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Wool Pools:

For many small flock owners, the most acceptable
method of selling wool is to market it cooperatively
through a wool pool. Many states, counties and
regions organize wool pools serving all areas in
the state. They usually are governed by a Board
of Directors elected by the membership and are
incorporated under state law. The pools
accumulate members' wool and sell and ship in
quantity.

Individual wool clips are consigned to the wool
pool. A sale committee determines when and how
to sell the pool and represent the individual
growers in selling and delivery of the clips. Many
state wool pools are nonprofit and charge
members only for costs of operation.

A disadvantage of wool pools is the price
differential between the best clips and the worst.
There is generally a small price difference which
leads producers of the better clips to realize that
they are not getting an adequate economic
incentive to utilize those breeding and
management practices which enhance the value of
their clips. It is important to make sure that the
producers of quality wools are rewarded and those
individuals that make little or no effort
proportionately less.

Sealed Bid:

A popular and equitable method of selling in wool
pools is advertising and soliciting sealed bids from
various individual buyers and buying firms. This
method is becoming more popular with individual
sheep producers who have sufficient volume to fill
arail car or truck.
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A letter is sent to wool firms and buyers soliciting
bids on the clip. The call for bids should contain
the following information:

1. Brief description of the wool to be sold
(fine, medium, blackface, etc.)
Number of fleeces, tied or untied, paint
or paint free etc..

Time and place of wool delivery.

If and when available for inspection.
Mail and telephone bids accepted.
Date of sale.

Place of sale.

Time of bid opening.

Terms of sale.

(a) amount advances

(b) price for tags, crutchings, burry,
short, etc.

(c) point of delivery

(d) other agreed-upon deductions.
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A buyer has only one chance to buy the clip in
competition with other buyers. He has to bid the
highest price he can because it is sold to the
highest bidder, although pools do have the option
of refusing to accept the high bid. ;

Wool pools and individuals should not place wool
up for sealed bid sale unless they intend to sell
and deliver. Buyers are reluctant to support selling
agencies in future calls for bids when they have
refused offers reflecting current market prices.

Warehouses:

Wool producers and wool pools can consign their
wool to private or cooperative warehouses for
preparation and sale. In terms of volume of wool
handled, warehouses are the most important
single type of marketing agency within the
domestic wool marketing system. Each year the
bulk of U.S. clip passes through these warehouses
either on consignment or warehouse account, or
for special handling. Besides differences in size,
warehouses also vary in their sources of wool,







