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Setting out on the morning of 12 February 1810 from the rapidly growing ‘metal-bashing’ town of Wolverhampton, in the English Midlands, the now unknown traveller working for hardware factor John Shaw faced a daunting prospect. Ahead lay thirty-four days of hard travel on the often appalling roads of northern England and all in the depths of winter and early spring.
 But, despite these adverse conditions, the work-rate of this traveller was to prove prodigious. During those thirty-four days visits would be made to seventy-three customers in thirty-four towns across six or seven counties, yielding business worth a total of £1079-15-8 for the many hardware manufacturers of the Wolverhampton industrial district. Thus, this hard labour fulfilled a vital function, integrating supply with demand across the burgeoning regional and national markets of industrialising England. Such services were then no mere adjunct to manufacture, instead they formed its absolutely necessary complement.

This paper, in reconstructing the journeys undertaken by the travellers for John Shaw and Sons in the period 1810–12, has two aims. The first is to uncover the basic components and workings of this element of the service sector. The second is to conduct an analysis of the patterns of spatial integration effected by commercial travelling in the period towards the close of the classic industrial revolution. These aims are not unconnected, for, as historical geographer Jon Stobart reminds us, ‘growth based on specialisation and inter-dependence was only possible because the activities of individuals, localities and regions were integrated through real spatial interaction.’
 The role of the traveller exemplifies those processes of interaction. Thus, we ask, how did services go about linking manufacturers and consumers and how did they help to shape the emerging space economy of industrial England, and in particular a growing spatial specialization of labour in the nation’s emerging industrial districts and regions?  

We will first contextualize our study in terms of the company history of John Shaw and Sons, the archive on which this work is based and the industrial history of early nineteenth-century Wolverhampton. We will then introduce and detail the nature of the business conducted by this traveller, in particular the products sold and the customers visited. This section will also explore what might be termed the ‘mechanics’ of this trade, concentrating on issues such as payment and the use of credit. In essence we will attempt to recreate both the capabilities of the firm and the relationships that lay at the heart of the travels it undertook. This section will conclude by relating our findings to relevant literatures on the development of selling, particularly recent work by Walter Friedman, and the functioning of the wider British business system in this period.
 In a third section, attention will turn to what this case can tell us about the role of services in creating patterns of integration across the space economy at an intra and inter-regional level in this period. This section will be situated in relation to both the work of historical geographers such as Stobart and the notion of the industrial district. We will carefully weigh the importance of various different types of town and city to this trade and, hence, the hardware manufacturers of industrial Wolverhampton. This section will also consider sectoral factors. Were better ‘prospects’ to be found in agricultural or manufacturing centres, in wool or cotton towns, in textile or in metalworking districts? Answers to all questions lead us to suggest complex, and sometimes surprising, patterns of integration across large swathes of northern England. A final concluding section will assess what this case can tell us about two interdependent areas of interest; first, the relationship, between the development of the industrial district and wider patterns of intra and inter-regional integration and specialization and, secondly, following Stobart, how services relate to the process of industrialization through creating integration across the space economy.
John Shaw and Sons and the Wolverhampton Industrial District

The very early history of the firm of John Shaw and Sons is partially obscured. Shaw was born in 1782. However, the trade journal The Hardwareman suggested in 1895 that ‘the earliest surviving records of the business are of the year 1795, though to be exact its origin may have been a little earlier.’
 If this claim is to be accepted, then Shaw would not have been more than thirteen years old when he commenced in business. Certainly though, there is more reliable archival evidence (a stock book) that the firm, acting as hardware factors in the home trade, was in existence by 1805. John Shaw remained sole proprietor of the firm until 1815, at which time he took a partner, Henry Crane (the partnership was dissolved in 1848, after which Crane continued in business in Wolverhampton on his own account). As with the Worcester hardware factors John English and Sons studied by Jones, the taking of a partner may have been to facilitate a greater division of managerial labour in a growing and increasingly sophisticated business.
 Certainly, by 1810, Shaw himself seems to have been able to cease travelling himself, the most obvious reason for doing so would be to enable him to concentrate on buying and warehousing functions – as again had happened at English’s. Important developments suggestive of considerable success and rapidly increasing capabilities then flowed. In 1834 Shaw and Crane established the house of T.E. Thomson and Co. at 2 Old Court House Street, Calcutta. The first representative of the company in India was Thomas E. Thomson, who had been one of Shaw’s first travellers (perhaps the traveller whose work is recorded in the journey books studied here). This move overseas was virtually unprecedented amongst provincial British home trade factors of this period.
 The Calcutta house conducted an ‘indent business,’ that is it took orders from native firms that were transmitted to the Britain for fulfilment. By 1848 goods to a total value of £127,000 had been shipped to India. Products shipped included: railway supplies, hardware, tools and, later, machine tools, pumps and agricultural equipment. Subsequently, connections were also established in Canada, Australia and the East and West Indies. Clearly, the early years spent building an extensive home trade business had taught Shaw and Crane important lessons in how organize trade across increasingly long distances.

