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For some time the Bureau has recognized the practical value of published 
information on average operating results, that is, on average rates of expenses and 
profits, etc., in the principal retail trades. Indeed the first studies of this 
nature were nade for the year 1936, an.i since then an iricreasig demand for such 
1.formation has been experienced by this Bureau. It is in response to this demand 
tit tL ;rllt series of reports is now being Issued, 

roncernedmainly with average expense and profit percentages, compre-
1.ensive information on the operating results of retail stores deals with many of the 
igniFIcant factors which eventually determine their success or failure. Such infor-

Lution therefore represents the results which many retailers have obtained In meeting 
the problems that are common to their particular kind of business. Statistics of 
this nature, moreover, have the practical value of enabling Individual merchants to 
compare 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 
as Canadian retailers under more competitive conditions endeavour to distribute the 
products or an expanded inaustrial economy. These considerations erd no3sIbilitIes 
have been set forth under the heading "Importance of Information On 0mrating Eeeults 
In Retail Trade" commencing on page 2 of these reports. A scparatc discussion 
beginning on page 8 under the topic "How the Retailer Can Use Information on Operating 
Results" has also been included as a possible guide to retailers using the bulletins. 

It must be emphasized here, however, that the statistics presented in 
these reports are subject to important limitations In respect to their coverage and 
representativeness.. This is because the figures are based, not upon a comprehensive 
survey of large numbers of co-operating stores, but rather upon comparatively small 
sample nwnbers of such firms. These samples, of course, should be large enough to 
permit the different influences affecting operating results to average themselves 
out anu thus present the more typical operating experiences of stores in the different 
size and occupancy classifications of stores. For many kinds of stores, unfortunately, 
the number of usable returns when distributed between these classifications may be 
too small to permit any sp.cial or erratic conditions completely to iron or cancel 
themselves out. These apocts of the reports are discussed more fully under the 
heading "Limitations to Information on Operating Reults" on page 6 of the bulletins, 
and to some extent under "how the Retailer Can Use Information on Operating Results" 
on page 8, to both of which the reader is referred. It should therefore be noted 
tLat the present studies are tentative in nature and must await the results of sub 
quent surveys for conclusive evidence as to the validity of many of the statistics 

riruir, ;:rrtd. 

In spite of the preliminary nature of the statistics, however, these 
rjiortn oro bcing issued In the belief that they will at least reveal the future 
ncope for such studies and may well provide some useful, although 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.G. Stecdman, 13.A., is Chief, by Mr. A.L. Chipinan, M.B.A., 
Statistician in the Branch. The suggestions of those obtaining and using these 
reports will be most welcome to the end that better and more useful studies can be 
made in future. 

H. :arshall, 
Dominion $tatIsti,ian. 
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This report is one of u series presentir4 average operating results in 
selected branches of retail trade for 1944 and, where possible, for both 1L4l and 
1944. The first series of such studies was imde by the bureau for the year 1338 
and preonted somewhat similar information on avera, operating expenses and 
proCits against which individual firms could compare their own results. 3thce 
that time requests have been received on an expanding scale for corresponding 
types of reports, a Thct which indicates the growing interest of merchants and 
others in information on costs in retail trade. It is in response to this demand 
that these reports are now being issued. 

The basic information for such studies was obtained primarily for the 
purpose of improving the Bureau's estimates of the country's Iational Income which 
originated in unincorporated and independent retuil stores. Juch establishments 
prodominate to a marked extent in retail trade, comprising 90 per cent of all 
137,31 stores enur.ierated in the 1341 Census, accountinq for 55 per cent of total 
sales of 3,440,901,700, and providing a livelihood for nearly 132,000 proprietors 
and partners. The not earnings of these proprietors and partners thus represent 
an important contribution to the Iationul Income totals. 1regnte figures on 
these net €nrnings, however, are not readily available to the Bureau from other 
oi'n' for this reason it was deideu3 early in 1345 to obtain the required 

;irwct sirv&r 1' .;.:' le inupi of retail stores. 

as :atiorizm1 Income are now 
':irCu u OflO of thu bust nieusurur of tic purchasing power and economic activity 
the country. These statistics, consequently, are highly important as aids to 

Lh rovern!:ments and business in the determination of their pluns and policies, and 
tticulmirly so in relation to the problem of mnint"ining high levels of employment 

• . thin the country. Feriodic surveys of retail trade will therefore be made to 
Lain the inz'orn.tion necessaigi to estimite accurately the total net earnings of 

'.incorrorated retail stores for inclusion in the Iationu1 Income statistics. 

In currying, out this task it is hoped that information on average 
operating results will be made available to retailers in even greater detail than 
has been found poible in the recent curey. Thus, the co-operation of retailers 
in supplying information on their own operating experiences has two beneficial 

Price: 25 cents 
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results. In the first instance, it enhances the accuracy or V11O Bureau's estimates 
of the National Income and the soundness of the governments], 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 compare 
their own financial results. 

The figures which co-opöratixig retailers supply to the Bureau on their 
costs, expanses and profits are quite Obviously highly confidet1sl in nature. They 
arc UtTictly so regarded by the Bureau and are used 'only for the two purposes just 
outlined with no disclosures of the reeulta of individual operations being made. 

Ioiination Contained in Reports on Retail Operating Resulta. 

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 consequently covers suok 
individual Items as net eale, purchases of merchandise for resale and beginning 
and ending merchandise inventories, coat of goods sold 1  gross trading profits after 
cOSts of morohandjee sold have been deducted from sales, the several categories 
of operating OXGfl8O8 iourred during the period t.nd finally the net earnings 
available to proprietors after all costs and expenses have boon subtracted from 
sales. In Other words, the infoi!nation here under study consists of the more 
important financial items usually found in the typical retail Profit and Loss 
Statement. 

There are of course many general factors which commonly effect the 
financial results of retail atore. Thro of the ziiore important of these consist 
of the kind of business, that Is whether the store is a grocery, an apparel, a 
furniture store, etc., the amount of annual sales made by the store, and the basis 
of 000upanoy 1, that is whether the store is owned or rented. The reports of the 
co-oporating retail stores were therefore classified by kind of business and with-
in the kind of business categories into groups according to the uniount of sales 
made. Those groups were again divided by method of occupancy into flownedw and 
"ronted" categories. The figures were then compiled for each of the individual 
groups and reduced to the form shown in the tables of this report. Thus gross 
t'oding profits, the several expense itoins and proprietors' net earnings before 
moose taxes and withdrawals appear as percentages of sales while stock turnover 
apeare as a ratio indicating the number of times the average inventories were 
turd over during the year0 

Those ratios are t hereforo averages of the oporating results which the 
different groups of uniioorporate4 stores actually obtained. As such, these 
averages are at least indicators of rates of gross trading profits, of expenses 
and net earnings which oimi1r otores may have epericncod in the period under 
review. 

DntaneL. bi' Inforrit ion on . 2porating Resulta in Retail Trade. 

The critical value of information çn operating results for use in computing 
tho net earnings contributed by unincorporated retail stores to the highly 
Important National Income estimates has already been pointed out. Indeed, the nob. 
earnings of Individually operated stores add to really sizable contributions, being 
estimated at nearly $150,000,000 in 1941 and nearly e200,000,000 in 1944. quite 
apart from Its v4ue  in this respect, however, there are other economic and buaineao 
teos whlch increase still further the practicel importance of this typo of infor-
mation. 



Many of those ui ui irorn ecoflomicehangee brought about by transition 
from war to peacetime conditions. turing the war years, retell trade experienced 
high levels of consumer demand usually for relatively inadequate and in some limes 
for severely restricted supplies of merchandise. These conditions in turn tOzied 
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 roaultthg curtailment of price competition between retalls, 
the extension of price control which in €eneral tended to stabilize buying and 
aeUin1g price relationships for retailers, and a diminished need fr mark dqwxa and 
sales allowances all exerted influence In the direction of maintaining or impi'bViu 
the percentages of realized gross trading profits Apart from the furniture, radio 
and electrical, and autcinotive kinds of stores, the sales volumes of individtal 
stores generally increased tluoughout the war period. These' gains In turn tended to 
level off or to reduce expense percentages, the dollar amounts for some of whinh had 
been favourably affected by reduced credit 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. Th.ring the earlier 
transition period industry will re-convert to peacetime activities and its subsequent 
production can be deemed to go tar to meet consumers' pent-up demands, especially 
for many types of durable goods. Consumer purchasing power will likely remain 
relatively high due pertly to wartime savings, partly to the high level of industrial 
activity, and partly, with crops permitting, to the subetant lal export and domestic 
dAmnn4 for food products. Am, expansion in the numbers of retail stores in business 
may also be antl.pipated as war veterans, and individuals displaced from war production, 
establish their olin buaiesses. turing 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, howewer, consumer demands will settle down more to a 
replacement basis, expanded output will be able to build up normal Btocks of 
merchand iso 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 expaided industry. With freer 
price relationphips between merchandise cost and selling prices then prevailing, 
greater prossuree may be exerted on retailers' gross trading profit margins than 
before. This condition will probably result from a combination of influences In.. 
eluding the increased quantities of readily availab.e supplies, the desire of menu 
facturers and retailers to increase cownodity and store sales throuh lower prices, 
rnd from making mark downa, an d sales allowances more extensively than in the war and 
transition perinda. Lowerindlyidual store sales volumes for many kinds of retail 
trade on average may also be experienced from Increases in the store population, the 
diffusion of consumer purchasing power over widened ranges of merchandise, including,, 
for instance, ätitomobilee and related products, electrical appliances, eta., and 
from more intense competition between d4fferent types and kinds of retail outlets-
These lowered saee -volumes will then tend to increase percentage rates of expenee, 
many of which will be forced upward by greater dollar expenditures for advertising, 
for store renvati, and possibly for the provision of greater services to atore 
customers 

Such tez3deno lee toward reduced etore sales volumes, to lowered gross 
trading profit an4 to increased operating expense percentages in the more normal 
peacetime period emphasize the need for progressive improvements in the management 
of 1ndpendent store it tholr eontInrr x1stinc. and thor proprotrs standards 
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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 selfexamination of the 
merchant's financial results so that weak spots in the store's operations can be 

hen 
inUiv'icival merchants can measure their own financial resu,Lts against certain cutsi:e 
standards or yardsticks of achievement. It is these standards or yardsticks of 
financial performance which this Bureau is now presenting in its reports on th 
actual. operating results of sample groups of retail stores. With reports of t. 
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 .kinda 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 
f or corrective action. 

In addition to serving as aids to store management, information on 
operating costs is of considerable practical value to individuals planning the 
establishment of retail. businesses. Reports of this type enable prospective 
retailers to find out what operating conditions are like in the trades they are con-
sidering, what net earnings they may reasonably expect from different sales volumes, 
and what standards they must achieve to obtain the net earnings they desire. The 
same reports also provide these individuals with knowledge of the average sizes of 
iventoriea 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 apprenr 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 uieet changing 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 
services rendered to be measured against their costs, and by focussing attention on 	AP 
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 op'innJt=dne; s iid flexibilty to meet new problems with now 
methods and cope with theo 

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



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 
tccording to 1941 figures of some 124,000 stores -- far too many to permit a compre-
h€nsive survey of all stores. 

