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Merchant networks and profits on merchant capital in the 
Mediterranean (Majorca, 18th century)

Carles Manera , Antònia Morey  and Andreu Seguí 

universitat de les illes Balears, Palma, spain

ABSTRACT
This paper considers the relationship between merchant networks and 
the rate of profit on merchant capital (RPMC), that is, the ratio of net 
profit to investment. A case study focusing on Majorca in the eigh-
teenth century shows how merchants built up their personal networks 
in order to gather information and reduce the uncertainty of maritime 
business. The rate of profit is an additional indicator of the strength of 
ties and the need to diversify investments by incorporating estate and 
tax farming, as well as public supply contracts, all of which was only 
possible through the control that networks bestowed on big 
merchants.

1. Introduction

Pre-industrial maritime trade relied on bonds with other businesspeople (Andreozzi 2017; 
Herrero & Kaps 2017; Iglesias, Pérez, & Fernández 2015, vol. 2; Nigro 2019; Subrahmanyam 
1996). Economic and social interaction proved critical to improving access to information 
(Caracausi & Jeggle 2014). Under these conditions, networks provided vital data for com-
bining traffics, allowing merchants to diversify risks, reduce costs, and increase profits.

And yet the connection between agents and profits appears implicit rather than explicit 
in literature. Research has focused on transnational and cross-cultural relations, found to be 
essential for bridging the gaps between different communities (Fernández-Chaves, Pérez-
García, & Pérez 2019; Gullino 2021; Herrero & Kaps 2017; Trivellato 2009). Considerations of 
this function are usually based on Granovetter’s theory on the strength of weak ties (SWT) 
(1973, 1983). At the same time, research relegates profitability to mere marginal notes. 
Studies in this field are scarce and tend to focus on colonial trade and, in particular, on the 
slave trade (Daudin 2004; Gervais, Lemarchand, & Margairaz 2014; Meyer 1999). In short, 
there is a definite gap in the research on commercial activity in terms of the relationship 
between networks and profits.

This paper therefore studies networking as a resource for reducing transaction costs and 
increasing returns from commercial activity. Our research will explore this question through 
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a case study focussed on certain eighteenth-century Majorcan merchant firms. The investi-
gation is predicated on the following hypotheses.

a. Merchant firms endeavoured to lower marginal costs. To achieve this, merchants 
increased the mobility of capital and the dynamism of payment methods through a 
gradual expansion of instruments of exchange (Orlandi & Toscano 2021). In parallel, 
they reduced risk through extensive use of maritime exchange and insurance. Finally, 
merchants reduced information costs, promoting stable commercial infrastructure, 
either physical or in the form of human capital (Casson 1997; Colli 2016).

b. Consequently, imperfect access to information resulted in transactions with a high 
degree of uncertainty. This was reduced through knowledge of the identity and rep-
utation of the agents involved (Ben-Porath 1980). Multilevel similarities with said 
agents created strong ties and gave rise to oligopolies of intermediaries. The members 
of these groups enjoyed a better position for negotiating with producers and consum-
ers and prevented the entry of new competitors (Casado 2021; Gervais 2020; 
McPherson, Smith-Lovin, & Cook 2001). Indeed, according to the SWT theory, connec-
tions between similar people limited the extension of the social circle, so other linkages 
were required to gain access to information and resources located further afield 
(Granovetter 1973, 1983). Weak ties performed this bridging function, and grew in 
importance as maritime trade and distances increased from the fourteenth to eigh-
teenth centuries, against a backdrop of nascent globalisation. In this context, European 
trade routes connected much of the globe and marked the growth of regions like the 
Netherlands and Great Britain (de Vries 1976, 2003, 2010; Pomeranz 2000). It is therefore 
worth assessing how the combination of ties of different strengths contributed to 
reducing costs and maximising profits.

c. Merchants’ accounts did not aim to calculate the profits and losses from each transac-
tion. Market segmentation, imperfect access to information, and constant fluctua-
tions in prices complicated the determination of a profit rate and detection of the 
causes of losses and profits, which merchants generally estimated through qualitative 
parameters. The function of traders’ accounting was to ensure payments and monitor 
the relationship with the different agents (Gervais 2014). Even with these limitations, 
calculation of a rate of profit on merchant capital (RPMC) may indicate which connec-
tions yielded better returns and point towards greater business success. The RPMC 
may also shed light on why merchants invested in or abandoned certain traffics in the 
context of a general commercial strategy (Chandler 1977, 17–19).

With these points in mind, the next section of the study establishes the context of 
our research, outlining the structure of Majorcan trade and the course of the island’s 
integration into international merchant networks. The third section identifies the unpub-
lished sources that we have examined and the methodology followed, while the fourth 
section sets out the findings of our research and offers some discussion. This discussion 
examines the strategy of building commercial networks which were fundamental to 
reducing transaction costs and thus to mitigating significant fluctuations in the evolution 
of profits and losses. Efforts have been made to trace the RPMC based on a variety of 
transactions, compiled from the accounting and financial records of several merchants. 
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Finally, the paper ends with a number of conclusions that summarise the main ideas 
behind the study.

2. Context

Majorca offers a perfect example of an island dichotomy, i.e. of a community marked by an 
ongoing relationship between geographical isolation caused by the sea and a need to main-
tain open contacts with the outside world. Indeed, during the pre-industrial era, the island’s 
strategic position in the western Mediterranean yielded very positive returns. This situation 
made Majorca a bridgehead and a redistribution centre on various trade routes that formed 
part of a global market, and which mutated over the centuries (Manera 2001, 17–19).

Majorca’s identity as a communications’ node accounts for why, ever since the Middle 
Ages, the island served as an important base for companies dedicated first and foremost to 
commerce in raw wool and woollen fabrics. The Florentine firm Peruzzi (1300–1347) exem-
plifies Majorca’s role in a network that included major trading centres, such as Genoa, Venice, 
Sardinia, Tunis, Rhodes, Barcelona, and Cyprus (Chapman 1992; Hunt 1994, 55, 71, 132). 
However, the best-known case, because of the wealth of pertinent documents, is that of the 
firm Datini, from Prato, which had major satellite offices in Barcelona, Valencia, Majorca, and 
North Africa (Michienzi 2013; Nigro 2003). The case of Datini illustrates the importance of 
communications between merchants and their representatives, which enabled them to 
seize opportunities in local economies and integrate local surpluses into the international 
market (Orlandi 2014). Datini is also a good example of the competitiveness of infrastructure 
based on three elements: personal ties that were not always kin-based; long-term business 
relationships; and reciprocity among representatives. These factors all helped to lower bro-
kerage fees, reduce fixed asset balances, and cut down on transaction costs.

