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WHOLESALE TRADE IN GROCERIES AND FOOD
SPECIALTIES

By Naruanvann H. EvGLE, Expert itn Marketing

INTRODUCTION

This is one of a series of trade reports presenting the findings of the first Census
of Distribution, which is a part of the Fifteenth Decennial Census of the United
States. The statistics were collected in 1980 and cover the wholesale operations
for the year 1929. This report was prepared under the general supervision of
Robert J. McTFall, chief statistician for distribution, and Theodore N. Beckman,
expert in charge of wholesale distribution. The statigtics were compiled with
the assistance of Mr. A, I, Smith.

The data for the Census of Distribution were secured by a field canvass covering
the entire continental United States. The canvass was based upon wholesale
establishments which are defined, for census purposes, ag places of business where
goods are sold at wholesale. No establishments are included in the main part of
this study, which deals with wholesaling, unless 50 per cent or more of their sales
were made on o wholesale basis. A wholesale establishment may be a store which
sells chiefly to retailers, institutional or industrial consumers, but not to the
public; a wholesaling warchouse, an office, or part of an office, as when the office
is shared with other similar organizations. The Census of Distribution was
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 and
others who maintained no place of business were not included in this census.

In preparing this report it was impossible to secure exact correspondence
between the statistics here presented and those appearing in the final State series
of reports and in the United States Summary of Wholesale Distribution. Differ-
ences are, for the most part, minor in character and due to a certain amount of
reclassification and regrouping for the purposes of this special trade analysis.
The first part of this report is a brief discussion of the scope of ths grocery-
manufacturing industry based upon statistics prepared by the Census of Manu-
factures. The sales channels through which the goods flow, as they leave the
manufacturing plants, are next examined. The main part of the bulletin is
devoted to an analysis of the wholesale establishments engaged in mmkctmg
groceries, A brief summary of grocery retailing concludes the report.

SCOPL: OF THE GROCERY INDUSTRY—MANUFACTURING

The grocery trade for purposes of this analysis includes those establishments.
engaged in the production and distribution of commodities which are generally
recognized as grocery items by manufacturers, brokers, wholesale distributors,
and retail dealers alike. Many items classified as groceries by the consuming
public are excluded from this definition, since they are not handled by grocery
manufacturers or wholesalers. TFor the purposes of the Census of Wholesale
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6 WHOLESALE DISTRIBUTION

Distribution every schedule was classified on the basis of the major line or lines
of merchandise reported or, in the absence of commodity information, on the
basis of the kind of business designation appearing on the schedule. The former
basis applied only to schedules received from wholesalers operating in cities of

10,000 or more population. Provision was made in the form used in such
communities to secure the basis data for a commodity analysis. This information
was used to determine the trade or kind of business classifieation. Wherever an
establishment reported over half of its sales in grocery commodities, it was
classified in the grocery trade. Ina very few cases the grocery-trade classification
was used when less than half of the sales were in grocery items but where such
items constituted the dominant line of merchandise carried. For all schedules
received from communities of less than 10,000 population the designation on the
schedule of “‘grocery trade” or “groceries’” was used as the basis for classification
since no provision was made on the schedule used in such communities for a
breakdown of sales by commodities.

. Qrocery items or commodities have been selected upon two general bases.
First, those items reported by grocery establishments and, second, those items
which the advice of leaders in the trade have indicated as properly falling in the
grocery group.

In this study the grocery trade is not synonymous with the food trade, although
it constitutes an important part of the larger food group. The specialized meat
trade is excluded from this study, since it is of sufficient importance to warrant
geparate treatment, - The fresh fruit and vegetable and dairy products trades have
been excluded for the same reason. This does not mean that no meat, fruit, or
dairy products are included. On the contrary, a number of commodily items
properly classified in these and other divisions of the food trades are included
because there is no hard and fast line of demarcation with respect to commodities
handled by grocery wholesalers. Indeed, in some sections of the country, reports
show that typical service wholesale grocers handle substantial quantities of fresh
meats and fresh produce, which is very unusual for most communities. In
general, it may be concluded that groceries and food specialties for this study are
chiefly . food products which undergo substantial manufacturing operations before
entering trade channels and which are commonly considered as grocery items in lhe
trade. In addition, the grocery trade also includes a considerable number of nonfood
items. Such products as laundry soap, household cleansers, and bluing are
strictly grocery items and are, therefore, included in this study.

As a basis for inquiry into the grocery trade, an examination was first made of
the manufacturing -or processing of grocery commodities. Thirty-three indus-
tries, which produce commodities that are marketed chiefly through grocery-trade
channels, were selected from the Census of Manufactures’ reports. (See Table
1}, These industries operated 47,132 establishments in 1929 and produced or
sold ! goods during that year valued at $7,900,471,000 (f. o. b. factory). There
is, to be sure, some duplication in the total volume, due to the inclusion of sales
to industrial consumers. Each establishment reported to the Census Bureau
the total value of its products manufactured (or sold) during the census year,
including, of course, the value of products sold to other manufacturers for use
as materials. This duplieation occurs mainly between different industries, being
found to only a very slight extent within any one industry. To illustrate:
Flowr and cereal products, baking powder, and yeast are sold to the baking
industry, and sugar is likewise sold to the confectionery trade. Thus, flour is
reported once by flour manufacturers (in the flour industry) and again by hakers

! In some manufacturing industries the actusl value of products was reported; in-others, the value of
goods shipped or delivered by manulacturers,




GROCERIES AND FOOD SPRCIALTIES 7

(in the baking industry) as parb of the value of bakery products in whieh it is
used. The duplication probably does not exceed 10 per cent of the total value
of products, $7,900,471,000, covered by Table 1. Despite this duplication,
these statistics have real significance with respect to the relative rank of the
different industries. Thus, for example, the breadstuffs industries are seen
to be of primary importance, followed in order of rank by canning and preserving,
the processing of dairy products (butter, cheese, and condensed and evaporated
milk), the sugar industries, the coffee and spice processers, and the eonfectionery
producers. The total for the industries just enumerated amounted to over
77 per cent of the aggregate value of products reported by manufacturers of
groceries,

Taste L.—Sarrorep INpustrins Propuoing Goops Sowp Trrovan GrocERY
Trape CranneLs, UNiTED STAaTES: 1929

biuu;h}(:r
of estah- ; 3
s Value of prod- | Par cont
INDUSTRY Ilﬁg’?ﬁgts uets ! of total
industry "

TObA] L o e erccmam e mame—wemmmmemeeeamaaamn 47,132 || $7,900,471, 000 100.0
Baking powder, yeast, e6C. - oot 48 52, 337, 000 0.7
Beverages (fruié, cereal, and carbonated) 5 1% 270, 324, 000 3.4

20,785 1,526, 111, 000 - 19.3

Bread and other bakery products except biscuits and crackers...| 20,410 1, 251, 621, 000 156.8
BiSCUIS . e v o cmvmc s rcmmmccacrmacaacacaamm—mm———e e m ey m s 375 274, 490, 000 3.5
407 19, 166, 000 0.3

) 8,527 748, 418, 000 9.4
Canning and preserving, fish and other sea foods...- 348 80, 849, 000 1.0
Canning and preserving, fruits and vegetables...... 2,007 750, 342, 000 9.5
Cerenl Praparations. - oo ceccamecccmanicnamm—a—anan 121 175, 223, 000 2,2
OHEBE0 .. c e o e e m s m e 2,758 110, 645, 000 1.4
Ohewing UM .o 60, 160, 000 0.8
Chocolate and cocoa Products. .. .ccemaweommomccmane 59 119, 541, 000 Lb
Cleaning snd polishing compounds. .« .coeweoaaamoe 420 50, 780, 000 0.6
Cofiee and spices, roasting and grinding. . .......- 928 424, 345, 000 5.4
Condensed and evaporated milK . comooooooaeeon 535 260, 110, 000 27
COnMOCHONBIY oo v ecm oo cm e mm e am i m e 2,021 303, 270, 000 50
Corn products (sirup, sugar, oil, starch)._ 36 165, 084, 000 21
Flavoring extracts and sirups. . ce.--a_. 842 1290, 086, 000 L6
Flour and other grain-mill produets. 4,022 1, 060, 209, 000 13.4
Macnroni, Spaghetti, 0t6. «aeoo oo occemmaccinan 47,074, 0.8
Malt . e c e cecmme e 28 23, 603, 000 - 0,3
Matches.._. 21 20, 861, 000 0.3
Nuts, processed.. 169 40, 609, 000 0.6
Oleomargarine 1 46, 522, 000 0.8
Rice, cleaning and polishing..... 60 48, 704, 000 0.6
[T} L o mm—————m e - 58 37, 869, 000 0.5
Shortenings (other than lard), vegetable cooking oils, and salad o 40 154, 553, 000 2.0
SOBD oo —————na - 282 310, 182, 000 3.9
Sugar, Dest. .o ccceee 82 108, 553, 000 1.4
Sugar, cane—domestic productio 70 18, 326, 000 0.2
Sugar, cane—refining of imported 21 507, 380, 000 6. 4
Vinegar and cider. . v owumcacmmamcnnanns 172 10, 460, 000 0.1
Food preparations, not elsewhere specified....-- 862 171, 861, 000 2.2

1Tn some manufacturing industries the actual value of produscts was reported; in others, the value of
goods shipped or delivered by manufacturers,

MANUFACTURERS’ SALES CHANNELS

In order to understand the marketing sturcture for grocery produets it is well
to begin with the first step in the distribution process. This step consists of
the marketing channels used by manufacturers. As shown helow, the various
sales channels used by the combined group of grocery producing industries
differ greatly in significance. On the returns made by manufacturers to the
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Census of Manufactures for 1929, each plant reported the distribution of iis
sales through the various channels as far as the first step in the distribution
process was concerned. In other words, manufacturers indicated how much of
their sales during the year was made direct from factory to ultimate consumers,
to retailers, to wholesalers, to industrial consumers, and how much was sold
through their own retail and/or wholesale branches. They also indicated the
amount, if any, that was sold to any of the above through the intervention of
agents and brokers. While each manufacturer made his own distinetion between
wholesale and retail outlets in answering this question, correspondence hrought
the data into as close agreement as possible with the classifieations used in
clagsifying the dealer schedules in the Census of Distribution.

Wholesalers constituted the most important single type of outlet with 41.5
per cent of the total value of products reported. Sales made directly to retailers
were second in rank, followed by sales to manufacturers’ wholesale branches,
sales to industrial consumers, sales to household consumers, and sales to manue-
facturers’ retail branches in the order named. (See Chart I) In makingsales
$hrough these channels manufacturers utilized the services of agents and brokers
to the amount of 15.8 per cent of the total,

Per cont
Total value cf grocery produets distributed. ... ... s $7, 004, 403, 000 == L0Q
Sales to wholesalers.  (See 100t00te 5, D 18) e oo oeoeoe oo 41, 8
Salestoretaflers ... PPN | AY ||
Dirvect sales....._.... . 13.8
To industriai CONSWMOTS. o oeeenoooooooo L
T'o household consumers. .__....__......__
Salea to manufacturers’ who'esale branches_ 16.Q
Salos to manufacturers’ retall branches.._...._......_.____________________ T 4.1
Bales through agents and brokers (inclzded LTV B U 6.8

Sales to industrial consumers, although properly constituting a part of whole-
sale ‘Frade in its broader sense, involve, as pointed out ahove, a certain amount of
duplication in the manufacturers’ sales statisties where industrial sales arve largely
sales from one grocery manufacturer to another. If sold to other industrics
(outside the grocery business) there would be no duplieation. Bluing and soap
fnanufacturers, for example, sell to the laundry industry, but for the most part
fndustrial sales of grocery items are made to other parts of the grocery industry.
Thus, sugar is sold to the confectionery producers and four to baking companies,
To find the volume of goods flowing into strietly trading channels, by which is
meant wholesale and retail establishments engaged in buying and sélling, it is
necessary to make allowances for the duplication cansed by direct sales to industry.
Sales to industrial consumers are shown separately in Table 3 and constituted 8.2
per cent of the total value of produets distributed by the selected grocery indus-
tries. These are treated separately in this reporb. The direct sales to illdtlShr)r
by manufacturers, amounting to 8.2 per cent, do not tell the whole story of dupli-
cation, since agents and brokers and other wholesale dealers also sall to‘industrhﬂ
consumers merchandise which they purchase from the manufacturer. Nevertho-
less, on tl}e assumption that the majority of large-seale industrial CONsuIMmers pur-
chase their supplies qnd materials directly from the manufacturer, the statistics in
involved in these statistics. On this assumption, a deduction o i ri
consumers amounting to $655,544,000 wilt leav’e $7,338f889,gg?]&215 tt'ﬁ;nvd;ifltlgilf

! Includes sales to chain-store syste st
Piburir ystems estimated at 12.4 per cent of the total valuo of grocery produets
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grocery produets flowing into the specified trading channels, including sales made
directly to home consumers.

Sales by grocery manufacturers to the retailing field.—A simple division of
sales channels used by manufacturers in reaching their markets is that between
wholesaling and retailing operation in the broadest sense of the terms. Table 2
shows sales to retailing or to retail trade and Table 3 sales to wholesaling or whole-
sale trade by the various channels involved (see also Chart 1I). In Table 2 are
included sales to retailers, sales to manufacturers’ retail branches, and sales to house-
hold or home comsumers.

Caarr I.—DrstriBUTION OF Sanms or 40,431 MANUFACTURING ESTABLISH-
MENTS Propucing Grocery Itmms 1nv 1929

ERS —
consut T

WHOLESALERS
41.6%

v .
8 .
IMNCHES e /7\

Sales to retailers—Sales made directly to retailers 2 by manufacturers amounted
$0 nearly 25 per cent of the total for all industries. Over 50 per cent of the total
production of the bread and other bakery products industry (exclusive of the bis-
cuits and crackers business) and 84.6 per cent in the latter industry were sold
directly to retailers. Four other industries reported sales to retailers in excess of
30 per cent of their totals—brooms, 81.6 per cent; coffee and spices, 36.7 per cent;
macaroni, spaghetti, ete., 84.6 per eent; and oleomargarine, 81.9 per cent. Of the

2 Includes chain-store warehouses, Ses Chart I and page 18 for an estimate of these sales.
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remaining industries, 14 reported sales to retailers of between 10 and 30 per cenf
of their total sales and 10 reportied sales below 10 per cent.

TasLE 2.~8ALns 70 RB1a1L TrADE BY SELEcTEDP INDUSTRIDS PRODUCING
Grocrry IreMs, UniTEDp STATES: 1929

PER CENT OF VALUE DIS-

Number ) TRIBUTED BY ALL TYPES
of ﬁssfila_b Value of prod-
INDUSTRY ments L{fts[gisgnbngtg? Sales to Sales to
distrib- || P¥ MLLYD manufac- house-
uting sales outlets | o | Sales to- Tpyg
sales vetafl | vetollers | oo
branches sumers
Total. e e mem e 40,481 1| $7, 004, 433, 000 4.1 24.8 5.6
Baking powder, yeast, elc_. oorooiiomaeaaas 48 62,837,000 | 12,2 [comceeae
BOVEIAEeS .« o e 5,154 270, 324, 000 1.6 61.2 4,5
Biscuits and crackers. 378 1278, 915, 000 3.0 3468 0.2
Bluing . 20 1,365,000 [ovoeocaee 408 |uecmaeee
Bread and other hekery products (axcept bis-
cuits and erackers) - ..o oo ceamen 16,016 || 1 1, 186, 990, 000
Brooms.. ....... . - 407 19, 186, 000
R, 3,213 1 8685, 288, 000
Canning and preserving (fish and sea foods).... 209 1 76, 280, 000
Canping and preserving (fruits and vege-
tables p 2,997 1 744, 810, 000
Cereal preparations. . 121 178, 223, 000
L1 W - 2,352 1120, 703, 000
Chewinggum. ... - 37 1 60, 160, 000
Chocolate and cocon products. ... — 51 1109, 781, 000
Cleaning and polishing compounds.. ... . 420 1 80, 989, 000

Cofles and spices, roasting and grinding - 0925 1 441, 081, 000
Condensed and evaporated milk. ... - 536 1203, 035, 000
Confactionery. 2,021 1 390, 632, 000

Corn produets (sirup, sugar, oil, starch) ....._. 35 165, 984, 000
TFlavoring extracts and sirups. . .o eomccccceno. C 042 1130, 202, 000
Flour and other grain-mill products. . 2,496 |[11, 003, 612,000
Lard substitutes and vegetable oils._.._...._ - 40 1 162, 842, 000
Macaroni, spaghettl, etC....eumocvemacmnccaeamn. 353 47, 074, 000

LY U 28 23, 603, 000 |
Matehes . . e 21 20, 351, 000
Nuts, processed...- 169 49, 609, 000
Oleomargarine. ... oooeo ool 41 48, 522, 000
Rice {cleaning and polishing) .o cereveearnn 80 48, 764, 000
151 R PP . 58 37, 889, 000
BOB e e e e e e e e e m s 282 310, 102, 000
Sugar, beeb .. ooe e e 82 1 08, 636, 000
Sugar, eane—domestic ... oo .oooooo- ——— 70 117, 368, 000
Sugar, cane—refining of imported raw.._ - 21 507, 389, 000
Vinegar and eider .. oo oo 172 111, 014, 000
Food preparations, not elsewhere specified. .. 862 1177, 843, 000

1 The value of products distributed is sometimes greater than the value of products manufactured, due
to inclusion of merchandise purchased for resale at wholesale. "The value of products distributed is some-
times less than the value of products manufactured, due partly to the fallure of some establishments to
report how their sales were distributed and, in other cases, to addition to plant inventory of a part of the
products manufactured during the year.

Manufacturers’ retail branches,—The use of manufacturers’ refail branches was
not extensive among grocery manufacturers. But 4.1 per cent of total sales by
all industries were made through such channels, Fourteen industries reported
the use of retail branches, but only two of them sold over 10 per cent of their
total output through them. The coffee and spice industry was first with 14.9
per cent of sales through owned retail branches. DBread and other bakery prod-
ucts (except biscuits and crackers) was second, with 11.1 per cent of its sales
through such outlets. The only remaining industry with substantial volume
through manufacturer-owned retail stores was the confectionery business, which
reported 9.2 per cent of its sales in that manner. '

Direct sales o home consumers.—The final division is direct sales to home con-
sumers, which amounted to 5.6 per cent of the total sales reported by manufac-
turers. Although half of the industries reported direct sales to ultimate con-
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sumers, the volume was negligible for most of them, Only in the bread and
other bakery products industry were direct sales as high as 25 per eent of total
sales and in only two others—butier and cheese—did the amount of direet sales
to home consumers exceed 5 per cent of the total.

Sales by grocery manufacturers to the wholesaling field.—Nearly two-~thirds
of the total volume of sales reported by manufacturers of grocery products falls
in the field of wholesaling.? This total was divided between sales to industrial
consumers, sales to manufacturers’ wholesale branches, and sales Lo wholesalers.
Sales through the use of agents and brokers also belong in the wholesaling cate-
gory; but sinee such sales were reported twice, they are not coordinate with the
other classifications and are duplicated in the statistics for other sales channels.
They are of significance, however, in any analysis of sales channels and are br 1eﬂy
analyzed at this point.