However, despite the vastly expanded scale and geographical scope of the business there was initially relatively little organizational development. The firm remained for many years another example of British personal capitalism. Shaw’s sons (John Shaw jnr., who died in 1839 whilst on business in India; Thomas Wilkinson Shaw, 1818–1887; Edward Dethick Shaw, 1821–1886) were brought into the business and became proprietors on the death of John Shaw senior, aged 76, in 1858. As the firm’s administrative history notes, the deaths of the two remaining sons in close succession in the mid-1880s created ‘a problem for the future of the Company.’
 These problems were resolved in 1887 with the formation of two limited liability firms, John Shaw and Sons, Wolverhampton, Ltd., to acquire the Wolverhampton firm, and T.E. Thomson and Co. Ltd., to acquire the overseas businesses. However, these were strictly private firms, with all shares being taken by the families of the late partners and descendants of John Shaw. Currently, insufficient is known about the management of the two new companies and, in particular, whether or not they run as well as owned by these family members. If so, then neither personal capitalism nor the difficulties of managing succession seem to have impaired the vitality of the firm which, from the mid-1890s, embarked on an impressive campaign of acquisitions across the West Midlands manufacturing districts that took it into manufacturing as well as services.
 John Shaw and Sons Ltd. became a public company in 1919 and ikn 1970 were taken over by James Neill Holdings PLC
.
It is important to briefly note that Shaw was far from alone in exploiting the rapidly expanding opportunities for intermediation presented by a period of industrialization. Jones presents evidence from Birmingham trade directories indicating that the number of merchants and factors in the city increased from 66 in 1780 to 176 in 1821 (Hopkins gives figures of 85 in 1777 and 175 in 1815, the variations being perfectly plausible in a sectors that was easy to both enter and exit.)
 Similarly, merchants and factors ‘were also present in Walsall, Wolverhampton and other towns in the district and, although far fewer than in Birmingham, their numbers also increased over the period.’

Thus, the business commenced by John Shaw around the turn of the eighteenth century was to trace a long and distinguished history that demonstrated through growth and diversification remarkable evolution in both strategic and, latterly, organizational terms. It is with the period in which the roots of that history were laid that we are primarily concerned here. Nonetheless, that subsequent history is significant to our later conclusions in so far as it allows us to claim the early business of John Shaw as a vital connection between the pre-modern and pre-industrial world of the peddler and a marketing and selling revolution that is normally dated, at the earliest, to the late nineteenth century.

The archive on which this article is based comprises seventeen ‘journey books,’ each book detailing a single separate journey undertaken in the years 1810–1814. For the purposes of this preliminary paper, eight books covering the years 1810–1812 have been analysed. On the evidence of the extant archive the firm’s travellers followed one of two routes; either the ‘Kendal Journey’ or the ‘Salop [Shropshire] Journey,’ each being undertaken twice a year; the Kendal journey in later winter/early spring and late summer and the Salop Journey in  early summer and early winter. We will explore in more detail the precise routes taken and places visited later but it is worth noting that, although they overlapped considerably, in particular in their coverage of North Cheshire and South-east Lancashire, the ‘Kendal Journey’ was by far the more extensive of these two expeditions. Indeed, one of the most valuable destinations on the ‘Kendal Journey’ was the steel and metalworking centre of Sheffield, located some way to the south and east of Kendal in South Yorkshire.
The books (all of which appear to have been written by the same person) follow a clear template. Each begins with a summation of the total value of the business done on the journey, aggregated from smaller sums labelled Folio No. 1 etc. The following pages, or Folios, then provide a full breakdown of those aggregate amounts. Again, a strict system for recording transactions is adhered to throughout. Beneath the name of each town visited is listed the names of all customers met with and against most names, in a second column, a monetary sum. Further columns record the date, a second, invariably smaller monetary sum (for some but not all customers) and, finally, again for some customers, brief comments on methods of payment, credit, abatements and discounts etc. It is cannot be conclusively determined whether the monetary sums recorded in the second column represent either fresh orders obtained or prior debts received. That some names have no monetary names recorded next to them might suggest that what are recorded in the second column are the values of new orders (on the assumption that those without values against their names declined to place orders on those specific occasions). However, whilst at the moment, no conclusive determination can be made on this point, it does seem reasonable to think of these monetary sums as ‘business done.’ In reality, given that many of these customers were visited repeatedly, many on every single journey covered by the books, what we are witnessing are chains of transactions, with each meeting between seller and buyer probably involving both the settlement of old debts and the negotiation of new deals. Each book concludes with a page that sets out the various sums held by the traveller in cash, in bills and paid to a range of accounts. This page also sets out the traveller’s expenses, both in total and per day. Finally, each book is noted as ‘checked and passed’ by John Shaw, who then appends his signature. 
Thus, the data is rich enough to be ‘mined’ in several different ways: the volume of business done with individual customers over repeated visits; the volume of business done on individual days; the volume of business done in individual towns and cities. In addition, further materials in the extensive John Shaw archives will in the future be used to complement the journey books. Order books allow us to say something about to whom orders were distributed amongst the manufacturers of the Wolverhampton industrial district – though not, unfortunately, to link specific customer orders from the journey books with specific manufacturers. In turn, bill books (not exactly contemporaneous with the journey books) will allow an insight into the wider chains of credit and finance into which the firm was inserted, stretching from provincial shopkeepers to London clearing houses.
The orders won by Shaw’s traveller(s) were channelled back to the many hardware manufacturers to be found in Wolverhampton and other surrounding Black Country towns and locales. As Shadwell noted most perceptively in the early twentieth century:
The York and Lancaster area, with its textiles and metals … has a parallel in the Midlands, where Birmingham corresponds with Manchester or – more nearly Leeds, Leicester with Bradford, Kidderminster with Halifax, Wolverhampton and its neighbours with Sheffield. I do not mean to say that the parallel is exact; the industries and other features are different; but there is a general resemblance. We have here, too, a fairly well-defined area containing a number of large and small towns which are the seats of textile and metal manufactures, exhibiting the same tendency to specialisation.
 
