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THE WHOLESALE HARDWARE TRADE

By Turopors N. BECEMAN
In Charge of Wholesale Distribution

INTRODUCTION

This is one of a series of trade reports presenting the findings of the first census
of wholesale distribution, which is a part of the Fifteenth Decennial Census of
the United States. The statistics were colleeted in 1930 and cover the whole-~
sale operations for the year 1929. This report was prepared under the general
supervision of Robert J. McFall, chief statistician for distribution. The data
were compiled under the immediate supervision of John Albright, whose assistance
is hereby acknowledged. :

The data were secured by a field canvass covering every State, county, and
city in continental United States. The canvass was based upon wholesale
eatablishments which are defined, for census purposes, as places of business where
goods are sold in & wholesale manner. Consegquenily, no establishments are tn-
cluded in this report unless 50 per cent or more of their sales were made af wholesale.
An establishment may fake the form of a store which does not generally sell to
the public; a wholesaling warehouse; an office; or part of an office, as when the
office is shared with other similar establishments. The census wag taken on the
basis of establishments in order to facilitate the canvass and to make it possible
to present data by geographic areas, A separate report was required for each
establishment, regardless of whether or not it was owned or operated as part
of a larger business organization. Wholesale peddlers as well as others who
maintained no place of business were not included in this census.

In preparing this report it was impossible to secure exact corresponden.ce
between the statistics presented herein and those appearing in the State series
of reports on wholesale distribution. Differences are due for the most part to
2 certain,amount of reclassification and regrouping of schedules for the purposes
of this special trade analysis.

SCOPE OF THE HARDWARE INDUSTRY

What is hardware?—In an atbempt to determine the amount of ha?dware
produced in the United States for sale one is immediately eo‘nfronted with the
question, What is hardware? A certain amount of overlapping may be found
in all lines of trade. In the same plant are frequently manufactur.ed products
belonging to entirely different categories. Items guite digsimilar in chargcter
are often sold through a given wholesale or retail estabhshn}ent. A notable
example of the latter is the sale of lubricating oil by certain cha.m grocery stores.
Another example illustrating this point is found in the sale of tires and tul?es b.y
wholesale grocers. Within recent years, this tendenecy toward overlapping in
the handling of various items of merchandise é)y the different wholesale and retail
outlets appears to have been gaining momentum. R )

In thepl)fardware trade the lines of merchandise that might rightfully be classi-
fied as hardware have never been clearly defined. It became nece&}sary, there-
fore, for the purposes of this report, to draw some lines of demarcation, gerhaps
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WHOLESALE HARDWARE TRADE 7

arbitrarily at times, in -order to delimit the field. In doing this, attention was
given to what is generally recognized as hardware by the public and in the
trade, to the extent to which the item involved is being distributed through
hardware wholesalers and retailers, and to a number of other factors. In
order to ascertain just what types of merchandise are handled by hardware
concerns in substantial amounts an examination was made of the hardware whole-
salers’ sales by commodities as reported to the census. On the basis of this
examination Table 1 has been prepared showing the industries or commodities
that may be regarded as belonging strictly to the hardware classification.. In
some cases, whole industries as designated by the Census of Manufactures were
included, as illustrated by the file and saw industries. In other instances, only
the production of part of an industry was included, as exemplified by garden
hose which is but a small part of the mechanical rubber goods industry.

Volume of hardware production.—On the basis just outlined, the aggregate
value of hardware (as defined for the purposes of the Census of Manufactures)
produced in 1929, at f. o. b. factory selling prices, amounted to $839,438,875.
(8ee Table I.) 'This does not mean, however, that the entire amount shown in
Table 1 was sold through hardware channels. As a matter of fact, large quan-
tities of these goods were sold through different kinds of business or lines of trade,
such as the electrical, the automotive, and the general merchandise trades. In
this total of $839,438,875 are also included large amounts of merchandise, as
shown in Table 2, which were sold to industrial consumers direct from the factory
and hence are not included in the statistics presented later because they did not
go through wholesale organizations. This is true, for example, of ‘‘hardware,
not elsewhere classified,” in which case the 55 plants producing motor-vehicle
hardware to the extent of $60,812,958 and the 74 plants producing $17,138,072
worth of furniture and cabinet hardware other than locks no doubt sold these
goods direct from factory to the manufacturers of motor vehicles and furniture,
respectively, instead of utilizing wholesale outlets for the distribution of their
products. To the extent to which this is true, were the amounts excluded from
the data later shown for the wholesale hardware trade. - : B

The hardware trade, while closely allied to the iron and steel business, does
not include the goods of strictly iron and steel plants producing ingots, steel
castings, blooms, billets, slabs, rails, structural shapes, sheets (not coated), plates,
and similar items. It includes, however, a cerfain amount of what is termed
as heavy hardware, such as horseshoes, bolts, nuts, and rivets. (See Table 1.)

Among the items listed in Table 1, cutlery and tools constituted 30.79 per cent
of all production. Cutlery (not including silver and plated cutlery) and edge
tools made up 9.69 per cent; small machine tools, 9.25 per cent; and tools, not
including edge tools, machine tools, files, or saws, made up another 11.85 per
cent. Second in importance was hardware, not elsewhere classified, with 26.32
per cent. This was followed by bolts, nuts, rivets, washers, ete., with 15.07 per
cent. These three lines together accounted for almost three-fourths (72.18 per
cent) of the total production in the hardware lines listed.
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TasLs L,—PropuorioN oF HARDWARE ProovcTs 1N Tan UniTep STATES:! 1929

. . Valus of :
NAME OF INDUSTRY OR COMMODITY ff%c.htl)c.t%ga I;)?rtg%t
tory)

Ol e recm i m e e c e mma e mm e mm s b ———— $589, 438, 875 100, 00
Aluminum ware (principally cooking utensils and household articles) - o....._.. 35, 100, 001 4.18
Bolts, nuts, rivets, Washers, 660 . .o cca oo avac e 126, 507, 797 15,07
Brushes, other than rubber:

Honsehold brushes. . ocooooooevmvauans . e ————————— 7, 894, 686 0,88
Paini and varanish brushes (ineluding artists’ brushes). . 16, 706, 771 1,98
Cutlery (not including silver and plated cutlery) and edge t 81, 312, 480 9,00
B 3 13, 609, 892 1.02
Hardware; not slesewhere classified - owoonoocowcoooooooonoooe 220, 917, 832 26,32
Horse and mule ghoe calkS. . o ormaeoc oo cc e a e 8, 063 3
Horse and mule 8h0e8. oo eoaecmmeeammee. 2, 663,713 0,32
Kitchen and other household enameled ware (vitreous) 23, 500, 048 2,80
TLighting equipment:
Kerosene and gasoline lamps and lanterns_ . ... oooiiiimioomiian &, 676, 269 0.48
Machine taol accessories and small metal-working tools:
Small teols. _ ... e —————————— o mm e e e e 77, 641, 824 9,26
Mechanical rubber goods: *
TN 0SB . — o e e e oot e —————— e oo 1.08
‘Washers, gaskets, valves, pump sleeves, liner strips 0.61
Nalls, spikes, and tacks (cut and wrought) . 0.89
Nails, brads, spikes, and tacks (Wire) o . . oces i ccmmmememr oo eoeee 543
Portable ovens - . 882, 1 0.34
WS e o e e e e m oo o e e e o ko oo 20, 307, 966 2.43
Tools, not including edge tools, maghine tools, files, or saws 08, 462, 032 1L.886
Whi 224, 210 0.03
16, 223, 870 1.03
Ladders and parts_. 5, 345, 107 0.64
Toys, toy parts, and 3, 053, 391 0,36
‘Woodenware—Bow]ls, dishes, pastr; 18, 045, 158 1,66

! Products of Manufacturing Industries, Census of Distribution, Distribution No. I, G. 201, U. 8.
Government Printing Office, 1932,

In addition to the lines of merchandise narrowly defined ag hardware and shown
in Table 1 there are a number of commodities or lines of goods which, while dis~
tributed principally through other kinds of business, are sold in certain amounts
through hardware wholesale establishments or are commonly identified with the
hardware trade. For the sake -of completeness and in order to indieate the
potential distribution through hardware and allied channels, the production of
these commodities or industries is presented in the appendix. In this list are
included such items as mechanical refrigerators which are sold chiefly ‘through
wholesale organizations specializing in the handling of such appliances or through
electrical concerng and but to & very limited extent through hardware whole-
salers. :

CHANNELS OF DISTRIBUTION USED BY MANUFACTURERS

On the returns made by manufacturers to the Census of Manufactures, each
plant reported the distribution of sales through the various channels as far as
the first step in the distribution process was concerned. In other words, mani-
facturers indicated how much of their sales during the year was made direct
from the factory to ultimate consumers, to retailers, to wholesalers, to industrial
consumers, and how mueh was sold through their own retail and/or wholesale
branches. They also indicated the amount that was sold to any of the above
through the intervention of agents and brokers.

For the hardware lines listed in Table 1, such information is available for
1,766 manufacturing plants with a total selling value of products during the
year of $605,444,000, which is 72.1 per cent of the amount shown in the table.
In order to determine what amount, in dollars, was sold through a given channel,
it is therefore necessary to multiply the percentage indicated for that channel by
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$839,438,875, on the assumption that the remaining 27.9 per cent of the hardware
lines listed was distributed through the channels indicated in the same proportion
as the 72.1 per cent for which definite data on this point are given. In addition
to presenting these data for all the 1,765 plants, they are shown for each of the
industries involved separately, so that variations in methods of distribution may
be discerned for the different industries.

For all the nine indusiries combined, as shown in Table 2, the distribution-of
sales was as follows:

: Per cent

To manufacturers’ own sales branehes. . oo oo _._ 6.3
To wholesalers . e e 44, 3
To retailers . o e 10, 7
To industrial consUMErS._ e e 38. 6
To ultimate consumers. .. oo o e 0.1
T otal - e e e 100, 0

Bales of above through agents and brokers. .. oeccoaeoeooo 9.0

TABLE 2.—DIsTRIBurIiON OF SALEs DURING THE YEAR 1029 THROUWH THB
CuANNELS INDIGATED, BY INDUSTRIES, FOR THE UNITED STATES

[Selling value expressed in thousands of dollars]

SALES AS A PER CENT OF TOTAL—~
Tatal .
Num- Toin-
selling || Manu- -~ | T'o ul-
NAME OF INDUSTRY bl?arn?:; value of{| fastur- | To | To t‘;irlilasl timate |y ongn
p products|| ers' own |whole- | retait- oon- | 2007 | “agents
sales | salers| ers | onp | sume
branches| o8 ers

B e ) P 1,765 | 605,444 6.3 443 10.7| 386 0.1 0.0
Bolts, nuts, washers, and rivets (not
made in plants operated in connec-

tion with rolling mills).ee.weeeevnano- 117 | 104, 866 4.9| 26.7| 0.6] 688 |-ceenun 7.8

Cutlery (oot Including silver and .

plated eutlery) and edge tools. 230 | 78,018 15,8 | 170.6 7.8 5,7 0.3 7.6

FileSanmruccncrammmnmnnmanm 88 | 14,114 [[emeeaaa- 79.0 58| 15.2 2.7

Hardware (not els 485 | 220,477 3| 83.0| 13.2 | 49,6 |-—cavns 81

Nails, spikes, ote.... 55 | 12,856 13.1| 3L1 8.0 | 808 |oaeeena 16. 6

Saddlery and harness.. 204 21,678 9.1 24,7} 837 | 125 |ooeoe|ecme e

g‘uw]s ....... i --_1_.&1. ..... TR IR 79| 21,971 8.8 52,6 149 258 L6
0ol3 (not including edge tools, ma-

ohiué tools, files and saWS) .-~ R 532 | 100, 233 6.0 60.4 7.2 2604 |eeenan 14,7

Direct sales by manufacturers.—The term ““direct selling’’ has many meanings
and connotations. It may refer to sales made by manufacturers to retailers with-
out going through the wholesaler. Occasionally, it is applied to sales made fo
wholesalers without the intervention of another middleman such as a broker or
manufacturers’ agent. Frequently the term is used to indicate sales made by a
manufacturer through his own outlets either direct to retailers or direct to con-
sumers (both ultimate and industrial). Regardless of the above, it has always been
applied to sales made by manufacturers from their plants direct to consumers.
It is in this latter and resiricted sense that the term is used in this report.

The hardware producing plants, shown above, sold very little direct to.ultimate
or home consumers, the total being but 0.1 per cent and consisted of 0.3 per cerllt
of the sales of cutlery and edge tools. Only one of the nine Industries included in
Table 2 reported sales direct to ultimate consumers. The direct sales to industrial
_congumers, however, were very substantial, amounting to 38.6 per cent of the total
for all industries combined. FEach of the nine industries reported.such sales, the

131665—33——2
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percentage varying from a low of 5.7 per cent for cutlery and edge tools to & high
of 68.8 per cent for bolts, nuts, washers, and rivets. Two other industries reported
8ales to industrial consumers direct from their plants to the extent of about half
of their respective totals. This indicates that many hardware items are intended
for two types of markets—the utimate consumer market and the industrial
consumer market.

Many of the goods sold to industrial consumers are semimanufactured products
intended for further processing or take the form of equipment and supplies. In
order to arrive at a truer picture of finished or consumer goods, it s therefore
necessary to deduet from the total the sales that were made to industrial consumers,
While the total amount thus sold is not readily available, it is possible to deduct at
least the sales that were made direct from factory to industrial consumers. When
such sales are deducted from the total and the amounts sold through each of the
other channels are converted into a percentage of the remainder, the following
percentage distribution is obtained:

Per cent

To manufacturers’ own sales branehes....come oo cvanan 10. 3
TO WholeBRIBIS « e e e e 72.1 :

To retailers. . o e e e —————————— 17. 4

To ultimate coNSUMErS._ . - . e e 0.2

TOBA] e o e e e 100, 0

reported by the nine industries shown in Table 2 was made through manufacturer-
owned wholesale outlets, When calculated on the basis of total sales less sales
direct from factory to industrial consumers, the percentage sold through manufac-
turers’ own sales branches was 10.8 per cent. An indeterminate but small amount
was sold by manufacturers through their own retail stores. Most hardware items
are of a relatively low unit value and require wide distribution. Furthermore, fow
manufacturers in the hardware industries produce a sufficiently comprehensive
line to enable them to operate their own retail stores as outlets for their goods.

The wholesale branches maintained by manufacturers of hardware, in turn,
sold to industrial consumers (a little over half of their goods), to retailers, and to
wholesalers, Just how much they sold to wholesalers or to retailers is difficult
to state. At best, however, such branches may be regarded as an outlet of minor
significance for all of the hardware industries combined, although for certain
industries they have achieved a place of importance. Fully 15.6 per cent of utlery
and edge tools is so distributed and 13.1 per cent of nails and spikes. Only in one
of the nine industries are such outlets nonexistent.

Sales to retailers.—Sales made from the factories to retailers of all kinds, includ-
ing sales to chain stores and mail-order houses, were more extensive than the
combined sales through all other ehannels except for sales to wholesalers and direct
to industrial consumers. Of all goods intended primarily for the home consumer
market (arrived at by deducting sales from factory to industrial consumers from
the total as indicated above), manufacturers sold to retailers loss than one-fifth
(17.4 per cent) of their products. For some industries this outlet was more
important than just indieated. Over half (53.7 per cent) of all saddlery and
harness was sold to retailers. Two other industries sold over 10 per cent each in
this manner, while six industries.sold less than 10 per cent each to retailers, The
smallest sales made in this way were reported by the manufacturers of bolts, nuts,
waghers, and rivets (0.6 per cent), largely because such goods are not intended for
use by home consumers,

Sales to wholesalers.—Over 44 per cent (44.3 per cent) of all sales reported

by the 1,765 manufacturing plants was made to wholesalers, and when. sales
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from factory direct to industrial consumers are deducted, the percentage (based
on the remainder) sold to wholesalers riges to 72.1. In other words, about four
times as much was sold through wholesalers as the amount sold by manufac-
turers to retailers. To this 72.1 per cent must be added an unknown amount
which manufacturers’ sales branches sold to wholesalers. In some lines of hard-
ware, the wholesaler handled the great bulk of the merchandise—79 per cent of
the total sales of files; 70.6 per cent of the cutlery and edge tools; and 60.4 per
cent of the tools, not including edge tools, machine tools, files, and saws. In
only one industry (saddlery and harness) did the wholesaler handle less than
one-fourth of the production.

FLOW OF HARDWARE COMMODITIES THROUGH WHOLESALE
OUTLETS 1

Ag pointed out in the introduction, the Census of Distribution secured reports
by means of a field canvass covering every wholesale establishment that could
be located. Separate reports for the Census of Distribution were not solicited
from manufacturers who sold direct from their factories. Only when wholesale
establishments were maintained by manufacturers, physically apart from their
produeing plants, were they required to furnish separate distribution reports.
Tor this reason, the Census of Distribution figures are not comparable with
those of the Census of Manufactures. Were this the only factor, the volume of
strictly hardware merchandise to be traced through wholesale organizations:
would then approximate $425,000,000 (50.6 per cent of $839,438,875), since only
50.6 per cent of the hardware goods shown in Table 1 was sold through whole-
sale establishments. But there are other factors which make this procedure
impossible. The duplication of steps in both manufacturing and distribution
processes, for example, proves a stumbling block. Manufacturers buy from and
asell to other manufacturers for industrial use or for resale. Wholesale organiza-
tions sell to one another and also make sales to industrial consumers, usually
manufacturers, which still further complicates matters and invalidates compari-
sons, Then, there is a difference in the definition of the term ““hardware” from the
standpoint of produclion on the one hand and distribution on the olher. There is
algo a difference in the selling prices at which the goods were reported, since sell-
ing prices of wholesale establishments must be higher than the f. o. b. factory
prices by the amount of the wholesale margin. . .

Sales of strictly hardware commodities, by kinds of business.2—Table 3 shows
the wholesale channels through which strictly hardware commodities move. For
the purposes of Lhis analysis, a limiled number of hardware commodities have been
wneluded consisting of builders’ hardware; heavy hardware; shelf or light hardware;
tools and cutlery; and other hardware as identified by the irade. The statistics in
this table are shown by lines of trade for all of these commodities combined and
without differentiation as to types of establishments or functional organizations.
handling them. ‘Data for each commodity are shown separately in Table 4. _

Naturally, the largest amount of these hardware commodities is handled b.y
the hardware trade, this figure amounting to 79.4 per cent of the tofal. Next in
importance is the machinery, equipment, and supplies (except electrical) trade,
with 8.4 per cent of the business, followed by concerns in the general merchf‘m-
dise field, in the electrical trade, and in the automotive trade. The remaining
6.9 per cent of the sales in the hardware commedities was scattered among a
number of different trades, as shown in the table.

1 For o definition of the difforent types of wholesale organizations, sce Bulletin: Distribution W-100;

U. 8. Government Printing Office, 1031, , )
*In this report the terms *‘kind of business,” ““trade,” and *‘lines of frade” are used interchangeably,

since they are so recognized in the hardware trade.
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TaBLE 8.—SALES orF STricTLY HARDWARE CoMMoDITIES, BY TRADES—UNITED

STarms: 1929

[Amounts expressed in thousands of dollars]

Por cent
TRADE Amount | e o)
TOLAL- o e e et ———— b wammmm e mn e —————— o —————— $679, 116 100.0
Amusement and sporting goods. . ..o cceocccemuaaimermmme e ca e retcc e mm e ——— 607 0.1
Automotive............ mm e a e omnntmem o man e mnm e me e 8,037 1.4
Automobiles and other mOLor vehieles. .. cvecaeeieccm e o ccem e —m o ’g’, 5%
Automotive pquipment. ... -? 2
Automobile parts (new and used) 6
Chemicals, drugs, and allied ProduetS. -a-aamceeoccomesmemcommco e aeno oo v e e 5,146 0.9
Chemicals. ... 407
Drugs and drug sundries (general line). 1, 554
Palnts, varnishes, lacquers, and enamels 3,007
Other chemicals, Arigs, 610 en. o omeaecerrmrom oo mceccmancmmommcoa e memnan 88
Dry goods and aPDATEl - i e ea e —— e e ——— 2,242 0.4
Clothing and furnishings (other than millinery and footwear) ... ..-meeeeeevnnie 28
Dry goods (general line). ... - 456
Notions. .. 120
Piace goods. 1,038
Eleotrical...._.. 9,072 L7
Electrical goods (including applAnCees) - ..o oo oo cemcee oo mee e o amem 7,730
Electrical equipment and supplies... ... 1, 606
Radios and radfo equipment.___. ... .. .. T 2m
Refrigerators (electric)__.. .. 359
Farm products (not elsewhere classtfied)......... 23 U}
Farm supplles (except machinery and equipment) 101 ®
Farm supplies (except feed and fertilizer)_.._ ?g
eed.__.___....
Forest products (except lumber). . _. 102 O]
Furniture and house farniShINgS. . - o ocrvoceoeoee e oo oo e oo oo 3,820 67
House furnishings ..o 8,020
Qeneral morchandis..-m.,oooooeoooe e 12,985 2.2
HArdWarGu maeaceee e oo 459, 573 79,4
Iron and steel scrap and other waste materigls 9 0]
Jewelry.._. 1,269 0.2
Leather and leather goods (except gloves and shoes)oo—ooovennnn. .. 1,173 0.2
Lenther and leather goods (general line)____. LN 207
Leather and leather belting.__ 61
uggage and leather goods. 32
Saddlery and harness._..__ m
Shoe findings and eut stock 100
Lumber and building materials (other than metal) ..o oo 8,624 0.6
Construction and building materials (other than metal and WOOd) - oo caaean 2,408
Lumber and millwork..._______. ——— e 1,028
Machinery, equipment, and supplies (except electricnd). .- ..._............ 48,582 8.4
Commerelal equipment and Supples. ..« —oeoeoooo 2,208
Construction equipment and supplies - - 1,485
Farm machinery and equipment._______ 11177 TTTTTT T e 2, 880
Manufacturing, mining, and drilling machinery, equipment, and supplies..._.... 25,733
Professional equipment and supplies. .__._____ .~ e oot 438
Service equipment and Supplies. ... o_-.- oo oo 8, 626
Transporiation equipment and SUPPIes. .. --ooo-oomoom oo e T 7,170
Other machinery, squipment, and supplies e ————— 46
Moetals and minerals (exeept petroleum and serap) .. e 6,456 L1
Papor and Paper PrOGUCHS .m. - m e e eeaeemcmocoonccicen oo 1,535 0.3

Paper and paper products (general line)
Wall paper
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TapLB 8.~—8aLms or Strioriy Harowarm Comumonities, BY TRADES—UNITED
Srares: 1929—Continued

Per cent
TRADE Amount of total
Phymbing and heating equipment and supplies..... FO 5, 32 0.9
Tobaceo and tobacco products (except leur)p. ........................................ %, 53 U]
A O O e e e e e e m e i mm e 8,480 1.5
Textiles and textile materials (other than dry goods). «ocemececooooocwecucennas 7
Miscellaneous kinds of busines(s. Y 80008)- oo 7 ggz

t Lass than one-tenth of 1 per cent.