Agents and brokers.—Manufacturers of grocery products employed the serv-
ices of agents and brokers to assist them in selling 15.3 per cent of their total
volume of sales (see Table 3 and Chart II). All but 6 of the 34 industries reported
the use of agents and brokers. The beet-sugar industry, with the exception of
direct sales of 6.4 per cent to industrial consumers, relied entirely upon agents
and brokers, selling the remaining 93.6 per cent through them. Refiners of
imported raw cane sugar also used agents and brokers extensively, 69.9 per cent
of their sales being so handled. Refineries of domestic cane, in contrast, sold
but 38.1 per cent through agents and brokers. The rice cleaning and polishing
industries relied upon agents and brokers to sell 64.6 per cent of their total
volume. The next largest users of agents and brokers were the canning industries,
with 49.0 per cent of the sales by canners of fish and sea foods, and 35.0 per cent
of the sales by canners of fruits and vegetables; processers of nuts with 33.1 per
cent of sales; and vinegar and cider producers with 28.3 per cent of sales. The 20
remaining industries reported less than 20.0 per cent of their sales through these
agencies.

Indusirial consumers.—Sales made by manufacturers of grocery products
directly to industrial consumers, although, as indicated above, a duplication
from the standpoint of total volume of goods manufactured, are not a duplica-
* tion in wholesaling, but constitute a part of wholesale distribution, since the
latter embraces those merchandising transactions in which the buyer contem~
plates earning a profit from the use or resale of the goods in the same or altered
form.

As pointed out before, but 8.2 per cent of the total value of all products in the
groeery industry was sold directly to industrial consumers by the manufacturers.
This ratio varied from none at all for two industries to 55.9 per cent for refineries
of domestic cane sugar. The malt industry was second, reporting 53.8 per .cent
of its sales directly to industrial consumers. The corn-products industry sold
43.8 per eent to industrial users; the salt industry, 33.1 per cent; and the pro-
ducers of flour and other grain-mill produets, 23.5 per cent. Only four additional
industries reported more than 10 per cent of their total sales to industrial con-
sumers: Chocolate and cocoa products, 19.6 per cent; cleaning and polishing
compounds, 18.4 per cent; food preparations not elsewhere eclassified, 11.7 per
cent; and vinegar and cider, 10.6 per cent.

3 This percentage is increased to over three-quarters of the lotal when allowance is made for the fact that
sales to retailers included sales to chain store warchouses, Chain-store warehouses are the wholesale
departments of chains, and it is therefore praper to consider this business as a part of wholesaling. Since
the figures were not segregated in the reports, ch.in-store warehouges’ business has been trested under
salas to retailers. Ior an estimate of their business, see Charts I and II.

A e
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‘TABLE 8.—SALES 70 WHOLBSALERS BY SELBCTED INDUSTRIES PRODUCING
: Grocery IteMs, UnirED STATES: 1929

PER CENT OF VALUE DISTRIB-
Nume- UTED BY ALL TYPES
betr 10[ Val { prod
estab- alue of prod-
lish- uets distrib- %‘;&f\f’o
INDUSTRY ments uted by all factur- Sales to] Bales
dis- types of sales [Sales o] 5" | indus- through
tribu- outlets whole- whole- trial | agents
ting salers sale con- |and brlo-
sales brangh. Sumers kers
es
Total 40,481 {| &7, 994, 433, 000 4156 18.0 8.2 156.8
Baking powder, yeast, ete 62, 337, 000 37.9 48.1 19 |cacanan .
,Bf_)vorages_ - 270, 324, 000 26. 4 3.9 2.4 3.7
Biscuits and crackers R 3 278, 915. 000 8.4 53.4 0.4 17
BIOIDE oo e 20 1,365,000 | 955 |-eoomnes|ovmmmace]omunnan
Bread and other bakery preducts (except
biscuits and crackers; % 1, 180, 990, 000 3.1 |ommcns
‘Brooms 19, 166, 000 8.3 11.0
BUbter_ oo 3,213 || 2 865, 288, 000 25 [eeeeans
Canning and preserving (fish and sed foods) - | 299 478, 280, 000 2.0 49.0
Canning and preserving (fruits and wvege-
tADIES) e ececm e amna - 2, 007 2 744, 610, 000 4.0 35.0
Ceroeal preparations..... 121 176, 223, 000 L5 1L6
Cheese. ... _.caun 2, 352 2120, 703, 000 8.0 3.5
Chewing gum .. ccoveeeo-. 37 2 60, 160, 000 0.2 4.3
Chaocolate and cocon products_.._ 51 2 100, 731, 000 10,6 [-wenn-m
Cleaning and polishing compounds..... 420 # 50, 089, 000 18.4 0.2
Coffes and spiees, roasting and grinding . 925 2 441, 081, 000 3.2 5,9
Condensed and evaporated milk_...... 536 2 203, 035, 000 6.0 9.0
Confectionery - . - ooeeecooceomoooaaaan 2,021 2 309, 532, 000 L3 12.8
Corn products (sirup, sugar, ofl, starch) . 35 165, 984, 000 43,8 1L 6
Flavoring extraets and sirups......._. 642 2 130, 202, 000 0,8 14,3
Flour and other grain-mill products. .| 2,495 || 2 1,008, 612, 000 23.6 17.9
Lard substitutes and vegetable oils. ... ... 40 2 152, 842, 000 7.0 b, 2
Macaroni, spaghetti, ete - - 353 47, 074, 000 6.7 17.9
Malt 28 23, 603, 000 538 |ceeaes
21 20, 351, 000 eanan 6.1
169 48, 609, 000 7.6 33.1
41 46, 522, 000 2.3 10.1
60 48, 704, 000 5.9 64. 6
58 37, 869, 000 331 5.6
282 310, 192, 7.6 1.7
82 2 98, 636, 000 g, 1 93.6
q 70 217, 368, 000 56.9 38.1
‘Bugar, cane~refining of imported raw. - 21 507, 389, 000 8.5 69,9
Vinegar and elder. .- oeoooo oo 172 2 11, 014, 000 10.6 28.3
Food preparations, not elsewhere classified.. . 862 2177, 643, 000 1,7 9.4

1 These sales are largely duplicated in sales through wholesalers and other dealers.

2 The valne of products distributed is sometimes greator than the value of products manufactured, due
to inclusion of merchandise purchased for resale at wholesale. The value of products distributed is some-
times less than the value of products manufactured, due partly to failure of some establishments to report
on how their sales were distributed and, in other cases, to addition fo plant inventory of a part of the prod-
uct manufactured durlng the year,

Manufacturers’ wholesale branches.—Wholesale branches owned by manufac-
turers accounted for 16.0 per cent of total reported manufacturers’ sales of
‘grocery products. Nine industries reported no sales in this group, the presump-
tion being that no wholesale sales branches were maintained. One of the nine
industries, however, reported sales through its own retail branches. The largest
volume of sales through manufacturers’ wholesale branches was 90.9 per cent
reported by the lard substitutes and vegetable oils industry. The match indus-
try with 70.4 per cent was second. But one other industry, biscuits and crackers,
raported more than 50 per cent of the sales through owned wholesale outlets,
and only three others reported sales through suech branches in excess of 30.0 per
cent. ‘These three were baking powder and yeast,* 48.1 per cent; condensed and
evaporated milk, 85.9 per cent; and soap, 32.8 per cent.

4 1t shonld be pointed out that the distribution of sales figures for baking powder and yeast industries are
seriousiy distorted by the fact that they are combined in the Census of Manufacturers statistics. The
baking-powder industry, if shown separately, would undoubtedly show s different distribution of sales
from that for the yeast industry.
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Wholesalers—Grocery manufacturers reported that they sold 41.5 per cent of
their total volume through wholesalers.® If sales to industrial consumers be
excluded from their total volume, this ratio rises to 45.2 per cent of the remaining
total. Wholesalers in either case accounted for a much larger share than any
other type of outlet. For example, over two and a half times as large a volume went
through wholesalers as passed through the nearest comparable type, the manufac-
turers’ wholesale branch. Manufacturers’ wholesale branches, moreover, fre-
quently sell to wholesale merchants, sometimes exclusively, but mere fre-
quently in addition to their sales to retailers. To the extent which they made
such sales, wholesalers were correspondingly more important as a sales outlet
for manufacturers.

The degree to which different industries utilize the wholesaler varied as it did
in the case of the other outlets above analyzed. One noticeable difference, how-
ever, lies in the fact that every industry sold through wholesalers to some extent,
Only in two cases, bread and other bakery products and biseuits and crackers, did
the industries sell less than 10 per cent through wholesalers and these two sold
7.4 per cent and 8.4 per cent, respectively. The highly perishable nature of the
products of these industries no doubt accounts for the relatively small use made of.
wholesalers. Analyzed, industry by industry, however, it is clear from Table 3
that the wholesaler played a very important role in the distribution of most
grocery products.

ESTABLISHMENTS SELLING EXCLUSIVELY BY SPECIFIED CHANNELS

The relative importance of the various sales channels utilized by manufactuvers
of grocery products is further brought out by considering the number of estab-
lishments reporting sales exclusively through a single type of outlet. The follow-
ing summary shows these differences.

ESTABLISHMENTS | Numher
REPORTING SALES | of indus-
. EXCLUSIVELY tries with
Tota © || 7HROUGE A SINGLE | gome os-
number || typE OF OUILET | {ahlish-

of estab-
TYPE OF SALES OUTLET lish- ments
ments report-
report- || Number e S
ing sales || of estab- | Per cont ot g f
lish- | ‘of total | Y080
ments outlet
Tt e e rm e m o a e e ————— 40, 481 19, 938 40.3 84
Agents and brokers. _ 3,397 1,343 39.5 24
WHOIOSAIOrS. - o e oo oo e m e 13,854 3, 905 28.2 32
Manufacturers’ wholesale branches. R 2, 504 616 287 20
Industrial consumers. .. o —cooee.. 5,779 1, 407 24.3 24
Retailers.._. - . 18,473 4,120 22.3 26
Manufacturers’ retail DranehoeS. . -ve o vmoweceecacamaaeaaen - 3,204 1,201 36.5 12
HOM® CONSUINBIS oo - oo e mm e ccmemmmmm e mmm e s 16,116 7,344 45,8 14

Out of a total of 40,431 establishments in the 34 industries reporting informa-
tion on channels of distribution, 49.3 per cent, or 19,936 establishments, reported
use of a single type of sales outlet. Agenis and brokers were used exclusively by
1,343 establishments in 24 out of the 34 industries. In other words, 39.5 per cent
of all establishments using agents and brokers sold their entire putput through

8 Wholesalers, in thig sense, include wholesale merchants and jobbers of the typleal service type, cash-and-
carry wholesalers, wagon distributors, exporters, and other independent wholesale dealers of the merchant
variety.
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ngents and brokers. Similarly, in 32 out of the 84 industries, wholesalers were used
exclusively by 8,905, or 28.2 per cent, of all establishments selling to wholesalers.
Among the other types of selling, direct sales to home consumers stands out with
45.6 per cent of all establishiments selling directly to home consumers using that
method exclusively.  Only 14 industries reported such sales, however, and two
of them—bread and other bakery products (except biscuits and crackers) and
confectionery—accounted for 7,044 out of the 7,344 establishments making ex-
clusive sales to home consumers. The same is true of sales through manufaclurer’s
owned relail branches. Thirty-six and a half per cent of all establishments operat-
ing retail branches sold exclusively through their branches, although only 12 indus-
tries were represented. The same two industries, selling directly to home con-
sumers, bread and other bakery products and confectionery, were responsible
for 995 out of the 1,201 establishments in this group.

These statistics are open to the objection that establishments alone do not give
a correct picture of the relative importance of the various sales channels. So
many establishments operated on such a small scale that the sales of a single large
business establishment outweighed a great number of smaller ones. Since sales
statistics are not available on this basis, it is necessary to limit the use of these
figures or to correlate them with the earlier discussion of sales volume by type of
outlet.

It is important to bear in mind another distinction between large and small
industries. More capital is required to experiment with distribution channels
than to pass the burden of selling to a single type of wholesale or retail outlet.
The small-scale producer may, therefore, have to make more use of agents and
brokers or of wholesalers than is necessary for the larger business. The exception
to this was noted above in the baking and confectionery trades, where, although
the scale of operations was not large, it was possible to sell from the plant or from
a single small storeroom operated in eonnection with the plant. Generally
speaking, however, it requires considerable capital to set up wholesale branches
for the disposal of any substantial portion of a manufacturer’s oulput. Sales
to individual retailers on any very extensive scale are likewise costly, since they
involve the maintenance of an elaborate sales organization. These factors may
explain the relatively small percentage of plants selling exclusively through their
own wholesale branches or to retailers, as compared with the larger use of agents,
brokers, and wholesalers.

WHOLESALE DISTRIBUTION OF GROCERY COMMODITIES

The foregoing analysis is based upon statistics which were collected and com-
piled by the Census of Manufactures and the Distribution of Sales section of the
Census of Distribution. They were taken from schedules filed by the manufac-
turers and therefore present the producer’s point of view. The remainder of this
report will deal with statisties based upon schedules made out by wholesale and
retail establishments for the Census of Distribution. The wholesale statistics
help to trace the flow of grocery products after they leave the manufacturers.
By their use it is possible to pick up the thread where the preceding discussion
left it and to follow it through the labyrinth of wholesaling. A final section will
complete the distribution picture by examining the retailing structure which
carries the goods to the consumer.

Grocery commodities,—The selection of grocery commodities involved the
problem of defining the field. As explained in the preceding section, groeeries are
not synonymous with food products. With few exceptions only processed or
manufactured food products are included under groceries. On the other hand, a
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number of nonedible commodities are included in the grocery classification. The
list of commodities finally chosen was based upon the available information re-
ported in the schedules filed by the wholesale establishments themselves. The
following items have been selected from the wholesale schedules.

GROCERY COMMODITIES

Bakery products. Groceries:
Canned goods: Cereal preparations.
Canned fruits. Cloft {Green and roasted.
Canned vegetables. O\ Ground and unground.
Canned fish and sea foods. BExtracts and spices. :
Canned meats. Flour,
Other canned goods (not listed Nuts (all kinds).
elsewhere). Lard, lard substitutes, and cooking
Confectionery and soft drinks: fats.
Candy, . Oleomargarine and butter substi-
Chewing gum. tutes.
Bottled beverages, Pickles, preserves, jellies, jams,
Other confectionery. and sauces.
Dairy products (processed): Rice.
Butter, Sugar.
Cheese, Teag. .
Milk, evaporated, condensed, and | Qther food products (not specified).
powdered. Nonedible grocery products:
Fruitg antd vegetables (dried): Soaps, powders, and cleansers.
Fruits.
Vegetables.

The sales of all grocery commodities and for each commodity item are shown,
together with the wholesale trades of all kinds which handled them and the types
of wholesalers within the trades. This analysis gives a complete picture or chart
of groecery distribution and shows the volume of business in groceries done by
non-grocery wholesalers, as well as by the grocery trade proper.

This total volume of grocery commodity sales amounted to $7,659,850,000, a
figure which must be accepted as a crude basis for further analysis and subject to
much refinement. In the first place, this figure includes grocery commodity sales
which were reported by all types of wholesale establishments operating in a
number of different kinds of business. Not all of these wholesale establishments
were able to report complete statistics on their commodity sales. For example
4 wholesaler with net sales of $1,000,000 may have had records only of $900,000
on a commodity basis. Total net sales were therefore larger than total reported
commodity sales and it is necessary to raise the total commodity sales to a eompar-
able figure with net sales. This has been done in the following summary by using
‘the percentage of commodity sales to net sales for each type of wholesale establish-
ment. These percentages, which averaged 91.7 for the entire group, varied from
78.7 to 99.7 per cent for the different types.t With such high percentages of com-
modity eoverage reported, it is reasonable to assume that total sales were distributed
among the different commodities on mueh the same basis as the sample.

¢ T'hess percentages were computed from table 13 of the United States Summary for Wholesale Distribu-
tion.
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SUMMARY oF Waonnsaue DistrIBUTION oF COMBINED GROCERY COMM%Dmms,_
5y TYpE OF WHOLESALE ESTABLISHMENT—ALL TRADBS~—UNITED STATES:

1929

COMMODITY HALES

TYPE OF WIOLESALER N

Reported P ’é?)j&(itf’d
T I e $7, 669, 360, 000 e oomeoemaas .-
£ ANA DIOKEIS o e o aeceocmmmam e m e emvmmsmmnmnm e —msmman . 1,581, 778,000 | §1, 603, 122, 000
é‘ggﬁ—and-cur?g winlnqnlnrs ....... 82, 367, 000 94, 505, 088

Chain-store warehouses. ..... 1, ?%g, 8(4;;’8

T ortars. 236, 350, 000

Importers. - - , 359,
Manufactu wholesale branche 1, 802, 769, 000
Wagon distributors. 29, 207, 000 23, 189, 00¢
‘Wholesale merchants .| 2,717,722,000 3, 397, 152, 000
All other TyPes 2. e cee e emvmmmrewmcmmms e mmmem s ne e m——— 384, 2706, 000 308, 189, 000

1 Estimated on the basis of the percentage of commodity coverage reported by each type. The average

for the group was 91.7 per cent, . ]
2 Includes drop shippers, cooperative marketing asseciations, assemblers of farm products, ete,

A second refinement and one much harder to make arises from fhe fact of
duplication of sales between the various types of wholesalers. This difficulty
is the tracing of the flow of distribution from the manufacturers through the
various channels to the retailers, The following comparison between statistics
reported by manufacturers and those supplied by wholesale establishments
illustrates this problem:

COMPARISON OF MANUFACTURBRS' SALES AND WHOLESALE SALES oF (GROCERY
OMMODITIES—~—UNITED STATES: 1029¢

Distribution of manufacturers’ sales f, 0. b. factory | Distribution of sales by wholesalo establishments—

prices Estimated total—wholesals prices
Sales ihrough agents and brokers.... $1, 223, 148, 000 | Sales by agents and HrokerS...vmmman- $1, 603, 122,000
Sales {0 wholesalers__........__.... 8,317, 680, 000 | Sales by wholesalers. . .cooveveaunwnes 3, 042, 707,000

Cash - and - carry
wholesalers...... $09, 606, 000
Exporters.. ... 118, 962, 000
‘Wagon distributors 22, 980, 000
‘Wholesale mer-
__________ 3,397, 152, 000
[¢

8R1OrS e e 306, 189, 000
Sales o manufacturers’ wholesala Sales by manufacturers’ wholesale
Sako b oraiiors (ridiiding SHaiaa) - 1 00s 0,000 | S e 1, 0% 047, 000
ngchains).. 1,066, 631, - p - 27, 047,
Salestoret mauufuctute{’;s' 093 ales by cheln-store warehouses....... 1,027, 047,000
Jbranehes. ..o 327, 772, 000
Sales fo industrial consumers. 655, 543, 000
Sales to household consumers..._.... 447, 688, 000
Sales by importers. ... ocoocvcueoan-. 236, 359, 000

a Commodities are identical as it is possible to secure.

