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EORKVORD

For some time the Bureau has recognized the practical value of published
information on average operating results, that is, on aversge rates of expenses and
profits, etc., in the principal retail trades. Indeed the first studies of this
nature were made for the year 1938, and since then an increasing demand for such
information hes been experienced by this Bureau. It is in response to this demand
that the present series of reports is now being issued.

Concerned mainly with average expense and profit percentages, compre-
Lhensive information on the operating results of retail stores deals with many of the
significant factors which eventually determine their success or failure, Such infor=
mation therefore represents the results which meny retailers have obtained in meeting
the problems that are common to their particular kird of business., Statistics of
this nature, moreover, have the practical value of enabling individual merchants to
compure their own rates of expenses and profits with 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 managements may well be of some importance in peacetime
@s Canadian retailers under more competitive conditions endeavour to distribute the
products of an expanded industrial economy. These considerations and possibilities
have been set forth under the heading "Importance of Information oun Operating hesults
in Retail Trade'" commencing on page 2 of these reports. A separstec discussion
beginnirng on page 8 under the topic "How the Retailer 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 importeant limitstions in respect to their coverage and
representativeness. This is because the figures are based, not upon a comprehensive
survey of large numbers of co-operating stores, but rather upon comparatively small
sample numbers of such firms. These samples, of course, should be largc enough to
permit the different influences affecting operating results to average tlLemselves
out and thus present the more typical opersting experiences of stores in the different
size ana occupuncy classifications of stores. For many kinds of stores, unfortunately,
tlie number of usable returns when distributed between these clussifications may be
too small to permit any specciel or erratic conditions completely to iron or cancel
themselves out. These aspects of the reports are discussed more fully under the
heading "Limitations to Information on Operating Recults”.on poge 6 of the bulletins,
and to some extent under "How the Retailer Can Use Information on Operating Results"®
on page €, to both of which the reader is referred. It should therefore be noted
that the present studies are tentative in nature and must aswait the results of sub-
sequent surveys for conclusive evidence as to the validity of many of the statistics
herein presented. X

In spite of the preliminary nature of the statistics, however, these
reports are being issued in the belief thut they will at least reveal the future
scope for such studies and may well provide some useful, @élthough perhaps rough,
indications of the operating experiences of the retail trades under review. The
bulletins have been prepared in the Merchandising and Services Branch of the Bureau,
of which Mr. A.C. Steedman, B.A., is Chief, by Mr. A.M. Chipman, M.B.A.,
Statistician in the Branch. The suggestions of those obtalning and using these
reports will be most welcome to the end that better and more useful studies can be
made in future.

HNtoba ¥t Raved ol

H. Narshall,
Dominion Statistician.
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“ART I - GENERAL SECTICH

This report is one of a4 series presenting averaze operating results in
selected branches of retail trade for 1944 and, where possible, for both 1941 and
1944. The tirst series of such studies was rude by the Bureau for the year 13568
and presented somewhat sinilar information on average operating expenses and
profits aguinst which individual firms could compare their own results. Since
that time reguests have been received on an expanding scale for corresponding
types of reports, a fact whieh indicates the growing interest of merchants and
others in information on costs in retuil trade. It is in response to this demand
that these reports are now being issued.

The basic information for such studies wus obtgined primurily for the
purpose of improvins the Bureau's estimutes of the country's National Income which
orisinated in unineorporated ind independent retuil stores. Such establishments
predominate to 8 marked extent in retail trade, comprising 90 per cent of awll
157,551 stores enumerated in the 1941 Census, accounting for U5 per cent of total
sales of ©3,440,901,700, and rroviding a livelihood for nearly 135z,000 proprietors
arnd partners. The net earnings of these proprietors znd partners thus represent
ar imrortant contribution to the lational Income totals. ageregate figures on
these net earnings, however, are not readily available to the Buresu from other

kowices And Uor this reasen it wus Secided eprly ix L9450 to obtain the requived
anformetion by & dirsct surver of aeaple grcums of ratail stores.
Accurads gl comurdpensive figueves on the Wationad (fcoad 878 Mow

resarded 25 one o the best nicasures of the purchusing power and economic activity
of the country. These statistics, consequently, sre hiehly importunt as aids to
both covernments and business in the deternination of their plans and policies, and
particularly so in relution to the problem of muintaining high levels of employment
within the country. Yeriodic surveys of retail trade will therefore be nude to
obtain the inrormation recessary Lo estimate sccurately Lie total net earnings of
unincorvorated retail stores for inelusion in the lational Income stutisties,

In carryings out this task it is hoped that informution on average
operatings results will be mude availuble to retailers in even preater detuil than
hag been found possible in the recent survey. Thus, the co-operation of retuilers
in suprlyings information on their own operating experiences has two benelicial

Price: 295 cents
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results. In the first instance, it enhanceés tho accuracy of the Bureau's estimates
of the National Income and the soundness of the governmental and business 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 can compere
their own financial results.

The figures which co-operating retailers supply to the Bureau on their
costs, expenses and profits are quite obviously highly confidential in fiature. They
are éirictly so regarded by the Bureau and are used vnly for the two purposes just
outlined with no disslosures of the »esults of individual operations being made.

Information Contained in Reports on Retail Operating Results.

The information presented in this and subsequent bulletins consists
primarily of the financial results which the different kinds of co-operating stores
obtained in the year under review. The information conscequently covers such
individual items as net sales, purchaees of merchandise for rescle and deginning
and ending merchandise inventories, cost of goods sold, gross trading profits after
eoBts of merchandise sold have been deducted from sales, the eeveral categories
of operating expenses incurred during the period «nd finally the net earnings
availeble to proprietors after all costs and expenses have been subtracted from
sales. In other words, the informmation here under study consists of the mare
important financial items usually found in the typical roteil Profit snd Loss
Statement.

There are of course many general factors which commonly affect the
financial rosults of retail stores. Three of the more importunt of these consist
of tho kind of business, that is whether the store is a grocery, an apparel, a
furniture store, etc., the amount of annuel sales made by the store, and the basis
of occupancy, that is whether the atore is owned or rented. The reports of the
co~operating rotaill storeos were therefore classified by kind of business and with-
in the kind of business cutegories into groups according to the ‘amount of sales
made. These groups were again divided by method of ocoupancy into "owned"™ and
"rénted" categories. The figures were then compiled for each of the individual
groups and reduced to the form shown in the tables of this report. Thue gross
trading profits, the several expense itoms and proprietors' net earnings before
incoms taxes and withdrawals appear as percentages of sales while stock turnover
appears as a ratio indieating the number of times the average inventories were
-turned over during the year.

These ratios are therefore averages of tho operating results which the
. different groups of unincorporated stores actually obtained. As such, these
averages are ot least indicators of rates of gross tradinz profits, of expenses
and met earnings which ¢imilmr &tcres may have eXperienced in the period under
review.

Importance of Infqgggﬁion on _Qperating Results in Retail Trade.

. The critical value of information on operating rosults for use in computing
4he net earninge contributed by unincorporated retail stores to the highly : '
Amportant National Income estimates has already been pointed out. Indeed, the nos.
earnings of individually operated stores add to really sizable contributions, being
estimated at nearly $150,000,000 in 1941 and nearly $200,000,000 in 1944. Quite
apart from its value in this respect, however, there are other economic and dusiness
uses which increase still furthor 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 yeers, retail trade experienced
high levels of consumer demand, ususlly for reletively inadequate and in some lines
for severely restricted supplies of merchandise. These conditions in turn tOnded
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 curteilment of price competition between retailers,
‘the extension of price control which in general tended to stabilize buying and
selling price relationships for retailers, and a diminished need for mark dqwns and
sales allowances all exerted influence in the direction of maintaining or improving
the percentages of realized gross trading profits. Apart from the furniture, radio
and electrical, and automotive kinds of stores, the sales volumes of individual ;
8tores generally inoreased throughout the war pericd. These gains in turn tended to
level off or to reduce expense percentages, the dollar amounts for some of whic¢h had
been favouradbly 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 to meet consumers' pent-up demands, 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 antigipated as war veterans, end individuals displaced from war production,
establish their own busipesses. 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. wWith freer
price relationghips between merchendise cost and sell prices then prevailing,
greater pressures may be exerted on retailers' gross trading profit margins than
before. This condition will probably result from a combination of influences in-
oluding the increased quantities of readily available supplies, the desire of manu-
facturers and retailers to increase commodity and stere sales through lower prices,
end from making mark downs and sales allowances more extensively than in the war apnd
transition periods. Lower imdiyidual store sales volumes for many kinds of retatl
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 produots, electrical appliances, ete., and '
from more intense campetition between different types and kinds of retail outlets.
These lowered sales volumes will then tend to increase percentage rates of expense,
many of whioh will be forced upward by greater dollar expenditures for advertising,
for store renovation, and possibly for the provision of greater services to store
customers.

Such tendenolies toward reduced store sales volumes, to lowered gross
trading profit and to increased operating expense percemtages in the more normsl
peacetime period emphasize the need for progressive improvements in the management
of independent stores if their continued existence and their proprietors' standarda
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of living are to be assured. These conditions thus impose upon retail 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
revealed and remedied,

These perioctic reviews of bthe 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 v
actuel 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 ere like in the trades they are con-
sidering, what net earnings they may reasonably expect from different sales volumes,
and what standards they must echieve 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 Bureau can provide, a service particularly timely when so many

are aprrnising 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 chapging conditions in distribution, and
greater stability in the business existence of retail stores 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
gervices 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
tending to promote the openmindedness and flexibility t0 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-
wvigsion 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



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
to 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 figures 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. In 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-procsssed 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, Examipnation 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 $10,000 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 ome of these types of occupancy. -

Ahere possible tables were also prepared to present comparative and
averzge rigures on the results which identical groups of stores obtained in 1941 and
1944. 1Individual returns were therefore classified before tsbulation 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 uged in 1941,
irrespective of their size of business or type of occupancy in-1944. Unfortunately,
however, comparative statistics for both 1941 and 1944 cannot be published for some
retail trades due to the limited numbers of reports giving information for both
years. In other cases, comparative 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 plance at the tables appearing in this report will revoul quickly the
items for which statistics are given in the various size-of-business and occupancy
columne. These arec crouped into two sections, one desiznated us the "General
Information" and the other as the "Profit and Loes Data" section.

The "Gensrsl Information® sootion, so its name implies, consists of
statietice useful as buckground material for interpreting the percontagos shown in
the following division of the tables. MNine individual items ere here shown, ¢on-
sisting of ficures on number of stores reporting, sales, inventories, cost of poods
eold, and stock turnover in times per year. Apart from "Average Sales Fer Store",
nAverage Inventory Per Store, End of Year", and "Stock Turnover (times per year)",
the fipures appearing in this section are the dollar totals of the amounts shown in
the individusl reports of the co-oOperating stores.

Itoms included in the "Profit ond Loss Data" soction consist of "Grosa
Trading Profit", "Employees® Salaries and Wages", "Rent", "Advertising®, "Depreciation®,
»Other QOperating Expensos", "Total Operating Exponses", "Proprietor's Net Earnings
Before Income Taxes and Withdrawals®™, end "Average Iroprietor!s Net Earnings Per
Store". Dollar figures for all of the above items with the exception of "Average
Proprietor’s Net Earnings Per Store"™ were of course compiled by sales-size and
cccupancy categories and were then expreesed as percentagee of the total sales
reported by thoee groups of stores. In this way the percenteges become averages for
the several claseee of unincorporated retail atores.

The explanations for the above terms are est forth later in this report
under the sub-heading entitled "How The Retailer Can Use Information on Operating
Costs”., It can be noted here, however, that both the percentages and the dollar
figuree for proprietorfs net earnings are weighted by the inclusion of two different
olements. One of these comprises the proprietor's remuneration for managing the
business «- an amount which would in fact have been charged as an expense againet
the store if the bueinese had been incorporated or had been oporated as & unit of a
retail chain eystem =- while the gecond consists of the smaller and residual net
profit element which compensates for capital invested and risked and for unusual
merchandising abilities brought into play. Juite obviously the figures shown for
net earnings c¢on.iiderably overstate the proprietor's 'net profits' because they also
include the allowance for proprietor’e managerial services. Juestions were
consequently included in the schedule to permit odbjeotive allowances to be made for
these eervices but insufficient information was obtained to enable the two elemsnts
in proprietor's net returns to be separately presented. The finmsl item on average
net earaninge per store is therefore shown in dollar figures in the tables, partly as
an offset to the relatively high net earnings percentages revealed by the revioue
series and partly to enable the reader t0 make his own allowances for the two
principal elemsnts the net sarnings figures contain.

Limitations to Information on QOperating Results.

Many retailers may quite probably use the averages conteined in the tables
of this series of reports as information agasinst which their own results can bde
compared and analyzed., Others may uso the statistics in a broader way as indicators
of distribution costs in the various retail trades, Both uees ares of courss guite
proper but tho information will serve these uees besat when the limitatione inherent
in the figures aro fully appreciated.