It was therefore decided to obtain the results from a sample of these 
sturs, scmo 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 1  some of the reporting 
atore8 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 1  prevented the 
preparation of tables showing 1941-1944 comparisons of operating results for some 
trades and in some cases also limited the extent to which average operating results 
could be broken down into sales size and "owned" and "rented" classifications. 

Following completion of the editing process and the preparation of the 
National Income estimates, the schedules were re-processed for compilation of reports 
on operating results in the various kinds of retail business. In addition to the 
kind-of-business groupings, there were several ways in which the schedules could 
have been classified such as by size of business and method of occupancy, by 
provinces or regions by size of business, by size of locality by size of business, 
etc. Examination of the reports subnitted 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 030,000, $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 figure3 for one of these types of occupancy. 

where possible tables were also prepered to present comparative and 
aver:-e fiures on the results which identical groups of stores obtained in 1941 and 
1344. Individual returns were therefore classified before tabulation Into three size-
of-business divisions and within these, between "owned" and "rented" establishments, 
uccordinE to the sales they made and the methods or occupancy they used 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 
retuil 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 pructical value, 



A glance at the tables appearing in this report will reveal quickly the 
items for which statiatic8 are given in the various size-of-business and occupancy 
columns. These arc grouped into two sections, one dosinted as the "General 
Information" and the other as the "profit urni Loss Data" section. 

The "General Inforxnutton" section, as its name implies, consists of 
statistics useful as buckgrourid material for 1ntorpretin the percentages shown in 
the following division of the tables }Iine individual itonis are hore shown, Cofl' 
slating of figures on nwctber of stores reporting, sales, inventories, coat of goods 
sold, and stock turnover in times per year 	art from "Average Sales Per Store", 
"Average Inventory Per Store, End of Year", and "Stock Turnover (times per year)", 
the figures appearing in this section are the dollar totals of the amounts ahown in 
the individual reports of the co-operating storea 

Items included in the "profit and Loss Data" section consist of "Gross 
Trading Profit", "Employeec' Salaries and Wages", "Rent", "Advertising", Deprociatlonhê, 
"Other Operating Expenses", "Total Operating Expenses", "Proprietor's Net Earnings 
Before Income Taxes and Withdrawals", and "Average Proprietor'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 
occupancy categories and were then expressed as percentages of the total sales 
reported by those groups of stores. In this way the percentages become averages for 
the several classos of unincorporated retail stores. 

The explanations for the above terms arc set forth later in this report 
under the sub-heading entitled "Row The Retailer Can Use Information on Operating 
Costa", It can be noted here, however, that both the percentages and the dollar 
figures for proprietor's net earnings are weighted by the inclusion of two different 
elements. One of these comprises the proprietor's remuneration for managing the 
business -- an amount which would in fact have been charged as an expense against 
the store if the business had been incorporated or had been operated as a unit of a 
retail chain system -- while the occond consists of the smaller and residual net 
profit element which compensates for capital invested and risked and for unusual 
merchandising abilities brought into play0 juite obviously the figures shown for 
net earnings con;tdorably overstate the proprietor's Snot  profits' because they also 
include the allowanc for propriotor's managerial services. Zaestione were 
consequently included in the schedule to permit objeotive allowances to be made for 
these services but insufficient information was obtained to enable the two elements 
in proprietor's net returns to be separately presented0 The final item on average 
net earnings per store is therefore shown in dollar figures in the tables, portly as 
an offset to the relatively high net earnings poroentagee revealed by the revious 
sories and partly to enable the reader to make his own allowances for the two 
principal elements the net earnings figures contain. 

Limitations to Information on Operating Results. 

Many retailers may quite probably use the averages contained in the tables 
of this series of reports as information against which their own results can be 
compared and analyzed0 Others may use the statistics in a broader way as indicators 
of distribution coats in the various retail trades. Both uses are of course quite 
proper but the information will serve these uses best when the limitations inherent 
in the figures ore fully appreciated0 

In the first instance it is important to note that the figures are buoed 
only on the results of unincorporated retail stores. The averages therefore do not 
reflect the results obtained by stores operating under the incorporated form of 
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organization The absence of these stores probably bears most heavily upon the 
representativeness of the averages for stores in the hither  sales volume brackets in 
which incorporated stores are most frequently found. Quite apart from differences 
in the qualities of management between these two types of establishments, however, 
the figures for average soles and average year-end inventories per store, stock turn-
over, gross trading profits and percentages for ren, advertising, depreciation and 
all other operating expenses will be readily usefulto incorporated store managements. 
nployees' salaries and wages and proprietor's net earnings before income taxes and 

withdrawals, on the other band, 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, including differences 
arising from size of business, methods of occupancy, from the sizes of locality and 
provinces in which the stores are situated, from degrees of service provided to 
customers, merchandising policies and variations in the quality of store managements. 
Size of business and method of occupancy rank high among these factors and the tables 
were therefore prepared to show operating result averages for different sales-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 take place. Examination of the tables, however, will indicate that the number 
of usable reports included in the various salcs.aize and occupancy categorieB is often 
quite small, frequently representing less than ten stores. In such, cases the results 
should be compared carefully with the results shown for other salea-sFze brackets 
to appraise consistencies in trends between the different groups. Iliere the results 
appear definitely out of line with these trends, the figures should be interpreted 
with oonsiUerable 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 .poaaible. With the tables set up in the present manner, retailers 
are able in part to do this because they can match their own results against those 
of stores in their own sales-size and occupancy classes On the other band, these 
overall figures also reflect the combined and average influences of location by 
provinoes and by size of locality, of degrees of service provided and of merchandising 
policies followed. Individual retail stores, however, experience not the 'average', 
but rather the full effects of such factors in their operating results Thus the 
overall percentages may well be quite accurate in what they represent and yet differ 
considerably from the experiences of 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 
percentages for employees' salaries and wages, advertising and depreciation were 
built up. Some reports for instance did not show dollar amounts for one or two of 



-8- 

these expense items. When no values were shown for the first two types of expenses, 
the 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 amounts were shown for depreciation and no indication was given that any 
had been taken, the schedule was xa:..ined to see if the size of business justified 
further attention If so, the firm was either corresponded with or an estimate 
was made for this item0 In all cases, of courae the expense ratios reprosent the 
total uollar expense figures for each item in each individual classification 
expressed as percentages of the total sales reported by stores in that category0 
The expense percentages for these three items nay therefore be slightly loss than 
they wouh ;::VL 	 I CT)iT .it 	 ;;rtIH :i. 	 fiu:L. 1d 

been user 

J-iow the__etU0er can Use iriQrmat1on on peritinnesUit 

}ention has already been made of the conditions in retail trade which may 
prevail in the more normal peacetime period after the transition phase has been 
negotiated. This possible pattern of economic factors, it was suggested, may in-
dude a greater pressure of available supplies or retail and consumer markets, a 
relatively smaller unstimulated demand for those commocJtios, a greater competition 
in retailing associated quite probably with freer and 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 percentages0 Such factors raise the question of how individual merchants 
can best utilize information on average operating results as a management tool in 
meeting their problems of transition and adjustment to changing economic conditions0 

Use of operating cost averages in this way depends essentially upon 
comparing results of individual stores with those obtained by similar stores in the 
same kind of business0 The retailers therefore should first determine from the 
tables the size of business and occupancy categories most sizrdlar to his own store0 
This may be done by comparing his own sales for the period with the sales-size 
brackets of the tables to determine his size catecry and by selecting the occupancy 
basic coinciding with that of his own business0 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 the most part as percentages of his own total 
net sales and receipts from services performed. he is then in a position to compare 
directly his own results with those which other more or less similar Canadian stores 
obtained in the same period0 

"I'umber of_Storojeportin', tL: first item in the tables is also the 	4 
first item to which the merchant should direct his attention0 This figure, inch 
cating the number of reports upon which the following percentages are based, is a 
good overall indicator of hew typical those ratios may be of the entire class of 
stores they are presumed to represent0 Such percentages, it will be recalled, become 
more accurate as overall measures of their class as the numbers of stores in the 
sample increases0 Consequently the averages for particular categories where the 
number of reports is small should be compared with otnor brackets for consistency 
before those averages are applied against the resulto of the individual storo 

"yerae sales Per Sto" is a useful comparative figure because it gives 
the retailer an idea of the size of the 'average' store in each size-of-business 
bracket. With this information the merchant can identify the position of his store 
as either below, above, or at the saloaaverage point in his appropriate category. 
He can make the necessary allowances therefor when comparing figures for stock 
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turnover and percentages for the various operating expenses and net earnings with 
his own results. 

"Total Inventory Reported" as a section within the tables contains tour 
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 stocka between the two dates which for the 

b 

	

	sake of convenience may be reduced to percentage form. This variation can then be 
compared with chrrn es in their own inventory levels to thdicate how their own 
experlences c -, -.f - )mr. v, ith the trend for the rou'p 

verar-. , 7L nveritc ry Per Stc re, End 	' Yujr r 	the 	st 	s.c 
items reduces the total end-of-year stocks of reporting retailers to a per store basis 
and thereby indicates the average amount of capital per store that was invested in 
stocks at that date. Admittedly these figures have been influenced by wartime con-
ditions which have affected the quantities on hand, the commodity composition of the 
stocks and the cost prices on which the inventory valuations rest. Moreover, the 
value of inventories on hand at the end of the year 13 often an Inadequate measure 
of the stocks which were maintained throughout the period becauee the end-ct-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 morehant's residual and invnodiete supply position conforms with others 
in his own sales-size bracket. Under normal supply-demand conditions, however, such 
figures 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)" 18 the number of times that reporting 
stores disposed of their average inventories of merchandiBe in the year. For 
purposes 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 Sold". 
The latter item itself is a computed one, boing determined by adding beginning 
merchandise inventories to purchases and deducting stocks of goods left on hand at 
the year-end. Merchandise purchases here consists of the invoice value of all goods 
bought for resale during the year, less returns, allowances and cash and trade 
discounts, but including duty, inward freight, and express and truckago 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 doea 
:iot impair the value of conclusions based on comparisons because the turnover 
rigures for the individual store and sample group of stores are similarly affeoted. 

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

The first of these, that the retailer's opening inventory was out of line 
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with the average for the group, may be determined by calculating the average per 
store beginning inventory for his class of store and then making a 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 suggestB that the merchant enjoyed a higher rate of stock turnover during 
the latter part of the year than that of his class. 