However, in comparison to their counterparts in the north, these industrial districts of the Midlands have been woefully understudied in modern English industrial and business history. Nonetheless, Shadwell does much to capture some of the basic characteristics of the Black Country, with Wolverhampton at its heart, describing how ‘[f]actories sprang up, chiefly started by workmen, who in a short time became employers on a considerable scale  … [a] repetition of the of the old process of industrial development in England … [which] resulted in the formation of a large number of small concerns.’
 Comparing the region to another classic English industrial district, the Potteries of North Staffordshire, Shadwell claims that ‘[t]he effects of the process are nowhere more clearly seen than in the Wolverhampton district.’

Both [the Wolverhampton district and the Potteries] consist of a string of towns, which are all occupied in making the same class of things but are specialised amongst themselves within that class; both have some new and modernised factories of considerable size, but both are in the main dependent on a large number of small and old-fashioned concerns; both are inhabited by a population almost wholly industrial and living amid surroundings entirely devoid of natural attractions.

In the continuing absence of serious research into the business and industrial history of the Black Country we must continue to assume the district will have shared many characteristics with other specialty manufacturing districts emerging in England in this period across a wide range of factors, such as; firm size, capitalization, governance and management, labour management, inter-firm connections and production strategies.
 Certainly, as we will see, the reliance on factors and other intermediaries for marketing and distribution was characteristic of large parts of the British business system in the first half of the nineteenth-century.

Significant industrial growth took off in the Black Country from the 1780s, driven by the application of coal to iron-making and, increasingly, by the use of steam power in a range of manufacturing processes and the development of canal and road systems, all ‘allowing the district’s extraordinary range and depth of minerals [coal, iron, lime and fireclay] to come into their own.’
 Overwhelmingly dedicated to a range of metal-using industries (though other specialties included carpets and glass) the Black Country nonetheless displayed considerable variety both within and between towns in terms of products, firms and fortunes. As Trainor rightly notes, the various towns were ‘complementary rather than identical.’
 Thus, in West Bromwich the emphasis was on box-irons, stoves, grates, coffee-mills and bedsteads; in Dudley nails, fenders and fire irons and brass foundries; in Bilston enamelled metal-wares predominated. Wolverhampton had many of the above, as well as a significant copper sector and, from an early date, important ‘residential, social and trading facilities.’

As yet, relatively little is known of either individual firms or wider populations of firms. Certainly personal capitalism will have dominated in organizational terms in the early nineteenth-century and, undoubtedly, the majority of firms will also have been small or very small. But it is also right that we recognize the extent to which though:

[a]s elsewhere … industrial expansion entailed, in part, the multiplication of small units with modest technology, particularly in iron-using trades. Yet, especially in blast furnaces and iron foundries, the economic changes of the late eighteenth and early nineteenth-centuries were accompanies by a transformation in the scale and methods of production.

Finally, it is worth speculating briefly on the nature opportunities and threats presented to a man such as John Shaw by this rapidly changing economic and social environment. Prominent English local historian Edmund Royle has characterized urban development in the industrializing Black Country as occurring ‘on an economic and social frontier, beyond the reach of traditional restraints and authority – almost, it seemed, beyond civilization itself.’
  For those with the determination and skills then this was a world waiting to be remade.
The trade: products, customers, relations

As we have seen, the Wolverhampton industrial district was a thriving seat of specialty metal-ware manufacture in the period under study and this is reflected in the glimpses we have of the range of products that John Shaw’s business helped to distribute to retailers and consumers across the English midlands and northwards.

The journey books do not specify the goods being ordered or paid for but the notes on payment, errors, returns, abatements and discounts contained in the final column of each page give us some sense of their range. Products mentioned include: a ‘machine’ (unspecified), sandpaper, files, traps, locks (Wolverhampton was to become home of renowned lock manufacturers Chubb), nails, coffee mills, lamps, kettles, brushes, sugar scoops and cooking pans. In handling such as diverse if related range of goods for the manufacturers of Wolverhampton we may surmise that Shaw was a vital link in the realization of those economies of scope so important to an industrial district such as Wolverhampton and the wider Black Country.
 As Higgins and Tweedale note in their study of late nineteenth-century Sheffield steel and tool factor Fisher and Co., by aggregating demand for diverse products, factors were able to ‘reconcile the conflicting demands of production efficiency and marketing requirements’ and thus ‘helped to reinforce the external economies that were present in the Sheffield steel and steel processing industry’.

We are able to say much more about the firm’s customers and, in turn, the nature of the relationships between factor and customer. The first and most important element to stress is the ongoing and sustained nature of these relationships. As Friedman notes of the commercial travellers, or “drummers,” for American wholesale houses in the later nineteenth century, ‘skillful selling was not based on trickery but on establishing trust with a customer – trust that had to be developed over time.’
 The work undertaken by Shaw’s traveller appears to have exemplified this credo.

