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The figures shown in Item 18 on Pages 32 and 33 of the above
report and relating to "Average Proprietor's Net Earnings per
Store"™ are in error. As shown they relate to the total
earnings for the group of stores in the sample, The correct
figures are given below:

Annusl Sales Proprietor's Net Earnings
and Per Store
Qccupancy Basis As shown Corrected
‘ $ $
Less than $10,000
Owned ..... 7,028 879
$10,000 ~ $19,999 ’ ’
Owned ..... 26,609 23419
. Rented e se 76 )161 2|004
Owned ..... 39,838 3,064
) Rented .... 132,750 3,161
$30,000 - $49,999
Owned .eea, 74,829 5,756
, kented .... 30,179 4,134
$80,000 and over
Owned ..., 85,885 9,412
Rented 2000 e " __386,993 81234
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shown in Item 18 on pages 32 and 33 of the above
relating to "Average Proprietor's Net Farnings per

As shown they relate to the total

ngs for the group of stores in the sample,

figures are given below:

The correct

Annual Sales > ok Proprietor's Net Earnings
and Per Store
Occupancy Basis As _shown Corrected
' $ $
Less than $10,000 ]
Owned & .o 7,028 879
$10,000 - $19,999
Ownea oot 26,609 2,419
Rented +..4 76,161 2,004
$20,000 - §$29,999
Owned ..... 39,838 35,064
Rented s 158, 760 3,161
$30,000 - $49,999
owned .. o4 74,829 54756
Rented .... 30,179 4,134
$50,000 and over
OWRed: s-inms 65,885 9:412
Rented .... __5€E6,993 _£,234







For some time the Bureau has recognized the practical value of published
information on average operating results, thut is, on aversge rates of expenses and
profits, etc., in tke principal retail trades. Inceed the first studies of this
nature were made for the year 1YJ6, and since then an increasing demand for such
information has been experienced by this Bureau. It is in response to this demand
that the present series of reports is now being issued.

Concerned nainly with average expense and profit percenteges, compre-
hensive information on the operating results of retail stores deals with many of the
significant factors which eventually determine thLeir success or failure. Such infor-
mation therefore represents the results which meny retailers have obtained in meeting
the problems that are common to their perticular kird of business. Statistics of
this nature, moreover, have the practical value of enabling individual merchants to
compare their own rates of expenses and profits witk the results of similar stores in
their trade, from which they can isolate for further analysis the areas in which their
performance has been below average. The resulting opportunities for improving the
efficiency in retail store munagements may well be of some importance in peacetime
&s Canadian retailers under more competitive conditions endeavour to distribute the
products of an expanded inadustrial economy. These considerations eané pessibilities
have been set forth under the heading "Importence of Informetion on Opereting Wesults
in Retail Trade" commencing on page £ of these reports. A separste discussion
beginnirg on page 8 under the topic "How the Reteiler Can Use Information on COperating
Results" has also been included as a possible guide to retailers using the bulletins.

It must be emphasized here, however, that the statistics presented in
these reports are subject to important limitations in respect to their coverage and
representativeness. This is because the figures ure based, not upon a comprehensive
survey of large numbers of co~operating stores, but rether upon comperatively small
sanple pumbers of such firms. These samples, of course, should be large enough to
permit the different influences affecting operating results to average themselves
out aud thus present the more typical operating experiences of stores in the different
size ana occupancy classifications of stores. For many kirnds of stores, unfortunately,
the number of usable returns when distributed between these classifications may be
too small to permit any spccial or erratic conaitions completely to iron or cancel
themselves out. These aipects of the reports are discussed more fully under the
headirig "Limitetions to Information on Operating Recults" on page 6 of the bulletins,
and to some extent uncer "How the Retailer Can Use Information on Cperating Results®
on page £, to both of which the reader is referred. It should therefore be noted
that the present stuaies sre tentative in nature and must await the results of sub-
sequent surveys for conclusive evidence as to the velidity of meny of the statistics
herein presented.

In spite of the preliminary nature of the statistics, however, these
reports are being issued in the belief thut they will ut least reveul the future
scope for such studies and may well provide some useful, although perhaps rough,
indications of the operating experiences of the retuil trades under review. The
bulletins have been prepured in the Nerchandising end Services Branch of the Buresau,
of which Mr. A.C. Steedman, B.A., is Chief, by Mr. A.M. Chipmen, M.B.A.,
Statistician in the Branch. The suggestions of those obtaining and using these
reports will be most welcome to thc end that better and more useful studies can be
made in future.

HNCoba ¥ Baned ol

H. Mearshall,
Dominion Statistigian.
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OPERATINC RESUITS OF IMDEDPENTENT RETAIL STCRES, 1944.

PART I - GENERAL SECTICN

This report is one of a series nresenting average operating results in
selected branches of retail trade for 1344 and, where possible, for both 1941 and
1944. The Tirst series of such studies wuas mnde by the Bureau for the year 1338
and presented somewhat similar information on averase operating expenses and
profits against which individual firms could compare their own results. Since
that time requests huve been received on an expanding scale for corresponding
types of reports, a fact which indicates the growing interest of merchants and
others in information on costs in retzil trade. It is in response to this demand
that these reports are now being issued.

The basic information for sueh studies was obtaincd rrimarily for the
rurpose of inproving the Bureau's estimates of the country's National Income which
orizinated in unincorporated and independent retail stores. 3Such establishnents
predoninate *to’ a8 narked ‘extent"in ‘retdil trade, canprising 90 per cent ol all
137,551 'stores enumerated in the *13941 Jensus, accounting for 55 per cent of total
sales of 43,440,901,700, and providing a livelihood for nearly 132,000 proprietors
and partners. The net earnings of these proprietors and partners thus represent
an inportunt contribution to the National Income totals. " Aggresate figures on
these net earnings, however, are not readily available to the Burcuu from other
sources and for this reason it was decided early in 1945 to obtuin the required
informatinn by a direct survey of sample groups of retail stores. .

Accurate and comprehensive fizures on the Natiocnal Incorie are now
rararded as one of the best measures of the purchasing power und economic activity
&8 the ‘country. ‘These statistics, ‘consegquently, are ‘highly important as aids to
Both covernments and business in the determination of their plans and policies, and
particularly so in relation to the problem of jmaintaining hizh levels of employment
within the countiy. Feriodic surveys of retzil trade will therefore be made to
obtain the inforiation necessary to estinnte zccurately the total net earnings of
unincorporated retail stores for ineclusion in the National Income statisties.

In carryins out this tusk it is hoped that information on averace
operuting results will be made available to retailers in even pgreater detuil than
has been found possible in the recent survey. Thus, the co-operation of retailers
in 'supplying information on their own operating experiences has two beneficial
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results. In the first instance, it enhances the accuracy of the Buresu's estimates
of the National Income arnd the soundness of the governmental and bugsiness policies

which are based on such figures. Secondly, the co-operation of retailers in these

surveys provides them with yardsticks of performance against which they cun compare
their own financial results.

The figures which co-operating retuilers supply to the Bureau on their
costs, expenses and profits are quite obviously highly confidential in nature. They
arc sfrictly so regarded by the Bureau and are used only for the two purposes just
outlined with no disclosures of the results of individusl operations being made.

Information Contained in Reports on Retail Operating Results.

The informaticn presented in this snd subsequent bulletins consists
primarily of the financial results which the different kinds of co-operating stores
obtained in the year under review. The information consequently covers such
individual items as net sales, purchases of merchundise for resalec and beginning
and ending merchandise inventories, cost of goods sold, gross trading profits after
costs of merchandise sold have been deducted from sales, the several categories
of operating expenses incurred during the period and finally the net earnings
available to proprictors after all costs and expenses have becn subtracted from
sales. In other words, the information here under study consists of the more
important financisl items usually found in the typical rotail Profit end Loss
Statement.

There arc of course muny general factors which comnonly affoct the
financial results of retail stores. Three of the more importunt of these consist
of the kind of business, that is whether the store is a grocery, an appurel, a
furniturc store, etc., the amount of annual sales made by the store, and the basis
of occupancy, that is whether the store i8 owned or ronted. The roports of the
co~operating rotail stores were therefore classified by kind of business and with-
in the kind of business categories into groups according to the amount of sales
made. These groups were aguin divided by method of occupancy into "owned" and
"ronted" categories. The fipgurcs were then compiled for each of the individual
groups and reduced to the form shovm in the tables of this report. Thus gross
trading profits, the severul expense itoms and proprietors' net earnings before
income taxes und withdrawals appear as percentages of sules while stock turnover
appears as a ratio indicating the number of times the average inventories were
~turned over during the year.

These ratios are therefore averages of the operating results which the
different groups of unincorporated stores actually obtuined. As such, these
averagesg are at least indicators of rates of pgross trading profits, of expenses
and net earnings which similar stores may have experienced in the period under
review.

Importance of Information on Qperating Results in Retail Trade.

The critical value of information on opcrating rosults for use in computing
the net earnings contributed by unincorporated retail stores to the highly
important National Income estimates has already been pointed out. Indeed, the not.
earnings of individually operated stores add to really sizadble contributions, being
estimated at pearly $150,000,000 in 1941 and nearly $200,000,000 in 1944. Quite
apart from its value in this respect, however, there are othor oconomic and business
uses which increase still further the practical importance of this type of infor-
mation.
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Many of these uses arise from economic changes brought about by transition
from war to peacetime conditions. During the war years, retail trade experienced
high levels of consumer demand, usually for relatively inadequate and in some lines
for severely restricted supplies of merchandise. These conditions in turn tgnded
to reduce the intensity of competition between stores in the same kind of business,
as well as competition for the consumer’s dollar between stores handling different
kinds of goods. The resulting curtailment of price competition between retailers,
the extension of price control which in general tended to staebilize buying and
selling price relationships for retailers, and a diminished need for mark downs and
sales allowances all exerted influence in the direction of mainteining or improving
the percentages of realized gross trading profits. Apart from the furniture, radio
and electricel, and automotive kinds of stores, the sales volumes of individual
stores ganerally increased throughout the war periocd. These gains in turn tended to
level off or to reduce expense percentages, the dollar amounts for some of which had
been favourably affected by reduced eredit losses and by curtailed expenses of
operation.

Different conditions, however, can be expected to prevail in peacetime whioh,
for purposes of discussion, can be broken down into two phases. During the earlier
transition period industry will re-convert to peacetime activities and its subsequent
production can be deemed to go far %o meet consumers' pent-up demends, especially
for many types of durable goods. Consumer purchasing power will likely remain
relatively high due partly to wartime savings, partly to the high level of industrial
activity, and partly, with crops permitting, to the substantial export and domestic
demand for food products. An expansion in the numbers of retail stores in business
may also be anticipated as war veterans, and individuals displaced from war production,
establish their own businesses. During the early part of this phase, the supplies
of many kinds of consumer goods may be inadequate to meet popular demands for them.

As this period advances, however, consumer demands will settle down more to a
replacement basis, expanded output will be able to build up normal stocks of
merchandise at different levels in the manufacturing and distributive processes, and
the functions of demand creation and sales promotion will become steadily more
important.

The more normal peacetime period may therefore be marked by the greater
necessity to promote and sell the products of an expanded industry. With freer
price relationships between merchandise cost and selling prices then prevailing,
greater pressures masy be exerted on retallers' gross trading profit margins than
before. This condition will probably result from a combination of influences in-
cluding the increased quantities of readily available supplies, the desire of manu-
facturers end retailers to increase commodity and store sales through lower prices,
and from making mark downs and sales allowances more extensively than in the war and
transition periods. Lower individual store sales volumes for many kinds of retail
trade on average may also be experienced from increases in the store population, the
diffusion of consumer purchasing power over widened ranges of merchandise, including,
for instance, automobiles and related products, electrical appliances, etc., and _
from more intense competition between different types and kinds of retail outlets.
These lowered sales volumes will then tend to increase percentage rates of expense,’
many of which will be forced upward by greater dollar expenditures for advertising,
for store renovation, and possibly for tuc provision of greater services to store
cuatomers.

Such tendencies toward reduced store sales volumes, to lowered gross
trading profit and to increased operating expense percentages in the more normal
peacetime period emphasize the need for progressive improvements in the management
of independent stores if their cqqtinued existence and their proprietors' standards
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of living are to be assured. These conditions thus impose upon retuil merchants the
necessity for using productive methods of sales promotion to maintain sales volumes,

for informed buying and pricing practices to obtain adequate gross trading profits,

and for careful control of operating expenses to secure adequate and reasonable net

trading profits. They require in addition the periodic self-examination of the

merchant's financial results so that weak spots in the store's operations can be b
revealed and remedied.

These periodic reviews of the store's operations are most revealing when .
individual merchants can measure their own financial results against certain outside
standards or yardsticks of achievement. It is these standards or yardsticks of ,
financial performance which this Bureau is now presenting in its reports on the
actual operating results of sample groups of retail stores. With reports of this
type, individual merchants can compare their rates of inventory turnover and their
percentages of gross trading profits, operating expenses, and net trading profits
with those obtained by similar kinds of stores. Guides of this nature enable
retailers to determine whether their experiences are better or poorer than average,
and where poorer, the factors producing the inferior results can be further analyzed
for corrective action.

In addition to serving as aids to store management, information on
operating costs is of considerable practical value to individuals planning the
establishment of retail businesses. Reports of this type enable prospective
retailers to find out what operating conditions are like in the trades they are con-
sidering, what net earnings they may reascnably expect from different sales volumes,
and what standards they must achieve to obtain the net earnings they desire. The
same reports also provide these individuals with knowledge of the average sizes of
imventories carried, a factor of importance in estimating their capital requirements.
Frequent requests are now received by the Bureau for information on sales and
earnings possibilities in different trades and localities, on trade practices,
capital requirements, etc. Provision of figures on operating costs thus widens the
field of service the Bureasu can provide, a service particularly timely when so many
are ayppreizing the opportunities for profitable establishment in business.

Over a period of years the expanding use of the Bureau's reports on
operating results may produce benefits of importance to those engaged in retail
trade. These benefits may well appear in the form of greater efficiency in store
managements, increased flexibility to meet changing conditions in distribution, and
greater stability in the business existence of retail storea through reductions in
overall rates of business mortality. Improved management implies a greater knowledge
of operating costs and the means of controlling them. It enables the value of
services rendered to be measured against their costs, and by focussing attention on
the critical gross trading profit percentage emphasizes the importance of careful &
buying to reduce mark downs, etc., and yet maintain satisfactory net earnings
positions. Management of this sort, particularly in the smaller independent stores,
also implies an awareness of trends and competitive conditions in retail trade, thus 3
tending to promote the openmindedness and flexibility to meet new problems with new .
methods and cope with them.

The economy of the country also gains from the extension of these benefits
throughout retail trade. Improved managerial efficiency may well mean the pro-
vision of higher standards of living to those engaged in retailing. Under the
pressure of competition lower prices can be passed on to consumers without impairing
the earnings of other groups of individuals or producers, thereby increasing
indirectly the purchasing power available for other commodities and services. Finally,
reductions in business mortalities represents lowered credit losses and the decreased
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wastage of capital and effort invested by unsuccessful merchants in their retail
businesses.

Methods of Making Survey and of Compiling Results.

As already indicated, the purpose of this survey of operating results was
to obtain sufficient information from stores operated by individuals and partnerships
tc enable accurate overall estimates of their net earnings in 1941 and 1944 to be
made for inclusion in National Income figures. This would have involved a coverage
according to 1941 fipures of some 124,000 stores =-- far too many to permit a compre-
hensive survey of all stores.

It was therefore decided to obtain the results from a sample of these
stores, some 17,000 being chosen for this purpose. These stores, although selected
at random, were carefully distributed geographically to represent each province and
each of the 28 important retail trades from which the information was needed. Not all
firms were able readily to provide the required information while changes in business
and other causes further reduced the sample. In addition, some of the reporting
stores were able to supply figures for only 1944. 1In general, however, sufficient
reports were received to enable overall net earnings' estimates to be made for both
1941 and 1944. Reductions in the size of the sample, however, prevented the
preparation of tables showing 1941-1944 comparisons of operating results for some
trades and in some cases also limited the extent to which average operating results
could be broken down into sales size and "owned"™ and "rented" classifications.

Following completion of the editing process and the preparation of the
National Income estimates, the schedules were re-processed for compilation of reports
on operating results in the various kinds of retail business. 1In addition to the
kind-of-business groupings, there were several ways in which the schedules could
have been classified such as by size of business and method of occupancy, by
provinces or regions by size of business, by size of locality by size of business,
etc., Examination of the reports submitted for the different retail trades, however,
indicated that in many instances the number of schedules was too small to enable many
of these detailed classifications to be made. The reports were therefore grouped
on a Canada-wide basis into size-of-business categories and within these by method of
occupancy into "owned" and "rented" sub-divisions.

Statistical tables showing average operating results in 1944 for the
various retail trades were then prepared. Here the results appear in five size-of-
business groups for "owned" and for "rented" stores having 1944 sales volumes of
less than $10,000, between 310,000 and $20,000, $20,000 and $30,000, §30,000 and
$50,000, and sales of $50,000 and over. In some instances, however, the number of
reports for "owned" or for "rented" stores was too small to justify the publication
of figures for one of these types of occupancy.

Where possible tables were also prepared to present comparative and
average figures on the results which identical groups. of stores obtained in 1941 and
1944. 1Individual returns were therefore classified before tabulation into three size-
of-business divisions and within these, between "owned" and "rented" establishments,
according to the sales they made and the methods_of occupancy they used in 1941,
irrespective of their size of business or type of occupancy in 1944. Unfortunately,
however, comparative statigtics for both 1941 and 1944 cannot be published for some
retull trades due to the limited numbers of reports giving information for both
years. In other cases, compurative results for 1941 and 1944 are presented by size-
of-business groups for only "owned" or "rented" stores, the sample in these instances
being too small to permit statistics for one of these types of occupancy to be of
much practical value,
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, A glance at the tables appearing in this report will reveal gquickly the

items for which statistics are given in the various size-of-business and occupancy
columns. These arc grouped into two sections, one desiznated us the "General
Information" and the other as the "Profit and Loss Data" section.

The "Ceneral Information® section, as its name implies, consists of
statistics useful as buckeround material for interpreting the percontages shown in
the following division of the tables. Nine individual items are here shown, con-
aisting of figures on number of stores reporting, sales, inventories, cost of goods
sold, and stock turnover in times per year. Apart from "Averasge Sales Fer Store®,
"Average Inventory Per Store, End of Year", and "Stock Turnover (times per year)",
the figures appearing in this section are the dollar totals of the amounts shown in
the individual reports of the co-operating stores.

Itoms included in the "Profit end Loss Data" scction consist of "Gross
Trading Profit", "Employees' Sularies and wyages", "Rent", “Advertising", "Depreciation*,
»Other Oporasting Expenses", "Total Operating Expenses", "Proprietor's Net Earnings
Before Income Taxes and Withdrawals", and "Average Proprietorts Net Earnings Per
Store", Dollar figures for all of the above items with the exception of "Average
Yroprietor’s Net Earnings Per Store" were of course compiled by sales-size and
occupancy categories and were then expressed as percentages of the total sales
reported by those proups of stores. In this way the percentages become averages for
the several classes of unincorporated retail stores.