The second possibility, that his ending inventory exceeded the average for 
his group while his beginning stocks were more closely in line, could have been 
caused by several factors. Thus receipts of merchandise just before his financial 
year 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 
purchaees of merchandise continued unchecked. Such a condition might be a matter 
of considerable concern, first because of the possibility of continued ourtailmenta 
in sales and second, because the merchant would be teeing a new financial year with 
e 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 significant of oil. Some 
retailers, of couree, may end their fiscal years at times when due to seasonal 
factors their stocks are naturally quite high In such instances an unreal compari-
BOfl could result because most of the reporting stores terminated their accounting 
years at the and of December, Ienuar3r, or February when their stocks were compara-
tively low. In all other cases, however 1  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 mhandise, including proprietor's withdrawals of goods and 
receipts from repairs/services, and the "Cost or 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 diacounts,.but includes both duties levied on imported 
commodities and inward transportation charges. "Cost of Goods Sold" is thererore 
the coat 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 merchandises As 8UOh, 
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 f or 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 75 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 bis total net sales including his receipts from repairs and other 8erViCes 
rendered. having done this, the retailer may find his own gross profit percentage, 
for instance, somewhat lower than the average for the reporting stores in his sale8 
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 aide of the picture 
it is possible, for instance, that an unusually large proportion of the retailer's 
sales could have been concentrated in the lower-profit lines of merchandise; in 
other words, that he was not selling enough of the higher profit items to 'average-
up' his gross trading profits. Competition may possibly have required the retailer 
to sell at relatively low selling prices and thus at relatively 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 otbers, heavy 
mark downs may have been taken to clear excessive stocks of slow-moving goods, to 
sell 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 coumiodities before total losses were sustained. 

Factors relating to purchasing for resale likewise could have had a down-
ward influence on the gross profit percentage. 11iscalculotions 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 factor. This 
experionce, of course, is at least partly common to other retailers in the some kind 
of business. Failure to take the full benefit of cash discounts,alSO tenth3 to 
reduce the gross trading profit percentage. Such discounts, 3lthoueh represciatin. 
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a worth while addition to the income of the business, will usually not of themselves 
cause any considerable e!mnge In the gross prof it percentage. 

A number of other factors may alSo be influential In producing a lower-than-. 
average rate of gross profit. An over-valued beginning inventory, for instance, 
will cause a lar 'er fI.ire to be shown for cost of goods sold and thereby will reduce 
gross trading profits. An emllng inventory that is under-valued, or one which has 
been written down in value 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. There 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, wi].l likewiSe depress the gross profit percentage if 
such amounts have not been included p1 sales at full retail values. In cases where 
cash receipts are considered as sales the withdrawal of cash by the proprietor with-
out including it In his total receipts, or the transacting of an unusually large 
proportion of buBinesa on a credit basis near the end of the financial year, again 
will reduce the gross trading profit and Its percentage for the year under review. 

"p1oyees' Salaries and Wagee" exclusive of all types of cash withdrawals 
by the individual retailer, may appear higher what 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 prciportlon to their salaries and wages as those of 
similar stores. This might result from the fact that the retailer Is paying them at 
higher rates of pay than other merchants in his class. Alternatively, the retailer 
could be using more full-time and fewer part-time workers than the comparable out-
lets, or is relying more on male employees than was true of the group of similar 
reporting stores. 

The typGs 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 have increased the routine work of the store sufficiently to require 
additional help. Certain other services performed on a charge basis, such as 
repairs, etc., could also increase staff requirements, even though profitable 
revenues were obtained. 

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

In some instances the merchant's higher payroll percentage may reflect 
peculiarities of some of the stores Included in the different sanle 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 may not receive any regular wages and others may 
be paid at less than going rates of pay for their services. The inclusion of these 
stores in the sample therefore would result in a somewhat lower salary 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 sales may 
also appear higher than the average for com'amb1e stores. Some allowance, though, 
should be made for such differences, particularly when merchants who are comparing 
their results are situated in the l&rger center's of population. This is because the 
reporting stores represent the varicus sizes of locality, Including the larger 
Citte3 in which dollar rents often tend to be somewhat higher than in the 8maller 
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 raid to this fact, it may be true that the 
merchant's rental percentage Is still above the average for his group,- in other 
words that he is not obtaining as large a Bales volume per dollar of rent expense as 
the comparable stores obtained. Several factors, of course, can account for his 
less-than-average performance. /tong these Is the possibility that especially severe 
competition or lack of aggressive promotion may be keeping the retailer's sales 
volume down; that he has been in business for a relatively short time and has not yet 
built up his sales volume to the potential his location offers; or.that the merchant 
is situated In a city with particularly high commercial rentals. In other cases, 
the merchant may be renting more than the space required for his store and yet be 
charging the full rent to the store business. Here the comparison may not be as 
adverse as It seems when the proportionate amount of rent.Is charged ogainst the store. 

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

"Depreciation", as percentages of total sales, measures the extent to 
which the owned fixed assets of the store -- including the value of new additions 
or replacements -- have decreased in value by wear and tear, by getting out of date, 
or simply by growing older This of course is a real expense of the business even 
though it does not immediately involve cash expenditures, for the business man 
should recover his capital either for Investment in new assets or for other uses. 
The size of this expense obviously depends upon whether the store building Is owned 
or rented, the original costs and types of the tiwd 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 already been written off. Quite possibly, the wartime scarcities of 
equipment, maerials and labour may often have prevented replacement or renovation 
of the fixed assets, thus depressing the depreciation exponse percentages below 
what they would have been in normal times. In other Instances where no depreciation 
was shown, a corrected figure was obtained for depreciation or alternatively an 
estimate was entered in the tabulations for this expense. In general where 
correspondence with reporting stores was undertaken the following rates were suggested 
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for consideratfon: On cost of building, a maximum of 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 StOreB 
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 cost may 
have been greater; some of them may have been purchased more recently; or the rates 
of depreciation used may have been higher. In 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 li"it, 

"Other Operating Expenses", comprise all legitimate expenses still 
remaining, and include heat, light and power, store supplies, taxes other than tn 
come taxes, business insurance, loa8es on bad debts, repairs and maintenance, 
interest on borrowed money, etc., but do not include proprietor's salaries or with-
dyawale. 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 ratio and that of his group. Furthermore the merchant must make an allowanoe 
for a reasonable difference between the two expense percentages because of the 
varying experiences of stores reporting their "all other operating expenses". It 
his own percentage is still somewhat higher than the average, however, the retailer 
may well check through his residual expenses to determine the reasons ror them and 
to aseese the possibilities of effecting certain reductions in the future. 

"Total Operating Expenses", when expressed as a percentage of the store's 
total aaleB, 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 ccsparable 
group of stores. These differences could quite ossib1y cancel each other out to 
leave the retailer's total expense ratio closely approaching the average for the 
category against which it is coxftpared 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. In 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 earninps which is, of course, exclive 
of mn-trading incomes such as return on investments, rentals received and so forth. 
If, then, 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 a higher-than-average total cçerating expense ratio, 
the possible causes of which have already been commented upon. 

"Average Proprietor's Net Earnings Per Store", as already explained, con-
sists of the total reported net earnings divided by the number of co-operating 
stores. Expressed as a percentage of total net sales, this item will frequently 
appear large. This is because it contains two dissimilar and unmeasured elements, 
one being the remuerat ion usually thought of as the proprietor's real salary for 
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managinp 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, Alloances nniat 
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 ection, it will be noted, has dealt with three phases 
of the problem of "How The Ietailer Can Use Information On Operating Results" in 
studying his stock turnover and his various profit and expense items. First has 
come an explanation of what each Item Is and how it is made up. Then It was assumed, 
for purposes of ecinparison only, that the retailei"s results were Inferior to the 
average for his comparable cIsrg of stores. This, in turn, was followed by a 
diacussion of the possible operatln€ rectors which might have caused the poorer 
results. Jany of these factors, however, would have resulted in average or better-
than-average performances being obtained if their direction had been reversed. For 
this renson, therefore, no attempt was made to analyze the reasons for higher-than-
average c'erating 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 facte and imagination mist be relied upon to solve 
many of the individual problems of retail managements. 
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PART II AUTOMOBILE DEI= 

According to the Census of Merchandising, there were 1,962 autobi1e 
dealers and 212 distributors 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 tyee of firms for 1, in 
aggregate volume of $340,042.700 in that year0 Such concerns provided livelihc. 
for 1,925 proprietors or partners. full time work for 20.306 employees to whom 
$29,017,200 was distributed in salaries and wages, and part-time employment to l?. 
individuals who received 1 4 853500 in salaries and wages for a total payroll of 
$29,870,700 in 1941,. 

Any statement on the operating experiences of this important division of 
retail distribution obviously must recogaize the drastic changes which followed the 
discontinuance early in 1942 of new motor vehicle production0 Previously, the auto-
mobile retailers had been geared to a high level of activity0 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 $340042700 In 1943, only 4798 new units were retailed at 
$7,557,400, a valuation approxiiately 95 per cent below the $151,868.905 realized 
in 1941G In 1944, there were 11,677 new vehicles released by the !otor Vehicle 
Controller of the 1partment 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 available0 

Concurrent with this heavy contraction, the financing of used vehicles 
by firms which specialize in tiis activity and which of course takes no account of 
sales made on a cash basis dropped from 141,387 units in 1941 to 30599 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  stocks0 In this regard, 
the Bureau's report on Motor Vehiole Retailing in Canada, 1937, showed a gross trading 
loss of 4,8 per cent of sales in that period. 

Under the impact of these conditions, a number of the smaller new vehicle 
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 departments0 Some of the firms 
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 13ureauls estintes of passenger cars withdrawn 
from use. These totalled 166,054 in the three -year period 1939.4941 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. 

Suiiunarof 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, may be summarized as followsr 
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(1) Total sales obtained in 1944 by reporting establishments in 
ovmed and rented premises averaged 54 per cent below the dollar volumes 
hichthóse same firms obtained in 1941. The greatest decreases were 
experienced by the largest 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-
1cr, do not reflect the decreases for the trade as a whole because the 

cDntinUing firms undoubtedly secured a certain amount of the business 
rrer1y transactod by the establishments which had discontinued operations. 

2) Gross profit percentages were generally higher in 1944 than in 
- 	£s an example, the gross margins for owned and rented establishments 
th 1941 sales of 50,000 and over increased from 181 and 15.2 per cent 

of salez In the earlier to 29.4 and 290 per cent in the later period. This 
was duo mainly to the markedly higher proportions of total receipts from 
services which, consisting mainly of labour charges, contributed only small 
ainowts to the offsetting item for cost of goods sold0 

Total operating expenses as percentages of total sales also 
averaged considerably higher in 1944 than in 1941, the ratios of owned and 
rented firms with sales of $50,000 and over rising from 137 and 120 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. 

The average rates of net earnings before income taxes and 
proprietors' withdrawals followed the upward movement recorded by gross 
profits forming higher percentages of sales in 1944. As an illustration, 
the ratios for owned and rented establishments with sales of 050,000 and 
over rose from 4.4 and 3.2 per cent in 1941 to 7.7 and 7.5 percent in 1944 

The expansions in the not earnings ratios, ho':ever, were not 
sufficient to offset the sharp declines in totalsales. 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 5,643 in 1944. 

Description of business activities, 1941 

Before proceeding to analyze in detail the operating results of the 
reporting automobile retailers, a description of their merchandising activities may 
ic in order. This is presented in the following table which reveals the percentages 
.hich the sales of the different commodities and receipts from services formed of 
l:.he total dollar volumes of the firms which reported an analysis of their sales in 
the 1941 Census of Elerchandising. The averages are national in scope and rest upon 
the returns of both unincorporated and incorporated businesses. 
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Percontare Distribution of Sales by Coruaodity Classes, Canada, 1941 

Retail 	Distributors with 
Dealers 	,•jholesule Car 

Lonmodities 3old 	 I 	Only 	I 	Departments 

TOTAL, All Conmo1it1es $old 

New passenger cars 
New commercial vehicIe 
Used vehicles .................  
Jholesale car department sales 
Tractor (farm and other) 
Parts and accessories 
Tires and tubes , ........... 