In the first instunce it is important to note that the figures are dbased
only on the results of unincorporated retail stores. The averuges 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 nmost 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 incorme taxes 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 samples, chosen at random, are presumed to give representation
to the several factors which influence operating results, inocluding 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-size
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 a sufficient number of reports being included to permit this process automatically
to taeke place. Examination of the tables, however, will indicate that the number
of usable reports included in the various salcs-gize and occupancy categories is often
quite small, frequently representing less than ten stores. In such cases the results
should be compared c¢arefully with the results shown for other sales-stze brackets
to appraise consistencies in trends between the different groups. Jhere 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 clagses. On the other hand, these
overall figures also reflect the combined and average influences ¢f location by
provinces and by size of locality, of degrees of service provided and of merchandising
policies followed. Individual retail stores, however, experisnce 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
consideradbly from the experiences of many 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
percentsges 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 the first two types of expenses,
tte practice 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 emounts were shown for depreciation and no indication was given that any
Led been tuken, the schedule was exunined to see if the size of business justified
further attention. If 8o, the firm was cither corresponded with or an estimate

was made for this item. In all cases, of course, the expense ratioc represent the
total dollar expense figures for each item in each individual classification
expressed as percentages of the totul sules reported by stores in that category.

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

jow the Ret er Cun Use information on Uperating Results

Mention has already been made of the conditions 1in 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 & greater pressure of avalleble supplies on reteil and consumer nrarkets, a
relatively smaller unstimulated demand for those connocities, a greater competition
in retailing associated quite probably with freer anc often somewhat lower prices,
and the possibilities of reduced percentages of gross trading profit, of lower
individual store sales volumes for many kinds of independent stores, and of higher
expense percentages. Such factors raise the question of how individual merchents
cen best utilize information on average operating results as a management tool in
meeting their problems of trensition and ad justment to changing economic conditions.

Use of operating cost averages in this way depends essentially upon
comparing results of individual stores with those obteuined by similar stores in the
same kind of business. The retailers therefore should first determine from the
tables the size of business and occupancy categories most similar to his own store.
This may be done by compering his own ssles for the period with the sales-size
brackets of the tables to determine his size categery and by selecting the occupancy
basis coinciding with that of his own business. He should next reduce his own
financial 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 tkc most part as percentages of his own total
net sales t¢nd receipts from services performed. He is then in & position to compere
directly his own results with those whick other more or less similear Canedian storos
obtained in the same period.

"Number of Stores reporting", the rirst item in the tables 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 typlical those ratios may be of the entire class of
stores they are presumed to represemt. Such percentages, it will be recalled, bécoue
moro accurste as overall measures of thelr class as the numbers of stores in the
sample increases, Consequently the averages for perticular categories where the
nunber of reports is small should be compared with otier brackets for consistency
before those averages are applied against the results of the individuel store.

rAverege Sales Per Store"™ is a useful comparative filgure because it glves
the retailer an idea of thke size of the 'averege' store in eacL 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 cen meke the necessary allowances therefor when comparing figures for stock

5
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turnover and percentages for the variocus operating expenses and net earnings with
his own results.

*Total Inventory Reported® as a section within the tables containsg 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
itema 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 eost 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 athers
in his own sales-size bracket. Under normal supply-demand conditions, however, such
fipures would probably provide 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 average inventories of merchandise in the year. For
rurposes of this report, it has been calculated by dividing the average of the
total beginning and ending inventories at cost values into the "Cost of Goods Solad“.
The latter item itself is a computed one, being determined by adding beginning
merchandise irnventories to purchases and deducting stocks of goods left on hand at
the year-end. Merchandise purchases here consists of the invoice value of 8ll 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 becasuse the turnover
figures for the individual store and sample group of stores are similarly affected.

Having computed his stock turnover in the above manpner, the retailer may
find the firure for his store somewhat lower than the average for the comparable
group of ¥ etail cstablishments. The immediate explanation for this variation of
coursc is that the merchant seemingly used a larger average inventory to obdtain
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 direct 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 emjoyed 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
yeor ended may have been sufficiently heavy 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 faeing a new financial year with
g relatively heavy and perhaps unbalanced inventory position.

The third possibility, that the retailer's beginning and ending inventories
were both higher than the average beginning and ending per store inventories for
the group, from the merchant's viewpoint is probably most significaczt of ell. Same
retajlere, 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 Pebruary 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. In 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 capital for more profitable investment in other ways.

"Gross Trading Profit", as has been pointed out earlier, is the difference
between net sales of m ghandise, 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. .is 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 profits 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 because 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 each 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 sold would form 75 per cent of
sales, and the maintained mark up on cost for the store then would be 25 per cent
over 7% per cent times 100 per cent, or 33-1/3 per 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 instence, 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 treding profits. Competition may possibly have required the retailer
to sell at relatively low selling prices and thus at relatively small 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
g8ell merchandise 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 enable satisfactory original
mark ups to competitive selling values to be obtained is another faector. This
experience, of course, is at least partly common to other retailers in the same kind
of business. Failure to take the full benefit of cash discounts,also tends to
reduce the gross trading profit percentage. OSuch discounts, although representing
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a worth while addition to the income of the business, will usuelly not of themseltves
cause .any considerable ehmnge in the gross profit percentags.

A number of other factors may alBo be influential in producing a lower-than-
average rate of gross profit. An over-velued beginning inventory, for instance,
will cause a larser 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 velue 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 gradual drop
has been experienced. Merchandise withdrawn by proprietors or by employees as part
payment for services rendered, will likewise depress the gross profit percentage if
such amounts have not been included 4n sales at full retail values. In cases where
cash receipts are considered as sales the withdrawal of cash by the proprietor with-
ocut including it in his total receipts, or the transacting of an unusually large
proportion of business on a c¢redit baesis near the end of the financisl year, again
will reduce the groas 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 the 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 salariea 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 types of services provided by the retailer to his customers might also
be an explanation. Some of these extended on a non-charge basis, such as free
delivery, the provision of credit, the making of adjustments and alterations, etc.,
could havs increased the routine work of the store sufficiently to require
additional help. Certeain 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 retajler's business may also account for the
higher-than-average percentage for salaries and weges. 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 mey be giving more of his attention
‘to the other activity, relying to a greater extent on paid help to operate his store.

In some instances the merchant's higher payroll percerntage may reflect
peculiarities of some of the stores included in the different sample groups of
stores. 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 mey 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 com arable 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 remts often tend to be somewhat higher than in the smaller
places. In the tables, however, these higher rents are 'averaged down' by the lower
rental experiences of stores in the smaller localities,

When due regard has been paid to this fect, 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 obteining as large s sales volume per dollar of rent expense as
the comparable stores obtained. Several factors, of course, can account for his
less-than-average performance. Among these is the possibility that especially severs
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 ip 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. Here the comparison may not .be a8
adverse as it seems when the proportionate amount of remte.is charged against the store.

rAdvertising", shown in the tables as average percentages of sales, 18
based on tho 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 sdvertised, and hence should be allowed for in making comparisons. A8
in other cases, a higher-than-average advertising expense ratio may be due to @
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
whizh 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
or rented, the original costs and types of the fixed assets which are owned, and
the rate at 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 fixed
assets had slready been written off. Quite possibly, the wartime scarcities of
equipment, materials and labour muy 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
ostimate was entered in the tabulations for this expense. In general where
correspondence with reporting stores was undertaken the following rates were suggested
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for consideration: on cost of building, a maximum of S per cent if of wood, and of
2-1/2 per cent 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 still 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 e¢cst may
have 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 rate of allowing for it can only vary on a sound basis between
fairly narrow limitg, -

"OQther Operating Expenses"”, comprise all legitimate expenses still
remaining and include heat, light and power, store supplies, taxes other than ine-
come taxes, business insurance, losses on bad debts, repeirs and maintenance,
interest on borrowed money, etc., but do not includ» proprietor's salaries or with-
dyawals. As such it is unfortunately too mixed an expense category to permit a
detailed analysis of the reasons for the difference btween the individual retailer's
expense retio and that of his group. Furthermore the merchant must meke an allowanoce
for a reasonable difference between the two expense percentages because of the
varying experiences of stores reporting their "all other operating expenses". If
his own percentege 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 gosess the possibilities of effecting certain reductions in the futurs.

"Total Operating Expenses”, when expressed as a percentage of the store's
total sales, is of course merely the sum of the individual expense percentages
previously discussed. The difference between the individual merchant's total
expense ratio 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 poasibly 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 couree, exclusive
of mon-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 one - or both - of two factors: i.e., a lower-than-average gross
" trading profit percentage, or & higher-than-average total operating expense ratio,
the possible causges of which have already been commented upon.

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

Discussion in this Gection, it will be noted, has dealt with three phasee
of the problem of "How The Retailer Can Use Information On Operating Results"™ in
studying his stock turnover and his wvarious 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 reteiler's results were inferior to the
average for his comparadble clags of stores. This, in turn, was followed by a
discuseion of the poseible operating factors which might have ceused the poorer
results. MNany of these factors, however, would have resulted in average or better-
than-average performaences being obtained if their direction had been reversed. Yor
this reason, therefore, no attempt was made to analyze the reasons for higher-than-
average conerating 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 problems of retail manaogements.
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PART TI - AUTOMOBILE DE/LERS

According to the Census of Merchandising, there were 1,962 automobile
dealers and 212 djistributors with wholesale car departments engaged in handling new
motor vehicles in 1941. The total sales of these establishments which consisted of
new and used vehicles, parts and accessories and service receipts amounted to
$238,013,600 for the former and $102, 029,100 for the latter type of firms for an
apgregate volume of $340,042.700 in that year. Such concerns provided livelihoods
for 1,925 propristors or paruners. full.time work for 20,306 employees to whom
$29,017,200 was distributed in salaries and wages, and part-time employment :to 1,753
individuals who received $853,500 in salaries and wages for a total payroll'of
$29,870,700-in 194).

Any statement on the operating experiences of this important division of
retail distribution obviousiy must recognize the drastic changes which followed the
discontinuance early in 1942 of new motor vehicle production. Previously, the suto-
mobile retailers had been geared to a high level of activity. In 1940, for example,
their sales of new cars, trucks and busses numbered 130,552 units for a retail
value of $148.845,278,. In 1941, they sold 118,073 new units at an aggregate value
of §151,868,905 which constituted 45 per cent or slightly less than half of their
total gross sales of $340,042,700, 4in 1943, only 4,798 new units were retailed at
$7,557,400, a valuation approximately 95 per cent below the $151,868,905 realized
in 1941, In 1944, there were 11,677 new vehicles released by the Motor Vehicle
Controller of the Department of Munitions and Supply for civilian use of which
9,514 units were commercial and 2,163 were passenger models, but no figures on the
total retail value of these are available.

Concurrent with this heavy contraction, the financing of used wvehicles
by firms which specialize in this activity and which of course tukes no account of
sales made on a cash basis dropped from 141,387 units in 1941 to 30,599 vehicles in
1944 for an overall decline of 78 per cent. Rates of gross profit realized on such
transactions, however, were likely somewhat higher in the more recent years, for a
considerable proportion of the 1941 sales were from trade-in stocks., In this regard,
the Bureau’s report on biotor Vehicle Retailing in Canada, 1937, showed a gross trading
logss of 4.8 per cent of sales in that period.

Under the impact of these conditions. a number of the smaller new wvehicle
retailers probably discontinued operation. The majority of the firms, however,
carried on at reduced levels by selling used cars when available and by maintaining
and expanding their parts and accessories and repair departments. Some of the firnms,
indeed, may have developed their repair and servicing activities to the proportions
of machine shop operations. The contributions of these servicing activities to the
economy are well illustrated by the bureau’s estimates of passenger cars withdrawn
from use. These totalled 166,054 in the three-year period 1939-1941 against a
figure of 110,962 for the three years of 1942 to 1944 inclusive. During 1943 and
1944 such withdrawals reached the exceptionally low levels of 23,143 and 16,319
units while the nine-year high of 71,500 withdrawals in 1942 reflected in part at
least the displacements caused by heavy sales in the preceding years.

Summary of operating results, 1941 and 1944

The effects of these developments upon the operating results of automobile
retailers are shown in the statistics presented in Table 1 and are commented upon
later in the text. The more outstanding changes in operating results between 1941
and 1944, however, mzy be swmmarized as follows:
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(1) Total sales obtained in 1944 by reporting establishments in
owned and rented premises averaged 54 per cent below the dollar volumes
which these same firms obtained in 1941. The greatest decreases were
experienced by the lurgest firms, the 1944 sales of owned and rented
establishments with sales of $50,000 and over being 53 and 61 per cent
below the levels for the earlier year. Even these contractions, more-
over, do not reflect the decreases for the trade as a whole because the
continuing firms undoubtedly secured a certain amount of the business
formerly transacted by the establishments which had discontinued operations.