If there were no duplications involved in the foregoing tabulations, the differ-
ence between the comparable types would just measure the cost of performing
the wholesale marketing functions, including net profits, and transportation costs.
It is, therefore, possible to arrive at a close approximation of the extent of duplica~
tion by deducting sales at factory prices from sales at wholesale prices for com-
parable types of wholesalers and comparing the remainder with the wholesalers’
op‘erating. margin. This margin, with the exception of net profits, may be deter-
mlne_d with a fair degree of accuracy. The statistics on operating expenses
published by the Census of Wholesale Distribution give the total expenses for
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wholesaling, exclusive of net profits, for each type of wholesale establishment.
While no official statistics on net profits are available, a number of scientific
studies of operating expenses have been made which afford a substantial basis
for estimating net profits.

For example, agents and brokers have a gloss difference between manufac-
turers’ and wholesale census statistics of $469,974,000, which amounts to 27.8
per cent of net sales at wholesale prices. The total operating expenses of agents
and brokers was but 1.8 per cent of net sales and a liberal allowance for net profite
is 1.2 per cent, bringing the maximum gross margin up to 3 per cent of net sales
at wholesale. On the basis of these facts and estimates, agents and brokers.
handled approximately $420,000,000 (27.89%—3%=24.8% of their net sales)
more than was reported as sales through agents and brokers by the manufactur-
ers. It is possible that some of this consisted of imported merchandise since the
imports of grocery commodities as reported to the Department of Commerce
were greatly in excess of the total reported to the Census of Distribution by
specialized importing houses. Although manufacturers, no doubt, imported.
directly a large part of the difference, agents and brokers were frequently used
as intermediaries. In addition to imports it is probable that goods were sold
to industrial consumers by manufacturers who used agents and brokers but
failed to keep adequate records of the sales negotiated by them, In some cases,.
too, agents and brokers served the industrial buyers and received conumissions,
from them, the merchandise being billed directly to the user. To some extent
agents and brokers may have resold stocks of wholesale merchants. Finally,,
agents and brokers engaged to some extent in outright wholesaling activities,
and may have been classified by the manufacturers as wholesalers. Whatever.
the explanation, it is reasonable to assume that the sales of agents and brokers
consisted of two parts—one, agency or commission business; and the other,
straight wholesale purchasing and selling. The extent of each type of selling
can only be estimated, but probably the outright wholesaling did not exceed
$419,894,000, leaving $1,273,228,000 as agency business, or sales to other types
of wholesalers. This latter is, of course, duplicated in the wholesaling totals.

In addition to duplication by agents and brokers, it is known that both whole-
salers and manufacturers’ wholesale branches sell to other wholesalers, as well as
to retailers. The extent of this duplication can be esftimated by the same pro-
cedure used for agents and brokers. If there were no duplications the sales o
wholesalers and {o manufacturers’ wholesale branches, at f. 0. b. factory prices,
as reported by the manufacturers, should differ from the sales reported by whole-~
salers and by manufacturers’ wholesale branches, at wholesale selling prices, only
by the amount of the wholesale margin and transportation costs, a portion of
which, doubtless, is included in the reported expense.

By deducting the sales to wholesalers from sales by wholesalers, a gross margin
of 15.8 per cent of net sales is secured. Total operabing expenses for wholesale
merchants are 9.1 per cent of net sales, which leaves a difference of 6.7 per eent.
If it be assumed that net profits accounted for as much as 2.7 per cent, a liberal
estimate, there remains approximately 4 per cent of net sales by wholesalers
which may be looked upon largely as duplication.

The same procedure for manufacturers’ wholesale branches shows a gross dif-
ference between reported f. o. b. factory sales and sales at wholesale prices of
20.2 per cent of net sales at wholesale. The total expense ratio for manufac-
turers’ wholesale branches was 13.8 per cent, leaving 6.4 per cent, of which, ap-
proximately, 4 per cent of net sales must be explained on some other basis, A
part of it may be considered as duplication or sales made to other types of whole-
sale outlets, Changes in inventory between the beginning and end of the year

131668—33——2
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may he a factor. The fact to be emphasized, however, is that two sets of sta-
tisties compiled by two separate investigations, check as closely as these figures da.

One additional refinement in the comparative statistics may be made by an
adaptation of the same method. This applies to sales fo retailers by manufac-
turers. This figure includes sales o grocery chains but does not segregate them.
The extent of such sales may be deduced from an examination of the reported
sales by grocery chain warehouses, In the grocery trade, the operating costs for
chain-store warehouses have been reported to the census of distribution. They
average 3.5 per cent of net sales of merchandise billed through the warehouses ab
wholesale values. (See Table 27.) Since the chains compute their profits on
the retail selling values, it is not necessary to estimate net profits on the ware-
housing operations, but merely to deduct the operating expenses. When this is
done, a figure of $992,100,000 is secured which may be called the factory value
of goods sold to grocery chains with warehouses. A deduection of this figure from
goods sold lo retailers gives a separate figure for goods sold to all other types of
retailers.

The following summary table gives a comparison of the sales of manufacturers
and wholesalers which have been refined in accordance with the method just
outlined, Sales by agents and brokers and by importers are shown separately in
order to permit an estimate of the volume of domestic grocery commodity sales
exclusive of duplication. Sales through agents and brokers were reported twice
by the manufacturers and, therefore, must be excluded from the totals. The sales
by agents and brokers, apart from the wholesaling activities ahove estimated, are
shown separately in the wholesale statistics, but are exeluded from the total on
the ground that they sell largely to other wholesalers. While it is true they also
make sales to industrial consumers and to large-scale retailers, particularly the
ehains, it is impossible to determine the exact extent from the existing statistics.
In the grocery trade, much of the business done with retailers by agents and
btrséfe? goes through chain-store warehouses which are included in the wholesale
statistics.

Co‘%mmsQN OF MANUFACTURERY REPORTED SALES AND BEsmiMaTeEp SALES BY
lgggoLESALE EsTABLISHMENTS, EXCLUSIVE oF DurrLicaTion—UNITED STATES:

lEstgmntledl
tavare | S8les by whole-
TYPE OF SALES QUTLED Ms%{l‘ég‘}(%mg\s salo ‘f’tab"fh'
woreloeg | mnents, excli-
factory prices sive of dui-
plication

‘Potal (exclusive of agents and brokers).m oo $7, 994, 438, 000 | 1 $7, 007, 048, OVO
e 1 9%y 400, ey YU, U129,

6,244, 442,000 | 16,770, 684, 00O
3, 817, 690, 000 3, 785, 085, 000

Subtotal to wholesaling. __.__________
Wholesalers (including exporters)..
Manufacturers’ whalesale branche 1,279,109, 000 | 1, 538, 658, OO0

i t i3 1 ' t)

Chain systams
Tnduostrial consumers.._ 7077 %g%’ ;‘ﬁg’ 888 3,021, 047, 00D
_____________ , 543, e

Subtotal to retafling. ...
T Y e ——— B o =

Menufacturers' retaii hranehes. or Bl 000

Hausehold consumers...... 11777777 32’7/' gg%’ 888
"""""" ] tl
Agents and brokers..__.__.____ !
P 1, 228,148,000 { "} 273, 229, 000
Total estimated duplieation. 27T 236; 350; 909

................. 11, 496, 051, 00O

! Ineludes estimated i i
+ A estin ed wholesaling activities of agents and brokers of $410,804,000,

3 Wholesaling basis,

¢ Includes estimated sales by agents Y
other types of wholesale establlshn%ants grn 1?0 ggléeggﬁe?nnumcturers’ sales brandos, and wholosalers to

i
"
i
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An attempt has been made in Chart 1T to depict graphically the information
analyzed in the foregoing sections of the report, and in addition to indicate the
final steps in the distribution process. The following statistics have been used
in making the chart.

FLOW OTF GROCERY COMMODITIES THROUGH CHANNELS OF DISTRIBUTION

Per cent
Distribution of manufacturers’ sales—$7,994,433,000 <. o oo oe oo a i om i a e am e 100
Sales to— ) .
Lo 1 PO U 415
Manufacturers’ wholesale branches.. 16.0
Industrial conSUMers..c..cocomeeaeans 8.2
Chain-store warehouses. - —v.occoceeoaan 12,4
Retailers. caewmmecme e cmemae 122
Manufacturers’ retail branches. 41
HOINI0 GO UIII OIS o oo e e m o m o = mmmm e A e e s 5.8
Through agents and DroKerS. & oo e c e tmrccr e rnccardammeam e m e mmm—— 15. 8
Distribution of wholesale sales—3$7,420,227,000 at wholesale. - cevcmmnccvecucnencmam e mecamnarmc———— 100
Sales by—
B 2510 (TN O OO

Manufacturers’ wholesale branches.
Chain-store warehouses. . - ooco.ae
Industrial consumors. ... ...

10543763 4711 - SR
AL OTNOT . L et eteee e et dma e ammdemmemssmemaesemmmmesmmmmmmme——————
Distribution of retail sales—$10,252,282,000 at retall. ..o vermcocoeam i ccmreacccamemcmv e v ————— 100
Sales by—

Chains through warellonses. oo e cr e ccrmmncnvammmre s ———————— 14,8
Manufacturers’ retail branches. 4.0
Home Consumers. v e anau 68
All obher retail OutletS. . oa v oo caecmccccmemmm e mm e m e mmmerm st e e e e —— 76,3

A word of explanation is necessary, since some estimates are included. The
first block at the top of the chart shows the total volume of grocery commodities
in the hands of the manufacturers and the various channels through which they
sold, together with the percentage of total sales flowing through each channel.
Immediately under the first block is & smaller block indicating the amount of
business going through the hands of agents and brokers. This business is dupli-
cated in the first block since agents and brokers were utilized in reaching some of
the other outlets.

The flow of goods from the manufacturer is divided into two major groups
sales to wholesale trade and sales to retail trade. These groups are shown by
the two separate blocks, one above the other, oceupying the center of the chart.
‘The wholesaling block shows the total wholesale value and the division of whole-
sale sales among the different types. The relative importance of the different
types of wholesale outlets is shown in percentages. The retail block immedi-
ately below shows the total retail value of grocery commodities distributed. A
further subdivigion gives the percentage of sales of grocery commodities made
by chain stores through warehouses, by manufacturers’ retail branches, direct
sales to home consumers from the factory, and by all other retail stores. It
should be emphasized that these figures are not the sales made by. grocery stores,
but the grocery commodity sales made by all types of retail outlets, including hotels,
restourants, and institutions. Moreover, the fotal includes sales made directly to
household and instilutional conswmers by both manufacturers and wholesalers. These
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Crart TI.—Frow oF Grocmry Propucrs TEroUGH Distripurion CHANNEL4P

DISTRIBUTION OF MANUFACTURERS' SALES
$7.694,433,000 = 100%

WHOLEBALE CHAIN
WHOLESALERS FACTORY sToRE RETAILERD
I BRANCHES 12,2 %
8.0 % 124 %
A |4
mnu;rﬂm. RETAIL FA :chvf HOME GONBUMERR
CONSUMERS BRANCHES [ 4.1 % 8.0 %
8.2 .

|

L 2
THROUGH — M
AGENTS AND BROKERS g
15.3 % OF MANUFACTURERS' BALES
4
DISTRIBUTION OF WHOLESALE SALES
$7,428,227000 = [00%
GHAIN WHOLEBALE
STORE FACTORY WHOLESALERS
WAREHOUSESD BRANCHES 40.4 %
1.0 % 20.7 &
hym wousTAAL
OTHERS CONSUMERS EXPORTERD
5.8 % 8.8 % L8 %
3 ]
DISTRIBUTION OF RETAIL SALES
$10,232,332,000 = 100%
CHAINS
WITH ALL OTHER RETAIL OUTLETS
WAREHOUSES 16.3 %
14.3 5
-

S AETAIL HOME
FACTORY BRANCHES GONSUMERS
asy 5.8 %

A 4 ‘JV h 4 Jr

CONSUMERS ~ HOUSEHOLDS, HOTELS, RESTAURANTS, ETC.
$10,232,332,000
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figures are based upon the wholesale value of grocery commodities, plus a mark-
up for the various types of retail outlets, which is bhelieved to be adequate to
cover transportation costs. The operating expense figures used in computing
the mark-up were based upon the retail census statistics, plus an estimated net
profit based upon statistical studies of retailing by other scientific research
agencies. The proportion of retail sales going through the various cutlets are
based upon the manufacturers’ and wholesalers’ reports.?

WHOLESALE DISTRIBUTION OF GROCERY COMMODITIES, DETAILED
ANALYSIS

Extent of commodity coverage.—Detailed statistics are presented in Tables
4 and 5, which show each of the commodity items listed in the preceding section.
A word of explanation regarding the commodity items may prove helpful to a
study of this table. The commodity statistics are based upon the wholesale
schedules collected by the Census of Distribution. These schedules provided
for commodity information on {wo bases. Tor those establishments which could
report only magor commodity groups such as ecanned goods, groceries, or confec-
tionery and soft drinks, space was provided on the schedules in a separate column,
For those establishments which were able to give detailed siatistics, a second
column was provided. Thus, some establishments reported the volume of canned
goods sales only as a total, while others reported sales of canned fruils, canned
vegelables, and other canned goods separately. Some establishments kept no
record of commodity sales and hence could make no report at all on such items,
The latter point has already been discussed in the preceding section, where
commodity coverage was explained. I{ will be recalled that less than 10 per
cent of the total net sales were reported by establishments which kept no com-
modity records. This is merely another way of saying that total reported com-
modity sales are slightly over 90 per cent complete. This percentage, however,
applies only to the major commodity groups such as canned goods and groceries.
The detailed commodity items were not reported as completely. The extent
of the discrepancy can be easily determined from Table 4. Canned goods is the
first major commodity group appearing in Table 4, which also shows detailed
commodity items. A total of $1,187,879,000 in canned goods was reported by
all wholesale establishments. Since the total commodity coverage was 91.7
per cent of total net sales on the average, it may be assumed the above figure
constituted 91.7 per cent of fotal canned goods sales.®

The first detailed item under the major commodity line is called canned goods,
not itemized. 'This item of $168,072,000 constituted 13.73 per cent of total
canned goods sales, leaving 86.27 per cent of total canned goods which were
reported separately in detail. In other words, the commodity coverage for
detailed canned goods items, such as canned fruit and canned vegetables, was
86.27 per cent of total canned goods sales. Similarly, for confectionery and soft
drinks, the deiailed commodity coverage was 63.29 per cent of the total. The
following summary gives these percentages for the three major groups, as well as
Percentages of total commodity sales for the detailed items,

7 The final figure for grocery commodity sales may be checked by comparing with the retail statistics,
Hea final section of this report.

8 This grand total includes a certain amount of duplication dus to sales by sgents and brokers, which has
been fully explained sbove.
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Commoniry Coveraan ror Derarnep Commoprry ITEMS

Per cont of | Por cant of

commodity | toinl net
DETAILED COMMODITY ITEMS FALLING IN FOLLOWING GROUPS D anles o

86,27 70,11

Canned goods....coueonnan-o- R - 89 20 18 04

8onreciti§ncry and soft drinks 85 9 o5 53
roceries

Or the basis of these percentages it is possible to compute the total sales 9f c{wh
of the detailed commodity items. Since there is considemb'le duplieation
involved in the sales of agents and brokers, however, the calcu.latlons.for whole-
sale trade of domestic goods should be based upon Table 5, which omits sales by

nts and brokers and sales by importers as well.
ﬂEGT(:J sillugcrate, take the commodity item ‘‘canned frujts.” Table & s.hould‘ b.e
consulted to determine the net reported commodity sales of canned fruit. This
figure was $205,522,000. Since this item was reported only to tl}e extenvtiof
86.27 per cent of all canned-goods sales, $205,522,000 is an undcrc.astnnu,te of the
actual sales of canned fruit. Furthermore, since all commodity sales were
reported for but 91.7 per cent of total net sales, the actual sales of cmmfad fruit
must have been even larger. To determine just how much larger, take 86.27 per
cent of 91.7 per cent, or 79.11 per cent, as the base. In other words, the reporied
commodity sales of canned fruit, exclusive of duplication were $205,5.22,0()() or
79.11 per cent of the total. The estimated total volume of canned-fruit sales at
wholesale was therefore $260,000,000, The same procedure for canned vege'ml)les
gives an estimated total of $307,000,000. These totals may be compared with the
statistics of production shown in Tables 1, 2, and 8.

Commodity sales, by types of wholesalers.—Tables 4 and 5 are shown separately
to prevent a misrepresentation of total commodity sales and to facilitate com-
parison by individual items with Tables 2 and 8. Such comparison, howevgr,
should be made with the greatest caution and should allow for the discrepancies
diseussed in the comparative analysis of the manufacturers’ total sales with the
wholesale statistics.

From Tables 4 and 5 it is possible to measure the relative importance of each
type of wholesale outlet for all grocery commodities combined and for each gro-
cery item. Table 4 shows separately the sales by agents and brokers and by
importers. Table 5 excludes sales by agents and brekers and by importers and
shows the relative importance of seven types of wholesale establishments as out-
lets for the various grocery items.

Table 4 shows that agents and brokers accounted for 20.65 per cent of total
reported commodity sales and importers for 2.86 per cent. Table 5 shows that
wholesale merchants accounted for 46.39 per cent of commodity sales, exclusive of
those made by agents and brokers and importers, or 85.4 per cent of total reported
commodity sales.” Manufacturers’ wholesale branches handled 20.8 per cent of
fotal reported commodity sales, or 27.19 per cent of sales reported by other than
brokers and importers. These percentages are for the totals only. The indi-
vidual commodity items show wide variation from the totals,

Commodity sales, by kind of business.—In addition to giving the types of
wholesale establishments which handled grocery commodities, the statistics in
Tables 4 and 5 show the lines of trade in which the various types of wholesalers
operated. Thus, Table 4 shows that the grocery trade handled 90.5 per cent

9 The terms *‘kind of business,” ““line of trade,” and

“trade group,” or just ‘““trade,’” are used infer-
changeably in this report,
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of the bakery commodities and 99.3 per ecent of the canned vegelables. For con-
fectionery and soft drinks not itemized, 12.81 per cent were handled by wholesale
establishments specializing in the confectionery and soft-drink trade; 69.69 per
cent by wholesale establishments in the grocery trade; 8.28 per cent by tobacco
and tobacco products trade; and 7.69 per cent by wholesale establishments in the
drug and drug sundries trade. It 1s thus possible to determine fram Tables 4 and &
Jor all grocery commodilies and for specific grocery stems the total volume of sales at
wholesale prices; the lines of trade which handled them and the relative imporiance of
each trade as an outlet for grocery commodities, together with the types of wholesale
establishments and the relative valus of each type as an outlel for grocery commodities
in all trades and for individual trades.

By using the percentage of commodity coverage, it is possible to project the figures
for reported commodity sales to a fairly accurate estimate of the total, as illus-
trated above for canned fruits and vegetables. These projected totals, when
adjusted to eliminate the duplication of agents and brokers and other types of
wholesale establishments which sell to wholesalers, may be compared with the
statistics in Tables 2 and 3 to trace the flow of a particular commodity item from
the producer through the wholesaling process.