Gasoline, lubricating oils and greases 
L:iscellaneous merchandise 
fleceipts from repairs and services 

100,0 

31.7 
11.4 
29.8 

0.8 
8.9 
1,6 
0.5 
7.6 
1.2 
6.5 

100.0 

31.1 
6, 

26.:3 
17, 
0.2 
8.3 
1.1 
0.3 
2.7 
0,8 
5.4 

perating Results of Continuing Establishments in 1941 and 1944 Compared 

For other retail trades the practice has been to present first the orerating 
results obtained in 1944 followed where possible by the averages for the smaller 
numbers of firms which submitted fires 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 year of 1941 as a possible indicator of their 
operations in 1946. The present report recognizes this interest by first presenting 
the comparative statistics of identical firms 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, a total of 315 unincorporated concerns sub-
mitted usable returns on their operations in 1944. Of theo,223 also provided similar 
information for 1941. The latter group was classified into three sizes of business: 
(a) firms with sales of less than 20,000, (b) between Q20,000 and 450,000, 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 preises 
to form six sales and occupancy groupings of reports. Only 4 returns, however, 
were available to represent rented outlets with sales of less than 020,000 and fires 
were consequently compiled for only the remaining five classes of automobile retailers. 

Sales decline from 1941 averaged 54 per cen; 

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 yeriod. 
Firms in owned premises with sales of less than 20,000 were the only ones to better 
their 1941 volumes, the 1944 sales for the group averaging 21 per cent higher than 
in the previous period. The increase for these small firma was partly due to an 
expansion in their service receipts which tend to form somewhat larger percentages 
of.total s 

'
ales than is true of the larger establishments. Bein: comparatively miiall, 

moreover, these outlets were able to replace their relatively low sales of new vehicles 
with considerably groater quantities of used ones or indeed with other merchandise. 
3ubstnt1a1 declines, on the other hand, were experienced in the two larger sizes of 
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business. For ovjned and rented establishments with sales between $20,000 and 
ç50,000, 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 C200,381 per firm, the declines were much more severe, 
represerting contractions of 53 and 61 per cent from previous levels. 

The cessation of new motor vehicle production, of course, emphasized 
ie need for conserving the cars and trucks already in use, and thereby increased 
..e relative importance of the repair and parts and accessories departments of 
o automobile dealers. Designed primarily for acquiring information necessary for 

:tional income estimation, the schedule did not require the total receipts of the 
:orting 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. 

Iotor Vehicle Retailers 
Analysis of TottilSaies by Size of Business, 1941'il9' 

Size of Business  
Occupancy Class 	Under $20,000 	40,0009 1 999 	$50,000 and Over 

	

 

1941 - 	1944 	1941 	1944 - 1941 	1944 

Owned Estb1 ishments 

	

Iumbor reporting ............J.2 	12 	50 	50 	52 	52 

	

iuxbcr analyzing sales ..... 	6 	6 	41 	41 	40 	40 

Per cent sales of 

	

merchandise ............ 	77.7 	74.2 	87,9 	84.1 	90,7 	79.9 
Per cent receipts 

	

fron services .......... 	22.3 1 	25.8 	12.1 	15,9 1 	9.3 	20.1 

	

:verae sales per outlet ... 	14,184 )18,459 	32 1 740 1 ç27,157 1 j150,149 	69,171 
Average serTice receipts 

	

per outlet ... ............. 	3,163 	4,752 	3,962 	4,318 	13,964 	13,903 

nted Establishments 

' 	I u;iber reporting ........... 26 26 79 79 
ber analyzing sales ..... 18 18 60 60 

Sample Sample 
er cent sales of 
merchandise 	............ 82.8 76,8 91.0 78.6 

'er cent receipts Too Too 
from services 	.......... 17.2 23.2 9.0 21,4 

Average sales per outlet ... Smal.L Small 36 1 088 $30,109 190,568 IV7,100 
Average service receipts 

per outlet 	.............. $ 6,20? 6,985 17,151 16,499 
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Receipts 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 cent in the later 
year. Reflecting the major declines in sales volumes, the sharpest increases in the 
proportions of service receipts were recorded by establishnents with 1941 sales of 
450,000 and over. Firms of this size in owned premises obtained 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 ones did, the ratir :f 	 t. tnt:J receit: 
declining steadily as the establishments became larg 

Actual service receipts per establishment 
sales sizes surprisingly enough remained comparatively 6tabie 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 vehicle retailers. In this regard, the service receipts of all 
firms included in the preceding table averaged 95 per cent of sales in 1941 against 
the overall ratios of 6.5 and 54 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 sample but the gap nevertheless suggests 
that these figures should be regarded primarily as indicators of trend. 

Endinginventories 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 W020,000 to $50000 sales size, the total ending stocks 
reported for 1944 by the 50 finns in owned premises were about 18 per cent below the 
correspcnding valuations for 1941, while the decline for the 26 rented establishments 
amounted to 46 per cent. Reflecting the probability that new motor vehicles bulked 
more heavily in the stocks or the largest firms, their inventories recorded even 
greater declines which averaged 51 per cent for the 52 concerns in owned, and 63 
cent for the 79 establishments in rented premises. Such contractions, it 'i1l be  
recalled,paralleled closely their declines in sales which amounted to 53 per ceit 
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 2 
per cent greater than the corresponding figures f or 1941. 

Average inventories ,per establishment varied for the five sales aiid 
occupancy groupings between ç1,875 and 4,948 at the and of 1941. The firms vith 
sales of 50,000 and over naturally reported the largest inventories, owned 
establishments with average sales of $138,647 having inventories of 017,091 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-
elude the labour costs involved in reconditioning used cars for sale. The 
esulting averages therefore represented the number of times such inventories 
' merchandise and incorporated labour costs were turned over in the year and 
ere independent of the receipts or the labour costs which arose from the pro. 
tion of repair services. 

So defined, the stock turnover averages for the five sales and occupancy 
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 years when the ratios are 
examined in detail. In 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. For rented outlets 
with sales ranging between 620,000 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.D time8, 
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 67 times for the owned 
and 7.5 times for the rented establishments which compares with ratios of 55 
and 6.3 times recorded by those with sales between $20,000 and $50,000. The 
figure of 5.6 times, however, was exceeded by owned establishments with sales of 
less than 2O,000, the average for which stood at 60 times in 1941. This 
ranking was reversed in the later period when the largost firms turned over their 
average inventories at somewhat slower rates than the smaller establishments. 

Gross profiercentages averaged higher in 1944 

Gross trading profits, or the difference between total sales and cost 
were generally higher as percentages of total receipts in 1944, Over-

dl the ratios for the five groupings of establishments ranged between 15,2 and 
3.7 per cent in the earlier and between 20.6 and 30,2 per cent in the later 

ijeriod. No change was recorded by the 12 outlets in owned premises with sales 
of less than $20,000, 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 and rented establishments 
with sales of 50,000 and over registered the sharpest ppins 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. 

Orosa Profit and Service Receipt Percentages, 1941 and 1944 

Gross Profits 	service Receipts 
Soles and Occupancy Class 	(Per cent of sales) 	(Per cent of sules) 	- 

	

- 1941 1 1944 	1941 	I 	214 	A 

Between tP.0,000 and 49,999 

Owned Establishments ...,,., 	19,0 	1 	20.6 	12,1 
Rented EstablIshments 	a..... 	 21.8 	30,2 	17.2 	25.2 

50000 and Over 

Owned Establishments .. 	18,1 	29.4 	1 	9.3 	1 20,1 
Rented Establishments ,.,, 	15.2 	29.0 	9.0 	21.4 

By size of business the largest concerns had the lowest rates of gross 
trading profits in 1941, the averages for firms in owned premises declining 
from 257 per cent of sales 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 similar for rented establishments, f or those with sales between 
20000 and $50,000 recorded an overage 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 257 per cent in the smallest to 20.6 per cent in the inter-
mediate and then rising to 294 per cent for the 1erost retailers of motor 
vehicles. This was paralleled by a similar progression in the percentages 
of service to total receipts which dropped from 25.8 per cent in the sa11est 
to 159 per cent in the intermodiate and expanded to 20,1 per cont of total 
receipts in the largest sales size.. For rented establishments, average 
gross profits receded from 302 per cent in the V,0,000 to $50,000 size to 
29,0 per cent in the $50,000 and over salet category while the ratio of 
service to total receipts fell from 23,2 to 21.4 per cent of aggregate sales 
volumes. 

Payroll ratlos avecaGed hiier in 1944 than In 1941 

Unallocated salaries and wages paid to employees, i.e., wages 
not charged directly to the reconditioning of used cars and included in the 
final costs of such vehicles, rmre higher as percentages of total sales in 
1944. Overall the five payroll averages varied between 5.9 and 7,5 per cnt 
in 1941 and between 9,1 and 11,5 per cent in 1944. The major increases were 
recorded by rented establishments with sales between 0,000 and 50,000 and 
by both owned and rented outlets with sales of $50,000 and over where the 
ratios rose from 7 to 11..3 and from 7.1 to 11.4 and from 5.9 to 11.5 per 
cent, respectively. It was in those same groupinep, moreover, that the 
proportions of service to total receipts also showed the g7eatest increases 
between the years in question. 
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Actual expenditures for undistributed salaries and v:aos per 
establishment were lot?er in three of the five groupings of outlets in 1944. 
These consisted of finns in owned premises with sales between $20,000 and 
50,000 and of firms in owned and rented premises with sales of :50,000 and 
over, the averages for which dropped from 3,347 to $2,174, from 9,844 to 
:7 1-362, and from 11,823 to 8,917 per unit, respectively. Owned establish ts 
.;ith sales of less than 0,000 and rented ones with volumes between 0,000 
nd 5O,000, on the other hand, reversed this trend, their average payrolls 
ising from 992 to 1,218 and from )2,720 to $3,193 between 1941 and 1944. 

• ch giins follow naturally from the fact that service receipts and the 
• :ibour 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 rati( for the three classes of 
owned establishments in 1041 were stable at 7.0 to 7.1 per cent of sales, 
while those for rer.ted ones dropped from 7.5 in tio :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 automobile retailers In owned premises rising from 7.1 
per cent In the smallest to 7.6 and 11.4 per cent in the two larger sales 
sizes and for those in rented preiIses from 11.3 to 11.5 per cent. This 
contrasting movement in the salary and wage ratios may have been due 
partly to differonce8 in accowiting 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 allocated 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 more comparable basis because the larger firms would also 
charge the labour costs in their rerair  work to salaries and wages. Such 
developments would then permit 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. 