The explanations for the atove terms are set forth later in this report
under the sub-heading entitled "How The Retailer Can Use Information on Operating
Costam, It can be noted here, however, that both the percentages and the dollar
figures for proprietor’s net earnings are weighted by the inclusion of two different
elements. QOne of these comprises the proprietor’s remuneration for managing the
business -- an amount which would in fact have been charged as an expense against
the store if the business had been incorporated or had been oporated as a unit of a
retail chain system -- while the second consists of the smaller and residual net
profit element which compensates for capital invested and risked and for unusual
merchandisinz abilities brought into play. .Juite obviously the figures shown for
net earnings coniiderably overstute the proprietor’s 'net profits' because they also
include the allowance for proprictor's managerial services., Juestions were
consequently included in the schedule to permit objective allowances to be made for
these services but insufficient information was obtzined to enable the two elements
in propristor's net returns to be separately presented. The final item on average
net earnings per store is therefore shown in dollar f{igures in the tables, partly as
an offset to the relatively high net earnings percentages revealed by the 'revious
series and partly to enable the reader to make his own allowances for the two
principal elements the net earnings figures contain.

Limitations to Information on Operating Results.

Many retailers may quite probably use the averages contuined in the tables
of this series of reports as information against which their own results can bve
compared and analyzed. Others muy use the statistics in a broader way as indicators
of distribution costs in the various retail trades. Both uses are of course quite
proper but the information will serve these uses best when the limitations inherent
in the fipures are fully appreciated.

In the first instunce it is important to note that the figures are based
only on the results of unincorporated retail stores. The averages therefore do not
reflect the results obtained by stores operating under the incorporated form of
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organization. The absence of these stores probably bears most heavily upon the
representativeness of the averages for stores in the higher sales volume brackets in
which incorporated stores are most frequently found. Quite apart from differences

in the qualities of management between these two types of establishments, however,
the figures for average sales and average year-end inventories per store, stock turn-
over, gross trading profits and percentages for rent, advertising, depreciation and
all other operating expenses will be readily useful to incorporated store managements.
Employees' salaries and wages and proprietor's net earnings before incore taxzes and
withdrawals, on the other hand, are not comparable without adjustments with similar
percentage figures for individual incorporated stores because allowances for pro-
prietors' managerial services have been excluded from the former and included in the
latter item.

In the second place, the figures on operating results are based upon
returns from relatively restricted numbers of stores in the different retail trades
under study. These semples, chosen at random, are presumed to give representation
to the several factors which influence operating results, including differences
arising from size of business, methods of occupancy, from the sizes of locality and
provinces in which the stores are situated, from degrees of service provided to
customers, merchandising policies and variations in the quality of store managements.
Size of business and method of occupancy rank high among these factors and the tables
were therefore prepared to show operating result averages for different sales-gize
and occupancy groups of stores. Within these breakdowns of the overall sample the
remaining factors naturally tend to ‘average out' in the Canada-wide operating
averages presented.

The proper ‘averaging-out' of the above variations is naturally dependent
upon 8 sufficient number of reports being included to permit this process automatically
to take place. Examination of the tables, however, will indicate that the number
of usable reports included in the various salcs-size and occupancy categories is often
quite small, frequently representing less than ten stores. In such cases the results
should be compared carefully with the results shown for other sales~size brackets
to appraise consistencies in trends between the different groups. . Where the results
appear definitely out of line with these trends, the figures should be interpreted
with considerable care because it is quite possible that the averages for that
bracket are not typical of the average results for all stores of that size.

The 'averaging-out’ within the different sales-size brackets of the
factors which affect retail operating results, however, imposes certain limitations
upon the use of operating cost information by individual merchants. This is because
retailers wish to compare their own results with those obtained by stores as similar
to their own as possible. With the tables set up in the present manner, retailers
are able in part to do this because they can match their own results against those
of stores in their own sales-size and occupancy classes. On the other hand, these
overall figures also reflect the combined and average influsnces of location by
provinces and by size of locality, of degrees of service provided and of merchandising
policies followed. Individual retail stores, however, experience not the ‘average’,
but rather the full effects of such factors in their operating results. Thus the
overall percentages may well be quite accurate in what they represent and yet differ
considerably from the experiences of miu; individual stores. Unfortunately the
isolation of such influences would require a considerably larger number of reports
than were received from the recent. survey of operating costs.

An additional point arises in connection with the way average expense
percentages for employees' salaries and wages, advertising and depreciation were
built up. Some reports for instance did not show dollar amounts for one or two of
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these expense items. When no values were shown for tke first two types of expenses,
the prectice was to accept the report on the assumption that the store required

no paid help and in the case of advertising that no such expenditures were incurred.
where no amounts were shown for depreclation and no indicetion was given thet any
Lhad been tuken, the scheduls wis cxamined to see if the size of business justified
further attention. If so, the firm was cither corresponded with or an estimate

wes mude for this item. in all cases, of course, the expense ratios represent the
total dollar expense figures for each item in each individual classification
expressed as percentages of the totul sales repcrted by stores in that category.

The expense percentages for these three items may therefore be slightly less than
they would have been if only the sales of stores reporting full expense figures hed
been used.

How the Retailer Can Use Information on Uperating Results

lMention has already been made of the conditions in retail trade which may
prevail in the more normal peacetime period after the transition phase has been
negotiated. This possible pattern of economic fectors, it was suggested, may in-
clude a greater pressure of evailuble supplies c: reteil and comnsumer rarkets, a
relatively smaller unstimulated demand for those conmoditics, a greater competition
in retailing associsted quite probably with freer and often somewhat lower prices,
and the possibilities of reduced percenteges of gross treding profit, of lower
{ndividual store sales volumes for many kinds of independent stores, and of higher
expense percentages. Such factors reise the question of how individual merchants
can best utilize intormation on average operating results as & management tool in
meeting their problems of trensition and adjustment to changing economic conditions.

Use of operating cost averages in this way depends essentially upon
comparing reosults of individual stores with those obtained by similar stores in the
same kind of business. The retailers tkerefore should first determine from the
tables the size of business and occupancy categories most similar to his own store.
This may be done bty compering his own sezles for the period with the sales-size
brackets of the tables to determine his size categcry and by selecting the occupancy
basis coinciding with that of his own business. He should next reduce his own
finencial items such as his stock turnover, his gross trading profits and his
several expense categories to conform with those appearing in the tables and express
these figures in ratio form <= for the niost nart as percentages of his own total
net sales and receipts from services perforried. He is then in a position to compare
directly his own results with those whick other more or less similar Canadi&an stores
obtained in tkhe same period.

"Number of Stores Reporting", the rirst item in the tebles is also the
first item to which the merchant should direct his attention. This figure, indi-
cating the number of reports upon which the following percentages are bused, is a
good overall indicator of how typical those ratios may be of the entire class of
stores they are presumed to represent. Such percentages, it will be recalled, become
more accurate as overall meesures of their class as the numbers of stores in the
sample increases. Consequently the averages for perticuler categories where the
nutber of reports is small should be conpared witk otLer brackets for consistency
before those averages are applied against the results of the individual store.

"Average Sales Por Store" is a useful comparetive figure because it gives
thie retailer an idea of thLe size of the 'average! store in eack size-of-business
bracket. With this information the merchant can identify the position of his store
as either below, above, or at the sales-average point in his appropriate category.
He can meke the necessary allowances therefor when comparing figures for stock
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turnover and percentages for the various operating expenses and net earnings with
his own results.

"Total Inventory Reported®™ as a section within the tables contains four
items of which the first two and the last will be of considerable interest. The
first two show total inventories of merchandise for resale of all reporting stores
at the beginning and end of the year under review. Individual merchants can thereby
take note of the dollar change in such stocks between the two dates which for the
sake of convenience may be reduced to percentage form. This variation can then be
compared with chanies in their own inventory levels to indicate how their own
experiences conform with the trend for the group.

"Average Inventory Per Store, End of Year", the last of such inventory
items reduces the total end-of-year stocks of reporting retailers to a per store basis
and thereby indicates the average amount of capital per store that was invested in
stocks at that date. Admittedly these figures have been influenced by wartime con-
ditions which have affected the quantities on hand, the commodity composition of the
stocks and the cost prices on which the inventory valuations rest. Moreover, the
value of inventories or hand at the end of the year is often an inadequate measure
of the stocks which were maintained throughout the period because the end-of-year
stocks for many trades tend to reach a relatively low point at that time. In view of
such limitations, comparisons based on these averages reveal at the most the extent
to which the merchant's residual and immediate supply position conforms with others
in his own sales-size bracket. Under normal supply-demend conditions, however, such
figures would probably prowide on average a better indication of the more basic and
minimum inventories which reporting retailers of that size feel were required at that
time.

"Stock Turnover (times per year)" is the number of times that reporting
stores disposed of their averuge inventories of merchandise in the year. For
purposes of this report, it has been calculated by dividing the average of the
totul beginning and ending inventories at cost values into the "Cost of Goods Sold".
The latter item itself is a computed one, being determined by adding beginning
merchandise inventories to purchases and deducting stocks of goods left on hand at
the year-end. Merchandise purchases here consists of the invoice value of all goods
bought for resale during the year, less returns, allowances und cash and trade
discounts, but including duty, inward freight, and express and truckage charges.
Obviously the individual merchant must calculate his own stock turnover in the same
way before valid comparisons can be made with similar stores. So computed, both
stock turnover figures probably overstate the actual number of times the average
inventory was disposed of since the beginning and ending inventory figures each
reflect year-end valuations when stocks are frequently at their lowest. This does
not impair the value of conclusions based on comparisons because the turnover
figures for the individual store and sample group of stores are similarly affected.

Having computed his stock turnover in the above manner, the retailer may
rind the ficure for his store somewhat lower than the average for the comparable
sroup of Ire¢tail establishments. The immediate explanation for this variation of
course is that the merchant seemingly used a larger average inventory to obtain
his sales volume than the sample of similarly-sized stores used to obtain theirs.
The merchant's larger average inventory. in turn, may result from one of three
situations, namely, that his opening inventory was higher than the beginning per
store inventory for the group, that his ending inventory was larger than the ending
per store inventory for the group, or that both his beginning and ending inventories
were larger than that of the sample group of stores.

The first of these, that the retailer's opening inventory was out of line
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with the average for the group, may be determined by calculating the average per
store beginning inventory for his class of store and then making a diredt ‘comparison,
The merchant's larger beginning inventory may have been caused by the arrival of a
comparatively large shipment of merchandise just before the year opened, or to

other conditions applying more particularly to operations in the preceding year,

The fact, however, that his end-of-year stocks were more closely in line with the
average for his group not only indicates a liquidation of part of his inventories,
but also suggests that the merchant enjoyed a higher rate of stock turnover during
the latter part of the year than that of his class.

The second possibility, that his ending inventory exceeded the average for
his group while his beginning stocks were more closely in line, could have been
caused by several factors. Thus receipts of merchandise just before his financial
yeur ended may have been sufficiently hoavy to produce the comparatively larger
inventory position. This would clearly reduce his calculated rate of stock turn-
over but it would not necessarily mean that his real turnover was lower than the
average for his class. Another explanation is that the merchant experienced a lower
volume of sales in the closing months of the year than he had expected, while his
purchases of merchandise continued unchecked. Such a condition might be a matter
of considerable concern, first because of the possibility of continued curtailments
in sales and second, because the merchant would be facing a new financial year with
a relatively heavy and perhaps unbalanced inventory position.

The third possibility, that the retailer's beginning and ending inventories
were both higher than the averege beginning and ending per store inventories for
the group, from the merchant's viewpoint is probably most significant of all. Same
retallers, of course, may end their fiscal years at times when due to seasonal
factors their stocks are naturally quite high. In such instances an unreal compari-
son could result because most of the reporting stores terminated their accounting
years at the end of December, January, or February when their stocks were compara-
tively low. In all other cases, however, such a state of affairs indicates quite
definitely that the retailer is using a larger inventory to produce his sales than
those used on the average by other stores in his class. For some stores, the size
of the floor area or the use of mass displays of merchandise may require heavy but
balanced stocks of goods; for others, the comparatively large inventories may result
from the policy of purchasing in sizable quantities for quantity discounts, or for
other reasons. Such inventories of course require the investment of additional
capital in merchandise, but the retailers concerned may feel the risks to be justi-
fied in the light of the gains achieved. 1In other instances, however, the carrying
of higher inventories may well suggest the presence in the inventory of unnecessarily
large quantities of slow-moving goods which have accumulated over a considerable
period. Here, the careful examination of the retailer's inventory position with a
view to the clearance of the excessive stocks of particular items may be in order
to minimize the possibilities of losses on eventual disposal, to make way for better
stocks, and to release capitel for more profitable investment in other ways.

"Gross Trading Profit", as has been pointed out earlier, is the difference
between net sales of mgrehandise, including proprietor's withdrawals of goods and
receipts from repairs/services, and the "Cost of Goods Sold". The latter item is
calculated by adding beginning merchandise inventories to purchases and then sub-
tracting the inventory of merchandise left over at the end of the period. Merchandise
purchases, of course, represents the total invoice cost of the goods less returns,
allowances and cash and trade discounts, but includes both duties levied on imported
commodities and inward transportation charges. "Cost of Goods Sold" is therefore
the cost value of the merchandise which was sold or otherwise disposed of while
"Gross Trading Profit" is the gross income fund remaining from store receipts after
the merchandise costs have been deducted.
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The "Gross Trading Profit", then, arises directly out of the retailer's
activities in buying, selling and managing his inventories of merchandise. s such,
it can be considered in two ways, that is, the total amount of gross trading profits
realized during the period and also the percentage rate at which they are made. To
retailers, both aspects are important. The actual amount of such rrofits is
significant because it is from this profit fund that the operating expenses must be
deducted before the retailer can properly claim the net earnings which determine his
standard of living. The percentage rate is of interest becausse it is a measure of
his success in obtaining a satisfactory overall spread between merchandise costs
and sales, and indicates what could reasonably be expected in the future from a given
volume of sales.

In the tables, the gross trading profit is shown only as a percentage of
sales, thereby setting forth average standards of performance for euch of the size
and occupancy classes of co-operating stores. These percentages therefore represent
the overall maintained mark up on sales which, on average, was obtained by the
reporting stores. Such ratios can also be expressed as percentages of cost of goods
sold merely by expressing the gross profit percentage as a fraction of the remaining
cost of goods sold percentage and multiplying by 100. For instance, if the gross
profit forms 25 per cent of sales, the cost of goods scld would form 75 per cent of
sales, and the maintained mark up o1 cost for the store then would be 25 per cent
over 75 per cent times 100 per cent, or 33-1/3 poer cent on the cost of goods sold.

To compare his own rate of gross trading profit with the average obtained
by the reporting stores in his own group the retailer should be sure his gross
profits have been calculated in the above manner and then expressed as a percentage
of his total net sales including his receipts from repairs and other services
rendered. Having done this, the retailer may find his own gross profit percentage,
for instance, somewhat lower than the average for the reporting stores in his sales
and occupancy group. He can then analyze his own trading activities to uncover by
process of elimination the possible reasons for his seeming less-than-average
performance.

One or more of a number of factors, together or singly, could depress the
merchant's percentage of gross trading profits. On the selling side of the picture
it is possible, for instance, that an unusually large proportion of the retailer's
sales could have been concentrated in the lower-profit lines of merchandise; in
other words, that he was not selling enough of the higher profit items to 'average=-
up' his gross trading profits. Competition may possibly have required the retailer
to sell at relatively low selling prices and thus at relatively smull original mark
ups over cost values during the period under study. In some cases, merchants may
have had satisfactory original mark ups but later on have marked down sharply the
retail prices of various items for sales promotional purposes; in others, heavy
mark downs may have been taken to clear excessive stocks of slow-moving goods, to
sell merchaendise depreciated by style changes or by the possible appearance of
better goods to replace various types of wartime articles, or to dispose of perish-
able commodities before total losses were sustained.

Factors relating to purchasing for resale likewise could have had a down-~
ward influence on the gross profit percentage. Miscalculations in estimating the
demand for certain lines of merchandise, for instance, could have been the original
reason for some of the clearance mark downs just described. Difficulties in
purchasing goods at cost prices sufficiently low to onable satisfactory original
mark ups to competitive selling values to be obtained is another factor. This
experience, of course, is at least partly common to other retailers in the same kind
of business. PFailure to take the full benefit of cash discounts, al3% tends to
reduce the gross trading profit percentage. Such discounts, althoupgh representing
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a worth while addition to the income of the business, will usually not of themselves
cause any considerable chmnge in the gross profit percentage.

A number of other factors may also be influential in producing a lower-than-
average rate of gross profit. An over-valued beginning inventory, for instance,
will cause a larzer figure to be shown for cost of goods sold and thereby will reduce
groes trading profits. An ending inventory that is under-valued, or one which has
been written down in valus due to lower cost prices or to depreciation in the quality
of the merchandise, will also lead to the same result. Stock shortages, too, will
have a similar effect. Here the retailer should perhaps compare his gross profit
percentage with those for previous years to see whether a sudden or more gredual drop
bas been expsrienced. Merchandise withdrawn by proprietors or by smployees as part
payment for services rendered, will likewise depress the gross profit percentage if
such amounts have not been included in sales at full retail values. In cases where
cash receipts are considered as sales the withdrawal of cash by the proprietor with-
out including it in hias totel receipts, or the transacting of an unusually large
proportion of business on a credit basis near the end of the financial year, again
will reduce the gross trading profit and its percentage for the year under review,

"Employees' Salaries and Wages”, exclusive of all types of cash withdrawals
by the individual retailer, may appear higher when expressed as a percentage of
his total sales than ths average obtained by reporting stores in his own size and
occupancy group. Such a situation could mean that the merchant's employees are not
as productive of sales volume in proportion to their salaries and wages as those of
similar stores. This might result from the fact that the retailer is paying them at
higher rates of pay than other merchants in his class. Alternatively, the retailer
could be using more full-time and fewer part-time workers than the comparable out-
lets, or is relying more on male employees than was true of the group of similar
reporting stores. .

The typen of services provided by the retailer to his customers might also
be an explanation. Some of these extended on & non-charge basis, such as free
delivery, the provision of c¢redit, the making of adjustments and alterations, etc.,
could have increased the routine work of the store sufficiently to require
additional help. Certain other services performed on a charge basis, such as
repairs, etc., could also increase staff requirements, even though profitable
revenues were obtained.

Certain peculiarities in the retailer's business may also account for the
higher-than-average percentage for salaries and wages. If the merchant is conducting
a mixed business or, in other words, is operating another business besides his
retail store, he may have allocated too high a proportion of his salaries and wages
to his store. On the other hand, the proprietor may be giving more of his attention
to the other activity, relying to a greater extent on paid help to operate his etore.

In some instances the merchani's higher payroll percentage may reflect
peculiarities of some of the stores included in the different sample groups of
gtores. Probably the most important of these is the likelihood that some of the
reporting stores may have been relying in part at least on family members for store
help. Some of these individuals may not receive any regular wages and others may
be paid at less than going rates of pay for their services. The inclusion of these
stores in the sample therefore would result in a somewhat lower ealary and wage
percentage than otherwise would have been shown. In general, however, these
peculiarities to the extent that they do exist will probably be most pronounced in
the smaller size-of-business groups of stores.
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"Rent", when expressed as a percentage of the retailer's total sules may
also appear higher than the average for comparable stores. Some allowance, though,
should be made for such differences, particularly when merchants who are comparing
their results are situated in the larger centers of population. This is because the
reporting stores represent the various sizes of locality, including the larger
cities in which dollar rents often tend to be somewhat higher thun in the smaller
places. 1In the tables, however, these higher rents are 'averaged down' by the lower
rental experiences of stores in the smaller localities.