Specified hardware commodities, by kind of business and type of establish~
ment.—For a proper understanding of the distribution of hardware commodities,
it is necessary to show separately for each commodity or group of commodities
not only the kinds of business by which it is handled but also the types‘ of func-
tional organizations in each trade dealing in it. Such information, which is of
grestest significance in an analysis of the manufaeturer’s market and its potentials,
is shown in Table 4, below.

‘This table shows total sales by specified hardware commodities to the extent
of $512,166,000, which is 88.48 per cent of all reported sales in strictly hardware
commodities, In other words, while some firms found it impossible to break down
their strictly hardware commodity sales in detail, a breakdown for as high as
88.43 per cent in complele detail was secured, which constitutes a very substantial
coverage of the total.

The amounts shown for each of the specified commodities in Table 4 are subject,
however, to certain limitations. In the first place there is a certain amount of
duplication. Agents and brokers, for example, sold quantities of these goods to
wholesalers, in which case the same commodity was involved in wholesale trans-
actions twice. The same is true to a certain extent of manufacturers’ sales
branches, who sold certain amounts of these commodities to wholesalers, who, in
turn, sold the goods either to retailers or to industrial consumers. The amount
of duplication does not appear to be substantial in the hardware trade, inasmuch
a8 agents and brokers accounted for but 9.8 per cent of the total sales of hardware
commodities and manufacturers’ sales branches cared for 18.3 per cent, of which
a considerable proportion consisted of sales to industrial consumers and to retailers,
which must not be regarded as duplication. = It is probable that the duplication
involved in the handling of hardware commodities varied from 5 to 10 per cent
of the total of such sales. To the extent to which duplication was involved, the
amounts shown in Table 4 must be reduced. On the other hand, only about 80
per cent of the net sales of all trades was reported by commodities, which means
that to that extent the amounts shown in the table are understated. It isprobable
that the duplication is more than offset by the fact that these figures as given are
understated by approximately 10 per cent, provided, of course, that the 90 per
cent commodity coverage for all trades applies exactly to the hardware com-
modities,

In the second place, wholesale establishments in the hardware trade, with net
sales in the strictly hardware commodities of $66,950,000, failed to report their
commodities in complete detail. While they indicated just how much of their
business congisted of hardware, they did mnot show what proportion of that
business wae in builders’ hardware, in shelf hardware, or in any other of the
specified hardware commodities. For this reason, the sum of the totals for the
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specified comrmodities shown in Table 4 falls short of the sales of the strietly
hardware commodities as presented in Table 3 by $66,950,000. -

In order to determine approximately what the total sales were in builders'
hardware, for example (disregarding the 90 per cent coverage referred to above
or the extent of duplication which may offset the incompleteness of the coverage
as indicated above), it-is necessary to project the figure given in Table 4 so as to
include that portion of the $66,950,000 which presumably consisted of buildery'
hardware, Assuming that the $66,950,000 worth of hardware commodity sales
were distributed among the specified hardware commodities in the same proportion
a8 the $512,166,000 aclually reported in detail 2 the amount of builders’ hardware
gold during the year would then be 88.43 per cent of $579,116,000, or $73,200,000.
The samse procedurs can be followed for each of the specified ‘commodities, the
reported and projected amounts of which are presented herewith: ' i

Hardware commodities reported by wholesale establishments. ... $579, 116, 000
Amount reported as hardware, but not in detail ... .o _C 66, 950, 000
Amount of hardware reported by commodities in detatl. - - ... 512, 166, 000
Detailed commodity coverage- ..o oo .. (per cent).. 88, 43

Amount ; | Amount
reported projected

Builders® hardware. e —m———— 2 .. 64,713,000 | -$78, 200,000
Heavy hardware. - emama e —m——— 83, 714,000 0d, 628, 000
Shelf or light hardware_........ - -] 83,870,000 04, 627, 000
Tools and cutlery.. : e .| 91,837,000 [ 108,488,000
ATTOther RArdWare. e — e ———— e oo e 188,523,000 | 218, 173, 000

Totalommuanee .. : ecuwsen| 512,106,000 | 579,118,000

An examination of the sales of builders’ hardware indicates that 88.6 per ‘cent
of that commodity was handled in the hardware trade proper and that wholesale
merchants or service wholesalers handled $41,149,000 worth of this commodity
out of a total of $57,349.000. Next came manufacturers’ gales branches with
sales in builders’ hardware of $10,042,000, followed by agents and broKers with
sales of $5,050,000, and all other types with sales of $1,108,000.- For ali kinds of
business combined, the proportionate distribution of builders’ hardware through
the various types of establishments was as follows: 71.4 per cent through whole-
sale merchants, 17.3 per cent through manufacturers’ sales branches; 8.6 per cent
through agents and brokers, and 2.7 per cent through other types. With the
exception of the automotive trade, wholesale merchants predominated in the
distribution of builders’ hardware in every line of trade. In the distribution of
heavy hardware, wholesale merchants were even more prominent, handling 89.1
Jer cent of the total. Manufacturers’ sales hranches are more important s o
channel of distribution for shelf or light hardware and for tools and cutlery, hand-
ling 16.9 per cent and 16.4 per cent of the goods, respectively. Agentsand brokers
handled a larger share of tools and cutlery than of any other hardware commodity,
consisting of 14 per cent of the total. They also accounted for 13.1 per cent of
the sales of shelf or light hardware, and 8.6 per cent of the sales in builders’
hardware. : ‘

The statistics presented in Tables 3 and 4 should prove invaluable to the man-
ufacturer desirous of planning the distribution of his produots. - They show all
possible outlets in different lines of trade and the relative importance of each for

1 In view of the fact that 83,43 per cent of the reparted hardware commodities was shown in delail (513
186,000+ 579,116,000}, the assumption that oach of the specified commodities bears the same relationship
to the total as it does to the 88.43 per cent of the total appears sound and logleal,
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a given hardware commodity, so that emphasis may be placed on the proper
outlets. Not only that, but they indicate the prevailing logical {ypes of dis-
tributors for the handling of a given commodity through a certain line of trade.
This information is also a great significance to the wholesaler, since it shows the
sources of competition whichh he must meet in the ordinary course of business
activity.
TaBL® 4.~SALEs oF Spmciried CoMMODITIES, BY TrRADE AND TyrE oF
BEsrarrisamenT—UNITED StaTrs: 1929
[Expressed in thousands of dollars]

TOTAL whote. | 11

1018~ anu-
TRADE sale | factur- Agex(:its ﬁ:ur
Peor || mer- |ers sales|, 3029 | othe

Amount|centof|| chants [branches| Prokers{ types

total

1. BUILLDERS' HARDWARE

QT $64, 713 | 100,0 || $46, 215 | $11,177 | $5,506 |-$1,726
Per cent of tot: 100.0 |aueeeos 7.4 17.3 8.8 N
Amusement and sporting goods (sporting goods) $271 M $27 PRV I,
AT OMOb Ve - - o et dema e e oo 818 1.3 13 $804 3 I PN
Chemicals, drugs, and allied products (paints and
varnishes) - o o amcmmcaetmmanaan 105 0.2 105 |omecmcmmiac]nacana]amacan
Dry goods and apparel. .cecacevncann - 142 0.2 11 IORSRN PR $6
Flectrical. e oo ccmre v mm e s m————eaamoe 111 0.2 B0 [mocmmmee ) N (R———
General merchandise.- LG 099 | . 1 287
HATAWAIG - oo oo cmcammmemam e —————— 88.6 41,149 | 10,042 | 5,050 | 1,108
Lumber and building materials; .
Construction and building materials ... ... 1,045 1.6 568 ] 338 130
Lumber and millwork...-ccecamemmecmncccaascnaa. 328 0.8 202 |oaema e |eamean 38

Macthlinelry, equipment, and supplies (except elec-
rical) .
Construction equipment and supplieS.co-creaonas . 205
Farm machinery and equipment - .. vooeovuae-ne 334
Manufacturing, mining, and drilling machinery,
equipment, and supplies —

Transportation equipment and supplies. ..
Other machinery, equipmont, and sup lies.
Moetals and minerals, except petroleum and scrap
Plumbing and heating equipment and supplies...... 159
All other. 541

f1

<
cooooN oo
OO0 CODI ot

2. HEAVY HARDWARE

Total
Par cent of total

Automotive trade:
Automobiles and other motor vehicles (new and

$83, 714 | 100.0 || $74, 623 | $1,123 | $5,878 | $2,000
100.0 89.2 1.3 7.0 2.5

used)... - $1, 076 2.0 F:3 (1 0 FRPURRRROROH RSO FEPRpa
Automotive equipment - 72 0.1 31 23 N I
Automoblle parts (new and USed) - - ~ewwnmmnmnnnn 181 0,2 ||.-. $161
Dry goods and appare! (piece go0AS) <o ccavmmmecnnue 188 0.2 185 J--. 1
glectrl(i'al_._.ﬁ_ - 1 ggg ?g 265 83 5
eneral merchandise.. ... B TR I 7: Y PO gt
BAPAWAI - —oe o o oo mm o m s rem e s vo.722 | s4.5 || 64,170 | §2347 5,2007 1,100
Lumber and building materfals oo cmemccomraen 270 | 0.3 240 feereeaen 26
Ma%uuery, equipment, and supplies (except electri- .
cal):
OCommercial squipment and supplos_ w.earewema- 2056 0,4 88 207
Oonstruction equipment and supplies. 728 0.9 539 184 | 3 O,
F};f.rm }nntchllnery uiru} equipéng:ﬂ:ﬁ ....... s 426 0.5 412 |occcmccan|ommnmann 14
annfacturing, mining, and driiling machinery.
eguipment, and sup&) 108, oo 4,085 4,8 3,703 10 202 120
Service equipment an su%)plies ...... - 18 [ 0.2 1 40
Trangportation equipment and supplies. 1,070 1.3 368 522 17 3
Metals and minem]s%except petroleum and
Iron and steel (eXCEDE SCIAD)--mmmcnceamsmamumannn 741 | 0.9 687 54
Metals and metal work ?othcr tha: n and
- 1u;ti:ee]) The ; P 1z o1 DA D N B A
umbing and heating equipment and gu; 1
II;luré}bing [ uipniatnt aéud sux%{)lles_ ..... %% g.:i 211 W . —
eating equ. B S en - NS | PO B 35 ARSI, Rt
All othgr & CAUIpment An¢ SUPPTOS.- oI L311| 15 7 Y T
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Taprn 4.—SALES oF SeEcirizp COMMODITIES, BY TRADI:: AND TYPE OF
EsTABLISHMENT—UNITED StTATES: 1920—Continued

[Expressed in thousands of dollars]

TOTAL Whote- | Mant
hole- ani-
sele factur- Aggxéts o{gclar
TRADE P%r ¢ iner'-; le)srs' ssi}es brokers| types
Amountfcentof(| chants [branches
total
3, SHELF OR LIGHT HARDWARE
Total $83,670 | 100.0 || $56, 811 | $14,118 [$10, 084 | $2,206
Peor cont of total. oeememmmeea o cacan e 100.0 |emmenn 67.3 16.9 13.1 2.7
Amusement and sporting goods (except cameras and
motion-picture e%ulpmenf. and supplies) ceoeaoa. $141 0.2 $108
Automotive;
Automobiles and other motor vehicles. 216 0.3
Automotive eqnigmﬁ?fd i 380 0.4
Chemicals, drugs, and allied produets:
e(‘hnmiml: & P 137 0.2
Paints, varnishes, lacquers, and enamels. 482 0.5
Dry goods and apparal (piece goods). ... 260 0.3
Electrical...... - 313 0.4
Farm supplieg (except machinery and equipment).... B M
Furniture and house furnishings (house furnishings).| 2, 080 25 l,288|  697| 115 faeo-...
General merchandise....... 2,032 2,4
Hardware........ 66,226 | 79.1
Jewelry and optical 200ds (Jewelry) .. vememeereoee 55 0.1 -
Lumber and building materials:
Construction and building materials (other than
metal and wood). .. 95 0.1 72 5 18
Lumber and millwork 330 0.4 324 .- (i
Mtar?hiﬁery, equipment, and supplies (except elec-
cal);
Commercial machinery, equipment, and supplies. 218 0.3 178 [ [ 3 PR—
Farm machinery, equipment, and supplies..._... 80 0.1 60 |wmnrnmnnn PN
Manufacturing, mining, and drilling machinery.| 4,723 | 5.6 4,815 184 00 15
Service equipment and supplieS....... . ....... 608 0.7 604 [ I
Transportation equipment and supplies._ ... 1856 0.2 82 83 |-me-ee
Other machinery, equipment, and supplies...... 6l O [} [ P
Metals and minerals (except petrolenm an serap):
Iron and steel (6XCODE SCPAD) .noeen. cveee oo L7714 2.1 320 1,454 -
Metals and metal work (other than iron and steel) 0.6 136 2T N SR
Paper and paper products:
Wall paper.. 100 0.1 100 --
Other paper and paper produets..._............. 06 0.1 96 -
Plumbing and heating equipment and supplies:
Plumbing e(}uipmont and supplies..__.__......__ 1,006 | 1.3 535 547 14 .. .
Heating equipment and supplies.. ...__......... 804 1.0 167 246 401 | ...
All other. . 798 1.0 674 5 13 106
4. TOOLS AND CUTLERY
Total 91, 12,823 | $3,701
Poreent i o # 1brs'zw 100.0 $596 §72 $15,1 842 % 823 $ 701
Ag‘ggf({gﬁ&t ?nd sporting g%ods d(excepl: cameras and
cture equi;
Amgﬂ,gm%n quipment and supplies)....... $206 | 0.2 $200 -
utomobiles and other mot; h: S
Automotive equipment ovor Y_e_,i_des %(5% g‘g 12? $256 %g
Chemicals, drugs, and nllied products: '
Drugs and drug sundries (general line)..... 42| 0.5 49 e I S
Gl i 24 LI e B
s, drugs, e
Dry goods and nmla'rel: &, ele 8 0.1 2 $46 z
Clothing and furnishings (other than millinery
and footwear)___... 7 M 97
Dry goods (general lina) N 6| o1 50 §
Pioes goods 120 | 0.1 64 7 A —
Electrical T gslag 8' E gé? 57 re 37
Furniture and houge furnishings (house furnish]ﬁ;ﬁﬁ- 140 0.1 128 12
Qonaral merehandise 1 230 by bt 550
Hardware......._.____. - ) 8 . B 1, 265 3
Jewelry... S -} 78,249 | 85,5 || 50,221 | 14,680 | 11,705 | 1,743
Leatber and leather goods_ .. ~7777""mmTmmoomeees 4%3 9 5 885 |-icmonn- 58 2
Lumber and building materials 5 8 é? "2
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TaBLe 4.-—SALms oF ‘SercirED CoMMODITIES, BY TRADE AND TYPE OF
o EsraBuisaMENT—UNiTED STATES: 1929-—Continued

~ [Expressed in thousands of dollars]

TRADE

TOTAL

Per
Amount|cent of
total

Whole-
sale
mer-
chants

Manu- .
tactur- Agelét.s

ars’ sales|, 8%
branches| PTOKErs

Al
other
iypes

4, TOOLS AND CUTLERY~—Continued

Mtntiahllnery, oquipment, and supplies (except elec-
trieal):
Comimerclal equipment and supples.........._..
Construetion equipment and supplies -
Farm machinery and equipment. coeoolc-ovnen.
Menufacturing, mining, and drilling machinery,
equipment and supplies o

Professional equipment and supplies_..__________

Service equipment and supplies....__.

Transportation equipment and supplies.... —
Metals and minerals {(except petroleum and sérap)...
Paper and paper produets. .. ... !

Plumbing and heating equipment and supplies.........
BN L 17 ) R e

%588 0.6

0| M
1,655] 1.8
2,315 2.5
263| 0.8
337 0.4
130 0.2
519 | 0.6
85| 0.1
342 | 0.4
1.6

5. OTHER HARDWARE

L U
Per cent of total ... . ... .. ...

Amusement and sporting goods (éxespt cameras and
motien-picture equipment and sUPPIi6s) . ...ewwee--
Automotive: .
Automobiles and other motor veliicles......_....
Autemotive equipment. o cewee s amiaeen
Chernieals, drugs, and sllied products:
Drugs and drug sundries (generalline) .. ...
Paints, varnishus, lacquers, and enamels
Other chemicals and drUgS..aue v emmanucincommmman
Dry goods and apparel:
Dry goods (goneral ine) . . .oceeeccvemememcnnnn
Piace goods. - -
Eloetrical:
Eleotrical goods (including appliances)......-.--.
Electrical squipment and supplies...ccemmennenn-
Radios and radio equipment.

Tarm products (not elsewhere classified)....v.caann
Farm supplies (except machinery and equipment)....
Turnitureand house furnishings (house furnishings)...
Qaneral meréhandise. . .ueweewnccunn

Bardware. oo n e R
Leathor and leather goods (except gloves and shoes):
Leather and Jeather goods (general line) . __......|
Leather and leather belting -
Luggage and leather goods....-
Saddlery and harness.

Shoe findings and cut stock.
Lumber and building matrials:
Construetion and building materials (other than
metal and wWood) - - - aeo oo cmnans
Lumber and millwork

Mmihinory, equipment, and supplies (except electri-

cal): .

Commerclal equipment and supplies-.cocenean--
Construetion equipment and supplies. .. ........
Tarm machinery and equipment. ceeeeeazcnceaeoe
Manufacturing, mining, and drilling machinery .
Professional equipment and supphes....ceeeenno-
Service equipment and su{)plies_; _________ -
Prangportation equipment and supplies

Metals and minerals éexcept petrolenm and scrap):
Iron and steel (except scrn})) .....................
Metals and metal work (other than iron and steel)

Paper and paper products:

Paper and paper products (general Hne). ...
Stationery and stationery supplies..... -
Wal Paper. v eecccmavovm e mmmmemeennn

Plumbing and heating equipment and supplies:
Plumbing equipmant and supplies
Heating equipment and supplies.

All other .

-
»

S0
[
=
@D
@

-
=
oo
B
Jne
- oo

0,

56 (lg

32| (t
470 | 0.3
01] 01
087 0.5
258 0.1
1,106 | 0.8
4321 0.2
405 0.2
12,006 | 6.9
173 0.1
7,402 | 4.0
5,682| 3.0
1,624 0.8
4101 0.2
745 | 0.4

21 M

314 0.
2,479 | 1.8

300 (M)
4,325 23

$188, 523 | 100.0 |[$110, 303 | $45, 264 [$15, 244 | g8, 712
100.0 3. , 8.1 46
$60 | E23 1 RO N $10
499 0.3 499 1o oo
3,508 1O o] $3,816°|  $282 . -
LI 06 | fomne, 1,111
Los3| 11| 71417 1631208 117
71| 0,1 3 223 10 1
21| o1 168 |ocoaeee 70
4601 0.2 480 |-eeemo o
6,261 3.8 672 | 5429 160 |-e...
1,202( 0.7 305 % 69 | 89k
204 | 0.1 143 41 20 ...
24 (’g
15 (¢

138 9
......... 9
141 60
_________ 260 fooees
35 32 |20
2,062 | 1,100
5,060 | 104 [emenee.
_________ 850
12 5
REE N . I
407 5
Y
8 5
15 % N
108

: I:.ess than one-tonth of 1 per cent,

131665—33——3



18 CENSUS OF DISTRIBUTION

SUMMARY OF WHOLESALE HARDWARE TRADE

The foregoing analysis dea,ls golely with the dlstrlbutmn of strictly hardware
commodities by all kinds of business or lines of trade. It does not show what
other commodities are handled in the hardware trade, nor is any attempt made
therein to discuss the hardware trade as such. The latter kind of analysis and
digcussion has been reserved for the pages immediately following. In these
pages are analyzed the wholesale organizations that specialized in the sale of
hardware to the extent of more than 50 per cent of their net sales. In other
words, only those establishments are included in what is termed the wholesale
hardware trade, the bulk of whose business (over 50 per cent of the total) con-
sisted in hardware commodities,

United States Summary.—Asg indicated in Table 3, the total sales of strictly
hardware commodities made by all wholesale organizations amounted to
$579,116,000. Of this amount, $459,573,000 was sold by establishments classified
in the hardware trade. )

Inasmuch, however, as only 93.7 per cent of the sales made by wholesale
hardware establishments was reported by commodities, the $459,573,000 sales in
hardware commodities reported may be projected into a total figure (by dividing
this amount by 93.7 and then multiplying by 100), which is $400,405,469. In
addition to the $490,405,469 of strictly hardware commodities sold by the whole-
sale establishments in the hardware trade, they also sold $533,405,163 in allied
commodities, making the total sales by the wholesalg hardware trade (strictly
hardware commodities as well as other commodities) $1,028,810,632. This is
the total volume of business which is analyzed in the following tables.