Merchant capital’s access to agricultural surpluses gave Majorca’s foreign trade a clear 
two-pronged structure from the Late Middle Ages to the end of the Ancien Regime. Table 1 
reflects the state of affairs on the island from the mid-seventeenth to the end of the eigh-
teenth century. In terms of value, olive oil represented the bulk of exports from the second 
half of the seventeenth century, replacing textiles in the top spot, while foodstuffs accounted 
for the majority of imports (Bibiloni 1995; Vaquer 2017). Thus, like the rest of the Balearic 
Islands and other Mediterranean island communities such as Malta, Majorca became an 
example of trade relations based on production shortfalls that influenced the structure of 
production (Brogini 2006, 40–43; Casasnovas 2006; Hocquet 2002). Majorca’s chronic short-
ages of grain forced the island to turn to markets in Sicily, Sardinia, and North Africa in order 
to secure grain shipments, using its textile and olive oil surpluses to redress its balance of 
trade. With the advent of the eighteenth century, surplus stocks of grapes in the form of 

Table 1. structure of Majorca’s foreign trade, 1657–1800 (% of major aggregates by customs value).

years

exports imports

rM F MP rM F MP

1657–1718 0.9 80.3 18.3 25 38.1 36.9
1750–1800 0.06 89.59 9.92 32.78 14.8 48.75

rM: raw materials; F: Foodstuffs; MP: Manufactured products.
note: the import figures do not include entries for grain, for which we only have data for the period 1792–99 (AGs, 

DGr-2re, 1,064–69).
sources: For 1657–1718, Bibiloni (1995); for 1704–1800, Manera (1988).
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spirits also began to serve this function (Bibiloni 1995; Juan 1976b, 1980; Manera 1988; 
Vaquer 2017). In wartime, Majorca also turned to privateering to generate ‘forced trade’, 
causing temporary disruptions on certain trade routes and forcing enemy vessels to change 
course so that shipments of grain and other goods reached the island (López-Nadal 1986).

The entry of Majorcan merchant capital into foreign merchant networks is clear in the 
seventeenth century. Studies attest to the ongoing participation of the island’s merchants 
in networks that shaped international business, as has already been noted in the case of the 
firms mentioned above. Research has confirmed the presence of such firms—essentially 
those belonging to Genoese merchants, such as the Bellotos, and members of the Majorcan 
Xueta community, who were descendants of Jewish conversos (Bibiloni 1995; Vaquer 2017), 
a minority that suffered from exclusion until recent decades, due to alleged crypto-Judaic 
practices. The commercial situation generated trust and mutual-support bonds, allowing 
Xuetas to control certain occupations, such as silversmithing, and play a relevant role in olive 
oil exports (Aguiló 2015; López-Nadal 1987a). But at the same time, research has paid less 
attention to major local merchants such as Jaime Canals, Juan Mir, and Juan Ballester. These 
traders belonged to merchant dynasties with a humble, seafaring background. Some mem-
bers of these commercial houses climbed the social and economic ladder, eventually stand-
ing on a par with the foremost Majorcan aristocratic groups and other shippers, who vied 
with them for commercial control (Manera 1988; Montaner 2017; Montaner & le Senne 1979). 
As in other places, their success lay to some extent in the diversification of trading businesses, 
aligning with the needs and supplies of different centres along Majorcan shipping routes 
(Casado 2021; Chandler 1977). The trajectory of these merchants marked the way forward 
for those who succeeded them in the higher echelons of the sector, such as Jaime Sard, 
Antonio Marcel, and Martín Mayol in the eighteenth century (Manera 1988).

3. Sources and methodology

The information used in this study is sourced from records housed in public and private 
archives. Foremost among the public archives are the Archivo de la Corona de Aragón, the 
Archivo General de Simancas, the Archivo Municipal de Palma and the Archivo del Reino de 
Mallorca. The documents held in these archives are particularly informative with regard to 
grain imports to combat shortages of wheat and other cereal crops, exports of the island’s 
surpluses, the collection of taxes on commercial activity, and the use of institutions to resolve 
conflicts that could not be settled privately. The Archivo del Reino de Mallorca also houses 
relevant notarial records and the collections of noble families such as the Torrellas and the 
Montenegros. The documents obtained from private archives relate to the offices of six 
merchant firms in early modern Majorca. Ledgers and invoice books provide data on nearly 
770 transactions. The number of transactions is broken down by companies in the following 
list: the firm of Jaime Sard & Antonio Marcel (1730–38): 146; the firm of Antonio Marcel 
(1760–78): 195; the firm of Claudio Marcel (1765–1807): 129; the firm of Blas Billon (1760–82): 
257; and the firm of Martín Mayol (1785–99): 43. In addition, we have information on certain 
businesses belonging to the Capó and Fontichelli families (ACM; ARM, AA-PP, II-B-94-12; 
ARM, NOT, B-2,150, 573-584, 724-730v; ARM, FMR, 28).

The data therefore focus on the operations of specific merchants. The selective nature of 
the information may point to only specific sections of the extended commercial network 
(Lamikiz 2017; Wasserman & Faust 1994). The study will analyse egocentric personal networks 
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that are distinct from others of an institutional nature.1 Merchants’ personal networks con-
sisted of the relationship of each entrepreneur (ego) with the other agents involved (alter) 
in different transactions. We used a name-generator approach to reconstruct these interac-
tions in each firm.

To begin with, we used an exchange-based name generator to locate the boundaries of 
the network, identifying the alters according to the functions they performed vis-à-vis the 
ego (Perry, Pescosolido, & Borgatti 2018, 77–80). Consequently, whilst bearing in mind that 
economic activity is embedded within dynamics of social relations, we sought to analyse a 
support and exchange network (Bidart & Charbonneau 2011; Granovetter 1983). In doing 
so, we identified the alters by asking who provided access to the transaction goods; who 
associated with the ego, sharing the operation risks; who transported goods to the selling 
point or returned with its monetary value; and who purchased products from the ego.

Unfortunately, the degree of detail in merchants’ accounts is quite irregular. As a result, 
we were only able to apply the name generator to the firm of Sard & Marcel. The accounts 
of the firms belonging to Antonio Marcel, Claudio Marcel, Blas Billón, and Martín Mayol only 
allow us, as the relevant literature indicates, to monitor the credit relationship with each 
client, using the double-entry accounting system (Gervais 2014). In addition, the accounts 
of the firms of Blas Billón and Martin Mayol include detailed lists of products embarked and 
sold, but these records do not specify the cost of acquisition. Therefore, the data collected 
for these four firms cannot be used to perform network analysis, but will complement a 
study focused on the firm of Sard & Marcel. The latter’s registers, unlike those of the former, 
specify the functions that each agent performed and even allow us to verify some alter-alter 
relationships, by applying another, similar name generator (Caracausi & Jeggle 2014; Perry, 
Pescosolido, & Borgatti 2018). However, a proportion of the network may remain obscured 
by the fact we are only aware of the transactions performed by Marcel (Huszti, Dávid, & Vajda 
2013, 39–40).