#hen due regard has been paid to this fact, it may be true that the
merchant's rental percentage is still above the average for his group,- in other
words that he is not obtaining as large a sales volume per dollar of rent expense a8
the comparable stores obtaimed. Several factors, of course, can account for his
less-than-average performance. Among these is the possibility that especially severe
competition or lack of aggressive promotion may be keeping the retailer's sples
volume down; that he has been in business for a relatively short time and has not yet
built up his sales volume to the potential his location offers; or .that the merchant
is situated in a city with particularly high commercial rentals. In other cases,
the merchant may be renting more than the space required for his store and yet be
charging the full rent to the store business. Ilere the comparison may not be a8
adverse as it seems when the proportionate amount of rent.is charged against the store.

"Advertising”, shown in the tables as average percentages of sales, ia
based on the sales of all stores in the several categories even though some stores
may not have incurred any advertising expenses. This clearly would reduce the
average advertising expense ratios below what would have been the average for the
stores that advertised, and hence should be allowed for in making comparisomns. A8
in other cases, a higher-than-average advertising expense ratio may be due to a
number of possibilities requiring analysis by the merchant concerned. Thus he may
have been trying to expand his sales volume through advertising and deliberately
incurring high initial expenses for such publicity. Special clearance sales may
have been held which required higher-than-average advertising expenditures, or
perhaps he found it necessary to advertise heavily as a defensive measure against
especially severe competition which may have featured his trading locality. There
is also the further possibility that due to various reasons his advertising is not
producing the extra business that it should.

"Depreciation", as percentages of total sales, measures the extent to
which the owned fixed assets of the store -- including the value of new additions
or replacements -- have decreased in value by wear and tear, by getting out of date,
or simply by growing older This of course is a real expense of the business even
though it does not immediately involve cash expenditures, for the business man
should recover his capital either for investment in new assets or for other uses.
The size of this expense obviously depends upon whether the store building is owned
cr rented, the original costs and types of the fixed assets which are owned, and
the rate @t which those assets are being written off.

Not all of the co-operating stores reported allowances for depreciation.
In some instances, at least, this may have been due to the fact that the f ixed
assets had already been written off. Quite possibly, the wartime scarcities of
equipment, materials and labour may often have prevented replacement or renovation
of the fixed assets, thus depressing the depreciation expense percentages below
what they would have been in normal times. In other instances where no depreciation
was shown, a corrected figure was obtained for depreciation or alternatively an
estimate was entered in the tabulations for this expense. In general where
correspondence with reporting stores was undertaken the following rates were suggested



- 14 -

for econsideration: on cost of building, a maximum of 5 per cent if of wood, and of
2-1/2 per ceat if of brick or stone; on delivery equipment, 25 per cent of cost
for the first year and 20 per cent thereafter; on fixtures, a maximum of 5 per cent,
and on machinery, of 10 per cent per year.

In comparing his own depreciation expense percentage with those shown in
the tables, the retailer should recognize that the averages are somewhat lower,
frequently in the smaller size groups, than they would have’ been if only stores
reporting depreciation allowances had been taken. If the merchant's depreciation
ratio st_i4l appears high it is very likely due to certain factors peculiar to his
own business, Thus his fixed assets may be more elaborate; their original cost may
huave been greater; some of them may have been purchased more recently; or the rates
of depreciation used may have been higher. 1In any event the element of depreciation
is there, and the rute of allowing for it can only vary on a sound basis between
fairly ‘narrow limits

"Other Operating Expenses", comprise all legitimate expenses still
remaining and include heat, l1ight and power, store supplies, taxes other than in-
come taxes, business insurance, losses on bad debts, repairs and maintenance,
interest on borrowed money, etc., but do not include proprietor's salaries or with-
drewals. As such it is unfortunately too mixed an expense category to permit a
detailed znalysis of the reasons for the difference btween the individual retailer's
expense ratio and that of his group. Furthermore the merchant must make an allowanoce
for a reasonable difference between the two expense percentages because of the
varying experiences of stores reporting their "all other operating expenses™, 1f
hias own percentage is still somewhat higher than the average, however, the retailer
may well check through his residual expenses to determine the reasons for them and
to asgess the posgibilities of effecting certain reductions in the future.

*Potal Operating Expenses", when expressed as a percentage of the store's
total salesg, is of course merely the sum of the individual expense percentages
previously discussed. The difference between the individual merchant's total
expense ratioc and that of his group is consequently the net result of the variations
he finds between his own individual expense items and the averages for his comparable
group of stores. These differences could quite possibly cancel each other out to
leave the retailer's total expense ratio closely approaching the average for the
category against which it is compared. Clearly, however, this does not mean that no
opportunities exist for a curtailment in total operating expenses by a careful
examination of the individual expenses which were incurred.

"Proprietor’s Net Earnings Before Income Taxes and Withdrawals" is
obviously the final result and financial objective of the retailer's merchandising
activities. 1In percentage form it is the measure of the merchant's success in
keeping his gross trading profit and his total operating expenses sufficiently far
apart to yield a positive percentage of net earninsc which is, of course, exclusive
of non-trading incomes such as return on investments, rentals received and so forth.
If, ther., the retailer's percentage of net earnings is less-than-average, it must
be due to either onme - or both - of two factors: i.e., & lower-than-average gross
trading profit percentace, cor a higher-than-average total operating expense ratio,
the possible causes of which have already been commented upon.,

"Average Proprietor‘s Net Earnings Per Store"”, as already explained, con-
sists of the total reported net ecarmmings divided by the number of co-operating
stores. Expressed as a percentage of total net sales, this item will frequently
appear large. This is because it contains two dissimilar and unmeasured elements,
one being the remuneration usually thought of as the proprietor's real salary for
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managing the business, the other comsisting of the net trading profits which are
in turn made up of & legitimate reward for exceptional merchandising abilities and
a return on capital invested - and risked - in the enterprise. Allowances mst
therefore be made in the dollar figures shown in this item for the proprietor's
managerial services before the real profitebility of the individual store or the
comparable group of stores can be appraised.

Discussion in this bection, it will be noted, has dealt with three phases
of the problem of "How The Retailer Can Use Information On Operating Results" in
studying his stock turnover and his various profit and expense items. Pirst has
come an explanation of what each item is and how it is made up. Then it was assumed,
for purposes of comparison only, that the retailer's results were inferior to the
average for his comparable clags of stores. This, in turn, was followed by a
discussion of the possible operating factors which might have caused the poorer
resultas. Meny of these factors, however, would have resulted in average or better-
than-average performances being obtained if their direction had been reversed. For
this renson, therefore, no attempt was made to analyze the reasons for higher-than-
averafe crerating results.

Finally, it will be observed that no recommendations were made for the
correction of adverse conditions. Frequently such conditions, such as particularly
severe competition, are in fact hard realities which must be faced. Here, as in
other cases, analysis based on facts and imagination must be relied upon to solve
many of the individual probleme of retail managements.
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PART II - RESTAURANTS

Trends by 3ize of Business, 1944

The term "Restaurants" aus used in this survey of operating results,
embraces two sonmewhat different types of establishment. In the first
instance it includes establishments generally recognized as restaurants,
cafeterians or other eating places and specializing in this scrvice. Results
of the Census of Merchundising for 1941 show that in that vear Lhere were
4,457 such establishments in Canada with total receipts of 288,035,100, An
analysis of these total receipts shows that, on average, they were comprised
to the extent of 88.4 per cent of the sale of mezls and lunches, 6.8 per cent
of sales of cipgars, cisarettes and tobacco, leaving only 4.8 per cent to
represent receipts from other souices. Secondly the term "restuurant" in-
cludes establishments in which the sale of meuls and lunches forms between
40 and 75 per cent of the totaul annual turnover, the remuinder of the business
beings comprised of the sale of such items as bakery products, candy and
confectionery, cipars, cizarettes and tobacco and perhaps magazines und papers.
The census results for 1941 showed a total of 3,221 such establishments with
annual receipts of 8,660,000,

This survey of operating results for the restuurant trade for 1944
is based on returns received from a sample of 266 establishments operated by
individual proprietors or partners us distinpuished from corporations. These
266 returns were sorted into ten groupings of stores, first into five sales
3izes ranging from those having annual receipts of less thun $10,000 to
those reporting receipts of $50,000 and over, after which the classifications
vere broken down as between estiblishments in ovned snd in rented prenises.
The number of firms in the various categories ranced from a minimum of three
for owned stores in the largest size to 67 for rented stores in the same
catezory. In two sroupings the number of establishments reporting was con-
sidered too small to warrant the publication of results. In three others
the number of reporting firms was also comparatively small and the averages
for these should be used with caution,

The larger restourants had the higher rates of turnover

Average rate of stock turnover, as measured by a comparison of
annual receipts reduced to a cost basis and the average of the two inventory
figures as at the beginrning and end of the year, were greater for the large
than for smzll businesses. These ranged from a minimum of 17.5 times for
ovned estsblishments in the smallest size class to 32.4 times for rented
establishments in the group having snnual reccipts of $50,000 or more. The
hich rate of stock turnover in comparison with thut secured by other trades
reflects, of course, the perishable nature of the commodities handled. The
guin in the rate of turnover as the size of business incrcased conforms
with the common experience for most retail trades. A factor to be con-
sidered in this connection is that the smaller restaurants do not generally
restrict their activities to the sale of meals to the same extent asgs do
the larger estublishments. 1In other words, & greater proportion of their
business is represented by the scleeof cundy, confectionery, tobacco and
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tobacco products, items for which the turnover rate is less frequent thun is
the case of Tnod products required in the preparation of meals.

Average inventory rer store :5 on December 31, 1944, ranged from
lov of 3120 for rented establishments in the smallest size category to
$1,783 for rented establishments in the largest size cluss. Comparative
inventory ficures for the bezinning and end of the yeer showed an upwurd
rmoverent with increases for the smallest und largest sales sizes exceeding
those for firms in the intermediate size classes.

Cross profit ratios varied between 27.4 and 36.7 per cent of receipts

aross truding profits represent the difference between uannual
receipts and the total cost of the rooda und supplies which were sold either
in the same form as purchased or else were used in the préparation of meals.
Exnressed as percentages of total receipts, the gross trading profits were
somewhat greater for the larger establishments. Overull, the seven ratios
ranged between a low of 27.4 per cent for a group of 15 establishments in
owned premises having annual receipts of between $10,000 and $20,000 and a
high of 36.7 per cent for a group of 67 restaurants in rented premises having
annual receipts of $50,000 or more., This upward trend in gross trading
profit as size of business increases i3 rrincipally a reflection of the
difference in the comnodity compositions of small and large establishments,
the smaller ones deriving greater proportions of their annual revenues from
sellinz products which carry lower initial mark ups from cost levels,

Payrolls percentages averaged hicher for the larger restaurants

Turning now to an analysis of operatini; expenses, employees'
sularies and wages us percentages of total receipts increased sharply as the
size of business became greater, the seven averages ranging upward from
3.9 per cent for 13 owned recstaurants in the smallest to 18.6 per cent for
the group of 67 rented establishments in the largest size category.
3alaries and wages as reported were to include the total compensation in-
c¢luding not only cash payments but also payments in kind including meals
consumed by employees. The salary and wage figures do not include any
allowance for the managerial or clerical’services of proprietors. The up-
ward trend in the wage ratios from the smallest to the largest sizes of
business is, therefore, simply the reflection of the decreasing share of
the work which the proprietors performed, and therefore of the inereasing
proportion of the labour which was performed by paid employees.

Rental ratios declined as size of restaurants increased

Rentzls puid by those firmg oceupying rented premises varied
inversely with the size of business und ranged downward from 5,0 per cent
of annual rececipts for the smallest size grouping of estublishments to 2.5
per cent of receipts for estublishments in the larpest size of business.
This tendency is consistent with those found for other trades. It reflects
the fixed nature of rental costs aud the consequent decrease in rentals as
a percentuge of sales as anruzl turnover increases, provided, of course,
that no comparable extension of rlunt facilities is reguired.
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Advertisine expenditures in relation to receipts were at a low level
ir 1344, ronging from 0.1 per cent of sales for each of the three smaller
size cuterories of rented stores to 0.3 per cent for the group of larger firms
having annual receirts of $50,000 or more. Results of a similar survey of
advertisine expenditures for 1332 show an averaje advertisins expenditure of
0.5 per cent for a group of 181 restaurants. The nmuch lower ratio in 1944
reflects the marked incrcase which has characterized the restaurant trade
during recent years, nost establishments operating at or near capacity levels
and thus requirine little or no advertising in order to stinulate putronage.

Deprecistion allowances averazed between 0.7 and 1.2 per cent of receipts

Depreciation allowances {or rented premises ranged fron 0.7 per cent
for the proup of 17 establishments each having annual receipts of less than
#10,000 to 1.2 per cert for the 67 establishments in the §50,000 and over
class, The percentages for owned establishments were naturally somewhat
hisher; they ranzed from 1.6 per cent for the group of smaller buzinesses to
£.0 per cent (for tile, Yarger fdims.

All other operatin; expenses including such items as heat, light
and water, all tuxes other than income taxes, insurance, repuirs and maintenunce,
interest on borrowed money, supplies (other than nerchandise and food
products bought for resule), etc., were included under cne heading. Such
expenses, when expressed us percentages of net sales, varied within conpara-
tively narrow limits, ranging from 6.1 per cent of 'sales for rented.stores
ir. the $10,000 to §20,000 class to 7.9 per cent for rented estublishments
with aunnuzl receipts of between 30,0CC and 350,000, . more detuiled analysis
of this group of expenses made in connection with the 14938 survey indicates
that with two exceptions the ratios of the individual expense items to
receipts renained fairly constant for different sizes of business. Ratios for
light, heat and power, however, varied inversely with the size of business. On
the other hand the residual iter of mniscellaneous expenses not further
analyzed tended to increase as the size of business increased, a result which
may be attributed at least in paxt to the more comprehensive accounting systens
maintained by the larger rirms. Thus certain expence items assigned to this
residual category by the larger operators may have been overlooked altogether
or included in the cost of goods purchased by the smuller firms.

Totul expense ratios lor the larger restaurants were considerably higher

Cn summarizing the various expense items described in the preceding
paragraphs, it is found that the seven total operatin: expense ratios varied
from a low of 12.4 per cent of sales for,owned restanrants having receipts of
less than $10,000 to & hish of 29.7 per cent for the 67 rented estoblishments
with receipts in excess of $5C,000 in 1944. The direct vartation of the
total expense ratios with increages in sales volume may be explained, of
course, by the correspondin:: direct varistion in salary und wage costs to
which refercnce hus been nade and to the important clement that such wage

costs form of total operating experses.

llet earnings percentapes declined

bProprietor's riet earnings before income taxes as recorded in the
results of this survey muy be thought of as consisting of two corponents.
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One comronent consists of tue proprietor's compensation for the managerial
and other services whieh he performs in the businesa., The second component
represents the net return which the proprietor naturally expects on the
capital which he hus invested in the business. 3o defined, the avera-e ratios
of proprietors' net eurnings to totsl receipts were much higher for the
smaller sizes of restaurants, the averase for rented esteblishments dropping
steadily from 16,6 per cent in the less than $10,000 to 7.0 per cent in the
larcea! size of business. This downward trend, of course, resulted from the
fact that the totul expense ratios rose muel more gharply from the smaller to
the larger sales croupings thun the percentages for yxoss trading profits
did. 4n even smuller ratio of 4.1 per cent for a group of & establishments
with receipts between $30,000 and 350,000, however, cannot be considered asg
repredentative of all establishments in 'this size cuategory in view of the
small size of the sanple,

Althourh net earnings as u percentugce of receipts declined as the
size of business increased, tue actual dollax figures for net earnings per
store showed no such inverse variation. On the other hand, they increased
progressively for successive ‘sizes of business ranging from $861 for tue sroup
of 13 owned stores each havinz snnual sales of less thun $10,000 and averaging
5,702 per store to Let earnings of $5,846 per store for the 67 rented
establishments in the lurgest sive class und havineg un averuge annu:al turnover
of 385,473,

Cperutings Fesults of Continuing Stores in 1941 and 1344 Coupured

Of the 266 restaurants whicih cave {imures on operzting results
for 1944, there were 148 which algso subniitted figures for 1y4l. These were
clasgltied by size of business for Table &, sccording to the sales they made
in 1941 and thus entirely irdependent of {heir dollar volumes in 1944, 1In
view of the more limited number of firms ‘reporting for both years it was
necessary te rediuce the number of size catesgories for which figures are' gpiven
from the five shown in Table 1 to the three which appecr in the second table.
In one of these - that of owned restaurants with 1341 receipts of 350,000
or over, only two reports were included and hence no averupes were shown
for this classification. levertheless the conparutive averages for the
renzining 146 establizhments reporting for both vears do provide some basis
for measuring the trends in operating results over the three year period.

Sales increase averaged 46 per cent

3

Included in the 146 estzblishmernts reportin: for boti years were
517 rectourants each with annual receipts in 1941 of less than 30,000 whose
total recceipts averaged approximately 70 per cent higher in 1344 than in the
enrlier period. There were 6l establishments reporting receipts for 1341
varying between 320,000 and 350,000 and their dollar volumes were 38 per cent
hirher in 1944, The remuining 2€ establishments reporting for both years
hud annual receipts in 1941 of $50,000 or over and these registered an
average increase of 47 per cent in dollar volume of business during the three
year intervul under recview. Conbined receipts for the 146 establishments
revorting for Loth years averame 46 per c¢ent nigher in 1944 thun in 1941.
This compcres with an increuse of 54 per cent which o mueh larger sample of
550 restourants givin: their monthly sales ficures to the Bureau experienced
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between the two years. The narked increuse in restaurant receipts is

an outstandine feature of the retail trade of Cunada during the war years.
It reflects the general expansion in industrial sctivity and payroll,

the increased criployment of femule workers, und to some extent, nay be
attributed to the introduction of rationing of some food products.

81038 profit ‘rabios.lewer fim 1344

Gross trading profits ag percentuges of sales declined: vebueen
the two yeara. The ratio for rented estublishments in the snallest size
of business declined from 34.0 per cent to 30.8 per cent .of total receipts
wiile in the intermediate grouping with annual receipts between $20,000
and $50,000 it receded from 32.1 per cent in 1941 to 35.8 per cent in
1944. The decrease for the largest restaurunts in rented premises, how-
ever, was considerably less, the ratio moving downward from 33.1 to 38.1
per cent of sales. Reductionsg in eross margin ratios between 13941 and
1944 were common for a number of individuul retuil trades and represent
in the case of restaurants a narrowing of the spread between the amount
of money taken in from the sale of meals or merchandise and the laid down
cost cf the merchandise, foodstuffs and other provisions reguired for the
conduct of the business.

Total cxperse rercentupes lower in 1944

Reflecting the increase in personnel required to cope with the
expanded volune of business, salary a2nd wage costs moved upward at about
the samec rate as sules volume with the result that wage paynents as a
vercentare of annual receipts were practically unchanged to slightly
hizher in 1944. Rental costs, onthe other hand, declined appreciably
when expressed as percentages of total sales. lepreciation allowances
and the residna) group of cxpenses also declined in relation to the
volume of business transacted, with the result that the total expense
ratios werc czenerally considerably lower in 1944 than in the earlier
period.

Increaces or decreases in the average percentages net earningss
formed of sales depended upon whether tie decdines in the operuting
expense ratios exceeded or fell short of the decreases in average gross
margins. NRet earninzs for a group of 42 establishments in rented
premises and having annual recelipts of less than 20,000 incrcused from
9.2 pvercent ofl.sudes in194 360 T M@ 0rpErscent e 18445 1 A simdlar
tendency was exiibited by a group of 28 estsblishments in rented premises
and naving annual receipts of $560,000 or more. In this instunce the
rnet earnings gained from 5.4 per cent to 6.6 per cent of szles. On the
other hand the net earnings ratio for the intermediate size group of
estublishments declined from 7.1 per cent in 1241 to 6.5 per cent in 1944.
Overall, the net earnings percentages were lower in thwree and higher in
two of the sules and occupancy groupings of restaurants in 1944.