TABLE 4.—CGross Commopiry SALss oF GROCERY ITEMS, BY COMMODITIES AND
Lines oF TrADE—INCLUDING AGENTS AND BROEERS AND IMPORTERS—
Unitep STATES: 1929

[(X) indicates that the percentage iz less than 0.005)

TOTAL SALES Whole-

{in thousands of Sg}f&s

dollars) Aggﬁts Import-| other

brokers, | €18 per whole~

COMMODITY AND LINE OF TRADE . {| cont of | salo es-

per eenbl “ryp ' linblish
: Per [of total | SO0, b0 S0
Amount | cent.of | sales? | S€8 53{.’2&;’1‘

total ! of total

sales 3
Total reported commadity sales $7, 669,860 | 100,00 | R0.66| 2.868( 76.4B
BAKERY PRODUCTS nem o m oo v e 408, 655 5.27 0.70 0.13 99, 11
Confectionery and soft-drink trade___ ... ... .. 720 0.18 T & T A 08, 89
Food-products (not elsewhere specified) trade. ____..... 1,316 0. 33 [V L I FR— 00, 24
Grovcery and food-specialty trade_ oo oo 401,540 | 99.48 0.75 0. 14 99,11
Tohacco and tobacco-products (except leaf) trade....__ 48 0.0 forefrrmrcna- 100, 00
MISCEITIANeOUS EPAUBS « o v v oot s e 31| (X) 48.80 |aeeeenne 51,01
CANNED GOODS e o oo oot e oo 1,187,879 1 1651 | 3288 1,45 | 0507
Canned goods not itemized.._.____.____... - 183,072 | 13.73 [ 25,07 | 0.40 | 73.63
Confectionery and soft-drink trade_ _____.. 7 [©:9 [ FURR I 100. 00
Food-products (not elsewhere specified) trade . 2, 482 1,52 (54 03, 23
Grocory and food-specialty trade........... - 153,638 | 94.22 | 20,80 0, 40 72,80
Miscellaneous trades. ... ... - G, 945 4,26 14.50 0, 52 84,908
Canned fish and sea foods.._ ... . 108,442 | 14,18 | 43,47 0. 07 &0, 46
Confectionery and soft-drink trade. .. _.... IS Y 1 E ©:9 [ P, 20. 00 80, 00
Farm-produets (not elsewhere specified) trade..._. 487 028 | 100. 00

Food-preducts (not clsewhere specified) trade - y 2. 80 4,84 | 1107 84,

Grocery and food-specialty trade. .. .ooococouene.. 168,121 96,84 | 44,7 5. 905 44, 34
Talaceo and tohacco-products (except leal) trade__ 24 (L3 ) I RN S 100. 00
111 0.07 | 67.57 |-oeeeen 32. 43

Miscellaneous trades. .« . ooooaoooorioi oo

! The percentages in this column are designed to show three different relationships: (1) the relation
which a major commodity group bears to the total commaodity sales; (2) the relation which p detailed com-
modity item bears to the major commodity group; and (3) the per cent of commedity business done by a
given irade, To Hllustrate, the item canned goods is o major commodity group, The commodity sales of
canned goods is $1,187,879,000, which is 15.5 per cent of total commodity salés. Under the item Canned
goods appears the item Canmed yoods not ilemized. This item accounted for 13.7 per cent, not of total com-
modity sales, but of total Canned goods sales. Similarly, the item Cunned fruit made up 25.9 per cent of all
canned-goods sales, Under the detailed commodity item Camned fruil, appears first the Confectipnery and
80/t drink trade. This trade sold $1,076,000 of canned fruit, which Was 0.4 per cent of all canned fruit sales
reported. The Food products trade accounted for 1.9 per coni and the Grocery trade 97,6 per cent of all
sales reported for canned fruit. .

! The percentages in these columns refer to the tofal in the first column. Thus, agents and brokers
handled 20.65 per cent of the total reported commodity sales of $7,650,360,000; imporiers handled 2.86 per
cent; and other wholesale establishments handled 76.48 per cent, Slmdarly, for bakery products, agents and
brokers handled 0.76 per cent of all bakery product sales; importers handled 0.13 per cent; and other whole-

Salers, the rerainder.
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‘TABLE 4.—GRross CoMMoDpITY SALES OF GROCERY ITEMS, 3Y COMMODITIES AND
LiNeEs oF TrRADE—INCLUDING AGENTS AND BROKERS AND IMPORTERE—

Unrrep States: 1929—Continued

[(X) indicates that the percentage is less than 0.005)

! Whole-

TOTAL SALES
(in thousands of snlers
dollars) Agonts and
s ;L{'SI& S ltmport- olth?r
erg, per | whole-
COMMODITY AND LINE OF TRADE };{,ﬁ’;ﬁﬁt’ cont of | salo es-
Per |of total ggfg& tﬁlléll;f?
Amount |cent of | sales ‘ » cont
otal Der cen
of total
sales
CANNED GooDs—Continued.

CANNEA [FUIES cu o e oo mm e vs o smmmm e s mmmm $307,000 | 2586 | 8272 | 0.36( 6603
Confectionery and soft-drink trade___ ... - 1,076 0,38 1,12 0.09 98. 70
Food-products (not elsewhere specified) trade....-- B, 047 1,04 (1823 1 IR 03,19
General-merchandise trade. ... - 24 {10 P R 100. 00
Grocery and food-specialty trade. - 209,820 | 97.63 | 33.37 0.30 66, 27
Miscellaneous trades_ - oo o oo 223 0.07 807 |ecnnnaas 91, 03

Canned meats 68, 920 580 1512 0.42 | 84.48
Confectionery and soft-drink trade... .........-.- 210 | 0.80 f-eunns-- 13.83 | 8667
Food-products (not elsewhere specified) trade. 18,441 .

QGeneral-merchandise trade_.____....___... 9
Groeery and food-specialty trade. a— 50, 246
Tobacco and tobacco-products (except leaf) trade_. 16
Miseallaneous trades.. - -- 7

Canned vegetables._....._ 385, 000
Confectionery and soft-drink trade..._.._.. 163
Farm-produets {not elsewhere specified) trada. 271
Food-products (not elsewhere specified) trado. 2,021
General-merchandise trade. ... .oo.oo.... 24
Gracery and food-specialty trade - 382, 220
Tobacco and tobaceo-products (except leaf) trade.. 279
Miscellaneous trades . 78

Other canned g00dS. . oooeeooon 95, 277
Coniectionery and soft-drink trade._....._ 914
Food-products (not elsewhere specified) trade. 6, 44
Grocery and food-specialty trade.....o———.________ 87,338
Tobacco and tobacco-products (except leaf) trade-. [}

MisceHaneous trades oo ool ioieeee aen. 418
CONFECTIONERY AND SOFT DRINKS. .. oooooooooumeoe oo 508, 267

Confectionery and soft drinks, not itemized. 185, 816
Confectionery and soft-drink trade.__ 23, 806
Drug and drug sundrles trade. o .......... 14, 203
Food-products (not elsewhere specified) trade. 681
Grocery and food-specialty trade 129, 482
Pnger and paper-products trade.. ... .c....._ - 348
Tobaceo and tobacco-products (except leaf) trade. 15, 208
Miscellaneous trades ..ol oo 1, 008

Bottled beverages.___..... 112, 446
Confectionery and soft-drink trade. 78, 651
Drug and drug-sundries trade. ... 151
Food-products (not elsewhere specified) trade,. 3,307
Grocery and food-specialty trade.—....o....._..__. 34, 272
Tobaceo and tobacen-products (except leaf) trade.. 1,067
Miscellaneous trades - 18

Candy . 118, 974
Confectionery and sofi- 32, 883
Drug and drug-sundries trade_. . _ 2,333
Dry-goads and apparel trade. ... ...... ' 939
Food-products (not elsewhero specified) tra 2 767
General-merchandise trade......_ * 344
Grocery and food-speclalty trad 37,219
Pager and paper-produets trade.._ 101
Tghacco and tobageo-products (ex 37, 604
Miscellaneous trades_ ' 488

Chewinggum._._._______ 19, 184
Confectionery and soft- .. ! 944
Food products (not elsewhere specifi ' 608
Grocery and lood-specialty trade 9, 238
Pager and paper-products trade, "y
Tobacco and tobaceo-products ( 1, 087

Other confectionery__..____________ 74, 846
Confectionery and soft-drink trad 34, 574
Drug and drug-sundries trade____ 3, 810
Food-products (not elsewhers spec 2 9215
General-merchandise trade______. " 482
Grocery and food-specialty trade. 23, 202
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TaBLE 4.—CGro8s CoMmoDITY SALES OF GROCERY ITEMS, BY COMMODITIES AND
Lines or TRADE—INCLUDING AGENTS AND BROXERS AND IMPORTERS—
UniTep StaTes: 1929—Continued

[(X) indicates that the percentage is Less than 0.005]

TOTAL SALES 10]e-
(in tklloll%san)ds of V;fallgll‘g
dollars and
Ag]e]ﬁts Import-| other
brokers, | &S per whole-
COMMODITY AND LINE OF TRADE per cont cent of | sale es«
Per | of total total jtablish-
Amount | cent of | sales | Stles pn;f’cléi’t
total of total
sales
CONFECTIONERY AND SOFT DRINKs—Continued,
Other confectionery—Oontinued. .
Machinery, equpment, and supplies (except elec-
trical) trade.... $1, 340
Pager and paper-products tra 52
Tobacco and tobacco-produets ( 8,072
Miscellanoous trades...__. 129
FRUITS AND VEGETARBLES, DRIED 250, 517
Fruits, dried..__ 144, 487
Confectionery and sc 3 265
Food-products (not clsewhere speei 12, 667
Grocery and food-specialty trade o ..-—-- 130, 844
Tehaeco and tobacco-products (except leaf) ¢ 10
Miscellaneous trades. 701
Vegetables, dried..__.... ——— 108, 030
Confectionery and so trade..... .- - 5
Farm-products (not elsewhere specified) trade...... 103
Farm-supplies (except machinery and equipment)
trade. oo e - 2,190
Food-products (not elsswhera specified) tra 8, 066
Grocery and food-specialty trade. 6, 576
Tohaceo and tobacco-producets (ex 15
Miscellaneous trades........ 175
GROCERIES (EXCEPT CANNED GOODS).ocen .-| 4,768,837
Groceries not itemized. .. 608, 613
Confectionery and soft-drink trade. 84
Food-produets (not elsewhero spe 2,735
Genernl-merchandise trade. .. . 831
Grocery and food-specialty trade. 611, 127
Tohaeco and tobacco-products (excep 126
Miscellanepus trades. - 83, 710
Cereal preparations... 228, 949
Canfectionery an 2,001
Farm-products (not elsewhere specifie 361
Food-products (not elsewhere specified) trade 910
Grocery and food-specialty trade. .. 222,124
Machinery, equipment, and supplies
trical) trade. o oo e amean 51
Tobaceo and tohaceo pr s (except leaf) trade._ 148
Miscellaneous trades . vucnerccceammcccecnmaeaonan 2, 3480
Coffeen--vne- e - 5186, 512
Confectionery and soft-drink trade 41
Foad-products (not elsewhere specified) trade. 1,905
Grocery and food-specialty trade. . oo ooeovon 514, 208
Tohacco and tobacco-products (except leaf) trade. . 57
Miscellanepus trades. ... 123
BExtracts And SpIeeS . c o c e ceae e ccmemem e c e e a e 72,425
Conlectionery and soft-drink trade, 1,627
Food-products (not elsewhers specified) trade..--_. 440
QGrocery and food-specialty trade. .o ... - 70, 086
Miscellaneous trades.coeemenan -
Flour. S - 474, 374
Confectionery and solt-drink trade. . .ocvcecuceace - 1
Farm-products (not elsewhere specified) trade... .. 7, 888
Farm-supplies (except machinery and equipment)
AR o e e e 4,211
Food-products (not elsewhers specified) trade...-_. 838
General-merchandise frade. wuu.omemmeocoeecaaanns 1,208
Grocery and food-speelalty trade. oo receaecnaane. 413,163
Tobacco and tobacco-products (except leaf) trade. . 67
Miscellaneous trades. 46, 810
Lard, lard substitutes, and cooking fatS . coveeenes 340,134
Confectionery and soft-drink trade- ... o8
Food-products (not elsewhere specified) trade. 143, 408
Qrocery and food-specialty trade. - oconeeo-- 195, 748
Miscellaneous trades .. wemvecuramrcmccamvmeenn 790
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Tasre 4.—Gross Commonrry Sarps oF Grocery Irems, BY CoMMODITIES AND
Lineg oF TRADE—INCLUDING AGENTS AND BROKERS AND IMPORTERS—
Unirep Stares: 1929—Continued

[(X) Indicates that the percentage 1s less than 0.005]

TOTAL SALES ‘Whole-
(in thousands of salers
dollars) and

Agents |Tmport-| other
and |ers, per | whole-
COMMODITY AND LINE OF TRADE brokers,| cent of | sale es-
por |Percenty total tablish«
Amount cont of of total | sales | ments,

h sales per cent
total of total
sales
GrocerIES—Continued, .
MNuts, all kinds ..o $113,380 |  2.88 | 38274 12.31 54,08
Confectionery and SGfi-aTink trAde.....-owmzomoon 1,78 | Le2| 41| §

Yood-produets (not elsewhere g)eciﬁed) trade..-..
Girovery and food-specialty trade. o ... ...
Tobacco and tobacee-products (except leaf) trade--
Miscellaneous trades. .- -
Oleomargarine and butber substitutes_ .. ...
Food-produets (not elsewhere specified) trade..
Grocery and food-specialty tragde. . .. oooo..
Miscellaneous trades. ... _._o.
Pickles, preserves, jams, and jellies..__
Confectionery and soft-drink trade
Drug and drig-sundries trade- oo oo eeas
TFood-products (not elsewhere specified) trade ... .
Grocery and food-specialty trade. - o oo oeas -
Miscellaneons trades oo oo e
Rice.coomuoo PR .
Confectionery and soft-drink trade. oo —_..._
Farm-products (not elsewhere specified) trade. ...
Food-products (rot elsewhers specified) trade
Grocery and food-specialty trade
Miscellaneous trades.....

Confeetionery and soft-drink trade.

Food-products (not elsewhere specified) trade...... 0, 281 .
Grocery and food-spectalty trade. . ooooee o ooeooee 1,122,805 .
Tobaceo and tobaceo-products (except leaf) trade..- 217 1721 I I 100.00
Miscellaneous trades.___ 330 0.03 | 79.00 |uooaeeen 20,01
Teas oo - . 78,175 1,64 | 11.33 | 16.48 73,10
Confectionery and soft-drink trade, ..._._._.....___ 4 0.0 oo 100. 00
Food-products. (not elsewhere specified) trade.._.__ 607 (L3 1 SRR IS 100.00
Gracery and food-spacialty trade o omeooooovnnns 76,450.| 97,79 | 11.62 | 15.83 72. 66
Miscellaneous trades 1,024 | L3L | ______f______ 100,00
Other groceries. - 840,474 | 17.86 0.63 0,65 89.72
Confectionery and soft-drink trade............____. 3,878 | 0.47| 070 | 0.07] 00.23
?rug and dlrugzsundries tn;lde- T ;- 441 0.05 oo 100. 00
Farm-supplies (except machinery and equipment;
trade. . ..o 2,425 | 0.20 | 14.18 | ... 85.82
Food-products (not elsewhere specified) trade...... 8,223 0,97 5. 66 0.13 94,21
Grocery and food-specialty trade .o oeo oo 834,103 | ©8.19 9.72 0.70 80, 68
Taobacco and tobacco-products (except leaf) trade- 128 0,01 | 20.83 |.cunnn-- 79,67
Miscelaneous trades : 88| 0.02| 27.95 0. 58 71,62
MILE, EVAPORATED, CONDENSED, AND PROCESSED.________ 197, 351 2,57 10.24 0.35 | 80.41
Confectionery and soft-drink trade........._.._ 211 001 o 100,00
Food-products (not elsewhers specifiad) trade 26,006 | 13.63 | 14.04 1,37 84, 59
Grocery and food-specialty trade 170,411 | 86.36 | 20,07 0.19 70,74
Tobacco and tobaceo-products (except leaf) trade..... R B4 T P R 100, 00
Miscellaneous trades... . . 8| (X) 100. 00
B0APS, POWDERS, AND CLEANSERS. .o c e oovmmcmoo oo 364, 844 4,62 3.7 0.02 96. 19
Automotive trade__..___ 501 0,01 |oocomocc]aacmoae 100. 00
Conlfectionery and soft-drink trade.. 1,063 | 0.5 |uaeoereefeaaean 100, 00
Drug and drug-sundries trade_.. ... S 8661 | 241 10,80 0.70 | 88.50
Farm-produets (not slsewhere specified) trad 7,479 | 2.11 100. 00
Farm.supplies (except machinery and equipment)
trade R 456 0.1 98.24 ... 176
Food-products (not elsewhera specified) trade._.______ 36,038 | 10.16 18 {eemmeaae 99. 85
General-merchandise trade 5 0.04 | ... 2,86 | 07.44
Gracery and food-specialty trade. .- - .~ 285,025 | 80.68 { 4,13 0,083 | 0584
Machinery, equipment, and supplies (except electrical)
trade.. - 8,259 2,33
Paper and paper-products trade 348 Q.00
Potroleum and getroleum-‘products trade. _._.. 151 (X)
Tobacco and tobacco-products (except leat) tra 229 0,06
Misvellaneous trades....... 5,385 1,52
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Tastw 5.—NurT Commopiry SarEs or GROCERY IremMs, Y COMMODITIES AND
Linps oF TRADE anp BY TyrE of WHOLBSALE RSTABLISEMENT-—UNITED

SrarEs: 1929 ‘
[(X) indicates thut the percentage is less thun 0,005} \

TOTAL COM-
MODITY SALES,

: EXCLUSIVE OF | ppp cpye OF TOTAL COMMODITY SALES BY

SALES BY " o d }
AGENTS AND TYPE QF WHOLESALE ESTABLISHMENTS

BROKERS AND

i IMPORTERS
! COMMODITY AND LINE OF TRADE — = - - ; N

— % P =

2 % B |5 212 |8 | 8

15 g [ o 5< (B al| B

| — 7 w g n |E8|HE |eg| &

& S o s8] & |8 8 | H8 | &

=] Rt £ LR IR 1

g £ 14 |=8| 8 888 |€°| %

g bt ¢ lak | B 5—5 @ Il ;;c

5 g lejo | & |25 (B | 4

35, 858, 927{100. 00] 1.41| 168.81 1.77) 27.18| O0.38 46.80 6. 55

.| 400,053 6.83] 0.18{ 16.93[ 0,01) 68.80[ 1. 17| 12.52' 0,89
Confectionery and soft-drink trade..... 712

L1190 - PR 0.14f._..._ 73.46] 4.07| 7.87) 14.47
Food-products (not elsewhere speci- ’
fled) trade. 1,308 0.33) 1.45 28.79)_ ... 51,90):_nae VO | ——