Individual customers were visited time and time again in the years covered by the surviving journey books (which themselves provide only a ‘snapshot,’ the vast majority of the ‘connections’ detailed beginning before 1810 and persisting after 1814). The intense personal relationships that were developed through repeated visits (Shaw in 1813 married the daughter of customer in Colne, Lancashire) were complemented and reinforced by the regular, predictable, almost seasonal, way in which the travelling was planned and undertaken. We can envisage customers in far-flung Kendal in early January of each year beginning to anticipate the imminent arrival of Shaw’s representative, bringing with him news, gossip and information from both Wolverhampton and the many other towns and cities through which he had already travelled. A few examples will begin to give a sense of the persistence and regularity characterizing many of the essentially commercial relationships forged through the act of travelling. In Manchester, Thomas Fildes was visited in January 1810 (‘business done’ £5 -1 -2), December 1810 (£7-5-8), January 1811 (£18-19-2), August 1811 (£5-17-7), February 1812 (£2-4-4), June 1812 (£10-1-10), and August 1812 (£10-1-10).
 In this three year period alone (1810–12) Manchester, and very probably Fildes, would also have been visited during further journeys in May and June 1810, May and December 1811 and December 1812 for which the journey books have unfortunately not survived.
However, Fildes was the norm rather than the exception. Moreover, such regularity was far from always associated with the relatively petty business given by Fildes. In Lancaster, Heaton and Co. did business to the value of £23-8-3 in January 1810, £66-11-8 in February 1811, £66-11-3 in August 1811, £69-2-1 in March 1812 and £103-13-3 in August 1812 whilst Roystons of Macclesfield did business ranging in value from £11 to £97-4-3 in February 1810, March 1811, August 1811, and January and August 1812.
 The journey books, with their relatively unchanging patterns and tempos, suggest then a patient cultivation of existing, valued connections rather than the restless search for new ‘prospects.’ To a very considerable degree, it is possible to see the temporal pattern of travelling undertaken by Shaw as both reaching backward to the pre-industrial world of seasonal fairs and forward to the carefully prepared selling ‘campaigns’ that, Friedman argues, began to characterize American markets from the mid-nineteenth century onwards.

With the customary nature of these relationships, reinforced by and reflected in the regularity of the travelling, came elements of obligation and reciprocity for all parties. These elements, in turn, were reflected in methods of payment. The two most common forms of payment were cash and the bill of exchange – but it was a relatively rare occasion on which the settling of a debt did not involve some form of discount, allowance or abatement, all, presumably, the outcome of a keen process of negotiation between traveller and customer, each drawing on both personal knowledge and experience of the other and more generalized, well-understood norms of commerce.
 Thus, Bennett of Blackburn was on March 5 1810 ‘allowed’ 3/ for cash payment on an order of £13-2-0, Thomas Jones of Wrexham received a ‘discount’ of 5/ on business worth £9-13-0 on 12 June 1810 for unspecified reasons, 2/ was shaved off the £17-18-0 owed by one Edwards of Salop (Shrewsbury) in December 1810 in recognition of errors in an order previously sent. Similarly, Greeves of Macclesfield was allowed 4/ 6d on return of casks (in which a prior order had been delivered) in March 1811 and in Haslingden, Lancashire, Lands’ debt of £10-14-11 was reduced by a full £2-10-0 for the return of sandpaper (that had presumably proved sub-standard or had been sent in error).
 Elsewhere, a number of customers in south Staffordshire, such as Eccles in Penkridge, Hubbard in Stafford or Gibbs in Eccleshall, were often ‘to send copper’ or ‘remit in copper’ in at least part payment, suggesting an economy that was not yet fully monetised (this was not seen elsewhere however, perhaps reflecting the status of these North Staffordshire towns as outlying satellites of the Black Country districts. In other words, these connections were not just customers but were more fully integrated in the productive value chain, enabling them to remit in kind).
 More rarely, book-keeping errors on the part of Shaw were also acknowledged and compensated for, thus Wainhouses of Halifax receiving a rebate of 8/ 8d for an ‘error in bill’ in March 1810.

Obligation and reciprocity were evident not simply in the forms payments took but also in their timing. Many customers were repeatedly allowed to delay payment, often for very considerable periods. Moreover, this practice, which effectively extended credit to the customer, could be agreed to in an easy, almost ad-hoc manner.
The length of credit to be extended through delayed remittance could vary very considerably. Thus, in September 1811, Woods of Bolton undertook to remit £24-2-7 in three days, whereas G. Elliot of Doncaster was allowed to remit ‘within six months.’
 Other time periods specified include: one week, a fortnight, twenty-one days, ‘three or four weeks’ and six weeks. Alternatively, remittance was promised in a specific, named month, on specific, named days or even ‘at midsummer.’
 Very rarely, customers were allowed to promise only partial remittance, such as Prickett of Manchester who, owing £142-10-8,  was allowed in early September 1812 to promise £25 by 9 October in the same year.

On many other occasions, however, no timeframe was specified, Darwin and Co. of Sheffield, visited in March 1811 and owing £18-19-0, were, it was simply noted, ‘to remit,’ while Booth of Congleton, visited later in the same year, was ‘to remit soon.’
 Similarly, Shaw’s traveller, on making a call, could find that customers were themselves ‘out on [a] journey.’
 Notes on payment also indicate that at times customers would also visit Shaw in Wolverhampton, Ash, in the Derbyshire town of Burton-on-Trent was ‘to call and pay soon.’
 However, such notes are found only a handful of times amongst hundreds of entries.

Friedman notes that until the spread of an effective railroad network, and more specifically in the decades after the US Civil War, American ‘regional storekeepers and merchants would themselves visit large northeastern cities to select their goods.’
 The evidence from the Shaw archives would suggest that English provincial retailers had been able to abandon this practice at a significantly earlier date and before the advent of rail travel, a development no doubt facilitated to some degree by the relatively compact geography of the nation but also by the sophistication and robustness of systems and instruments of commercial credit and of transport and communication.