The 2,273 wholesale establishments employed 53,127 people, paying them
$90,746,104 in salaries and wages. They incurred total operating expenses (not
including the cost of merchandise sold nor capital invested) of $176,032,543, and
carried stocks of merchandise at the end of the year valued on a cost or replace-
ment basis at $201,801,091.

TABLE 5.—SUMMARY OF WHOLESALE HARDWARR TRADE IN THE UNITED STATES:
1929

GENERAL LINE BPECIALTY LINE
R HARDWARE HARDWARE
TOTAL Par Per
Number or | cent | Number or | cent
amount of amount, [
total totnt
Number of establishments . .. _.orovueeooos 273 838 | 36.9 1,435 03.1
Nt S8leS. oo e $1, 023, 810 632 || $665, 747, 0665 | 65.0 | $358, 002 907 5.0
Total employees..__._. 53,127 87,186 | 70.0 15,042 | 80.0
Total salaries and wages.. $99,746,104 || $07,686,872 | 67.0 | $32,050,733 | 32.1
Total expenses. ......__.. 2| 176,032, 543 || $110, 677,974 | 68,0 | 56,355,200 | 92,0
Stocks on hand Dec. 81,1920 ______ ... $201, 801, 091 || $152, 041, 652 | 76. 8 2.7

$49, 759, 539

Of the total number of wholesale hardware establishments, 838 handled a
general line of hardware, while 1,485, or 63.1 per cent of the establishments, con-
sisted of short-line distributors each handling a limited number of hsrdware
items or eonfining himself to a single phase of hardware, such as cutlery or builders’
hardware. The relatively small number (86.9 per cent of the establishments) of
general line houses; however, accounted for 65 per cent of the hardware business,
employed 70 per cent of all paid employees, and carried 75.3 per cent of all stock

! For a complete statement of the types of wholesala organizations comprising the wholesale hafdwaru
trade, see p, 23,
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of merchandise. This means that the specialty houses operated on a much smaller
seale than the general line houses and ineurred relatively smaller costs, partly
because they carried less than their proportionate share in stocks and partly
because they employed fewer people. The probable reasons for these differences
will be revealed in the following pages.

A better understanding of the difference between general line and specialty
hardware houses may be had from the following examples. Examples 1-4 show
the variety and proportions of the merchandise handled by typieal hardware -
wholesalers in the general line field, while examples 5-8 indieate the nature of
specialty wholesaling in the hardware trade.

Examrrp 1.—GeNErRAL Ling HaARDWARE WaOLESALER COVERING A SINGLE
StaTe (ANNUAL SALES APPROXIMATELY $3,000,000)

Per cent

ITEM of net

saleg

HArdWATE . - oo oo ccmmcmm e a e de e m oo cmmamamenemeamemmammmn . e 83.1
Builders’ hardware..._.... 10.1
Shelf or light hardware 10,0

Taols and cntlery. 20.
Heavy hardware. o aeeeceeecmeccamaa- 27.3
ALl Other BArAWAT - o o e oo cm e oo ame s em Ammamm e mcr—m e mn e amam A ——— 15,0
Automotive equipment.......... e mm e mmmmn e mmmn e mmam tmnmem e em i f 7.4
Automobile ACEESSOIIES-. « .. cmmmen o c e o mcmwmeam e mmmneammme— e am e e e 6.5
ires and DS nn e e e [ S 0.9
Electrical appliances and supplieS. wemcmccameueonan e — e ena A ——————————m ] 3.3
Radio sets, PArts, aNA ACEESSOTIES . wa o mnmamcccmccam o mcmmm e e e e a e 6.2
B O] e e m e o e e e a4 = o o 100,0

ExAMPLE 2,~GENERAL LINE HARDWARE WHOLESALER CovERING FIVE SraTHSs
(ANnUAL Sarms Arproximarery $5,000,000)

Per cent
ITEM ' of net
sales
HAIAWATC - - ae v e e ee e emw e mmmmmmmmmem .-, = 32,9
BUILAOLS RO AT AT o e dmmcmmm e e s o= = e e o e i b i 0.4
Shelf of light hardwara. ; 6.8
Tools and cutlery. o oo eooooocaens 8.9
Heavy hardware- - - 5.4
All other hardware.... 7.3
Ching, glassware, aNQ CLOCKEIY - oo oo cceieccarm o cc e mam—nwm—— e mm o e 0.3
(] 115 4T U 0.1
Glassware. 0.1
Crockery. 0.1
Paints, varnishes, and lacquers . 2.1
Industrial and heavy chemicals (a1COROL) mu v cccmcmacasaeen 1.2
Iron and steel- .. Tt 6.8
Rough castings and forgings (except east Iron PIPE) « ccrvemecmm e e mm e e e 1.7
Structural iron and steel and reinforcing bars. 1.7
Iron and steel pipe and tubes, cast, wrought 2,1
Wire, wire rope, screening, and fenCINE. . o o rwwocemmcm e et mm s m oo s a e n .3
Automotive equipment, parts and accessories..—_.—... 6.1
Rope, cordage ar?d twine 0,4
Electrical goods : . 9.5
Plumbing fixtures, equipment, and supplies 8.2
House furnishings.. - . R ————————— mmmm e A e 14.4
Carpets and rugs. 6.9
Linoleums, felt base and all other floor coverings. gg

House furnishings, not Hsted elseWhere. - cveweneranueronmnaaaas O
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ExampLy 2—GuNeraL Linm Harpwarn WHOLESALER COV‘ERIL‘\IG Frve Stares
o ANNUAL SALES APPROXIMATELY . $5,000,000)—Continued

- Per cont

ITEM ol net

sales
Radio sets, parts, and accessories, including radio sets combined with talking machines......_. 8.3
S8porting goods, including grm8 and AMMURTHOD .« o eremmemmmeeeococomimm e e | Df
i e eween e mon e n i aaee] 100.0

Examrrs 3—CuNnrAL Live Harpwars WaoLBsanor COVERING A SECTION OF

cam Unrrep Stares (ANNvan Sanms Arouno $7,000,000)

Per cont
ITEM of net
sales

AT AW AL . - o oo e e oo et e S m o e e 87,8
Builders’ BardWaIC. e e o e e e ke mmmm e e a e am 0.2
Shelf or light hardware. ..o e_.-o-. o ————————— 31
T'a0ls and CULIErY emmweemmmm oo emccevmac e §. &
Ieavy hardware. - - 58
AL 0ther BAIAWAYS - e et e e amme e me am e amm e 1.0
Turniture MouSER0IA) q - am e oo e temce e mm e m— e mmmmm i mm e e e - 01
China, glassware, 14 CrOCKEYY - v cmeor e commme e oo ceamr e ce o 2.2
China.... 0.7
Glassware. 0.8
Crockery. 0.7
FPaints, varnishes, and laequers. ... 3.4

Fertilizer and ferfilizer materials .. O]
Oils, animal and vegetable........ PR 0.5
Iron and steeleaeemnocnea- 20,2
Structural iron and stecl and 1€infOreing DAS. . oo e oo e am e 0.4
Iron and steel pipe and tubes, cast, wrought, and riveted..-- 4.5
‘Wire, wire rope, sereening, and feneing . __ . 5.5
Al OtReT. oo 9.8
Copper ingots, bars, shapes, sheets, bare wire, pipe, tubes, eastings, and other rolled copper.... 0.7

Lead (metallic), pig, bar, sheet, and PIPe oo “ 0]
Zine bars, plates, shapes, and sixeets_..---. - - 0.1
Auntomotive equipment and supplieS. _«........ e — 01
Farm and garden equipment and SUDPHeS . eeueooomom oo 0.9
Industrial machinery, equipment, and supplies. .. -...... — 456
Mining, quarrying, well drilling, and pumping machinery not listed elsewhere. .o oo 1,4
Belting, hose, packing, and mechanical rubber goods L0
Pipe fittings, valves, and specialties  _ ouemeemnoenoenooos 1.4
Rope, cordage, and W8 w_wew oo e nem—————————— 0.7
Electrical goods.-.. . e cmrmeemam———an Lo
Tlectrie household appliances, including washing machines, ironers, vacuum cleaners, ete..| .8

Electrle motors, generators, and control apparatus. ________._______ 7T ®
Interior electric construction materials, including eleotric AXTUIES .. -oowo o oo oo oo oo e 0.1
Plumbing and heating equipment and supphies._.......___ e aarmam e, 43
Plumbing fixtures, equipment, and supplies (including sanitary ware) - - - oo o—ooceeu-_| 3.9
Stoves, ranges, furnaces, heating apparatus, and DArtS . oow oo oo oo oonns 0.4
Building materials not listed elsewhere (such as wallboard, roofing, ete.) 0.8
House furnishings, not listed elSeWHere. .o .- cueeoeeoooeoms oo 9.1
Clocks and watches ... - . 0.2
Sporting goods, Including arms and ammunition 12,3
'Loys and games._ . _._...... L4
D08 e e e e e et 100.0

§ Less than one-tenth of 1 per cent.
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ExaMp1e 4—-GuNERAL LiNg HARDWARR WEHOLBSALER DISTRIBUTING.
NarroNaLLy (ANNUDAL Saves Over $15,000,000)
Per cent
ITEM of net
sales
R T AT - ke e et m e e a s e m e mmm e m A m m e m e e m 2o 58,1
Bl S ML QWAL .« oo e vm s m e mmm e s m e e oo o e } 5.3
Shelf or light hardware '
Tools and eutlery. . ... 15.9
All other hardware . 36.9
Luggage, saddlery, and harness, and all other products made of leather, except boots, shoes,
clothing, and leather beltIng. ... .o v eoeceaemcannn 0.3
Furniture, wooden and metal. . ... o vmoo e e emaen e i e ] 2.0
Household furnitire .« ooovoucomm e ranc s wnm e n—n - 1.3
Office and store furniture and fixtures. _o_oevoeocoooanoo 0.7
f Paper..___ e cem st e e e e e e e e O]
Paints, varnishes, a0 J8CUIOIS —u v mu o cemn e oe e e e ;em oo e e o s e m e ] 5.1
D i ) U 2.9
Wire, wire rope, sereening, and fonCinE - oo o uocmevneemmcaecswmcmmcsae—ccmmamesmesmmeenae 2.7
Allother.__l__ . B, and fone™ S 0.2
Automotive equipment, parts, and BECESSOTIBS - v oneen e cem e emam e m e e m o a st s 3.7
Automobile 8CCESSOrIeS. v rwm e omaac e acmeaacc e reeeamammnoreemm—aemaane s 3,1
TIEeS AN FUDOS L v aee o e o oo mcmm oo e e A= e 0.6
Farm and garden equipment and supples 5.8
Rope, cordage, and twine . 1.2
EIe0trIn] 008 - o o e e et e —————_——mmmmmm i mm e ma mn n mmm s o ] 3.6
Batterles, storage.. U O PR Q]
Electric housshold appliances, including washing machines, ireners, vacuum cleaners, etc.- 1.8
All other electrical appliances snd supplies. - wae-—aa- 1.8
Jewelry, silverware, clocks, watches, precious stones, and precious metals . conoomromocnu-- 1.3
Silverware and plated Ware- - - aveeeeeocccaemocucemencaccmn 0.8
Clocks 8nd WAtChES - o wvvvcmcenmconcccmanceen camamemmn e 0.5
Sporting goods, including arms and ammunition - - caee-occecn- 13.0
Toys and gaMIeS.omemeoe-n- e e oA e et 3.0
Totaloc o _uaeeen e mmnam————— 100, 0
! Less than one-tenth of 1 per cent.
{ ExamrLe 5.—Spmciarry Harpwane Waeorzsanmr Covering 4 Siverm Crry
(AnNUAL Sanzs $45,000)
Par cent
1TEM of net
sales -~
Cutlery (pocket knives, scissors, and shears)...-.e-coeeome-- T LR EEE LS 100.0

ExaMrLe 6.—Sprcianry Haroware WEoLESALER COVERING PART OF A STATE
(Annuat Sanms Asour $50,000)

Per cent
IFEM of net
sales
Heavy hardware (horse shoos, steel, bolts, nuts, Tivets) - -« ---ooew e 100.0
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Examerr 7.—Spmcravry Harpwiars WHorLessrmr CoveErING THE MIpbLe
Wasr (ANNUAL SaLEs Around $300,000) :

Per cent
ITEM of net
sales

Hardware...

Shelf or light hardware.
Tools and cutlery.

Iron and steel._

Serap ironand steel . ... .o
Wire, wire rope, screening, and fenecing. . .._...

0 OO OOt 0.0

ExanvpLe 8.—8pecrarry HARDWARE WrOLESALER DIstRIBUTING NATIONALLY
(AnnTaL SarEs Arounp $1,000,000)

i

Per cont
ITEM of net
sales

BUIAOTS” BBIAW AL 1 e o e cer e o e e e e e e e e e e oo e e e e e o m e mm 00.0

United States summary, by type of establishment.—The 838 establishments
handling a general line of hardware consisted of 784 wholesale merchants of the
service type (commonly designated as wholesalers or jobbers),® 80 agents and
brokers, and 24 establishments listed under “all other’ types of distributors.
(Sec Table8.) The wholesale merchants, with 87.6 per cent of the establishments
and 93.5 per cent of the business in the genersl line hardware trade, occupied
a dominant position. All of the miscellaneous types combined, including the
newer types of wholesalers, shared but 2.2 per cent of the business, Next in
importance to wholesale merchants were agents and brokers who accounted for
4.3 per cent of the business. However, since these agents and brokers normally
sold to wholesalers rather than to retailers, it may be said that the service whole-
salers in the general line hardware field have practically no competition from other
types operating in the same field. Their chief competition, as will be shown
below, obviously comes from specialty hardware houses and from wholesalers
engaged in other trades but who sell hardware as side lines.

It is noteworthy that, while wholesale merchants in the general line hardware
trade did 98.5 per cent of the business, they earried 98.7 per cent of the stocks
and employed 96.7 per cent of the people, The greatest difference between the
volume of business and the number of employees iz to be noted for agents and
brokers, as might be expected, since these ogranizations perform fewer functions

3 For a complete statement of what types of establishments have been classified as wholesale merchnnts,
se¢ Bulletin on Wholesale Distribution—TDefinitions and Classifications, Distribution No. W-100, U, 8,
Government Printing Office. Obviously, all establishments had to be covered in the census. No distines
tion could be drawn on the basis of size of the business. A well-known definition of a recognized hardware
wholesaler or jobber is the following: ** A recognized hardware jobber is one located in a hardware center,
whose business is selling hardware at wholesale, whobe sales to merchants exclusive of machinery and im-
plements and mill supplies are not less than 75 per cent of gross sales, who has an invested eapital of not less
than $75,000, doing s business of not less than $250,000 per annum, and maintaining at least 3 salesmen on the
rond.”” For census purposes, overy establishment had to ba recognized, regardless of its size, invested capltal,
or tho number of salesmen employad. Distinetions weré drawn in classifying the estahlishments primarily
on the basis of functions performed and kinds of merchandise handled. . For this reason, the number of
wholesnle merchants here given may be at varlance with any lists now published by private organizations.
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and hence require fewer people. Besides, they are usually operated by the
owners themselves, which means fewer hired employees,

In the specialty field, an entirely different situation obtaing. Here, the whole-
sale merchants, while still the dominant type, numbered 741, or 51.6 per cent of
all specialty houses and cared for 49.7 per cent of the total business reported by
such firms.  On the other hand, manufacturers’ sales branches cams 4o the front
with 22.9 per cont of the cstablishments and 84 per cent of the business, which
indicstes for them a rather important position in the specialty fleld, and also
that they operate on a much larger scale than do wholesale merchants. Agents
and brokers were more prominent in the specinlty field, numbering 328 (22,9 per
cent of the establishments) with 14,2 per cent of the business. As in the general
Mine trade, all other types were relatively insignificant.

TapLy G.—SuMMARY oF WiornsaLw Hanbware Traps, By TYPE OF
N 1
FerABLIBSIMENT

WHOLESALE MANUFACTURERS'| AGENTS AND ALL OTHER

MERCHANTY |SALEY BRANCIES| BROKERS TYPES
m ) T ;
Total Per Por Por Por
Number or | cont | Nunibor or { cant 'Number orf cent {Number or{ cent
amount of | amount of | amount | of | amount | of
total total total total
1. GENERAL LINE
umnber of establish-
N ts - Hi38) 784) 87,0 80i D5 124 2.4
SO05, 747, G08|[$622, G50, 284] 03, b 528, 602, 103 4, 3{%14, 590, 188 2.2
Total emplosi'e(m_ 37, 145 A, 128) 97, 2 450 1.2 007l L6
Total  salaries
WOEOS e een H07, 680, 372 $65, 468, 102 00, 7] ovemamioeann o §1, 144, 8831 1.7} £1,088,2071 1.6
Total expol]lses._.l CBLA0, 677, 2740|6116, 087, 461 98, 2) .. o] $1,831, 276 L 6| $2,778,637] 2.3
Stocks on linud Dec,
BY, 1020, ..o PBIB2, DAY, BARIISIS0, 005, 432) 08, Tl m e $538, 367 0.4 $1,497,751 0.0
2, SPECIALTY
MNumbor of establish- .
mrélrll)t%..?uc..f...-}_i__. 1,435 741} 61,6 328 22,9 328| 22,9 138 2.6
ot sales. -, I $358, 002, 06718177, 040, 424] 40. 718121, 844, 317} 34, 0[$50, 823, 663| 14, 2 §7, 454,5673] . 2.1
%uta{ omp]logi'ees.__.i.. 15, 042, 11,228) 70. 4 3,365 211 1,108} 7.3, gy 1.2
ofal salarfes  ane . .
] RN $a2, 060, 732 $20, 113, 220; 62,8 $8, 805,421| 27.7| $2, GA0, BO4 8.'§ $00,227| 1.2
gotn{;uxporllses”]).‘.. 50, 355, 20011 &34, 061, 027] 01, 0 16, 110, 318) 28, 0| $4, 677,928| 8.8] 9875,600| L5
tooks on.hand Deg. )
31, 1020, $40, 760, 630] $34, 007, 120| 60, 5 $12,014, 766) 26,0| $1, 684,243] 3.4| §653,411) 11

! Inciudes 5 oxport morchants wikh $073,072 not sales; § oxport sgents with $3,778,164; 5 importers with
$2,011,210; and 2pdron shippors, 2 auetion companies, 1 umh-order wholesaler, 1 chain-store warehouse,
1 purchasing agent, and 2 distributing warchouses, with sales aggregating §7,240,852, Cin itn

1 Tneludes 7 oxport morchants with $1,760,216 net sales; 4 oxporh agents with $4006,667; 12 1mport.ar7s th T
$004,402; 7 drop shippoers with $3,601,903; 4 commigsion merchants with $307,945; and I import agent,
cash-and-carry, and 2 wholesaling manufacturers, with sales totaling $604,450.

Growth of General Line Hardware Wholesalers,—Significant. facts on the ap-
proximate growth and stability of the service whoelesalers in the hardware trade
are revealed in the veports on this point made by the 734 wholesale m.erohaflts
carrying a general line of hardware. These concerns reported the year in vyluc}l
the business was cstablished or first organized, as well as the year in which it
come under present (1929) ownership, (Sce Table 7.)

It is impossible from census statistics to detormine how many hardware whole-
salers came into being and went out of business during the peried covered b‘y
Tables 7 and 8. In other words, no mortality figures or data can be spown in
this report, Tt was impossible to eount coneerns not in existence at the time the
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census was taken, It is possible, however, to show the age of the:establishments
that were in existence when the enumeérators called. - This, in a way, points to
the probable longevity of hardware wholesalers, but in a very imperfeet manner.
.. It is significant that 50 of the general line houses were in business prior.te 1850
and that another 112 came into being in the period 1850-1874, In fact, 337
houses, constituting approximately 46 per cent of the total, existed prior to.tho
twentieth century.

The greatest development in the general line hardware business (based on the
number in existence when the canvas was taken) occurred. prior to. the World
War, at which time 527 of the 734 houses were in operation, about 72 per cent
of the fotal.