!nong the four remaining e)qense 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 

4 

	

	 from 1,8 to 1'.9 per cent but the average for those with dollar volumes of 
.,50,000 and over doubled, being 0.7 per cent in 1941 and 1.4 per cent in 
44. This was due largely to the drop in sales, the relative decline being 

:reatest for those havinr sales of 050,000 and over. Advertising expenses 
in percentage form were comparatively low in both years. For 1941, the 
five averages ranged between 0.1 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. Daring 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 actual amounts these write-offs generally tend to remain relatively 
stable and therefore formed higher percentages of the reduced sales 
volumes which prevailed in 1944. Dae possibly to special circumstances, the 
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depreciation ratio for the owned establishments with sales of less than 
20,000 - the only classification to record an expansion in volume - 
moved up from 15 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 sales betweei 
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 period0 

Total exjense 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. For the four groupings with sales of 
$2 0,000 or over, the net earnings percentages ranged between 3,2 and 6.0 
per cent in 1941 and between 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 
lator period. 

Thile the increases 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 earnings 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 p1,981 to $1,827, from $6,16 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 amounted 
to 14, 53 and 61 per cent from the oarlier 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 
favourable showing in the face of a 19 per cent contraction in sales. 
Owned establishments in the smallest size of business not only experienced 
an expansion in business but also bettered their average rate of net 
earnings and their dollar ave:rages rose from 1,366 to $1,772 per firm 
'r nn ncirase f 30 -'cr cent against n iin of 21 er cent in sales. 

Trends by Size of Business, 1944 

In addition to the 223 firms submitting information, for both years 
there were another 92 whi,ch reported only for 1944. These 315 reports 
were classified for Table 2 intQ three sizes of business according to 
their sales in 1944 rather than according to their sales in 1941 on which 
Table 1 was based, with sales volumes generally lower in 1944 this has 
caused some of the reports in1uded 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 sm3ller 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 to compare individual operating experiences for 1944, 

S 

Stock turnover ratios higher for bigger establishments 

Turnin3 to the operating results for 1944 presented in Table 2, 
the larger 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 703 times in the largest size of business0 
This is 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 
between $1,826 and $11,186 per establishment at the end of 1944, the 
averages increasing steadily for both cned and rented outlets as the 
buinesses 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 closely grouped for 1944 between 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 20.6 per 
cent stood for owned and rented outlets in the largest size category. 

Among the individual expense ratios, unallocated salaries 
and wages paid to employees in 1944 ranged between 0.0 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 nal1e-t 
to the largest sales category. Thus, standing at 80 per cent for both 
owned and rentod establishments in the less than $20,000 grouping, the 
ratios rose to 8,6 and 98, and to 10,8 and 114 per cent of sales in the 
two larger classifications. 

Rental costs variad inversely with amount of business done 
dropping from 3 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 betveen the comparatively low averages of 0,2 
and 05 per cent for the six sales and occupancy groupings with little to 
suggest either a direct or iYverse variation in the ratios by size of 
business. Depreciation allowances were somewhat higher in ratio form, the 
six averages varying between outside limits of 06 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 those of their rented 
counterparts. 

Other opei'ating expenses, the residual classification, varied 
narrowly for the six groupings between 66 and 80 per cent of total sales 
in 1944. The trends in those averages by size of business, however, were 
rather irrelar. For rented establishnents r  the ratios moved upward from 
6,6 per cent in the smallest to 69 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. 

2j1 expenses averaged bet'.'een17,O and 20,9 per cent of sales 

Total operating expenses ranged for the six classes of establish-
nients between 170 and 20.9 per cent of sales in the period under review 9  
The larger concerns with but one exception had the higher total expense 
ratios. For rented establishments the trend was cansistently 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 $20000 to 17.0 per cent in the inter.-
mediate grouping but rose sharply to 19.7 per cent in the largest size of 
business 

Proprietors' 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 ratios declining from 8,5 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. M 
exception to this trend occurred in the series of ratios for outlets in rented 
premises where the average dropped sharply from 99 per cent in the smallest 
to 6.9 per cent in the intermediate size and 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, 
' 

	

	:ncreased consitontly with expansions In size of business. For establishments 
in owned premises the dollar averages ranged upward from 01,262 per outlet in 
the less than 20,000 to $2,431 and $5,798 in the two larger sizes of business. 

similar progression is apparent in the figures for rented outlets, the 
uverages lEro rising from l,.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 largest 
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 )50,000 to $97,101 and $94,456 per firm In the $50 ,000 and over sales Classification. 



Table 1.--Autoynobile Dealers - Operatini Results for Stores Classified 
According to 1941 Sales Size and Occupancy Basis, Canada, 141 and 1944 

0U17 CF .'?U 1L SALES 	- 
Item 
	

Less than i20,000 
41 	1944 

Rented 	Owned [ Rented 

(ENERAL INFCR?ATION 

Number of Stores Reporting 12 12 
Total 	Sales 	.................... $170,085 205,798 

17,150 
Total inventory Reported, 

25,357 
22,503 TOO 24 1 911 TOO 

Average SalesPer Store 	............14,174 

Beginning of Year 	................19,702 

21,103 25,134 
End 	of Year 	................ . 

Average Inventory Per Store, SMALL 
Average for Year 	................ . 

1,875 2,076 '7. 	End 	of 	Year 	..................... .. 

Cost of Goods Sold 	.............. 12 6,373 152,908 
Stock Turnover (times per year) 

. 	
6.0 -- 6.1  

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

Gross Trading Profit 	........ L 	25.71 	. 	25.7 

Operating Expenses: 
LI. 	Employees' Salaries and 1ages 
12 • 	Rent ........................... 

Advertising . . •. • . . . . . ......... 
Depreciation . .•. . •. ... . ... 
Other Operating Expenses 

Total Operating Expenses .........  

7.0 7.1 
- SAMPLE - SAMPLE 
0.2 0.4 
1.5 TOO 1,9 TOO 
7.4 6.0 

SMALL SMALL 
16,1  15,4  

Proprietor's Net Earnings Before 
Income Taxes and Iithdrawa1s 

... L 	9.6 	10.3  

Average Proprietor's Net Earn- 
ings Per Store .................  1,366 	1,772 f-- 
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Table 1.--Automobile Dealers - 0perotin Results for Stores Classified 
.•ccordin to f)41 jules1ze3nd Occuuncv Basis, Cunudi, 1941 and 1944 

Orn:T OF ANIJAL s1Ws 
0,000 to 4')99 	 -. 	$50,000 and Over 

- 1J41 	1 1i44 1 	1941 	 1944 
- 	Owned 	ted1 	Oied1 Rented 	Owned [ - Rented 	Owned I 	Re 

ERAI ThT0ImAT 101: 

50 26 50 26 52 79 52 
7911 $1,653,034 $908,168 $1,430,517 $734,550 $7,209,664 015,030,064 $3,358,227 06,125,904 2 

33,061 34,930 28,610 28,252 138,647 200,381 64,581 77,543 3 

233,439 104 1 278 191,817 73,091 858,904 1,622,713 402,438 707,938 4 
245,2881 119,799 200,983 64,789 888,738 1,970,918 431,661 734,934 5 
239,364 112,039 196,400 68,940 873,821 1,796,816 417,050 721,436 6 

4,906 4,608 4,020 2,492 19,091 24,948 8,301 9,303 7 
1,338,958 709,279 1,135,830 511,981 5,899,505 13,423,894 2,367,550 4,349,392 8 

5.6 6.3 5.8  7.4  6.7 7.5 5.7 6.0 9 

PROFIT MD LOSS DATA 
(ItemsExpressedAsPercentagesofSales) 

19.0 	_21.81_20.6 _30.21_18.11 15.2!_29.4 _29.0 10. 

7.1 7,5 7.6 1.1.3 7.1 5.9 11.4 11.5 
- 1.8 1.9 - 0.7 - 1.4 

0.1 0.3 0.1 0.3 0.3 0.2 0.7 0.4 
0.8 0.4 1.0 0.7 0.7 0.3 1.3 0.8 
5.0 6.3 5.5 7.9 5.6 4.9 8.3 7.4 

- 13.0 16.3 14.2 22.1 - 13.7 12.0 212 21.5 

	

5.5 	6.4 	8.1 	4.4 	3.2 	7.7 	7,5 

	

1,933 	$1,827 	$2,296 	$,166 	$6,516 	$4,996  

11 
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Table 2.--Automobile Dealers - Operating Pesults for Stores Claaaified 
According to 1944 Sales Size and Occupancy Basis, Canada, 1944 

GENERAL TTFORMATI0N 

1. Number of Stores Reporting ....... 36 24 
2.Tota1Sa1es.3 ....... $533,852 $292,813 

 Average Salee Per Store ......... 14,829 12,201 
Total Inventory Reported, 

 Beginning of Year . ..... 83,597 49,520 
 EndofYear 	000 ,• .• 100,895 43,815 
 Average for Year ........... 92,246 46,668 
Average Inventory Per Store, 

9, End of Year 	... 2,803 1,826 
 Cost of Goods Sold ...... 	0* , 	 391,847 209,604 
 Stock Turnover (times per year) .. 4.2 4.4 

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

 Gross Trading Profit 26.6 	1  29.1 

Operating Expenses: 
Employeea' Salaries and .ages 8.0 8.0 
Rent - 3.6 

0.2 0.2 Advertising 	................... 
Depreciation 	................... 1.9 0.8 
Other Operating Expenses 8.0 6.6 

Total Operating Expenses ........ . L 	18.1 
	

19.2 

Proprietor's Net Earnings Before 
Income Taxes and .yithdrawals ... 	8.5 	9.9 

\verage Proprietor's Net Earn- 

	

ings Per Store .................4262 	1,214 



Table 2.--Autoinobilo Dealers - Operating Results for Stores Classified 
According to 144 Sales size and 0ccuicy Basis, Canada, 1944 

$20 1 000 to $9,999 	 i50,000 and Over 
Owned 	I 	Rented 	1 	Owned 	I 	Re 

rrw A1 TflP'Y'T( 

87 58 45 65  
$2,834,636 $1,977,734 $4,369,526 $6,139,618  

32,582 34,099 97,101 94,456  

364,665 214,120 470,463 589,372  
391 0 921 240,055 503,374 614,795  
378,293 227,088 486,919 602,084  

4,505 4,139 11,186 9,458  
2,140,150 1,445724 3,246,558 4,383,687  

57 6.4 	- -. 	6.7 	- 7.3  

PROFIT AND LOSS DATA 
ressed As Percentages of S01e8 

24.5 
	

26.9 
	

25.7 
	

28.6 	I 10. 

8.6 9.8 10.8 11.4 
- 1.7 - 1.2 

0.2 0.4 0.5 0.3 
1.3 1.1 1.1 0.8 
6.9 6.9 7.3 7.3 

17.0 20.0 	- 19.7 20.9 

7.5 	1 	6.9 	 6.0 	- 	7.6 

 
 

1. 
 
 

 

 

18. 
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PART III - FILLD STATI0I:s 

Trends by Jize of Business, 1944 

Filling stations are engaged principally in selling gasolh. 
and oil, parts and accessories and tires and tubes. They also derive 
certain proportion of their revenues from repairs and services but su 
receipts by definition must not form more than 25 per cent of their t 
sales. ;s an additional qualification, gasoline and oil must account for 
at least 75 per cent of the total merchandise sales. 

