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Agricultural Marketing Service, USDA § 46.22

of arrival and unloading; whether re-
ceived by freight, express, truck, or
otherwise; the car initials and number;
the truck license number and the driv-
er’s name or the name of the trucking
firm; the number of packages or the
quantity received; the kind of produce;
the name and address of the consignor
or seller; whether the produce was pur-
chased; consigned or received on joint
account; and the disposition of the
produce, whether jobbed or sold in car-
lots or trucklots, and the lot number
assigned to the shipment by the re-
ceiver (as required by § 46.20).

§ 46.19 Sales tickets.
Sales tickets shall bear printed serial

numbers running consecutively and
shall be used in numerical order so far
as practicable. No serial number shall
be repeated within a 90-day period. The
sales tickets shall be prepared and all
the details of the sale shall be entered
on the tickets in a legible manner in
order that an audit can be readily
made. Erasures, strike-outs, changes,
etc., should be held to the minimum.
When errors are made in preparing
sales tickets, the tickets should be
voided. Each sales ticket shall show
the date of sale, the purchaser’s name
(so far as practicable), the kind, quan-
tity, the unit price, and the total sell-
ing price of the produce. Each sales
ticket shall show the lot number of the
shipment if the produce is being han-
dled on consignment or on joint ac-
count. Sales tickets on all other lots of
the same commodity which are on
hand at the same time shall also show
a lot number. The original or a legible
carbon copy of each sales ticket, in-
cluding those voided or unused, shall
be accounted for and shall be filed or
stored either by dates of sales or in the
order of the serial numbers for a period
of two years.

§ 46.20 Lot numbers.
An identifying lot number shall be

assigned to each shipment of produce
to be sold on consignment or joint ac-
count or for the account of another
person or firm. A lot number should be
assigned to any purchased shipment in
dispute between the parties to assist in
proving damages. A lot number shall be
assigned to each purchased shipment of

similar produce on hand at that time
or received later while the consigned or
joint account or disputed lot is being
sold. A lot number shall be assigned to
each purchased shipment which is re-
conditioned if the seller is to be
charged with the shrinkage or loss. The
lot number shall be entered on the re-
ceiving record in connection with each
shipment and entered on all sales tick-
ets identifying and segregating the
sales from the various shipments on
hand. The lot number shall be entered
on the sales tickets by the salesmen at
the time of sale or by the produce dis-
patcher, and not by bookkeepers or
others after the sales have been made.
No lot number shall be repeated within
a period of 30 days after the last sale
from the preceding lot to which such
number was assigned.

§ 46.21 Returns, rejections, or credit
memorandums on sales.

In the event of the rejection and re-
turn of any produce sold for or on be-
half of another, on consignment, or on
joint account, or of any necessary al-
lowance or adjustment being made to
the buyers thereof, a credit memoran-
dum showing the buyer’s name, sales
ticket number, lot number, date of the
granting of the allowance, and amount
of the credit or adjustment, with rea-
sons therefor, shall be made or a nota-
tion shall be made on the original sales
ticket referring to the adjustment and
showing where the credit memorandum
is filed. The credit memorandum shall
be on a regular form, in a ledger book,
or on a sales ticket or invoice properly
completed to show the facts and shall
be approved by a duly authorized per-
son. Credits granted shall be entered in
the same records as the original sales
tickets.

§ 46.22 Accounting for dumped
produce.

A clear and complete record shall be
maintained showing justification for
dumping of produce received on joint
account, on consignment, or handled
for or on behalf of another person if
any portion of such produce regardless
of percentage cannot be sold due to
poor condition or is lost through re-
sorting or reconditioning. In addition
to the foregoing, if five percent or
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