While the general line hardware Wholesale business, at least as far as the
service wholesaler is oncerned, is old and well established, it can not be said that
the old firms are so strongly intrenched as to eliminate any opportunity for
newcomers. IKven during 1929, the very last year covered by these statistics,
13 such houses were formed, and the previous year recorded the establishment
of 18. In other words, 73 houses, or about 10 per cent of all service wholésalers
in the general line hardware trade in business at the end of 1929, came into being
within the preceding five years.

TABLE 7.—DaATk oF ESTABLISHMENT AND DATE oF Present OwNERSHIP OF
GENERAL LINE WHOLESALE MERCHANTS IN THE HARDWARD TrADD

YFAR BUSINESS CAME UNDER PRESENT (1929) QWNERSHIP

YEAR BUSINESS |00 Prior

WAS ESTABLISHED Prior
to 1024 | 1020~ 1914~ 1000~ | 1875~ | 1850~
1029 | 1028 | 1027 | 1020 | 1028\t i | Y094 | 1010 | 1015 | 1800 | 1874 | 20
known 1850

au| s 2| a0 2| v | 120] se| 26| w2| 5] 8

13 - ) ol RO SIS Y PP
1 17 |eeeo
S 9 |-
...... 12 e
1 2 18t -
____________ 1 —— 7 1 .
1 2 2 2 -2 . 03 RS .
1 1 1 b 44 R
2 4 2 4 1 14 10| 163 -
1 3 4 4 4 22 14 41 82 |curean|omann-
1850-1874...... 112 1 3 2 1 ecmmnan 12 11 20 39 14 Jaunenn
Prior to 1850 50 | O — 2 1 4 22 1 3

Growth of specially hardware wholesalers.—Prior to 1914, only 318 Louses,
or 42.9 per cent of all such firms, were in existence. Only 18.9 per cent of all’
speclalty houses existed prior to the present century, as against 46 per cent for
the general line houses. (See Table 8) During the decade 1914-1924, no
Iess than 83,7 per cent of the specialty firms were established, but the rate of
growth reached the peak during the five years ending with 1929, which accounted
for 22.8 per cent of the estabhshments
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TaBLE 8—DAarE 0¥ ESTABLISHMENT AND DATE oF PrEsENT OWNERSHIP OF
SercrALTY WHOLESALE MERCHANTS IN THE Harpware TraADT

YEAR BUSINESS CAME UNDER PRUSENT (1920) OWNERSHIP

YEAR RUSINESS Prior Pri
WAS ESTABLISHED rior
. to 1024] 1920- | 1914~ | 1800- | 1875~ 1850~
. Totaljj 1020 | 1028 | 1927 | 1020 | 1025 0" " Yaoq 1019 | 1913 | 1890 | 1874 o
known 1850

18501874
Prior to 1850_______ | | R F, 1 1 2 N 4 2 3 2 T 1

Continuity and age of present ownership.—Of the 734 general line hardware
wholesalers, 435, or 59.3 per cent, were under the same ownership since their
organization. This statement, as well as the entire treatment of the subject
relating to the continuity of ownership, is subject to.important qualifications.
This is due to the fact that some of the statistics are presented for periods involv-
ing more than one year. For example, if a business was established in 1921 and

. came into its present ownership (as of the end of 1929) in 1923, it would not be
included in the establishments changing ownership. What the data really indi-
cate is that of the 72 general line hardware wholesale merchants, for example,
that came into.being during the period 1920-1924, 63 houses have not changed
hands since 1925, although some of them may have changed hands prior to 1925
but after 1920 and they may have changed hands during the period more than
once. TFurthermore, all of these data are based on the number of establishments
that existed when the ecanvass was taken and do not cover the unknown number
of organizations that have come and gone during the period covered by the tables.
Nevertheless, they represent a rough approximation of the continuity of owner-
ship, which is particularly valuable for comparison with other lines of business,
similar data for which are subject to the same qualifications.

Of the 13 wholesale houses established in 1929, none apparently changed
hands during the year. Of the 18 established in 1028, 17 remained under the
same ownership and 1 changed hands in 1929. The 9 and 12 firms established
in 1927 and 1926, respectively, remained under the same ownership. Even of
the 190 houses established in the period of 1900-1913, 153 remained under the
original ownership through 1929. The greatest changes in ownership took place
among the establishments that were organized prior to the present century, a
little over 70 per cent of such establishments having changed hands. Even
these establishments continued under the original ownership, with but few
exceptions, until after 1920, These statistics show o remarkable continuily in
ownership of general line hardware houses. The same general situation obtains in
the case of specialty hardware wholesalers.

THE LOCATION OF WHOLESALE HARDWARE ESTABLISHMENTS

Hardware distribution, by States and geographic divisions.—The statisiiics
presented in Table 9 show, by States and by geographic divisions, the location

131665—33——4
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of the: wholesale establishments and their net sales. The .data are given, first,
for all types of establishments combined, and second, for wholesale merchants
only. The States are ranked according to the volume of business of the estab-
lishments located therein.

The wholesale hardware trade, is not very highly concentrated. Whole-
sale hardware establishments are found in all but two States. Both of these
States are small in population and are dominated by relatively large near-by
wholesale centers. On the other hand, the five States of New York, Ohio,
Tlinois, California, and Pennsylvania (ranked in the order of their importance
asﬁha.rdware centers) distributed 44 per cent of the hardware, the next 5 States
added another 22 per cent, so that the 10 leading States in the hardware trade
accounted for approximately two-thirds of the business (66 per cent).

There is little correlation of wholesale hardware sales with population, as
shown by the great variations in per capita sales, even when reckoned by large
geographic areas. For the entire United States the per capita sales made by all
hardware establishments and by wholesale merchants alone were $8.34 and $6,52,
respectively. These per capita figures for the various sections of the country
were as follows:

‘Wholesale
DIVISION Alltypes (o chants
Now B0gIand. .. e ean e msaen $5, 52 $4. 45
Middle Atlanbie. .o oo wee e iacimneaen 8.18 4,81
Bast North Central . ooooooocoivamione 10.30 7.06
‘West North Oentral__ ........_.___ . 10,21 0.7
South Atlantic. o..nooooociaaiaos 4,20 3.01
East South Central .. ....oveenenann 9.00 8.68
West South Central.......oocooo...o 5,61 5.16
Mountaln. .o __ 8.95 8
PRCLIC. e vem e mee et cccmm e 13,30 10. 65

From the above it appears that the Middle West is the biggest hardware
gonsuming center, and that the Far West is next in importance.

TaBLE 9. —WHOLESALE HARDWARE DISTRIBUTION, BY STATES AND
Gmoerarric Drvisions: 1929 ‘

ALL TYPES WHOLESALE MERCHANTS
Net sales Rank in—| Net sales Rank in—
DIVISION AND STATE | Num- Num-
betr 1o)l P betr gi p
estab- er estab- or
Pop- Pop-
lish- cent | Net lish- cent | Net d
ments| Amount of |sales élil“' ments| ATOURE | "oe" | sales &l;n
total on total
* UNirED STATES ... 2,273 |$1, 023, 810, 632 [100.0 1,475 | $800, 498, 708 |100.0 |-oeee|---u-
NEW ENGLA.ND .......... 151 45,084, 008 |...... - . 111 306,300, 488 e
Maing. weeeeccceeeee 4 5,338,110 | 0.5 34 3b 12 5,185,449 | 0,7} 35 35
New Hampshire..... 4 3,537,642 | 0.4 38| 42 3 3,527,234 1 0.4 38 42
Vermont..-..-.- 7 2,480,102 0.2 42| 46 6 2,440,057 | 0.3 | 42 46
Massachusetts. o1 23,958,760 { 2.3 ) 14 8 61 16,753,860 | 2.1 ] 18 3
Rhods Island... - 11 3,176,841 0.31 401 37 11 3,176,841 | 0.4 40 37
Connecticuteon....-- 24 6,582,644 0.6 33| 20 ; 18 5 221 147| 07| 34 20
MIDDLE ATLANTIC. 4mnean 897 214,878,283 [.___.__ 441 | 126,281,187 {... R
New York... 466 138,864,046 | 13.6 1 1 287 68,468,158 | 8.6 1
New Jersey.. - 60 11,226,871 1.1 23 9 48 ‘9,681,882 | 1.2 24 9
Ponnsy]vﬁ.ma ........ ) 182 64,782,366 | 6.3 5 2 -128 48,181,117 | 6.0 5 2
'EA.ST Non'm CENTRAL-- 531§ 280,504,514 ..____ 203 | 178, 638, 850 .
142 78,662,226 | 7.7 2 4 82 60, 612,901 | 7.0 2 4
41 23,106,888 [ 2.3} 15| 11 28 20, 301,606 | 2.5 15| 11
181 , 039,506 | 7.6 3 3 87 44,512,346 | 5.0 6 3
Michigan.. 130 67,768,139 | 6.6 6 7 68 32, 136, 749 | 4.0 9 -7
Wiseonsin.......... 37 23,038,166 | 2.3} 18| 13 28 21,075,248 | 2.6 14 13
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TaBLE 9—WHOLESALE HARDWARE DISTRIBUTION, BY STATES AND
GeoararaIC¢ DIivisions: 1029—Continued

ALL TYPES WHOLESALE MERCHANTS
Net sales Rank In— Net sales Rank in—
DIVISION AND sTATE | Num- Num-
i et P it T
estab- ar estab-~ er
Pop- Pap--
Iish- cent | Net lish- cent | Net '
ments| Amount of |sales g{fﬁ ments| ATOUIE | Tor” lgales ,‘:il:"

total total m
WEST NORTH CENTRAL..| 148 ( $135, 704,401 |-ccao_fovunlonr oo 100 | $130, 176, 146 N
Minnesota 1 82 43,380,114 | 4.2 8 18 20 | 41,786,384 [ &2 7| 18
Iowa ... - 14,484,433 | 1.4 | 18] 19 21| 14,057,733 | 18| 18| 19
Missouri._.. - 87 56, 616,086 | 6.5 7] 10 43 83,104,261 | 6.0 3 10
Worth Dakota. [N A A, L1 P SR A, ee| 38
 8outh Dakota. - 4 1,018,932 | 0.2 | 48| 36 4 1,018,032 1 0.2 43 36
Nebraska... 10 8,807,684 [ 0.9 20| 32 10 8,807,684 | 11| 27| 82
Kansas.oooveaonamaee 11 10,488,152 | 1.0 24| 24 11 ] 10,488,152 ) 1.3) 23] 2¢
SOUTH ATLANTIC. caucmen. 177 67,330, 669 |--cnmclomna]-eun- 151 ] 61,704,609 |-eeeoc]oeeun e
Delaware..... 3 868,036 1 0.1 44 | 47 3 868,038 | 0.1 44| 47
* Maryland - 27 8,811,036 ( 0.9 28| 28 19 5,868,032 ( 0.7( 32 28
District of Columbia 4 331,881 | () | 46| 41 4 331,881 | (1) | 46 41
Virginia, ... 30 12,129,225 | 12| 20 20 o8 | 11,515,025 ) 1.4) 217 20
West Virginia. - 19 11,748,243 | 12| 211 27 19 11,748,243 1 1.5 20 27
North Carolina. - 26 9,088,857 | 0.9 27| 12 21 8,273,666 1 1,01 20 12
South Carolina__....| 20 8,036,838 | 0.8 | 30| 26 19 8,620,420 | 1.1| 28 28
“Georgla_._.. 432 10,460,698 | 1.0 26| 14 22 0,202,040 ) 127 26) 14
Florfda o oeoenonoo- 17 5,814,015 0.5 35| 3l 16 5,286,618 | 0.7 33| 81
EAST SOUTH OENTRAL...| 108 80, 802, 147 |vcmmn s afomcan 94 | 85,778,475 [
Kentucky. ] .29 31,665,271 | 3.1 16{ 17 28 { 31,861,660 [ 8.9( 10( 17
Tennesseo. 4 86 30,402,385 3.0 | 11} 16 o8 | 27,134,214 | 3.4 11| 16
Alahama.__ d 2 24,462,273 | 24| 18] 15 24 | 023,810,404 ) 3,0} 12 15
Mississippla e ceun 14 3,472,208 0.3 ] 39| 28 14 5,472,208 | 0.4 38 23
WEsT SovTH CENTRAL..| 117 68, 200, 244 fovsnocfuosnnfomson 90 | 62,804,390 R I
Arkansag — 12 7,034,402 | 0.7 81| 26 12 7,034,402 ) 0.9] 30 25
Louisiana. 33 17,433,818 [ L7 | 17} 22 24 14,804,772 1 1.9} 17 22
6,004,907 | 0.7 ( 32| 21 11 5014,014 | 0,71 31} 21
36,887,032 | 3.6 9| & 43| 85,050,212 ) 4.4) 8 5
33,143,997 |cmamefmmoolamae 39 8Y, 615,445 . |-
3,752,019 ) 0.4) 37 3D 8 3,762,019 | 0.5 37 30
.+ Idaho__. 4,319,601 | 0.4 | 36 48 ] 4,319,901 0.5 30 43
Ry T ARSI RN POSIOIS Pt 1 | O O SO BN 48
OColorado_ . . 11,611,650 | 1.1 22| 33 13 10,038,618 | 1.4 | 22 35
New Mexico 344,620 | (1 45| 45 2 344,620 1 (3 | 45| 45
Arizona. . 2,535,494 [ 0.8 | 41| 44 4 2,476,404 | 0.3 | 41 44
Utab....- 10,253,048 | LO| 26| 40 5 0,453,428 | 1.2| 25 40
Nevada. 827,465 | () | 47| 40 1 327,466 ) (3 ) 47 ] 49
PACIFIC . coeceecccceee 202 | 109,007,869 |.oovoofomnalonaa- 147 | 87,246,088 || camps
. Washington. J{ @3 25,505,152 1 2,5} 12 30 39| 29,68,194) 28] 13} 30
Oregon. . ... - 34 14,107,847 1.4 10 34 17 12,095,731 | L.6¢ 18 34
California oo 195 69,244,870 | 6.8 47 6 o1 59,619,163 | 6.8 4 6

1 Less than one-tenth of I per cent.

Wholesale hardware trade, by principal trade centers—For the purposes of
the trade series of reports of the Census of Wholesale Distribution 18 cities have
been selected for which information is given in addition to the data shown by
other areas, These cities either have a population of more than 500,000 or are s0
located as to be representative of their respective sections of the country.

Table 10 shows for each of these cities the total number of establishments
engaged in the wholesale hardware business, their neb sales, the rank of each city
according to the volume of havdware business as compared with its rank in popu-
Iation, and the number of establishments by types of organization. In addition,
such information is shown for other cities with annual wholesale hardware sales
of not less than $5,000,000. This indicates the relative importance of a com-~
munity as a bardware center and the types of wholesale outlets available to a
manufacturer, as well as the nature of competition in the whalesale hardware
trade among the different types of establishments. = (See Table 10 and the map
showing wholesale hardware trade centers in the United States.)
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Asg indicated in Table 10, the five leading wholesale centers in the hardware
trade are New York, Chicago, Detroit, St. Louis, and Cleveland. These five
cities accounted for 27.7 per cent of the total hardware business for the United
States. The next five cifies, also ranked in their order of importance, are Los
Angeles, San Francisco, Philadelphia, Louisville, and Minneapolis. They con-
iributed another 13.2 per cent, the 10 leading hardware centers reporting sales of
40.9 per cent of the total, which indicates some degree of concentration but not of
a pronounced character. All of the 30 cities ineluded in-Table 10 handled 62
per cent of the hardware business. The remaining 38 per cent, however, was
spread throughout the United States over a large number of communities. Many
of the hardware commodities are necessities of a convenience character, i, e., they
have a widespread demand and are purchased by consumers in the nearest stores
handling them. This situation requires wide distribution through many stores in
order o make the goods accessible to the public. To serve such a large number
of stores with the standard hardware merchandise, a number of loecal whole-
salers have come into being. Many of the stores handling such goods are too
small to justify cultivation on the part of national distributors or directly by
manufacturers, The information shown in this lable furnishes a basis for charting
sales quotas by territories and for the asceriainment of changes in trend when future
censuses of disiribution are taken.

TaBLE 10.—WruoLEsaLE HARDWARE TRADE CENTERS IN THE UNITED STATES:
1929

ISHMENTS
NET SALES BANK IN— NUMBER OF ESTABLISHMENTS

BY TYPE
Num-
bett i’f Manu:
o Teh- Per | ¢ e Wh{ﬂe' fac- | Agents| All
ments Amount cent | Ne h oipu- Sale | tovers’ | and | other
of jsales flatlon) mor- | “golg | brokers) types
total chants (1000 oo
United States total ..___.._. 2,273 {|$1, 023,810,632 § 100.0 |oceeufomcnnfucnaal]on —ann
Total for 30 cities...... 1,371 634, 038,818 | 62,0 |oocer|omrann 706 249 363 G4
New York, N, Y. 382 106, 542,744 | 10,4 1 1 205 47 9 37
Chieago, T o152 68, 530,424 | 6.7 2 2 65 46 35 1
Philadelphis, - 78 27, 402, 257 2.7 8 3 47 19 12 )eeens
Detroit, Mich__ - 9] 38, 784, 108 3.8 3 4 36 30 25 1
Los Angeles, Ca . 69 29,000,804 | 2.9 6 5 31 7 30 L
Cleveland, Ohio 1 33, 105, 844 3.2 5 [ 19 13
8t. Louis, Mo 37 36, 912, 119 3.6 4 7 25 5
Baltimore, 20 6, 457, 883 0.6 28 8 13 3
Boston, Mass. Al 14, 123,705 1.4 14 9 29 11
Pittsburgh, P 37 20, 385, 473 2.0 11 10 200 8 2
San Franeisco, Calif 93|l 28,114,745 | 2.8 7] 11 38 3
Milwaukes, Wis. . 19 15, 009, 934 1.5 12 12 2
Buiffalo, N.'Y___ 24 14, 080, 779 1.4 156 13 6
New Orleans, La_. 18 9, 854, 165 0.9 2 15 4
Seattle, Wash 40 14,278,918 | L4| 13| 18 14
Denver, Colo 15 9, 605, 428 0.9 24 24 8
Atlanta, Ga. .. 15 4, 084, 342 0.4 20 26 2
Dallas, Tex.___ 1 3,407,170} 0.3 30| 27 3
Minneapolis, Minn. 19 22, 128, 270 2.2 10 14 1
Cinecinnati, Ohlo__.___....__ 31 10, 125, 927 1,0 21 16 9
Kansas City, Mo-..___..._. 17 12, 418, 252 1.2 16 17 3
Indianapolis, Ind- .. 15 12, 350, 455 1.2 17 19 6
Louisville, Ky.... 13 20, 444, 880 2.6 9 20 1
Portland, Qreg.. 27 11,974,176 | 1.2 18 21 1
Houston, TeXaooeoo_.___. 4 9, 478, 650 0.9 25 22 1
Toledo, OMi0 cawmonner e, 13 11, 340, 143 1.1 20 23 1
8t, Paul, Minn_. a 10, 071, 917 1.0 22 25 3
Memphis, Tenn. 9 11,746,128 | 12| 19! 28 1
Nashville, Tenn, __._.._. - 8 7,415, 301 0.7 27 29 2
Balt Lake City, Utah..._.__ 7 8, 884, 678 .8 26 30 3

S S s e
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Extent of the sales territory radius.—Additional light is thrown on the whole-
wale hardware market by the statistics showing the extent of the sales territory
covered regularly by wholesale establishments. (Table 11.) For the United
States as a whole the data are presented in Table 25.

Tapre 11.—Tue Marker Rapius! ror 18 Stratseic Crrins, WHOLESALE
Harpware Trapz: 1929

TOTAL NET SALES PER CENT OF TOTAL NET SALES
Made by concerns whose sales territory ex-
tends from thoir respective locations to 8
CITY radius of—
(Arrﬂt;)ged ]actqording to Per
opulation . t )
) Amount oot Over 500 miles otﬁgﬂ
total  NOt ) 76 1o | 181 to | 281 to
75 1510 2510 5?10 But not o ii0n.|
i miles | miles | nifles | nation-
miles wide wide
United States total...__...- 51, 028, 810, 082 | 100, 0 {feeemnlomcane|-aneeo
Total for 18 cities. ... 480, 560,933 | 46.9 17.9 7.9} 16.3

New York, N. Yoroaeruann 106, 542,744 | 10.4 33.9 43| 10.1

Gh}cago, | £} S 68, 530, 424 6.7 12,0 4.5 6.6

Philadelphina, Pa 27,402,287 |' 2.7 | 187! 137]| 114

Detroit, Miely, oo cevnen 38,784,108 3.8 33.2] 20.2| 382

Los Angeles, Calif..o..._... 29, 000, 304 2,9 53| 1461 2.8

Cleveland, Ohido. . ...iconon 33,105,844 | 3,2 46| 81| 3L4

St, I,ouis, JL% I o S, 36,012, 119 3.6 1.3 et 9.7

Baltimors, Md_....cociann 8, 457, 883 0.6 43.8 0.8 2L8

Boston, Mas8. ..oocconauwna 14,123,705 1.4 14,0 43| 3.3

Pittsburgh, Pa__o.ooaoee 20, 385,973 2.0 5. . 6 4.8

San Francisco, Calil...-ce.n 28, 114,745 2.8 9 0,1

Milwaukes, Wis........... 15,000,934 | L5 53.0

Buffalo, N. ¥ . ccoeeeaet 14,080,779 1.4 40.6

Neow Orleans, Lo -aeoeancanw 0, B54, 165 0.9 6.8

Seattle, Wash ______._....... 14,278,018 1.4 9.2

Denver, Colo. _ovnvacacuunn 9, 605, 428 0.9 4.4

Atlanta, GB. v 4,084, 342 0.4 48.5

Dallas, Tex. —veeeocameunnane 3,497,171 03] 2.8 cconmac|omanen-

1The length of the sales territory radius should not be interpreted as meaning that the sales terrl%ory
ig ¢ireular in character. It may constitute only a segment of & circle, asin the case of & seacoast city. o t1]1}'-
thermore, the territory rading does not mean that trade is not secured locally, as well as at all points wi ]m
the radius, If a given city shows no business for a %urticulnr radius, sneh as 76 to 150 miles, for exmmg %,
it docs not Tean that such territory was not covered but merely that no establishments in the city repoiI @
that particular radins for their sales territory. The chief value of these statistics Is that they indieate how
far from the hiome city trade is sought and the volume of business of the concerns operating within 8 given

radius, . : i
2Includes establishments engaged in foreign trade, in domestic and foreign trade, and a few establish-

ments that did not report the sales terrllory covered.