(2) Gross profit percentages were generally higher in 1944 than in
1941. As an example, the gross margins for owned and rented establishments
with 1941 sales of $50,000 and over increased from 18.1 and 15.2 per cent
of sules in the earlier to 29.4 and 29.0 per cent in the later period. This
was due mainly to the markedly higher proportions of total receipts from
services which, consisting mainly of labour charges, contributed only small
amounts to the offsetting item for cost of goods sold.

(3) Total operating expenses as percentages of total sales also
averaged considerably higher in 1944 than in 1941, the ratios of owned and
rerted firms with sales of $50,000 and over rising from 13.7 and 12.0 per
cent in the earlier to 21.7 and 21.5 per cent in the later period. Higher
payroll ratios contributed heavily to these increases, but rent, depreciation
and all other expenses formed larger percentages of the reduced sales volume
in 1944 than of the much larger turnovers of 1941,

(4) The average rates of net earnings before income taxes and
proprietors' withdrawals followed the upward movement recorded by gross
nrofits forming higher percentages of sales in 1944. As an illustration,
the ratios for owned and rernted estzblishments with sales of $50.000 and
over rose from 4.4 and 3.2 per cent in 1941 to 7.7 and 7.5 per cent in 1944.

(5) The expansions in the net earnings ratios, however, were not
sufficient to offset the sharp declines in total sales. Average net
earnings per establishment in consequence were lower in the more recent
period, the net earnings of owned and rented establishments with sales of
$50,000 and over receding from $6,166 and 6,516 per outlet in 1941 to
4,996 and 45,843 in 1944,

Description of business activities, 1941

Before proceeding to analyze in detail the operating results of the
revorting automobile retailers, a deseription of their merchandising activities may
be in order. This i3 presented in the following table which reveals the percentages
which the sales of the different commodities and receipts from services formed of
the total dollar volumes of the firms which reported an analysis of their sales in
the 1941 Census of Merchandising. The averages are national in scope and rest upon
the returns of both unincorporated and incorporated businesses.
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Percentage Distribubtion of Sales by Conmodity Classes, Canada, 1941
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Operating Results of Coabinuing Establishments in 1941 and 1944 Compared

For other retail trades the practice has been to present first the operating
results obtained in 1944 followed where possible by the averages for the smaller
numbers of firms which submitted figures for both 1941 and 1944. The interest of
automobile retailers in such figures, however, is naturally directed back to their
experiences in the more normal vear of 1841 as a possible indicator of their
operations in 1946. The present report recognizes this interest by first presenting
the comparative statistics of identical Tirms for 1941 and 1944 in Table 1, and then
the results of a somewhat larger sample of establishments for 1944 only in Table 2.

Turning to the recent survey., @ totul of 315 unincorporated concerns sub-
mitted usable returns on their operations in 1944. Of these, 223 also provided similar
information for 1941. The latter group was clussified into three sizes of business:
(a) firms with sales of less than 20,000, (b) between $0,000 and £50,000, and
(c) those with dollar volumes of £50,000 and over. This was done entirely on the
basis of sales made in 1941 and therefore quite independently of sales in 1944. These
categories were then subdivided between establishments in owned and in rented premises
to form six sales and occupancy groupings of reports. Only 4 returns, however,
were available to represent rented outlets with sales of less than 20,000 and fisures
were consequently compiled for only the remaining five classes of automobile retailers.

Sales decline from 1941 averaged 54 per cext

A glance at the total sales figures indicates that dollar volumes in all
but one of the five groupings were markedly lower in 1944 than in the earlier period.
Firms in owned premises with sales of less than $20,000 were the onlv ones to better
their 1941 volumes, the 1944 sales for the group averaging 21 per cent higher than
in the nrevious period. The increase for these small firms was partly due to an
expansion'ir their service receipts which tend to foru somewhat larger percentages
of total sales than is true of the larger estublishments. - Being comparatively small,
morecver, these outlets were able to repliace their relatively low sales of new vehicles
with considerably greater quantities of used ones or indeed with other merchandise,
Substantial declines, on the other hand, were experienced in the two larger sizes of
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business. Tor owned an¥ rented estublishments with sules between $20,000 and
%50,000, the declines from 1941 levels amounted to 14 and 19 per cent. In the
largest size of business, consisting of owned and rented outlets with average 1941
sales of 138,647 and {200,381 per firm, the declines were much more severe,
representing contractions of 53 and 61 per cent from previous levels,

The cessation of new notor vehicle production, of course, emphasized
tiie need for conserving the cars and trucks already in use, and thereby increased
the relative importance of the repair and parts and esccessories departments of
tite automobile dealers. Designed primarily for aequiring information necessary for
national income estimation, the schedule did not require the tctal receipts of the
reporting establishments to be broken down in detail, The form, however, did permit
an analysis of such revenues as between sales of merchandise and receipts from
repairs and services to be made, and the trends in these between 1941 and 1944 are
shown in the following table., The sample, it will be observed, is quite small
for owned establishments with 1941 sales of less than $20,000 and the averages for
these may not be typical of other retailers with similar dollar volumes in 1941,

Motor Vahizle Retailers
Analysis of Total Sales by Size of Business, 1941 gnd 1944

Size of Busingas
Occupancy Class Tnder $20,000 $20,000--349,992 |  $50,000 and Qver
1941 1944 1941 1944 1941 1944
Quwned Establishments
Minbia: | RepentdIie oo J. s o [ i3 50 50 52 2
Number analyzing sales ..... 6 6 41 41 40 40
Fer cent salss of
s ' menclienddisel k-, ot b 77 32 7,2 87.9 84,1 9@ 799
Fer cent receipts
EDOR SEBVACOSimas o wov 1o 2243 25,8 L3l 1E57 L) S S0
Average sales per outlet ... $14,184 | $18,459 | $32,740 | 927,157 | $150,149] 369,171
Average service receipts
IBET " GBS UM Bt srat v o s 0 o $95,163 | § 4,762 | § 3,962 | § 4,318 | § 13,964 | 313,903
Rentad Establishments
Rligber EopOEhIRE varwie of dheiiiciora 26 28 79 79
Number analyzing sales .e.cos ) 13 AN 60
Sample | Sample
Per cent sales of
DeRCHRNEEESAE .1y o 5T S¥eke lons 82.23 (S 91,9 78.6
Per cent receipts Too Too
BEOMLSeTVIICES v o o 46/ age ALz 23,2 9.8 21.4
Averagse sales per outlet ... Small Smadl $56,028 | 930,109 | $190,553 | 77,100
Average service receipts : :
per oubllet or aid. sadl se $ 6,207 | Q 6,985, ¥ 17,150} R6;499
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Recelpts from repairs and other services were consistently higher as per-
centages of total sales in 1944 .than in 1941, the five averages ranging between 9.0
and 22,3 per cent in the earlier and between 15.9 and 25.8 per ceant in the later
year. Reflecting the major declines in sales volumes, the sharpest increases in the
proportions of service receipts were recorded by establishments with 1941 sales of
$50,000 and over, Firms of this size in owned premises obtuined 9.3 per cent of
their total receipts from repairs and services in 1941 against 20,1 per cent in 1944
while the corresponding ratios for outlets in rented premises stood at 9.0 and 21.4
per cent. By size of business, the smaller concerns depended more upon their repair
departments in 1941 than the larger cnes did, the ratios of service tc total receipts
dgsalining sssedily an ihe estebdlisignenis Bacams Largsy.

sctoel servics rxoeipts per sshabliimument 1n the intstmeriiate and iargest
saies sizes surprisingly endugh remained comparastively stable in both periods. This
suggests that either the repair departments were operating at near capacity levels
in 1941, or that through labour shortages they were unable to expand those repair
volumes appreciably in 1944. Both factors, indeed, may have been present within these
samples. Although not necessarily indicative of general experiences because of the
limited sample, the repair departments of the 6 owned establishments with sales of
less than $20,000, however, were able to better the performance of the larger out-
lets by obtaining on average considerably larger receipts per establishment in the
later period.

The above averages, of course, are more significant as indicators of trend
than as accurate measures of the contributions of repair departments to the' sales
volumes of motor vehiecle retailers. In this regard, the service receipts of all
firms included in the preceding table averaged 9.6 per cent of sales in 1941 against
the overall ratios of 6.5 and 5.4 per cent for the much larger number of automobile
dealers and distributors which reported for the same year in the Merchandising Census.
The comparison is a fairly close one - and might have been even closer if more of
the larger firms had been included in the sumple - but the gap nevertheless suggests
that these figures should be regarded primarily as indicators of trend.

Ending inventories generally much lower in 1944

Inventory positions of course were much lower at the end of 1944 than at
the close of 1941. In the $20,000 to $50,000 sales size, the total ending stocks
reported for 1944 by the 50 firms in owned premises were about 18 per cent below the
corresponding valuations for 1941, while the decline for the 26 rented estublishments
amounted to 46 per cent. Reflecting the probability that new motor vehicles bulked
more heavily in the stocks of the largest firms, their inventories recorded even
greater declines which averaged 51 per cent for the 52 concerns in ovned, and 63 per
cent for the 79 establishments in rented premises. Such contractions, it will be
recalled, paralleled closely their declines in sales which amounted to 53 per cent
and 61 per cent respectively. The 12 establishments in owned premises in the
smallest size class reversed these trends, their stocks' and sales being 11 and 21
per cent greater than the corresponding figures for 1941.

Average inventories per establishment varied for the five sales and
occupancy groupings between $1,.875 and $24.948 at the end of 1941. The firms with
sales of 50,000 =nd over naturally reported the lurgest inventories, owned
establishments with average sales of $138 547 having inventories of $17,091 per unit
while the rented outlets with the much higher average sales figure of $200,381 had
ending inventories amounting to $24,948 per establishment. The merchandise
inventories of the reporting retailers averaged much lower at the end of 1944, the
five figures ranging between $2,076 and §9.303 per establishment.
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Stock turnover ratios irregular in trend

The stock turnover ratios were calculated by dividing cost of goods
sold, i.e., cost of sales, by the average cost values of beginning and ending
inventories. Both cost of goods sold and the inventory valuations were to in-
clude the labour costs involved in reconditionins used cars for sale, The
resulting averages therefore represented the number of times such inventories
of merchandise and incorporated labour costs were turned over in the year and
were independent of the receipts or the labour costs which arose from the pro-
vision of repair services,

So defined, the stock turnover averages for the five sales and occypancy
groupings of firms varied between 5.6 and 7.5 times in 1941 and between 5,7
and 7.4 times in 1944. These outside figures, however, conceal the irregu--
larities in trend which are apparent between the two ycars when the ratios are
examined in detail. 1In two of the categories, that of owned establishments with
volumes of less than §20,000 and those with sales between $20.000 and $50,000,
the ratios were only slightly higher in 1944 than in 1941. PFor rented outlets
with sales ranging between $20,000 and $50,000 the average rose from 6.3 times
in the earlier to 7.4 times in the later period. In the largest size of business
the turnover rates were sharply lower in 1944, the ratio for owned establishments
receding from 6.7 to 5.7 times and for rented ones from 7.5 to 6.0 times.
During 1941 these firms were turning over their inventories of motor vehicles
at sufficiently fast rates to raise the overall average above the slower turn-
overs recorded in their parts and accessories departments. In 1944, they
derived practically no revenues from the sale of new cars and trucks and hence
the lower stock turns of their parts and accessories departments effectively
reduced the averages realized on their entire operations.

In 1941, as the more normal operating period, the largest retailers

had the highest rates of stock turn., These averaged 6,7 times for the owned

and 7.5 times for the rented establishments which compares with ratios of 5.6

and 6.3 times recorded by those with sales between £20,000 and $50,000, The
Tigure of 5.6 times, however, was exceeded by ovmed estublishments with sales of
less than $20,000, the average for which stood at 6.0 times in 1941. This
ranking was reversed in the later period when the largest firms turned over their
average inventories at somewhat slower rates than the smaller establishments.

Gross profit percentages averagzed higher in 1944

tross trading profits, or the differsnce between total sales and cost
of salas, were generally higher as percentages of total receipts in 1944. Over-
all the ratios for the five groupings of establishments ranged between 15.2 and
25.7 per cent in the earlier and between 20.6 and 30.2 per cent in the later
period. No change was recorded by the 12 outlets in owned premises -with sales
of less than $0,000, their gross profits averaging 25.7 per cent in both years,
service receipts forming only a moderately higher percentage of total sales in
the more recent period.

Of the two larger sizes of business, the owned =nd rented establishments
with sales of $50,000 and over registered the sharpest gains in the average
rates of gross trading profits between 1941 and 1944. This was due largely to
the much higher proportions which receipts from repairs and other services formed
of their total sales volumes in the later period. These receipts consist
principally of labour charges, the wages for which were included in salaries and
wages and hence had virtually no counterpart in the cost of goods sold. The
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changes in rates of gross profit and in the percentages of service receipts
between the two years are summarized below.