Reported commodity sales

BARERY PRODUCTS

Grocery and food-specialty trade....... 307,071 90.48| 0.18| 18.92] 0.01] 68.65| 1.17, 12.50{ 0.57
Tobacco and tobacco-products (exeept
leaf) trade. oo 48[ 0.01] 2,0B| . cee|ecwrecfonmma]-nian- 03,75 4,17
Miscellaneous trades. .o oeoocvcoooonn 16] (X) J-cceen 3L 25 ]uniann 6. 25 2. 50|.....- -
CANNED GOODB.- oo v cceannnn 780,001| 13, 31| 2.15| 12.34| 1.50| 5.46| 0,05| 71,901 6,01
Canned goods not itemized. ... ..___.. 120,083| 15,39 1.44] 5.78|__._.. 0.20 (X) | 77.60] 14.89
Confectionery and soft drink trade.| 2 I O O D —---{100. 00|
Food-products (not elsewhere
specified) trade____.... .. ... 2,814] L.93).caee- 2,20 e 5. 88). e 70. 68 21.61
Grocery and food-specialty trade...|  111,860] 93,15 162 6.06]-.-c..|--acne (X) | 79.52| 12.00
Miscellaneous trades. e v meocaee- 5,002 4,91 0.34f L 86 ..... -] 45.78) 50,17
Canned fish and sea f0005.n.-ac-weenan 84,009| 10.90| 2.76{ 10.84| 8,12| 2.00[ O.08| 69.34| 5.08
Confectionery and soft-drink trade. [0« I PSSO TR IO IR N 50. 00 50,00
Fnrm-Froducts (not  elsewhere
specified) trade. . oocceeeoceenana- 457 00 B4 meaafacman [SUSRSATS RSN SRS S 100, 00
Food-produets  (not  elsewhere
specified) trade...co.oaeeecooon 3,008 4.70( 0.98] 3.80 1.60| 2.3 ..___ 00,97 0,32
Grocery and food-specialty trade--- 80,482| 04.60| 2.88] 11,25 8,50 2.96] O.00| 68.64] 5,70
Tobacco and tobacco-products (ex-
cept leaf) trade. ..ooencicaeo s
Miscellaneous trades...
Canned frudb8. oo oo

Confectionery and soft-drink trade.
Food-products (not elsewhers
specified) trade . coeooeonacacnin
General-merchandise trade. .. ...
Grocery and food-specialty trade._.
Miscollaneous trades ... . cixomu--
Canned meats. .- oo e
Confectionery and soft-drink trade.
Food-products  (not elsewheras
: specified) trade.. ..o oannoooo
| General-merchandise trade._.._.___
Grocery and food-specialty trade. ..
Tabacco and tobacco-produets (ex«
copt leaf) trade. ..o ccoeeeacoainn
Miscellaneous trades.
Canned vegetableS. .o oo meo e vacona-
Confectionery and soft-drink trade.
Farm-products (not elsewhere
specified) trade oo oeomeonn- 271 0.11)cancfummmefamean - [ 100. 00

1 The percentages in this column are designed to show three different relationships: (1) The relation which
4 major commodity group bears to the total commodity sales; (2) the relation which a detailed commodity
item bears to the mnj%rr commodity group; and (3) the per cent of commodity business done by a given trade,
See example in footnote 1, Table 4, p. 23,

®The percentages in these columns refer to the fotal in the first column. Thus, cash-and-carry whole-
salers accounted for 1.5 per cent of the total for all commodities and for 0.2 per cent of total Bakery-products

aies. .
8 Includes drop shippers, cooperative marketing associations, and assemblers of farm produgts.
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Taprn 5,—Nur Commoprry SiLEs oF GrooEmry ITeEms, BY COMMODITIES AND
Lings oF TRADD AND BY TYPE orF WHOLESALE KSTABLISHMENT-——UNITID
Srares: 1929— Continued

[(X) indicates that the percentage i3 less than 0,005)

TOTAL COM-
MODITY SALES,
BXTLSVEOF | PER CENT OF TOTAL COMMODITY SALES BY
AGENTS AND TYPE OF WHOLESALE ESTABLISHMENTS
BROKERS AND
IMPORTERS
COMMODITY AND LINE OF TRADE — " - - :
—t n [ K71 =} [
o i 4 [“B - ) a
g | g 5|28 ES1E VH, | B
& |2 | < |%8] o |85 |8z 8|2
= S| 5|48 B |82 (58| &
| g T ojmE | B E P g0 (a4 4
E |5 | &|ar| & |85|8 (8 |3
5 18 |Sio | A |88 (B |3
CANNED GoODS—Continned,
Oanned vegetables—Continued,
PFood-produets (not elsewhare spec-
ifled) trade. oo 81,791 0.74] &.42( 1L 00[._... 17.81 50,01 586
General-merchandise tradg..-.._... 24 0.01[ ..o foeeen NAVANY O S I F
Grocery and food-specialty trade__| 940,620 08, 97| 2,32/ 18,00 0,08| 2,04 | (X) | 72,06 403
Tabacco and tebacce~products
(except leaf) trAde. - cmeemeccmuns b7 £t] I 0 6 ) PR ER IR N 97.050 216
Miscellangous trades. .. 2] 0.0, veefemaes 100. 00}--..... .
Other canned goods. ..o oooooe e 68,130 8.73] 3,10 6.73| 0.16| 6.86] 0.14] 80.96| 2 05
Confectionery and soft-drink trade. 908 1.83|. e 9, 08[.--——_ 90, 97|<nen-o
Food-products (nof elsewhere spec-
ifiod) trade. ..o oo oo . 6,281 0.22|.._... 0.02.imo 55.82[-... 41,62 254
Grocery and food-specialty trade. . G0,473) 88, 76] 3.49 7.58 0.18] 1.12| 0.16] 85,42 2.05
Tobacco and tobacco-products
(oxcept leaf) trade_ - ....ocomne.. 62 000 oo 20, 97, G| I——
Miscellaneous trades.. .._cco... 406 0.60f. ..... 98, 77 V28]
(OONFECTIONERY AND SOFT DRINKS...__...| 482,810 & 28 2,270 7.70| 0.24| 11,42 1.19| 72.10 5.08
Confectionery and soft drinks not
itemized . permmmesan 180, 500| 87.42| 2.74| 241 0.20] 4.54 0.11| 87.23| 2.08
Confectionery and soft-drink trade.| 23,208 | 12,90 147 0.14|..... 0.12( 0.80| 07,02| 0,45
Drug and drug-sundries trade.-... 14,184 | 7.80--.... 17.21] 0.583] 18.87 63.89]--..-
Food-produets (not elsewhere spec-
ifled) trade_ . _ooooo oo 478 0.88..... S| 04 .. 09, 56| envn
Grocery and food-speclalty trade..| 125,120| 60,32 0.62 1,06 0.32| 4 35 (X) |.90.36f 8.00
Paper and paper-products trade. .. 2241 0.12... 100, 00| menm
Tobacco and tobacco-products
(except leaf) trade. ... 15,208 8.48| 22.58 3.70|...... 0,25 0,05 78.89| 0.03
Miscellaneous trades.__.._._..._.. 1,703 0.04.... 2,41 40. 03] 56. 60
Bottled beverages_._......... s 108,068( 21.99] 1.03 10.10] 0.02| 20.82{ 0,80[ 04.30| 2.78
Confectionery and soft-drink trade. 72,826) 68, 66| 0.12| 0.01|.._._. 28.81| 1.15| 66.58) 8.28
Drug and drog-sundries trade. ... 59 0.06).-.. I O 100.00|..- ...~
Food-products (not elsewhere spec-
ified) trade - cmeoooeee . 3,295 3, 11|...... 0.61..... 8,32 91, 07|.......
Grocery and food-specialty trade . _ 28,813) 27.16; 2.93{ 37,31 0.08| 2.43| 0.04| 55.12} 2.09
Tobacco and  tobacco-products
(except leaf) trade_.._._.________ 1,087 1.00f 18,71|-.. 4. 54 [ ] —
Miseeltaneous trades. . ___.___..__. 18 001 | e e 1111 88.80(._.___
Candy.._ . - 107,843] 22,36 2,61 2.79] 0.30| 11.58 3.61] 63.74] 15.28
Confectionery and soft-drink trade. 30,027( 27.84| 1,18 0,03 20. 44| 12,30 11,99) 54,11
Drug and drug-sundries trade____. 2,333 2 16[~cmoe oo 08, 80 1,11
Dry-goods and apparel trade. . ... 214 0.200-cauofoeeen. 187 |aamman 08, 13|wanren
Food-products (not elsewhere spec-
ifled) tracle..__ ... 2,873 2,48 . | ____|..___. 9,47 0.04| 90,49 ...
General-merchandise trade__ .. 332 0.31._____ 22, 29| 35, 8¢ -] 41,87
Grocery and food-specialty trade - 34, 145! 31.66( 5.35| 8.18 0.83 9.91 0,200 74,82 0.71
Paper and paper products trade. ... 101| 0,09|-.. oafes [ 00, 00f- ...~
Tobaeco and tobacco-products
(exeept leaf) trade. o .. 37,604 34,87 1.73{ 0.27[.._... 1,07 0.33] 96.60( ...
Miscellaneous 414] 0.39|...... 7.260 3.62|- ..o _fo.... 80,13|.....
Chewing BUM e L 18,333 3.80| 6.71| 6.51] 0.31] 1.78]  1.75 82,60/ 0. 33
Confectionery and soft-drink trade. 7,752) 42,280 2.84] 3.20)...._. 1.26| 3,86( 88.21] 0.58
Foodaproducts (not elsewhere spec- :
ified) trade_._._. R TR —— 602) 8.281.._.__|.. 4, 65| 95, 35]- -~
Grocery and food-specialty trade..._ 8, 8851 48.47| 9,80 10.30{ 0.63] 2.10| 0,14| 78.94] 0.00
Paper and paper-produets trade__. 70,04 - _.1100, 00}.u_-..
Tobacco and  iobacco-products
(except leal) trade 1,087) 5,93 12.79f 2.12(.___.. 0.37| 0.92f 82.88 0.92
Other confectionery 69, 5660 14,431 1,26} 25, 58 17.27) 0.71| 54.78| 0,20
Confectionery and sofi trade. 81, 6501 45. 500 1.06] 0.22|..____ 26,92) 121} 69.78| 0.20
Drug and drug-sundries trade__._ 3,807} 5.47--u... 62.17) 0.05/ 46.78, 1. 05
Food-produets (not elsewhere spec- I
ifled) trade.- oo ... 1,075 2,410 0,06l...... 0,181 18.701 2,511 77, 65/. ...
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Tasre 5.—Ner Commoniry Sinms oF Grocery ITems, BY COMMODITIES AND
Lings oF TrabpE AND BY TYPE OF WHOLESALE ESTABLISEMENT—UNITED

Srares: 1920—Continued

[(X) indicates that the percentage is less than 0.005]

TOTAL COM-
MODITY SALES,
BXCLUSIVE OF

PER CENT OF TOTAL COMMODITY SALES BY

Ag‘éﬁ’,‘i‘i ﬁ‘{m TYPE OF WHOLESALE ESTABLISHMENTS
BROKERS AND
IMPORTERS
COMMODITY AND LINE OF TRADE — > T
E K’ o b ’I" wm
g % E|5g| |BE|E |B |
&8 ‘s g ag 2 .@ 4] o8 E"
& =4 L] =] @ 8 g
- = a8 & = g4 | 5
218 88| £ |25 188 &
E | 8| % |58 5 |55|8°|5°] 2
8 5 0@ [2B| & 832 |8 =
Ja! A O |Jo | A A9 |F |B
CONFECTIONERY AND $OFT DRINKS—Con.
Qther confectionery—Continued,
General-merchandise trade. waceca. 4610 0.66]--...- 10,85 L7, 67} evuccfocannn 56, 62| 14,96
Grocery and food-gpecialty trade... 21,541} 30,96 1.42] 72.71) 0,23] 2.57] 0.14] 22,86 0.07
Maghinery, equipment, and sup-
plios (except electrical) trade...... 1,279 LB4|oo e fomen o 51, 06|-ecnu 48.04). ..o
Paper and paper-products trade .- -.. 52 0.07) B 77| oo ee et 94,23 ...
Tobacco and tobacco-products
(excopt leaf) trade. - oreenaenaon 8,072 12,90 0.45) 0.27f--_- 2,000 0,38 96.90]..-.._
Miscellaneous trades- - oo cooweaea- 129 0.19|----.. JRORSRE ERUVI IO NURE 100, 00). ...
FRUITS AND VEGETABLES (DRIED)-..eoonee 158,254 2,700 0.92) 6,401 4. 21) 12, 34 §X) 60.16( 0.97
Fruits, Aried . - oo eeee 88,060] 55.64] 1.10] 4.78] 6.21) 20.19) (X) | 04.02] 3.70
Confectionery and soft-drink trade. 265 0.80|- - enecfemncaalcnnnan 90, 94 ooe 9.06]-ncuun
Food-produets (not alsewhere spec-
ified) trade. - coeeecnoweccacaaeen 7,721 877 3.91) 0.32____.. 0.70 .t 94.81] 0.46
Grocery and food-specialty trade...| - 79,363 00.12| 0.84 5.270 6.77| 21,27 (X) | 61.79 4.00

Tobacco and tobacco-products
(except loaf) trade. -
Miscellaneous trades
Vegetables, dried
Confectionery and soft-drink trade.
Farm-products (not elsewhere spec-
ified) trade.-—.__._.... m—mam—
Furm-suppics (except machinery
and equipment) trade. - occee-.
Food-products (not elsewhere spec-
ifled) trade. . n e
Grocery and food-specialty trade....
Tobgeco and  tobacco-products
Sexce tleal) trade. oo e.uarenoo
Miscellanaous trades. .. o--cocoeo.-

“GROCERIES (EXCEPT CANNED GOODS).. ...

Groceriss not itemized

Confectionery and soft-drink trade.
Food-products (not elsewhere spec-

iied) trade. oo eveannnn

General-merchandise trade. -

Grocery and food-specialty trade._.
Tobacco and tobacco-products (ex-

copt leaf) trade -

Miscellaneous trades.

‘Cereal preparations -

Confactionery and soft-drink trade.
Farm-products (not elsewhere

specified) trade-.-cweooonliceomnns
Food-produets (not elsewhere spec-

ifled) trade.cn.ceeoooomecaaanee

Grocery and food-specialty trade.__.
Maghinery, equipment, and sup-

plies (except electrical) trade_....

Tobacco and tobacco-products (ex~

cept leal) trade

Miscellaneous trades

oy Y- IR .

Confectlonery and soft-drink trade.
Fopd-produets (not elsewhere spec-
ifled) trade.caoameeocaecaem e
Grocery and food-specialty trade...
Tobacco and tobacco-products (ex-

coept leaf) trade. ..o llo—_
Miscellaneous trades...o-n-- ——

2,178

5, 6907
62, 200

15
100
3, 538, 316
643,189
84

9,682
614
558, 069
126

81, 624
208, 183
2, 082

361

841
201, 917
51

143
1,888
238, 666
35
1,970
230, 481,

587
123

F: 1 I SO EORE NIV SO, 100, 00|- - v um
797 0.95[oecoofrnmmcafrnmcn]ame e 09, 05(-— -
88.61| 0.71] 6.96 4.80f 282/ _.... 72.72| 12,49
[117) I ROV PRSI FR 100. 00}~ - -~
0. 1d]mmofomecae 100. 00

60.30| 1.41) 20.42) 2.11] 25.14] 0.31] 42.36{ 8.25
18,18 1.82) 21.20| 0.61| G.80| 0.06| 47.44| 22.01
1 A NN ARSI NS F 100. 00|- .-
0.42) 0,04 18,49 ____|eeoooc]ooe 8L 47}
0.10(- ... 8. 14] 71, 82fecemcfoean 20.04f- ...
86.76| 2 10| 24,28 0.50| 7.9 0.07| 54.01| 11,04
0,02 ] cfommee 96,83 3.17
12,60 e 0.31 0.22}ccooc|oean-an 1.47| 98,00
5.88| 2 33| 4.43| 0.26] 44.34 0.50] 47.20] 0.04
F | I S [P 1] —— 22.37| 4.88
0.17 RN S N 100. 00} ome
0.40]- - 6.42. ... [0 I 93.34|____
96.00) 2400 4.17 0.27] 44,64 0,52 47.11] 0.89
0.02eemeafomcan]oam e -.|100.00

13/ R, RN F, 6. 200 ..o 93,71 e
0. 91 89, 72| om e ofomoodemaeee 0.28] .-
6.75 1.44] 4.05| 4, 85| 28.66] 0.46) 55.29] b5.25
0.01 LI ;] A N S LA —
0.83] 49,00{ - ___.[-.___ 9.70| 0.51] 30.99) 0.71
00.09| 1.05| 4.00{ 4 90 28.84| 0.46| 55.38] 5.28
0.02 - 56.14| 43.86
0.85 ...... LN PV 100, 00 - -
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TasLE 5.—Nbr CoMmoniry Sares oF GrocERY IToMs, BY COMMODITIES AND
Lines or TrADE AND BY TypE OF WrOLESALE ESTABLISHMENT—UNITED

Srares: 1929—Continued
[(X) indicales that the percentage is less than 0.005]

TOTAL COM-
MODITY SALES
EXCLUSIVE OF’ PER CENT OF TOTAL COMMODITY SALES BY

SALES BY TYPE OF WHOLESALL ESTABLISHMENTS -
.AGENTS AND
BROKERS AND

IMPORTERS
COMMODITY AND LINE OF TRADE
P o % A & g
g |2t 'Sg s21E | 2
g hot S : E =] :5 @ u:"'!g
i 3 y ' n 28 § '§ =] o
8 | 5|8 |38| & |95/|e7 88 2
35 § & a8 1=} 58 §) S =3
g 5 |8 |aF) g |eg & |8 5
< & oo & l|[8%F |B
Rigs—Continued. .