None of the 18 cities, shown in Table 11, may properly be called national centers
for hardware distribution, Even New York City, which claims 10.4 per cent of
all hardware business of the United States, reports only 18.3 per cen‘? of 1ts: hard-
ware trade as being handled by houses with national coverage. Chieago is next
in importance with 10.5 per cent of the city’s hardware business Imx}clled by‘houses
operating nation-wide. Seattle was third in "?mportanc_e a.nd 'Phlladelphm took
fourth position. Of the 18 cities, 8 had no national distribution \\'13ate\'er' and
5 cities reported less than 4 per cent each being handled by ﬁrrr'ls with national
digtribution. This tends o show that hardware is not being distributed nationally
to any great cxtent from a single location. .

Ab the other extreme from national distribution lies what is cOlIlI]lf)lll.)' known
as local distribution, which for census purposes meaus distribution within a sales
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territory radius under 75 miles, The table shows that those houses whose sales
territory did not extend beyond a radius of 75 miles did over one-third of the total
business in the cities of New York, Detroit, and Baltimore; and that houses of
this class did around one-fifth of the business in the cities of Philadelphia, Buffalo,
and New Orleans. Denver had no wholesale establishments that confined their
operations to a local territory of 75 miles, while 7 other cities of the 18 showed less
than 10 per cent of the business handled by houses that operated on a purely loeal
scale. This, logether with the fact that few cities can be regarded as seats of nalional
distributors to any exteni, means that hardware wholesaling is largely seclional in
charaster. That such is the case is revealed by the remaining figures in Table 11.
Twelve of the 18 cities reported over one-fifth of their respective hardware sales
made by wholesale establishments that operated over a radius of more than 500
miles but not nation-wide. Of these 12 cities, St. Louis led with 77.7 per cent,
Denver with 74.7 per cent, and San Francisco with 67.2 per cent. Dallas reported
91.5 per cent of its hardware business transacted by firms opérating within a radius
of 251 to 500 miles, and Atlanta reported 46.9 per cent of its business in the same
size sales territory radius.

ANALYSIS OF SALES IN THE HARDWARE TRADE

Sales analysis by commodities.—Tables 3 and 4 show how certain hardware com-
modities move through wholesale channels, From them it is possible to ascertain
the relative importance of various dypes of wholesale establishments operating in
different kinds of business as wlholesale outlets for such hardware commodities,
This is of tremendous significance to the manufacturer of hardware, inasmuch
as it shows the movement of certhin hardware items outside of the hardware
trade proper, as well as through hardware establishments. They do not show;
however, what percentage of the business of the actual hardware trade consxsts
in these hardware commodities, the relative proportion of various kinds of hard-
ware handled by them, nor what other commodities are normally handled i in the
hardware trade. Such information is presented in Table 12, below. -7

It is interesting to note that 93.7 per cent of the sales by hardware firms was
reported by commodities, which is an unusually high coverage. It may therefors
he assumed that the remaining 6.3 per cent is distributed by lines of trade and
by types of establishments in the same proportion ag the 93.7 per cent.  In
this manner, total amounts ean be projected from the percentages given. IFor
example, the amount of actual hardware commodities handled by hardwars
establishments of all types is shown to be $459,573,000, which is 47.9 per cent
of the amount of all their sales broken down by ‘commodities. But the total
amount of all sales broken down by commodities is 93,7 per cent; hence 47.9 per
cent of $1,023,811,000 (total net sales), or $490,405,469 may be assumed to be
the actual amount of hardyare commodities (as classified by the reporting firms
themselves) sold by hardware establishments. )

For all types of wholesale hardware establishments combined, hardware com-
modities proper made up 47.9 per cent of the volume. Industrial machinery,
equipment, and supplies contributed 14.1 per cent of the business, followed by
iron and steel produets (except scrap) with 7.5 per cent; sporting goods, 4.1 per
cent; automotive equipment, 3.9 per cent; electrical goods, 3.8 per cent; plumbing
and heating equipment and supplies, 2.9 per cent; house furnishings, 2.8 per
cent; and farm and garden machinery and equipment, 2.1 per cent. ‘Many other
commodities were handled by wholesale hardware firms in the amounts indicated
in the table. This shows the extent to which wholesalers in this trade have
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attempted to supplement their normal lines of merchandise and how far afield
they have sometimes gone in their seramble for enhanced profits or decreased
losses, as the case may be. _

This information in Table 12 affords an opportunity to a manufacturer to de-
termine to what extent, if any, hardware firms can be used as wholesale outlets
for his type of products. It also enables a hardware wholesale firm to discover
what items of merchandise are handled by others that he does not carry, and,
conversely, what items of merchandise he handles that are not carried by other
hardware firms. To facilitate such comparisons, the data are presented sepa-
rately for each type of wholesale drganization so that service wholesalers may
compare their figures with totals for that group as well as with the totals for all
types combined. This kind of presentation is also valuable to manufacturers.
To illustrate, wholesale mercliants reported 45.1 per cent of their sales to consist
in hardware commodities proper, while manufacturers’ sales branches sold 54.8
per cent of their volume in such commodities. This means that, relatively, whole-
sale hardware merchants offer a better opportunity as outlets for goods other
than strictly hardware than do manufacturers’ sales branches operating in the
same field4 Just in what specific commodities these relative opportunities lie
can be further discovered through an examination of the data, Very little
automotive equipment, for example, was handled by manufacturers’ sales branches
in the hardware trade (only $223,000), while wholesale hardware merchants sold
$35,749,000 worth of this commodity. On the other hand, much larger amounts
in proportion to their total sales were handled by manufacturers’ sales branches
in machinery, equipment, and supplies than by wholesale merchants.

Tapin 12.~—WroLESALE HARDWARE TRADE, BY COMMODITIES 4~—
Unirep Srares: 1929

[Sales exprassed in thousands of dollars]

TOTAL

Manu~
‘Whole- .1 Agents | All
COMMODYTIES Pert sa{lemter- mc;;ﬁgrs and | other
cen chants

Amount of hranches broke;s types
total
"Total net sales .[$1,023, 811 |.oeoo. $300, 407 | $121, 844 | $79,416 | $22,054

*" Reported commodity sdles, per cent of net ‘

. 10— w——— 08,7 |oeeeme 93.1 97.8 97.0 812
Reporied commodity sales, total o oomeueaooae 059, 548 | 100, 0)] 745,445 | 119,188 | 77,008 | 17,007
7" "Per cent of total commadity Ga165. .- 1000 |.--_.. A 12.4 8.0 1.9
Aluminum ingots, bars, sheets, shapes, etc......, 361 [oenenn 327

Automobiles, trucks, and tractors, new and

UBBA. e rmma e ——amm—— 402

- Automotive equipment, paris and accessories-.. 38, 740
Automobile accessories - 10, 166
Automotive equipment and supplies._...... 9, 388
Automotive parts. 2,813
Tires and tuhes. y . 5,763
Amount not reported in detail.—m.ceeue_omn- 7,661
‘Barbers’ equipment and supplies. : -820
Brick, tile, and Lerra COba o ceesrmnnn 145
“‘Building materials not classified elsewhere._ 6, 118
Building materials (ornamental metal) ...._ - 2;‘{

‘Camoras and photographic supplies.._.. PO,
o Asreported. The amount glven in this table for any ona commodity may be projected to a total Agure
by multiplying the percentnge%y the total net sales ($1,023,811,000). Where the percentage is not given in
‘the table, it may he obtained by dividing the amount of the commodity by $959,548,000 and then mul-
tiply the percentage by $1,023,811,000.
- 3 Contrary to popular conceptions, & large number of manufacturers’ sales branches handle goods pro-
duced by others than the parent manufacturing compeny, To that extent, they should be regarded as
outlets for producers’ goods,
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Tasre 12.—Wuoresairs HarpwArn TRADE, BY COMMODITIDS—
Unirep StaTes: 1929—Continued

[Sales expressed in thousands of dollars)

TOTAL
‘Whole- fﬂl,\(%fl’ﬂ'glts’ Apgents | All
COMMODITIES Per |sale mer- salas and other
Amount c%rrxt chants branches brokers | types.

total

Cement, lime and plaster._ . .. ..oooC
Chemleals industria! and heavy.._...
Chemicals, refined andfor related products
Ohnéai,dglusswure, and crockery .. ...

Qlassware.
[8) {110 350’0 2R
Amount not reported in deta:
Clothing and fiirnishings, men’s and boys'
Men’s and boys'suits .
Work clothes. . _..._..
Men’s and boys’ furnishings
Other men’s and hoys' clothing and
NSBINES - e e mr e
Amount not reported in detail.
Clothing, women's and children’s.
Coal and coKe . - - emooae e
Confectionery and soft drinks______.
Copper ingots, bars, sheets, shapes, e
Drugs and drug sundries
Tlectrieal appliances, equipment, and supp
Batteries, stomge ...........................
Tilectric household appliances. ... __..._
Electric motors, generators, and control
APPATATUS - e meaoan
Interior electric construction matenals
including elactric fixtures.. ... ____ ...
All other glectric appliances and supplies.
Amount not reported in detail__.
Farm products not classified elsawhe:
Fertilizer and fertilizer materials
Furniture and house furnishings
Household furniture
Office and store furniture a;
Amount not reported in detall
Qlass....-

Tools and entlery.
Haavy hardware
Other hardwar
Amount net reported in del
Hides, skins, and raw furs_
House furnishings_..__.
Carpets and rugs.-.
Linoleums, felt base and other.
House furnishings, not listed slsewhaors.. .
Amount not reported in detall. ... .__
Iron and steel products except as classified
Serap iron and steel...oo-couooooamuns
Rough castings and forgings.
Structural iron and steel._. ..
Iran and stesl pipe and tubes.._...__
‘Wire, wire rope, screening, and fencing. .
All other rolled iran and steel. omen.- -
Amount not reported in detail ...
Jewelry, silverware, clocks, watches, precious
stanes, and precious TOOLALS - o
JOWeIrY eme e
Sllverware and plated ware..
Cloeks and watehes. .. .-coeo-
Pracious stones and precious metals.
Amount not reported in detail...
Lead pigs, bars, sheets, and pipes__
Leather and cut stoek. ... o.o..._.._
Lugpage, saddlery, harness, and gloves..
Lumber, rough and dressed. ool

e earrm e
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Tasie 12,—WnoLBSALD HARDWARE TRADE, BY COMMODITIES—
Uwnitep SraTes: 1929—Continued
[Sales expressed in thousands of dollars]

TOTAL
Manun-
‘Whole- ;| Agents | Al
COMMODITIES el;f,rt sale mer- Iugglllggrs and | other
Amount of chants hraneches brokers | types
.| total
Machinery, equipment, and supplies (indus-

2131 ) O $185,427 | 14.1 || $88,024 | $31,640 | $15 081 $676
Machine tools (power driven)........-. - 23, 506 |...... 8, 205 8,740 6, 225 246
“Power-plant machinery and equipment..... 6,391 | ... 5, 770 169 354 98
Construction machinery.-.coeeeueeveccaaooz 1,443 1,338 lcmccnen 105 [aemncaen
‘Textile machinery.. .o ... 810 |..-..n 280 [-eecmennnn 5 20
Mining, quarrying, well drilling, and pump-

ing machinery not listed elsewhere.....-.. 1,196 239 135 21
‘Belting, hose, packing, and mechanical
TUbher B00AS. - o oo cecimmcm e cm e wm——— 8, 428 31 281 7
Pipe fittings, valves, and specialties. ... ... 9,703 | - 389 30
Rope, cordage, and twine__.....ooo.oooo___ 281 28 345
Industrial machinery and equipment...__.._ 41, 745 13,167 6,768 102
Amount not reported in detail...... IO 6, 983 , 26 148
Machinery, equipment, and supplies (farm and

00 L c) o) O 18,008 [-cnoceman 1,841 318
Farm machinery (except tractors) .. ........ 3705 e acaan 1 7
Al other farm and garden equipment and

supplies. . e e —— 12, 450 1,828 119
Amount not reported in detafl .._.____..__. LO41 | e 193
Musieal instruments and parts (except radios)... | B4V I 22
Nonferrous metals noi classified clsewhere. ... 1,446 639 100
Notions and dry goods, small wares..__._. 230 | _____ 36 184 .- 70
‘Office and store machines and equipmen 1 I 10 [ I
-Oils, animal and vegetable ..o vee e aeocemeeee 1,025 { 0.1 ! 16 |eaoca-
-Optleal g00@S.nenn oo’ ) . 374 |oon art 3 I
Paints, varnishes, and laequers. oo oo ooono- 18,341 | 1.9 18, 096 54 177
Paper (wrapping, hook, wall paper, ete.).. 764 1 0.1 4068 225 30
Paper products. oo e 640 [ 0.1 492 153 1
Petrolenm and petrolenm products._ 805 | 0.1 848 40 7
Gasolines and naphthas...... 24 | ... 24
Lubricating oils and greases. 465 |...... 441 [: 3 IS
All other petroleurm products. 36 (... [t 2 N SO, 7
. Amount not reported in detail - 370 ... 334 30 oo
Piece goods, all kinds............ 364 | 161 166 37
Cotton piece goods. .. T lemman a1 10 e
RAYODS. e meemne R0 2 FE | SO 10 [reeecmae
Silks and velvets. .. 51 1 S | S, 20 36
Woolens and worsteds 15 [Looooe R I FRSORR R RO
Jute 1abrics. cuv e e .- 124 ... 20 08 |onnn
All other piece goods and yard fabries._. 8% | e &0 23 1
Plumbing and heating equipment and supplies. 28,070 | 2.9 27, 000 550 228
Plumbing fixtures, equipment, and supplies. 9,314 ... 8, Q08 364
Stoves, ranges, furnaces, heating apparatus,
and pavts. o _____l_ 15,514 |.oo.. 16, 147 186 17
Amount not reported in detail , 242 | 3,088 |oo o 207
Radio sets, parts, and 0ecessOries. . wwme unean 17,203 } 1.8 16, 920 30 228
Refrigerators, gas and olectric (household and .
commercial) - 1,632 0.2 1, 501 52 70
Sand, gravel, and erushed stone. . .. ... 38 8
Secondhand merchandise (all kinds). ...
Seed (fleld and garden) and bulbs. .. o-.-
Field seeds._ -
Garden seeds, flower seeds, and bulbs. -
Amount not reported in detail.... ... -
Sheet-metal work. . R
Bhoes and other footwear (Including rubber). ...
Tootwear, wholly or chiefly of leather.. -
Rubber and all other footwear_.... -
Amount not reported in detail. -
Boaps and toilet preparations. ... -
Soqps, tollet and other, -
Toilet preparations and cosmetics -
Amount not reported in detail......__.-....
Sporting goods I -
Stationgry and stationery supf;lies ..............
Surgical, dental, and hospital equipment and
supplies... - 202 182 10 10
Textile products not classified elsewhere. ... 3
DN, BIOCK oo emm e 20
Toilet articles R 30
TOYS AN AIIIOS - - oo 180
Wood products - el 205
Zine bars, plates, shapes, and sheets........__- 37
All other commoditios. 177
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Sales analysis—General summary.—Table 13 presents a hird’s-eye view of the
nature of the sales made by wholesale hardware establishments. Yt shows the
number of establishments;, the gross sales, returned goods and allowances, net
sales, credit sales, sales made to industrial consumers, sales to home or ultimate
consumers (at retail), and the sales of goods manufactured in the establishments
covered in this report where the bulk of the business consisted of distribution
rather than of manufacturing or produetion.

TABLE 18.—ANALY818 OF NETSALES—CGENERALSUMMARY—UNI1TED STATES: 1929

Nuber or P:}" Sgé]t
amount

Number of establishInents. - oo oeo e e 2,278 |evmeiera
Gross SAleSc waecceam i caane $1, 049, 308, 268 102,40
Returns and allowances-- 26, 584, 034 2,49
Net 88168, cenvmmccammunn 1, 023, 810, (32 100, 00
Credit sales- . .coonoocanaunn - 867, 762,773 84,76
Sales to industrial CONSUMAIS. . aeru oo 280, 208, 480 27,38
Sales t0 OB CONBUIMBIS- . on oo e e e e e amm 23,269, 056 2,27
Sales of goods of own manufacture e mm e o m e emmma 5,459, 961 i

Returned goods and allowances.—The gross sales of all hardware establish-
ments, amounting to $1,049,305,266, consisted of $1,028,810,632 in net sales and
$25,584,634 in returned goods and allowances. Thus, the returns and allowances
constituted 2.49 per cent of all neb sales. Numerous causes may have been
responsible for these returns and allowances. Among the reasons most commonly
given by retailers and others who buy from wholesale firms are: Defective mer-
chandise, errors on the part of the wholesaler in filling orders, undesirable sub-
stitutions made without the consent of the purchaser, delay in delivery, filling
back-orders oo late, and on-approval sales. Various surveys have shown that
overbuying on the part of retailers may be an important cause for returns, as are
also errors made by salesmen in recording the ilems on the sales orders and cus-
tomers’ errors in placing orders. Whatever the causes, the burden placed upon
the distribution system as o resull of returns and allowances s very substantial,

Of the 838 general line hardware establishments, only 463 reported returned
goods and allowances, In the specialty field only 585 of the 1,435 firms reported
on this item. (See Table 14.) The remaining establishments either had no re-
turns and had made no allowances to ecustomers during the year or had no informa-
tion on the item. In some cases the information was so obviously incorrect that
it was not included in this particular analysis, For the 463 general-line estab-
lishments reporting this item the returns and allowances were 6.9 per cent of thoir
net sales. This percentage varied from 2.6 for agents and brokers to 7.3 per cenb
for wholesale merchants of the service type. For the specialty firms, the per-
centage of returns and allowances was much smaller, being 3.5 per cent for
all such establishments and varying from 3,3 per cent for agents and brokers
to 8.9 per cent for manufacturers’ sales branches and 3.2 per cent for wholesale
merchante.
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TABLE 14.—RETURNS AND ALLOWANCES, BY TYPm oF ESTABLISHMBNT—
Unitep STares: 1929

' ESTARLISEMENTS REPORT-
ALL ESTABLISHMENTS ING RETURNS AND AL-
LOWANCES

Returns and

TYPE OF ESTABLISHMENT allowances
Num N Pex;

- um- cen
ber | Net sales Peg ber | Netsales o fmt
coni saies
Amount of net
salos
1. GENERAL LINE
L1011 7Y I 838 | $665, 747, 665 | $18, 866,646 | 2.8 | 468 | $205, 647, 691 6.9
Wholesalo merchants-cau..eeecancns 734 | 622,556,284 | 17,917,007 | 2.91 440 | 246,588,435 7.8
Agents and brokers. ...~ 80 | 28, 592,103 261,056 | .9 16 9,907,585 | 2.8
AT OLhT e comee e cmme 24 | 14,599, 188 187,083 | 1.3 7 9,001,678 | 2.1
2. SPECIALTY

LA 7 ) 1,436 | $358,062,967 | $7,217,988 | 2.0 535 $205, 848, 773 3.5
Wholosale TerehAN S wamenwuaaran 4l | 177,940,424 | 8,522,766 | 2.0 314 | 108,611,014 [ 8.2
Manufacturors’ sales branches. 328 | 121,844,317 3,185,066 | 2.6 | 149 80, 900, 866 3.8
Agents and brokers —menoweoaoo 328 | 50,828,053 3421 L8| 8% 11,860,228} 8.3
ALl Other v cccrcmmmennnmmemne e 88 | 7,454,573 110,824 | 1.6 13 4,172,765 | 2.9