Gasoline, therefore, is the major revenue producer for filling 
stations, its sales in fact amounting to 78 per cent of the total receipts 
of the filling stations which analyzed their sales by classes of commodities 
In the 1941 1:erchandiaing Census. Lubricating oils and greases came 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 together amounting to the minor figure of 1 per cent, of 
meals and lunches at 1 per cent, and of all other merchandise at 4 per cent 
of the total sales so 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 ç10,000, between 10,000 and 420,000, $20,000 and 3O,000, 
30,000 and 	0,000 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 promises to form ten sales and occupancy classes of 
outlets. Statistics 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. 

i'kverns7e inventory turnover faster for larger stations 

Average rates of inventory turnover for the nine classes 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 regard 
the averages for the four groupings of owned stations ranged upward from 
15.6 times in the sirl1est to 29.0 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 
increased from the smaller to the larger sizes of business at much faster 
rates than did the average of the beginning and ending inventories per out-
let. 

Ending inventories per station remained comparatively small in 
all sales and occupancy groupings of outlets. There was, however, a con- 
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sistent increase by size of business, te valuation for the year-end stocks 
of owned statiorranging from j333 per outlet in the smallest to 11,32E in 
the ;,30,000 to $50,000 sales size and for rented establishments from $460 
in the less than .10,000 to $1,415 per station for those with sales of 
0,000 and over. Total inventories reported were valued somewhat higher 

•'. the end than at the beginning of 1944 operations, the overall gain over 
inning firures for the four sizes of owned stations amounting to about 
per cent and for the rive groupings of rented outlets to about B per 

:;ioss profits averaged between 15.0 and 20.1 per cent of sales 

Gross trading profits for the nine sales and occupancy 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 larger sizes of i'ented filling stations to have lower rates of gross 
profit than the smaller ones, the averages dropping from 20,1 per Cent for 
stations with sales of less than 40,000 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 420,000 sales size, receding to 15,0 
per cent in the next and then increasing to 16.0 per cent for stations with 
sales between 130,000 and $50,000 in the year under review. 

Among the individual operating expenses, the nine averages f or 
employees' salaries and wages ranged between a low of 0.6 and a high of 5.8 
per cent of sales. When compared by size of business, the larger stations 
usually had the higher rates of payroll expense. In the five sales groupings 
of rented stations a consistent upward movciient was apparent, the salary and 
wage ratios risinr 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 exception 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 $20,000 saleu grouping, receded to 10 per cent 
in the next and then rose to 5.8 per cent for filling stations with sales 
between 	0,000 and 0,000. Such a progression is a natural one for un- 
incorporated stations because the proprietors of the bigger ostablishjiients 
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 nuxabors of 
paid employees. 

Rent, unlike salaries and wages, is clearly a fixed dollar 
expense once the lease has been negotiated. This presents the retailer with 
the oporturJty to reduce the weight of this fixed expense by spreading his 
rntul charges over increased volumes of business. It is, therefore, not 
iurprising to find that the rental expense ratios were generally lower for 
the larger sizes of filling stations, the averages receding from 2.9 per 
cent in the less than 40,000 grouping to 2,6 and 1,9 per cent in the two 
irmediately larger sizes of business from which they increased slightly to 
.0 and 2,2 per cent of sales in the two largest sizes of business. 

Advertising expenses as percentages of sales were comparatively 
small in all of the nine sales and occupancy classifications. Indeed in six 
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of the groupings the ratios amounted to only 0.1 per cent of sales while in 
two others they stood at 0.2 and in one at 0.4 per cent of total dollar 
volumes. 

)epreciution allowances averaged solLewhat higher ranging between 
0.3 and 1.0 per cent of sales 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 c Lases of cned stotion2 all had the higer rotes of depreciation, a 
refhctinr. V t 	:1 	 a; lt:ii t..uir (O1b :aid nivLsted in 
thc;. 

Other operating expoe., a residual expense Category, grouped 
together such operating costs as heat, light, power and water, all taxes 
other than income taxes, insurance, repairs and maintenance, inter€st on 
borrowed money, operating supplies, communications and sundry expenses. Some 
of these were common to all filling stations and hence were included .juite 
consistently in the figures reported. Others, depending on individual 
circumstances, may not have been so uniformly experienced and reported. In 
spite of this circumstance, however, the ratios for other operating expenses 
were generally lower for the larger siaes of stations. i\mong 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 
stations, the progression started at 4.2 per cent in the loss than 10,000 
sales grouping, dropped to a 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. Such a declining 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. fleflecting 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 ratioa ;,erc hihcr for larger stations 

Total operating expenses, summarizing the individual expense 
items just discussed, ranged bet'.zeen 5.9 and 10.4 per cent of sales in 1944. 
By size of business the filling stationS with the larger sles volumes 
generally had the higher rates of total expenses, a trend conforming with 
the experiences of most of the retail trades from which reperts were 
received in the recent survey. For stations in owned premises the smallest 
average at 5.9 per cent of sales was obtained by outlets with sales of less 
than 110,000, from which point the ratio roseto 7.4 per cent in 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 j.rogression started at 8.5 per ceiit in the smallest, 
increased to 9.1 per cent in the next, levelled out at the higher avora{e of 
.5 per cent in two larger sales sizes and finally rose to 10.3 per cent 

for outlets with 1944 sales of 450,000 and over. 

et earnings ratios lower for the larger sizes of stations 

tie largely to the rising trend in the averages for total operating 
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expenses, the percentages for proprietor's net earnings decreased as the 
sizes of filling stations became larger. For outlets in owned premises, the 
series began with an average of 9.1 per cent of sales in the less than 
$10,000 sales size, rose against the trend to 10.1 per cent in the next 
'rouping and then declined to 8.8 and 5.6 per cent in the two inuiediately 
iarger 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 
'roprietor's personal services and the other of a return on the capital he 
las 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 recent survey. 

when expressed In terms of dollar erages, net earnings per 
station reversed tho trend above noted and were eonsistently higher for the 
larger sizes or  establishments. Thus moving from the smallest to the largest 
sizes of st:tions, the averages for the four groupings of owned outlets in-
creased from 549 per unit in the smallest to 1,370, 	,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, 7 1,857 9  $2,505 and 3,912 per establishment in the four larger 
sizes of business. 

Operating Results of Continuing Stations in 1941 and 1044 Compared 

Of the 241 filling stations reporting their operating results 
for 1944, only 100 were able to 'ive similar information for 1941. These were 
classified by size of business for Table 2 according to the sales they made 
in 1041 and thus quite independently of their dollar volumes in 1944. In 
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 promises to 
forr Si::ciLICS ru.d occuaancy classifications of establishments. In one of 
these - that of owned stations with 1941 sales of 50,000 and over - only 
three reports tere included. Statistics are, therefor, presented in Table 
2 for only fisve of the six groupings of outlets. In these the samples 
were also Quite small, there being three groupings for which the numbers 
varied between 10 and 14 reports. It is hoped, nevertheless, that the 
comparative averages will arove at least approximate indicators of the 
trends which were experienced. 

A glance at the total sales figures shown in Table 2 will 
indicate the mixed and somewhat erratic trend in sales which the five 
groupins of continuing filling stations experienced between 1941 and 1944. 
tmhe 24 owned outlets with sales of less than 20,000 rocoroed an uverue 
increase of about 27 per cent butthe 14 rented stations in the sume size 
of business had an avcra,e cain of only 2 per cent over 1941 sales levels. 

sirtilar disparity may be noted for establishments v:lth U41 dollar 
volumes runnin7 between :2O,000 and 50,000, the 10 owned ones registering 
an average increase of 9 per cent and the 35 rented aries a decrease of 
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nearly 7 per cent. 	No figures were published for owned fi11ini StatiOfl8 with 
sales of 	50,000 or more but the 14 rented establishments recorded a loss 
of 16 per cent in dollar volumes. 	Overall, the 63 StatiOns in based 
premises had an average decline of about 10 per cent against a seemingly 
erratic increase of 17 per cent experienced by the 34 owned outlets. 	Of the 
two percentages, the decrease of 10 	er cent is probably a much closer 
approximation to the sales trends of all continuing fi1linj 	stations bocaue 
rationing 
consumptior d 

Averaie rates of stock turnover for the five sae3 ad OCCUPatC:. 
groupings of establishments varied between 15.7 and 39.0 times in 1941 and 
between 17.0 and 33,2 times in 1944. 	Then examined in detail, however, the 
trends were quite irregular, the averages in 1944 being lower in three and 
higher in two of the classifications than in the earlier period. 	1ecording 
the decreases were owned stations : -.aving sales less than ç2O,O00 and between 
0,000 and 	50,000 and rented ones 	ith sales of 	50,000end over whose 

averages dropred from 193 to 18,2, from 29.8 to 24.7 and from 39.0 to 23.7 
times, respectively. 	Average 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 sales 
and an increase in average ending inventories per outlet. 	1ented stations 
with sales of less than $20,000 and between that and 	0,000 bettered their 
turnover ratios for 1941, their ratios rising from 15..? and 26.4 times in 
the earlier to 17.8 and 33.2 times in 1944. 	in the first of these, higher 
average 'uales in 1344 combined with lower average ending inventories per 
outlet to raise the turnover ratio while the increase in the sec9nd was 
caused by a relatively greater decline in average ending stocks than that 
which occurred in average sales per establishment. 

1easured by total inventories reported, the trends in inventories 
at the end of 1941 and 1944 were mixed. 	For stations in owned premises 
having sales of less than $20,000 and between 420,000 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 
establislnents which compares with a rather erratic increase averaging 36 
per cent in the stocks of their owned counterparts. 

Inventories of merchandise per station were comparatively small 
at the close of both years. 	In 1941, the averagos for the five sales and 
occupancy i'oupings ra.ged from 	472 to 	:1,445 and in 1944 from $623 to 
$1,605 per establishment. 	.11th valuations as low as these, even moderate 
changes in the dollar figures between differeut stations in the same year 
or between 1941 and 1944 could prothe sizable variations in average rates 
of stock turnover and in inventory positions between the end of the two 
years - variations less important economically than the percentage differences 
would suggest. 
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Gross profit percentages zveraged slightly lower 

veruf"e rates of 'oss trading profits for the five cluues of 
filling stations ranged between 15.8 and 19.8 per cent of sales in 1941 and 
between 14.5 and 19.6 per cent in 1944. In all but one of the sales and 
Occupancy rroupings, moreover, the ratios were somewhat lower in the more 
recent period., Owned stations with sales of less than 420,000 recorded 
the greatest aeClifle, the average dropping from 1.5  per cent in the earlier 

b 	to 14.5 per cent in the later period. Owned and rented stations with sales 
running between .20,000 and .;50,000 experienced the second and third largest 
ocrcases, their ratios falling from 15.9 to 15.0 and from 17.6 to 17.0 
ocr cent of sales between the two years while a minor contraction was 
recorded in the smallest, and a slight increase appeared In the largest 
aize of rented ostablishjients. 