OGross Frofit and Service Receipt Percentages, 1941 and 1844

Gross Profits Service Receipts
Sales and Occupancy Class (Per cent of sales) (Fer cent of sales)
1941 1944 1941 1944
Between $20,000 and $49,993
Owned Establishments ccoveescos 19,0 20.5 [0 Jiie
Rented Establishments .,..... e Bl 8 30.2 s7ee 262
$50,000 and Over
Ovned Estublishments .cevevsnses 18,1 29.4 SieD (0P
kented Establishments ..uve..s. 5 U ) 29.0 9.0 2l.4

By size of business the largest concerns had the lowsest rates of gross
trading profits in 1941, the averages for firms in owned premises declining
from 25.7 per cent of saules in the smallest sales size to 19.0 per cent in
the intermediate and to 18.1 per cent in the largest size categories. The
movement is S8imilar for rented establishments, for those with sales between
%20,000 and $50,000 recorded an average of 21,8 per cent against a lower
figure of 15.2 per cent for outlets with volumes of $50,000 and over. In
1944 the trends were more irregular, the ratios for owned establishments
declining from 25.7 per cent in the smallest to 20.6 per cent in the inter-
nediate and then rising to 29.4 per cent for the largest retailers of motor
vehicles. This was paralleled by a simllar progression in the percentages
of service to total receipts which dropped from 25.8 per cent in the smallest
to 15.9 per cent in the intermediate and expanded to 20,1 per cent of total
receipts in the largest sales size. TFor rented establishments, average
gross profits receded from 30.2 per cent in the 20,000 to §50,000 size to
29.0 per cent in the 350,000 and over salss category while the ratio of
service to total receipts fell from 23.2 to 21.4 per cent of aggregate sales
volumes,

Payroll ratios avseraged higher in 1944 than in 1941

Unallocated salaries and wages paid to employees, i.e., wages
not chargod directiy to the reconditioning of used cars and included in the
final costs of guech vehicles, were higher as percentages of total sales in
1944. Overall the five payroll averages varied between 5.9 and 7.5 per cent
in 1941 and between 7.1 and 11,5 per cent in 1944. The major increases were
recorded by rented establishments with sales Letween 320,000 and $50,000 and
by both owned and rented outlets with sales of $50,000 and over where the
ratios rose from 7.5 to 11.3 and from 7,1 to 11,4 and from 5.9 to 11.5 per
cent, respectively. It was in these same groupings, moreover, that the
proportions of service to total receipts also showed the greatest increases
between the years in question.
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Actual expenditures for undistributed salaries and wages per
cstablishment were lower in three of the five groupings of outlets in 1944,
These consisted of firms in owmed premises with sales between $20,000 and
550,000 and of firms in owned and rented premises with sales of ;60,000 and
over, the averages for which dropped from 32,347 to $2,174, from $9,844 to . 4
47,362, and from 11,820 to $8,917 per unit, respectively. Owned establishme..s
with sules of less taan {20,000 and rented ones with volumes between 20,000
and $50,000, on the other huand, reversed this trend, their average payrolls
rising from £992 to 31,218 and from $2,720 to $3,193 between 1941 and 1944,
3uch gains follow nuturally from the fact that service receipts and the
iabour costs involved therein were greater both relatively and absolutely for
these two classes of firms in 1944, while owned establishments in the smallest
size also added to the labour required by increasing their sales over the
1941 levels.

By size of business, the payroll ratios for the three classes of
owned establishments in 1941 were stable at 7.0 t@ 7.1 per cent of sales,
while those for rerted ones dropped from 7.5 in the 20,000 to 50,000 to
5.9 per cent in the {50,000 and over groupings. In 1944 the trend was upward,
the payroll ratios for autonobile retuilers in owned prenises rising from 7.1
rer cent in the smallest to 7.6 and 11.4 per cent in the two larger sales
sizes and for those in rented prenises from 11.3 to 11.5 per cent. This
contrasting movement in the salary and wege ratios may have been due
partly to differences in accounting methods and partly to economic changes.
In 1941, it is possible that the smaller firms included in salaries and
wages labour costs which the larger ones alloceted to costs of sales. In
1944 there was probably less reconditioning of trade-ins and more regular
repair work. These conditions tended to place the small and the large
retailers on a morc comparable basis because the larger firms would also
charge the labour costs in their repair work to swularies and wages. Such
developments would then pernit the ratio for employees' salaries and wages
to increase normally with expansions in size of business, a trend which
results naturally from the fact that the proprietors of the larger
establishments obviously account for smaller shares of the total work than
is true of the smaller businesses.

Among the four remaining expense categories, rentals formed
higher percentages of sales in 1944 than in 1941. For establishments in
the §£0,000 to $50,000 sales class the rentals ratio increased only slightly
from 1.8 to 1.9 per cent but the average for those with dollar volumes of
0,000 and over doubled, being 0,7 per cent in 1941 and 1.4 per cent in
1944, This was due largely to the drop in sales, the relative decline being
greatest for those having sales of $50,000 and over. Advertising expenses
in percentage form were comparatively low in both years. For 1941, the
five averages ranged between O.l and 0,3 per cent of sales and in 1944
between the wider limits of 0.1 and 0.7 per cent.

Depreciation allowances like rentals were higher as percentages
of sales in 1944, During 1941 the five ratios varied from 0.3 to 1.5 per
cent against an outside range of 0,7 and 1.9 per cent in the later period.
In zctuel amounts these write-offs generally tend to remain relatively
stable and therefore formed higher percentages of the reduced sales
volumes which prevailed in 1944. Due possibly to special circumstances, the
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depreciation ratio for the owned establishrents with sales of less than
$20,000 - the only classification to record an expansion ir volume -
moved up from 1.5 per cent in 1941 to 1.9 per cent in the later period.
Reflecting their greater investments in buildings, the two groupings of
owned establishments had higher averages for depreciation in both years
than did their rented counterparts.

Other operating expenses were to include all operating costs other
than those already mentioned, Such expenses as percentages of sales
were higher in 1944 for the four categories of outlets which had receipts
of $20,000 or over and which experienced the contractions in szles between
the two years, the four averages ranging between 4.9 and 6.3 per cent
in 1941 and between 5.5 and 8.3 per cent in 1944. These increases were
probably due to the fact that these expenses included a number of fixed
or semi-fixed costs which in ratio form varied inversely with changes in
dollar volume. Owned businesses having sales of less than $20,000 and
recording a sales increase of 21 per cent over 1941 was the only grouping
to register a decline, the ratio dropping from 7.4 per cent of sales in
the earlier to 6.0 per cent in the later period. '

Total expense percentages generally higher in 1944

Total operating expenses for the most part formed higher percentages
of sales in 1944 than in 1941. The group of retailers in owned premises
with sales of less than $20,000 was the one exception to this generali-
zation. Total operating expenses here declined from 16.1 to 15.4 per cent
between the two years as a result of a sharp fall in the percentage for
other operating expenses. Among the four remaining groupings, the averages
ranged from 12.0 to 16,3 per cent in the earlier and from 14.2 to 22,1
per cent in the more recent year, with increases in most of the individual
expense ratios contributing to the higher averages recorded in 1944,

The expansions in the rates of gross trading profit between the two
years, however, was more than sufficient to offset the increases in the
total expense ratios, Consequently, proprietors' net earnings before
deducting income taxes and withdrawals averaged higher as percentages of
sales in the more recent period. TFor the four groupings with sales of
$20,000 or over, the net eurnings percentages ranged between 3.2 and 6.0
per cent in 1941 and betweer 6.4 and 8.1 per cent in 1944. The gain for
owned establishments with sales under 20,000 resulted from stability in
the gross profit and a drop in the total expense ratios which caused net
earnings to rise from 9.6 per cent in the earlier to 10,3 per cent in the
later period.

While the inereases in the net earnings percentages in the two
larger sizes of business were highly favourable considering the
prevailing difficulties, they were not generally sufficient to overcome
the adverse effects of reduced sales volumes. AS a consequence, average
net carnings per establishment for owned outlets with sales between
$20,000 and $50,000, and for firms in owned and rented premises with
sales of $50,000 and over dropped from $1,981 to $1,827, from $£6,166 to
$4,996 and from $6,516 to $5,843, respectively, between 1941 and 1944.
These represented relative declines of 8, 19 and 10 per cent and thus
compare advantageously with corresponding decreases in sales which anountsd
to 14, 53 and 61 per cent from the earlier period. Reflecting a sub-
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stantial gain in rates of net earnings, the actual returns for the rented
outlets with sales between $20,000 and §50,000 moved up by 19 per cent
from $1,933 per outlet in 1941 to §2,296 in 1944, a particularly
Tavourable showing in the face of a 19 per cent contraction in sales.
Cwred establishments in the smallest size of business not only experienced
an expansion in business but also bettered their average rate of net
sarnings and their dollar averages rose from §1,366 to $1,772 per firm

for an increase of 30 per cent against a gain of 21 per cent in sales.

Trends by Size of Business, 1944

In addition to the 223 firms submitting information for both years
. there were another 92 which reported only for 1944. These 315 reports
were classified for Table 2 into three sizes of business according to
their sales in 1944 rather than according to their sales in 1941 on which
Table 1 was based. iJ/ith sales volumes generally lower in 1944 this has
caused some of the reports included in the $20,000 to $50,000 and the
$50,000 and over sales sizes for 1944 in Table 1 to be classified to the
immediately smaller groupings in Table 2. Similarly, a number of the
reports included in the less than §20,000 grouping in Table 1 were probably
classified for Table 2 into the next larger size of business because of
the sales increase which some of those firms recorded. For these reasons
the averages appearing in Table 2 are probably the better ones against
which t? compare individual operating experiences for 1944,

Stock turnover ratios higher for bigger establishments

Turning to the operating results for 1944 presented in Table 2,
the lurger establishments turned their inventories at faster rates than
did the smaller ones. Owned and rented outlets with sales of less than
$20,000 therefore had the lowest -stock turnover averages of 4.2 and 4.4
times from which the ratios moved upward to 5.7 and 6.4 times in the
intermediate and to 6,7 and 7.3 times in the largest size of business,
This 1s the customary trend among the different branches of retail trade
and results directly from the fact that increases in sales size generally
do not require proportionate expansions in inventories.

Inventories for the six sales and occupancy groupings ranged
vetween $1,826 and $11,186 per establishment at the end of 1944, the
averages increasing steadily for both owned and rented outlets as the
businesses became larger. Inventory levels, as indicated by changes in
total stocks, were generally higher at the end of 1944 than at the
beginning, the increase for the six categories averaging about 7 per
cent above opening valuations. Rented establishments with sales of less
than 20,000, however, experienced an average decline of about 12 per
cent from their opening levels but the increases in the other five varied
between 4 and 21 per cent.

Gross profits averaged between 24.5 and 29.1 per cent

Average rates of gross trading profit for the six categories of
firms were closcly grouped for 1944 hetween outside limits of 24.5 and
29.1 per cent of annual receipts. The highest ratios amounting to 26.6
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and 29.1 per cent were recorded by owned and rented establishments in the
smallest size of business while the second highest of 25.7 and 28,6 per
cent stood for owned and rented outlets in the largest size category.

Among the individual expense ratios, unalleocated salaries
and wages paid to employees in 1944 ranged between 8,0 and 11.4 per cent
of total sales. By size of business, the averages followed the customary '
trend for unincorporated retail stores and moved upward from the smallest
to the largest sales category. Thus, stunding at 8.0 per cent for both
owned and rented establishments in the less than £20,000 grouping, the
ratios rose to €.6 and 9.8, and to 10.8 and 11.4 per cent of sales in the
two larger classifications.

Rental costs varied inversely with amount of business done,
dropping from 3.6 per cent of sales in the smallest to 1.7 and 1.2 per
cent in the two larger sales sizes. Advertising expenditures as per-
centages of sales ranged betwesn the comparatively low averages of 0,2
and 0.5 per cent for the six sales and occupancy groupings with little to
suggest either a direct or inverse variation in the ratios by size of
business. Depreciation allowances were somewhat higher in ratio form, the
8ix averages varying between outside limits of 0.8 and 1.9 per cent of
sales in 1944, Being a relatively fixed expense, these averages generally
tended to be smaller for the larger businesses. Owned establishments with
their greater investments in fixed assets naturally had to make larger
dollar allowances for obsolescence and wear and tear and their depreciation
expense percentages therefore averaged higher than tliose of their rented
counterparts.

Other operating expenses, the residual classification, varied
narrowly for the six groupings between 6.6 and 8,0 per cent of total sales
in 1944. The trends in these averages by size of business, however, were
rather irregular. TFor rented esteblishments, the ratios moved upward from
6.5 per cent in the smallest to €.,9 and 7.3 per cent in the two larger
sales sizes, while those for owned outlets receded from 8.0 per cent in
the less than $20,000 to 6.9 per cent in the intermediate and then rose to
7.3 per cent in the largest sales size.