Gmﬁf;ulagts mfd sf)]ices .................... $47,034| 1,85 1.20/ 524 0.03 10.93] 0.13| 78.50| 2.80
Conéectio(rilery a(nd so]ft-drli]nk trade. 1, 6 2 I S S 8L 00-nnn-- 18 00| unem
Tood-products (not elsewhere spec- .

iﬁedl)) Ade. e 368] 0,771 7.84] 0.54...... 44,20 ... 47.83) ...
Grocery and food-specialty trade__. 45,608 95.34| 120/ 6400 008 828 0.13{ 80. §9 3. 03
Miscelianeous trades... ... - 268] 0,85 oo e 00. 25| 0.75
FIOUcee oo P, 402,481| 11, 87| 0.52 27.44 0. 20| 15.89] 0.04 49‘ 26) 3,66
Confectionery and soft-drink trade. DR IR+ SR AR NSRRI MR A 05. 79 4.21
Farm-products (not elsewhere
Fsyeclﬂed)l.trad(e..-..t ...... e 7,888 106l oo feao. 1 | U, . L) E— -
arm-supplies (except machinery
- and equipment) trade._________. 8,575 0.80)...... 0,84]..._. L3 1| — 54.70| 2,88
Food-products (not elsewherespec-
ified) trade - 814

General-merchandise trade. . -
" Grocery and food-specialty trade _.
Tobacco and tobacco-products (ex-
cept leaf) trade . 67
Miscellaneous trades.. ...._..____ 46, 445
Lard, lard substitutes, and cooking fats.| 805, 074
Confectionery and soft-drink trade. 8 (X
Food-preducts (not elsewhere spec-
ifted) trade. o occeseo L 141, 606,
Grocery and food-specialty trade. 163, 320
Miscellaneous trades.._. m—— §0
02, 810

453
343, 049

Nuts, all kinds-.......___.
donfectionery and soft-drink trade. 1,642
Food-products (not elsewhere spec-
ifled) trade. coeeomneoooo .. 5,708
Grocery and food-speeislty trade. . 54,871
Tobaceo and tobacco-products (ex-
cept leal) trade.._ ... _______ 26| 0.04 .
Miscellaneous trades ...~ SR @S T O AN S S 83, 33| 06.67|.an .
Oleomargarine and butter substitutes.. 63,6200 1.80 0.46] 1.00/ 0.98| 40.48| 2 45 34, 96| 12,77
Tood produets (not elsewhera spec-
ified) trade.. ... e 22,903) 36. 08 0.07|-.... 0.468) 80.02........ | 10.231 0. 10
Gracery and food-specialty trade._. 40,629] 63.86|  0.68) 2.907| 121 27. 500 3,82 43.82 10, 04
Miscellaneous trades...._~..._____. 2005 .|| 2L 481 78, 67| e
Piekles, precerves, jams, and jellles....| 116,820 3.30| 117 9,44 0.48( 26, 00! 3.88| 57,63] 1.43
Confectionery and soft-drink trade. 0420 08y oo || 76.85 1.17| 21,08 ...._
Drug and drug-sundries trade.___. 28 0.02f-...._ 100.00|- - oo eme e
Food-produets (not elsewhere spec- )
iffed) trade......... o 7,008 6.07[-.... 0.55) ... 76.88) 1041 21 53f...___
Grocery and food-specialty trade... 108,478 92,861 1. 26 10.11; 0. 48| 2230, 3.87 60.46) 1.83
. Miscellaneous trades......_..___-. 4] 024 | 2.82 ... 88.02( 7.75| 1.41
00 e e 82,187 0.91 1.80f 328 1.81 8,04/ 0.03] 83,28 1,07
Farm-jpﬂroél)uftsd (not ~ elsewhere
specified) trade. ... ... ___. 1,483] 4.61.... ) OO A B 8 3.92
Food-produets (not elsewhere spec- ’ 0.08 8
ified) trade...... 2,308 7.17).___.. b 1 IO IO I 07,22 meen
Grocery and food-sp 28,3561 88.10] 2,14 8. 49| 2,06 0,121 0.04| 83.04] 0. 11
Miscellaneous trades 400 0.2 | T T 90, 00| 10. 00
R 509,006 16931 1,01| 12, 47 0.97) 34,70 (X) | 48.35] 1,60
Confectionery and s trade. P2 I N Y I N T 100, 00 e e
Fqu(—l;))ré)dlécts (not elsewhers spec- -
ifled) trade 5,574 0,08)..___ 6.90).._._. 0, 64). 92.46)___._
Qrocery and food-speciaity trade. . 592:903 98.98] 1. .04l (%) 88| 1,61
’I‘Obug(io fglfé toé)ucco-products ton 93| 12,55/ 0.99| 35. 04 (X) | 47.88] 1.61
cept leaf) trade. ... a7 004 .| [,
Miscellaneous trades. 69 8 01 LR I Mt G o4 6800

.............................. 100. 00)..a v .
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Tapre 5.—Nur CoMmMmopiry Sares oF Grocmry IrmMs, BY COMMODITIES AND
Lings oF Trapm AND BY TyPn oF WHOLEBSALE EsTABLISEHMENT— UNITHD
STarmg: 1929—Continued

[(X) indicates that the percentage is less than 0.006]

TOTAL COM-
MODITY SALES,
EXCLUSIVE OF | PER CENT OF TOTAL COMMODITY SALES BY

SALES BY TYPE OF WHOLESALE LESTABLISHMENTS
AGENTS AND
BROKERS AND
IMPORTERS
COMMODITY AND LINE OF TRADE
-~ ° . !
) —_ W 4 ,&; e
g |5 E|s s21E |F | B
2 d |+ 4% 1.8 v &
A 4t b © = g g - =
< =3 S 2 2] 5] R "
43 42 L @ m"a g 38 @
5} H158| 8 |4 R
3 T = 8l e &S =1
@ < @ B g2 |7 [=] o
g ¥ | 8 |4 G I S
< & | S o dIR"|E (B <

Groceries—Continued.
Teas

U $57, 184
Confectionery and soft-drink trade.
Tood-products (not elsewhere spec~

ed) trade_ . - . 607
QGrocery and food-specialty trade.- 58, 450
Miscellaneous trades.-. .. - 1,024

Other groceries. .. .oo._._..
Confectionery and soft- rade.
Drug and drug-sundries trade..... 441
Farm-supplies (except machinery
and equipment) trade.. ... 2, 081!

Food-products (not elsewhere spec-

ified) trade. - oo eee 7, 740
Grocery and food-specialty trade._.| 747,212
Tobaceo and tobseco-products

(except leaf) trade - 08!
Miscellaneous trades. . .ococaoooo: 133
MILK, EVAPORATED, CONDENSED, AND
POWDERED.« - - v mcmm e me 158, 680
Confectionery and sofe-drink trade_. 21
Food-products (not elsewhero spec
fled) trade - oo 22, 760,
Qrocery and food-specialty tra 1385, 886
Tobacco and tobaceo-praducts (¢
leaf) trade. . ... 5
Miscellaneous trades. - 8
SOAPS, POWDERS, AND CLEANSERS 341, 223
Automotive trade.. . 504
Conlectionery and so 1,963
Drug and drug-sundries irade. 7, 668
Farm-products (not elsewher
fied) trads..- 7,479
Farm-supplies (ex
equipment) trade. 8
Food-products (unot
fied) trade._. 35,085
General-merch: 152
lc\fdroclery and foo?-spec%a]ty 3 i 274, 044
achinery, equipment, and supplies
(except electrical) trade - 8,106/ 2.88|.cne- 0, 18f- - 54,80 0.02{ 45.00|--- -~
Paper and paper-products trade..----- 348 0. 10] o femme e e 100, 00} o - -
Petroleum  and ~petroleum-products :
TR0 v e m e e R 1 14 T ORI ISR ES PRSI MRS 100, 00| - - -
Tobacco and roducts (ex-
cept leal) trade. o o oomoeeocaccere 220( 0.07} 0.48}...... e 99, 57rm e
Miscellancous tracies 5,286] 1, 55| 0,81} 16.82| 0.43} 0.02| 81,92 —.cae

WHOLESALE ESTABLISHMENTS SPECIALIZING IN GROCERIES AND
FOOD SPECIALTIES

General summary.—The discussion immediately preceding may be called the
commodily approach to the wholesale marketing of grocery products. It was
based upon the schedules filed by all. classes of wholesale establishments, regard-
less of the line of trade in which they specialized, provided only that they carried
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some grocery commodities. This section begins what may be termed an institu -
tional examination of the marketing process for groceries, since the emphasis
shifts to the wholesale establishments or the business institutions whose prineipal
function is to sell grocery products. The following analysis will, therefore, be con-
Ained to wholesale establishments which operated primarily in the grocery and food
specialiy business, although they frequently handled other commeodities in addi-
tion to grocery items.

There were, in the United States in 1029, 2 total of 13,618 gracery and food-
specialty trade houses reporting sales of $9,118,641,283, or 13.6 per cent of the
total volume of wholesale trade in the United States. Of this total, $8,475,~
198,000, or nearly 93 per cent, was reported on & commodity basis, and consisted
of $6,919,976,000 in grocery and food-specialty items, and $1,555,222 in other
commodities. It will be recalled that the total sales of grocery commodities
made by all wholesale establishments in all lines of trade amounted to $7,659,-
350,000. (See Table 4) The establishments specializing in the grocery trade
whieh are now under consideration accounted for $6,919,976,000, or over 90 per
cent of all grocery commodities, These establishments have been subdivided in
accordance with classifications set up by the Census of Wholesale Digtribution.
The various types of wholesale establishments have been distinguished from each
other primarily on a functional basis. They include agents and brokers, who
operate chiefly between manufacturers and wholesalers; cash-and-carry whole~
salers, who apply the familiar retailing practice to grocery wholesaling; chain-
store warehouses, the wholesale departments of grocery chains; exporters, import-
ers, manufacturers’ wholesale branch houses; wagon distributors or wholesalers
who combine selling and delivering by utilizing salesmen-drivers and making
deliveries from the trucks; and wholesale merchants of the full-service variety,
both general line and specialty houses. The following tabulation illustrates the
distribution, by type of wholesale establishment, between grocery commodity
sales and sales by snstifutions specializing in the grocery trade.

RunATioN oF GrocerRy Commopiry Saizms 70 Gro¢ERY TRADD Savums

[Values in thousands of dollars]

GROCERY AND FOOD SPECTALTY TRADE
Grocery-
TYPE OF ESTABLISEMENT corﬁ;ﬂlgsmty Reported
through all | JTOCHY: | “sales, all | Total not
trades oS Y commodi- sales
ties

Total- . $7, 059,350 | 36,919,976 | 88, 475,198 | 89,118,641
Agents and brokers......._ . 1,581,773 | 1,548,466 | 1,745,002 1,751, 994
Cash-and-carry wholesalersS. wameeeoccwmcmcccc e 82, 367 74, 064 100, 941 101,188
Chain store warehouses. ... 065, 587 004, 662 | 1,447, 663 1,457,408
e ml i ) R
Manufacturers sales branches.. 2| 1,503,163 | 1,308 474 | 1, nas | 180 16
Weagon distributors. - ......- 29, 207 15,818 | 18 0090
‘Wholesale merchants___ 2,717,722 | 2,433,242 | 2,908,245 3,662,313
All other ¥ PeS ccacemcmmmmmcmmmmm e mem—meaem e 384, 276 350, 163 402, 005 408, 56O

A total of 21 different types of wholesaling was found to exist in the grocery
trade. Table 6 shows detailed statistics on number of establishments and net
sales for 18 of these types, and number of establishments only for the remaining 3.
Tor nine of the types which have outstanding importance, either because of the
volume of business involyed or because of their recent development, the number
of establishments, net sales, employees, salaries and wages, total expenses, and
stocks on hand are given, Thus general-line wholesale merchants, agents and

TR
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brokers, manufacturers’ sales branches, chain-store warehouses, and specialty-
line wholesalers are shown separately because of the large volume of business
bandled. Together, these five types accounted for 90.5 per cent of the total.
Cash-and-carry wholesalers and wagon distributors have been set up separately,
. due to the popular interest expressed in them during recent years, rather than

because of the volume they have achieved. Exporters and importers are of
special interest to students of foreign trade and are shown separately on that
account.

Since the agents and brokers sell primarily to other types of whalesale estab-
lishments, their sales are to a great extent duplicated in the total. This fact has
given rise to a misunderstanding of the true significance of statistics for agents
and brokers and why they have been included in the total. The reason is simple,
Agents and brokers are wholesale middlemen who perform valuable marketing
functions. They maintain places of business, hire employees, and occasionally
provide some storage for merchandise. No picture of the wholesaling processes
would be complete which omitted so important an element. It is, therefore,
quite proper to include them in the wholesaling statisties. When tracing the
Jflow of commodity sales, however, it is essential to set aside all duplicate steps in
the marketing process and, for that reason, agents and brokers were treated
separately in the earlier sections of this report. For the purposes of the following
analysis, the statistics for agents and brokers are included in the totals, but are
shown separately, just as are the other distinetive types of wholesale establish-
ments, to permit more detailed treatment,.

The 13,618 wholesale establishments gave. employment to 187,766 people,
enough to.populate a city larger than Richmond, Va. Of the total number of
employees, 51,114 were salesmen, 7,591 executives, and the remaining 129,061
office, warehouse, and general employees. The wage bill paid by all wholesale
egtablishments in the grocery and food-specialty trade amounted to the sub
atantial sumn of $320,105,208. Total coperating expenses, inclusive of salaries
and wages but exclusive of net profits, were $677,246,376. Nearly as large a sum,
$600,806,000, was invested in inventory or stocks on hand at the end of the
year. (See Table 6.)

General-line wholesale merchants, with 4,776 establishments and 29, 2 per
cent of the total volume of: business, ranked first among the- different types of
establishments. - They had 44.2 per cent of all employees engaged in the whole-
sale grocery trade and paid out 42.0 per cent of all salaries and wages, a fact
indicating slightly lower -average wages than the total. Wholesale merchants
in this class carried 58.9 per cent of all stocks on hand in the grocery trade. Since
general line wholesalers maintain warehouses for carrying surplus goods &s one
of their major marketing functions, this fact is not surprising. _

Second in rank from the standpoint of sales volume were the agents and brokers,
with 1,851 establishments and $1,751,994,000 in sales. As pointed out above,
agents and brokers are not strictly comparable with the other types, since they
operate largely on a plane between producers and other wholesalers. They scll
chiefly to wholesale merchants and chain-store warehouses and to a lesser degree
to the retail trade, They are, nevertheless, an important part of the whole-
saling structure in the grocery and food-specialty trade, which is attested by the
fact that they gave employment to 7,514 people and paid out $17,766,000 in
salaries and wages. The emphasis of agents and brokers is upon the selling
function, as is indicated by the fact that well over one-third of all their employees
were salesmen. They also operated on a relatively very small cost. Although
accounting for 19.2 per cent of all sales at wholesale in the grocery business, their

131668—33——3
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‘¢ént of their net sales.
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total expenses amounted to but 5.1 per cent of all expenses and averaged 2 per

Stocks on hand were negligible with agents and brokers,

which shows that very little storage of merchandise was necessary in the brokerage
‘business.

TABLE 6.—SUMMARY OF WHOLESALE GROCERY AND Foop-SpeoIALTY. TRADE
SraTisTics, BY TYPE oF EsTABLISHMENT-—UNITED StTATES: 1929

[Money values in thousands of dollars]

AGENTS AND | CASH-AND-CARRY | CHAIN STORE
BROKERS ‘WHOLESALERS WAREHOUSES
T%tnl
ITEM number or
Per Per Por
amount |\ Nyumber | cent | Number | cont | Number | cent
or amount | of |oramount| of |oramount| -of
total total total
‘N-um‘b'er of establishments. .......-- 13,618 1,851 | 13.8 302 2.7 234 1.7
Net sales .| $8, 118,041 || $1,761,994 | 10.2 $101,188 | 1.1 | $1,457,408 | 16.0
TOtR] EMPIOYOBS .« ncmce v e e memman 187,766 7,614 - 4.0 S L4141 08 16,819.| 8.9
alesmen, 51, 114 2,803 | 6.5 BL| 0.8 |ecmemmrmcccc|-renns
" Executives 7, 501 682 ] 0.0 98] 1.3 462 8.1
All other employees_.. : 129,061 4,029 | 3.1 1,034 ! 0.8 16,357 [ 12,8
Tota] salaries and wages. ...._..__. $320, 106 $17,766 | 6.5 §9.212 | 0.7 $24,196 | 7.8
Totsl expenses. $677, 246 4,200 | 6.1 $4 563 | 0.7 $50,705 | 7.5
Stocks on hand, Dec. 31, 1929, at i
cost 2. $600, 806 $10,881 1 1.8 $0,286 | 1.6 $61,971 | 10,38
MANUFACTURERS'|  VHOLESALE
EXPORTERS IMPORTERS | 00 b’ in A NGIES (gggggﬁﬁs)
ITEM . P : P P n
or er or er
Nu(;n;ber cont | NV uﬁb‘“ cex;t Numbert‘ ce?t Numbert
[s} of |oramount| of {oramoun
amount | uo4q7 | SMOULY | y4p0 total
Number of establishments....... 66| 0.5 385 | 26 2,816 | 17.0 4,778
Net sales. ..oueeuean-n mwnmmem——— $85,831 | 0.9 | $252,177 | 2,8 | $1,480,162 | 16,2 | $2, 660, 450
Total employees. ..o occcuememene - 608 0.4 8,88 2.1 39,059 | 20.8 83, (48
Balesmnen. ... oo enoaoeoaooee 185 ) 0.4 1,036 { 2.0 19,592 1 38.3 15, 809
Executives..cucena. e 51 0.7 278 1 3.7 1,081 | 14,2 3,411
All other employees.....cun-- 462 0.4 2,620 2.0 18 386 | 14.2 63, 828
Total salaries and wages..........| $1,378| 0.4 | $7,782| 2.4 $72,238 | 22.7 | $134, 356
Total eXDenses. .o uverennarenueas , 563 [ 0.5 $16, 686 | 2.6 $201, 558 | 29,7 $241, 648
Stooks on hand Deo. 31, 1929, at
[ S $2,265 ) 0.4 | $17,965] 8.0 $59, 959 | 10,0 $354, 142

Footnotes at end of table,
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TABLD 6.—SUMMARY OF WHOLESALE GRrocery AND Foop-Specianty TrADD
SrarisTics, BY TYPE oF EsraBLisMBNT—UNITED StaTES: 1820—Continued

[Money values in thousands of dollars]

WHOLESALE
WAGON DIS- ALL OTHER
MERCHANTS
(specialty) TRIRUTORS TYPES |
ITEM » P P
or er er
Nu(z)rrlber cent N u(z)n;ber cont N u(I)J; berk cent
amount |, (?Lra] arnount tc;)tral amount. t(%ral
Number of establishments. .- coovnomoemcamoopoacaaoes 8,140 1 23,1 178 L3 352 25
ot SAleS. o nne o ceca e JR PO $001,868 | 9.9 | $18,000 | 6.2 | $408, 560 4.6
Total SMPIOYEES . «nzureaccacccceccaec v mmm el 25,023 | 13,3 0241 0.5 9, 434 5.0
. Salesmen.. . - 7,821 | 15. 4 558 | L1 3, 085 6.9
Executives........- . 1,206 (17,1 451 0.6 186 2.4
All other employees o] 15,006 | 12.3 326 | 0.3 6, 213 4.8
Total salaries and wages.. .| $45,877 [18.7 $1,660 | 0.5 $14,045 4,0
Tota] XPONSES - i mmemmem e mmmmm e .| $01,787 | 13.6 $2,020 | 0.4 ] $20,468 4.4
Stocks on hand, Dec. 81, 1920, at eost 2o oonnennns $71,044 | 11.8 3670 | 0.1 $12,623 2.1

1 Includes 118 assemblers and country buyers with net sales of $14,425,591; 117 wiholesaling manufacturers,
$32,348,365; 31 district and general sales offices, $137,707,528; 28 cooperative marketing associations, $24,-
317,610; 19 purchasing agents and resident buyers, $125,531,513; 19 drop shippers, $5,708,340; 14 distributing
warehouses, $7,583,084; 4 export agents, $284,361; 8 import agents, $603,002; 2 cooperative sales agencles; 1
auction company; and 1 mail-order wholesaler, :

.1 Phis figure must not be confused with stock turn, which can not be computed from census figures, due
to lack of information on net profits. Computation of stock turn requires that inventory and sales figures
be on the same basis, either cogt or selling price. - Census figures for inventory are on a cost basis which is
not comparable with net sales figures. Lack of net profit information and, hence, of gross margins prevents
the conversion of sales and inventory figures to the same basis, Furthermore, stock-turn computation
should use average inventory figures which are lacking here. )

Manufacturers’ sales branches and chain-store warehouses were close rivals,
with 16.2 per cent and 16,0 per cent, respectively, of the total volume of business,
Both of these types of wholesale establishments are of great interest, not only
because of the large share of the business which they handled but also because
they emphasize the fact that wholesaling is an essential part of the marketing
process. Manufacturers who have attempted to reduce the number of links in
the marketing chain have found it necessary to set up their own establishments
for performing the wholesaling functions. Chain-store systems, which have at-
tempted the same thing but have started from the retail end, have also found it
essential to organize wholesale departments. These Tacts dre important to an
understanding of the distinction existing between wholesaling and wholesalers.
Wholesalers may be eliminated by integrated marketing devices bub not whole-
saling. These substitute systems must perform the wholesaling functions.