Actual net earnings per restaurant higher in 1944

Net earnings per restzwrant when expressed in dollar figures in-
creased substantially for all categories for which separate figpures were

)
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conpiled, the gain in dollar volume of business far more than offsetting
any decline ir. the net earnings percentage ratio which may have occurred,
Net earnings rer establishment, expressed in round figures increased from
21,100 to $2,100 for the group of small firms in rented premises which were
included in the survey, from 2,300 to 5,000 for the intermediate group,
and from £3,600 to $6,500 per estzblishment for the group of larger

Tirsie,
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Table l.,--Restaurants - Operating Results for Stores Classified

according to. 1944 Sales-Size and Ueccupancy Basis, Cunada, 1344

ALCUNT CFF ANNUAL SALES

Item Less than $10,000 $10,000 to 19,339
Owned | Rented OQwned | Rented
GEMNERAL INFORMATION
1. Namber:of Bt ores Rehorting v, .. 13 Iz 15 43
28 [Tlotil Sales Lol R s Pl . 74,122 $107,952 [§236,943 $626,254
5. Average sSalesr Pl BbaRe . . . 5000 5402 Bl SO0 JUE) A5 14,564
Total Inventory Reported,
4. Regd Mg ~ONV MBI G5l d e s o o8 ool pe), 10y 1L 2,278 9,407 20,435
O Ent opfy (O 21 - Mas ey 2Ty, . N 3K 1449 3,065 8 L0 1,378
(3 AverugeTFor NEEr  , ol 2o ns B S 5,068 ity 9,459 20,906
Average Inventory Per 5torse,
Vi Brd of Wenr LEGel L NS Neens b8, M 240 180 634 497
8, 1C0st (0L (FOdMESOTd Rl = Nl [, 95,738 70,688 | 172 081 445, 893
9. 3tock Turnover (times per year) .. 1.5 26.4 18.2 .8
FROFIT AND 1035 DATA
(Itens Expressed As Percentuses of Sales)
10, Gross. Trading IMRell &l Bl d..rd. ao ¥ a7 ,5 34,8 2734 28.8
Operating Expenses:
11. Employees' Salaries and Wages .. 9% 9 ) Brald 8,2
02, REMET .S b s S ey el AR E LT ¥ T - 5,10 - Bl 2
5t AAver b 1SE NG TR v JRenL o ks Bxe o Xs - isis (a) (0P Q. Gl
14, NepnecChion ] Gl . Tk tgiarofit=s (L5l 40 -50"s 10 5) 0.7 Bl 5 14, )
S, @ther Operating INpaHNas]) i < o f. 6.9 56 (585 Blodl!
I'6. TMetel gperatings EXpensesiy. "th .2 e L2 Bl 18.6
17. Troprietor's Net Tarnings Refore
Income Taxes end Withdrawals ... 1851 16.6 102 SO
12, Average Proprietor's let Barn-
ings- Her" SHaee b il s o sommaihe i « $861 31,054 $1,620 $1,491

(a) Less than .05 per cent.
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Table l.--Restaurants - Operating Results for Stores Clussified
According to 1944 3ales Size and Occupancy Beasis, Csnada, 1944 (Cont.)

AMOUNT CF AMNUAL SALES
820,000 to $29,999 250,000 to $49,999 0,000 und Over
Cwred | Rented Owned |  Rented Owned |  lkented
CENERAL INFORMATICN
59 8 56 -{ 67 LA
£969,499 | $506,728 ¢ R 951 I ¥5,592, M6 3
24,859 38,541 38,478 : £3,473 3.
SANPLE SAMPLE |
26,7535 8,783 41,687 99,387 4.
TOC 28,530 198,110 45,4235 TOO 119,462 Ol
27,641 9,947 43,555 109,424 6.
SNALL SMALL
753 1,383 811 1%, 785 e
677,680 LR A N 88954901 3,540,183 8.
24.5 el 9 31.8 32.4 9%
PROPFIT AlD 1038 DATA
(Items mxpressed As Percentages of Sales)
30,1 2950 38L2 58,7 10,
10.¢ 15.4 15.7 18.6 Dilie
SANTLE 2.6 - 28 SALTLE 2.5 184
Q. A (a) 0.2 QL5 v,
TCO 1,0 2.0 1.2 TOO e 14,
6.3 NS %9 AL 5%
SHALL SMALL
a PSS 24.9 278 209,17 16.
r 1l
28, 4.1 7.4 Jﬁ 7 20 4
%®e,512 $1,577 A2, 857 $0, 846 e

(al less than .05 per cent.



Table 2.--Restaurants - Cperating Results

for HGtores Clussified

According to 1941 Sales Size and Oceupancy Basis, Canacda, 1941 and 1344

AMQUNT GF ARNUAL SAILES

1

Less than #20,000

Item 1% 9§yl 1944
Cwned | Rented Owned |  Rented
CENERAL INFORKMATION

la Number jof: Steres| Repoxfing ... .. % 15 42 [7 i) 42
Zs Totald Sallies v Al S B .-t !, 0 $130,107 496,925 | $176,909 $885,558
3., Avebage  Salles el SHemg o e ¥ . s £,674 11,853 11,794 21,085

Total Inventory Reported,
4, Beginpiing Of . Yeam e <ot e oot s 0,924 14,875 5, e 20,0062
84 | End roRTYCOI & 8- (SRl ete kel sae) T taede e 8,488 14,926 6,779 20,554
6. Avera e TRorl Y eir | [EldoklEir : < 1tk 7,206 14,901 6,766 20,298

Average Inventory Fer Store,
Py Efid! folf WeSig=C R a S o vn 1 i, LRk 266 355 452 489
24 Costi off Goous~SaNTili s ian gl o , 5y 45,629 3847 AL 130,382 612,806
9. Stock Turnover (times per year) .. 15=3 20 19.3 30,2

@,

1508
12
13.
14.
15,

1565

170

18,

I o8 S T N PO I reres. oc o * ~ i o »
Operating Expenses:
Employees' Salaries and #ages ..
Rent & SO0
RAvaptisimg® i .o Bt o L A s
Dephiechia GIQn, . .p TR L0000 B 20 L 0 =0
Other Cperating Expenses J......

I I I I I B A A Y

Total™OpeThtiNg "IXpEMSPEr == = o o0

rroprietor's llet Larnings Before
Income Taxes and ‘yithdrawals ...

Average Proprietor's Net. Earn-
ings "Per 3tore

R I A I B Y

PROFIT AND L0353 DATA

(Items Expressed As Percentases of 3ales)

26.5 34,0 26.3 30.8
6.1 1). 8 A 19 45
= 4.4 - 2.9
@8 T 0.3 @l
1.4 1.2 1.8 1.6
7.8 #.9 6.5 6.3
1575 24,8 15.8 20.8
it 9.2 10,5 1
2953 %1,091 81,240 ¥ 110




Table L.--Restaurants - Operating
3 L

Results for 3tores Classified

According

to 1941

Sules 3ize und Occupancy Basis, Canada, 1341 und 1344 (Cont.)

e

, ALOUNT OF ASUAL SALES
900,000 - £43,999 __$50,000 ard Over
T9 41 '3 T944 TE A% 1944
Owned | Rented | Owned | Rented Owned | Rented Owred |  Rented
CENERAL. INFORMATION
9]— 52 9 52 1 2e ged, 4.
£293,734 $1,71~,535 4354,158 {82,414 ,657 $1,872,315 82,758,032 | 2.
32,637 3,935+ | 59,861 46,476 | SAMPLE 67,083 | SAVFLE 98 500 L
30,359 39,230 | 11,178 55,691 33,807 58,570 |, -4.
32,010 45,600 | 15,513 56,435 | 700 47,183 | ToO (BB k" B
51,165 42,959 | 12,346 56,065 43,535 50 2784 - 0d
3,557 2884, 2,301 1,005 | SMALL 1,685 | SEALL 2, PR 7
192 293 1 1,060,006 | 233,056 | 1,550,210 1,143,894 1,707 202 |0,
6,0 04,8 12.9 29.7 26.3 A%
PROFIT 5D LO33 DATA
{Itenma mxpressed As lercentuges of 3ales)
v I .
35.9 Bidel 34.3 35.8 | 39.1 58k - 10:
| e [
16.9 16,51 17.4 16.9 | : 13.6 20.8) 11,
& 4.1 3 3.0 !SAEPLE | 3.5 | SAVELE WK
0.2 l 0.2 ! 1) 0.2 | : 0.6 0.4 | 13.
2.9 1.5 2.3 1.4 | TOO 1.7 | TOO L3 1as
10.4 8.5 | 9.1 7.8 | i 8.5 ¥oal 13
SMALL RALL
50,4 51,0 28,8 29.3JA = ! 33.7 g 31.5 | 16.
) . | :

5.5 gl 54 G | {2 5.4 Bao=| 17
), 75; §2,835 |- $2.115.) - #8,012 | 85,597 56508 | 1.
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PART III - DRUGC STORES

Trends by 3ize of Business, 1344

This section of the repnrt contains a8 summary of the operating
results of ‘4 eroup of 258 drus stores which puve detuils regarding their
business overatiorns in 1944, It ulso presents comparative fisures for 1241
ano 1344 for a smuller group of 156 stores which furnish figures for both of
these two periods.

Notwithstandine the wide ranve of commodities carried in drug
stores, the sale of prescriptions, prensred medicines, drugs and drug sundries
still form an important component of the retail druy; trade. Results ol the
Census of Merchandising arnd 3ervice Estublishrents for 1241 show that in that
vear there were 3,956 drus stores in Cunada ond these had totul anpual sales
of (101,027,400, almost exactly one=half of this figure represented the sale
of the items mentioned above. Food products, including candy and confectionery,
bottled beverages, sodu fountain sdles, lunches und ice creamn came second in
itz ortance forming 15.6 per cent of the totaul annual turnover, 3oups and
tnilet articles and preparations formed 12.5 per cent; tobacto sales accounted
for 12.0 per cent; stationery, books und magazines tontributed 5.5 per cent
while miscellaneous merchandise made up the remaining 6.3 per cent.

The 25& drug stores included in the survey had total annuel sales
of 33,499,983 and consist of retail drug outlets operated as individual
proprietorships or partnerships as distinguished from corporations. FRurther-
more, the survey was restricted to independent stores; chzin stores were not
included. The 258 druy; stores comprising thuis sumple were first divided
into five size-of'-business classifications rancing from those with annual
receipts of less than $10,000 to those with unnual receipts of $50,000 and
over. The stores in each size-of-business category were then subdivided as
between those operated in owned sand in rented premises to form ten sales and
occupancy groupings for which averapes are presented in Table 1. The numbers
of stores in the various categories varied over u considerable ranpge and were
zenerally greater tor estublishments in rented than for those in owned prenises,
In the c¢ase of rented stores the numbers varied Crom & mininunm of 6 for the
smallest size cutegory to a maxXimum of 73 for stores having onnual sales of
between 330,000 apnd $50,000. Figures for the small group of 6 stores are not
shown in the ta:bhles but the numbers of stores in the other size cutesories
for rernted premises arc considered sufficiently large to provide representative
results. The numbers of stores operatins in owned premises did not exceed
13 for any individual size bracket and ranced downwurds to as low as 7 for
the rroup of retuzil outlets having annual sales of 50,000 or over. The
averazes for these should, therefore, be used with caution. In view of the
small numbers of owned stores included in the sanple, most of the swmary
presented in the following paragzraphs deals with the results for stores in
rented premises.

Inventories were turned over faster by the lmger diug, stores

In comnmon with rmost other kinds of ret:il businesses, the rate of
stock turnover, computed Ly dividing the averaxe of the beginning and ending



inventories for the year into amnnual receipts reduced to a cost basis,

was greater for larze thun for smill stores. The stock turnover rate for
rented stores moved up steadily from 3.0 times for stores with annual sales
of between #10,000 ard $20,000 to 4.7 times for stores with annuul sules

of 350,000 or over. The rate for a sroup ol & stores in owned premises and
having snnual sales of less than $10,000 was only 1.9 times. The in-
créasing rate of stock turnover as the annual sales volume increases
rei’lects the fact that there are certaln miaimun stock requirements which a
store must carry in order to transact business at all., Beyond that mininmun,
an expanding volume of business cuan be handled partly by inereasing the
stock turnover rate without a commensurate increase in the actual value of
inventories carried.

Averase inventory per store at the end of 1944 anounted to $2,609
for the small group of cwned stores in the snallest size category and
ransed upwards to $12,699 for owned stores having unnual sales of $50,000
or over. Inventories were vulued somewhat higher at the end of 1944 than at
the becinnin:s of the sune period, azmresate figures for all stores reporting
and inclndins Loth those in owned and in rented premises indicatins an in-
crease of 5,1 per cent. Percentage increuases in the inventories of rented
outlets were somewhat preater for smuall than for large stores, a result which
may be explained by the steeper upward trend in sales for small thun for
larpger stores whicia was evident during the war years,

Gross profit ratios averused higher for the larger stores

nross trading profit, or the difference between annual receipts
ard the purchuse price of goods sold, varied over a considerabtle rance for
dif'ferent stores depending upon the cormnodity composition of the business
transacted. 3Jtores with a hisgh proportion of receipts fron prescriptions
or from the sale of meals or lunches viould normally have a high zross margin
ralio. Cther stores where such receipls were of lesser importance would
naturally sell hicher proportions of candy, confectioncry and tobacco products,
etc., and these conmrmodities carrying comparatively lower rates of initial
mark-up would result in lower percentuges of rross trading profits being
realized. The lack of uniformity in the coruuedity composition of different
storcs wes such as to hide any consistent trend in gross margin ratio for
stores classified according to size of business. Nevertieless the general
tendeney was for the gross margin percentase to rise as the sive of store
increased. Tor a group of 47 stores with ennual sales of $50,000 or over
Zross profits averared 26.9 per cent in 1944, but were somewhut lower at
from 24,1 per cent to £6.4 per cent for stores in the smuller size cutegories.
For owred establishments the averase ratios ranzed from £3.1 per cent for
stores with annuzl scles of between %20,000 und 30,000 to 8.0 per cent for
satores in the largest size catezory.

Salary Mnd wage rutios lNigher for larger drug stores

An analysis of {he orveratin: expenses reported by these stores
shows thot salaries und wuges s a percentase of sales ranzed in the cuse of
rented stores from a minimur of 4.0 per cent for stores in the $10,C00 to
20,000 size brucket to 2.5 per cent for stores having sales of $50,000 or
more. The runge for owned stores was frow 1.6 per cent to £€.6 per cent,



Salary and wage fipures as reported were to include the totnl compensation
received by puid employees but they were not to include any allowance

for the manaperial or clericul services of proprietors, The upward trend
in the ratio of wares to sules as the size of business increased re-
flected the decreasing relative importance of the value of proprietors'
services in relation to the totel labour cost, and hence the inereasin::
proportion of thut cost which rerresented payments to employeecs.

Rentu:ls paid by stores occupying rented premises were constant
at 2,7 per cent of sales for stofes in the $10,000 to #20,000 and in
the 320,000 to $30,000 sales brackets. ¥Yor larger stores the ratio
declined, amounting to £.4 per cent for stores with annual sales of between
#30,000 and #50,000 and to 2.2 per cent of sales for stores with annual
sales of 350,000 or over. The downward tendency in the rentuls ratios
as the size of business increases reflects the fixed nuture of rental
costs andé is consistent with the results found for other trades.

Largest stores had highest advertising expense rutios

Excepting only the largest size zroup of stores, advertising
exrenditures remained uniform at 0.4 per cent of sales in the three other
size cuategories of rented stores for which figures are shown in the
tables. Tor similar stores with annual sules of $50,000 or 1ore, how-
ever, publicity costs amounted to 0.7 per cent of the dollur volume.

The ruatios for stores in owned crerises increased consistently with the
gsize of business and ranged from U.l per cent for stores with annual
sales of less than $10,000 to 0.8 per cent for stores in the largsest
size of business.

Depreciation ullowances on equipment and fixtures reported by
stores in rented premises and expressed as percentages of anrual sales
varied inversely with amount of szles made. Such allowances ranzed fron
0.8 per cent of sales lor stores having snnual sales of fronm $10,000
to 420,000 to 0.4 per cent for stores with zmnuzl sales of $50,000 or
riore. The inverse relationsiip between the depreciatiorn ratio and the
size of business 15 a reflection of the Gigher investment in store
furniture and equiprent in relation to sales in the smaller stores. The
depreciation allowarces for owned stores vere naturally soriewhat higher
than those for stores in rented prenises.

All other oper:tine expensos including sueh itenms as heut,
licht and water, 21l tuxes other than income taxes, insuruance, repairs
and maintenance, interest on borrowed money, supplies (other than
merchandise bLourht for resale), et¢., were included under one heading.
Reflecting the impact of the riore fixed cost elements in this zroup, the
ratios for rcnted store exrenses varied inversely with the size of
business, ranging downward from 4.9 per cert of suales for outlets with
annual szles of between 10,000 and $20,000 to 3.6 rer cent for establish-
ments in the lurgest size of business. Due probubly to higher content
of other occupancy costs, the averages for drug stores in owned premnises
terded to be somewhat higher than those which the rented stores
experienced.
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Totul cxpense ratios of higger stores averaged higher

On surmarizing the various expense itoms for whicl figures are
compiled, total expenses for rented stores ranged upward from 12.8 per
cent of sales for stores doing an annual business of $10,000 to $20,000
to 15.4 per cent for rented stores with annual sales of {50,000 or
more. Totul operating expenses for owned stores reveslod g similar
rising trend, a terndency which muy be explained by the corresponding
direct variation in salary und wage costs which forn an important element
in the total operatinsg expenses.

Proprietor's net eurnings before incorie taxes may be thought
of us congsisting of two components, Cne conponent consists of the
proprietor's compensation for the managerial and other services which
he performs in the business, The second component represents the
return which a proprietor naturully expects on the capital which he has
invested in the business. Including both of these, proprietor's net
earninss 4s rercentages of annual receipts varied between 10.5 and 12,5
per cent of sules for four size-of-business categories ©f rented
stores for which fi,ures sre shown in the tables, the ratios for the
smaller stores beini slishtly hisher thun those for the larger establish-
ments.

fictual dollar figures for net earnings per store wvere naturally
higher for large than for snmnall establishments. Net earnings for
businesses in rented premises ranged from $2,004 per store for stores
with annual sales of from $10,000 to $20,000 to $8,234 per store for
firms having an annual turnover of $50,000 or more in the year under
revicw.

Operating Results of Continuing Stores in 1941 and 1944 Compured

The 258 drug stores which reported figmures on their operating
results for 1944 included 156 stores which also prave corregsponding infor-
mation for 1941, These were classified by size of business for Table
2 according to the sales they made in 1941 and thus entirely independent
of their dollar volumes in 1944. In view of the nore limited number
of firms reporting for the carlier period it was nccessary, to reduce
the number of size categories for which figures are given from the rive
gshown in Table 1 to the three which appear in the second tuble. In one
of these - that of owned drug stores with 1941 sales of 50,000 or
over - only three reports were included and hence no averuges were shown
for this classification. DNevertheless the comparutive averapes for the
remeining 158 drug stores reporting for both years do provide some buasis
for measuring the trends in operating results over the three-year period.