The careful way in which total and daily expenses were recorded in the journey books also allows us to step back from the detailed interactions with individual customers in order to consider the economic efficiency of this form of selling and distribution. Details are presented in Table 1.
Table 1: Travelling Expenses, 1810–1812



Journey
Business Done (£)
Expenses (£)
Expenses as %





Business done


Kendal, 2/1810
1079
29-5-4
2.7

Salop, 6/1810
488
16-2-7
3.27

Salop, 12/1810
1412
17-5-4
1.22

Kendal, 2/1811
3736
33-5-3
0.88

Kendal, 8/1811
3406
33-6-11
0.97

Kendal, 1/1812
3549
37-13-7
1.06

Salop, 5/1812
2182
27-18-0
1.27

Kendal, 8/1812
4277
39-15-0
0.92


Average

2516
28
1.53

First, daily expenses were remarkably stable. Whether considering either Kendal or Salop journeys and whether those journeys were undertaken in summer or winter, expenses per day were consistently in the region of 16/ 10d, falling as low as 14/ 8d for the ‘Salop Journey’ of June 1810 and rising as high as 17/ 2d for the ‘Kendal Journey’ of February 1810.
 The best available measure of the efficiency of travelling as a mechanism of selling and distribution is to calculate expenses as a proportion of the ‘business done.’ Here we find more variance, reflecting the fluctuating level of ‘business done’ from trip to trip. Thus, for example, the ‘Salop Journey’ of June 1810 yielded business to the value of £488 but the ‘Kendal Journey’ of August 1812 £4277.
 The least efficient trip undertaken in the period under study was the aforementioned ‘Salop Journey’ of June 1810, during which expenses represented approximately 3.3 per cent of the value of business done, and the most efficient the ‘Kendal Journey’ of February 1811, during which expenses represented approximately 0.9 per cent of the value of business done.
 On average, expenses represented a little over 1.5 per cent of the value of business done. 
Unfortunately, we have no data on either any salary and/or commission paid to the traveller or on the costs of office and warehousing functions or the profit margins sought by Shaw meaning that our measure is inevitably incomplete. It cannot be denied, however, that the expenses incurred through travelling represented an extremely low proportion of the value of business done. It is inconceivable that the hardware manufacturers of Wolverhampton, by selling directly and individually, could have matched the levels of efficiency achieved by Shaw, whose traveller(s) visited many dozens of customers to sell a product range far than that wider made by any single manufacturer. Again we must conclude that the commercial travelling undertaken by factors such as Shaw formed an indispensable element of the wider system through which the Wolverhampton industrial district realized externalized economies of both scale and scope. Moreover, in this period, the advantages derived from the services of factors by specialty manufacturers in industrial districts meshed with more generalized conditions in which, faced with ‘imperfectly connected markets,’ all manufacturers faced high transaction and opportunity costs reflecting ‘the character of transport, communication and other environmental factors.’

We are now in a position to hazard some preliminary conclusions on the nature and role of commercial travelling in England in the early nineteenth century. The story of the travelling undertaken by John Shaw’s firm in the early nineteenth century relates in important ways to several themes prominent in business history; particularly the development of ‘modern’ selling and, in turn, to the functioning (particularly the efficiency) of the British business system in the nineteenth century.
Several features of the system as analysed so far, we would contend, point to its considerable modernity. Routes and itineraries were carefully planned, the progress of journeys and the outcomes of transactions were carefully and systematically recorded, the traveller was empowered to take important decisions in the field, such as the granting of credit, and yet was subject to a careful systems of monitoring and oversight, with John Shaw, as principal of the firm, subjecting all journey books to examination and scrutiny before he would sign them off as ‘passed.’ We do not know enough of the relationship between Shaw and his traveller(s), and certainly Jones shows that John English experienced considerable principal-agent problems with travellers in the field, but the elevation of former traveller T.E. Thompson to the management of the Calcutta house suggests Shaw was capable of forging good working relationships with employees based in trust.
 Travelling was also, as we have shown, undeniably cost efficient.

Moreover, by situating an analysis of the journeys undertaken in the period 1810–1814 within the context of the firm’s wider history, which encompassed a strategy of expansion in to overseas market led by an employee who had previously worked as a traveller in the home trade, it is possible to argue that these features permitted and encouraged the development of vital capabilities at both the individual and the organizational level.

Friedman claims in Birth of a Salesman both that ‘[t]he birth of modern salesmanship occurred in the decades around the turn of the [nineteenth] century’ and that [t]he development of modern sales management is a uniquely American story,’ for while ‘[a]ll European nations had peddling networks, some of which had existed for hundreds of years … none created organized sales forces to the same degree as did the United States.’
 In contrast, we would argue that Shaw’s business, the foundations of which were laid in the late eighteenth century, was far more an augury of the future than it was a reminder of a past. To think of the work undertaken by this traveller as equivalent to that of the ‘peddler’ is mistaken.