The next step consisted of using a name interpreter to collect information on the alters 
detected. In this case, we established two sets of questions.

The first set of questions refers to the characteristics of the alters. Firstly, some alters may 
have belonged to the Xueta group. Secondly, their occupation provides information on the 
functions they performed and enables us to detect any professional similarity between the 
members of the network.2 We calculated occupational homophily by using an E-I index, that 
is, the ratio of the difference between the same and different alters by the number of alters 
(Perry, Pescosolido, & Borgatti 2018, 168–69). Thirdly, an alter’s nation of origin may imply 
interaction with foreign agents and, therefore, the presence of weak ties (Granovetter 1973). 
However, the distinction between foreigners and persons domiciled through marriage pres-
ents multiple difficulties (Mas 2020)—the talla taxpayer registers indicate the parish of res-
idence, which appears to be a better way of making similarity calculations.3 In fourth place, 
the talla and the utensilios registers record patrimony valuations which can situate the ego 
and his alter in Majorcan society (ARM, AH, 1,624; 1,714; 1,799; 1,991).4 Economic distinctions 
also depended on privileges in the case of nobles, and estimates of business values for 
merchants. These factors split the Xueta minority into two separate groups between the 
fourteenth and the 19th centuries: the orella alta, a pseudo-aristocratic group, and the orella 
baixa, individuals and families who were economically less important (Aguiló 2015). But only 
heads of households paid the talla, which in addition took the value of possessions of a 
different nature into account (Franch 1989, 120–21). As a result, we turned to estimates of 
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the value of businesses, feeling that these may better reflect the hierarchy between mer-
chants, and factored the values into four levels, using the estimate of Antonio Marcel’s 
business (£500-£1,000) as a reference: less than £500, equal to ego, between £1,001 and 
£2,499, and, finally, at least £2,500 (ARM, AH, 1,801; 1,804; 1,990; 2,000). The latter refers to 
the big merchants (Manera 1988, 75). At the same time the talla values and the register of 
men of fighting age (15-65 years) serve as a proxy for those who are absent from the business 
estimates (AMP, FP, 301-10; ARM, AH, 1,799; 1,991). In addition, the tax records from 1747, 
1769, and 1777 will point to the progress of the ego in terms of patrimony (ARM, AH, 1,624; 
1,714; 2,208).

The second set of questions served to collect data on ego-alter and alter-alter relation-
ships. We should point out that we do not yet have a complete series of data on family bonds, 
and coinciding surnames do not prove a kin relationship per se (Franch Benavent 1989, 245). 
Familial information will therefore complement the other values of the name interpreter. 
Furthermore, the frequency of ego-alter and alter-alter collaboration allows us to distinguish 
between occasional relations and those that persist over time. We detected 252 interactions 
with 130 individuals, but we excluded 92 instances of occasional relationships with a hundred 
nodes, considering only the remaining 161 interactions of the ego with 30 alters. The com-
bination of frequency with kinship and parochial bonds may imply the existence of strong 
ties (Granovetter 1973). Additionally, the RPMC of business in which ego and alters partici-
pated together would indicate the most profitable connections within the personal network 
of Antonio Marcel. The details on the RPMC calculation are given below.

Early modern businesspeople considered profits or emoluments to be the income they 
obtained from an investment. The literature has recognised the need for a gain, although 
generally speaking merchants did not calculate this. But the research raises two possibilities 
for calculating profits which differ from a modern capitalist computation. One consists of 
marginal income, the difference between the net profit and the original capital. We, on the 
other hand, chose to measure individual profit by calculating the rate of return, the ratio 
between the net profit and the capital invested (Gervais, Lemarchand, & Margairaz 2014).

Based on the above, we built up a series using the private records cited. The irregularity 
of the dataset is the outcome of the transactions from each period. The contrast also results 
from the differing natures of the sources, the way in which they provide information, and 
our inability to access registers housed in private archives. These factors forced us to consider 
data from the seventeenth century and 1750–99 as a complement for a first essay, in order 
to determine the RPMC evolution, using the accounts of the firm Sard & Marcel as follows.

Calculation of the rate of profit on merchant capital initially considers the costs from each 
transaction, such as the investments made to purchase goods or freight vessels, and payment 
of import or export duties, among other outlays related to distribution (López-Nadal 1987b). 
The net profit of an operation must be understood as the remaining profit after paying the 
duties levied on each activity (Vilar 1966, 3: 550–619).

Let us take the example of fitting out a corsair ship. In this case, the investment included 
the cost of the vessel and the expense of mounting an expedition (i.e. arranging and pre-
paring the vessel, laying in provisions and disbursing advance pay to the crew) as well as 
any out-of-pocket or administrative expenses that arose during the voyage. In turn, the 
gross profit was the result after any auctioning of vessels, cargoes and captured slaves. 
Deducted from this sum were the fees of the agent and the notary responsible for the 
auction, the guards in charge of protecting the booty prior to sale, and any taxes payable 
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on each category of goods. Then the ship operator handed 10% of the gross profit to the 
captain or skipper of the vessel and took out the cost of equipping it. Lastly, 5% was paid 
to the Crown to cover the quinto real. The remainder is regarded here as the expedition’s 
net profit, which was then divided up in an even more complicated fashion, according to 
the tercio vizcaíno, which will not be addressed here (López-Nadal 1988; López-Nadal & 
Morey 2018; Seguí 2018).

The resultant RPCM emerges as a double indicator. On the one hand, as a part of the 
name interpreter, it will determine which connections were associated with higher returns. 
And on the other hand, the evolution of the different traffics may point towards a possible 
change in a given merchant’s strategy over the years.

4. Results and discussion

Big merchants controlled Majorcan commerce in the eighteenth century, with a decisive 
group presence in the flax, cotton, and olive oil traffic trades (Table 2). Dominance of the 
sector depended on collaboration with local agents, who included descendants of foreign 
merchants and sailors, and members of foreign commercial houses recently settled on the 
island (Bibiloni 1995; Manera 1988; Montaner 2017). Their cooperation engendered a mer-
chant elite, which had parallels to the one that emerged in Valencia, and whose members 
formed wheat trading companies in 1720 and 1748 (Franch 1989, 122–54; Manera 
1999, 87–90).