Iayroll ratios also lower in 1944 

Among the operating expenses, the five percentages for employees' 
salaries ,rid wages were likewise consistently lower in the more recent period. 
In 1941 total payroll costs varied between 1.7  and 5.5 per cent or sales and 
in 1944 between the lower outside limits of 1.2 and 4.6 per cent of annual 
receipts. The three groupings of rented stations recorded the largest con-
tractions, the averages for the si1lest, intermediate and largest sizes of 
bu1neus droplinn from 3.0 to 1.8, 5.0 to 3,8 and from 5.5 to 4,2 per cent 
of sales, respectively. For owned outlets the reductions were somewhat less 
marked, the ratio for those having sales under 020,000 declining from 1.7 to 
1.2 per cent and for those with annual volumes between 120,000 und $50,000 
from 5.5 to 4.6 per cent. 

,lartime regulations recuiring filling stations to remain 
closed on 3unday and restricting open hours from 7 a.m. to 7 p.m. on week 
days probably were mainly responsible for the downward trends it the payroll 
percentages. These restrictions generally concentrated business volumes 
into the more productive daytime selling periods where average sules per 
dnyi ight payroll dollar were normally highest . and, by elirairiuting the 
eveninn and night periods when sales per comparable payroll dollar avoraed 
lower, enabled employees' salaries and wages to forri smaller percentages of 
sales. )uch conditions may have permitted at least some of those continuing 
stations to reduce the numbers of persons employed, their avero.o payroll 
Oosts In dollar fiurcs being somewhat lower in 1944. Changes from full-
time to 'urt-timo and from male to female employees may also have con-
tributed to the smaller dollar averaes. These regulations, it should be 
::oted., became effective during the latter half of 1941 and hence influenced 
the operating result figures j:reseted in Table 2 for part of that year. 
This has tended to reduce the Contrasts between 1941 and 1944 for the 
restrictions were fully in effect during the more recent year. 

icntu1 costs as percentages of sales in 1944 were virtually 
unchanged from their 1941 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 intermediate and largest sales sizes, the 
ratios dropped from 20 to 2.1 and from 2,1 to 1.9 per cent of annual 
receipts. ,ith average sales per station also somewhat lower for these 
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groupings in 1944, the small declines in the ratios may be due in some 
instances to a contraction in properties leased or to the renewal or 
leases at moderately lower levello of dollar expenditure. 

Advertising expenses in percentage form were relatively small 
in both periods, the five averages varying between 0.1 and 0.3 per cent 
of sales in 1941 and bct.cen 3,1 and 0.4 per cent in the more recent 
year. Depreciation :flo. anees also formed comparatively small per- 
centages of sales in each of the two periods. These averages rangei 	d from a low of 0.2 to a high of 1.1 per cent in 141 and from 0.3 to 
per cent of annual receipts in 1944. Little evidence of a trend betwcr 
the two years is apparent, there being two groupings in which the ratios 
were unchanged, two in which slight declines were recorded and one which 
registered a minor advance. 

Other operating expenses a10 remained comparatively stable 
as percentuei of sales in the two years under review. For 1941 the 
five averages were contained within outside liiits 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. 

Total expense percentages averaged lower in 1944 

Total operating expenses for the five sales and occupancy classes 
of filling stations were all lower as percentages of sales in the more 
recent year. For 1941 these uvera&es 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 belovi $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 declines, it will be noted, were principally due to 
the recessions in the payroll ratios, the possible reasons for which 
have alreidy been suggested. 

Net carninrs ratios were mainly 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 smallest, intermediate ai 
largest sizes rising from J,9 to 10.6, 6.? to 7.5 and 5.0 to 6.4 per 
cent of sales in the earlier and later periods. Owned stations with 
sales of less than .20,000 experienced a decline, their averages dropping 
from 9.3 to 7.9 per cent us a result of a particularly sharp contraction 
in the gross profit percentuge. Stability, on the other hand, featured 
the net earnings of owned stations with sales varying between 420,000 
and 50,000, the average amounting to 5.9 and 6,0 per cent in 141 and 
1944. Average net earnings per station when expressed in dollar fiires 
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rollowed the same general trend and were uniformly hirther in the more 
recent year, the figures rangina between 973 and $3,243 per outlet in 
1041 and between 1,047 and $3,469 in 1944. The siins, however, were 
not largo for oven the greatest incrcue in the averages amounted to 
only '225. 

17 
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Table l 'Filling Stations — Operating Results for Stations Classified 
Accordin: to 1944 Sales Size and Occqpancy Basis, Cnadi, 1344 

LCUFT CF ::1;i3,d1 .D  
Item 	 Less than lO,000 	10,000 to 

Ovned 	I Rented 	Owned F - Rented 

GERAL I1ThATIO 

1. Number of Stores Reporting ..., 42 12 30 39 
20 	Total Sales 	. 	.. ..... ;254,573 $78,617 .474,756 1613,711 
3. 	Average Sales For Store 	.......... 6,061 6,551 13,564 15,736 

Total Inventory Reported, 
40 	Beginning of Year ......... 13,753 5,487 21,362 23,824 

End of Year 	.. ........ 13,996 5,521 24,247 23,953 
Average for Year 	. ............, 13,875 

.. 

5,504 22,805 23,888 
average Inventory Per Store, 

7, 	End of Year 	. ,..,,,, 333 460 693 614 
S. 	Cost 	of 	Ooods 	Sold 	,. .............. 216,387 62,815 391,674 507,539 
9. Stock Turnover (times per year) 15,6 11,4 17.2 21.2 	- 

TOFIT A1'0 LOSS DATA 
Items Expressed As Fercentages of Sales 

10, Gross Trading Profit 	Ii5.o 1 	20,1 1 	1705 j•._3 - 

Li 

0.6 1,0 201 2.3 
209 — 2,6 

01 01 0.1 001 
100 003 0.8 0.6 
4,2 4,2 4,4 3.5 

5,9 8.5 7,4 9..1 

Operatin- Expenses: 
Ernrloyees' Salaries and wages 
Rent 	o••.000.!e,0* 	 a 

13 0 	Advertising,,, 0 ,,,,,,,,.,,,, 
140 
15. Other Operating Expenses 

16, Total Operating Expenses 

17. Proprietor's Net Earn1ns Before 
rw :e Taxes and .ithdrawa1 	9,1 	— 11,6 	10,1  

18, Average Proprietor's Net Earn- 

	

ings Per 3tore ................. 549 	758 	1 1 570 	1,292 	- 
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Table 1.--Fiflin: 3ta1ions - Cperatinq ieu1ts for St fitions Classified 
;kccordin: to 1944 ;ale8 Jize and Cccupuncy Basis, Canada, 144 

.i.cu.T OF 	i 
0,000 to 	J,99 	[ 	50,000 to .fr4),999 

	
50,0G0 arid ever 

Cwried 	I 	Ientud 	I 	Ov:ned 	I 	1ented 
	

Owned 	I 	iented 

'EFERAL INFORMATI O1 

12 37 13 32 14  
;294,710 898,651 529,987 1,138,563 941,852  

24,559 24,288 40,768 35,580 67,275  
3A'PLE 

11,919 23,323 13,462 24,707 16,170  
14,026 25,962 17,262 25,867 TOO 19,808 51 
12,973 24,642 15,362 25,287 17,989  

1,169 702 1 1 328 808 1,415  
250,504 744,982 445,189 950,700 790,214  

19.3 302 29.0 37.6  43.9  

PROFIT AYD 1033 TA 
(Ttes 	rrc1 . 	ntc 	rf qn1. 

15.0 17.1 16.0 	J 16.5 1 16.1 

1.7 3.6 5.€ 4.1 4.4 
- 1.9 - 2.0 3iPLE 2.2 

0.1 0.2 0.2 0.1 0.4 
0.6 0.3 0.9 0,3 TOO 0.3 
3.8 3.5 3.5 3.0 3.0 

6.2 9.5 10.4 9,5 
SLML 

 10.3 

	

7.0 	5.8 

,156 J_-  1,857 	2,280 j 	2,505  

0 
b 

 

 
.1_.. 
13., 
14. 
1., 

 

 

1 
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Table 2..--Filling Stations - Operating Results for Stations Classif led 
Accordint7 to 1941 Sales Size and Occupancy Basis, Canada, 1)41 and 1944 

MOtThT OF ANNUAL SALES 
Less than 20,000 

Item 	 1941 	1 	1944 
Owned 	Rented [Owned 	Rented 

GENERAL Ii: FO r.:ATI CI 

Number of Stores Reporting ....., 24 14 24 14 
Total 	Sales 	...................... 250,000 184,227 017,286 $18e,211 
Average Sales Per Store 10 1 417 13,159 13,220 13,444 
Total Inventory Reported, 

Beginning of Year 	. ........... .10,353 8,907 13,403 0,239 
End 	of Year............ . ....... 11,326 9,957 16,255 8,721 
Average for Year.............. 10,839 9,432 14,869 8,40.0 

;tverage inventory Per Store, 
End 	of Year 	.................... 472 711 677 623 

200,750 147,750 271,280 151,322 P. 	Cost of Goods Sold ................ 
itock Turnover (times per year) 19,3 15.7 16.2 17.8 

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

Gross wading Profit ............. 1 	16.5 7F 19.8 [ 	14.5 1 	19.6 

Operating Expenses: 
11. 	Emp1oyees' Salaries and ,lages 
12  • 	Rent ........ . . . • . . ........... 

Advertising ................... 
Depreciation •O 

Other Operating Expenses 

Total Operating Expenses 

Proprietor's Fet Earnings Before 
Income Taxes and •Iithdrawals 

1.7 3.0 1.2 
- 2.6  2.6 

0,1 0.3 0.1 0.2 
1.1 0,4 0.9 0.4 
4.3 3.6 4.4 4.0 

7.2 9,9 6.6 -  9.0 

9.3 	9.9 j 	7.9 	1 	10.6 1p 
18. Average Proprietor's Net Earn- 

ings Per Store ................. 973 	1,303 	i~il 	1,426 

4 
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Table 2.-Filling,  Stations - Operating Results for Stations Classified 
Accordiri to 1941 331e3 Size and Occupancy basis, Cunada, 1341 and 1944 

PJ1OUiT OF ANTJAL SALES 
20,000 to $49,999 	

_H--l-i-T-ented 

 50,000 and  Over 
-- 	1941 	1944 	 41 	1944 

nod J Tented 	Ov:ned 	Rented 	ned 	 fl 	ned I Rented 
.'LERAL INFORMATION 

10 35 10 35 14 14  
16,954 1,138,645 345,627 $1,063,726 89E,676 $758,114  

31,695 32,533 34,563 30,392 64,191 54,151  
314&II ST1E 

7,796 27 9 732 10,794 25,105 18,571 20 1 368  
10,096 33,400 12,964 28 0 087 TOO 20,237 TOO 22,475  
8,946 35,566 11,879 26,596 19,404 21,422  

SMALL SMALL 
1 9 010 954 1,296 802 1 1 445 1,605  

266,558 938,243 293,783 882,893 756,685 636,058  
29.8 - 26.4 - 	 24,7 33.2  39.0  29.7  

I >ROFIT AN D LOSS DATA 
(Items Expressed As Percentages of a1es) 