General-line wholesalers, chain-store warehouses, and manufacturers’ wholesale
branches differ largely in the degree in which the various marketing functions are
performed. Some idea of these differences are revealed by the statistics in Table
6. Chain-gtore warehouses, for example, had no salesmen, whereas wholesale
‘merchants had 80.9 per cent of all salesmen engaged in wholesaling, and manu-
facturers’ sales branches had 88.3 per cent.. The latter operated but 17.0 per
cent of all wholesale establishments and had but 16.2 per cent of total sales and
yet required 38.3 per cent of all salesmen. General-line wholesalers, in contrast,
‘had 85,1 per cent of all establishments, 29.2 per.cent of all sales, and 30.9 per
cent of all salesmen, or, in other words, were able to gell more goods with fewer
salesmen. One reason for this is the fact that manufacturers use their salesmen
in more than an order-taking capacity. Much of their work is promotional or
missionary. Wholesalers profit in part from such activities just as they do from
advertising by the manufacturers.
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Next in importaunce, as measured by sales volume, are the wholesale merchants
engaged in the speeialty grocery field. Included in this group of 3,149 establish-
ments are wholesalers of coffee, specialists in the flour business, bakery-producis
wholesalers, and other dealers who specialized in a limited line of grocery or food-
gpecialty items. The wholesalers in this classification accounted for nearly 10
per cent of the total volume of grocery and food-specialty sales.!0

The remaining types together accounted for less than 10 per cent of the total
volume of business. In order of their sales they ranked as follows: Importers,
district and general sales offices, purchasing agents and resident buyers, cash-
and-carry wholesalers, exporters, wholesaling manufacturers, cooperative market-
ing associations, wagon distributors, assemblers and country buyers, distributing
warehouses, drop shippers, import agents, export agents, cooperative sales agen-
cies, auction companies, and mail-order wholesalers.!! Of this group, special
interest attaches to two types—ecash-and-carry wholesalers and wagon distributors.

Cash-and-carry wholesalers, which were so classified only when more than 50
per cent of their sales were on a cash-and-carry basis, accounted for but
$101,188,058 in sales, This figure by no means measures the total volume of
cash-and-carry business, however, since many of the wholesale merchants operate
cash-and-carry departments. It is, nevertheless, noteworthy that this newer
phase of specialization in wholesaling has not succeeded in making as much head-
way a8 might be expected from the discussion it has received, The reason may lie
in the fact that few retailers can afford to call for their own merchandise.!?

Wagon distributors are another of the newer types. They numbered 178 in
1929, with net sales of less than $19,000,000, a relatively small amount. It may
be that this movement, whiech has become of so much popular interest in food-
trade circles, has made more progress since the census was taken. However, a
partial explanation of the small number of establishments may be due to defini-
tion and classification. Wagon distributors, for census purposes, include only
those establishments which maintained places of business. Many of the small-
scale wagon distributors were doubtless omitted from the census simply because
no separate place of business was operated. Thus, & truck kept in the driver's
garage at his home was not included in the census, Moreover, many manufac-
turer-owned outlets operated like wagon distributors. - These have all been classi-
fied on the basis of ownership as manufacturers’ sales branches. Finally, it
should be emphasized that the ‘census definition of wagon distributor does not
mean truck. Many wagon distributors operated fleets of trucks from a single
establishment. Each of these establishments has been counted as a single wagon
distributor regardless of how many trucks it operated.

There were 66 establishments, with sales of nearly $86,000,000, engaged in the
foreign trade which specialized in the exportation of grocery items. Here, agsin,
it should be noted that this figure does not include all exports but only those
transactions made by scparate wholesale establishments selling the major part,
usually 50 per cent or more, of their total volume in foreign markets. Manu-~
facturers who exporled directly from the factory are not included. Neither are
the export sales of wholesale merchants, importers, and other types of wholesale
establishments. There were also 335 establishments engaged in foreign trade
which reported over half of their business to lie in the field of importing. The

© T'ypieal examnples of specialty grocery houses are shown in the Appendix. Ses also Table 7 for a detailed
analysis of the lines of specialization.

u For explanation of these types of wholesale estahblishments see Bulletin Dlstributlon No. W.-100—
‘Wholesale Distribution, Delinitions and Classifieations.

12 One of the leading wholesale grocers, who Irimself operates a number of cush~and-cnrry houses in addi-
tion to his regular business, states as his belief that it is much more costly from the social point of view for
a large number of retailers to send their own trucks to a cash-and-carry warehouse than it is for a wholesaler
to send one truck out with the goods required by a number of retailers.
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same cautions apply to these establishments. The $252,177,340 volume reported
by specialized importers of grocery products does not measure the entire amount
of imports. Many other types of wholesale establishments engaged in importing
but did not specialize in it.

In this analysis, and indeed throughout this report, every- effort has been
made to keep the separate types of wholesale establishments as nearly homogene-~
ous as possible. For the sake of statistical comparison, it is essential that only
similar establishments be grouped together. For that reason, no establishments
have been classified as agents and brokers, cash-and-carry wholesalers, exporters,
importers, wholesale merchants, or any other type unless the bulk of the business
(usually 50 per cent or more) was transacted in accordance with the definition
established for each type. The extent.to which different types of wholesale
establishments engaged in other types of activities or performed multiple types
of operations is shown below.

Multiple types-of wholesaling.—It has long been realized that there is a certain
amount of overlapping in the type of functions performed by wholesale distributors
of grocery products. Brokers, for example, are known to engage in other than
strietly brokerage business, frequently selling to retailers in competition with
their customers, the wholesale merchants. The latter in turn engage in brokerage
or commission business at times, and again, as is shown elsewhere in this bulletin,
compete with their retail customers by selling direct to the home consumers.

Such activities are frequently condemned by the trade. For example, the
trade-practice rules of the national. grocery industry subscribed to by repre-
sentative brokers, manufacturers, wholesalers, and retailers, contain the following
reference to brokers, “ The industry recognizes as beneficial to the grocery trade
the work of the duly qualified food brokers, but condemns the practice of others
than bona fide brokers a.ctmg in that capacity and receiving brokerage
cormissions.” 18

The wholesale questionnaires used in taking the Census of Distribution pro-
vided for an inquiry into the degree and the extent of the differentiation in func-
tions performed by wholesale establishments. Obviously, oceasional departures
from standard practices would not be reported. In the grocery trade 489 estab-
lishments, with net sales of $535,865,249, reported that they engaged in two or
more distinet types of wholesaling activity, together with the extent of such
business. Included in this group were wholesale merchants, brokers and agents,
importers, exporters, cash-and-carry wholesalers, wagon distributors, drop ship-
pers, and a few miscellaneous types. These constituted but a small per cent of
all establishments engaged in wholesale grocery distribution. While they include
all establishments reporting these practices, it is probable that all which a.ctually
engaged in such practices did not answer this inquiry.

The overlapping of activities varied considerably among the different types of
wholesalers reporting. Some 257 establishments which were primarily wholesale
merchants reported more than a single type of operations. Only 28 of this group
reported as many as three different types of funetional activity, the other 229
establishments confining their operations to various combinations of one addi-
tional activity with that of wholesale merchant. The most frequent combination
was that of wholesale merchant and cash-and-carry wholesaling, with 68 estab-
lishments reporting such overlapping activities. Brokerage and commission busi-
ness was combined with straight wholesaling in 55 cases and 53 combined import-
ing with wholesaling. Other combinations included wholesaling and drop-
shipment business, 22 establishments; wholesaling and wagon distribution, 19
establishments; wholesaling and -exporting, 7 establishments. For all of the

18 Federal Trade Commitsion press release Mar. 14, 1932,




38 WHOLESALE DISTRIBUTION

wholesale merchants so reporting, over two-thirds of the business was merchant
wholesaling, the auxiliary activities being confined to approximately 30 per cent
of net sales.

Of the 78 brokers reporting multiple types of wholesaling, 37 engaged to some
extent in straight merchant wholesaling, 24 were importers as well as brokers,
6 were also exporters. The others reported a larger variety of combined func-
tions. Twenty-four of the 28 cash-and-carry wholesalers also engaged in straight
wholesaling. The remaining types reported various combinations, exporters con-
ducting straight wholesaling, importing and brokerage businesses with their
exporting; and importers combining straight wholesalmg, exporting, and brokerige
with their importing business.

The following tabulation indicates the extent to which different types of whole~
salers engaged in the same activities.  Wholesale merchants reported 69.26 per
cent of their sales on a straight wholesaling basis; 17.05 per cent on a brokerage
basis; 4.73 per cent, cash-and-carry; 4.10 per cent, importing; 2:48 per cent,
exporting; and 2.06 per eent, drop shipment sales. Brokers confined themselves
more exclusively to a brokerage business, the extent being 82.2 per cent. ' They
reported in addition 9.17 per cent of their business on a straight wholeaahng bnsm,
6.9 per cent as importers, and 1.61 per cent in export trade. i g

As noted above for wholesale merchants, all typesof wholesalers reported over
two-thirds of their business to lie in their primary field of wholesale activity, the
range being from 67.32 per cent cash-and-carry business by cash-and-carry whole-
salers to 83.13 per cent drop-shipment business by drep shippers. - The conclu'silon
seems warranted that overlappmg of- functlons among wholesalers is not ver
extenswe 1 S

Ex1ENT OF MULTIPLE TYPRS OF WHOLESALING BY 480 FeTABLISHMENTS IN THE
GroCERY TRADE—UNITED STATES: 1929

. . PER.CENT OF NET SALES DONE BY—
Num- e - T
_PRIMARY TYPE OF ESTAB- bsetr of Not sales | Whole v Cash- [Wag-
LISHMENT B oL sues | Wl | Bro-| Im- | Ex- | and."| ‘on’ [Drop| Al
‘ments . mer- kegs port- { port-| carry | dis- | ship- | other
chants érs | ers |whole-itribu-| ers |types
- salers | tors
o Total. oo iimcanes 499)| 8636, 885,249 ______ | | . PESEp
Wholesale merchants......... 257|| 241,769,607  60.28) 1708 ‘4.10] 2.48] 4,73 0,80 206 0.02°
Brokers. oo o.oooeoioo. - 78 91,575,168 9.17; 82,17 6.00] Le1]...._ . 0.01] 0.14]--n-in
Importers.._..... 70 86, 203, 142 843 2.09| 76.38/.13.13| 0.02| 0.13| .0.12[ 0.12
- Exporters.._........_.._.__. 21 38, 525, 727 6,60 2.49| 14.05| 72. 80) < nace]ovenfianas 607
Cash-and-carry wholesalers. . 28 15 004 0401 32.27).._._. 0,03+~ 67.32) 0.04] 0.18] 0.16
Wagon distributors - 18 6, 839, 620] 12.46{ 2.18|...._. 0. 06 61| 80, 74|--.--. -
Drap shippers. . 3 818, 819) 122 14,54 e 83,181 L11
All other types. . 10)| 84,140, 208) | T

GROCERY ESTABLISHMENTS, BY LINE OF GOODS HANDLED

In conelusion of the general summary of the establishments which operated in
the grocery trade, an analysis of the lines of goods handled is offered. (See
Table 7.)  Out of a total of 18,618 establishments, 5,878 operated in the general
line grocery trade. The sales of these establishments amounted to 51.6 per
cent of the total. The remaining 7,740 establishments, accounting for 48.4 per
cent of the total business, were divided among 21 lines of specialization. Thése
lines included bakery products, various lines of canned goods, coffee, lea and spices,

M Bee separate Bulletin ‘‘Multiple Types of Wholesaling, !’ - Wholesale Distribution, . Bureau. of tha
Census, for a more complete discussion of this subject.
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flour, soaps and soap powders, sugar, and other items. Apart from the miscel-
laneous group, the largest number of establishments specialized in bakery prod-
ucts, The largest volume of business, however, was reported by sugar whole-
salers. Second in rank, from the standpoint of sales volume, were the canned-
goods wholesalers, which are followed by those specializing in coffee.

Of those establishments handling a general line of groceries, agents and brokers
accounted for slightly over 9 per cent; importers, 0.6 per cent; manufacturers’
sales branches, 0.3 per cent. 'The remainder was largely in the hands of general
line wholesale merchants, which in Table 7, is included in the ‘“all other” group.
It is possible to determine the volume of specialized business in any one of the
21 lines and to determine the relative importance of each line as compared with
the total volume of grocery and food-specialty business. It is also possible to
determine which type of wholesale establishment was most important in & given
line of trade.” For example, of the 130 establishments specializing in soaps and'
soap powders, with sales of nearly $250,000,000, manufacturers’ sales branches
were the most important type of establishment. They accounted for 94.6° per
cent of all the sales by specialized soaps and soap powder establishments.

Such types as are shown in Table 7, agents and brokers, importers, manufac-
turers’ sales branches, wagon distributoi's, and, of course, specialty wholesale
merchants concentrated on specialized items rather than general-line groeery
products, although some of them carried & general line. The general-line grogery
products, however, are very largely in the hands of general line wholesalers and,
chain store warehouses, .
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LENGTH OF LIFE AND CONTINUITY OF OWNERSHIP OF GROCERY
ESTABLISHMENTS

A better understanding of the business institutions comprising the wholesale
grocery and food-specialty trade may be gained by a study of the age of the estab-
lishments and the length of time they have continued under the same ownership.
Each establishment reporting to the Census Bureau was requested to give the
date when the business was first established, together with the date the business
came under the 1929 ownership. The replies to these inquiries have beensum-
marized for four of ‘the more important types of wholesale establishments in
Tables 8, 9, and 10.

There are certain limitations upon the use of these statistics that should be
borne in mind from the outset. In the first place, they show only the life span
of a group of business houses which were in existence in 1930. Take, for example,
the 4,776 general-line wholesale merchants reporting to the census in that year.
All the statistics tell is that of this number, 26 were more than 80 years old, 234
were between 56 and 80 years old, 639 were between 31 and 55 years old, 1,147
were between 17 and 30 years, ete. . How many more general-line wholesalers
entered business and passed out of existence before 1929 can not be determined
from the census statistics. The same statement applies to all of the other types
of wholesale establishments. In other words, the stalisiics do not iell how many
Jirms were established in any given year, but only how many of those existing in 1930
Jirst started business in that given year.

In analyzing the number of business units out of a given group which were
established during the various periods of time and how long they have remained
under the same ownership, a number of interesting comparisons may be made
between the different types of wholesalers. Thus, in Table 8, it is seen that less
than 4 per cent of the general line wholesalers were 1 year old, as compared with
over 7 per cent of the specialty wholesalers, over 8 per cent of the manufacturers’
sales branches, and nearly 5 per cent of the chain-store warehouses. This gives
some idea of the relative recency of certain types of wholesale establishments.
While the evidence is not sufficient as a basis for determining trends, these statis-
tics indicate that specialty line wholesalers showed a larger percentage of total
establishments entering the field in recent years than did the other types. Slightly
over 54 per cent of all specialty wholesalers reporting in 1930 were 10 years old
or less. The chain-store warehouses showed 56 per cent established during this
period; general-line wholesalers had nearly 40 per cent, while less than 23 per
eent of the manufacturers’ sales branches were established during this decade.
In other words, nearly 46 per cent of the specialty wholesalers, 44 per cent of the
chain-store warehouses, over 60 per cent of the general-line wholesalers, and over
77 per cent of the manufacturers’ sales branches were more than 10 years old.
It might be concluded that specialty houses and chain-store warehouses are of-
more recent origin tharn the other two types of establishments, although other
faetors which are not shown by the statistics no doubt are present.

This is particularly true of chain-store warehouses, as further analysis indicates.
The two chain-store warehouses, for example. shown to be over 80 years old in
Table 8 could not have been correctly so called at the time of their establishment,
since there were no chains worthy of the name in existence at that time. A
glance at Table 10 reveals that one of these two has been under present (1930)
chain ownership only since 1929 and the other for not to exceed 10 years. The
conclusion seems warranted that these establishments started business as whole-
salers and were later purchased by chains. Much the same reasoning, no doubt,
applies to most of the chain-store warehouses which were established prior to
1900 or even later. The average grocery chain does not require a warehouse
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until it has built up a considerable number of retail outlets, There were very
few grocery chains which had reached.this stage of developxnent. prior to th.e
opening of the twentieth century and the number did not greatly increase until
after 1910.15 : .

TasLe 8,—LeNaTE or LiFe oF ESTABLISEMENTS IN THE GRrocErY AND Foop-
Seecravry Trave, BY Four Types—UniTED Sratms: 1930

- NUMBER OF ESTABLISEMENTS

Wholesale mer- | yop 100000 mer. | Manufacturers’ Ohaln-store

YEARS ESTABLISHED chgntﬂég;}neral chants (specialty) | * sales branches warehouses
Num- | Percent| Nuni- {Percent| Num- ;Percent| Num- | Percent

ber | oftotal | her.. | oftotal | ‘ber | of total ber | of tatal

TS 4778 | 100,0] 3,149 | 1000 2815 1000 284 |  100.0
L[ S S SUTN 181 3.8 228 2. 191 .82 11 4.7
2 §nm . 202 4.2 275 8.7 56 2.4 35 15.0
3 years.: 191 4.0 184~ 5.8 ‘45 1.9 @ 3.8
4 years. 178 3.7 164 4,9 38. 1.4 8 3.4
6 years - 188 3.9 167 - 50 23 L0 12 6.1
8-10 years..ououiuiu 971 2.3 698 22.1 ). . -186 80 55 2.6
11-18 years.. 747 15.7 336 10,7 169 7.3 34 4.5
17-30 years. 1, 147 24,0 601 19,1 849 36.8 40 17.1
31-55 years. 639 13.4 303 9.6 JB03 ) 217 19 81
568-80 years.___.., 234 4.9 122 3.9 68 3.0 [ 2.6
More than 80 years.. 26 0.5 24 - 081 55 2,4 2 0.4
Allother . Ccomeennes 77 L4 69 2.2 137 5.9 1 18

1 Established prior to 1924, but exact date not reported.

TABLE 9.~—CONTINUITY OF OWNERSHIP OF EsTABLISEMENTS IN THD GROCERY
. AND Foop-SpEciarry Trape, By Four Tyrra—UNiTep StATES: 1930

NUMBER: OF ESTARLISHMENTS

: " ‘Wholesale mer- Wh »
olesale mer-. | Manufacturers COhnin-stors
YEA%BW %Igggﬂl :“m ) °hﬂnt]§1f§)°“"ral chants (specialty) | sales branches warehouses
‘ - '
Num- |Percent| Num- |Percent |- Num- | Per cent| Num- | Per cent
ber | oftotal | ber |oftotal | bher | of total [ ber | of total
Total.omneeoeeoo . 47| 1000 8,140 100.0] 9,315| 100.0 234 1000
b U 200 6.1 382 12.1 1 769 . 32.8 19 8.1
2 years.... 331 6.9 348 11 5.0 44 3
Syears.__...... 269 5.6 235 w5 17}
4 JORIS. i muao 235 4.9 200 6.6 1]
b years.... 241 5.0 181 5.7 18
6-10 years. 1,136 23.9 724 23.0 68
11-16 years 7714 18.2 361 1.5 18
17-30 years 1, 052 22.0 405 16.7
31—5(5) ;:arg Bg(l) 7.8 138 4,4
BTS. ... . 6 N
Moro than 50 years. r S FIRst
All other = Y 54 L1 &7 18

% 8ame ownership since prior to 1924, but exact date not reported, .
15 According to a report on the © Growth and Development of Chain Stores' compiled by-the Federal

Trade Commission (1932), there were 21 grocery chaing in 1800 and 62 in 1910, as compared with 180 in 192¢
.and 315 in 1928, o . : . F ‘

¥
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The recency of certain types of wholesale establishments is shown in Table 9,
which points even more definitely toward the same conelusion reached above;
Of the 234 chain-store warehouses reported in 1930, 73 per cent had been under
the same ownership for 10 years or less. While some of theze may have been
established by chains and were later absorbed by other chains, it is likely that
many of them were originally independent wholesale establishments. A similar
situation prevails with manufacturers’ sales branches. Although less than 23
per cent of the 1930 total had been established in the preceding decade, 55 per
cent of the total had been in the hands of manufacturers 10 years or less. Many
of these must have been established earlier either by other manufacturers or by
various types of wholesalers and ‘were purchased by manufacturers who desued
to establish an integrated marketing system.