Credit sales in the hardware trade.—Table 15 shows that credit occupies a
prominent position in the wholesale distribution of hardware. Approximately
85 per cent (84.75) of all the hardware business was conducted on a credit basis.
When the percentage is calculated on the basis of the net sales of those firms that
reported credit sales it becomes much higher, 93 per cent for the general line
houses and 05.4 for the specialty firms. On the same basis, manufacturers’ sales
branches reported the highest ratio of credit to net sales (98.8 per cent). Oddly
enough, agents and brokers were next in rank, with 96.1 per cent and 95.8 per cent
in the two respective fields. It is also interesting to note that almost 60 per cent
of all agents and brokers operated on a credib hasis, which is quite contrary to
current conceptions, at least on the part of laymen. About 90 per cent of all
wholesale merchants in the general line group and 78 per cent of those in the
specialty classification extended eredit to their customers. Wholesale merchants
operating on a credit basis and handling » general line of hardware gave credit
accommodations to the extent of 92.9 per cent of their net sales, and in the specialty
field to the extent of 93.1 per cent of net sales. Thus, manufacturers’ sales branches
extended more eredit in proportion to their sales than did wholesale merchants,
This indicates, at least as far as credit is concerned, that when a manufacturer
chooses to sell through his own sales branches instead of going through whole-
salers he does not eliminate the wholesaler’s functions. He merely undertakes to
perform them himself. - It ig true, of course, that manufacturers’ sales branches
sell to wholesalers large quantities of goods instead of going direct to retailers
or to industrial consumers, In such cases they operate on a different wholesale
plane from that of the wholesale merchant, but even here credit algo plays an

important part,
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TasLE 15,—Crup1T Sanms, Y Tyrn or BsTanLisuMENT—UNITED STATES: 1029

ESTABLISIMENTS REPORT-
ALL ESTABLISHMENTS ING CREDIT SALES
Crodif sales

TYPE OF ESTABLISHMENT Par
~ cent
N];“lfl' - Net snlos Per N&‘gl Not salos | of
® Amount conb net
of net sales

sales

1. GENERAL LINE

B ) | 838 | $605, 747, 065 | $578, 066,018 | 87.0 716 | $022,208,032 [ 93.¢
Wholesale merchants....cuee .. 734 | 022,656,284 | 548,086,150 | 88.0 651 | 580,808,300 | 020
Agents and brokers__ - 80 28, 592, 193 21,005,184 | 73.8 49 21,040,710 | 95,1
Allother ... 24 14, 599, 188 90,775,684 | 67.0 16 10,454,616 | 93.5

2. SPECIALTY

L1 Y U, 1,435 | $358, 062, 067 | $288, 706,755 | B0.7 | 1,047 | $302, 598,506 | 95.4
Wholesale merchants .. _..ouw..- T41 { 177,040,424 | 144,060,104 | 8L 0 671 | 164,817,766 | 03.1
Manufacturers’ sales branches. .| 898 | 121,844,317 | 104,699,728 | 85.9 260 | 106, 162,440 | 98,6
‘Agentls and brokers......co-oo.-- 328 50, 823, 653 34,396,172 | 07.7 103 85,808,054 | 95.8
Altother. e iaaae 38 7,454, 573 5,641,601 | 787 24 6,720,260 | 08,8

" Sales to industrial consumers.—The popular eonception of a wholesaler on the
part of the layman is that of a merchant who sells to retailers for resale to home
consumers. That this is far from the,complete picture is revealed in Table 16,
below. Tully 27.38 per cent of all sales made by hardware wholesale establish-
ments were to industrial consumers such as manufacturers, operators of mines
and quarries, oil well concerns, railroads, public utilities, and to others who buy
goods not for personal consumption hut for business use. This business did not
enter the retail field at all and was not transacted through retail stores, which
again emphasizes the fact that wholesaling may be performed on several different
planes and the term ““wholesale price” may have different meanings.

Of the 734 general line wholesale merchants, 244 sold goods to industrial
consumers, The volume of such sales was 14.5 per cent of the neb sales of all
wholesale merchant establishments and 29.3 per cent of the net sales of the 244
establishments reporting such sales. The sales made to industrial consumers
by agents and brokers were fairly substantial, but considerably smaller than
anticipated, Only 21 of the 80 agents and hrokers made such sales and even
for these 21 firms they amounted to but 36.6 per cent of their net sales.

In the specialty field, a somewhat different picture is portrayed. Here, both
the number of establishments selling to industrial consumers is larger as well as
the volume of such sales in proportion to. the total. Of the 741 wholesale mer-
chants, 314 made sales to industrial consumers, These sales amounted to 51.7
per cent of total net sales and to 76.4 per cent of the net sales of the firms reporting
such sales. Manufacturers’ sales branches were even more prominent in this
regard, 167 of the 328 establishments reporting sales to industrial consumers to
the extent of 56 per cent of total sales made by the whole group and 88.9 per
cent of the net sales of the 167 firms. This indicates o high degree of specialization
tn industrial selling on the part of manufacturers’ sales bramches. A situation
paralleling that of manufacturers’ sales branches may be noted in the cage of
agents and brokers, Ewven wn the specially field, wholesale merchanis accounted for

f
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about 60 per cent of all sales ta fmdustrml consumers 'reported by all types of establish~
ments combined,

TaBLE 16.—84aLEs 7o InpUsTrRIAL CONSUMERS, BY TYPEL OF [USTABLISHMENT,
UniteDp STATRS: 1029

' ESTABLICHMENTS REPORT-
ALL ESTABLISHMENTS . ING SALES TO INDUSIRIAL
CONSUBMERS

Sales to indu‘é-
trial consumers

TYPE OF ESTABLISEMENT
Pert
cen
Ng;? Net sules Per l\gg{.“' Not sales | of
. cent net
Amount of sales
net
soles

1. GENERAL LINE

3

0 7 838 | #0605, 747,666 | $96,341,074 | 14.5 271 | $322,100,426 | 20.9
Wholesale merchants. cooaeoo... 734 | 622, 556,284 90, 218,305 | 14.5 244 | 307,426,828 | 20.3
Agents and brokers. 80 28, 592 193 4,801,794 | 15.0 21 11,761,250 | 36.0
N 11T U 24 14, 59‘) 188 1,821,876 | 12,5 2,098,830 1 62.2

=3

2. SPECIALTY

b 2071 7 SO 1,435 | $358, 062, 067 | $183, 956,800 | 6L.4 602 | $223,6067,861 | 82.2
Wholesale merchants. . . occowon-- 74L | 177,940,424 01,011,600 | B1.7 314 | 120,205,353 | 76.4 ¢
Manufacturers’ sales branches__.| 328 | 121, 844 317 GS 173, 880 | 56.0 1687 78,722,984 | 88.9
Agents and Brokers. o ..caacaeo- 328 50, 893, (653 20, 337,316, 40.0 110 - 22,360,022 ] 91.2
Al ObhOr, oo v nam 38 7 4u4 B73 3, 533 920 47.4 11 4,819,502 | 81.8

Sales to home consumers,—It is true that wholesale establishments are not
supposed to sell to consumers at retail. It is also true that retailers are not sup-
posed to sell to other retailers at wholesale. These types of transactions take
place nevertheless, and in some lines of trade they are given full sanction and are
accepted as a part of normal business activity. Such a combination of wholesale:
and retail business is frequently referred to as ‘“‘semijobbing.”

The amount sold to ultimate consumers at retail by wholesale establishments
was $28,260,056, or 2.27 per cent of total net sales.® Naturally, not all wholesale
establishments made such sales. As shown in Table 17, only 252 of the 734
general line wholesale merchants followed this practice to the extent of 14.1
per cent of their net sales, Wholesale merchants operating in the specialty field
restrieted their activity to wholesale operations to a larger extent, only 104 of the
741 firms making sales to consumers at retail. Of the manufacturers’ sales
branches, 14 per cent of the fixms made sales to home consumers at retail as
against 24 per cent of all wholesale merchants making such sales. Relatively
few of the agents and brokers made sales to home caonsumers, but even they
proved not to be immune to the practice.

5 Retail hardware and farm implement stores sold to other retailers (at wholesale) goods valued at
$15,598,000, according to the retail census, which largely offsets the retail sales made by hardwara whole-

salers.
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Taprm 17.—3arms 7o Home Consumers, BY T¥rn oF HSTABLISHMENT—
¥ Unrrep . Srarns: 1929

. ESTARLISHMENTS REFPORT-
ALL ESTABLIBHMENTS ING SALES TO HOME CON~

SUMERS
Sales to home con-
TYPE OF ESTABLISHMENT sumers Por
cent
Num-| e salas Por |NUM-| Netsalos | of
ber cent ber neb
Amount of sales
net
sales

1. GENERAL LINE

L1 1001 7 ) 838 | $665, 747, 665 | $19, 528, 403 2.9 250 | $136, 688,835 { 14.3
Wholesale merchants._...._..... 734 | 622, 556, 284 18,900, 272 3.0 2562 | 138,056,247 | 14.1
Agentsand brokers. 80 28, 592,193 37, 875 0.1 2 167,842 { 23,0
Al other . vl 24 14, 590, 188 590, 546 4,0 2 2,675,746 | 22.0

2. SPECIALTY

Total e 1,435 | $358, 062, 967 $3, 740, 563 L0 180 | $41,1686,255 0.1
Wholesale merchants.___________ 741 | 177,940,424 2, 808, 786 1.8 104 26,684,076 { 113
Manufacturers’ sales branches_...| 328 | 121,844, 317 732, 801 0.6 46 12, 857,976 5.7
Apents and brokers. c.omwaceenn 328 50, 823, 653 99, 710 0.2 36 2,371,731 4.2
Allother o _...___ T 7T as 7, 464, 573 0,467 | 0.1 3 262,473 | 3.7

Sale of goods of own manufacture,.—Relatively few manufacturing whole-
salers may be found in the hardware trade. (See Table 18.) Only 20 of the 734
general line wholesale merchants did any manufacturing on their premises. The
amount so produced had a selling value of $2,358,012, or 4.6 per cent of their net
gales. . In the specialty field, this practice was indulged in to a greater extent.
Not only did 81 of the 741 wholesale merchants engage in some manufacturing,
but 13 of the 328 manufacturers’ sales branches followed a similar practice, as
well ag 5 of the 828 agents and brokers. The amount so produced constituted 80.2
per cent of the net sales of the 81 wholesale merchants and 5.5 per cent of the sales
of the 13 manufacturers’ sales branches. It must be repeated at ihis point that
no establishment has been included in this veport that 48 primarily engaged in manu-
facturing, 4. e., producing 50 per cent or more of ils goods in the same localion.
On the whole, the amount of manufacturing carried on in the hardware wholesale
field is negligible, the total being but 0.53 per cent of net sales.

& ety i A g

S



WHOLESALE HARDWARXE TRADE 39

Tapre 18.~—8arw or Goobps or Own ManNUracTUrE, BY TYPD OF
EsTARLISEMENT—UNITED STaTms: 1029

ESTABLISHMENTS REPORT-

ALL ESTABLISHMENTS ING SALES OF G00DS OF
OWN MANUFACTURE
Sales of goods of own
TYPE OF ESTABLISHMENT manufacturs Per
Num- Nurm- cent
Net sales Por Net sales of
ber cent | DPer net
Amount of sales
net
sales
1. GENERAL LINE
Total. e 838 | %6085, 747, 8685 $2,358, 012 0.4 20 | $50,824, 800 4.8

20 50,824, 866 4.6

734 | 622, 556, 284 2,358,012
80 28 502, 193
24 14 599, 188 |.

‘Wholesale merchants
Agents and brokors..
1 other

2. SPECIALTY

1171 1,435 | $358, 062, 967 $3, 101, 949 0.9 621 $14,013,202 | 22.1
“Wholesale merehants.-........... 741 | 177,940,424 2,486, 844 1.4 31 8,384,815 [ 30.2
Manufacturers’ sales branches...| 328 121 844, 317 503, 101 0.4 13 4,808, 777 8.5
Agents and broKerS.....oe...__.. 398'0 &0, 823, 653 55,278 | 0.1 5 207,821 | 26.8
Allother_ 38 7, 454, 573 66, 726 0.8 3 523,789 ) 10,8

OPERATING EXPENSES

The nature of the statistics—The total expense figures used by the wholesale
-division of the Census of Distribution comprise five clements:

1. Balaries and wages paid.

2. Expenses of salesmen pald

3. Rent paid.

4. Interest paid.

5. All other expenses paid during the year.

The first group is further subdivided into salaries and wages of salesmen, of
executives, and of all other employees. In securing information for each of the
five items, the enumerators were instructed to get only the actual money outlays
for the items included, hence rent was not supposed to be reported for owned

" premises, nor interest on owned capital. The “all other expense” item does not
include net prafits nor cost of the merchandise sold. Such items as taxes; insurance;
administrative, office and overhead expense; maintenance; delivery; stationery
and supplies; light, heat, and power were supposed to be included. The follow-
ing quotation from the printed instructions to the field foree is of interest:

‘A practical method of determining the amount of ‘All other expenses’ is to
take the total operating expenses, which most firms have at hand, and deduct
from this the sum of all expense items specifically provided for in the schedule—
‘wages, salaries, commissions, bonuses, expenses of salesmen, rent, and interest.
Sometimds it may be necessary to estimate the total operating expense by a
building-up process and then deduct from it the sum of all items of expense
listed separately in order o obtain all other expenses.”’

Considerable confidence may be placed in the figures for total expenses. The
value of an adequate accounting system has been so impressed upon the whole~
saler by trade associations, bureaus of business research, and income-tax require-

e e e
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ments that the census field force faced a much better group for the gathering of
wholesale trade statistics than was possible in many other trades. While.ﬂ; is true
of course that uniform accounting systems are not generally used, there ig little
fundamental difference in hookkeeping practice with respeet to the few items
required by the census. Moreover, since the entire field has been covered,
minor discrepancies tend to offset each other through the operation of the law
of averages. In the case of total salaries and wages and in the case of salesmen’s:
salaries and wages, and expenses of salesmen, it Is felt that the figures are particu-
larly satisfactory. Wholesalers wateh these items much more closely as a general
rule than do most merchants and constantly usé the ratios of expenses to sales
as checks upon the efficiency of their cmployees. '

Summary of operating expenses.—Table 19 shows the cost of distributing hard-
ware at wholesale as reporfed by the establishments included in this report, For
all types of organizations handling a general line of hardware the average cost
was 18 per cent of net sales, the percentage varying from 6.4 per cent for agents.
and brokers to 18.5 per cent for wholesale merchants. Other types of whole-
salers than wholesale merchants had an average cost of 19 per cent. The cost
of wholesaling in the specialty field was considerably less, being 15.7 per cent for
all types combined and ranging from 9.2 per cent for agents and brokers to 13.2
per cent for manufacturers’ sales branches, 19.5 per cent for wholesale merchants,
and 11.8 per cent for wholesalers other than wholesale merchants,

Tasre 19.—Toran OreraTivg Exransus, 8Y Tyen oy ESTABLISHMENT-—
Unirep SraTEs: 1929

TOTAL EXPENSES

Type Net sales Por

cont

Amount of et

sales
General ine. .o e cceveaaaaan $665, 747, 665 || $119, 677,274 18. ¢
‘Wholesale merchants. ... IO, . 622, 556, 284 115, 067, 461 18.8
Agents and brokers. .. ........._. - 28, 502, 193 1,831, 276 6.4
AL 0L 8L et e 14,599, 188 2,778,687 | 18,0
358, 062, 967 58, 356, 260 187
177,940, 424 34,001,027 | 106
121,844, 317 16,110,818 | 13.2
Agents and brokers. . ccceasnoo.. . 50,823, 653 4,077,228 9.2
AN 0BT« o - 7,454, 673 876,862 | L1.8

An examination of Table 16 may throw some light on the differences in cost
of operation in the specialty group. Here we find that manufacturers’ sales
branches operated on a larger scale than did wholesale merchants, average sales
per establishment being $371,476 for the former as against $240,136 for the latter.
They also handled more limited stocks on account of their specialization in fewer
items. TFurthermore, alarger proportion of the sales made by manufacturers’ sales
branches was to industrial consumers who usually buy in larger quantities than
do retailers. TFully 56 per cent of all their sales were made to such consumers
as against §1.7 per cent made by wholesale merchants. Then, again, manufac-
turers’ sales branches no doubt sold quantities of their goods, as already pointed
out in another connection in this report, to wholesale middlemen and not to retail-
ers. Such sales are usually made in larger amounts, the risks are guperior from &
credit standpoint, and fewer selling services need %o be rendered in making the
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sales. In other words, much of the difference in costs as belween these two types of
organizations may be due to differences in the types of customers lo which they cater
as well as to differences in their respective stze of operations.

These conclusions with regard to probable effect of size of the business upon
operating costs seem to be corroborated by an examination of the data for agents
and brokers. In the general line field, the 80 agents and brokers showed g cost
of 6.4 per cent as compared with 9.2 per cent for the 328 agents and brokers in
the specialty classification. The average sales per establishment in the first
group were $357,402 as compared with $154,950 for the second group.

Analysis of operating expenses of wholesale merchants.—In order to make the
analysis of operating expenses into its component parts meaningful, this discussion
is confined to & homogeneous group comprising only wholesale merchants. .Even
for this group the data are shown separately for those handling a general line
of hardware and those operating as specialty hardware houses.

As shown in the section immediately preceding, general line hardware whole-
sale merchants had a cost of doing business of 18.5 per cent of net sales. The
largest single item of expense consisted of salaries and wages. A total of 36,128
people were employed, receiving 10.5 per cent of net sales in compensation.
These employees were divided into' 1,579 executives who. received 1.4 per cent;
8,707 salesmen who were paid 3.3 per cent; and 25,842 warehouse, delivery, and
office employees whose salaries and wages absorbed another 5.8 per cent. The
average salaries or wages per employee in this group were $5,6438 for executives,
$2,392 for salesmen, and $1,388 for all other employees. Selling expenses proper
constituted 4.6 per cent of net sales, of which 3.8 was for salesmen’s salaries and
1.8 per cent covered the traveling and other expenses of salesmen. (See Table 20.)

Rent was paid only by 437 of the 734 establishments, the remaining 297 firms
presumably owning the premises which they occupied. The rent item was com-
puted on the basis of the net sales only of those firms which reporied as having paid
it during the year. One per cent of net sales was absorbed in rent, while all other
expenses not analyzed in detail made up the remaining 6 per cent of the expenses.

Relatively small variations from the above may be noted for specialty whole-
sale merchants. i is significant, of course, thai specialty wholesaling in: hardware
1s more expensive than general line wholesaling by fully 1 per cent. The proportion-
ate distribution of the expense, however, is not much different except for execu-
tives who received a much larger share of the sales dollar (2.8 per cent as com-
pared with 1.4 per cent). The average salary of executives was $6,417 as com-
pared with $5,543 for general line wholesale merchants. Salesmen’s salaries
were slightly higher ($2,436 as against $2,392) but the percentage of net sales
paid in the form of salesmen’s salaries was the same (3.3 per cent). It is possible
that specialization on the part of salesmen made them more productive of large
orders. The traveling and other expenses of salesmen were somewhat less, but
the rent was higher by 0.2 per cent. Fewer firms in the specialty field owned
their places of business, since 617 of the 741 concerns paid rent for their premises.
Here, 100, the percentage of rent was calculated only on the basts of the net sales of the
Jirms that paid rent and did not own the premises, so as to make the rent percentage
a true index of the amount actually paid in the form of rent. All other expenses
in the specialty lines amounted to 6.2 per cent.
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TaBil 20.—OPERATING ExrENsE ANALYRIS OF WHOLESALE MERCHANTS—
Uwnrrep Starmes: 1929

Por cent
of net
sales

Average

ITEM Number | Amount salaries

1. GENERAL LINE

-

Number of establishments. .. ..ol
Not 8816Smwencmcowmiomann
Total expenses. ..-.
Salaries and wag
Executives.
Salesmen.__.

$622, 556, 284
115, 067, 461

" All othor employees.
Bxpenses of SAleSMeN e o oo oot tiaicamen e

Number of establishments ... .o oaarieaes T oo e
et B81BS  mvmmmmm e mm e mmmmcmm e a e mmmmmm e s m e | $177, 040, 424
Total BXPBBSES'. ¢ amac e v mamncmmm e cccccn e mmamm e aman e e mn oo ae 34,001,027 |.
Salaries and WagesS. . eeemcancciimneaee 11,223 20,118, 220
Executives__...- 3

==
[l bt ad ol at o

All other employ
Expex!lses of salesmen. .o 5

Do AT CI NS

on
All other expenses....

1 Rent per cont of net sales computed only for those showing rent.

Frequency distribution of expense ratios for wholesale merchants.—To throw
further light on operating costs in hardware wholesaling and to discover the
range of such expense ratios, a distribution of expense ratios was prepared for
the wholesale merchants handling a general line of hardware, the fgures given
above being arithmetic averages for the entire groups. (See Table 21 and
Chart I.) At fivst glance such a wide range of expense ratios as appear in Table 21
seem absurd if not impossible. A careful examination of the schedules them-
selves from which these data were compiled leaves no doubt as to the correctness
of the situation as depicted. The figures represent actual conditions, but certain
qualifications must be made with regard to the expense percentages ab both
extremes, The high expense ratios need little explanation. It is a well-known
fact that not all in business make profits. On the contrary, many businesses
show losses even in prosperous times. After all, but 9 of the 734 establishments
had costs over 50 per cent of net sales and they probably could not stay in
business on such a basis for any length of time even though they existed at
-the time of the canvas. Another 9 establishments had costs ranging between
40 and 50 per cent. Many of the establishments with costs of 40 per cent and
over operated on a very small scale. Some of them were just getting started in
business, hence the initial expenses were responsible for high costs. On the other
extreme, 8 establishments showed operating expenses under 5 per cent. They,
too, operated on a relatively small scale and did a large proportion of their business
on & drop shipment basis which reduced warehousing and handling costs.