Included in the 153 stores piving fipsures for both years were
40 estublishmeuts in rented premises having dollur volwmes in 1941 of
less than $0,000. The sales for these outlets were 62 per cent higher
in 1944 than in the earlier period. The corresponding increases for
63 rented stores with 1941 sales running between 320,000 and $50,000 wus



35 rper cent while a gain of 41 per cent wus registered by the 18 stores
in the largest gizetof -busine3gy The -suiples for estéb:lishments in
owned premisces were conaiderably spmaller, but the 21 outlets in the
suallest 'size of business experienced zn oxpansion of about 60 per

cent and the 11 units in the §£0,000 to §50,000 size an inecreuse of 29
perséenti= I totraldt thet dales of c1l 141 rented druf stores avers:ed
about 41 per cent hicher and the 153 owned and rentcd ones ‘w150 Tehi e
by tile JGhie percent“qe. These' corpare ressonably well with'the increasd
of abodt B3P perCent 1ecafded by tie" Blilretn! 5 ‘monthly' “indexes of 'rebail
sallcs-*duping tie s periog. Wikdielr 18 billled” on" 3 #lch LuTgel sanple of
continuing drug Stores,

MBS SRolittiirutios twerapmed' Yogey 'in 19%4

Oroas tradine profits us percentures of sales were lower in
1944 than SR JOSSNERSE i 1 flve ol the size und occcupuncy classes for
whieh sepuriite Tiglres' are Ghiown 4in' the tables. Inthe case of rented
stores; rost trading proflt deelined' frow 290 per-dent Lo ‘26, 4per
cent for the sroup of 40 steres nuvine annual scles in 1941 of less than
$20,000; from 26,9 per cent to 35.5 per cent for the interiediate’size
clago, und firbri WOAA™ ner*cdhit: ‘tol 28,4 Der | ¢ont Wor ftle larger stores
with 1941 sales of 50,000 or over. These reductions in pross trading
profit between 1941 and 1944 were common to many retdil trades and
repregsent a narrowing of the spread between the laid down cost and the
scllingrp riedlst the merthandide! sold.

Lower opersling expenses as percentages ol sales were general
for both rented und owned stores and for =1l size ¢lasses for each of
the five expense items for which Tigures are shown, uoting only the
Tigures for the 63 rented stores with snnual sales of from 20,000 to
250,000 the szlary snd wase cost declined from £.5 per cent to 7.0 per
cent ofiisalesy rental st Propid s e celit *6. B8 ner' tert; udteltising
experditures 'rom 0.5 o 0.4; idepreciation froaw 0.7 to 0.5, while other
cperdiring BxXpertes Loll SFRITTo% . pel CBift tolIT7F peRd' ety “Metal
cxpenses for'this class werc reduced from®le. I per centl'to 24,1 per
cents

het'earniin®s percéentages higher in 1944

As a consequence of the nore pronounced decreusc in operating
expenses than in #ro8s marging, net earnings us percentapges of scles
rnoved upward between 1941 and 1944. Inereases in net eurnings were
gerveral foriboth owned and rented stores ard for zll three size-of-
business clus¥es v In'thetase of ‘rented stores having sales of les
thun §£0,000 net earnings increused frow 11.2 per cent of sales to
1%.2 per cent, from 10.0 to 11.4 for rented stores in the interniediate
grouping, and froi 9.5, to 12.1 pex ceont or saules' Ter such stores in the
lur«est size of business.

The'higher net'earnings ratio, when taken together with the
substantial inereage in dollar volwuse of business, conbined to effect
a4 marked increase in net ‘earnings’when expressed in dollar fisures.
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Net earnings ner store in rented premises increased from $1,466 to 32,814
for stores with annual sazales of less than $i0,000 in 1941; they in-
creased Crom $5,217 to §4,921 per store for the intermediate size category
and from $5,779 to §$10,936 for the group of 18 lurger stores each having
sales of 850,000 or nore in the earlier year. Increases of a similar
marnitude were ulso recorded for gtores in owned premises.



Table l,-=Nrug Stores - Operating Results for Stores Classified

according to 1944 Sales Size and Oecupancy Basis, Canada, 1944,

AMOUNT COF ANIUAL SALES

Itenm Less than $10,000 $10,000 to 119,999
Owned | Rented Qwned | Rented
GENERAL INFORMATICN
1, Tumber of Stores REpPOEHINE e sisensd B 2+ 38
2+ Talld 1 Sadodr § ool s nalbnaatibs-i ¢ i 550,637 $152,244 | 3606,954
3. Average 5ales Per 3TOTe ..evesecns 6 1550 13,840 165 372
Total Inventory Reported, SALPLE
4. Beginiiing (Gl " NCATMaR L N ke el ni. 19,704 38,254 147,849
2.0 End Ok YEarlln SN =L R T @0 1825 TOO 34,536 167 , 056
6. Average Torn Yeam LBk Sms oo e cross ROSR90 6%, 508 152,453
Average Inventory Per Store, SMALL
s End, Ofy Ve S .3 92 cBhE sEek: ¢ ShtAls 2,609 3,140 L33
8. Cost.of Goods Sold o889 : .6 vesn is 58,1552 114,792 453,395
9. 5tock Turnover (times per yeur) .. 1.9 3.4 320

lo‘

SEN S
12.
15.
14.
15.

16.

78

erogs! Tradifns EaFitEas . NoAncl i, JEal
Cperating Expenses:
Enployees! 3Salaries and vaces ..
REMNIG,| o= 0 ars S ololat S Aabete. o Sottave slbe . W
AGVErHS I ge ol o A YRR o vof- Fetisake! < TA¥
Beprec atian LNt N INE R S SR < s Ve s
Other Cperating EXpenses .......

Total Operatine EXDenses ..eseeeee

Proprietorts Net Earnings Before
Income Taxes and Jithdrawzls ...

Average Froprietor's Net Earn-
ings IRerSLaRe | ot . o M s . ]

PROFIT AND LOS3 DATA
(Items Expressed As Percentages of 3ales)

24,3 24.6 (o))
- 1.6 4.0

- SAMPLE - 257

0.1 0.2 0.4
1.5 Too 0.6 0.8
6.9 4,7 4.9

SMAIL

10.4 7l 158
15.9 VY 1865
$7,02€ 426,609 476,161




Table l.--Drug Stores - Operating Results for Stores Classified

According to 1944 Sales Size and Occupancy Basis, Canada, 1944(Cont.)

-
AMOUNT OF ANNUAI, SALES

—e

320,000 o §29,999 ¥30,000 to 349,939 350,000 and Over
Owned ] Rented Owned | Reonted Owned |  Rented
GENERAL INFORMATION
13 42 13 73 7 47 Vs
821¢,408 81,056,450 | $479,631 $2,892,971 | $534,208 | §3,367,318 2,
24,570 o8, 154 361,885 39,630 76,328 71,845 3
63,292 207,773 89,883 495,646 88,142 514,748 4,
68,229 215,626 101,188 518,551 88,896 539,209 5.
655761 211,689 1955826 506 ,998 88,519 526,979 (5%
5,248 5,134 7,784 71O 12,699 11,473 s
245,623 r,e47 345,895 2,195,765 382,023 2,461,509 8.
B 7 ) 27/ 3.6 4.3 4.3 4,7 )
PROFIT AND LOSS DATA
(Iteme Expressed As Percentages of Sales)
23.1 26.4 28.3 24.1 28.5 2629 10,
4.6 (& 0t 6.5 6.4 8.6 8.5 111 A
- 2-7 - 2.4 - 202 12.
0.3 0.4 0.7 0.4 0.8 Dowg 134
0.8 (0) 5 0.8 0.6 10 | 0.4 14,
4.9 4,0 4,7 3.8 5.6 3.6 15,
o (o 13.9 12.% 13.6 S 15.4 (&,
2l
125 1§22 15) 8555 6 10.5 12.4 110G 1 7%
t

839,838 §1:2,750 | §74,829- 830,179 $65,885 $386,993 | 18s.
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Table 2.-~Drug Stores - Operating Results for Stores Classified

According to 1541 Sales Size and Occupancy Basls, Canada, 13941 and 15944

AMOINT OF AMNUAL SALES
Item i1 _____Leas thaa 420,000
1 -S4 %] 1944
Ovned | Rented Owned | Rented
GENERAL INFORMATION
1. Number of Stores Reporting ssccsee 2l 40 21 40
e Total¥ighlee 'l . 4% MEiEe ot L L RS $232,107 $524,167 | §370,493 $850,375
3. Average Smles Per Store .......... 11,063 13,104 17,643 21,289
Total Inventory Reported,
4., Beginning of Year .s..ceveeenccnen Q9 T2 166,110 82,870 177,876
5. End 'of Year ..ceeshecicsccnncoes 73,960 3715, 786 92,265 187,036
6. Average for Year ...... A T o d 71,566 168,938 VSTl 182,306
Averape Inventory Per Store,
7. End (of Year ....eoeee.sn e P . 31,02 4,294 4,598 | 4,676
Bi.f Cost Bl Goods SalaTE BRIt b S.E08 174,777 372 , Y50 2079, T2l 625,876
9. Stock Turnover (times por year) .. 2.4 2.2 32 [ 3.4

10.

11.
12.
13.
14,
15.

16.

17.

18.

Grogs Tradimnp Profahsllie = - oi=tatalc . 5

Operating Expensesi
Employees! Salaries and Wages ..
Rent seceeesecocsncenccsnnssanea
Adviertising +deceioalioss codies ot
DeprelRiabti on Jee el sfore « arators’ s offs
Other Operating Expenses .e.ce.<.

Total Operating EXpPENse€s ......e. .

Proprietor's Net Earnings Refore
Income Taxes and Withdrawals ...

Average Proprietor's Net Earn-
ingzs Per Store

LRI S N I R I R I

PROFIT AND LOSS DATA

(Items Expressed As Percentages of Sales)

24.7 29.¢ 24,5 26.4
5.8 6.1 4.2 5.3

7 4»6 = 207

.2 "I I3 .6

08 07 vs 06

5.2 Slg 4.9 4.0
Ll 178 10.0 13.2
15,0 11.2 14.5 13.2
1,440 31,466 32,562 $2,814




Table 2.--Drug Stores - Operating Results for Stores Classified
According to 1941 Sales Size and Occupancy Basls, Canada, 1941 and 1944 (Cont.)

AMOUNT OF ANNTIAL SALES

$20,000 - $49,999 $50,000 and Over
L. § 45 i 15414 IRt 1 944
Owned | Rented Owned | Rented Owned | Rented Owned | Rented
GENERAL INFORMATION
11 63 11 63 18 18f 1.
$291,172) 32,021,745 |$376,295|§2,729,508 51,118,764 $1,571,681( 2.
26,470 ;00T ("N, 209 43,326 62,154 87,5161 3.
SAUFPLE SAMPLE
69,757 411,839 | 72,134 459,145 241,855 268,749| 4.
72,139 455,178} 72,684 479,143 TQO 250,787 TOO 280,821| 5.
70,948 433,369, 72,409 469,144 246,321 274,785| 6.
SMALL SMALL
6,558 ", 525 6,608 7,605 15,858 6 . GRk LT,
211,39y 1,477,896 | 278,835| 2,033,483 793 ,2C4 11, Q50O S 2N
3.0 S.4 5.9 4.3 , 3.2 4.1{ 9.

PROFIT AND LOSS DATA
(Items Expressed As Percentapges of 8Sales)

27.4 26,9 25.9 25.5 Ko 26.1(10.

7.6 8.3 6.1 %0 T 8.7111.

- 3.2 : 2.5 SAMPLE 3.1 SAMPLE 2, il

.3 .5 .8 ! 1.0 .9[13.

2L v/ .9 Sl I 6|  ro0 .3 |14,

5.7 4,2 4.8 347 5.0 3.7|15.
SHALL SMALL

15.2 16.9 12.6 14.1 19.8 16.0 [16.

Tg' .4 10.0 13,5 11.4 9.3 12.1[17.

$3,236 $3,217 | §4,547 $4,921 $5,77S $10,536 |18,
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PART IV - JEWELLERY STORKS

Trends by 3ize of Business, 1944

Jewellery stores are engaged chiefly in the sale of jewellery, silver-
ware, clocks and watches. They also carry such additiornal lines as optical goods,
leather roods, chinawcre, #ifts and novelties. kKeccipts Trom repalr work may,
and usually does, constitute sn important source of revenue,

These stores are nevertheless specialized to a high deiree in handling
clocks, watches, silverware, and jewellery. Indeced the foregeing itens comprised
73.5 per cent of the total trade of jewellery stores analyzing their sules by
clasges of commodities in the 1941 Census of kerchandising., This total in turn was
made up of clocks at 2.2 and watcheg at 16.6 per cent of total sales, of plated and
sterlinz silverware at 9.9 and 5.7 per cent, and of all other jewellery at 59.1
per cent of total sales, China, glassware and crockery formed 7.2 per cent,
luggaze and leathexr, s0eds 4.0 per|cent, optical geods, 2.4 pexicent, teilet articles
and preparations 0,3 per cent and miscellaneous merchandise 6.8 per cent of total
sules. Receipts from repairs and services also made @ gignificant contribution
which amounted to an average Tigure of 5.8 per cent of the total trade in 1941,

A total of 137 usable schedules giving figzures on their results for
1944 were received fron unincorporated jewellery storecs co-operating in the recent
survey. These vere sorted into five sizes of business for stores with sales
rancine from less than 10,000 to thdse havine annual volumes of $50,000 and over
in the year under review. The groupings were then separated as between stores in
owned and in rented premises to produce ten sales and occupancy categories for
which figures were compiled. In cach of the four larger sizes of owned stores, how-
ever, the reports numbered less than 6 and no figures were presented for them in
Table 1. Overall, a total of 123 reports were used in the compilations, 117 of
which were distributed fairly evenly over the five sizes of rented stores while the
6 remaining represented owned establishments with cules of less than $10,000. The
first section of this summary, therefore, deals almost entirely with the experiences
of the five pgroupings of rented stores.

Stock turnover averaged between 1.4 and 2.5 times

Turnine now to the statistics presented in Table 1, it will be noted that
inventory turnover ranged between a low of 1.4 and a high of 2.5 times in 1944,
These averapes noreover were higher for the larger sizes of jewellery stores, the
ratios movini up from the low of 1.4 times in the smallest to 2.5 times in each of
the two largest sizes,of business. The upward movement resulted naturally from the
Tact that even the smallest jewellery stores required a comparatively balanced line
ol poods for effective retailing. Once cstablizhed, the inventories with only
moderate expansions were able to support relatively larger gains in sales volumes.
The rates of inventory turnover of the reporting jewellery stores, noreover, vere
among the lowest experienced by the different kinds of stores in the year under
review, This ranking, of course, reflects the combined influences of several
distineuishing factors upon the inventory positions and sales possibilities of
jewellery stores, among which can be noted the low level of repeat consumer demand,
the conparatively high unit values of the itens handled and the relatively wide
ranges of merchandise the stores just carry to enable their stocks to meet the
varying preferences of their custonmers.
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These factors are clearly apparent in the rather heavy investments of
capital in merchandise inventories. Even the rented Jewellery stores with sales of
less than $10,000 had an average inventory of $2,732 per store at the end of 1944.
For the larger sives of business the average ending inventories were much higher,
amounting to 5,484 per store in the 310,000 to $20,000 store size and to $8,174,
v3,226 and {22,247 per store in the #20,000 to 430,000, the 30,000 to $50,000 and
the 350,000 and over sales groupings.

Charwes in stock positions between the beginning and end of 1944 mnay be
appraised from the total inventories shown at those times in Table 1. Only in the
smallest size of rented stores was an increase experienced and this anounted in fact
to gsbout 12 per cent over beginning figures, Inventories were almost maintained by
stores with sales running between $20,000 to $30,000 but in the $10,000 to $20,000,
the 330,000 to $50,000 and the 50,000 and over store sizes declines were recorded
which averaged about 3, 7 and 9 per cent, respectively. The impact to wartime
scarcities and the inability to secure satisfuctory substitute 1ines apparently was
most keenly felt by the two largest sizes of jewellery outlets, for the contractions
in their inventories were greater than those of the intermediate sizes of establishments.
In summary, the total endirg inventories of all reporting stores decreased by sEipen
cent from their opening valuations.

Gross profit ratios averaged between 37.6 and 46,8 rer cent

Averare rates of gross trading profits for the five sizes of rented
stores varied between 37.6 and 46.8 per cent of sales in 1944. By size of business,
the smallest and the largest stores recorded the highest ratios which amounted
respectively to 46.€ and 42.8 per cent of annual dollar volumes. The high ratio for
the smallest outlets probably resulted in part at least from the fact that many of

heéo.gstublishments derived a considerable proportion of their total sales in the
form of receipts from repairs and services which, consisting mainly of payroll
expenses, had no counterpart in cost of goods sold. Such receipts, however, were
probably somewhat less important for the larger stores concentrating to a greater
extent on the retail aspects of their business, and hence gross profits in the three
intermediate sizes of business averasged out at the lower figurcs of 39.2, 59.2 and
37.6 per cent of sales. The secondary high of 42.8 per cent recorded by the larsest
jewellery stores, of course, could huve been caused by the presence of some outlets
obtainin: rather high proportions of their annual sales from service reecipts.. It
is more likely, however, that thesc establishments whose sales averaged slightly over
$100,000 per store were handlins larger proportions of the more specialty types of
merchandise which presumably carried somewhat higher mark ups than the more Staple
items which the smaller establishments handled.

Peyroll percentazes higher for the larger stores

Turninz now to the operating expense ratios, the five averuses
for employees' sularies and wages runzed between 3,9 and 12.3 per cent of sales in
1944, By size of business the bigger jewellery outlets had the nigher payroll ratios,
the averages rising from 3.9 per cent in the spallest to 6.3, 8.9, €.4 and 12.3 Jopeile
. cent of sales in the four progressively larger sizes of stores. This trend was
probubly due principally to the decreasing share of the work which the proprietors
of the lurger stores performed. In some degree, too, it may have reflected the fuct
that certain additionul help was required by the bigger stores to handle the greater
adninistrative and other indirect activities involved in their operstion,

Rent, unlike salarles and wages, is a fixed dollar expense once the
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lease has been nesotiated. This presents the retuiler with the opportunity to

reduce its weisht by spreading the costs over larger volunes of sale3. .3uch a

process in o sense 1s illustrated in the rentals percentages for jewellery stores
which declined from an average of 4.9 per cent cf sules for stores with dollar volumes
of less than $10,000 to 4.2, 5.4, 2.7 and 2.8 per cent in the respectively lurger
sizes of establishments.

advertising exvenses fLor the five groupings of rented stores varied
between a low of 0.5 and a.hish of 1.7 per cent of sales in 1944. By size of business,
however, the trend was quite irregular. This is indicated by the fact that the ratio
Toge . frah 0.9 pexr canthill gtlied Tessutiian 210,000 sales size to 1.1 per cent im.the
#10,000 to,$20,000 groupiny from which it receded to 0.9 and 0.& per cent in the
#20,000 to 30,000 and the $30,000 to 60,000 store sizes to jump finally to 1.7
per, cent of sales for stores with dollur volumes of $90,000 or more. These irregu-
larities, however, would have averaged themselves out into rrogressively higher
ratios for tic larger sizes of business if the stores had been classified into three
proupings of establishwents with sales of less thun §0,000, between 20,000 and
£50,000 and for outlets with sales cf $50,000 or over.

A Depreciation and other expense ratios lower for larger stores
a FO S =]

Depreciation allowances as percentages of szles with but one exception
decreased zs the stores becane larger. Thus bezinning with a ratio of €.9 per cent
in the smallest size of .business the,average moved upward to 1.2 per cent in the
410,000 to 520,000 sales grouping from which it receded to 0.7, 0.6 and 0.5 per
cént of, sules in the thiree lurger sizes,of .stores.. This declining tendency. resulted
from the fact that the smaller stores required certain minimum equipment for
efficient rctailing .end that their requirements for such did not expand directly with
inereases in,their sales vwolunes.