Table 2. social control of the trade in specific goods, 1704–1787, in %.
Olive oil exports
year small merchants Jewish conversos Big merchants nobles unidentified total

1704 60.26 22.02 17.72 100.00
1720 47.27 49.73 3.00 100.00
1754 50.99 18.42 26.44 2.13 0.02 98.00
1768 43.12 12.97 35.27 8.64 100.00
1787 50.05 14.10 32.40 2.83 0.62 100.00

Flax imports
year small merchants Jewish conversos Big merchants nobles Artisans total

1704 73.00 15.00 88.00
1720 33.00 44.00 9.00 1.00 1.00 88.00
1754 37.00 54.00 3.00 4.00 98.00
1768 17.00 51.00 16.00 5.00 89.00
1787 26.00 1.00 73.00 100.00

Cotton imports
year small merchants Jewish conversos Big merchants nobles Artisans total

1720 77.90 10.54 88.44
1754 10.18 0.89 87.85 0.04 98.96
1768 56.90 6.48 63.38
1787 26.73 19.37 21.78 0.46 68.34
1789 21.89 8.77 55.26 85.92

note: the three categories (nobles, merchants and Jewish conversos) correspond to the qualifiers that appear in the 
sources. these labels reflect the estate division of society from the 16th–18th centuries. the difference between small and 
big merchants lies in the valuation of their businesses below or above £2,000 in fiscal records. nobles and Jewish conver-
sos were also heterogeneous groups, but there is no gradation because the purpose of the category is solely to indicate 
that some individuals belonged to a privileged group (nobility) or a socially marginalised group (Jewish conversos). 
Maintaining these labels responds to the fact that social adscription may be a source of homogeneity and strength of ties 
between the members of pre-industrial merchant networks.

source: Manera (1988).
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The Marcels were one of the families involved in these businesses. Their origins go back 
to the seafarer Claudio Marcel from Marseille, who established his residence in Palma at the 
beginning of the seventeenth century after his marriage to Juana Vinyes, the daughter of a 
tailor (ARM, NOT, M-1,618, 169v-171r; Manera 1988, 67). The Marcels followed the trend of 
that time and participated in maritime business, investing in equipping several corsairs (ARM, 
NOT, M-1,386, 147r-151r; ARM, NOT, P-881, 251v-252r). Eventually, the family took a step 
upwards from seafaring to merchant activity in the eighteenth century, with the businesses 
of Antonio Marcel-Pujol. The latter’s personal network confirms the aforementioned control 
from another perspective: the training of merchants.

Like many merchants, Antonio Marcel entered the trade activity under the guidance of 
a relative, whereas others did so by serving as commission agents for businesspeople 
(Bohorquez & Menz 2018, 406; Ruiz & Montojo 1998, 49–50). In Marcel’s case, he learned 
from the great-uncle of his wife, Magdalena Ripoll-Sard: Jaime Sard (1742), one of the most 
important Majorcan merchants of the early eighteenth century (Figure 1).

Sard trained Marcel to acquire the skills he should master as a merchant. His training process 
may have included theoretical knowledge, which was codified in commercial manuals from 
the medieval age on, just like those of the English traders of the time (Cuadrada 2019; Rabuzzi 
1995; Smith 2021, chap. 1). However, the absence of references to these manuals in the probate 
inventories of Antonio Marcel and his son Claudio, a merchant like his father, prevents us from 
knowing what their titles may have been (ACM; ARM, NOT, R-222, 154r–164v). In any case, 
there is no doubt that Marcel’s training entered a new stage between 1731–38, when he 
formed a company with Sard, a common practice in merchant families and one we can observe 
in other Mediterranean cities (Franch 1989, 243–44; Ruiz & Montojo 1998, 73–74).

Figure 1. Genealogy of the merchant Antonio Marcel-Pujol (18th century). 
source: ArM, not, 5,806, 323; ArM, not, 5,807, 167r–170r; ArM, not, M-1,838, 13r–15v, 229r–231r.
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The transactions carried out over eight years reveal the educational function of the firm 
Sard & Marcel. The objective of the company was to prove the aptitude of the young mer-
chant with low-value transactions, while Marcel started building up his patrimony and net-
work without incurring severe losses. The business of the firm covered the basic areas of 
Majorcan trade: the sale of wheat to supply the island, and exports of olive oil, as well as 
other commodities, such as capers, pulses, plant fibres, and monetary transactions. The result 
was a diversified portfolio within a broad area that introduced Marcel to commerce with 
different merchant centres, where other businesspeople of the island also conducted busi-
ness dealings: Benito Capó, Blai Billón, Enrique Fontichelli, and Martín Mayol (Map 1).

The personal network of Antonio Marcel was small in size, which may have corresponded 
to the training goal of the firm Sard & Marcel (Figure 2). The fiscal records only show the head 
of household taxpayers, and the registers of men of fighting age only cover the parish of 
Santa Creu. As a result we can only calculate similarity based on a third or a half of the alters. 
Consequently, the homogeneity metrics of Marcel’s network are still provisional, although 
the figures are not meaningless (Table 3).

The personal network of Antonio Marcel displays remarkable but not unexpected 
parochial homogeneity. The parish of Santa Creu was the district of Palma where most 
of the seafarers lived. They coexisted there with other professionals linked to maritime 
activity, such as barrel makers and merchants, a reality that can also be observed, for 
instance, in the Saint-Jean quarter of Marseille (Kaiser 1992; Muntaner 1977; Pascual 1999) 
This is supported not only by heterogeneity in business and patrimony estimates; the 
metrics also show that trade was not exclusively for merchants and businesspeople. 
Despite the fact that the big merchants held the highest positions, medium and low 
levels confirm the coexistence of tradespeople and other occupations (ARM, AH, 1,801; 
1,804; 1,886; 1,893; 1,990; 1,998; 2,000; 2,208). Similarity metrics offer a multilevel per-
spective which shows that Marcel interacted the most with people he knew from his 

Map 1. Location of commercial agents and business dealings of the merchant firms of sard & Marcel, 
Billon, Fontichelli, Marcel, and Mayol (1730–1800). 
source: ArM, AH, 4.850. ArM, AA-PP, ii-B-94-12. ArM, FMr, 28 and 29. ACM, Libros Contables, i-iii. ACM, 
seguros Marítimos, 1–3. AFC, sección 1, Documentación Comercial, ii, no. 1.
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immediate surroundings (McPherson, Smith-Lovin, & Cook 2001). Here, Marcel found the 
necessary contacts to build a career in maritime affairs, which called for collaboration 
with very different agents.