15.9 I 	17.61 	15.0 	17.01 	f 	15.8 16.1 	10. 

5.5 5.0 4.6 3.8 5.5 4.2 
- 2.2 - 2.1 SA1VPIE 2,1 SAMPLE 1.9 

0.1 0.2 0.1 0.2 0,3 0.4 
0.6 0,4 0.5 0,4 TOO 0.2 TOO 0.3 
3.8 3.1 3.8 3,0 2,7 2.9 

SMALL SWLL 
10.0 10.9  9.0 9.5  10.8  9.7 

	

5.9 	6.7 - 	6.01 	7.5 	5.0 ________ 	6.4 

	

1,868 	$2 1 ,188 	2 1 093 	$2,283 - 	Z,245 	- 5,469 
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PPiRT 17 - Ci\R AGES 

Trends by Size of Business, 1944 

The garages whose operatin, results are analyzed in this section are 
those which in 1941 so combined the sale of such merchandise as parts and 
accessories, gus and oil, with the perfoimance of repairs that receipts froi 
repairs or other services made up between 25 and 50 per cent of the total annual 
busincs. These estublishxner.ts mirht be terr:eci "merchandising", as distinguished 
from "servicet' garaes in which repairs and other services represents the major 
activity and accounts for the Lircater portion of the dollar volume of business. 
The firms included here, moreover, have been classified according to the type n' 
business they conducted in 1941. ,ith the practical elimination of the new car 
market which took place in the following year and with the increased emphasis on 
rcpir work ohich ensued it is aloether  likely that repair and other service 
receipts in many cases fonied a considerably i'euter proportion of the total 
business in 1944 than in 1941, perhaps even exceeding the 30 per cent limit which 
was set in the cerwus instructions. 

There were 3,156 establishments in Canada in 1941 of the type defined 
above. These had annual receipts from all sources amounting to 47,561,400 in that 
year. Sales of gasoline and oil l'ormed 41.7 per cent of this total; parts and 
accessories, tires, tubes and storage batteries accounted for 2J.4 per cent; 
receipts from repairs and other services came next at 21,6 per cent while the 
remaining 7,3 per cent represented the sale of relatively small numbers of new and 
used motor vehicles together with miscellaneous merchandise. 

The average operating results contained in this section are based on 
reports received from 165 garages which gave details regarding their trading 
operations in 144 These have been classified into five size-of-business 	oup- 
ings: (a) less than 10,000; (b) 10,000 to .19,999; (c) 20,000 to 29,9i9; 
(d) 030,000 to $49,399 and (e) .50,000 and over. Each of these categories was 
further divided as between those in owned and those in rented premises. 'ihen 
thus elussified the sample number of firms in the various categories rangec from 
eight for owned estziblishnents in the largest size category to twenty-four for 
iented establishments having annual receipts of between ?30,000 and 050,000. The 
average 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 
sample upon :hich the results are based. 

Inventory turnover averaged between 6.3 and I6O8 times 

dhlle the x'ate at which jnventories were turned over during the year 
howod some tendency to be higher for the larger than the smaller businesses, 

no consistent trend was apparent. Stock turnover, calculated by dividing co;t 
of merchandise sold by the average at cost levels of the inventories reported 
at the beginning and end of the year, ranged from a low of 6.3 times for a group 
of 20 establishments in owned premises having annual sales of less than 10,000 
to a high of 15.8 times for 20 establishments in rented premises having, annual 
receipts of between 10,000 and ;20,0O0. The absence of any consistent trend 
in turnover in relation to size of business may be attributed to wide variations 
between reports in respect to the T:roportions of receipts which were derived 
from the performance of services. If the reporting garages had been classified 
by size according to their sales of merchandise only it is q,uito possible that 
the stock turnover averages of the larger garages would have been higher than 
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those of the smaller ones. Juch a trend, it may be noted, is a norral one in 
many branches of retail trade. The ncceary inforruation, unfortunately, was not 
availoble for this nurpose. 

The year 1944 witnessed an increase in the merchandise inventory 
holdings of the reporting garages, a gain shared by owned and rented establishments 
in almost all sizes of business, and averaging 13.7 per cent from the beginning 
to the end of the year for the 165 garages submitting information. Juch an In- 
reese in inventory holdings reflects the gravith in the importance of automotive 
upair work which took place during the year under review in response to the 
:ntinued curtailment of automobile production. In this regard the sales of whole- 
lers specializing in the distribution of automotive parts and accessories were 

:5 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 gasoline or lubricating oils carried. 

Average inventories per establishment for the ten sales and occupancy 
groupings of gara(7,es varied between 608 and 0,185 in 1944. These, with but two 
exceptions, conformed to the general trend in retail trade and were higher f or 
the larger businesses than the smaller ones in the year under review. 

Gross trading profits varied between 23.7 and 30.3 per cent 

Gross trading profits or the difference beteen annual receipts and the 
coot of merchandise sold represents the amount of revenues available to defray 
operatin expenses and to yield a net profit on the year's operations. •Then 
expressed as percentages of annual receipts the gross trading profit for garages 
in owned premises was somewhat 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 450,000 or more. 
In the case of rented establishments no such definite tendency was found to exiut. 
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 tv groups. The gross profit percentages were perhaps somewhat 
higher than 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 muinly 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 size of the sample and the varying 
'oportions of total receipts obtained from merchundise sales and from services, 
i)reover, the ratios offer little indication of the way the grosa profits percentages 

.ould have varied by size of business if the effects of these factors could have 
o l  :en removed. 

Salary and wage payments to employees when expressed as percentages 
of annual sales varied yidely between the different size classes into which the 
total sample number of establishments has been divided. In the case of owned 
e;tublishmentu the wage ratios varied from a minimum of 1.3 ner cent for the smallest 
to 10.7 per cent for the largest size of business. Corresponding 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 
lQrge portions of the work of the entire labour forces in the case of small 
businesses. The upward trend in wage payments when expressed as percentages of 
sales as the size of business increases, therefore, reflects tie 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 paid for properties used by the garages are fixed dollar 
costs once the lease has been negotiated. Such costs when expressed as per-
contages of sales generally decrease as the size of business increases 
indicatine-  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 garages is evident from a glance at the table. 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 :10,000 to 1.8 per cent for 
the 9 garages 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 mardly out of line '.;ith the general average. 

Advertising expenses as percentages of receipts were comparatively 
small, generally averaging 0.2 or 0.3 per cent for garages in rented promises 
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 promisos being located in the larger urban areas where competition is 
keener and advertising expenditures consequently more necessary. 

Depreciation allowances as percentages of receipts were lower for the 
larger establishments and, for a given site of business, were lower for garagres 
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 
aategory to 1,0 per cent for those having annual receipts of $50,000 or more. 
The corresponding range for garages in rented prer:ises was from 1.3 per cent 
to 0,7 per centS 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 communication, 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 expense category the results showed 
no definite tendency to vary either directly or inversely as the size of 
business exoanded. 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 
certain 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. 
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Total expense ratios varied between 12.0 and 21.6 per cent 

On consolidating the various expense items already described, 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 
premises. 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 total 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 
v.'a,e costs nor in the total expense ratios are any allowuncos made for the value 
of prorrietors' services. Inclusion of a fair estimate for the value of such 
services ":ould o doubt rcverse the trend noted above and would result in a 
hicher total operutin(; 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 managerial, clerical and 
mechanical services while the other represents the not 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 Mrages 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. l"otwithstanding 
this downward trend, the dollar figures for average net earnings per establishment 
showed a consistent expansion as the size of business increased. Thus, in the 
underlO,0OO 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 $4,375 and 5,775 for owned and for rented garages in the largest size category 
were reached. 
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Geraes - Operating Results for st:: ihents Classified 
According to 19'14 Sales Size and Occupancy Basis, Canada, 1944 

\LOUNT OF 	ILL IJJC 
Item 	 Less than :lO,OOO 	lO,OOO to 19,999 

Owned 	I 1onted I Owned 	I Pcrtcd 

GELERAL INFORMATION 

Number of Stoi'os Reporting 20 13 20 20 
Total 	Sales 	.... ........ ......... l33,?13 85,O53 277,O53 80,923 

3, Average Sales per Store ., 6,686 6,543 13,853 14,046 
Total Inventory Reported, 

Beginning of Year 	., 	............ 13,987 7,000 22,643 13,208 
End of Year 	..,.., ............... 16,531 7,898 26,606 13,419 
Average for Year ..,, 15,259 7,449 24,625 13,313 

Averae Inventory Per Store, 
End of Year 	.................... 827 608 1,330 671 

S. 	Cost of Goods Sold 	............. 96,407 59,282 213,391 210,411 
Stock Thrnover (times per year) 	., 6.3 8,0 8.6 15.8 

PROFIT I) L033 DATA 
(Items Expressed s Percentues of Sales) 

Gross Trading Profit ............. 1 	27.9 	1 	30.3 	23.7 	25.1 

Operating Expenses: 
II. 	Employees' Salaries and Vages 

Rent 
Advertising ..... ............... 
Depreciation •0 a,,, ",, . ....... 

Other Operating Expenses 

16 Total Operating Expenses 

Proprietor's Net Earnings Before 
Income Taxes and Withdrawals 

Average Proprietor's Net Earn-
ings Per Store ............... 

1.3 2,5 4.1 4.9 
- 4.2 - 1.9 
01 0.2 0.2 0.3 
2.1 1.3 2.1 1,0 
8.5 7.7 6.6 5.0 

12.0 15.9 13,0 13.1 

15.9 1 	14.4 	107  

1,O66 	944 	l,486  
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- Cçert ______eu1ts 1cr 1 	1uLr1t 	Li'1 

c ci'dinc to 1944 3nleo Size and Cccuuncy Basis, Canada, ]:• 

Owned 	I 	:ented 

:cvL IY 	LiJ 
$3000 to 	 I 
Owned 	I Rented 	1 	Owned 

TENERAL 11.70R1ATI0N 

3na uver 
1 

15 23 13 24 8 9  
$374,980 552,025 $503,295 $887,685 523,202 ,633,620  

24,999 24,001 38,715 36,987 65,400 70,402  

25,592 39,457 53,160 41 3 036 31,250 40,394  
30 1 019 51,378 53 1 670 50,454 30,566 46,661  
27,806 45,417 53,415 45,745 30,908 43,528  

2,001 2,234 4,128 2,102 3,821 5,185 7, 
272,985 392,490 371,935 666,651 391,355 444,801 

9,8 8.6 7.0 14.6 12.7 10.2 9. 

PROFIT AI'D LO$S DATA 
(Items Eressed As Percentageo of Sales) 

27.2 f 	28.9 	26.1 	24.9 	 252 I 	298j 100 

7,2 10.4 10.2 9.5 10.7 12.9 
- 2.3 - 2.1 - 1.8 

0.1 0.3 0.1 0.2 0.2 0.4 
1.6 1.0 1.5 0,9 1.0 0.7 
6.3 6.1 6.1 4.9 6.6 5.8 

15.2 20.1 17.9 17.6 18.5 21.6 

8.2 	 7.3 	- 	6.7 - 	8.2 

$3,173 $2,713 4,375 

11. 
120 
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