Total expenses averaged between 17.0 und 20.9 per cent of sales

Total operauting expenses ranged for the six classes of establish- f
nents between 17.0 and 20.9 per cent of sales in the period under review.
The larger concerns with but one exception had the higher total expense
ratios. Tor rented establishments the trend was consistently upward from £
19.2 per cent in the smallest to 20.0 and 20,9 per cent in the two larger
sales sizes. For owned outlets, on the other hand, the average dropped
from 18.1 per cent in the less than $20,000 to 17.0 per cent in the inter-
mediate grouping but rose sharply to 19.7 per cent in the largest size of
busineas.

Troprietors' net earnings as percentages of sales were generally
lower for the larger automobile retailers reporting for 1944. The Pro-
gression was consistently downward among the three sizes of owned establishments,
the rautios declining from &.5 per cont for those with annual receipts of.less
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than $20,000 to 7,5 and 6.0 per cent in the two larger groupings. An
cxeeption to this trend occurred in the series of ratios fop outlets in rented
premises where the average dropped sharply from 9.9 per cent in the smallest
to 6.9 per cent in the intermediate size mnd then rose to the secondary high
of 7.6 per cent for those firms with sales of $50,000 and over.

Average proprietors' net earnings per firm, on the other hand,
increased consistently with expansions in size of business. For establishments
in owned premises the dollar averages ranged upward from $1,262 per outlet in
the less than $20,000 to $2,431 and $5,798 in the two larger sizes of business.
A similar progression is apparent in the figures for rented outlets, the
averages here rising from $1,214 in the smallest to 2,352 and $7,211 per
firm in the following sales categories. The especially marked increase in
average net earnings which occurred between the intermediate and the lurgest
sizes of business is due of course to the sharp increases in average sales
per outlet which jumped from $32,582 and $34,099 per owned and rented outlet
in the $20,000 to 350,000 to $97,101 and $94,456 per firm in the $50,000 and
over sales classification,
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Table l.--Automobile Dealers - Operating Results for Stores Classified

According to 1941 Sales Size and Occupancy Basis, Canada, 1341 and 1944

AMCOUNT CF ANNUAL SALES

Item Less than 320,000
N L 1944
Cwned | Rented Owned | Rented
GENERAL INFCRMATION
1. Number of Stores Reporting .ee.... 12 D7)
2. Total Sales Lok casis Sl ot i von )l 1I0RQ,085 $R05,798
3. Avenagel.3ales: Be SHRBET .. iirlsiele 14,174 17,150
Total Inventory Reported, SAVFLE SAMPLE
4. Beginifng @f “VEaiba Stk .o %l b e 191,203 25,357
5. Exl of BeliF Bonpdid dBFeaid i ke ours 22,503 TOO B4y, I TOO
6. Average for Yedr .veesvecrocnsss SIS 25,134
Average Inventory Per Store, SMALL SMALL
28 Eud "of || el & kiRt davi 4l 1,875 2,076
8. Cost of! Geods SCIBIMEARAR v dobsris 126,578 152,908
9. Stock Turnover (times per year) .. 01 I fsl
PROFIT AND LOSS DATA
(Items Expressed As Percentages of Sales)
10, Gross 'Prading Bralib! Bt hee oo i% . 28,7 AT
Operating Expenses:
11. Employees' Salaries and iages .. 7:0 .l
12, RETN oxert: < RoWRers: o5 Bas oo\ oo o] o< EoRea - SANMPLE = SANPLE
IS AAVEentASITG ... clofetotoRblsm e ok, < [ 51 0.2 0.4
14. DepRecatlERS = J: fo Mhetasrsls s e o5 o .5 T00 1.9 T00
) [5)8 Other Operating Expenses ....... 7.4 6.0
SMALL SMALL
16. Total Operating EXPENS8S cvveescs. 46 44, 15,54
17. Proprietor's Net Earnings Before
Income Taxes and Jithdrawals ... 946 10.3
18, Average Proprietor's Net Earn-
ings Feow- SERRET Jid bt 36 5wk T s oo £1,366 £$1,772
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Table 1l.--jutomobile Dealers - Operating Results for Stores Classified

Acceording to 1941 5ales Size and Occupancy Basis, Canauda, 1941 and 1344

AMOUNT OF ANNUAL SALES

0,000 to $493,299 90,000 and Over
Sl 13944 T 7 1344
Owned | Rented Owned| Rented Owned [ Rented Owned| Rented
GENERAL INFORNMATIOR
50 26 50 26 52 A 52 79| s
41,653,034 1$908,168(%1,430,517 | $734,550|§7,209,664{$15,830,064 {£3,558,227 | $6,125,904} 2.
33,061 34,930 28,610) 28,252 138,647 200,381 64,581 77,5431 3.
233,439 104,278 Nafl SR 7 E OGN 858,904 1,622,713 402,438 707,938 4.
245,288: I1I97%09 200,983 64,789 888, 758§ (4;970,918 451,661 734,934 5.
239,364 112,039 196,400f 68,940 878,821, 17964816 417,050 721,436) 6,
4,906 4,608 4,020 2,492 17,091k 24,948 87301 9,303 | 7%
1,338,958 709,279| 1,135,830f 511,9€1} 5,897,505} 13,425,894 | 2,367,550| 4,549,392] 8,
50 6.3 548 7.4 -_Bad 7.8 5.7 6.0] 9.
PROFIT AND LOSS DATA
(Items Expressed As Yercentages of Sales)

13,0 e 20.6 30.2 LS s e 29.4 219,10 EleS
7l 7.5[ 7.6 11.3 7ol 5.9 11.4 Lloabl| 115,
23 l.e i 109 = 0.7 - 104 12.
01 0.3 Oz il 0.3 0.3 0.2 01/ 0.4115.
0.8 0.4 1.0 (C-7 QS 0.3 1.3 0.8]14.
5.0 6.3 5.5 78 5.6 4.9 8.3 7.4]15.
6750 16.3 14.2 22.1 13.7 12.0 2191 RSN Ble
6.0 5.5 6.4 e.1 4.4 3.8 el 7.5]17.
$1,981 1 £1,935 $1,827 | §2,296 86,166 $6,516 $4,996 $5,843}118.
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Table 2.--Automobile NDealers - Operating Results for Stores Classified

iAccording to 1944 Sales Size and Occupancy Basis, Canada, 19344

Item

AMOUNT OF ANNUAL SALES

Less than §$20,000

Owned { Rented

GENERAL INFORMATION

4.
6.
7.

8.
9.

10,

WD
12,
13.
14.
15.

16.

17.

1e,

Number of Stores Reporting cevev..
Total Sales
Average Sales Per Store .cccecvecos
Total Inventory Reported,
Beginning of Year
Hna off| Yeam v JEHs @ Sl € i o136
Average for Year ...
Average Inventory Per Store,
End of Year ...
Cost of Goods Sold
Stock Turnover (times per year) ..

PULIULVDUUULIUVURUUVUDODOE

e 050008 OB OVDLVO
C0Q2@uvewouo O
[t T A A

6009 RGO

“UBLoCeVvuwIe LY

Groas Trading rrofit

Operating Expenses:
Employees' Salaries and .Jages ..
Rent
Advertising
Deprneciabien: .. laeigldee 95 ¢ Ll 56
Other Operating HXpPENsSes ..aeoe .

0O PJUUDOVUDUEOOL =P oD 00 LIS ]

....................

Total COperating Expenses

---------

Troprietor's Net Earnings Before
Income Taxes and jithdrawals ...

Average Proprictor's Net Earn-
ings Per Store

36 24
$533,852 $292,813
14,829 12,201
83,597 49,520
100,895 43,815
92,246 46,668
2,803 1,826

. 391,847 207,604
' 4.2 4.4

PROFIT AND LOSS DATA

(Items Expressed As Percentages of Sales)

26.6 29.1
8.0 8.0

c 3.6

0.2 0.2
1.9 0.8
8.0 6.6
18.1 19.2
8.5 2log,
$1,262 $l,214
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Table 2.--Automobile Dealers - Operating Results for Stores Classified
According to 1344 Sales Size and Occupancy Busis, Canada, 1344

A2 T B TN T = o 2

ACUIT OF AN T
820,000 to 343,999 $50,000 and Over
Qwned | Rented Owned | Rented
GENERAL INFORMATION

87 58 ' 45 65 1.
$2,834,636 $1,977,734 $4,369,526 $6,139,618 2.
32,562 34,099 97,101 94,456 3.
364,665 214,120 470,463 589,372 4.
391,921 240,055 503,374 614,795 S.
378,293 227,088 486,919 602,084 6.
4,505 4,139 11,186 9,458 7.
2,140,150 1,445,724 3,246,558 4,383,667 8.
9.7 6.4 6.7 7.3 9.

PROFIT AND LOSS DATA
(Items Expressed As Percentages of Sales)

24,5 26.9 258.¢ 28.6 10,
]
8.6 9.8 ! 10,8 11.4 i i
= y — 128 e
.2 0.4 0.5 0.8 i
LS 1.0 1.1 0.8 14.
6.9 6.9 745 7.3 15.
17.0 28.0 19.7 20.9 16.
& ==

2.5 6.9 6,0 TH 17>
a2,431 2,352 $5,798 $7,211 18,
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PART III - FILLING STATIONS

Trends by 3ize of Business, 1344

Filling stations are enguged principally in selling gasoline
and oil, parts and accessories and tires und tubes, They also derive a
certain proportion of their revenues from repairs and services but such
receipts by definition must not form more than £5 per cent of their total
sales. s an additional qualification, gasoline and oil must account for
at least 75 per cent of the total merchundise sales.

Gasoline, therefore, is the major revenue producer for filling
stations, its sales in fact amounting to 78 per cent of the totul receipts
of the filling stations which anulyzed their sales by clusses of commodities
in the 1941 lMerchandising Census. Lubricating oils and greases cume next
but formed only 6 per cent of the total trade. Receipts from repairs and
services ranked third with 4 per cent of the total revenues., The remaining
12 per cent of the 1941 sales of these filling stations was made up of tires
and tubes and of parts and accessories each at 3 per cent, of new and used
motor vehicles togzether amounting to the minor figure of 1 per cent, of
meals and lunches at 1 per cent, and of all other merchuandise at 4 per cent
of the totaul sales 30 analyzed. These percentages, of course, are national
averages and hence the commodity sales distributions experienced by many
establishments probably differed somewhat from the percentages shown above.

In the recent survey a total of 241 independent and unincorporated
filling stations sent in usable reports on their operating results for
1944. These reports were sorted into five categories for stations with
sales of less than $10,000, between $10,000 and 20,000, $20,000 and {30,000,
$30,000 and {50,000 and for those with dollar volumes of {50,000 and over.
The five resulting groupings were then broken down between establishments
in owned and in rented rremises to form ten suales and occupancy classes of
outlets. 3Statistics are presented in Table 1 for only nine of the ten groupings,
the sample for owned stations with sales of $50,000 and over being too
small to justify the publication of averages.

Averarge inventory turnover faster for lasrger stations

Averace rates of inventory turnover for the nine clasgses of
stations varied between a low of 11.4 and a high of 43.9 times in 1944. By
size of business the filling stations with the larger sales volumes
consistently had the higher rates of inventory turnover. In this reguard
the averages for the four groupings of owned stations ranged upwurd fron
15.6 times in the smallest to 23.0 in the $30,000 to $50,000 size while those
for the five groupings of rented outlets varied from 11.4 in the smallest
to 43.9 times for those with sales of $50,000 and over. Such an upward
trend, of course, resulted from the fact that average sales per station
inereased from the smaller to the larger sizes of business at much fuster
rates than did the average of the beginning and ending inventories per out-
let.

Ending inventories per stution remained conmparatively small in
all sules and occupuncy groupings of outlets. There was, however, a con-



sistent increase by size of business, tu.e valuation for the yeur-end stocks
of owred statiorsranging from 5333 per outlet in the smallest to §1,328 in
the 330,000 to 350,000 sales size and for rented establishments from $460
in the less than 10,000 to 1,415 per station for those with sales of
450,000 and over. Total inventories reported were valued somewhat higher
at the end than at the beginning of 1944 operations, the overall gain over
besinning fizures for the four sizes of owned stations amounting to about
15 per cent and for the rive groupings of rented outlets to about 8 per
cant.

Gross profits averuged between 15.0 and 20.1 per cent of sules

Grogss trading profits for the nine sales und oceupancy groupings
of stations varied between the narrow outside limits of 15.0 and 20.1 per
cent of sales in 1944, By size of business there was a definite trend for
the luarger sizes of rented filling stations to huve lower rates of gross
profit than the smaller ones, the averauges dropping from 20.1 per cent for
stations with sales of less than $10,000 to 17.3, 17.1, 16.5 and 16.1 per
cent in the larger sizes of business. For outlets in owned premises, however,
the trend was not so conclusive, the averages rising from 15.0 per cent in
the smallest to 17.5 in the #10,000 to 20,000 sales size, receding to 15.0
per cent in the next and then inereasing to 16.0 per cent for stations with
gales between $30,000 and $50,000 in the year under review.