Approximately 93.5 per cent of the establishments had costs between § per cent
and 32.5 per cent. Establishments with costs under 5§ per cent constituted
slightly more than 1 per cent of the total, while concerns whose costs exceeded
32.5 per cent made up 5.5 per cent of the total. The modal average cost for the
group, t. e., the most characteristic or most frequent cost ratio found in the distribution,
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amounting to 18.1 per cent, was but 0.5 per cent lower than the simple arithmelic
average used in the other tables. 'This indicates that the cxtreme itemsdid not
geriously affect the arithmetic average.

Tasim 21.—IrEQUENCY DisTRIBUTION OF OPERATING EXPENSE PERCENTAGES,
GeverAL Line WrxonssaLs MurcrEaNTsS—UNITED STATES: 1020

Cumula-

Number || tive fre- | Averagesales
OPERATING EXPENSES PERCENTAGES of estab- quency of| per establish-

lishments|| establish- ment

ients

Under b per eonb. o e 8 8 $185, 007
6 to 9.99 per cent. .. 48 57 337, 518
10 to 14,99 per cent;_ 131 188 . 968,475
15 to 19,09 per cent._ 231 419 1,151, 919
20 to 24.90 per cent.... 108 617 754, 200
25 to 20,99 per cent. .. 66 682 083, 112
20 to 34,90 per cent. .. 21 703 321, 287
35 to 89,09 per cent. 13 716 358, 337
40 to 44.00 per cent. 4 720 52, 885
45 10 49,99 per cent. 5 726 286, 596
QYO B0 DOE COME o ammm o e e e o e e e e mm e e m e m e 9 734 120, 998

Cuarr I.—TFrEQUENCY DIsTRIBUTION OF OPERATING EXPENSE PERCENTAGES,
GeNmralL LiNe WworesaLs Harpwarm MzurcuaNTs—UNITED STATES:
1929
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The foregoing analysis is particularly significant as illustrating the very great
differences in operating efficiency which obtain even within a fairly homogeneous
group of business establishments. It is true that these concerns are geattered
throughout the Nation and that sectional differences probably accounte(.l .for
some variations. There are, in all probability, numerous factors explaining
the wide range of costs found in the wholesale merchant group that are not
revealed by the statistics. The average figure of 18.5 per cent, for all wholesale
merchants in the general line hardware group, just like similar averages for other
types of organizations in both the general line and specialty flelds, shou}d be
valuable as o guide to efficlency in carrying on & wholesale hardware business.
Furthermore, the fact that 188 of the 734 merchants operated on an expense ratio
of less than 18 per cent would seem to indicate considerable room Jor improvement
among the remaining establishments.




44 CENSUS OF DISTRIBUTION

Operating expenses in relation to location of establishments, —According to
Table 22, sectional differences seem to account for certain variations in costs of
doing business. Since the figures for specialty wholesale merchants are very
much like those shown for the general line wholesalers in so far as seetional
variations are concerned, the comments herein will be confined to the latter.

Apparently stocks of goods are not carried by hardware wholesalers in the
same proportion in different parts of the Uniled States. The largest stocks in
relation to sales are shown for the South Atlantie, West South Central, Mountain,
and the Pacific geographic divisions, all remote from produeing centers, while small-
est stocks are carried in the West North Central, East North Central, and East
South Central divisions, the variation in stocks from the lowest to the highest
being as great as 9.5 per cent of net sales. Large stocks in relation to sales should
normally be accompanied by high operating expenses, and vice versa. But thereis
another factor in the picture, namely, salaries and wages, The highest operating
costs should normally be accompanied by high labor costs, and low labor costs

should result in low costs of doing business. Such an effect of both these factors

on operating costs can definitely be traced with but two exceptions. In the West
North Central States, inventories are almost 4 per cent lower than for the United
States and salaries and wages are 0.5 per cent lower, yet operating expenses are
1.5 per cent higher. The opposite is true of the South Atlantié¢ division, where
expenses are low as compared with very high stocks on hand and a little under
average salaries and wages. In all other cases a good correlation seems to exist
between expenses on the one hand, and salaries and wages as well as stocks on the
other, expenses varying in direct ratio with both,

TaBLE 22.—0rERATING EXPENSES oF WHOLESALE HARDWARE MRRCHANTS BY
Groararrrc Divisions: 1929

1, GENERAL LINE

Salaries | Stocks
Num- Total ex-

ber of sal;{)?at— penses — w:?;a%— ha%llll»—

GEOGRAPHIC DIVISION e]sizx%llz per cont pgf gggt; per cont | per cont

mentg || of total silos ofnet | of net

. : sales sales

TUNITED STATES, 10081 ncnrcsmcmc e e e smme e 734 || 1 100, 00 18,5 10.6 2.1
New England. ... 42 3.5 219 12,3 24,8
Middle Atlantic......._.. 197 13.6 20.8 12.4 23,0
East North Central..__....... - 104 19,6 18,1 10.9 22.3
‘West North Central.. ... e e 64 10,2 20,0 10, 20,2
South Atlantic 8.1 18,1 10.3 20,7
East South Central L9 16,1 10,6 2.6
West South Central 9,2 15.8 8.4 27.3
MOUDEAI .- - e mmmemne 3.8 17.3 8.6 20,0
Pacifie. . 1.2 18.0 10.3 28.3
TUNITED STATES, t088). o e e 741 || 2 100, 00 18,5 11,3 10.4
New England 69 8.1 21,5 L7 17.5
Middle Atlantic... 244 23.3 21.0 12,3 18,8
Enst North Centr 186 32.2 18,8 1.2 16,4
‘West North Centrat 45 6.1 23,4 13.4 21,0
South Atlantie.__. 41 6.4 18.8 10.3 20, 6
East South Central. 34 6.5 17.0 89 21,0
‘West South Central..___ 24 3.1 18.9 10.0 24,5
Mountain. ... 5 4.4 14.6 9.5 20.4
3T T 90 9.9 19.3 1.0 2.7

1 Total net snles amount to $622,556,284. 2 Total net sales amount to $177,940,424,
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SIZE OF ESTABLISHMENT

Operating expenses of wholesale merchants in relation to size of the business.~—
As ghown in Table 23 and Chart II, the 41 general line wholesale merchants
doing business each under $50,000 a year contributed but 0.2 per cent of the total
business reported for the group. Another 71 firms doing an annual buginess of
$50,000 to $100,000 added another 0.9 per cenrt. Thus, 15.2 per cent of the general

Cuarr IL.—NuMseR oF EsTABLISHMENTS AND NET SALEs, BY Sie or Busi-
NEss—WHOLESALD MprouaNts 1N GeNeraL LiNg HARDWARE—UNITED
SraTes: 1929
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line wholesale merchants accounted for but 1.1 per cent of the business reported
by the entire group, which indicates that wholesale trade is not necessarily conducled
on a large scale. On the other extreme, 149 of the establishments, or 20.3 per cent
of the firms, with business of a million dollars and over per annum, ?,ransacted
68.7 per cent of the total net sales. This unmistakably shows a very high concen-
iration of business in the hands of relatively few firms. :
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TABLE 28, —WrOLESATR HARDWARE MERCHANTS, BY SI14E OF ESTABLISHMENT—
Unirep StaTms: 1929

: Salos- e

Total ex- A Stocks
Number| Net il Average | Ten's hand—
penses: Ayerag 1 | 01 (l—

fes- | sales— Number of " salaries )

SIZE GROUR tablish- | per cent pet ggt“t salesmen :;‘fg;xffﬁ per cont| PEF ggi"‘

ments | of total sales osf& ﬁ%t snlas
1, GENERAL LINE
Total e ncmeec s 734 | 1100.0 18,6 8,707 ( - $71,501 3.3 241
Under $50,000. ..o _.oonomeme 41 0.2 24,3 a0 35, 963 4.0 40,2
$50,000 %o $00,080___ 71 0.9 216 96 56, 808 3.3 n.e
$100,000 to $199,000___ 121 2.8 20,4 344 145, 523 3.4 30,5
$200,000 to $200,000.__ 90 3.5 19.0 378 58, 421 3.2 3.6
$300,000 to $399,900 .. ... 63 3.8 20,1 407 b4, 776 3.8 31.8
$400,000 to $409,000_ .. 50 3.6 20.4 486 46, 748 4.5 31,0
$500,000 to $999,000.___. 149 18.7 187 1,601 65, 008 3.0 28,1
$1,000,000 to $1,509,000 86 18.5 18,1 1,549 78, 338 3.8 24,1
$2,000,000 to £3,990,000 39 18.9 17.9 1,400 75, 163 3.7 - 2.2
$4,000,000 to 37,009,999 17 15,9 17.3 1,081 03, 708 2.7 2], 4
$8,000,000 to $14,999,00 5 7.6 16.7 610 76,072 3.3 18.0
$15,000,000 to $24,999,9 3. 8.9 20,8 751 73,837 2.8 10
2. SPECIALTY
Total. . cencaniannns 741 *100.0 19.5 2,800 $74, 462 3.8 19.4
Under $50,000_ ... 226 3.0 27.3 142 37, 598 3.8 23.8
$50,000 to $09,999_ 143 5.9 21.9 217 48, 419 4.1 2.7
$100,000 to $109,00 150 12.0 22,0 360 69, 620 3.6 21,1
$200,000 to $209,000. 768 10.7 20.2 206 64,876 3.4 18.9
$300,000 to $399,909 . 34 8.7 19.7 159 74, 089 4,0 16,4
$400,000 to $£469,900. 29 7.8 19,4 171 R0, 804 3.2 16,0
$500,000 to $988,000__ . . 52 18,9 21,8 447 79,110 3.7 21,8
$1,000,000 to $1,990,000. - 25 19.0 18.1 342 08, 665 2.9 19.0
$2,000,000 £o $3,999,090.______ 3 5.3 13.8 06 100, 609 1.8 12,6
$4,000,000 to $7,999,099. ....... 3 9.7 12.3 162 106, 641 2.8 20,0
! Total net sales amount to $622,556,284. 2 Total net sales arnount to $177,040,424, .

The situation just described is further accentuated in the case of specialty
wholesale merchants. Here, 4.2 per cent of the establishments cared for 34 per
cent of the business of the entire group of 741 merchants, while 9.2 per cent of the
establishments with annual business each of $500,000 and over accounted for
practically 54 per cent of the business. "This high degree of concentration is not
due, however, to the large size of the businesses in the specialty field. In fact,
only 6 establishments in this group had sales over $2,000,000 each and none are
to be found with sales over $8,000,000, as against 64 concerns in the general field
with annual sales over $2,000,000, 3 of which reported sales of more than $15,-
000,000 each. The reason jor the high concentration of business in the hands of e
Jew in the specialty field is explained by the prevalence of small-seale firms, asshown
in Table 28 and Chart ITI. Fully 80.5 per cent of the establishments had sales
under $50,000, with combined sales of 3 per cent of all specialty houses. Estab-
lishments with net sales per annum of $50,000 to $100,000 made up 19.3 per cent
of the number and 5.9 per cent of the business, so that practically half (49.8 per
cent) of all the establishments contributed but 8.9 per cent of the business re-
ported for the entire group. Approximately 80 per cent of all the establishments
in the specialty field had annual sales each under $300,000, which indicaies that
hardware wholesaling by specialty organizations is o relatively small-scale operation,

General line wholesale merchants.—With the exception of the three houses
with sales over $15,000,000 each, operating expenses decrease as the size of the
business increases. The lowest costs of 16.7 per cent are reported for concerns with
annual sales of $8,000,000 to $15,000,000, as against average costs for all whole-




WHOLESALE HARDWARE TRADE 47

salers of 18.5 per cent. The highest costs, amounting to 24.3 per cent, are shown
for the smallest firms. Little variation in expenses is to be noted for establish~
ments with sales from $100,000 to $500,000, but decided decreases take place
from that point on with increases in volume.

Some light is thrown on this point through an examination of the sales per
salesman data as well ‘as stocks on hand, as shown in the table and in Chart IIL.
A rough correlation seems to exist between sales per salesman and operating
expenses. As the sales per salesman rise, expenses tend to decline, and vice
versa, ‘The correlation is better in the case of stocks on hand., The ratio of stocks
%o net sales declines with the increased size of the business. While the smallest
firms carried stocks on hand (as of December 81) to the extent of 40.2 per cent

Crart 111 —Exronsps, SALDS PER SarmsMAN, AND Srocrs oN Hawnp, By Sizn
oF BusiNess—WHOLESALE MERCHANTS IN GDNERAL Liye FHARDWARE—
Uxitep StaTes: 1929
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of their net sales, the largest concerns had stocks of but 16 per cent of sales.
Thus, savings in rent and other expenses arising from the maintenance of smaller
stocks, coupled with the effective utilization of the sale force, may furnish a key
to the solution of the problem incident to the high costs of operation.

It would be erroneous to assume that the larger stocks normally carried by the
smaller concerns are due entirely to ineflicient management and to lack of stock
control. If stocks are carried at all, it is obvious that certain minima must be
maintained at all times if the trade is to be served properly and adequate displays
are provided. It may also be necessary to buy in certain minimum quantities
which are out of proportion to the sales accomplishments of the small enterprises.
Tor these reasons, 8 wholesale merchant with annual sales of $50,000, for example,
will have a high percentage of net sales in stocks on hand, but the total investment
in stoeks when measured in dollars and cents may be rather small and at an
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absolute minimum. This suggests that the modern stock control ideas may have
decided limitations when it comes to applying them to the small size businesses,

Specialty wholesale merchants.—Unlike the general line merchants, specialty
wholesalers showed lowest costs of doing business for the largest establishments
even though their stocks were slightly above the average. . These concerns had,
however, the largest sales per salesman. In all other size groups, the same
observations apply as those made in connection with general line firms. These
statistics seem to point to the unsdom of waiching closely the sales per salesman and
stocks on hand as the keys to a reduction tn operating costs.

Cuart IV,—NUMBER OF ESTABLISHMENTS AND NET SALES, BY S128 OF BUSINDSg-—
SerEcraALTY WHOLESALE MBRemaNTs IN HarRDwar® TrRADE—UNITED STATES:
1929

SIZE GROUP
ESTABLISHMENTS (DOLLARS) VOLUME
PER CENT PER CENT
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Manufacturers’ sales branches by size of business.—The 328 manufacturers’
sales branches classified as specialty hardware establishments show a remarkable
decline in operating costs with inereases in the size of the business, the costs
decreasing from 27.9 per cent for the establishments with sales under $50,000 (as
compared with average costs of 18.2 per cent) to as low as 6.9 per cent for the
four establishments with sales of $2,000,000 to $4,000,000 each. Higher costs
are shown for the three largest establishments with sales over $4,000,000. Ilevo,
again, the explanation seems to lie in the sales per salesman and stocks on hand,
as shown in Table 24.

e
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Tapre 24.—O0rErRATING EXrENSES 0F MANUFACTURERS SArms BrANCHES, BY
Size or BusineEss—UwrrEp SraTms: 1929

. Sales-
. Total ex-| b Stocks
ggﬁgg_‘ Net sales | penses || Number| Average sgllgliess onhand,
SIZE GROUP lish. | Per cent |per cent |l of sales- | sales per or cent | POT cent
of total | of net men | salestian {2 of ne
ments sales ofmet | “oojae
sales
UNITED STATES, total ——e.... 328 1100.0 13.2 1,354 $89, 088 3.8 10, 6
Under $50,000 59 1.3 27.9 80 20, 363 10.8 15,1
50,000 to $99,009.._ 69 4.2 18.0 11 46, 409 6.9 13.8
3. 100 ,000 to ‘3199 9! 52 8.1 18.5 151 49, 513 8.6 10. 8
200,000 to $299,999- 40 8.1 16.0 142 69, 872 5,8 6.9
$300,000 to $399,980. - - oo 26 7.0 16.3 101 83, 850 4,4 1L 6
400,000 to $499,009. . 16 59 17.8 128 5@, 121 6.1 9.9
$500,000 to $009,900. ... 40 2.6 12,1 267 103, 222 3.4 7.3
$1,000,000 to $1,999,099 20 2.7 12.9 214 123, 581 3.2 1.0
$2,000,000 to $3,009, 999._ 4 7.9 8.9 03 103, 851 2.8 6.3
Qvar $4,000, 000, R 3 15. 2 9.2 67 27'1 551 L5 17.7

{ Total net sales amount to $121,844,317,
SIZE OF SALES TERRITORY

Wholesale merchants, by size of sales territory.—Of the 734 wholesale mer-
chants handling a general line of hardware, all but 75 indicated the sales territory
which they cover regularly. Most of the concerns which did not report on this
point were located in towns under 10,000 population, schedules for which had no
provision for such information. Out of the 659 establishments reporting their
sales territory, 305, or 46.8 per cent, operated locally within a radius of 75 miles;
130, or 20 per cent, of the firms, reported a sales territory radius of between 75
and 150 miles; 87, or 13.2 per cent, reported a radius between 150 and 250 miles;
66 covered a radius of 250 to 500 miles; 51 coversd a territory over 500 miles in
radius, but did not operate nation-wide; and 20 firms operated nation-wide and
also sold abroad.

Of the specialty wholesale merchants, only 27 of the 741 establishments failed
to report their sales territory. As high as 56.5 per cent of the establishments
reporting (404) operated within a local territory of a 75-mile radius. On the other
hand, 74 firms operated nationally and abroad, which indicates that few specialty
wholesale merchants operated on a sectional -bagis. Most of -them.operated
locally but a substantial percentage covered the United States and even sold abroad.
(See TarLm 25.)

Operating expenses by size of sales territory.—The statistics presented in
Table 25 throw some light on the effect of the size of sales territory upon operating
expenses. Both the traveling and other experses of salesmen, expressed in per-
centages of net sales, and total selling costs tend to go up as the territory increases-
in extent. Expenses of salesmen of the general line wholesale merchants operat-
ing within a radius of 75 miles were 0.8 per cent as compared with an average for
all general line wholesale merchants of 1.3 per cent. These expenses increased to
1 per cent for establishments operating over & territory up to 150 miles in radius
and o 1.9 per cent for the 51 general line wholesalers covering a radius of 500
miles but not operating nation-wide. Total direct selling costs, whieh consist of
salesmen’s salaries and expenses of salesmen, were also generally higher as the size
of the territory increased ranging from 4.6 per cent for the local concerns opérating
within a radius of 75 miles to 5.9 per cent for the 10 establishments distributing
goods nationally. '
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TaBLE 25.—O0rBRATING ExXPENFES, BY SiZE oF SAups TERRITORY CovErmp
ReevLaArLy—UNITED STATES: 1929

SALESMEN
Num- Total ex-
Average
ber of penses— Aver- | Sala-
SALES mnm'ron&' sales per S ponalll SN O ol
(Mllo radms) : eﬁg“ht_" Netsales | ‘stanlish.| P o Ic]%!tn' Num- s%%& 11;):(szr penges—
ments ment sales | ber | per |cent p:rr “’{‘t’
sales- |of net %‘0
man |sales| 08
1. GENERAL LINE—WHOLESALE MERCHANTS
734 3622, 556,824 | $848,170 18.5 | 8,707 |$71,501 | 3.3 1.8
3056 | 106, 354,123 348, 702 10,4 | 1,050 | 54,5411 3.8 ]
130 | 101,734, 474 782, 573 18.8 | 1,503 | 65,080 | 4,1 L0
87 | 82,339,508 046, 432 17.9 | 1,168 | 70,406 | 3.7 0.0
a6 | 101, 867,345 1, 543, 445 18,2 ] 1,313 | 77,684 | 3.1 1.3
51 | 167,756, 115 | 3, 239,330 18.5 1 2,002 ) 80,180 3.0 1.0
10 | 10,670,098 | 1,067,010 18.3 101 | 65,804 1 5.0 0.0
United States and foreign coun-
tries 10 | 33,873,743 | 3,337,374 18,0 430 | 77,613 | 2.0 1.0
UnKOOWN. e camvm e mwmmanm 75 | 18,461,328 246,161 14,9 | -

2, BPECIALTY—~WHOLESALE MERCHANTS

Total. .o —————n 741 [$177,9040,424 | $240, 136 19.5 | 2,390 [$74, 462

3.3 10
Up to 75 miles 404 | 66, 948, 023 165, 714 19,0 844 | 70,323 | 3.0 0.7
‘Up to 150 mile: 68 | 21,278,171 308, 379 17.2 301 170,602 | 3.8 13
Up to 250 mile: 80 | 30,301,270 [ 379,516 19,5 | 413 | 73,514 | 3.6 0.9
Up to 500 miles 53 | 17,748,200 | 334,872 20.6 | 294 60,368 | 3.8 L7
‘Over 500 miles, but not national | 34 | 18,974,278 498, 243 17.7 221 | 76,807 | 3.2 1.2
National 80| 15,461,511 258,192 25.1 254 60, 090 | 4.1 1,2
United Statesand foreign coun- :
iries - 14 4,701, 442 335, 817 18.9 63 | 74,626 | 2.8 1.2
L8 13:4aTc) 2 » WO 27 4,436, 520 164,331 21,8 {emmeean -
3. SPECIALTY—MANUFACTURERS’ SALES BRANCHES
BN e] 7Y PRSP, 328 [$121, 844,317 | $371,476 13,2 | 1,364 [$89,088 | 3.8 21
Upto7smiles . ..___._._____.. 70 | 11,367,219 162, 388 16.5 104 | 58,508 | 5.5 L8
Up to 160 miles. 46 | '14, 628, 938 318, 020 12,1 177 1 82,648 | 3.7 1.8
Up to 250 miles. 72 22,497,113 312, 459 13.4 257 | 87,637 | 4.1 21
Up to 500 miles 63 | 17,034,185 321, 300 110 188 1 00,607 | 4.1 23
Over 500 miles, but notnational. 60 | 33,9014, 853 866, 242 12.7 310 (109,401 | 3.1 2.0
National oo 18 4, 036, 658 402 437 21,1 101 69, 768 | 4.9 2.8
United States and foraign coun-
tries. 91 16,184,626 | 1,708, 291 10,9 127 {127,438 | 2.7 2.3
UnKOOWN. e 3 181, 125 60, 375 17,2 Jeecec] e mmafammmna]aceaaan -

The tendeney toward increased direct selling costs with the increase in the size
of the sales texritory is nscompanied to a considerable extent by differences in the
average sales per establishment. For example, the average sales per establish-
ment for the concerns operating within a 75-mile radius were $348,702, while the
direct selling costs of these firms were as indicated above 4.6 per cent of neb sales.
The130 establishments in the next group which operated within a radius of 150 miles
had practically double the average sales of the first-mentioned group ($782,573)
with direct selling costs of 5.1 per cent or 0.5 per cent higher, but the total operating
expenses for this group were but 18.8 per cent as against 19.4 per cent for the firsl
group. This seems to indicate that while the tendency for direct selling costs is
to increase with the size of the sales territory as well as with the size of the
establishment as figured in terms of net sales total operating expenses tend fo go
down as the size of the business increases, probably because certain fixed charges
are distributed over a larger volume of business.
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This conclusion seems to be corroborated by the data for the next group of 87
establishments operating within a radius of 250 miles, These establishments had
direct selling costs of 4.6 per cent and total expenses.of 17.9 per cent since the
average sales per establishment was considerably higher ($946,432). The estab-
lishments that operated over a radius of more than 250 miles were much larger in
size, hence had relatively smaller operating expenses, despite increased direct sell-
Aing costs which ranged for these groups from 4.4 per cent to 5.9 per cent of net
sales.