Marcel’s egocentric network presents a set of edges we can consider as strong ties since 
they result from a close, frequent and—sometimes—reciprocal relationship with similar 
agents (Granovetter 1973, 1,361). The strongest interactions do not include members of his 
immediate family, such as Marcel’s father-in-law, the barrel maker Pedro Onofre Ripoll-Soler. 
The estimate of the value of his business at around £1,500, and the situation of three sons 
in ecclesiastical offices, reveal the economic strength of his family-in-law (ARM, NOT, 5,806, 
319r-321v; ARM, AH, 1,990, 8r). However, Marcel only collaborated with his immediate family 
in the establishment of several insurance boxes, generally leaving Ripoll and other relatives 
out of the other business he conducted for the rest of his career, a behaviour pattern that 
his son Claudio later emulated (ACM, Seguros Marítimos).

Table 3. Multilevel similarity in the personal network of Antonio Marcel (1731–38).
Level Different equal number Homogeneity nA

Business 9 5 14 0.29 16
occupation 16 4 20 0.57 10
Parochial 2 12 14 −0.71 16

nA: non-available data.
source: ArM, AH, 1,804; 1,990; 1,991; 1,998; 2,000; 2,210.

Figure 2. Antonio Marcel’s Personal network (1731–38). 
source: ACM, Compañía de Jaime sard & Antonio Marcel. note: node size represents the degree of each 
individual in the network, whereas the edge size shows the frequency of the interaction between 
individuals.
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The strongest interactions correspond to relationships with other merchants who lived 
in Santa Creu and the value of whose businesses was estimated at levels similar to or higher 
than that of Marcel. Jaime Sard offers the best example, with the combination of extended 
kinship and an instructor role, which proved critical for the young merchant, as discussed 
below, after some business dealings with poor or even zero profits in 1733. Marcel collabo-
rated with other businesspeople from his extended family, such as Blas Billón, whose sister 
married a grandson of Sard’s (Manera 1988, 65–66). However, we are unaware of any friend-
ship relationships that Marcel may have had with his alters, and can therefore only confirm 
the importance of the extended family (Ben-Porath 1980).

The rest of the strongest ties correspond to a closed group that Marcel formed with the 
merchants Martín Feliu, Francisco Miró, Blas Billón, Miguel Monjo, and Lorenzo Riusech. They 
collaborated with Antonio Marcel, sharing the risks of several transactions related to grain 
and olive oil traffic. Miró and Baltasar Forteza Valentí are the only members of the Xueta 
group with whom Marcel had a relationship during his training as a merchant (ACM, 
Compañía de Jaime Sard y Antonio Marcel). Their number remained low in the following 
years, except for some plant fibre transactions between 1760–78, and transactions involving 
Xuetas are entirely absent in the accounts of Billón, who focussed his business on grain and 
olive oil (Manera 1999, 87).

The network of Antonio Marcel presents other edges which grew stronger over time. Such 
was the tie with the skipper Agustín Burgarí. Their bond started out as a contractual relationship 
for transporting Marcel’s cargoes, generally to Oran. The relationship grew stronger between 
1734–36, when the merchant and the seafarer became partners and shared risks (ACM, 
Compañía Sard & Marcel, operations 3–11 and 3–41). As such, their interaction presents sim-
ilarities with the success of certain skippers in the equipping of corsair ships in the 17th century, 
which allowed these employees to enter the mercantile companies as full partners (Seguí 2021).

Frequency or similarity are not the only indicators of the strength of the ties mentioned. 
Positive RPMC values, ranging from 4% to 20%, suggest their solidity too, in contrast to the 
negative figures of other, more occasional interactions (see Table 5). These values also 
remind us that networks did not signify immunity to failure and, under certain circum-
stances, connections led to undesirable outcomes (Hillmann 2021). The personal network 

Table 4. rPMC Averages per year and type of commodities in % (1731–38).
Commodities 1731 1732 1733 1734 1735 1736 1737 1738 Avg.

Almonds 9 −12.94 −1.7
Blankets—

rice
2.96 12.28 −6.57 2.89

Capers 26.19 6.7 27.94 0.58 −49.02 −17.73 −0.89
Cheese −36.46 −24.72 5.37 −6.91 −15,68
Grain 5.81 7.45 0.22 4.77 18.21 −3.59 5.47
Monetary 

Business
−1.37 13.7 10.44 14.64 14.83 18.97 8.8 11.42

olive oil 18.45 2.48 −21.5 36.98 20.82 11.45
Plant fibres 15.21 −35.81 −15
Pulses 28.1 −32.06 18.05 4.84
spirits 6.75 6.75
Average 12.34 7.63 −8.47 9.32 4.11 −7.4 6.67 2.61 3.35
tax farming 20.78 41.14 31,05
Avg. with tax 

farming
12.34 7.63 −5.22 9.32 4.11 0.69 6.67 2.61 4.77

insurances 1.50 2.38 1.50 1 1 2.75 1.79

source: ACM, Compañía sard & Marcel.
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of Antonio Marcel therefore presents the RPMC as a useful indicator of the strength of ties 
in merchant activity.

Weak ties allowed the ego to access resources and information located outside his social 
circle. Marcel’s initial network lacked foreign agents, in contrast to other commercial infra-
structures of the time, which used them to unveil business opportunities abroad and reduce 
information costs (ARM, NOT, R-153, 106v–111r). Indeed, several Majorcan merchants com-
bined the appointment of their acquaintances or relatives as agents with that of others from 
outside the island (ARM, NOT, 1,681, 235v–236v, 457v–459r; 1,682, 12v–16v; Manera 1988, 
122; Deyá 2016). However, both Antonio Marcel and Martín Mayol started trusting in 
Majorcan skippers as consignees as well. They became mobile agents whose presence in 
situ allowed them to take the returns from the goods they had been entrusted with into 
consideration. On occasions, they even decided to transport the cargoes to a different port 
in search of better returns (ACM, Compañía Sard & Marcel; AGS, DGR-2RE, 1,062).