Among, the individual operating expenses, the nine averages for
employecs'! salaries and wages ranged betweer a low of 0.6 and a high of 5.8
per cert of sales. ihen compured by size of business, the larper stations
usually had the higher rates of payroll expense. In the five sales groupings
of rented stations a consistent upward movement was apparent, the salary and
wage ratios rising from 1.0 per cent in the smallest to 2.3, 3.6, 4.1 and
4.4 per cent in the four larger sizes of establishments. A similar trend
with but one gxception appeared among the four classifications of owned
stations where the payroll averages increased from 0.6 in the smallest to 2.1
per cent in the $10,000 to 420,000 sales grouping, receded to 1.7 per cent
in the next and then rose to 5.8 per cent for filling stations with sales
between $30,000 and £50,000. 3uch a progression is a natural one for un=-
incorporated stetions becuuse the proprietors of the bigger establishments
are personally unable to account for as large a share of the work as the
proprietors of the smaller ones and hence have to rely on larger numbers of
paid employees.,

Rent, unlike salaries and wages, is clearly s fixed dollar
expense once the leuse has been negotiated. This presents the retuiler with
the opportunity to reduce the weight of this fixed expense by spreading his
reutal charges over inereassed volumes of buginess. It is, therefore, not
surprising to find that the rental expense ratios were generally lower for
the larger sizes of filling stations, the averuges receding from 2.9 per
eccnt in the less than $10,000 grouping to 2.6 and 1.9 per cent in the two
immediately larger sizes of business from which they inereused slightly to
2.0 and 2.2 per cent of sales in the two largest sizes of business,

Advertising expenses as percentuges of sules were comparatively
smull in all of the nine sales and occupaney classifications. Indeed in six
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of the groupings the ratios amounted to only C.l per cent of sales while in
two others they stood at 0.2 and in one at 0.4 per cent of total dollar
volunes.

Depreciation allowunces averaged somewhat higher runging between
0.3 and 1.0 per cent of sules in 1944. By size of business, however, the
ratios showed little evidence of varying either directly or inversely with
amount of business done. In comparison with their rented counterparts the
five clusses of owned stations all had the higher rates of depreciation, a
reflection of the laurger amounts of capital their owners had invested in
them.

gther operating expenses, a residual expense category, grouped
together such operating costs as heat, lignt, power and water, all taxes
other then income tuxes, insurance, repairs and nuintenance, interest on
borrowed money, operating supplies, communications and sundry expenses. Some
of these were common to all filling stations and hence were included guite
consistently in the fipures reported. Cthers, depending on individuul
circumstuances, may not have been so uniformly experienced and reported. In
spite of this circumstunce, however, the ratios for other operating expenses
were generally lower for the larger sizes of stations. Among the owned
onos, the averages increased slightly from 4.2 per cent of sales in the
smallest to 4.4 per cent in the $10,000 to $20,000 sales size and then receded
to 3.8 and 3.5 per cent in the two following sizes of business. For rented
stutions, the progression started at 4.2 per cent in the less than $10,000
sales grouping, dropped to 8 plateau of 3.5 per cent in the next two sizes
and then receded to a level of 3.0 per cent of sales in the two largest
sizes of business. 3uch a« decliring tendency in the ratios for this expense
category is due in part at least to its content of fixed dollar costs which
decrease in percentage form as sales volumes expand. Reflecting the natural
presence of residual occupancy expenses, the ratios for owned stations were
somewhat higher than those recorded by the rented outlets in three of the
four sizes for which comparisons were possible.

Total expense rutios were higher for larger stations

Total operating expenses, summarizing the individual expense
items just discussed, ranged betwecn 6.9 and 10.4 per cent of saules in 1944.
By 8ize of business the filling stetions with thne larger szles volumes
generally had the higher rates of total experses, a trend conforming with
the experiences of most of the retail trudes from which repcrts were
received in the recent survey. For stations in owned premises the smallest
averuge at 5.9 per cent of sales was obtained by outlets with sales of less
than 10,000, from which point the ratio rose. to 7.4 per cent im the $10,000
to $20,000 size, dropped to 6.2 per cent in the next and then expanded to
10.4 per cent for those with annual receipts running between 30,000 and
$50,000. A similar progression was also apparent in the averages for rented
stations where the progression started at 8.5 per cent in the smallest,
increased to 9.1 per cent in the next, levelled out at the higher average of
3.5 per cent in two larger sales sizes and finally rose to 10.3 per cent
for outlets with 1944 sales of 50,000 and over.

Yet earnings rutios lower for the larger sizes of stations

Due lurgely to the rising trend in the averuges for total operating
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expenses, the bercentuges for proprietor's net earnings decreased as the
‘slzes of filling stations became larger. For outlets in owned premises, the
series began with an average of 3.1 per cent of sales in the less than
$10,000 sales size, rose against the trend to 10.1 per cent in the next
grouping and then declined to 8.8 and 5.6 per cent in the two immediately
larger sizes of business. Establishments in rented premises recorded a
consistently downward trend, the net earnings percentages dropping from 11.6
per cent in the smallest to 8.2, 7.6, 7.0 and 5.8 per cent for the four
larger sizes of filling stations. These averages, it should be noted, in-
clude two types of returns, one of which consists of a reward for the
rroprietor's personal services and the other of a return on the capital he
hus invested in the business. Both of these aspects should, therefore, be
taken into account when assessing the profitability of the filling stations
co-operating in the rocent survey.

When expressed in terms of dollar uverages, net earnings per
station reversed the trend above noted and were €onsistently higher for the
larger sizes ol gatablishments. Thus moving from the smallest to the largest
sizes of stations, tihe averages for the four groupings of owned outlets in-
creased from {549 per unit in the smallest to $1,370, {2,156 and $2,280 per
station in the three larger sales categories. A similar trend was also
apparent among the five sizes of rented stations, proprietor's net earnings
here rising from $758 per outlet in the less than §$10,000 sales grouping
to $1,292, 1,857, %2,505 and $3,912 per establishment in the four larger
sizes of business,

Cperating Results of Continuing Stations in 1941 and 1944 Compared

Of the 241 filling stations reporting their operuting results
for 1944, only 100 were able to give similar information for 1941. These were
classified by size of business for Table £ according to the sales they made
in 1941 and thus quite independently of their dollar volumes in 1944. 1In
view of the limited number of firms reporting for both years, however, it
was necessary to reduce the number of size categories from the five shown in
Table 1 to the three enlarged ones which appear in the second table. Each of
these was then divided between stations in owned and in rented premises to
form six salecs und 'occupancy classifications of estublishments. In one of
these - that of owned stations with 1341 sales of {50,000 and over - only
three reports were ircluded. Statistics are, therefor, presented in Table
& for only five of the six groupings of outlets. In these the samples
were also guite small, there being three groupings for which the numbers
varied between 10 and 14 reports. It is hoped, nevertheless, that the
comparative averages will nrove at leuast approximate indicators of the
trends wnhich were experienced.

A zlance at the total sales figures shown in Table £ will
indicate the mixed and somewhat erratic trend in sales which the five
groupings of continuing filling stations experienced between 1941 and 1244.
The 24 owred outlets with sales of less than 20,000 recorded an uvepuse
increase of about 27 per cent butthe 14 rented stations in the sume size
of business had an averase (ain of only £ per cent over 1941 sales levels,
A similar dispority nuy be noted for estublishments with 1341 dollar
volumes runring between :2C,000 and £50,000, the 10 owned ones registering
an averuage increase of I per cent and the 35 rented ones a decrcase of
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nearly 7 per cent. No fipures were published for owned filling stations with

sales of (50,000 or riore but the 14 rented estublishments recorded & loss

of 16 per cent in dollar volumes. Overall, the 65 stations in leased

premises had an average decline of zbout 10 per cent agauinst a seemingly

erratic increase of 17 per cent experienced by the 34 owned outlets. Of the

two percentaces, the decrease of 10 per cent is probably a much closer

approximation to the sales trenés of all continuing filling stations because v
rationing undoubtedly effected considerable reductions in civilian gasoline
~econsumption,

Stock turnover avercges irregular in trend v

Average rutes of stock turnover for the five sales and occupancy
proupines of establishments varied between 15.7 and 39,0 times in 1941 and
between 17.2 and 3%.2 times in 1944. When examined in detzil, however, the
trends were quite irrepgular, the averages in 1944 being lower in three and
higher in two of the classifications than in the earlier period. ltecording
the decreases were owned stations having sales less than 20,000 and between
$20,000 and 50,000 and rented ones with sales of {50,000%and over whose
averages dropped from 19.3 to 18,2, from £9.8 to 24.7 and from $9.0 to 29.7
times, respectively. Aiveruge sales per station for the two owned groupings
were higher in 1944 but their average ending inventories recorded greater
percentage increases to lower the rates of stock turnover. The similar trend
for the grouping of rented stations resulted from a decrease in average sules
and un increase in uaverage ending inventories jer outlet. Rented stations
with sales of less than $20,000 and between that and 50,000 bettered their
turnover ratios for 1941, their ratios rising from 15.7 and 26.4 times in
the earlier to 17.8 and ¥5%.2 times in 1944. In the first of these, higher
averugeisales in 1944 combined with lower average ending inventories per
outlet to raise the turnover ratio while the increuse in the second was
caused by a relatively greater decline in average ending stocks than that
which occurred in averase sales per establishment.

Measured by totul inventories reported, the trends in inventories
at the end of 1941 and 1944 were mixed. For stations in owned prenises
having sales of less than {20,000 and between $20,000 and 50,000 and rented
outlets with volumes of $50,000 and over, the total inventories were 43, 28
and 11 per cent higher at the end of 1944 than at the same date in the
earlier year. In the two smaller sizes of rented stations, however, the
ending stocks were valued about 12 and 16 per cent lower. This meant a
decline of about 7 per cent in the ending inventories of all rented 2
establishments which compares with @ rather erratic increase averaging 58
per cent in the stocks of their owned counterpartsé.

Inventories of merchandise per statica were coupdratively small
at the close of both years, In 1942, the averages for the five sitles and
occupancy groupings ranged from $472 to 31,445 and in 1944 from $623 to
%1,605 per establishment. {ith valuations us low us these, even moderate
changes in the dollar figures between different stations in the same year
or between 1941 and 1944 could produce sizable varistions in average rates
of stock turnover and in inventory positions between the end of the two
years - variations less important economically than the percentuge differences
would suggest.
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Cross profit percentages :veraged slightly lower

. Average rates of gross trading profits for the five ¢lasses of
filling stations ranged between 15.8 and 19.2 per cent of 3ules in 1941 and
between 14.5 and 19,6 per cent in 1944, In all but one of the saules and
occupancy groupings, moreover, the ratios were somewhat lower in the more
recent reriod. Cwned stations with sales of less than &0,000 recorded

the sreatest decline, the averuce dropping from 16.5 per cent in the earlier
tc 14.5 per cent in the later period. Owned and rented stutions with sales
running between $£0,000 and $50,000 experienced the second and third largest
decreases, their ratios falling from-:15.9 to 15.0 and from 17.6 to 17.0

per cent of sales between the two years while a rinor contractiorn was
recorded in the smullest; and a slight increase appeared in the largest

sizec of rented establishments.

Payroll rutios also lower in 13944

Arong the operauting expenses, the five percentuges for employees!
salaries snd wages were likewise consistently lower in the niore recent period.
In 1941 total payroll costs varied between 1.7 and 5.5 per cent of sales und
ir. 1944 betweern the lower outside limits of 1.2 and 4.6 per cent of annual
receipts. The three groupings of rented stations recorded the lurgest con-
tructions, the averages for the smallest, intermediete and lurpgest sizes of
bus iness dropping from 3.0 to 1.8, 5.0 to 3.8 and from 5.5 to 4.2 per ceut
of sales, respectively. TFor owned outlets the reductions were somewhat less
murked, the ratio for those having sales under {20,000 declining from 1.7 to
1.2 per cent and for those with annuual volumes between 0,000 and 350,000
frog &.5'¢H 416 per centh

Wartime regulations requiring filling stations to remain
closed on 3unday and restricting open hours from 7 a.m. to 7 p.m. on week
days probably were muinly responsible for the downward trends in the payroll
percentuges. These restrictions generally concentrated business volumes
into the more productive daytime selling periods where average sales per
daylight payroll dollar were normally highest. and, by eliminating the
evening and night periods when sales per comparable payroll dollar averaged
lover, enabled employees' salaries und wages to form smaller percentages of
sales. GSuch conditions may huve permitted at least some of these continuing
stations to reduce the numbers of persongs employed, their average payroll
Qosts in dollar ficures being somewhat lower in 1944. Changes from full-
time to part-time and from male to femule enployees may ulso hive con-
tributed to the smaller dpllar averuges. These reculations, it should be
noted, became effective during the latter -half of 1941 und hencé influenced
ihic operating result {igsures presénted ins Tabliel 2 Torvpdrt of t:EW year.
This has tendell to reduce the contrasts between 1941 and 1944 for the
restrictions were fully in effect during the more rccent year.