Claims that developments in British selling and marketing were relatively retarded are, in turn, nested inside a wider set of criticisms with regard to the British business system as a whole. The persistence of intermediation is seen as both of a part with and, to some extent, a factor in the persistence of an atomistic industrial structure, particularly in manufacturing, coupled with small-scale and personal forms of capitalism. As Church notes, ‘[a]n interpretation is gaining ground which presents the business system of early and mid-Victorian Britain as one in which, because of favourable market conditions and an industrial structure and organisation in which family firms were central, a partial ossification occurred.’
 This ‘ossification,’ foreshadowing the later failures at the turn of the nineteenth-century identified by Chandler, is frequently associated with, in Wilson’s words, a failure to establish ‘dedicated and extensive marketing and sales networks,’ the early emergence of sophisticated mercantile systems in both the home and export trades ensuring that ‘transaction costs were heavily skewed in favour of external dealings.’

At the micro-level, even Jones, in his fascinating account of the travelling undertaken for English at the turn of the eighteenth century, is ultimately focused not on the value that might have been created through this integrating function but instead on explaining ‘the failure of hardware manufacturers to enter the country trade in significant numbers.’
 Similarly, Friedman, though acknowledging that “drummers” were ‘the link between countryside and city and between wholesaler and retailer. By distributing manufactured goods, drummers hastened the growth of large wholesale houses and the factories that supplied them,’ concludes that their time in the ascendancy was necessarily to be a short one as they came to be eclipsed in the early twentieth century by the ‘increasing number of manufacturers who chose to distribute their products themselves, rather than rely on a wholesaler.’

However, all of these interpretations are based on a view of indirect selling and intermediation as being essentially retrograde and negative in influence. Increasing numbers of studies are beginning to question this assumption. In the British context, studies of intermediation in the pottery and cotton textile industries have sought to recast intermediation as an important positive externality.
 Where manufacturing firms serve niches in product ranges that are highly diverse, a strategy typical of firms producing specialty goods in the context of industrial districts, the economics, as Jones himself notes, point to specialization in distribution by firm. This effect will be magnified in a sector such as hardware where branding is relatively weak.
 Moreover, it should also be remembered that intermediation remains to this day a significant element in the structure of many industries, such as clothing and textiles.
 Further, as we have begun to argue above (see fn. 46), it is vital that we remain sensitive to period. As Church argues, it is more helpful to ‘describe [firms and their strategies] in relation to contemporary economic and industrial structure and the existence of a well-established merchanting sector.’
 
Nor is it clear that the prior existence of a system of external dealing presented a necessary block to integration under changed conditions in subsequent periods. Church has shown that British firms in a range of consumer goods industries led the field in developing strategies of branding and marketing and these developments were matched by innovations in selling and distribution, including the direct employment of travellers.
 Where branding gave manufacturers both vital proprietorial control and delivered the promise of a mass-market (as well incentivizing them to ensure the protection of the valuable assets embodied in brands) then British manufacturers proved themselves perfectly capable of circumventing the system of external dealing, however well established and efficient.
 Further, at a functional level, the commercial traveller for the factor, merchant or wholesaler was a direct precursor of the commercial traveller directly employed by the manufacturer: it was the men working for factors such as Shaw who developed the routes and routines later followed by the travellers working directly for Burroughs Welcome and others, for whom the infrastructures of ‘commercial inns’ were developed, and who embedded the place and image of the ‘commercial rep’ into British (and American) society and culture.
 Friedman himself acknowledges that many of the American pioneers of mass direct selling and ‘scientific’ salesmanship and sales management owed a considerable debt to earlier innovators, including the drummers of the large wholesale houses.
 
Building the Market, Integrating the Nation

Historical geographer Jon Stobart, focusing on the place of regions and urban systems in the process of industrialisation, has argued that the increasing specialization typical of industrial districts and regions depends crucially a concomitant process of intra and inter-regional integration. Certainly:
To an extent … [specialisation was] a product of emerging agglomeration economies, especially within the manufacturing districts, but much also depended on the development of integrating systems and functions which drew together these productive systems and linked them to the wider economy.

Crucially, for our purposes here, Stobart goes on to note how:
Spatial integration was achieved through many different channels, but especially via the servicing and trading activities of towns and the information, credit and capital networks and transport systems which focused on them. Services and trade were the quintessential roles of towns … Ultimately, of course, spatial integration was dependent upon the movement of goods, people, ideas and capital

Here we can see clearly the essential link between the kind of service functions carried out by travellers such as that working for Shaw and wider patterns of integration.
 Thus, Stobart’s work is a reminder to economic and business historians, and students of industrial districts in particular, of the importance of integrated analyses of supply and demand, of patterns of specialization both within and beyond the production oriented district and, most importantly, of services and manufacturing.
However, as Stobart goes on to note, the historian attempting this kind of work faces considerable evidential and methodological challenges. It may be true that the ‘activities of individuals, localities and regions were integrated through real spatial interaction,’ but it is also the case that ‘integration and interaction are often difficult to define and measure in real historical contexts.’
 One potential set of measures is clearly that relating to transport and communication systems and ‘specifically, the volume and type of traffic between centres directly demonstrates the nature and strength of interactions. Which centres were privileged in the flow of goods, people, information and capital that moved around the network.’
 We would argue that Shaw’s journey books provide very good access to such flows and thus to real spatial interactions in the early nineteenth-century.