The heterogeneity of the weak ties increased with the consolidation of Marcel as a 
merchant and his access to the Majorcan merchant elite, at least from 1747 on, when the 
estimated value of his business rose to £3,000 (ARM, AH, 2,208, 3r). His network then 

Table 5. Antonio Marcel’s personal network (1730–38).

ego Alter occupation Freq Xueta
Business 

factor Parish rPMC

Antoni Marcel Agustí Burgarí skipper 12 0 1 santa Creu 4
Antoni Marcel Antoni Cirerol unknown 3 0 8
Antoni Marcel Antoni Llodrà Weaver 2 0 −10
Antoni Marcel Antoni sureda unknown 6 0 11
Antoni Marcel Baltasar Valentí Fortesa Businessman 6 1 3 santa eulàlia 40
Jeroni sorà Benet Capó skipper 2 0 santa Creu 5
Antoni Marcel Blai Billón Merchant 3 0 4 santa Creu 10
Francesc Miró Blai Billón Merchant 2 0 santa Creu −1
Antoni Marcel Diego Franch skipper 3 0 −11
Antoni Marcel Francesc Mas Barrel Maker 4 0 2 santa Creu −4
Antoni Marcel Francesc Miró Merchant 9 1 3 santa eulàlia 9
Antoni Marcel Gabriel siurana unknown 4 0 −17
Antoni Marcel Jaume sard Merchant 5 0 4 santa Creu 14
Antoni Marcel Jeroni Mesa Broker 7 0 2 santa Creu 11
Jaume sard Jeroni Mesa Broker 2 0 2 santa Creu 6
Antoni Marcel Jeroni sorà skipper 4 0 1 santa Creu −2
Antoni Marcel Joan B. Marquès unknown 2 0 −43
Antoni Marcel Joan Gomila unknown 3 0 2 −21
Antoni Marcel Joan Morro skipper 3 0 santa Creu 14
Antoni Marcel Jordi Duran skipper 3 0 santa Creu −3
Antoni Marcel Josep Castanyer unknown 3 0 0
Antoni Marcel Josep Mataró skipper 5 0 santa Creu 4
Francesc Miró Llorenç riusech unknown 3 0 22
Martí Feliu Llorenç riusech unknown 3 0 22
Antoni Marcel Llorenç riusech unknown 4 0 18
Francesc Miró Martí Feliu Merchant 6 0 2 11
Antoni Marcel Martí Feliu Merchant 15 0 2 7
Antoni Marcel Miquel Monjo unknown 12 0 5
Martí Feliu Miquel Monjo unknown 4 0 2
Antoni Marcel Miquel Padrines skipper 3 0 1 santa Creu 7
Antoni Marcel Miquel Palet unknown 2 0 18
Antoni Marcel onofre Barceló skipper 2 0 2 santa Creu 28
Antoni Marcel onofre Jordi skipper 3 0 11
Antoni Marcel Pau salleras seafarer 4 0 1 santa Creu −4
Antoni Marcel Pere Antoni Planas Broker 2 0 7
Antoni Marcel rafel tries unknown 3 0 47
Antoni Marcel simeó Magraner seafarer 2 0 1 5

source: ACM, Compañía sard & Marcel.
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became more complex, combining relationships with local and foreign agents. This com-
bination improved the access of Marcel and other Majorcan merchants to information 
on markets and commodities of their interest (ACM, Documentacion Comercial, II). They 
also became part of the vast networks of some foreign firms, such as the Dutch firm 
Willemsen & Hekman in the case of Claudio Marcel, and the French firm Jean Abeille & 
Cia in the case of Martín Mayol, who received a commission of a 2% per transaction. In 
addition, contacts in Madrid proved essential for obtaining supply contracts (ARM, FMR, 
28; Manera 1988, 52–55). And so, heterogeneity in merchant networks seems to depend 
on the range of each merchant’s business and his experience, as well as his reputation 
for serving as an agent for other colleagues. It could, however, also depend on other 
factors such as changes in specific markets, as Gullino (2021) demonstrated for the 
Genoese institutional grain supply.

The evolution of the Majorcan merchant networks presents similarities with other 
European cases, such as the merchant elite from Saint Malo, which was also forged from 
local relations, incorporating more heterogeneous ties from time to time (Hillmann 2021). 
In both cases, the increasing complexity of the network enabled integration into a global 
economy. An integration that differs from the experience of other contemporary 
Mediterranean and Atlantic colleagues. For instance, Moroccan merchants endured an unfa-
vourable situation: the lack of a representative in Spain forced them to place their trust in 
Spanish private and consular agents (Martín Corrales 2020). This forced Moroccan hetero-
geneity contrasts with the voluntary election of Danish, Finnish and Swedish captains and 
merchants’ decisions to trust local agents, who served as consuls of their nations in different 
ports (Ojala 1997). The same occurred with the bridging function of the Greek merchants 
and seafarers in the Russian and Ottoman grain-exporting business to the Western 
Mediterranean and the Atlantic, where they relied on the consuls of these two nations, but 
also on English representatives (Harlaftis 2019; Martín Corrales 2021). Similarly, the hetero-
geneity of Majorcan merchant networks resulted from a voluntary combination of ties of 
different strengths with local and foreign agents.

The relation between RPMC and weak ties is more difficult to establish, because the 
interactions present a higher degree of variation and heterogeneity. At present, we can only 
propose future exploration of a possible link with the degree of responsibility that skippers 
had concerning the cargoes they transported. This is how an additional role as consignees 
turned them into mobile agents and allowed for better returns. For now, we shall proceed 
to verify what aspects we can infer from Majorcan trade through the RPMC.

The average returns of trade in general or by product generally ranged from 0.5% to 12% 
(Table 4). Such an interval matches the returns of the 2%–20% observed in the European 
framework (González 2020, 38; Maestro 2017, 864–70; Maixé-Altés 1994, 87; Meyer 1999, 
chap. 6; Oliva 1993, 102; Orlandi 2002, 50; Petram 2011). The trend also presents strong 
oscillations of up to 30%-60% and even more in the slave trade, where risks were high 
(Bohorquez & Menz 2018, 406; Daudin 2004; Maestro 2017, 864–70; Schulte 2012, 28). 
However, the Majorcan case shows that the results were somewhat negative in other 
instances.

The negative balance in 1733 offers a good example. These negative returns did not 
appear to respond to changes in the political context whereby restrictions were imposed 
on commerce. Neither do the Spanish recovery of Oran (1732) and 1.5% insurance pre-
miums imply a high-risk situation for navigation, in contrast with other periods when rival 
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corsair fleets were more active (ACM, Compañía Sard & Marcel, and Seguros Marítimos; 
Barrio 2006; Pallicer 2014). The RPMC reduction did not respond to a change in the epi-
demiological situation either—the main European ports did not register any instances of 
plague, although they did harbour the habitual concerns regarding the progress of infec-
tions in North Africa and the Levant (Biraben 1975; Campaner 1967). The accounts suggest 
that the negative balance responds to the commercial dynamics and, more specifically, 
to the concurrence of businesses with meagre and unsatisfactory, or even negative profits. 
Erroneous decisions by Antonio Marcel forced the intervention of Sard, in accordance 
with his tutelary role, conducting two operations related to the island’s grain supply, the 
respective profits of which were 2.12% and 10.27% (ACM, Compañía Sard & Marcel, oper-
ations 2-28 and 2-30).