Rentul costs as percentages of sales in 1944 were virtually
unchanged from their 13941 levels. In the smallest size of business the
averages stood at 2.6 per cent of sales in both years and thus reflected
the comparative stability found in average sales per station in the two
periods under review. In the intermediute and largest sales sizes, the
ratios dropped from 2,2 to 2.1 and from 2.1 to 1.9 per cent of unnual
reccipts. With average sales per station also somewhat lower for these
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groupings in 1944, the small declines in the rutios may be due in some
instances to a contraction in properties leased or to the renewal of
lcases at moderately lower levels of dollar expenditure.

Advertising expenses in percentage forn were relatively small
in both periods, the five auverages varying between 0.1 and 0.5 per cent
of sales in 1941 and bLetween U.1 and 0.4 per cent in the more reccnt
year. Depreciation allovances also formed comparatively snall per-
centupges of sales in each of the two periods. These averages rarnged
from a low of 0,2 to a high of 1.1 per cent in 1941 and from 0.3 to 0.9
per cent of annual receipts in 1944. Little e¢vidence of a trend between
the two yeurs is wpparent, there being two groupings in which the ratios
were unchanged, two in which slight declines were recorded and one which
registered a ninor advance.

Other operating expenses aulso remained comparatively stuble
as percentuges of ssles in the two years under review. For 1941 the
five averages were contained within outside limits of 2.7 and 4.3 per
cent while the corresponding figures for the later period amounted to
2.9 and 4.4 per cent of total sales reported.

Totual expense percentages averaged lower in 1944

Totul operating expcnses for the five sales and occupancy classes
of filling stations were aull lower as percentages of sales in the more
recent year. For 1941 these averases varied between 7.2 and 10.9 per cent
while in 1944 the outside limites stood at 6.6 and 9,7 per cent of the
dollar volumes. The greatest contractions occurred in the smallest,
intermediate and largest sizes of rented stations, the ratios dropping
from 9.9 to 9.0, 10,9 to 9.5 and from 10.8 to 9.7 per cent, respectively.
In a relative way the reductions were also important for owned stations
having sales below $20,000 and between §20,000 and §50,000, the
averages for which receded from 7.2 to 6.6 and from 10.0 to 9.0 per cent
of receipts. These deelines, it will be noted, were principally due to
the recessions in the payroll ratios, the possible reasons for which
have alresdy been suggested.

Net carninzs ratios were ruinly higher

As a consequence of the more pronounced decrease in operating
expenses than in gross margins, net earnings us percentages of sales
moved upward between 1941 and 1944 in all but one of the five classi-
fications of filling stations. Increases were general for the three
sizes of rented stations, the ratios for the smullest, intermediate und
largest sizes rising from 3.9 to 10.6, 6.7 to 7.5 and 5.0 to 6.4 per
cent of sales in the earlier and lauter periods. Qwned stations with
sules of less than 20,000 experienced a decline, their averages dropping
from 2.3 to 7.9 per cent as a result of a particularly sharp contraction
in the gross profit percentuge. Stubility, on the other hand, featured
the net carnings of owned stations with sales varying between 0,000
and $50,000, the average amounting to 5.9 and 6.0 per cent in 1341 and
1944, Averaze net carnings per stution when expressed in dollar figures
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followed the same general trend and vere uniformly hicher in the nore
recent year, the figures ranging between {973 and $3,245 per outlet in
1941 2nd between $1,047 and $3,469 in 1944, The (uins, however, were
not large for even the greatest increuase in the averages amounted to

20 e

only $825.
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Table 1.--Filling Stations - Operating Results for Stations Classified

According to 1944 3ales Size and Cccupancy Bausis, Canada, 1944

AMOUNT OF

AWUAL SALES

Item Less than $10,000 310,000 to 19,999
Cwned | Rented owned | Rented
GENERAL INFCRMATICN
1. Number of Stores Reporting ....... 42 12 35 39
2. Total 381eH ok . tdmdames 9w oo me il IR RE $78,617 |3474,756 SEl ST
3. Average 3ale3 Fer SHOTE cvevocios e 65061 6. 1580 13,564 15,236
Total Inventory Reported,
4, Beginnin ol VEETY lwaflls o o o ohen ol vi 3s 18,758 5,487 AL 62 - 2oneay
K End ol MEEIRE . £ve o traa bR fidsh Vst oltoi s 15,996 5n52n 24,247 23,953
6. A\verage for YeaI‘ P I FePEOECeIetev 0 13,875 5’504 22’805 23,888
Averace Inventory Fer Store,
?, Nl OFf Yaap .4 RGP . 1 i 333 460 693 614
8. Cogt of CheASNSRLAR L JEnl Ll 216,387 625886 11 S9L.,1674 507,539
9. Stock Turnover (times per year) .. 1576 11.4 W12 21.2
PROFIT AND LO35 DATA
(Items Expressed As Percentages of 3ales)
0. Gioss Trading Profify « eeds .4l 0k 15146 £0.1 1795 WS
Operating Expenses:
d4 Employees' 3Jalaries and Wages .. 0.6 1 14(0) St HI)
12- cht T 0D 0O BSSeEENINNOEBOBOEECES B S 4 2.9 - 206
1351 AdvertiSing @020 uUD0eeseLCLEEDR OO0 Ool Ocl Ool Ocl
N4, Deprecita b iQ | [sieo| sf-foilol g ¥ Dol B 1.0 0.3 0.8 0.6
185 Cther Operating EXpenses ....... 4.2 4.2 4.4 359
16. Total Operating Expenses ........ . 5.9 8.0 7.4 Dpenls
17, Iroprietor's liet Barnings Before
Inceme Taxes and Withdrawals ... Sl SIS0 0= B3
18, Average Proprietor's }et Earn-
ings Ter Store LB R I I S N I R Y ;‘;549 $758 31’570 :31,292
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Table 1.--Fillin; 3tations - Cperating jiesults for Stations Classified
secording to 1944 Gales 8ize and Ogeupaney Basis, Canada, 13744

ANOIRTT OF aNKUAL SALES ke
T20,000 to @eJ,999 350,000 to w49,999 950,000 und Over
Cwned |  Reanted owned | Rented Owned |  Rented
CENERAL INPORMATION
12 37 13 32 14 o
294,710 $898,651 $529,987 | 41,138,563 $941,852 25
24,559 24,288 40,768 35,580 67,275 3,
SAVPIR
11,919 23,323 13,462 24,707 16,170 4,
14,026 25,962 17,262 ' 25,867 TOO 19,808 S
12,973 24,642 15,362 25,287 17,989 6
SEALL
1,169 708 1,528 ' 808 1,415 7.
250,504 744,982 445,189 350,700 790,214 i (S
19.3 30.82 29,0 37.6 43,9 9.

PROFIT AND 1053 DATA
(Iters Lxpressed A4s Fercentages of Sales)

15,0 o 16.0 16.5 16.1 10.

N 3.6 5.8 4,1 4.4 1.

- 1.9 S 2.0 SANPIE Bl Y

Gl 0.2 o2 0.1 0.4 13.

0.6 0.3 0.9 0.3 TOO 0.3 14.

3.8 3.5 3.5 3.0 5.0 15.
SMALL

6.2 9.5 10.4 9.5 10.3 16.

; 2.5 5.6 [P 5.8 17,

2,156 41,057 $2, 280 $2,505 $5,912 18,
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Table 2.-~Filling Stations - Operating Results for Stations Classified

According to 1941 3ales Size and Occupancy Basis, Canuda, 1941 and 1944

AVQUNT OF ANNUAL SALES

Less than 20,000

Item ol e A i 1944
gwned | Rented ¢wned | Rented
GENERAL INFCTICATION
1. Number of Stores Reporting ....... 24 14 24 14
R 70 RS R (R} S BT SR | R $164,227 | 317,286 8188,211
3. Average 3ales Fer StOre .c.ceescos 10,417 13,159 13,220 13,444
Total Inventory Reported,
4, Reg inadinenoff YIean v sle bRk i istrs) ¥e - & 10,353 8,907 15,483 By239
D RGO BRI Weis) v 2 aHe felor ook o limchohoniot 3 ¢ 13 11,326 9,957 16 ;285 8,721
6. Average for Year .. smkes.ceess 10,839 9,432 14,869 £,480
Averzge Inventory Fer Store,
¥4 Tand' off Mertrgerr. s Db pRib. e lis o ! 1k 472 7.8l 677 623
8. Coft of! Saods | [Boldl .\ . gt Lk 208,750 147,750 271,280 151,322
9., Stock Turnover (times per year) .. 19.3 15 o7 KENE 1758
PROFIT AND LOS3 DATA
(Items Expressed aAs Percentages of Sales)
0. IGress! radiny ROtk et WK v 3§ ETE 13.8 14.5 13.6
Operating Lxpenses:
11. Employees' Salaries and Jages .. S, 5.0 82 1.6
12- Rent D UD PGV OHLOODETBGEA EDIEEEB DL G IN D nd 2~6 - 3-6
15 N el MSIRITH o (o) oL+ 1l <i) 51KI0% of b oxsiake (0 Jg B 0.3 0l (6007
14. REPrReCAIATTION. & pek Sr =W Joie 36 & 54 e LB 0.4 &9 0.4
156 Qther Operating EXpenses ....... 4.3 Bt 4.4 4.0
16. Total Cperating Expenses .cc.soocoes A 9.9 6.6 9.0
17. Proprietor's l'et Earnings Before
Income Taxes and Jithdrawals ... EHE R 5] 10.6
18, Average Proprietor's Net Earn-
RS HEn STARE . & off Erl- 1o vl X $973 41,305 8,047 51,426




Table 2.~-Filling Stations - Operating Results for Gtations Classified

According to 1941 Sales Size und Occupancy Basis, Cunada, 1941 and 1944

AMOUNT OF ANNUAL SALES

$20,000 to 49,999 —_ $50,000 and Over
149,41 1944 1,29 ag 1944 p
Owned Rented Owned | Rented Owned |Rented owned | Rented
GENERAL INFORMATION
10 35 10 35 14 14 1.
16,954 §1,138,645 | $345,627 |§1,063,726 4898,676 ¢758,114 | 2.
31,695 32,533 34,563 30,392 64,191 54,151 S
SADIE SAVPLE
7,796 27,732 | 10,794 25,105 18,571 20,368| 4.
10,096 33,400 12,964 28,087 | TOO 20,237 TOO 22,475 5.
8,946 35,566 | 11,879 26,596 19,404 21,422 6.
SMALL SMALL
1,010 954 1 296 802 1,445 1,605 i
266,558 938,243 293,783 882,893 756,685 636,008 8.
29,8 26.4 24.7 33.2 5950 23.7 9.
PROFIT AND LOSS DATA
(Items Expressed As Percentuges of Sales)
15.9 17.6 15510 1710, 15.8 16.1] 10.
3.5 5.0 4.6 3.8 : 5.5 4,2 18l
- el o, - 2.1 | SANPLE 2.1 | SANPIE 1.9 I
0.1 0.2 0.1 0.2 0.3 0.4 13.
0.6 0.4 0.5 0.4 TOO 0.2 T0O 0.3] 4.
3-‘8 ?Jol 508 500 297 2'9 150
SMALL SMALL
10.0 LOES 930 9.5 10.8 =)0 4 16.
\
5.9 Gkl 6.0 7.5 S 6.4 17.
81,868 s2.188 | 42,093 42,283 45,245 £5,469] 18,
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PART IV - GARACES

Trends by Size of Business, 1944

The garapes whose operating results are analyzed in this section are
those which in 1941 so combired the sale of such merchuandise us parts and
accessories, gas and. eily with the-performance of repairs that receipts rrow
repairs or other services rmade up between 25 arnd 50 per cent of the totul annucl
business. These establishments mirht be termed "merchandising", as distinguished
from "service" carazes in whieh repuirs and other services represents the rnajor
activity and accounts for the greater portion of the dollar volume of business.
The firms included here, moreover, have been claussified according to the type of
business they conducted in 1941. #ith the praetical elimination of the new car
market which took place in the following year and with the increased emphugsis on
repair work which ensued,it is altogether likely that repair zpd other service
receipts in many cases formed a considerubly greuter proportion of the total
business in 1244 than in 1941, perhaps even exceediny the 30 prer cent limit which
was set in the census instructions.,

There were 3,156 establishments in Canuda in 1341 of the type defined
above. These had annual receipts from all sources amounting to 47,561,400 in that
year. 3ales of pzu30line and oil formed 41.7 per cent of this total; parts and
accessories, tires, tubes and storage batteries accounted for £3.4 per cent;
receipts from repairs and other services cume next at 21,6 per cent while the
remeining 7.3 per cent represcnted the sale of relatively small numbers of ncw and
used notor vehicles tomether with miscellaneocus nierchandise.