The total expenses for the houses covering the smallest territory were above the
.average for the entire group. One must not conclude, however, that it is more
economical to operate over a larger area. Such a conclusion would be immediately
eontroverted by the amounts paid for salesmen’s expenses. A closer ezamination
of the figures reveals that the concerns with high costs operated on a small scale and
-had on the average lower sales per salesman, while those that had the lowest costs
operated on a large scale and had high average sales per salesman. These large
concerns, ag already shown in Table 28, also had the smallest stock ratios of the group.
This would indicate that efficiency in management and operation coupled with in-
ereased volume tends more than lo offset whatever additional expenses may be inecurred
through wide territorial coverage. Of course, it must be remembered that many
hardware commodities are nonperishable, small in bulk as compared with their
market value, are usually well finished and painted, so that they can readily be
trangported long distances without being affected by time, temperature, dust,
light, or wear. :

The conclusions just drawn are strikingly supported by the figures on the
specialty wholesale merchants. Here we find, for example, that the highest costs
were incurred by those establishments that operated nationally. Their costs of
25,1 per cent were 5,6 points higher than the average costs, while the costs of the
firms operating in a territory over 500 miles but not nation-wide were 1.8 points
lower than the average. This discrepancy would seem entirely. too great, since
these two groups of merchants operated almost as extensively. The real explana-
tion of the difference in their costs seems to lie in their respective scale of opera-
tions. The group covering a nation-wide territory showed average sales per
establishment of only $258,192 as against $499,243 for those covering a radius of
.over 500 miles but not nation-wide. . .

In the wholesale hardware trade size of the business and operating efficiency
as revealed by sales per salesman, stocks on hand, and direct selling costs, are
apparently significant factors in the control of operating expenses; moreover, the
extent of the territory covered seems to bear a close relationship to the size of the
,businéss. This may mean that in order to increase the volume of sales, {1ardware
wholesalers may have to cultivate a larger area. At least that seems to ha.ye
been the cage in the past, according to the statistics in Table 25. Thus, while
wide territorial cultivation tends to result in higher direct selling costs, it may also
bring with it larger sales volume whicl, within certain limits, tends to pﬁset these
eosts through greater economies in the operation of the plant and equipment and
in a reduction of overhead.

OTHER CENSUS OF DISTRIBUTION DATA ON THE WHOLESALE
- HARDWARE TRADE

In presenting the data in this report for the wholesale har(.lware trade, an
attempt has been made to analyze the information for the United States as a
whole. Only the most meager statistics have been shown by States and otl_ler
geographic areas. Neither has any attempt been made to show the‘relatwe
position of the wholesale hardware trade in relation to other trades, either for

the United States or by smaller geographic areas.
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The main reason for these omissions lies in the fact that such statistics are
presented in the State series of reports, in the United States Summary, and in
Volume IT, Wholesale Distribution.

A separate report has been issued for each State and the District of Columbis,
showing among others the following statistics for the hardware trade:

Table 1: Number of establishments; number of employees, total, male, and
female; salaries and wages; total expenses; stocks on hand, end of year (at
cost); and net. sales.

Table 2: The same data as in Table 1, in addition to credit sales; sales to
ultimate consumers (at vetail); and sales to industrial consumers. This infor-
mation is shown in this table for wholesalers only, for the State, and for cities of
100,000 population and over. The information is shown separately for general
line hardware establishments and for specialty houses.

Table 3: The same data as in Table 2, for all types of wholesale establishments
for the State and for each city of 5,000 population and over. This information
is shown separately for general line hardware establishments and for specialty
houses.

Tables 5, 6, and 7 show the number of hardware establishments, their net
sales, and total expenses, by types of establishments, thus giving a cross sec-
tion of both types of organizations and kinds of hardware business (general line
and specialty). This information is given only for the State.

Table 9: Number of establishments, net sales, and total expenses, by the
number of marketing units operated by a single organization, the data in this
table being shown only for the State,

Table 10: Number of establishments; number of proprietors and firm members;
total paid employees, male and female; salaries and wages; the number of sales-
men and their salaries; the number of executives and their salaries; and the
number of all other employees and their salaries; all of these are shown for the
State and for a limited number of cities separately for general line hardware
establishments and for specialty houses. This table also gives the number of
employees on specified dates in order to ascertain fluctuations in employment
with the seasons. ‘

Table 11: Number of establishments; net sales; and total expenses for hard-
ware wholesale merchants by size of the business. This information ig given for
the State and for a limited number of .cities.

Table 18: Commodity ‘sales for the State, siowing/for a number oficormod-
ities the same information by States as presented in Table 3 of this report.

All the information just outlined is presented not only for each State and for
cities as indicated under the respective tables, but is also given in the United
States Summary of Wholesale Distribution for the entive country. When these
statistics are used in conjunction with the data presented in this more or less
analytical report, it is felt that the most reliable data bearing on the wholesale
hardware trade have been used and that satisfactory results may be expected
therefrom.?

THE RETAIL MARKET FOR HARDWARE

In order to indieate roughly where the retail market lies for wholesale hard-
ware establishments, Table 26 is presented below. This table shows, by States,
the number of hardware stores and their net sales and the number of stores
and net sales of other retail store classifications handling substantial proportions
of hardware.

6 Atte.mtion is called again to the fact that the figures presented in this report may not correspond to those
shown in the other report, merely because many of the schedules have been reclassified and regrouped _for
the purpose of this analysis. )
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NG SUBSTANTIAL PROPORTIONS or

Harpwars—Unirep STaTEs: 1929
HARDWARE AND FARM FARM IMPLEMENTS
HARDWARE IMPLEMENTS AND MACHINERY
Stores Sales Stores Sales Stores Sales
UNITED 8T4TES, total. .___ 25,330 | 706,052,831 [ 6,580 | 206, 714,120 873 | 46,818,230
Alsbama....... 180 6, 272, 958 791 8,970,327 8 576, 431
Arlzoma.. 1,339,818 15 2,481,888 }oweeae e

Arkansas. 69 2,832, 385 88 4,385, 028 3 225, 305
California. 1,210 38,711, 018 163 14, 856, 346 8 1,168 178
Colorado..._ 156 4, 148, 785 101 4, 409, 503 8 485,039
Connecticut. . 284 10, 534, 716 19 1, 668, 805 3 243 241

elawars. ... 44 ' 980, 53¢ 23 705, 727 1 177, 2%

District of Colum 113 6, 643, 036 2 42, 519
Florida..... 239 8, 126, 005 50 3, 829, 442 4 555, 500
Georgla_ .. 205 7, 410, 026 126 5, 202, 344 3 32,865
Idaho....... a7 2,280, 518 84 4, 268,610 3 124,790
Ilinots.. 2,272 | 52,332 434 334 12, 180, 656 30| 2,000 664

ndisna 729 18, 508, 420 200 0,128,141 a1} 1,841 507
QW 803 21,071, 715 334 11, 621, 604 23| 3078420

Xansas._.... 448 10, 281; 024 502 | 21,422,419 9 516, 593
Kentucky... 274 7,449, 888 142 6, 514,162 23| 1,428 961
Loulsiana. 158 4 530 805 50 2, 182,491 2 307, 654

aino.___ 185 €, 415, 349 28 1, 584, 005 5 238, 515

Maryland.... 395 7,521, 114 51 2,613,990 4] 1,160,029
Massachusetts. 870 28,279,620, | 40 1,677,171 5 500,782
Michigan_ ... 1,338 41, 660, 146 283 8,919,475 26| 1,672,841
Minnesota. "810 | 20,415,382 | 853 | 13 625 410 21} 1,170, 931
Mlssiss?pi__ 93 3 08 568 76 4, 556, 622 2 06

Missourd. .. 877 17,322, 544 387 9,975,010 23| 1,118,635

Montana, i 2, 466, 887 66 4,597,903 2 325, 531
Nebraska..______. 454 | 10,334, 537 w1 7,817,282 20 1,215,508
Nevada.._...... 10 421, 866 7 800, 08
Now Hampshire 75 3,072, 841 ] 350, 444 3 201 923
Now Jersey._ 1,268 | 30,232 840 47 8, 301, 367 12] 1,204 108
New Mexlco..... 22 , 085, 19 1, 661,930 4 302,337
Now York.._..__. 3,602 | . 05,748, 858 188 7, 257, 287 82 7,806,808
North Onmlinn_. *o17 9, 803, 897 169 10,932, 034 [ 4i1’ 33314
North Dakota.. 261 5,301, 414 160 6, 121, 815 4 ) 2 g 371

........ 1,785 50, 448, 507 280 10, 134, 901 43 , 43 811
Oklahoma 200 5, 680, 005 328 15, 337,838 8 243,

B 8271 75) VA 195 532, 826 77 3, 639, 261 1 1,401, 000
Pennsyivania. 2,207 E;” 203, 720 124 8,125,180 50| 8113142
Rhode Island. - 1185 5, 168,, 201 5| !234 208 |eemene e T
South Carolina. 04 3,116,008 78 3, 143,043 774 b
South Dakotf.......-—oooos 312 7,087, 576 140 5,163, 270 9

’ 7, 585 070 123 6, 728 495 9 661,881

bR 8wk &) 4ms 2 &a

40 7 3
107 Iy 071, 224 13 ’439} 394 ul 581, 570
258 9,014, 207 94 4,318,872 18 , 326,
861
Washington 202 11,130, 033 73 3 478 102 ] 28?
v1g in 167 5, 800, 220 43 407, 863 9 X
‘va;ctonsfg ne-- 951 27,614, 953 279 10 838, 757 81 2 22% 592
Wyoming. ... 32 859, 0! 2 1,039, 273 7 s

! From the retall reports of the Census of Distribution,
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TapLE 26.—ReTAIL SToREs HANDLING SUBSTANTIAT. PROPORTIONS OF
H ARDWARE—UNITED STaTns: 1929 1—Continued

FARM IMPLEMENT FURNITURE AND LUMBER AND
DEALEES HARDWARE HARDWARE
Stores Sales Storea Sales Stores Salos
UNITED STATES, total_._.| 4,980 174, 975, 432 3,672 134, 268, 767 6,139 457, 669, 776
Alabama. ... 15 582, 330 101 4,204, 301 30 2, 801,
Arizona. 6 1,002, 476 27 "800, 120 50 7,380, g%
Arkansas. . 42 1, 759, 282 171 8, 839, 530 117 7,004, 370
Californis_ 131 | 13,157,632 166 6, 831, 301 415 | 54,722, 354
Colorado 08 3,152, 162 74 1, 625, 602 71| 19,184,606
Connecticut 9 376,013 21 1, 608, 700 41 57, 460
Delaware_ ... 7 101, 364 3 " 104, 484 9 " 3341 EH
District of Columbia 1 50, 220 1 134, 700 1 50, 800
............ ] {814, 343 74 2, 270, 503 84 5,601, 304
2 2,667, 308 80 2, 149, 006 31 2,002, 555
28 1; 309, 658 .32 889, 437 87 4,41
313 9, 587, 287 127 3,819, 395 03| 20 9321 gﬁ
116 3,304, 116 78 2, 931, B86 174 | 10,362, 378
535 | 15 871,033 140 3, 600, 863 141 8, 750, 705
Kansas : 205 | 12,616, 266 112 2, 909, 055 470 | 20,995,820
Kentucky..- 25 609, 888 76 2, 083, 867 79 5, 021, 630
Louislana. 15 774, 453 57 2,888, 740 62 5, 982, 923
Malne.__._ 4 1, 470, 979 15 529, 502 a7 2, 805, 088
i BOMEE| 8| wm) B e
= > 421, 531, 640 60 8, 653, 131
Michigan_ ... i 163 3, 068, 574 9 4,207,313 | - 78 7,902, 572
Minnesota. . 415 | 13,906,723 144 4,622, 348 168 7,012, 266
Misslss ppl.- 18 303, 778 80 4 271,720 82 2,714,072
Missouri... BT 3,150,777 135 3,100, 837 207 | 18,340, 067
OMtANA. - oo s e oo 88 4 758, 618 31 1, 533, 020 169 8, 628, 436
Nehrask.ooeooono-. .- S, 392 11, 820, 469 186 5, 517, 857 211 10, 470, 400
Nevada.... 2 238, 268 8 198, 536 9 710,382
New i gmpsh r 4 52, 856 4 2040, 688 1 1,041, 602
Now Jarsoy.. 34 1,638, 637 15 1,181,141 97| 17,500,126
ew Mexico. ... ] ' 374, 098 24 49, 057 47 3,180, 707
New York._...... 224 5,138,361 &8 3, 250, 603 78| 2
y \ 5, 704, 908
North Caroliza - . 39 1/804, 891 &7 2, 063, 882 34 9,192, 832
North Dakota- 318 0, 692, 347 84 2, 273, 40D 136 5,132, 348
Ohio........ 170 5,403, 248 05 2,140, 066 170 | 16,030,876
B 70 2; 690, 207 268 9, 778, 836 408 | 23,700, 823
Oregon... 37 3,186, 074 65 1,074,776
, , 62 3,270,487
g«;}rgésey%;% 2 190 4,334, 635 119 6, 362: 617 182 | 12,010, 164
Rhodg Island. . 2 ) 000 4 104, 434 14 4,107,701
South Caralin 18 474, 206 a1 98¢, 422 17 1, 358, 208
. 303 9,838, 056 40 1,192, 201 122 4,001, 780
18 608, 273 05 4,174, 388 2 416,411
147 8, 263, 286 350 | 14,212,880 883 og' 903’ 761
10 302, 586 22 1, 036, 801 94 0, 543, 433
2 340, 073 1 ’ 456, 602 8 " 680, 128
36 1; 430, 033 B2 1,673, 650 43 3,697, 052
‘Washington_.......c..... 38 3, 826,731 9
ashington ..o..ooooomeeneaen , 5 2, 859, 858 114 3, 954, 300
g?ss:ozéi Einia. 7 " 176, 103 84 3,217, 669 36 @, 078, 469
Wisconsin. . 330 8, 574, 070 63 2,100, 707 52 2,790, 606
...................... 17 681, 836 2% 972, 008 60 4,008,722

! From the retail reports of the Census of Distribution.




APPENDIX.—PRODUCTION OF ALLIED HARDWARB PRODUCTS IN THE UNITED

STATES: 1920

NAME OF INDUSTRY OR COMMODITY

Value of pro-
duction (f. 0. b
factory)

AmmunitioN - o oo et e ai e mmeieamm e
Baskets and hampers_..
Bieycles and parts
BIOOMS. o oo cme e a e m e
Belting for machinery (cotton).
Belting, leather -
Carriages and sleds, children’s; and toys, games, and playground equipment.
OB AT O 0 e s e c e s m e e e o e
Cooperage: N

Tubs and PAIlS. oo et c e e mmmmmcmmcmmmaemamammm e m e —————

Hogsheads.. .

egs
Cordage and twine:
Binder twine..
Fish linenamemee oo -
Rope, 08D18, ANA COPAREB. « < necnmamcmrc o oo mcoc e mcmccm e e m e m mmm e m e e
Electrical machinery, apparatus, and supplies:
Domestic household apparatus and SUPPHeS. - oo cmemmoe e
Electrotherapeutic and electromedical (including dental) apparatus
Flash-Hght 0a8e8. .« . oo e ccccaccvam e ccr e mrmm e m e
Tuses and fuse blocks. .. occemeucenn-
Spark plugs......__...
Radio spparatus and tubes__......
Wiring devices and interior condumits_ .. -occoo._
Emery wheels and other abrasive and polishing appliances.
Farm equipment, miscellaneous. .u. cavmmeevememommmmnnn
FrOArIS. < e ove e ci e e
Fire axtinguishers, ChemICal. - oo oo ceemeiscroesmsacmacmmmmamm—am—macesmemmmmamaan s
Furniture:
Household furniturs, campD. c.eeneecmaneanscenans eecmmmmmmm e anne
Household furmiture, POreN. v oo oo cccr e mm e caamme
Hand stamps and stencils and bronds...
Hones, whetstones, and similar products.
Maching to0] A00eSS0TIe8 . - oo oo emmeeeemecmm e memmmoc o mcmm—wm s
Mechanical rubber goods:
Rubber beItINE .o e e e cmmcmcmeemmmemeemmemmmmemmmmma o omo oo
Rubber hose and tubing, except garden hose.....--
Other mechanical rubber goods, except washers, gaskets, 8tC.---- o
Plumbers’ supplies, not including pipe or vitreous or semivitreous china or poreelain (all
clay) sanitary ware..
Plated ware. .o ooooooooe
Pottery:
GArden POBLOrY -« v v oo cecccmmemm oo e e e Am——————————
Insulators. e eeeee..-
Knobs, tubes, and cleats.
Other elactrical SUPPHES . -wanoocococm oo vonens
Poreelain electrical supplies (exclusive of flitings) -
Semivitreous or porcelain (all clay) plumbing fixtures (exclusive of fittings,
Vitreous china plumbing fixtures (exclusive of fittings) .. cozeooocoioonoonn .
Relrigerators and refrigerator cabinets, exclusive of mechanical refrigerating equip
DOMESEIC w m e meece e mmmamm e mammmmmeme e mmmesa s ae s me e me oo
Refrigarators, mechanical. .
Rubber tires and inner tUbeS- - ooomoceoocmvmmmae oo
Sandpaper, emery paper, and other abrasive paper and cloth....---
Sporting and athletic goods, not including fivearins and ammunition.
Steam fittings, valves, and specialties... ..vocmcmermmmc oo
Bteel works and rolling mills:
Wrought pipes and tuhes.. - -creoccmocmcmmmmnc e
Btoves, ranges, water heaters, and parts. .
Trunks, suitcases, and bags--- - - co-mvnen--
Turpentine and rosin (made from cruds gom) .« --ceeveoeameaeeroeoe
Washing machines, wringers, driers, and ironing machines,
Window and door sereens and weather strip
%’_}ndowdshsltdes un&i ﬁg:tures ---------------------------
re and wire products: . .
Iron and sgael wire produets, except nails, brads, spikes, tacks, wire springs, and
10p8 8NA Cabl8 oo e e m oo aaen R e
Nonferroug wire produets. - e o aveammmcmamcmmmcamaanunn

$3, 865, 023, 561

25, 623, 903
112, 621, 129
85, 800, 048

7, 596, 002
1, 561, 608
8, 595, 410

18, 304, 946
2,892, 531
42,671,202

84, 486, 468
93, 556, 082
7,080, 437
14,036, 325
20, 244, 418
411, 837, 812

17,701, 448
8, 566, 089

25, 776, 445
31,882, 542
47,082, 454

137,468, 414
52, 502, 861

368, 634
13, 899, 795
1, £ 75, 286

24, 002, 047

30, 102,838
150, 330, 411
876, 900, 812

17, 218, 500

50, 285, 702
140, 730, 375

455, 276, 528
181, 437, 004
63, 088, 920
35, 790, 820
81, 012, 884
28, 186, 570
36, 064, 694

148, 096, 888
35, 882, 691
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