Sard tried to compensate losses with transactions related to the grain supply of the island, 
which was one of the most stable businesses of Majorcan trade, using his connection to the 
broker Jerónimo Mesa. The traffic benefitted from a rise in prices related to poor harvests, 
increasing the need for a register of carob production, which proved crucial for the most 
vulnerable sectors in times of famine ( AMP, AH, 2,074-2, 100r-101v; Juan 1976b, 1978; Molina 
2012). This measure demonstrated the inability of the Majorcan institutions to reign in infla-
tion, which the merchants exacerbated with a set of speculative measures designed to ensure 
positive returns for their investments in grain (Bibiloni 1995, 46–56; Juan 1976b). The profits 
from selling wheat cushioned losses in other business dealings, such as olive oil exports. 
Olive oil traffic was the second area in importance, despite the oscillations in harvests and 
selling prices. The presence of agri-food products (e.g. capers, cheese, and almonds) and 
spirits increased as olive oil commerce declined in the 19th century, but their profits oscillated 
somewhat as well (Bibiloni 1995; Manera 1999; Morey & Fornés 2021; Morey & Molina 2016).

In short, the diversification of trade traffics allowed for compensation of losses in certain 
trades with the profits of others. However, the strategy failed on occasions because of the 
risks associated with maritime affairs (Toshiaki 2012, 293). Merchants tried to reduce risks 
by adopting other strategies and investing in other businesses. Unfortunately, the paucity 
of data hampers any explanation as to how this may have compensated for a possible long-
term declining trend in the RPMC, which can also be observed through the drop in maritime 
insurance premiums (Figure 3).

Figure 3. the price of maritime risk in Majorca: available averages, 1652–1792. 
sources: López-nadal (1987a) and Pons (1996) for 1650–99. ACM, seguros Marítimos for 1730–92.
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Land leases proved crucial for reducing costs. This type of business progressed as large 
sections of the nobility retired from commerce and leased their most productive properties, 
such as the olive oil-producing lands in the northern mountains. The development of olive 
oil exports created an opportunity for the group of corsair-merchants, like Jaime Canals and 
Juan Ballester, whose lead was followed by the major traders of the eighteenth century, such 
as Jaime Sard, Antoni Marcel, Blai Billón, and Martín Mayol (Daviu 1983; Juan 1980; Suau & 
Moll 1979). The leasing of lands connected production and distribution. Estate management 
allowed for a reduction in transaction costs, lowering the acquisition price of olive oil and 
other products (grain, pulses, and wine), and dispensing with intermediaries. This procedure 
facilitated the sale of these goods at more competitive prices on domestic and foreign mar-
kets, while subletting of part of the lands provided small additional incomes. However, 
Mayol’s management operations in the estates of Son Ferrandell and Son Dameto suggest 
that, as with the commercial businesses, in land leasing the losses from some estates were 
cushioned with the profits from others (Manera 1988, 78–100). In addition, capital accumu-
lation preserved a long-term perspective and represented an investment that was more 
secure than the commercial businesses cited above, although it did yield narrower profits, 
of around 2%-2.5% (ARM, FMR, 13 and 22). Merchants invested in estate management until 
the last third of the eighteenth century. The data do not provide an explanation of their 
withdrawal yet, although they suggest two possibilities. Firstly, the drop in interest rates 
and the relaxation of bonding practices placed the nobility in a better position to negotiate 
their debt from 1750 onward (Morey 1999, 2018; Robledo 1991). Secondly, olive oil prices 
declined progressively on international markets, and so the profit margins decreased and 
the big merchants withdrew from the sector, searching for investments that involved less 
risk than maritime commerce, such as landowning (Morey, Jover, & Villalonga 2016).

Tax farming provided additional incomes, too. The big merchants participated in collect-
ing and managing taxes of different kinds, such as the talla and the bull of the Holy Crusade, 
during the seventeenth and eighteenth centuries (ARM, AH, 2,044; Manera 1988). Certain 
cases suggest that the commercial elite controlled relevant taxes, although their volume 
remains uncertain. For instance, Antonio Marcel purchased the Quart d’Alcúdia from 1733–38, 
the high returns of which became crucial for the merchant. The profits of the Quart cushioned 
the worst balances of the firm Sard & Marcel and even provided a superficial net profit in 
1736, increasing global returns by up to 1.42% (ACM, Compañía Sard & Marcel, 2/21 and 
4/24). The comparison with other taxes presents a new area for future research consisting 
of evaluating the corrective function of tax farming in the oscillations of the RPMC.

Public supply contracts became an essential line of business for the big Majorcan mer-
chants, and we should highlight their participation in the procurement of supplies for the 
island by obtaining state contracts.

Local authorities had offered premiums per quartera5 to promote grain imports and com-
pensate for shortages in crops from the fourteenth century onwards (Juan 1976b). The prob-
lem did not lie in production alone. The distribution network was also responsible for the 
situation, since local traders and other brokers, such as Jerónimo Mesa, controlled the grain 
tithes. As a result, merchants like Martín Mayol and Blas Billón wielded great power over 
what was a staple for the island’s society. Specifically, they even blocked cereal shipments 
in times of famine and threatened to remove them from the island until the institutions 
granted them franchises and set prices similar to those of other Spanish ports (AMP, AH, 
2,093-3, 144; AMP, AH, 2,098, 8v–81r).
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The big Majorcan merchants also illustrate how private interests coincided with those of 
a State which had increasing military commitments abroad (Bowen 2012, 33; Torres 2016). 
The island’s businesspeople acted in a similar way to those who supplied the British and 
French armies, using their control of the local market to take advantage of the opportunities 
offered by the Contractor State. Jaime Sard became a supplier of the Real Intendencia, the 
brothers Pedro and Blas Billón supplied bread for the army, and Enrique Fontichelli became 
a supplier to the Royal Hospitals (Manera 1999, 90). At present we are unable to make a 
comparison between the rate of profit of these contracts and the returns of trade, or indeed 
evaluate the changes in wartime, due to the lack of a ratio per sack similar to the reference 
used to fix the profits of the French army suppliers (Félix 2012, 112–15; Harding & Solbes 
2012, 13; Pourchasse 2012, 248). All we have is a similar reference relating to Sard’s contract 
as a supplier to the troops in Majorca, or the contract Claudio Marcel obtained to victual the 
Spanish navy in Minorca between 1784–86. These contracts provided returns of 23.66% and 
12.75% (AGS; TMC, 3.258; ACM, Registros del Banco de San Carlos, 1-3; ACM, Documentación 
Comercial). The high percentages explain the interest, and competition even, between the 
big merchants to obtain these contracts, which were profitable businesses, at least on a par 
with the best years of olive oil exports (Table 4). This drive to secure public employment, 
which De Vries (1976) characterises as an obsession with obtaining public office offered the 
merchants significant opportunities to channel a huge amount of resources into satisfying 
the royal demand, despite the risks of non-payment that other European contractors expe-
rienced. The Contractor State also connected the Majorcan tradesmen with public wealth 
intermediaries, such as the Compañía de los Cinco Gremios and the Bank of San Carlos (Félix 
2012, 118; Manera 1988, 106–7).