This paper opened by detailing the prodigious feats achieved by Shaw’s traveller. We begin our analysis the spatial outcomes of the work done in integrating supply and demand, services and manufactures, through the recreation of representative itineraries. These are shown in Tables 2 and 3. 
Table 2: Itinerary, Kendal Journey: February/March 1812



Date
Place



January 22
Penkridge/Stafford


23
Eccleshall/Stone


24


25
Stoke-upon-Trent/Newcastle


26


27
Stoke-upon-Trent/Hanley


28
Sandbach


29
Lane End/Fenton/Congleton


30
Leek/Macclesfield


31
Macclesfield


February 1



2
Rochdale


3


4
Blackburn


5


6
Kendal/Ulverston


7



8


9


10
Lancaster



11


12
Preston


13
Preston


14
Wigan/Chorley


15


16
Bolton


17
Manchester


18


19
Stockport/Manchester


20


21
Manchester


22
Bury


23


24
Rochdale


25


26
Halifax/Leeds


27
Bradford


28
Doncaster


March 1


2
Rotherham/Sheffield


3
Sheffield


4
Sheffield


5
Alperton/Derby/Burton


6
Lichfield


Immediately apparent is not only remarkable work-rate of the traveller but also the great diversity of places visited in terms of both their size and the economic bases – Shaws network reached throughout the urban hierarchy. On the industrial side, these ranged from metal working Penkridge on the periphery of the south Staffordshire Black Country through the North Staffordshire Potteries and the so-called ‘silk triangle’ (comprising Leek, Macclesfield and Stockport) spanning the Staffordshire/Cheshire Border to ‘Cottonopolis’ and its satellites in South-east Lancashire, long-established as coherent economic sub-region according to Stobart, then across the Pennines to the woollen textile districts, where Leeds served a similar core or hub function as Manchester did to the west and then finally back down through the metal-making and working districts centred on Sheffield in South Yorkshire.

Table 3: Itinerary, Salop Journey, December 1810



Date
Place



December 3
Bridgnorth


4
Brosely/Coalbrookdale


5
Wellington

6 
Salop (Shrewbury)


7
Welshpool


8
Welshpool


9


10
Ellesmere/Wrexham


11
Oswestry


12
Oswestry/Bursham


13
Chester


14
Warrington


15
Warrington/Chowbent


16


17
Bolton


18
Rochdale/Newchurch/Manchester


19


20
Manchester


Agricultural regions served ranged from the rich lands of North Shropshire (where, or course, pockets of industry were also to be found in towns such Bridgnorth) and, especially, the Cheshire plain to the much more rugged upland farming of North Lancashire and, in particular, Cumbria.
Non-industrial towns were as varied, with only the smallest towns, villages and hamlets ignored. Stobart categorizes non-industrial towns as either ‘servicing’ centres, such as Middlewich, or ‘gentry’ towns, such as Nantwich, and Shaw visited both types equally, Wolverhampton’s manufactures presumably reaching the truly rural population through retailers in this layer of the urban system. Certainly Shaw’s expeditions penetrated a good way down the region’s urban hierarchy as mapped by Stobart.
 Conspicuous by their absence however are a series of town rooted in the so-called ‘mineral economy’ of South-west Lancashire, many of them occupying an important place in both the urban hierarchy and the economy of the North-west – so Chester, Warrington, Frodsham, St Helens, Prescot and Ormskirk amongst others are visited in a cursory way or not all. The great port of Liverpool, rivalling Manchester in the urban hierarchy of the North-west, is visited only once in the eight journey books so far analysed.

However, in this case, it is through it is the volume of flows of goods that we are best able to capture the strength or intensity of interactions across the space economy. Here we again find both some expected patterns but also some perhaps more surprising results. The total values of business done with each town in the eight journey books extant for the years 1810–12 are presented in Table 4. Column 3 expresses the total value of business done in each place as a percentage of total business done with all locations in those same eight journeys.

Table 4: Values of business done by location and as a percentage of total business done, 1810–12