Cther operating cxpenses include such costs as supplies, communications,
taxes othér than income t&xeés, insurance, lisght, heat and power, repairs, bad debt
losses, interest on borrowed money und sundry, expensecs. Some of these were commonly
expericnced ond hence were probubly included quite unifermly in the figures reported,
while others may not have been uc generally encountered nor so consistently included
in the dollar “totalig for gthsnioperating expensces. alievertieless,.tne percentazes
for these.costerwere conslztantly . lower for the lurgen rented_ jewellery.storesin
1944, the averuges dropping steadily frow 3.0 per cent of sales in the smallest to
5.0 per cent in the lurgest size of business. This is probally a reflection of, the
presence in other operdting expenses of sizable amounts of fixed costswhich in per-
centare form become snaller as sales expand.

Suranarizing the trends in the expense categories just deseribed, total
operating expenses for-the five clusses of rented stores varied from a low of 13.2
to a high of 22,3, per.cent of sales in 1944, By size of Jbusiness tie larger jewellery
stores generally -had the highery total cxpenge putios, thedir highen neyroll percentiges
being more than sufficient to ofifset tihe lower ratios they recorded for rentals,
deprec lation , fand 0Lelr openst g expenses. «  The Dowest uversse fiol Gtotal jexpenses
of 13.2 per cent _oceurred in the grouring of wrented stores having sales ef less than
$10,000 in the year nnder raview. .From tlis goint iie patio rvse to 20.6 and 21.5
per cent in the tuo immediately lurger store sizes, sdropped aguinsgt tie trend to .1J.4
ner cent irn Lhet §501 SONEE Rl 000 S8 el Sage. A 5T LY ioseutD 25.3kpel; eyt .Tor
jewellery sotores with seles o7 #8C,000 ar over.
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averuge net esrnings aveialed between 1707 and 27.0 per cent

Projuietar's neliteurnings before inconme taxes £nd wlthdravwils can be
considered to Include t90 vomponents, vne representing o reward for his personal
services, the other a net profit return on the capitul he llad invested in the
Lusiness, @xpressed in ratic forw, the totul net returns for tie five sizes of
rented stores &verapged btetween £7.6und 17.7 'per cent of ‘sales in 1944.' By size
ik business," the'rrat fosd ecPineiifron®t e MighSel P56 Ter’. cent—in Hik. 1 ess than
$10,000 to 12.6 and 17.7 per cent'in the two ilwediately lurier sizes of stores.
From that point moderute incrcuses tcok pluce with the uverages rising to 18,2
and 20,5 per cent in the two ‘lurgest ‘sules groupings. These chunges,' of course,
represent the net results of variations in the gross profit end totul expense
percentuses which have been discussed previously.

In terms of dollar fisures, however, average proprietor's net carnings
per store recorded consistent increuses from the smallest to the largest sizes
of wbusiness, The progression started at an averuge of 31,813 per store in the
less than 210,030 sales crouping and moved sharply upward to averapes of 32,697,
$4,369, 37,078 and %20,571 per outlet for the larper sizes of stores. A purticularly
sharp expansion, it will be noted, occurred between the 330,000 to $50,000 and
the #50,000 and cver classifications. This was due partly to the rise in the
rate of net esrnings but more importantly to the najor expansion in the sizes of
stores veings compered, the average sales for these two groupings amounting to
236,074 and $100,049 per outlet in 1944,

Cperating Results of Continuing Stores in 1941 and 1944 Compured

Qut of the 137 usavle scliedules #iving operating results for 1944
there were only 101 which also submitted fimures for 1341, These were classificed
by size of business for Table 2 exclusively by the salcs they reported for 1341
and thus entirely independent of their dollar volumes in 1944, Because of the
limited nunbel of reports available for both yeurs it wus necessary to reduce
the number of sales-size cutepories from the five in Table 1 to the three enlurscd
ornes for Table £. In onc ol these - that of owned stores with 1941 sales of
$50,000 und over - only two reports were iucluded uand tlerefore no uverages have
been presented. Only 6 and 7 schedules appeared in the other tio sizes of owned
establishirents end these statistices should be used with caution, ' The sumples,
however, are somewvhat larser for tilie three proupings of rented stores und the
trends in the oper:ting results of these outlets will be discussed in the following
paragraphs,

Beles ~iricromsed S pericenttover 1941

A mlante it othe snles totals shownh for rented stores indicates that
tine reporting stores experienced subgstantiul gains in sales during the wartime
veriod. These incrcuses amounted in fact to 46 per cent over 1941 levels for

che

rented stores with sales of less thun 320,000, to 26 per ¢ent for tle internediate
sroup and to 3L per cent for jewellery outlets having doller volumes of &50,000
or more in 1941. Overall the expansien in business in the three sizes of business

ariounted to about 31 per cent,

In the 'Light of -these gains in dollar volume, it is not swprising to
find the rates of stock turnover averagsing somewhat higher in 1944. In 1341,
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the averupge Pates of stock turnover for tie three sizes of rented stores aumounted
to 1.5, 1.7 and £.0 times aguinst corresponding ratios of 1.3, .2 and-£.6 times
ir the later year. This upward shift for the two larger sizes of stores was

also cuused by declines in inventories, total stocks at the end of 1944 in the
$20,000 to $50,000 sales size dropping by 15 per cent and in the $950,000 and over
eroupinz by 16 per cent from the vuluations reported at tlhe clage .of. 1941 . g In
the smallest size of business un increase of zbout 18 per cent wus recorded but
this was not sufficient to offset the other decreuses and totul inventories for
all rented stores were lower by 1l per cent at the end of the later period. 1In
summary, the three averase inventory figures stood at $4,092, £11,831, and
406,177 per store ut the end of 1941 and at $4,€10, $10,251, und §23,791 per
store at the close of 1944,

oross profit ratios somewhat higher in 1344

Averare rates of gross profits recorded by the rented jewellery
esteblishments incrcased somewhat in the period under review. During 1941 the
ratios for the three sizes of business anounted to 41.6, 33.0 and $3.0 per cent
of total sales which compure with averuges of 42.8, 39.3 and 42.5 per cent of the
dollar volumes in 1944. These suins may huve resulted in part from shifts in
consumer buying to various items of nmerchandisc carrying higher mark ups. A
more important reason, probably, lies in the fact that stimulated by various war-
time conditions receipts from repairs and services foimed higher percentages of
the sules of the reporting jewellery stores in 1944 than in 1941.

Totul expense percentzges were lower in 1944

Reflectinf: reductions in most of the ratics for the five clussifications
of operatinc- expenses, the three percentapges for total expenses were lower in
1944 rthan -inrl941l. | During -the earlier yeer, thre sveragessfor gented stores tormed
2%.2, 28.8 and 25.8 per cent of total sules against corresponding ratios of 20.8,
21.1 and 2.9 peri'ceniy Bpdshicplatior nenihadi,

Aamong the individucl expense categories, employees' salaries and wazes
in ratio forn remained practicully unchanged between the two years, amounting to
7.5, 9.5 und 12.8.per cent of sales in-1941 and to 7.2, 9,€ and 12.1 per cent of
sules in tne corresponding size groupings of rented outlets in 13944. This
stability,of course, meuns thut the considerz=ble expansions in sales were reflected
in almost similar gains in dollar payroll costs, a situation which in turn sugzgests
that some additions hud been nude to store staffs during the wurtine period.

Rentsl costs, on the other hand, are fixed dollar expenses and formed
lower percentases of gales in the later period. In response to increases in
dollar volumes, these uveruges declined from 6.0, 4.0 and 3.2 per cent in 1341 to
4.1, 3.9 and &5 per cent dn 1044,

Nollar allowances for denpreciation, however, are soriewhat less fixed
in nature. Thus, while the orisinal value of the fixed store assets may remain
compardtively unchunsed, the depreciation zllowunces rest upon estimates for wear
and tear, obsolescence, ete., which may vary between stores and also from one time
to another. Nevertheless, the depreciation allowances were all slightly lower as
percentages og_Sales in 1344, the ratios for rented stores dropring from 1.0, 0,
and 0.6 per cént in 1941 to 0.7, 07 and 0.5 per cent in tine later period.. These
declines, however, were relatively somewhat smaller than the gains in sales and
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all
hence average dollar appropriations for this cost were/slightly higher in the
more recent year. As between stores in owned and in rented premises, the former
classes of outlets naturally had the higher rates of depreciation in the two
years under review.

advertising costs as percentages of sales were practically unchanged
in the two smaller sizes of business but the ratio for the largest stores was
lower in 1944. In 1941, the three averages for rented jewellery stores amounted
to 0.7, 1.4 and 2.3 per cent against ratios of 0.8, 1.3 and 1.6 per cent of sales
in 1944. In all but the largest size of business, the decreases were proportionately
smaller than the increuses in sales and consequently average publicity costs
in dollars were greater in the more recent period. Other operatins expenses in
ratio form likewise followed the szme trend and were lower in 1944, the averages
dropping from 8.2, 7.1 and 6.9 per cent of sales in the earlier to 8.0, 6.0 and
5.2 per cent in the later year.

Net earnings percentages averaged higher in 1944

Reflecting the fact that the ratios for gross profits were higher and
those for total expenses were lower, the proprietors of the reporting jewellery
stores received in 1944 much larger shares of the sules dollar in the form of net
earnings. Thus forming 18,4, 16.2 and 13.2 per cent of the sales of rented stores
in 1941, proprietor's net earnings before income taxes and withdrawals rose to
the higher levels of 22.0, 18.2 and 20.6 per cent of total receipts in the more
recent period. Aided partly by these gains and partly by the substantial in-
creases in sales volumes, actual net earnings per rented establishment were much
higher in 1944, the averages rising from $1,882, $5,123 and $11,234 in 1941 to
$3,296, $7,223 and $23,210 per outlet in the later year.



)

Table l,--Jewellery Stores - Operating Results for Stores Classified

Accordine to 1944 3ales Jize and Occupancy Basis, Canada, 1344

AMOUNT CF aiUAL SALRS
Item Less than 10,000 310,000 to 13,999
Cwned | Rented owned | Rented
GENERAL INFORMATICN
1. Rumber of 3tores Reporting ....... 6 o) P2t
2o Topal Balesritel Tk atosraed g 1 . » - « 1z 38,652 $164,330 $304,793
3., Averzge 3ales Per 3tore ...co.c.c. 6,442 6,573 14,514
Total Inventory Reported, SAVPIE
4. Beginning of Year—svoesaris «: % 12,386 61,037 119,071
5. Endi-af Ve w0 I ML, 0 L 11,898 68,294 TOO DR lrs)
6. AVERAEE RO YSaRe Tkl s soolile ke Lue szoss 12,142 64,666 I
Average Inventory Per 3tore, SMALL
e 33 oTo lcY i o U, S e A L T T B2 2z 798 5,484
8, Gosik oLy Haadia SEidEiis i =yl 52 o = 3 22,186 87,424 185,314
9, 3tock Turnover (times per year) .. L L2 1.6
PROFIT AND LOSS DATA
Items Expressed As Percentuges of Sules)
10.. Cross {Mpadhiine BROE A S o s ket 42.6 46.8 39.2
Operating Expenses:
) 4%y Employees® Salaries and Jages .. 6.9 3.9 Bed)
128 AR B 6 B0 0h 0 0 000 0 oo b oIt - 4.9 | SANPLE 4.2
13, adwvertdisi agT oS EEr N . SR 0.4 0,5 i
14, Dapnec Jiaitilcit Suter s dar 8 v S L 1.4 (075 TOO 182
5. Other Operatine EXpenses ....... @, 2 2)(0) TR
SMALL
16. Total Operating EXpenses «ecceceeese 16,9 LR J 20.6
17. Proprietor's Net Earnings Before
Income Taxes and Withdrawals ... E9 a7 27.6 18.6
18, Average Proprietor's Net Earn-
ingd Ber Storel L asil . harsh oL A0, | AL 31,813 92,697




Table l.--Jewellery Stores - Operating Results for Stores Classified

According to 1344 Sules Size and Occupancy Basis, Cunudu, 1344 (Cont, )

AMOUNT OF AMMUAL SALES
T20,000 to 427,999 550,000 to 349,999 350,000 and Over
Owred | Rented Oowned |  Rented OQwned | Rented
SENERAL - TEFORMAT IEM

ekl
18 26 27 i
447,569 $1,010,711 2,701,353 2
24,645 38,874 100,049 3.

SAKTLE SANVPLE SANPLE
147,902 258,657 659,316 4.
TOO 147,134 TOO 239,877 T00 600, 678 Se
1437 ; 518 249,267 623,997 Gle

SEALL SMNALL ; SMALL
8,174 92d6 22,247 1"
269,690 650,684 1,545,162 8.
1,8 2.5 e 9.

PROFIT AMD LOSS DATA
Lxpressed As Fercentages of Sales)

39.2 37.6 42.8 10,
8,9 8.4 12%3 i1,
SANPIE 3.4 SALPLE 2.7 SAMPLE 2.8 iz.
0.8 : 0.8 1y 155
TOO 0.7 TOO 0.6 TOO 0.5 14.
7.6 6.9 B0 15.

SNALL SNALL SMALL
21.9 19.4 22.3 16.
W 18,15 OIS 17
%4569 $7,078 420,571 18,




=Tydane

Table 2.--Jewellery Stores - Operating Results for Stores Classified

Accordinz to 1941 Sales Size and Ceccupancy Basis, Canada, 1341 and 1944

ANCUNT_ GP ANAUAL SALES

Less than $20,000
Item Jy=9" 4 2. 1944
Cwred | Rented owrned | Rented
GENERAL INFORMATION
1. Bumber of Stores RePORtInNG’ .« o< 6 30 6 30
21 Toral "Bai.ciar & . oW ak ai ol 48 o1F e - lafe 354,604 $3507,432 682,640 449,208
3. Average Sales Fen SHOLE % a4 oele ) L 1(0) 8 10,248 18~773 14,9904
Total Inventory Reported,
4. Begioiing gl ¥ e PNy, 0 T Sk, 1is 27786 TN 24,888 139,208
G5 Ind o Vean o RNTELNG YN SR 20,384 122,749 W O8I0 144,314
6. iveraie Tor.Yedr SSRGS ok &< 254090 121,003 23,429 123,801
average Inventory Per Store,
g NG " Ot VORI SN i Yo s S Tl o e 5,064 4,092 9 60 4,810
& CoSLLo™ GooaT: SRl S Shesnait mes It 96 AT 179,540 49,171 257,290
9. Stock Turnover (times per year) .. 8.4 1.5 Eal 1.9
EROFIT WD LOSS DATA
(Items Expressed is Percentagzes of Sales)
Y04+ Gross Anading Bk ol el 8tk st 9.4 41.6 40.5 42,8
Operating Expenses:
10l Employees' Sularies and jages .. S A ) 5.4 e
12- Rent # 0% 0 6 5 OB AP 6L BSOS LT eI e ol 600 2 401
15. :\dVGI’tiSing R BN A Y "o s e s 00 0.8 0.7 0.6 008
14. DepRecliat 1on | & Sl 0 oie o 17 Wi 28 150 LB CiZ
U5 Other QOperating ExpenSes ....... 255 £ 8.4 8.0
16, Total Operating EXDPENSES .ceevssee 6.6 25.8 16.3 208
17. Proprietor's Net Earnings Before
Income Taxes and Withdrawals ... 18,8 1&8.4 24.2 2Ee0
18. Average I'roprietor's lMet Larn-
Lnge Ror " SHalN 4 Bhiseasiiniic o5 gl 2 1. 3,882 55 4 344 35,296
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Table 2.--Jewellery 3tores - QOperating Results for 3tores Classified

sccording to 1941 3ales 3ize and Ceecupancy Basis, Canada, 1941 und 1944 (Cont.)

ACQURT OF ANIUAL GALES

T20,000 - 549,999 750,000 snd Over
1.9:4. L 139 44 1L PByd 1344
cwned | Rented Owned | Rented Owned | Rented Owned | Rented
GENERAL IMNFORMATION
7 56 7 36 20 20 1
&239,659 [81,137,128 [§502,619 (61,432,196 F1,701,204 $2,248,555 | 2.
34,257 Bl 580 45,231 39,785 85,060 112,428 3.
SAVPLE S/MPLE
111,344 S 79 88,560 421,617 497 ,56E 522,049 4.
21,114 425,911 77,850 369,021 TOO 563,533 TOO 475,817 o,
116,229 | 398,045 €3,205| 395,319 530,551 498,933 | 6.
SMALL SMALL
17,302 1.1 4850 21§12 SE(GIE ereialy) R e
144,275 693,648 | 174,914 269,343 1,037,734 1,292,919 e.
i 57 24l 2y 2.0 2.6 9.
PROFIT AND LO3S DATA
(items Expressed As Percentages of 3ales)
33.8 39.0 42.2 39.3 39140 42.5 0]~
135.3 98 A1 1L 993 12 38 2200 kg
- 4.0 - 3.3 SAMFLE 3.2 | SAMPLE 2.9 1172
9,9 1.4 0.8 8L 23 1.6 115
.2 0.8 0.9 @l TOO 0.6 TOO 0.5 14.
8.0 i onls 5.6 6.0 6.9 Dl i85
SMALL SMALL
23,4 2t 12.4 2 25,8 21.9 16.
16.4 148 2 2958 18.2 13542 20.6 W7,
55,639 $5,123 | $10,264 £7,223 $11,234 $23,210| 18.




- 46 -

PART V - TCBACCC GTORES

Trends by 3ize of Business, 1944

Tobacco stores as classified in the 13941 Census of llerchandising
consist of outlets specializing in the sale of tobacco, tobacco products and
smokers' sundries. Included also are establishments specializing in the sale
of @ combination of tobacco, magazines and newspapers with or without the
addition of other merchandise, but sales of tobacco must exceed receipts from
newspapers and magazines., On this basis, about 67 per cent of the total sales
ot -Lobacco stores analyzing their sales by cormmodity clisses in the Census
comprised cigars, cigarettes and tobaccos. OStationery, books and magazines
made up another 3 per cent, candy and confectionery ubout b per cent, all
other food products 3 per cent, and niscellaneous merchundise amounted to 16
per cent of their total trade.

This survey of overatins results is based upon usable returns
received from 182 co-operating tobacco stores. These 182 returns were first
¢clossilfied by sales volume into five sizes of business for stores with sales
of less than $10,000, with sales between $10,000 to $20,000, $20,000 to
30,000, $30,000 to $50,000 and those with dollar volumes of 360,000 or over
in 1944. Such groupings were then divided between stores in owned znd in
rented yprenigses to form ten sales and occupancy clussif ications.

At that point it was found that only 4 reports for owned stores
were included in the $30,000 to $50,000 and none was available for such out-
lets in the 350,000 and over sales size. 3Statistics have therefore been
presented in the table for only eight of the ten possible groupings and these
rest upon 1782 reports. In the three remaining sizes of owned stores the
sanples were quite small and the results for them should be used with caution.
Because of that fact, this summary will deal mainly with the results obtained
by the Tive groupings of rented tohucco stores,

Stock turnover averaied between 10.0 and 16.1 times

Turning now to the results of the survey presented in the table it
will be noted that average retes of stock turnover for the five sizes of
rented stores varied hetween u low of 10,0 and a high of 16.1 timea in 1944.
By size of business the three largest sizes of stores had lower stock turn-
over ratios than the two smallest ones. In this regard, the averages droppred
from 16.1 and 12.9 times in the less than 310,000 and the $10,000 to $20,000
zroupings of rented stores to 10,0, 11,3 and 10.2 times in the three larger
catesories of rented establishments. This relationship - a rather unusual
onein retail trade - could have resulted from differences between the
inventory and sales conpositions of the smaller and the larger tobacco stores.
Thus a nwnber of the outlets in the two smallest sizes of business nay have
been handling more of the fast-selling and staple lines than was true of the
lareer stores; and hence their inventory requirements in relation to sales
would be smaller than those of the bigger establishments.