Jaime Sard impressed the importance of obtaining public contracts on Antonio Marcel. 
Indeed, Marcel became the new supplier to the troops in Majorca in 1742, after Sard’s passing. 
The young merchant obtained the contract through his contacts with the quartermaster Antonio 
Orbegozo. The latter cleared up any doubts that existed in Madrid regarding Marcel’s suitability 
for the job, since he demanded 40,000 reals in advance and restricted the supply work to Majorca. 
Orbegozo praised Marcel as ‘creditworthy and backed up by good connections’, and this con-
tinued to afford him access to other responsibilities (Coll 2015; Torres 2016, 78).

5. Conclusion

The examination of merchant networks reveals high levels of similarity with other cases 
studied throughout Europe. This paper confirms the efforts merchants made not only to 
reduce transaction costs, but also to gain control of the market.

The personal network built up by Antonio Marcel as he trained under the guidance of 
Jaime Sard confirms the importance of kinship, and especially of extended family relation-
ships, in business. Merchants formed closed groups with trader colleagues, who may or may 
not have been relatives, but who were of a similar or higher category in terms of their busi-
ness volume. This cooperation allowed them to share the risks of maritime commerce, and 
control local production and distribution of the grain and olive oil supply. The RPMC is a 
useful indicator of the existence of such strong ties, based on multilevel similarity and, 
moreover, a consideration that the bond favoured both parties.

Furthermore, the paper confirms a relationship between an increasing heterogeneity 
in weak ties and the expansion of merchant networks. The initial interactions stemmed 
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from social surroundings, in which merchants could easily identify possible collaborators 
to appoint as agents, fixed or mobile, abroad. The incorporation of foreign individuals 
increased the heterogeneity of the weak ties and provided better access to information 
on markets and commodities of interest. The heterogeneity of the Majorcan networks 
shares a voluntary combination of ties of different natures with other European and 
Mediterranean cases, whereas other merchant colleagues basically trusted in foreign 
agents, sometimes by choice and at other times out of necessity, when asymmetrical 
access to information and inequality in cross-cultural relations overlapped. The com-
plexity of the network depended on the increasing experience of the merchant and the 
expansion of his interests. However, as other cases suggest, changes in specific markets 
may have influenced this process too, a question that remains to be explored in further 
research.

An analysis of the weak ties using the RPMC requires more data in order to test a 
possible correlation between multitasking agents and higher profits. The RPMC tends 
to confirm a European trend, placing the profits from merchant activity at 2%–20%. The 
paper also connects higher ratios with riskier and irregular traffics, such as the slave 
trade and olive oil exports, which contrast with the stability of the grain supply market. 
The calculations proved, once again, the need for diversification of merchants’ invest-
ments in order to reduce the risk and uncertainty associated with specific maritime 
trades. In this regard, the paper shows how merchants combined stable and risky traffics 
to ensure at least narrow returns in the long term. This strategy did, however, fail several 
times, and these failures were not only due to changes in the political or sanitary spheres. 
The errors also resulted from the commercial dynamic itself, coupled with erroneous 
decisions made by merchants. In addition, the paper shows how merchants invested in 
tax farming and estate leases, and the corrective effect that these investments had on 
their portfolios as a whole.

Future research will continue to explore these questions, incorporating new transactions 
and interactions into the dataset. The consideration of agri-food commerce in terms of profits, 
for instance, is one of the areas that deserve more attention. However, the long-term chal-
lenge will consist of determining, to an even greater extent, the relationship between net-
works and profits.

Archival sources

Archivo de la Casa Marcel: ACM
Archivo de la Corona de Aragón: ACA

•	 Consejo de Aragón: CA

Archivo de la Familia Capó: AFC
Archivo General de Simancas: AGS

•	 Dirección General de Rentas, 2a Remesa: DGR-2RE
•	 Tribunal Mayor de Cuentas: TMC

Archivo Municipal de Palma: AMP

•	 Archivo Histórico: AH
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Archivo del Reino de Mallorca: ARM

•	 Archivo de la Audiencia—Pleitos: AA-P
•	 Archivo Histórico: AH
•	 Fondo Mayol y Roca: FMR
•	 Fondo Torrella: Torrella.
•	 Notarios: NOT
•	 Procesos Impresos: PI
•	 Reial Patrimoni: RP

Notes

 1. Both personal and institutional networks may be egocentric and a study of them can em-
ploy similar methodology. However, the personal or institutional nature of the ego chang-
es certain elements in the relationship with the respective alters. For instance, an institu-
tion like the Genoese Abbondanza specialized in a specific traffic, in this case grain to 
supply the Ligurian capital. The institution promoted this by establishing rewards and tax 
exemptions, just as the Majorcan Universitat did (Gullino 2021; Juan 1976a). On the other 
hand, a merchant’s personal network reveals the different businesses and investments in 
his portfolio. For instance, in grain supply, merchants influenced traffic and pressured in-
stitutions to offer them advantages. To accomplish this, they even threatened to sell their 
cargos elsewhere (AMP, AH, 2,093-3, 144; 2,098, 80v-81r). Therefore, personal and institu-
tional egocentric networks do not differ in terms of analysis, but they do offer a distinct, 
parallel, and even complementary perspective with regard to the same businesses.

 2. There were several gradations of the commercial sector (Franch Benavent 1989, 120–54; 
Kindleberger 1975, 614; Lespagnol 1989; Ruiz Ibáñez and Montojo 1998, 32–33).

 3. Network construction and maintenance proved to be easier within well-bounded communi-
ties, whose members were connected to each other through multiple independent pathways 
(Hillmann 2021). The parish seems to be a useful unit for detection of tie strengths since people 
within it shared a multiplicity of bonds (labour, family, friendship, neighbourhood, brother-
hood). Therefore, contact between its members was more frequent and diverse, which could 
also favour high degrees of homogeneity.

 4. The talla was a direct tax that was only paid by heads of families. The Majorcan institutions 
collected tallas to pay unexpected and extraordinary expenses, such as wall reparation or  
services to the king (Barceló 1983). The Bourbon dynasty introduced a new direct tax in the 
eighteenth century: the utensilio, which served to pay for the accommodation of troops  
(Coll 2015). Direct taxes have also served more recently as an indicator of inequality in wealth 
distribution (Nigro 2020).

 5. The quartera was a Majorcan grain measure, equivalent to 70.3 litres.
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