaurant market with purchases totaling
157,000 pounds  8.2 percent! was also an important market.
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Conclusions About Shri Markets

Shrimp follow the prices which in turn are determined by consumer
demand. In the northern areas of the United States the consumers like
large shrimp and will pay high prices to satisfy that demand. As a re-
sult the larger shrimp move into that market area. Small shrimp in con-
trast, are in general scorned by all consumers. As a result they bring
lower prices, a phenomena that makes thi.s size of shrimp attractive to
the processors. The processors buy all the small shrimp they can get
and still wind up importing shrimp from outside the United States. What
they do is take the small shrimp, add lots of breeding to make them look
large, and then sell them to consumers who want large breaded shrimp.
Lest this be taken as an unfair act, please note that the consumer seems
perfectly happy with this arrangement as evidenced by their continuing
high and increasing demand for the breaded shrimp products.

The medium size shrimp tend to go into the North Carolina markets.
That size shrimp sells at a price which North Carolinians seem to be
willing to pay. Since this market will not pay the higher prices for
the larger shrimp, it gets only what is not in demand elsewhere.

The shrimp markets represent the financially most lucrative market
for the North Carolina fishing industry. Shrimp has always been and
probably will always be a high consumer demand item. When in short sup-
ply the prices soar, In periods of seemingly excess supply, however,
prices may drop very low. Given the increases in available freezing ca-

pacity which have been taking place, these extremes in prices at the deal-
er level may settle out somewhat at some future point.

The problem is and will remain one of deciding when to freeze. The
dealer does not know that the sudden increase in supplies may not con-
tinue for long perIods leaving him with large quantities of frozen shrimp
for which he paid high prices. Alternatively, if he waits, then supplies
msy suddenly become short leaving him without any frozen shrimp which he
could sell in the more lucrative poet season market.

Mother nature is in charge as always. Until we can accurately pre-
dict the level of supplies that will be available, the shrimp market
will remain a risky as well as potentially remarding phencxnena for both
the fisherman and the dealers.
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APPENDIX

SUMMARY TABLES ON DISTRIBUTION

OF STUDY SPECIES
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