This tentutive suggestion finds st least partial support in rather
low inventories per store which the two smallest sizes of rented estublishments
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reported &t tne end of 1944. 1In the less than $10,000 and the $10,000 to
$20,000 sales sizes these stocks averazed gb24 and $908 per outlet, from
whiich they expanded to 2,155, & ,836 and 70,5620 per store in the three larger
sizes of business. Changes in inventory positions between the beginning und
end of 1244 were nixed uas reference to the total inventory t'igures shown

in the table will indicate. In the less than $10,000 sales size total
ending inventories were down by 6 per cent from opening levels and wers
virtually unchanged in the $10,000 to $20,000 grouping of rented stores. An
increase of 10 per cent was recorded by the medium-sized stores but in the
two lurzest sizes the expansions averaged only 4 and 3 per cent for an over-
all gein of about 5 per cent over beginning levels.,

fross profit ratios averaged between 15,2 and 21,0 per cent

Gross trading profits represent the difference between totul sales
and the cost of goods snld durings the year. Expressed as percentages of
sales the gross profit ratios were somewhat lower for the larger sizes of
rented stores in 1944. 1In the less than 310,000 sales size the average stood
at 21.0 per cent but from ther: it dropred to 17.6, 15,6 and 15.2 perdl&eht
in the three larger sizes of business to rise finally to 18,6 per cent for
rented stores with sales of $50,000 and over.

among the operating expenses, employees' salaries and wapes ranged
Letween averages of 1,9 and 4.3 ver cent of sales for the five sizes of rent ed
tobacco stores. By size of businecss, the ratios exhibited an irrepularly
rising trend. The series started at 2.0 per cent in the smullest, dropped
slightly to 1.9 per cent in the $10,000 to $20,000 sales size, increased to
3.5 per cent in the rnext and then declined and finally expunded to 2,7 and
4.5 per cent of sales in the two largest sizes of rented stores. These
irresularities, however, would have ironed themselves out into a consistent
upward progression if the five sales zroupings had been combined into three
for stores with sales of less than $20,000, §20,000 to #50,000 und of $50,000
and over. Such an upwurd trend for unincorporated stores is o natural one
in ret:il Lrade, for ay the stores become larger their proprietors personally
account for smaller shares of the expanding activities and hence must rely
increzsingly on puid emplovees to perform the extra work.

Rentals us percentages of sales followed the customary course and
were smaller for the larger tobacco outlets in 1944, the averages dropping
from 5.1 per cent in the less than $10,000 to the low of 2.2 per cent in the
$30,000 to 450,000 size of store. In stores with sules of $90,000 and over
the izher ratio of 3.1 per cent was recorded, an increase wnich may reflect
trhe tendercy for a sreater proportion of these 14 stores to be located in
the larser urban centres.

Very little in the way of advertisin:g expenditures was reported
by the co-operatins; tobacco stores for 1944. Indeed in the smallest size of
business the publicity costs when exrressed as a rercentage of sules was
less than 0.1 per cent and therefore was too amall to show. ['or cach of
the four remuinins sizes of rented stores the uveraises stood at a nominal
0.1 fericent of totadir reeeipts.
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Depreciation allowances in ratio form were also on the low side
for the rented est:blishments ranging overall between 0.5 and 0.2 per cent
of sales,and amounting in three of the five scles sizes tio' O ipericent
of total rececipts. Each of the three groupings of tobacco stores in owned
premises with averages of 1.3, 1.3 and ¢.9 per cent had higher depreciation
expense ratios than their rented counterparts, a clear reflection ¢f the
rreater investients of eapital they hud nade in their businesses.

Cther operatin:: expenses, u residuual category, include such
operating costs ug supplies, communicuation, tuxes other than incone taxes,
insurance, 1ight, heat and power, repairs, bad debt losses, interest on
borrowed money znd sundry expenses. Jsonic of these were commonly expericnced
and probably were quite uniformly included, while otiaers may not have been
cerncountered so generally nor so consistently included in the totuls reported.
Nevertheless, the ratios for other operating cxpenses were consistently
lower for the larger sizes of rented tobaeco stores, the averages dropping
from 3.0 per cent of sales in the smallest to 1,7 per cent in the largest
size of business. This was probably due to the proper inclusion of certain
rclatively fixed dollar costs in this expense category which naturally form
snaller percentaces of large sules volumes than of small ones.

Totul expense ratios between 7.5 and 10.5 per cent

Totul operatingz expenses for the five groupings of rented tobucco
stores varied between 7.5 and 10,5 per cent of sales in the year under
review. By size of business, however, the trend was quite irregular. In
" rented stores with sales of less than $10,000 these expenses averaged 10,857
per cent of sales, from which the ratio declined to 8.3 per cent in the
£10,000 to 20,000 store size, increased to 9.1 per cent in the next, then
receded to 7.5 per cent and finally rose to 9.4 per cent for rented stores
with sales of $50,000 or over.

Proprietor's net earnings before income taxes and withdrawals can
be considered as consistine of two components, one representing a reward for
his clericul services and the other a return on his invested capital, In
ratio fornm, the average net carnings of the five sizes of rented tobacco
stores ranced between a hich of 10.5 and u low of 6.5 per ceat of sales in
1944, By size of business, however, the zverages showed a quite irregular
trend, droppins from 10.5 per cent in the smallest e’ 945 and 6.5 per cent
in the £10,000 to 20,000 and the 20,000 to $30,000 sales volume proupings,
and then rising to 7.7 and 9.2 per cent of sales in tle two largest sizes
of stores. This pottern, it rmy be noted, parallels in considerable degree
the trend in the gross trading profit ratios which declined from the smallest
to the #30,000 to #50,000 sales size and then moved up Lo a sherply bikher
averare in the 50,000 and over classification.

In spite of these irregulurities, however, tic dollzl averages
for net earnings per outlct were consistently larpger Tor the bigger rented
stores. loving from the smallest to the largest sizes of business, these
averages rose frou $720 per store in the less than 410,000 sules class to
£1,321, $1,606, &,865 and $6,257 per outlet in the following LToupings.
The sharp incrcase between the two largest clussifications was due, of
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course, to the major expansions in sules volume becuause averuce suales
jumped from $37,086 per store in the $30,000 to 350,000 cutegory to §67,992
per outlet in the $50,000 and over size of business,
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Tobacco 3tores--Operating Results for Stores Classified

According to 1944 Sales Size

and Cccupancy Basis, Cunuda, 1344

DCUNT OF Al PUAL Snles
Item Less than 10,000 {310,000 to $19,939
Owned | Rented gwned | Rented
OENERAL INFORMATION
1, Number of -Stores Reporting ....... 8 24 14 Q5
2 IO 31 SAUNG, Lue v = o o vlihgs $53,444 $164,222 |$194,928 $781,855
3. Average Sales l'er StOTe€ ....eeen-.. 6,681 6,843 13,925 14,216
Total Inventory Reported,
4, Begiinal ot SR ower. . o o 94 . S 5,227 8,300 13 EES 49,716
& End: {05 “YEOARA =N, " e oy N sl 5,850 7,782 14,563 49,941
6. Averuge’ flor MNMesR 0. 250 50 S8 S (3) 15 8,041 14,245 49,829
Average Inventory Per 3tore,
U End!"of | Ve et Thed $iy. s BRTiA oy 7S 324 1,040 308
8, Cost. .of Gooda SoRULE S, oF. L i .o, 40,350 129,735 1155 ; 165 644,249
9. 3tock Turnover (times per year) .. 75 16.1 10.9 12.9
PROFIT AND LOSS DATA
(Items Exrressed is Percentages of Sales)
10, Gross »iratiine BroBatar il 2ETLT .0 1 4 24.5 2130 20.4 17.6
Operating Expenses:
1l¢ Employees' Salaries and Wages .. 4.4 2.0 3.5 150
12. Rent P e P 0 e s e e ] "o s 0000 - 501 = 5'1
13. . Advertisisip « LA BUNRE L D dssl (a) (a) (a) QL
14, Depreclation oo straeh . S oo 1.3 0.4 1156) 0[5
15. Cther Cperating Expenses ....... 6.2 3.0 98 7 Ao
L6..Potal CperdtiRz BXEENSES,h T .0 deel 11.9 108 30,5 8,3
17. Proprietor's Net kKarnings Before
Income Taxes and Withdrawals ... 3.6 10.5 9.9 9.3
18. Average Proprietor's Ket Earn-
ings, Perystiore 1AL s S, RS oo $842 $720 Sl 37 1 $1,321

(a) Less than .05 per cent.
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Tobacco Stores--QOperating Results for Stores Classified

According to 1344 Sales size and Occupancy Basis, Canada, 1944 (Cont.)

AMOURT CF ANMUAL SALES

320,000 to $29,9399

50,000 to (47,999

$50,000 and Over

Oowned |  Rented Owned | Rented owned |  Rented
GENERAL INFORMATION
f
9 33 a1 14 1,
4223 ,397 $806,551 $778,808 $951,892 | 2.
24,822 24,441 37,086 6% 4998 3.
SANPIE SAMPLE
9,851 64,404 57,175 24738 ¥ a,
12,285 71410 TOO 59,562 TOO U ye S.
11,068 67,757 58,368 75,995 6.
SMALL SMALL
1,365 2,155 2,836 G 509 b= 7,
185,420 680,729 660,429 774,840 8.,
16.8 10.0 11.3 10.2 b
PROFIT AND LOSS DATA
(Items Expressed As Percentages of Sales)
{0 1536 15.2 1876 10,
2.2 3.5 7 4.3 11,
- RS SATIE 2.2 SAMPLE 3.1 16298
(a) 0.1 ol 0.1 | 13.
09 0.4 TOO 0.4 TOO 0.2 14.
539 %3 2a B 1M 1L &
SMALL SMALL
ol el 7.5 9,4 16,
10.0 6.5 7.7 9.2 17
32,470 41,606 i, 865 $6,257 | 18.

(a) Less than .05 per cent.
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FART VI - COAL AND WOOD DISTRIBUTCORS

Trends by Size of Business, 1944

These firms specialize mainly in handling such fuels as coal, coke,
fuel 0il and wood. Ice, lumber, building materials and supplies may be
carried as subsidiary lines but their sales must not form more than 50 per cent
of total dollar volumes.

Firms classified for this survey as distributors of coal and wood,
however, generally concentrate to a high degree on the sale of fuels. Indeed
about 94 per cent of the total sales of such firms analyzing their dollar
volumes by classes of commodities in the 1341 Census of lerchandising consisted
of heating fuels. Coal and coke were the principal commodities handled, their
sules forming 84 per cent of the total. The remaining 10 per cent was made
up of fuel o0il at about 3 per cent and of wood and other fuels at 7 per cent
of the total trade. The subsidiary lines thus amounting to only 6 per cent
consisted of building materials at 3 per cent, ice 1 per cent and miscellaneous
commodities 2 per cent of the sales so snulyzed. The percentages just given,
of course, are overall averages and the sales compositions of individual
establishments would have varied somewhat from this percentaze distribution.

Operating results affected by wartime conditions

The fact that coal and coke bulks so heavily in the sales of these
coal and wood distributors has meant that their operating results were affected
in considerable decree perhaps by the special wartime conditions prevailing in
this trade. Coal, of course, was a strategic commodity, the use of which was
ereatly expanded not only by the industrial war effort but by sugmented demands
from increased numbers of consumers in the urban centers. These additional
needs, moreover, were imposed upon a Canadian supply position normally balanced
by substantial imports from Great Britain and the United States, both of which
countries needed enlarged quantities to meet their own requirements. Such
conditions called for governmental regulations designed to channel the right
kinds and grades of coal to the essentisl industrial users, to ensure the
equitable distribution of the remaining quantities to other consumers, ancd to
control prices in the interests of the anti-inflation policies.

These developments naturally introduced various changes into the
retail distribution of coal und coke. 8 the supply-demand position tightened,
many coal dealers probably found themselves with reduced allocations and
fregquently selling different kinds and grades of coal - often at prices and
mark ups varying from those they realized from their more normal lines of fuel.
Retail prices, although comparatively well maintuined by price controls and
by the payment of subsidies, rose somewhat during the wartime period, the
Bureau's retail price indexes for coal in 1944 being about 6 per cent above
the 1941 average. With mark ups fixed on a tonnage basis according to dollar
spreads realized in the basic period from September 15 to October 11, 1341,
this meant that the dealers' gross trading profits as percentages of sales
changed to some extent with changes in the kinds of coal which were carried.
These rates ef nrofit, moreover, tended to be reduced to some extent because
the fixed dollur mark ups were expressed in fact as percentapes of slightly
hizher selling prices.
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The retail fuel dealers included in this sample may have varied in
respect to services provided and the physical facilities they employed. Some of
the distributors, of course, may have carried a number of kinds and grades of
coal in stock while others may have special ized in stocking and handl ing
particular types. At the other end of the scale, there were probably a number
of what might be terned ®truckers"™ who were included in the sample. 3uch
dealers usually solicit orders from and make deliveries to customers from rail-
way sidings or from wholesalers' yards, practicully no stocks therefore veing
carried. Cperating ir this munner, the principual fixed assets of these distri-
butors would consist of motor trucks, their requirements for coal yards and
other physical facilities being greuatly reduced by the very nature of their
activities. The proportions of the different types of retuil dealers, moreover,
would also vary between different cities and sections of the country depending
upon nearness to producing areas or to large wholesalers, the size and type of
markets beins served, and upor other factors prevailing in the pre-war period.

The effects of such developments and variatons upon the nationual averages
shown in the two tables obviously cannot be determined. Average rates of stock
turnover, changes in inventories from beginning to end-of-year levels and
average year-end stocks per establishment were probably influenced in some of
the (roupings not only by the inclusion of firms which customarily did not
carry stocks but also by war-caused variations in distributors' inventory
positions. The gross profit percentages, while being influenced by changes in
the realized dollar mark ups which resulted from shifts in the Kinds and grades
of coal carried, were also probably affecte¢ in some degree at leust by the
inclusion of firms which, providing more limited services than others, were
obtaining relatively lower rates of mark up. The expense percentages like-
wise would be affected by variations in services rendered and in equipment
and fixed assets maintained., The effects of all of these fuctors, moreover,
could have been all the more pronounced because of the comparatively
restricted numbers of individual reports upon which the averages were based,
Here it would be quite possible for a number of reports reflecting certain
erratic conditions to congregate in particular classifications and thus throw
the resulting averages rather widely out of line. The statistics appearing in
the tables should therefore be treuted with caution and be regurded more as
rough indicators than as accurate national measures of operating experiences.

Turning now to the results of the recent survey, a total of 150
unincorporated coal and wood distributors returned usable reports on their
operating experiences in 1944. These were first sorted into five sizes of
busiress for estublishments having sales of less than $10,000, between §$10,000
and $20,000, §0,000 and 30,000, $30,000 and $50,000, and those with sales
of $50,000 and over. Each of these was then broken down between businesses
in owned and in rented premises to form ten sales and occupancy classifications.
Cnly 3 reports, however, were received from rented establishments with sules
of less than 10,000 in 1944. Averages are therefore presented in Table 1 for
only nine of the ten categories of cosl uand wood distributors. 1In these the
samples are also guite small for in seven of the nine categories the number
of reports ranged between 7 and 19,

Referring to the statisties presented in Table 1, the nine uverages
for rates of stock turnover, which is computed by dividing the cost of goods
sold by the average of beginning and ending inventories at cost levelg,
varied between u low of 11,0 and a high of 30.6 times in 1944, The latter
ratio for 14 owned establishments with sales of less than 10,000, however,
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appears quite out of line, for in the other eight groupings the stock turn-

over averazed between 11,0 and 19,6 tines in the year. he results show

no definite tendency to vary either directly or inversely with the size

of business. .pparently the cffects of restricted supplies resulting

frequently in hand to mouth buying by the retuil trades were sufficiently -
pgreat to overshadow the usual eflect of arnuul volume of business upon stock

turnover rate.

Average inventories per establishment at the end of 1944 varied
directly with size and werc therefore nuch higher for the larger coul and
wood distributors, The smallest averase endini; inventory fimre amounting
to 149 rer estublishment was recorded Ly the 14 deulers in owned prerises
with individual sales of less than $10,000. Inding inventories averuged
$819 and 3676 ver'urit for ouwned and rented cstallishments with snleés between
#10,000 and $20,000, 32,038 and 1,297 in the #80,00C to $506,000, and 4,594 and
&,9885 in the 380,000 to §50,000 groupingmund stood at the counsiderably
hizher levels of 34,2105 and $4,571 per ecstablishment for those witii annual
receipts of 550,000 or over. Total inventories were valued somewhat higher
at the end of the period than at the beginning, the acpregate figures for
all owned and rented estublishments indicating an increagse of about 18 per cent.
lere 14" should| tel ndted ML 158 out of thE 10 firms. reportéd Tor the 1944
calendar year while the others ;pvé Mareh "1, 1845 QT I&ter as. tile end “of
their fiscal periods.

Oross profits averaged bétween 15.5 snd 26.8 rer cent of sales

Gross trading profits ror the nine sales and occupancy classes of
coal and wood deulers varied between 15.5 and 26.8 per cent of sales in 1944
and for the seven intervenins groupings btetween the much narrovier range of
18,1 and 25.5 per cent. aAccording to waount of sales lde the ratios showed
no conclusive tenderncies to vary either directly or inversely with size of
business. For owned establishments the averages increuased from 15.5 per cent
in the smallest to £5.0 per cernt in the £10,000 to $20,000 sales size and
then dropped to 2l . 7n8 18 1 Zand™ 18,5 per cent 1 ‘the tihree: larfer sizes, of
establishments. 7T = high point Tor dealers in rented preniises occurred in
the 10,000 to 320,000 grouping wiere a4 ratio of 26.8 per cent was recorded,
but the three larger sizes had the lower averages of 28,3, 25.5 and 25.0 per
cent of sales, respectively.

Among, the individual operating expenses, employees' salaries and
wages Tor both owned and rented establishments were generally higher as per-
centages of sales for the larger sizes of business. For distributors in
owned premises, the upward progression started with the unusually low figure
of 1.5 per cent in the less than $10,000 size and then moved steadily upward
to 4,6, 6.0, .0.3%GndsesHNDET "BERITOF doYillar volules tinthe Toun lTarget ‘sdles
sizes, The four payroll ratios for rented establishments, on the otlher hand, .
divided themselves into two categories, the averages (or those with sales
vetween §10,000 to $20,000 and from 20,000 to $30,000 centering around 7.3
or 7.4 per cent and for those with volwuues ranging from §30,000 to §50,000
and 350,000 or over concentratin: uround 10,3 per cent. This trend was due
principsally is the fact that the proprietors of the larger establishments
personally acowunted for smaller shares of the enlarged activities and hence
had to rely to a grecater extent on the services of paid employees than was
true of the smaller businesses.
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Rental expenses in ratio form for the four groupings of establishments
in leused premises generally adhered to the usual pattern and were smaller
for the larger distributors. The highest average of 1.7 per cent of sales
was therefore recorded by deulers with sales between $10,000 and 20,000,
from which point the ratios declined to 0.8, 1.1 and 0.5 per cent of sales
in the three larger sizes of outlets.