The average operating results contuined in this sectiorn are based on
reports received from 165 parazes which gave detuils regarding their trading
operutions—-in 1944. These have been clussified into five size-of-business group-
ings: {a)-less than $10,000; (b) 810,000 to $19,399; (c) 520,000 to $3,999;

(d), 530,000 to 349,999 and (e) 550,000 and over. Kach of these cutegories wus
further divided as between those in owned and those in rented premises. ijhen
thus classified the sample nwaber of firms in the various categories ranges from
eight Tor owred establishments in the largest size category to twenty-four for
rerted establishments having annual receipts of between $30,000 and £50,000. The
averarne results quoted in the following paragraphs and shown in the table should
be used only after due consideration has been given to the limited size of the
sanple upon which the results are based.

Inventory turnover averaged between 6.5 and 15.& times

While the rate at which jnventories were turned over during the year
showed some tendency to be higiaer for the larger than the smaller businesses,
no consistent trend was apparent. 3Stock turnover, calculated by dividing cost
of merchandise so0ld by the average at cost levels of the inventories reported
at the besinnine and end of the yeur, ranged fronm au low of 6.3 times for a eroup
of -20 establishments in owned premises having annual sales of less than $10,000
to a hish of 15.€ times for 20 establishments in rented premises having annual
receipts of tetween 510,000 and 20,000. The absence of uny consistent trend
in turnover in relation to size of business may be attributed to wide variations
betvieen reports in respect to the proportions of receipts which were derived
from the rerformance of services. If the reporting gurages had been clussified
by size according to their sales of merchundise only it is guite possible that
the stock turnover averages of tlle larger garages would have been higher than
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those of the smuller ones. 3Juch a trend, it may be noted, is a normal one in
many branches of retail trade. The neces :ary information, unfortunately, wus not
available for this rurpose.

The yeur 1944 witnessed un increuse in the merchundise inventory
holdings of the reporting parages, a guin shared by owned und rented estublishments
in almost 2ll sizes of business, and averazing 13.7 per cent from the beginning
to the end of the yeur for the 165 gurages submitting information. 3uch an in-
¢rease in inventory holdings reflects the growth in the inportance of automotive
repair work which took place during the year under review in regponse to the
continued curtailment of autonobile production. In this regurd the sales of whole=
salers specializing in the distribution of automotive parts and accessories were
29 per cent higher in 1944 than in 1943. It is altogether likely that the in--
crease in total inventories held by the retail merchandise garages represented
expanded holdings of parts and accessories rather than any increase in the stocks
of izasoline or lubricating oils carried. '

Average inventories rer establishment for the ten sales and occupancy
groupings of curages varied betwecen $608 and $5,185 in 1944. These, with but two
exceptions, conformed to the general trend in retail trade and were higher for
the larger businesses than the smaller ones in the yeur under review.

Gross trading profits varied between £3.7 and 30.3 per cent

Oross trading profits or the difference between annuad réceipts and the
coast of merchundise sold represents the amount of revenues available to defray
operating expenses and to yield a net-profit on the yeur's operations. hen
expressed as percentages of unhnual receipts the gross trading profit for garaces
in ovned premises was somewhual lower for large than for small businesses and
ranged from 27.9 per cent for the sample with annual receipts of less than $10,000
to 25.2 per cent for establishments having annual receipts of #50,000 or more.

In the case of rented establishments no such def inite tendency was found to exist.
The ratios centered around 30 per cent of annual receipts in the case of the
smallest, the middle and the largest size classes, and around 25 per cent for
each of the other two eroups. The gross profit percentapes were perhaps somewhat
higher thun they would have been in a more normal year because of the possibility
that the proportions of receipts derived from service activities were higher than
usual. Such service receipts, of course, consisted mauinly of labour costs which
were generally included in salaries and wages and thus added little to the cost

of goods sold. In view of the limited gize of the sample and the varying
rroportions of totul receipts obtained from merchandise sules and from services,
rnoreover, the ratios offer little indication of the wuy the gross profits percentages
would have varied by size of business if the effects of these fuctors could have
been reroved.

Salary und wage payments to employees when expressed as percentages
of annual sales varied pidely between the different size clusses into which the
total sample number of establishments has been divided. In the case of owned
establishments the wage ratios varied from a minimum of 1.3 ver cent for the smallest
to 10.7 per cent for the largest size of business. Corresyponding ratios for
rented establishments were 2.5 per cent and 12.9 per cent, respectively. It should
be noted in this connection that the salary and wage figures on which these ratios
are based do not include the compensation of proprietors. Their services form
large portions of the work of the entire labour forces in the case of snmall
businesses. The upward trend in waee payments when expressed as percentages of
sales as the size of business increuses, therefore, reflects the decreasing
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importance of the proprietor's services relative to the total wage costs and
the increasing proportion of the work performed by paid employees.

Rentals pauid for properties used by the garuges are fixed dollar
costs once the lense has been negotiated. Such costs when expressed as per-
centages of sales penerally decrease a8 the size of business increases
indicating the ability of the proprietor to spread these fixed costs more
thinly over larger volumes of sales. That this relationship holds true in the
case of curapes is evident from a glance at the tuble. Here the rentals varied
from 4.2 per cent of annual receipts for the sample of 13 establishments in
rented premises with annual receipts of less than 310,000 to 1.8 per cent for
the 9 rarages having receipts of $50,000 or more. The ratio of only 1,9 per
cent for the group of 20 garages in the $10,000 to $20,000 bracket must be
attributed to the inclusion in this group of a number of establishments having
rental costs murkedly out of line with the general average.

Advertising expenses as percentages of receipts were comparatively
small, generally zveraging 0.2 or 0,3 per cent for garages in rented premises
and somewhat lower at 0,1 or 0,2 per cent for garages in which the premises were
owned. The higher advertising expense ratio for rented garages is probably
related to differences in shop locations, a higher proportion of the garages in
rented premises being located in the larger urban areas where competition is
keener and adyertising expenditures consequently more necessary,

Depreciation zllowances as percentages of receipts were lower for the
larger estublishments and, for a given size of business, were lower for garages
in rented premises than for those in which the property was owned by the
proprietor. The table shows that depreciation allowances for owned premises
ranged downwards from 2.1 per cent for establishments in the smallest size
category to 1.0 per cent for those having annual receipts of $50,000 or more.
The corresponding range for garages in rented premises was from 1,3 per cent
to 0.7 per cent. The higher ratios for owned than for rented garages is a
natural reflection of the greater capital investment in buildings and other
physical assets by the proprietors of garages who own their business premises,
The decline in this expense ratio as the size of business increases may be
attributed to the same factor as that explaining the similar trend for rental
expenditures, namely, the ability of the proprietor to spread this more or less
fixed cost over expanding volumes of business.

All other operating costs were combined into one classification. In-
cluded here are such items as comrmunication, heat, light, power and water,
taxes other than income taxes, insurance, repairs and maintenance, interest on
borrowed money, losses on bad debts and sundry expenses. Due to the varying
nature of the components of this residual expecnse category the results showed
no definite tendency to vary either directly or inversely as the size of
business expanded. With the exception of the smallest size-of-business category
the ratios for owned establishments ranged narrowly around 6.4 per cent of
receipts, The corresponding average for the same four size groups of rented
establishments was 5.5 per cent. The higher expense ratio for owned
~establishments may be attributed in part at least to the inclusion therein of
certein occupancy expenses such as insurance, repairs and maintenance and
perhaps interest on mortgage indebtedness, items which would find their counter-
part in rental costs rather than in the miscellaneous item in the case of garages
in rented premises. .



Total expense ratios varied between 12.0 and £1,6 per cent

On consolidating the various expense items already descrited, total
operating expenses ranged upward from 12.0 per cent of receipts for the smallest
size category to 18.5 per cent for the largest size group in the case of owned
rremises. In the case of rented establishments the corresponding range was from
15.9 per cent to 21.6 per cent. The upward movement in the totul expense ratio
as the size of business increased was due principally to the expansion in payroll
ratios which more than offset the decreases recorded in rental costs and
depreciation allowances, But here again it should be noted that neither in the
wage costs nor in the total expense ratios are any allowancos made for the value
of proprietors' gervices. Inclusion of a fair estimate for the value of such
services would Mo doubt reverse the trend noted above and would result in a
hizher total operating expense ratio for the smaller establishments than for
those with a larger annual volume of business.

Net earnings ranged between 6.7 and 15.9 per cent of receipts

Proprietor's net earnings before income taxes as revealed by the
results of this survey may be considered to contain two components. One of these
consists of a salary return for the proprietor's mamagerial, clerical and
mechanical services while the other represents the net profit which the proprietor
might reasonably expect to receive from the capital he has invested and risked
in his business. Thus defined, the net earnings for garages when expressed as
percentages of annual receipts varied between wide limits ranging downwards from
15.9 per cent for owned garages in the smallest size class to 6.7 per cent for
owned establishments with annual receipts of $50,000 or more. otwithstanding
this downward trend, the dollar figures for average net earnings rer establishment
showed a consistent expansion as the size of business increased. Thus, in the
under $10,000 sales size the average proprietor's net earnings amounted to
$1,066 and %944 for owned and rented establishments, respectively, from which
the averages moved progressively upward for each size of business until averages
of 34,375 and $5,775 for owned and for rented garages in the largest size category
were reached.
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Garages ~ Operating Results for pstublishuients Classified
According to 1944 Sales Size and Cccupancy Basis, Canada, 1944

RECUHT OF WIRUAL SALES
Item Less than 310,000 310,000 to §19,999
Owned | Rented Owned | Rented
GENERAL INFORMATION
1, Mumber of Stores Reporting ....... 20 13 20 20
2o Batal SHUES sprakor: EkRAblrore ke o = s WIS SGISANS $65,055 [BE77 ,058 3280,923
3. Average Bales|Pop SBEBEN & ceme 4ili o5 6,686 6,543 e 888 14,046
Total Inventory Reported,
4, Bewdrmitig ol JEER Follol ols tinlia o o spdrils 13,987 7,000 22,643 13,208
S ofy s A REH [OR MOER torelioke fakofalioflaba ey o) o be goReNolosin. 16,531 7,898 26,606 13,419
6e Average for Year .cecveecscssrese 15,259 7,449 24,625 13,313
.- Average Inventory Per 3tore,
7o T ande ol Setmi L, o AT ERENE L o s 827 608 1,330 671
G, 'Casgt oL |Goods 'Gol Al .| adoheial s cxope e s, 96,407 59,282 [l 210,SS1L 210,411
9. Stock Turnover (times per year) .. 6.3 g.0 26 138

PRCFIT AND LOSS DATA
(Items Expressed as Percentuges of 3ales)

10, Gross TradinePRRoG, sl i Wisls. 2 o 27.9 30.3 ) VY il

Operating Expenses:

11. Emrloyees' 3alaries and ijages .. 1.3 2.9 4,1 4.9
12- Rent ® ¢80t o0 P80 00004 tB000GeOOG 0O = 4-2 - 1og
1 [ AAVeBRtsl SHTUE. ¢ « oresrs shogaratils . RS 4y 0.1 0.2 0.2 0.3
14. Depreciabion «coeisdepcossneseso 2l 1.3 il 1540
15 Other Operating Expenses .cscese 8.5 et 61,16 5.0
16. Total Operating EXpenses ...scoscoe 12.0 15.9 13.0 I8 I

17. Yroprietor's Net Earnings Before
Income Taxes and Withdrawals ... 159 1l4.4 DL0) 77 @

18. Average Proprietor's Net Earn-
inge BeriSHEEORE oiclesevers s [rsreheisisl bio $1,066 $944 $1,486 $1,681
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carages - Qperating Results for Establishments Classified

According to 1944 Sales Size und Occupancy Basis, Uanadd:~3§E4

ANQUERT OF ANNUAL SALES

$20,000 to &29,399 330,000 to }EU,QQ@ 350,000 and Over
(uned | Rented (wned | Rented Owned | Rented
SENERAL INFORMATICN
115) 23 1L5] 24 8 9 e
$374,980 552,025 $503,295 $887,685 $523,202 $633,620 2.
245399 24,001 38,7156 36,987 65,400 70,402 3.
25,592 39,457 53,160 41,036 31,250 40,394 4,
30,019 HILNE7E 53,670 50,454 30,566 46,661 S.
27,806 45,417 53,415 45,745 30,908 45,528 6.
2,001 2,234 4,128 2502 i, 8201 5,185 e
AL d) 392,490 371,935 666,651 391,355 444,801 (218
95E 8.6 i 0] 14.6 127 10.2 | 9.
PROFIT AND 1OSS DATA
{Items Expressed As Percentages of Sales)

.2 28,9 2ol 24.9 2Dl 20,48 105
7.2 10.4 1ose 35O al{0] 57/ 1289 18
3 2.3 - 2-1 s 198 12'
Qi (056 Ol 1L 0.2 (0) 5% 0.4 15
a6 1.0 148 0.9 )l ~(0) (0] 17/ 14.
6.3 (&0 6.1 4.9 6.6 53 15,
52 20,1 17.9 DIAAG; 1855 2146 16.
12,0 8.8 __Bua 7 6.7 8g2'| 22,
M, 995 #e,112 2,178 $2,713 $4,375 ¢§)775 e
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