Location
Total (£)
%


Alperton
4 – 0 – 9
0.01

Ashton-under-Lyme
8 – 8 – 4
0.03

Blackburn
127 – 15 – 6
0.63

Bolton
1076 – 11 – 11
5.3

Bradford
64 – 16 – 8
0.32

Bridgenorth
114 – 7 – 11
0.56

Broseley
64 – 9 – 7
0.32


Bunham
25 – 19 – 8
0.12

Burnley
59 – 16 – 2
0.29

Burslem
215 – 10 – 0
1.07

Burton
37 – 0 – 10
0.18

Bury
42 – 13 – 4
0.2

Chester
5 – 12 – 5
0.02

Chesterfield
6 – 3 – 0
0.02

Chorley
25 – 9 – 5
0.12

Chowbent
92 – 11 – 5
0.45

Coalbrookdale
4 – 14 – 8
0.02

Derby
7 – 13 – 6
0.03

Doncaster
544 – 2 – 5
2.7

Drayton
158 – 4 – 2
0.78

Eccleshall
397 – 14 – 6
1.97

Ellesmere
186 – 4 – 10
0.92

Fenton
11 – 1 – 1
0.05

Halifax
144 – 14 – 11
0.71

Hanley
277 – 4 – 1
1.37

Haslingden
53 – 11 – 6
0.26

Kendal
413 – 10 – 7
2.05

Lancaster 
950 – 11 – 7
4.72

Lane End (Longton)
333 – 8 – 8
1.65

Leeds
95 – 15 – 2
0.47

Leek
497 – 9 -2
2.47

Lichfield
25 – 4 – 5
0.12

Liverpool
223 – 4 – 8
1.1

Llanymynech
31 – 16 – 1
0.15

Macclesfield 
1024 – 17 – 3
5.09

Manchester
1841 – 18 – 10
9.14

Middlewich
72 – 3 – 8
0.35

Nantwich
151 – 10 – 3
0.75 

Northwich
223 – 13 – 4
1.1

Newcastle-under-Lyme
304 – 17 – 8
1.51

Newchurch
9 – 15 – 0
0.04

Newport
33 – 7 -9
0.16

Oswestry
153 – 9 – 6
0.76

Penkridge
146 – 14 – 1
0.72

Preston
753 – 0 – 9
3.74

Rochdale
531 – 8 – 4
2.63

Rotherham
104 – 15 – 8
0.51

Salop
211 – 1 – 6
1.04

Sandbach
251 – 14 – 5
1.25

Sheffield
1527 – 11 – 1
7.58

Stockport
356 – 0 – 0
1.51

Stoke
223 – 0 – 9
1.1

Stone
14 – 16 – 9
0.07

Stafford
282 -19 – 2
1.4

St Helens
8 – 16 – 7
0.34

Ulverston
525 – 8 – 11
2.6

Wakefield
184 – 11 – 11
0.91

Warrington
23 – 15 – 9
0.11

Wellington
133 – 8 – 6
0.66

Welshpool
31 – 16 – 3
0.76

Wenlock
61 – 9 – 2
0.34

Wigan
381 – 17 – 11
1.89

 

Immediately striking is the extent to which the business done in many places can be thought of as relatively petty in the context of the overall structure of the firm’s trade. In thirty-eight places (61 per cent of the sixty-two places visited at least once during the eight journeys) business done represented less than one per cent of total trade.
 Conversely, no one place by itself accounted for more than ten per cent of the total business done; Manchester came closest, placing orders worth in total £1841 – 18 – 10 (9.14 per cent). In fact only four places did business totalling in value more than £1000; Manchester, Bolton, Macclesfield and Sheffield. These four places together accounted for a little over one quarter of business done. Manufacturing districts generally, and textile districts in particular (cotton in Manchester and Bolton and silk in Macclesfield), were then of greatest importance to Shaw and, in turn, his Black Country suppliers. Manchester’s leading role may not be surprising perhaps but that of Macclesfield, along with a number of towns from the middle-reaches of the urban and industrial hierarchy, is perhaps more so. In marked contrast, is the very paltry trade done with the woollen textile districts of West Yorkshire, where the great regional centre of Leeds did business worth less than £100 across a three year period. Indeed, such much smaller towns as Wellington, Oswestry and Drayton (all Shropshire), Ellesmere (Cheshire) and Eccleshall (Staffordshire) all did more business than Leeds, often by a considerable margin. These figures suggest levels of business were not simply a reflection raw opportunities, which were surely great in Leeds, but also about the density of connections that a factor had been able to form in a place and, indeed, the level of competition faced from other middlemen.  
However, the part played by Sheffield, in this trade cannot be ignored. Sheffield was, of course a metal-working district with, as Shadwell noted, many similarities to the Wolverhampton and the Black Country, and yet it still took nearly as much in value from Wolverhampton as did Manchester despite being visited less frequently (Manchester being visited during both the ‘Kendal’ and ‘Salop’ journeys, Sheffield during the ‘Kendal’ journey only.) It is interesting to speculate to what extent this trade represented inter-trading between different regionally-located sets of hardware manufacturers – a possibility that research has not yet been able to determine.
Similarly, the importance and value of wholly or principally non-manufacturing should not be underestimated. Here the more northerly town of Kendal, Ulverston and, in particular, Lancaster all stand out. More generally the volume of trade flowing from Wolverhampton through Shaw in the early nineteenth century is suggestive of a much more complex picture of regional development than is captured in most core/periphery models – it is clear that many relatively small locations were being directly integrated into an increasingly national market rather than through the ‘gateway’ places, such as Manchester that sat atop the urban hierarchy. 
Conclusion

Too often studies of the process of industrialization, and of the development of industrial districts in particular, choosing to concentrate on the elaboration of those factors of production that form the basis of externalized economies of scale and scope, exogenize demand and, in turn, the integrative role of services. This analysis of the commercial travelling undertaken by Wolverhampton hardware factor John Shaw, in contrast, portrays the development of the Wolverhampton metal-working industrial district as taking place in a context of increasing specialization and interdependence with other manufacturing regions and districts across large swathes of northern England; including both a range of textile districts and others devoted to metal-making and working. If emphasis has frequently fallen on the diverse, specialty production portfolios typical of the fragmented industrial districts then we should also take account of the way in which, as shown, here demand was equally diverse and, perhaps yet more importantly, dispersed across an increasingly large market. In this period at least, it was the merchant or factor who could best and most effectively match the one with the other through the demanding act of creating of real interactions across space and through time – as exemplified in commercial travelling.

It is here that we see our two aims coming together; for in uncovering something of the experience of travelling, and of the capabilities it demanded and fostered, we see at the same time how co-dependent processes of specialization and integration were not merely abstract forces but the outcomes of individual agency. At the same time, our enquiries have allowed us to see the integrative functions of intermediators such as Shaw in a more positive light in relation to the wider British business system of the early nineteenth-century than is often the case. Such men were not merely throwbacks from a past, pre-modern age nor necessary brakes on future development but instead forerunners of a wide range of actors that remain prominent in the business system to this day.
However, finally, this approach not only emphasises the value of a fuller recognition of the influence of patterns in what geographers refer to as the space economy and in particular patterns of intra and inter-regional interdependence – the spatial distribution of economic activities being actively constitutive of crucial processes such as specialization – but also, similarly, the interdependence of different sectors of the economy, particularly the secondary and tertiary sectors.
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