Advertising expenseés 23 pércentages -of sales were low in all-of
the nine sales and occupancy groupings of ‘estublishments. Ilndeed, thé lowest
average amounting to something less than C,1 per cent of sales was too small
to appeur in Table 1. In four others it formed O.l per cent, in two 0.2 per
cent and in the two remaining amounted to 0.3 per cent of sales in 1944,

Depreciation allowances expressed in terms of ratios were somewhat
higher, ranging for the nine classes of estaublishments between 0.7 and 1.8
per cent of sales. The low of 0.7 was rather unusual in that it was recorded
by the smallest size of owned estublishments. The high of 1.8 per cent for
distributors in owned premises occurred in the 10,000 to {20,000 size from
which the ratios dropped to the lower level of 1.1, 0.9 and 1.1 per cent of
gales in the three larger sales sizes. The four ratios for rented
establishments, however, were represented by two averages with a figure of
1.4 or 1.5 per cent standing for the two smallest and an average of 1.0 per
cent for the two largest sizes of business. In comparison with their rented
count erparts the depreciation percentages are usually higher for the owned
establishments.” This relationship prevailed, however, in only two of the
four groupings of coul und wood dealers for which comparisons were possible,
the reverse being true in the other two sizes of business.

Other operating expenses, a residual category, included such items
as heat, light, power und water, all taxes other than income taxes, insurance,
repairs and maintenance, interest on borrowed nioney, operating supplies,
travelling and other communication costs, and sundry expenses., 3ome of
these were common to all dealers and were included quite consistently in
the fisures reported; others, depending on individual eircumstances, may not
have been so widely experienced and so generally included. Probably due to
this reason the percentage averages for other operating expenses were guite
irregular in their trends by size of business., For owned estublishments
the series began with the rataer low ratio of 5.0 per cent in tle smallest
size of business and rose to 6.5 and 9.6 per cent of sales in the $10,000
to 420,000 and the 420,000 to $30,000 sizes before receding to 6.6 and 5.8
per cent in the two largest sales groupings. For remted outlets, however,
the ratios dropped from 9.7 per cent in the $10,000 to $20,000 size to 7.6
ger’ cent in the next and then rose slightly to 7.3 per cent in each of sthe
two kargest sizes of business.

Total expendes averaged betweern 7.3 and 20.8.per cent of sales

Consolidating the various expense itens just described, total
operating expenses ranced betwcen 7.5 and 20,6 per cent of sules in 1944. The
lowest ratio of 7.3 per cent which represented the 14 owned estublishments
withi sales of less than 310,000 was due mainly to the strikingly low payroll
ratio which amounted to 1.5 per cent. Cmitting this percentuge from the
comparisons, the eight remaining averages stunding for owned and rented
establishments with sules of 10,000 or over varied between 13,0 and 20.6 per
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cent of sales. Among these, the total expense percentages tended more to
stabilize than to vary either directly &r inversely with size of business,
the upward progressions in the payroll percentuges being lurgely offset by
declines in the ratios for depreciation and other operating expenses. Thus
for owned outlets the averages rose from 135.0 per cunt in the 310,000 to
$20,000 to 16,9 per cent in the next ard then returned vz 13.9 and 14,0
per cent in the two lurgest sizes. For rcenteg egstaublishments the series
began at 20,5 per cent in the $10,000 to 320,000 grouping, dropped to 17.4
in the next, and at 20.6 and 19.€ per cemt of sales in tae two largest
sizes of business approximsted closely the average for dealers with sules
between 210,000 and ¢£0,000.

Proprietor's net carnings varied betwqu 4,2 and 12,0 per cent o{_gales

Froprietor's net earnings as used here really comprise two
components, one consisting of a reward for his personal services, the other
of a return on his capital investment in the business. These averages
ranged between outside limits of 4.2 and 12.0 per cent of sales for the nine
sales and occupancy classes of establishments shown in Table 1. Both
owned and rented establishments in the $10,000 to 20,000 sales size had
the highest net earnings ratios with averages amounting to 12.0 and 6.3 per
cent. In the three larger sizes of business, however, net earnings were
closely grouped around considerably lower percentage figures, the ratios
for such dealers in owned rremises amounting to 5.0, 4.2 and 4.5 per cent
and for those in rented premises to 4.9, 4.9 and 5.2 per cent of sales.

Actual dollar figures for net earnings per business were
naturalily higher for the larger establishments. OSuch earnings for businesses
in owned premises ranged from $438 per outlet in the less than $10,000
sales size to $3,786 per unit for dealers with sales of $50,000 and over.
Averagze net earnings for dealers in rented premises varied from $925 per
unit for firms with sales between $10,000 and $20,000 to $4,992 per
establishment for those having sules in 1944 of $50,000 and over.

Operating Results of Continuing Establishments in 1941 and 1944 Compared

Of the 150 coal and wood distributors reporting their operating
results for 1944, only 92 were able to provide similur information for 1941,
In view of the more limited number of firms reporting for the earlier period
in was necessary to reduce the npumber of size categories for which statistics
are given from the five shown in Table 1 to the three enlarged ones which
appear in Table 2. The 92 reports were then classified by size of business
for the second table according to theifr sales in 1941 entirely independent
of their dollar volumes in the later year. This method enables the trends
in the operating results for identical grqQupings of estublishments to be
examined over the four-year period. Such trends, however, are not
necessarily representative either in direction or amount with what the entire
trade may have experienced, for the pcssibilities of variation were con-
siderable and only relatively small numbers of reports were available for
such purposes,

The first aspect of the results of coal and wood dealers which
can be compared is that of sules trends. Included in the 92 distributors
reporting for both years were 16 establishments in owned premises which had
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sales in 1941 of less than #0,000, The sales of these uveraged 22 per
cent above the amount of business they transucted in 1941. There were also
1?7 firms in owned properties having 1941 sales between $0,000 and 350,000
and 19 distributors with volumes of $50,000 and over whose sales in the
later period were up by 18 and 17 per cent, respectively, making an average
for the 52 firms of about 18 per cent., The sample for establishments in
rented premises was somewhat smaller but the 9 dealers in the smullest

size of business experienced an inerease of 56 per cent, the 19 in the
intermediate grouping a gain of 52 per cent, and the 12 in the largest
sales size an expansion of 38 per cent. In summary, the 40 establishments
in rented premises recorded an average expansion of 44 per cent which when
combined with the 52 firms in owned prenises resulted in an overall gain

of about 30 per cent for the 92 concerns which contirued in business during
the entire reriod.

Stock turnover averuges all higher in 1944

In the light of these gaing in sales it is not surprising to find
the average rates of inventory turnover considerably higher in the later
year. The extent of the increases which occurred in the stock turnover
averages is indicated by the fact that while the ratios for the six sales
and occupancy classes of establishments varied between £.5 and 15.5 times
in 1941 they were contained between the higher outside limits of 10.4 and
19.6 times in 1944.

Reductions in inventory levels between the end of 1941 and the
close of 1944 also contributed to the upward rovenent in rates of stock
turnover, for the total inventories for all reporting distributors in 1944
averaged 12 per cent lower than at the end of the later period. By size of
business, however, the recessions were gquite irregular. Average ending
inventories per estublishment, it may be noted, ranged for the six sales
and occupancy groupings of distributors vetween $572 and $6,688 in 1941
and between $712 and $4,792 in 1944.

Averaie ¢ross profit percentages varied irregularly

Average rates of gross trading profits for the six classes of coal
and wood dealers veried in 1941 between 17.6 and 26.1 per cent of sales and
between 17.3 and 27.9 per cent in the more recent year. Little in the way
of a trend in the ratios was evident, however, when exact compuarisons were
iade. In two instances, that of owned establishments with sales of 1ess
than 380,000 and of rented ones with dollur volumes betiween §£0,000 and
£50,000, the ratios noved upward from 20,9 to 23.9 per cent and for the
Jatter from 25.7 to £7.9 per cent. Declines were recorded by two others,
thie averuges for owvned outlets with sales between §20,000 and $50,000
dropping from 20.0 to 19.4 per cent and for rented ones with sales of
#50,000 or over from 26.1 to 21.7 per cent of sales, while in the two
rermaining classifications the ratios rems ined virtually unchanged.
Differences in tac kinds and grades of coul carried and in the manner of
accounting for subsidies received may be ut least partially responsible
for the quite erratic variations which have been noted.

among, the operuting expense ratios, tihe trends in the payroll
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ratios were also mixed. Expressed us percentages of sales, employces'
salaries und wuges were higher for 1944 .in three of the six classes of
establishments by amounts ranging ‘between 1.1 and 1.9 percentuge points.
Comparative stubility featured the three other groupings where the declines
ran between 0,2 and 0.5 percentage voints. These changes indicate that
averamzé salary und 'wage rayments per distributor were higher in each of

the six mroupings in 1944, a nmatural reflection of the substantially

larver volumes of sales the dealers were then making. Uverall the payroll

ratios variecé between 5.8 and 10,1 per cent of sales in 1341 and between
5.3 and 12.0 per cent ‘in the later period.

Rentals, however, were lower as percentages of total sales in 1944.
In the carlier yeuar the averages for the taree sizes of business stood
at 1.6, 1.0 and 0.6 per cent of total dollar volumes against corresponding
ratios of 1.0, 0.7 and 0.4 per cent in the more recent period. Advertising
gxpenses in percentage form remained low and were gquite stable in both
years. For 1941 tlese costs varied between 0.1 and 0.4 per cent of sales
and for 1944 bhetween 0,1 and 0.3 per cent.

A high degree of stubility also featured the average perccuntages
for depréciation atlowances. In two of the six groupings the ratios were
unchunged, in two others they were up slightly while minor declines took
place in the remsining classifications. Overall the six averages varied
between 0.8 and 1.3 per cent of sales in 1941 and between C.8 and 1.6 per
cent in 1944. These changes, nowever, were not sufficient to offset the
effects of the substantial increases in suales volume znd hence the dollar
allocations for depreciation expense were considerably larger in the more
recent veriod.

Other operatinz exprenses ranged betwecn averages of 5.8 and 9.6
per scent ofrsdles dul 1941 adndifieon 5.0 w6 9.leperitentiin 1944,  When
examined in detuil certuin irregulerities in trend are apparent. In two
of the groupings, that of owned estublishments with sales of less than
420,000 and of businesses in rented prenises with sales between $20,000
and 50,000, the rastios moved upward by 0.7 and 1.1 percentage points
against decreusses in the other four which varied between 0.2 and 1,3
percentage points.

Total expense ratios were also irregular in trend

The nmixed trends betwcen 1941 and 1944 which have just been noted
especially in the payroll and other expense percentages nuturally tended
to be reflected in the total operating expense ratios, for these two couts
far outweighed the other three in importance. In summary, the six averages
for total expenses varied between 13,0 and 20.7 per cent of sales in 1941
and between 12.2 and 235.1 per cent in the more recent period.

Proprietor's pet earnings for the six groupings ranged from 4.3
to 7.6 per cent of sales in 1341 and from 3.0 to 9.9 per cent in 1944,
Two catepories recorded increases, three showed appreciable declines
while the ratio for the sixth remained practically unchanged between the
two years.
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In dollar figures, average net ecurnings per establishment were
higher in four of the six sales and occupancy groupings of coul and wood
dealers in 1944 but werc loderately lower in the other two. These
averaged varied between lows and highs of $756 and 6,398 in 1941 and
tetween 1,099 and $6,155 in the more recent period.
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Table 1,--Coal and iood Distributors - Operating Results for Stores

Classified According to 1944 Sales Size and Occupancy Basis, Canada, 1944

ANOQUNT CF ANNUAL SALES

Item Less than §$10,000 810,000 to $19,999
Owned | Rented Owned | Rented
GENERAL INFORMATION
1. Number of Stores Reporting ....... 14 1.5 15
S I o5 ) S T LY SR O T S e, SRR S $75,419 227,379 $221,130
3. Average 3ales Per StOTre€ ...evessos 5,387 1 5,199 14,742
Total Inventory Reported, SAMPLE
4. Beginning of Y hvw -me s oes s oo 2,072 10,846 6,387
Bl | End ofisTesr oo BREE g o Soi o 2,091 TOO 12,287 10,140
6. Average fOr YEBT .iascacescasashs 2,082 11,566 8,264
Average Inventory Per 3tore, SMALL
7. End Of Year LI I N I T I R I I N IR I B 3 149 819 676
8. Cost ‘of ,Goeds Sold ..... SO o e 65,729 170,534 1615867
9, Stock Turnover (times per year) .. 3046 14,9 13.6
PROFIT AND LOSS DATA
(Items Expressed As Percentages of Sales)
10§ Grosa' Tradihg BROGEBELE, ot o o6, 8 Rk 295,40 26.8
Operating Expenses:
15k Employees' Salaries and Wages .. 1.5 4.6 7.4
12. Rent 20 G EOVPe T O s S aa SR s ISR - SAWI.E - 1.7
13. Advertising ® S PO e e e N A S 0 Ao 0.1 OIl 003
14, DEPRECHBEHON! o i ool Nl s alt (o4sfs. 5 0.7 TOO 1.8 1.4
1595 Other COperating Expenses ....... 5.0 (58, 97
SMALL
16. Total Operating EXpenses ......... 7.3 1840 2055
17. Proprietor's Net Earnings Before
Income Taxes and Withdrawals ... Sl 12.0 6.3
18, Average Proprietor's Net Earn-
ings POr SEOEE {..ihb uelh e s bl $438 $1,826 $925
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Table 1,--Coal and yood Distributors - Cperating Results for Stores
classified Aecording to 1944 Sales Size and Qccupancy Basis, Canada, 1944
igont.)

o AMOUNT OF ANMUAL SALES ! g
#20,000 to 23,939 30,000 to #MY9,999 _ 590,000 and QOver
gwned | = Rented owned | Rented Owned |  Rented
GENERAL INFORMATICN

7 2 [ 19 15 28 22 i,
$175,282 3312,682 $737,364 | $607,966 | 2,359,433 | §2,008,345 P
25,040 26,057 38,809 40,531 84,265 95,379 3.
10,626 15,920 40,578 28,069 92,829 103, 839 4.
14,267 15,561 | 45,491 28,276 134,760 100,566 5.
12,447 14,741 43,035 28,173 113,795 102,203 6.
2,038 1,297 2,594 1,885 4,813 4,571 7.
137,246 242,954 603,164 452,327 | 2,026,753 | 1,573,757 8.
IL1NA0) 16,5 14.0 16L ) 17.8 15.4 9o

PRCFIT AND L1033 DATA
(Items Expressed As Percentages of Sales)

gise 2P 18.1 25.5 18.5 25.0 10.
6.0 75 6.3 10,5 ! 6.9 10.1 11.

= 098 = lal ! R 0.5 120

(a) 0.2 0.1 0.1 0.2 0.3 iy
113 b8 0.9 1.0 il 1.0 i, 143
9.6 7.6 6.6 7.9 5.8 7.9 155
16.7 17,4 13.9 20, 6 ¥ ¥ 0 | T
5,0 4.9 4.2 4.9 4.5 Sy < Abh IR
$1,26¢ | g1,2e2 81,640 §2 ,001 §3,756 §4,992 18,

(a) Less than .05 per cent.
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Table 2.-«Coal and Wood Distributors - Opérating Results for 3Stores Classified

According to 1941 Sales Size and Occupancy Basis, Canada, 1941 and 1944

Item

AMOUNT CF ANNUAL SALES

Less than $<0,000

10,

11.
12.
13,
14,
15.

16.

17,

18.

ﬁumber of Stores Reporting .ce.co.
Total Sales co....
Average 3ales Per StOreé ..co..c.c.
Total Inventory Reported,
Beginpningsa fHYCHIn Jale ot ls ot s & « ¢
ERd of “Yieam Fialictl. Mt S i . o4 .
Avenragelf'or Year, . .ERio. T, ..
Average Inventory Per Store,
En'd. off - YeaiR 'y e « sl JSohels sise
Gosth o'l GoOds! GOIIE & gt Rec'd .. -y 5
Stock Turnover (times per year) ..

Tsecocc e esto v OR0

e s e e 0

LR B

Gross Trading Profit ....ceco000e00

Operating Expenses;
Employees' Salaries and Wages ..
Renib ot ey« o 5
AQvertising cecwsscscocecs
Depreciation cceccssccccsoccoasce
Other Operating EXpenses ...scoe

Deo ®e 0 coo®eoco

co0e>C0

Total Operating Expenses .c..ccsce

Proprietor's Net Earnings Before
Income Taxes and Withdrawals ...

Average Proprietor's Net Earn-
ings Per Store .

Sese 89O e OO0

1941 1544
owned |  Rented Owned | Rented
GENERAL INFORMATICN
16 g 16 g
S1671123 $95,525 [$204,100 $149,104
10,445 10,614 12,756 16,567
12,445 3,981 9,225 5%, Ok
14,913 ) o Y 395 8,478
13,673 4,566 .10,310 6,745
932 572 782 342
132,194 71 3 ODL E55,520 RIS
9 7 15,18 14,9 64D
PROFIT AND LO3S DATA
(Items Expressed As lercentages of Sales)
20.9 29l.0 23.9 p L s
642 6.4 9.8 =8
g 106 = l.O
051 001 0,1 (0)
ing 0.8 1% 6 0.9
Dgdc 9.6 (515, €.9
13.4 L8L'S Nvd% O 18.7
798 /a1 o A (5[5
8787 ¢756 | 1,273 81,099
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2.=-=Coa) and {Jood Distributors - Operating Results for Stores Clussified

mozopding to 194l Sales 8ize ard Occupancy Basis, Canada, 1841 and, 1944

(Cont. )

AMOUNT CF AMNUAL SALES

¥20,000 - 47,999

250,000 snd Cver

1941 19 44 1941 1 9044 e
owned | Rented (wned | Rented Owned|  Rented Owned | Rented
GENERAL INFORMATIC
is7 13 17 19 19 { B0 19 12 1.
8567,227 | 657,703 | 669,699 | 999,018 |$1,433,070 { $1,006,306 [$1,678,228 |51,388,057| 2.
33,366 | 34,616 | 39,394 | 52,580 75,425 83,859 ge,s28| 115,671| 3,
50,465 37,438 45,295 47,190 93,660 45,793 65,097 07,804 4.
55,898 51,066 58,088 46,456 W27 SO 51,624 91, 5% 33,052 De
53,182 44,252 51,692 46,88% 110,371 48,709 78,077 55,428| 6.
3,288 2,688 3,417 2,445 6,686 4,302 4,792 4,421 7.
453,782 | 4e8,673 | 539,777 | 720,292 1,180,850 745,660 | 1,386,216 | 1,086,849{ 8,
83D 1150 10.4 o4 T-Clallth 1845 L7 i3 26 9.
: PROFIT AND LOSS DATA
(Items Expressed As Percentages of 3ales)

2040 28wl 13.4 onLg 1756 26% 1 175, 2NsC74E RLOE
637 180 .11 T8 2.0 5 ;& 53 15)55) S0 ENES
b l.o - 007 - 006 - 004 18-
L2 0.4 O It Qs One 0.4 Oz (0303 & IES
0.9 Al 2 0.9 g, 1 ] e PLE 11 Qe ey
e 8.0 {5 S 5.8 (315 5 (8 G148 | 15
VS 20,7 16.4 28k 1 1530 RS li2gis 1.6,:04 1B
4.3 5.0 340 4.8 4.6 7.6 5.1 5.5| 17.
41,449 | 31,741 | 1,189 | ¢$2,490 43,506 $6,398 $4,537 $6,155| 18.
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