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? mﬁz ber of years, a great deal of effort has been expended in attempting to introduce
N hmtctlve measurement scheme (commonly called carcase classification) for meat marketing

iy%emsralia- In my view, most countries that have developed grading or classification
.Qal ave searched for words that adquately describe or define their specific system.
memizountries, while words may differ, the underlying objectives appear to be similar.
t§ﬁ£ %o benefits should accrue to producers in more equitable returns and a more precise
pepPOQr Darket information, to the meat industry by a more accurate standardization of
%Vidi UCt permitting it to be sold on a descriptive basis, and to the consumer by

U8 greater satisfaction in the selection of the meat supplies.

Slage:

? Ui claSSification of a product is the systematic and uniform distribution or allocation
tg%em groduCt into classes. Classification has as its objective, the development of a
%QESt @eScription of carcases based on measurable or defined criteria. It aims at

dme abj:lshment of an industry language - a language common to all elements of livestock

Oy i industry from paddock to plate.
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glﬂlilcaﬁlon simply describes the carcase using established criteria. It does not say
%Omﬂuse 1S best or better for a particular purpose, it does not impose our own or other
phed lkes or dislikes on the product by giving it superlatives often incorrectly
g iy, et inappropriate to a particular market.
ﬁg%miton (1975) has summarised the reasons given for devising classification or grading
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(b3 o éncourage, guide and speed up livestock improvements. ) .
O intensify competition in the market (essentially by reducing uncertainties
about the quality of the .product under discussion or for which a price is quoted,
(c) So Concentrating competition on price.)
O facilitate trade (that is to help people get what they want or sell what they
(q) .2Ve got, and to decide the right price for the transaction).
(e) t° DProvide the basis for market reports, both nationally and internationally.
O facilitate the development of export markets, of export quality control and of
(£) EXPOPt promotion schemes.
X ao brovide a basis for defining consumer grades to strengthen demand, and provide
|

2or, Sound basis for promotion.
Yy i Service.
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i?“hg i974 a pig carcase measurement and information service was instigated at the
QQOrdEdstTallan Mecat Corporation, in excess of 20,000 carcases were measured and data
asufactf .The research included follow through of individual carcases to‘rgtal} and
hslstequlng outlets. Dissection to the retailers and manufacturers specifications
3 leem 10 the establishment of groupings or classifications. It also ensured the
mﬁbgctigii of the end users providing a basis for future acceptance, and establishing

1n approach.

ggiﬁggion service included the recording of the following:-

H% Cé:‘“*~i This provided identification of the producer who shipped the carcase.
\\\\\453¥ilﬁﬁiﬂgli Based on a standard carcase definition.

Sex.
~X: Entire male, castrate or female.

ac ) .
_“\53311 Introscope probe measurement taken 65mm lateral to the midline at the

t%tial level of the last rib.
iémlofstudies reviewed by Harrington (1972) have demonstrated that measurements of fat
QbemeQSH the midline give a better indication of the composition of the carcase than do
Sprcapabfements made at the midline. Apart from this superiority, probe measurements
mﬁt at Erof being authomated. Probe measurements do not require that the carcase be
eball-the time of measurement and hence can be taken on pork carcases which are

5 Y traded on an unsplit basis.
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that he reasons for support of classification, especially from producer groups, has
gy €y see it leading to an alternative marketing system providing added
v incentives, and management skills.
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The Livestock Marketing Study Group of South Australia, was formed in 1977 to study
efficiencies that could be gained from marketing systems based on classification.

With the imminent introduction of carcase classification the group considered thut unleis
improved marketing systems were developed using classification it would always represen

a cost to the industry not developing to its fullest potential.

Recognizing the importance of obtaining the view of all sections of the industry, the 7S
Livestock Marketing Study Group sought the nartici.ation of »rducers, agents, wholeSaL5t5
retailers and exporters. In late 1977 a workshop was held and was attended by specld
from throughout Australia. s
The workshop resolved that it is possible to develoo systems of livestock marketing e

on the concept that livestock are sold sight unseen with buyers bidding on estimiatedytem
carcase classification while stock are still on the property. Under this marketing S?t'
producers classify their hogs on the Tarm on the basis of estimated weight and back ?ﬂwui
Bach lot is described in a catalogue so that buyers can bid for their requirements wit
actually seeing th hogs. Buyers bid in cents per kilogram of dressed weight, thus,
eliminating the need to estimate the dressed weight of live animals. Producersbein
for what they produce rather than the visual appearance of live animals.
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Producers selling through this new marketing system provide agents with the required 122#
information. The lot information includes the number of hogs, estimated weight, fat Gf
and reserve price, if any, for each lot. This information, except the reserve rices
collated from all producers to produce a catalogue for the sale.

3., SCHZDULE - Weight and Fat Class Table.

FAT CLASS T z 3 I 5

WETGHT  COLD CaKCASE WEIGHT ER
CLASS HEAD OW #AT DEPTH (mm)

(ie. Hot weight
less 21%h) 4__——/’///

A 35 kg and under 6 and less 7- 9 10-12 13-16 17 & over
B 55.5 = 40 kg. 7 and less 8-10 11-13 14-17 18 & over
¢} 40.% - 45 kg. 8 and less 9-11 12-14 15-19 20 & over
D 45,5 = 50 kge. 9 and less 10-12 13%-15 16-20 21 & over
E 505 -~ 55 kg 10 and less 11-1% 14-16 17-21 22 & over
B 55.5 - 60 kg 10 and less 11-14 15-17 18-2% 24 & over
G 60.5 - 70 kg. 11 and less 12-16 17-19 20-24 25 & over
H 70.5 - 80 kg 1% and less 14-18 19-21 22-27 28 & over
i 80.5 - 90 kg 14 and less 15-=-20 21-23 24-29 30 & over
J 90.5 - 105 kg 16 and less 17-21 22-25 26-31 32 & over
K 105.5 kg and over 19 and less 20-23 24-28 29-%5 %6 &

. ,ieB
This catalogue is available at a specified time before the sale to give buyers suffic
time for perusal of lots on offer.
The agents conduct the auction, based on the catalogue in the offices of the United 5
Farmers and Stockowners. Buyers in person or by conference telephone bid in the samer
manner as they would with the traditional progressive auction. After the sale, buygSﬂﬂ
arrange transport through the agents; day of delivery being dependent on their proc =
needs. Carcases are weighed immediately after slaughter and the back fat is measP?n
over the L. dorsi (eye muscle) at the level of the last rib and 65mm from the mid 1*
CE2) This measurment is made with an introscope. The classification is then
determined by referring the weight and backfat measurement to the schedule.

The sale by classification has now been functioning for ten months and has becom€ 'ndeed
established as an alternative method of marketing geared to improved quality, and 1
has now become the price setter for quality pigs.

4, Conclusions. a

' n
Although hogs in Australia have traditionally either been sold at public auction or ©
weight and grade basis direct to the packer, sale by classification combines the bes
elements of direct sales with the competitive bidding of open auctions.

a
The system has proved to be uncomplicated, inexpensive, educational, with the usé€ of
common meaningful language leading to a greater percentage of quality hogs.

Appendix 1 ... Sample catalogue of "Sale by Classification"

Appendix 2 ... Economic evaluation of producer returns. J. Pauley Economist,Dept'
of Agriculture, South Australia.
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Film used in extension work:-

"This Little Pig went to Market" produced by the South Australian
. Film Corporatio®*
Based on a true story and depicting the benefits gained by the producers, retailers
and consumer when classification is used.
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