The interesting problems-involved in the foregoing discussion may be under-
stood more fully by an examination of Table 10, which presents a combination
of the statistics on date of establishment and date of present (1930) ownership.
To illustrate the use of this table consider the general-line wholesale merchants
with date of establishment prior to 1850. A total of 26 out of the 4,776 wholesale
business units existing in 1930 were established before 1850. Of the 26 but 4
had remained under the same ownership for more than 80 years. Eight others
lad remained under the same ownership since 1899 at least, 5 since 1913, 1 since
1919, and 8 since 1924. Again, 234 were established between the years 1850 and
1874. - Of this number 30 had continued under the same ownership since 1874 at
least, 53 since 1899 at least, 59 smce 1913 at least, and so on down to 5 since 1929.
" Parts C and D of Table 10 reveal the conditions that have developed in the
integrated types of marketing, and help to support the conclusion that the use of
manufacturers’ sales branches and eham—store warehouses are of comparatively
recent origin, For example, although there were 55 manufacturers’ sales branches
out of the total of 2,315 existing in 1930, which were established before 1850,
31 had been under the same ownership only since 1928.

Chain-store warhouses illustrate the same condition. Of the 8 established
prior to 1875, 5§ have been under the same chain ownerghip only since 1928 and
of the 19 which were established between 1875 and 1839 only 5§ have continued
under the same ownership since at least 1899.

The statisties in Table 10, dealing with manufacturers’ sales branches, are par-
ticularly significant from another angle, ' The yearly average of establishments
shows a great increase in the number of manufacturers’ sales branches starting
out in the closing years of the nineteenth and the opening years of the twentieth
century. The yearly average for the period 1850 to 1874 was less than 3 (68
establishments in 25 years). Between 1875 and 1899 this average had increased
to 20, and between 1900 and 1913 to 60. The average of 60 new establishments
per year between 1900 and 1913 needs a word of explanation. Many of these
- business units were probably not originally, manufacturers’ sales branches, since
but 205 of the 844 established during those years have remained under manufac-
turers’ ‘ownership since at least 1913. ' There were 539 which have been under the
same ownership only since 1929, Although it is true that there were, no doubt,
other establishments of which no record is here available, these facts have par-
ticular significance as indicative of increased activity on the part of manufacturers
in- establishing sales branches during this period. This conclusion is further
borne out by the fact that of the 503 units established between 1875 and 1899,
428 have continued under manufacturers’ ownership ab least since 1899.

These facts, together with the additional fact that the average number of new
establishments for which reports are available declined between 1914 and 1919
and again in 1925, following an increase between 1920 and 1924, after which it
has inereased up to and including 1929, indicate fluctuation in the use of wholesale
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brauches by manufacturers. Indeed some degree of correlation seems to exist
in these stabistics with the established fact that the era of the 90’s and the early
1000’s was characterized by a development of integrated industries or, to use a
common phrase, trusts.!® The early confidence in this type of business organiza-
tion was not supported by experience and there was a decline in its popularity
until after the war. In the past decade the old idea has been taken up again,
The emphasis in recent years has been on an increased integration of producing
and marketing units. .

TaBLE 10.—DATE oF EeTABLISEMENT AND DaTs of Prusznt (1930) OwNER~
SHIP— WHOLESALE GROCERY ESTABLISHMENTS—UNITED STATES

DATE OF ACQUISITION BY PRESENT OWNERSHIP

Yearly

DATE OF ESTAB~ s
LISTMENT Total e . o 1920 | 1914 1800 1875 1850 Prior| ap
1029 | 1028 | 1027 | 19261925 to | to | to | to ?
-| 1924 | 10191013 | 1809 | 1874 | 1850 other

A. WHOLESALE MERCHANTS (GENERAL LINE)

Total._..eomenn 4l 290 | 831 | 260 [ 235 | 941 |1, 186 { 774 {1,059 381 | 30 4 34
Yearly overage_.{...co.jj--c-on- 290 | 831 | 269 | 235 | 241 | 227 | 129 7 I O N amem

1850-1874 . _
Prior to 1850,
All other !

B. WHOLESALE MERCHANTS (SPECIALTY)

All other .

o tawo | ose tosslaoe | 181 ree! set
_______ 359 | 88 | 235 (209 | 181 | 145 | 60

228" 228-|.....|
275 | 14| 261
1841 12 3]
154 4 i3
187 {12 8
139 81] 25
56 8] M
431 80 1
12 18] 1B
5 3 3
....... 3 1
....... 4 1

a Established prior to 1924, but exact date not reported,
" 18 See Dewing, A. 8., Quarterly Journal of Economics, November, 1921,
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TasLs 10.—Dars oF EsTABLISHMENT AND DaTe oF PrEsENT (1930) OwNER-
8HIP—WHOLESALE GROCERY EstaBrisaMeENTs—UNrreEp Stares—Contd.

C. MANUFACTURERS' SALES BRANCHES

DATE OF ACQUISITION BY PRESENT OWNERSHIF

Yearly
ayar- 1020 | 1914 (1900 | 1875 | 1850 | Prior | ,q

980 | 1900 (1928 | 1027|1926 (1025 to | to | to | to | to ihert
1024 | 1619|1913 | 1890|1874 | 1850

DATE OF ESTAB- |,
-LISEMENT Totel

Total........... 2,818 ... 760 | 116 | 47| 0| 60| 254 | tes 24; 4380 49 |-, 141

1875-1809_ __.__
1850-1874. ... .
Prior to 1850.........
Allother1__.___..._.

1020-1924_ .
19141919 .
1600-1813. _
1875-1899. .
1850-1874_ _
Prior to 1850.
Allother3__.._ ...

! Bstahlished prior to 1924, but exact date not reported.

In conelusion of this phase of the analysis the following tabulation of the dates
of establishment and the dates of present ownership of all business units estab-
lished prior to 1850 and operating in 1930 as general line or specialty wholesale
merchants is of interest. This tabulation correlates the dates for the individual
establishments which have been summarized in the preceding tables.

Among these venerable institutions the oldest was a specialty house established
in 1730 but which has been under the latest ownership only since 1928. The
oldest establishment which lds remained under the same ownership since its
organization was also a specialty house established in 1790. Among the general-
line wholesale merchants, the oldest establishment was set up in 1787 but has been
under the same ownership only since 1923. The oldest general-line wholesaler
remaining under the same ownership since established was organized in 1810.
These dates corroborate the common belief that wholesaling extends back into
the early history of our country. They also reveal the fact that it is possible for
at least some business establishments to bridge the centuries.
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Dare oF ESTABLISEMENT AND DATE oF PrEsEnt (1030) OwNuRsuir vor 107
: WHOLESALE RSTABLISHMENTS ORGANIZED PrRromr To 1850

WHOLESALE MERCHANTS (GENERAY, LINE) . WHOLESALE MERCHANTS (SPECIALTY)
: : . of te of ' he Dato of Dais of
Number of establish- eggé?ish- }?I‘%ﬂgl&} NumbeIrn g§1 %gmblibh .| establish- | present
ments ment | ownership ment | ownorship

1787 1023 ) S 1730 1028
1785 18%4 }_ .| 1790 %700
1811 1921 - -
1819 1819 1.. . 1812 1822
1826 1905 1. - 1812 1824
1830 1330 1. - 1520 1
1832 1907 1.. - 1826 1803
1836 1921 1. .- 1830 1010
1838 1910 ... .|, 1830 1021
1840 1620 | S 1830 1022
1842 1842 1. ——— 1834 1005
1842 1891 L S 1884 1925
1842 1921 B D 1836 1929
1844, 1! ) 1838 1903
1844 1916 ) SO - 1838 1011
1845 1R88 1. - 1838 1918
1845 1801 — - 1840 1019
1845 1913 - - 1842 1012
1845 1924 1 - 1842 1920
1847 1847 1 - 1845 1
1849 1849 2 o 1846 1920
1849 1921 1 N 1846 1923

. b B 1840 1924

LOCATION OF WHOLESALE ESTABLISHMEN'I;S IN THE GROCERY AND
. FOOD-SPECIALTY TRADE

States and geographic divisions.—One of the most important problems from
the point of view of the sales executive is the location of the wholesale marketing
establishments. Much of this information has been covered in a general way. in
the State bulletins and in the United States Summary of Wholesale Distribution,
The few additional facts presented here should. prove to be both iliteresting and
valuable to all who are concerned with the wholesale grocery market;

The number of establishments and the net sales are presented for the entirg
grocery trade and for generai-ling wholesalers séparstely by geographic divisions
gf ;.het country and.by States. The following summary will serve as a point of

eparture: ' : S e

CouMpARISON OF SaLms BY WaorEsaLE GROCERY Esrarrisaments Wire Poryu-
LATION BY GEOGRAPHIC Divisiows, UniTep STATRS: 1929

X Per cent

of total | Fercent | 5 oo

GEOGRAPHIC AREA wholesale g"gnsél:;ﬁﬁ’ge of total
: g{g}zg;y wholesalers| Pep@ietion

United States.....__..
B 100.0) ° 100.0 100.0
New England. ...

Middle Atlantie_ .2 77T e s e o3 e
East North Centra). ne o4 2
West North Central i % 28
South Atlantie. .. 0.5 o 0
East South Cenira >r 3.3 e
West Bouth Central~ ) ! e Y
Mouatain. . 8.6 142 0.0

agific. oo 2.2 . b
: 10.2 R a7
MMMW
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" For all grocery establishments the Middle Atlantic States dominated; with
29 per cent of .the total business. Since this group of States contained: 21:4
per cent of the population, it is apparent, on the assumption that grocery trade
and population are closely related, that wholesale establishments located in-New
York, Philadelphia, and other Middle Atlantic trade centers sold in other sec-
tions of the country.’” New England and the East Noirth Central States, for
example, were probably supplied in part from Middle Atlantic cities, sinece each
hid s smaller percentage of the total grocery business than of the total popula-
tion, The same condition prevailed in the South Atlaniic and East Souih Central
States and the same explanation probably applies. The West North Central
States reported their percentage of grocery business as nearly eqiial to the popu-
lation percentage, and hence may be considered as practically self-sufficient.
In the West the Pacific States had 10.2 per cent of the total trade and but 6.7
per cent of the population. They no doubt supplied a part of the needs of the
Motntain and West South Central sections, where population percentages were
greater than percentages of total grocery business.

For general line wholesale merchants in the three northeastern sectlons——-New
England, Middle Atlantic, and East North Central—the percentage of business
reported fell from 2.3 to 5 points below the population percentages. This was,
no doubt, due.in part to the fact that other types of wholesale establishments;
such- ag ghain-store warehouses and manufacturers’ sales branches, had secured
a larger share of the business in those territories. ~All of the other sections had
larger perceritages of sales by wholesale merchants than they had of population.

In the South Atlantic and East South Central divisions the differences betweet
percentages of wholesale sales and total population were very small for general-
line wholesalers, and it may be assumed that these States were approximately
self-sufficient. In.the remaining sections the surpluses of sales over population
percentages were considerably larger and indicate that the generalline whole-

. sale merchants must have covered larger territories than their own geographlc

divigions. Hstablishments. in the West North: Central section, no doubt, cov-.
ered a part of the East North Central States. In the remaining sections—
Pacific, Mountain, and West South Central—the explanation may lie in the fach
that general-line wholesalers located in coastal cities or near. the Canadlan or
Mezxican borders frequently engaged in some exporting.’? - :
- It is significant to note that there was considerable varmtmn between the
different sections, due ‘to the composition of wholesale trade. Thus, in the
Middle Atlantic States, general-line wholesalers accounted for but 16.5 per cent
of the total volume of business in groceries and food specialties, as compared
with 56.5 per cent in the Mountain States. The extremes by States were 10.2
per cent by general-line wholesalers in Rhode Island to 96.7 per cent for the
same type of wholesalers in Nevada. (See Table 11.)

Further examination of Table 11 shows that New York was the leading State
in both total volume of wholesale grocery business and in sales by general-line
wholesale merchants. * California, was second in total sales and fourth in sales
by general-line wholesalers, although occupying sixth place in population. Penn-
sylvania, which was the second State in population, held third place for both
total grocery sales and sales by general-line wholesalers. Texas, the fifth State
in size, had second place in sales by general-line wholesale merchants, although
ranking ninth in total volume of grocery sales. For the country as a whole,
however, there was a fairly even distribution of the total grocery business among
the several States on the basis of relative population. - The distribution was also

o Bee next footnote 19 and Table 11 for basis of this assumption,
18 Wholesale merchants performing multiple functions reported 2.48 per cent of their sales to be export

business. See preceding section.



48 . WHOLESALE DISTRIBUTION

uniform for general-line wholesale merchants, much more so than was true of
the relation between sales and population in such trades as radios and hard-
ware. In fact, the correlation between grocery sales, both total and for general-
line wholesalers, and population was unusually high.1?

TapLe 11.—WnoLesars CGrocerY AND Foop-Semcianry TRADE, BY STATES
AND GrograPHIC DivisioNs—UNrirep Stares: 1929

ALY, TYPES OF ESTABLISHMENTS WHOLESAI._E lAIE_RCHANTS {GENERAYL LINE)
Net sales Rank in Net sales Por
- V1 |~
DIVISION AND STATE I]jelfgf %91%1{ cent | Rank
estab- c};gi Val.| Pop-| estab- Pfl;; Sfﬁf hﬁ
lish- | Amount | 52" | FOUl wla- | Jish- | Amount [ ©9¢ | Sle8 | vol.
ments total | | tion | ments total tygos e
United States.___. 13, 618 ($9,118,641,288 [100.0 |.____|._.__ 4,778 $2,860,450,140 [100.0 | 29.2 | ___ .
551,273,078 | 6.0 || ____ 29 | 115,100,886 | 4.6 | 20,0 [ .
44,220,864 | 0.5 1 87| 35| “ag| 20,207,013 | 0.8)45.0 77734
10,720,004 | 0.1 46 42| 22| ‘8,003,026 0.3([80,2| 43
11,830,802 | 0.1 45| 46| 13| 58000036 | 0.2)49.0| 48
368, 543,220 | 4.0 8| 125| 66164,488 | 21|162| 20
Rhode Island. . 9| 45,162,454 | 05| 36| 37| ‘12| 4,010,583 | 0.2)10.3] 47
- Connegticut. 70,700,674 | 0.81 31| W) 44| 1o624870) 0.7{27| 36
Middle Atlantic. 2,640, 851,776 | 20.0 .|, 645 | 436,192 041 | 16,4 | 165
ew York... 1,813,977,203 1199 | " 1'[ 17 208 | 208,501,880 | 7.8 | 1L5 | 7]
New Jersey... 201 (175,050,807 | 19| 13| 9| Tes| ez064682| 24 (36.4| 15
Penngylvania 651, 623, 7.2 3 2 281 105’545‘(}20 8.2 26,4 3
East North Central 1,742 025, 648 | 1001 | [ ] 584 | 443,370,420 | 10,7 | 25,5
i, oo 464,823,325 | 5,0 {514 133 | 120,470,085 4.3 2501 78
Indiona. 127,015,128 | 14 20 1 92| 49155714 | 1.0 387 28
Tllinofs.. 028,426,498 | 6.9 4| 3| 70| 142544488 | 5.4 ) 227 &
Michigan. . 347,007,160 | 3.8 | 8 7| 09| 7L528 210 27| 2006 g
Wisconsin 174,754,435 | 1.9 14| 13| ‘80| "40/671.334| 22841 18
West North Central . D45, 601, 717 | 105 {... 40| 846,877,270 | 13,0 | 36.2
Minnesote 207,721,000 | 2.3 | 11) 18| 8] a4v,200082) 2.2) 2.6 ip
awa......... 138,883,570 | L& | 10| 19| 73| 64172623 24460 14
Missouri..... 309,837,740 | 4.4 | 6 10| 133 | 03434073 | 3.5 |24 7
North Dakota.. 23,691,607 | 03| 41| 38| 33| 10,893,735 0.7 | 8.0 35
South Dakots 20,790,957 | 0.2 42| 36| 27| 15215847 | 0.0 72| 3
Nebraska... o0z | 0.9] 27| 32| & | sozesit| 10|66 o9
. Wansas..... 81,027,406 | 0.9| 28 ( 24| 65| 450613300 | 1.7 | 56.3 5
South Atlantic, 885, 765,082 | 9.7 1,048 | 353526 908 | 1.8 | 909 |2
Delaware.. - 1| 5306881 | 0.1] 387 2 801, 01080 18
Maryland....._._>_ 2. 195 | 184,470,785 | L8| 16| 28 | 55| 26754803 | 10|163| 33
District of Columbia.| 45| 50,755,344 | 0.6 | 35| 41 5803177 | 0.2 |14 | 45
Virginia -l 3091 137,442156 1 L5 187 200 1521 50,020,000 | 1.9 | 864 24
‘West Virginia 176 | 09,680,681 | 0.7| 32| 27| ‘8| 46804380 | 1.7 657
North Carolina. 855 | 117,872,005 | 13| 21| 12| o85| 68020221 | 2.6 | &7 i
South Carolina. 01| 535008 | 0.5] 34| 35| 190] 33200850 | o9 o s 5
Georgia.._..._ 872 | 188,747,008 1 21| 12| 14| 219 77210'8es | 20| 40
Florida, . 260 | 100,044,904 | 11| 24) 31| 713 \ 730, 0 | 43,7 o
EastKSm?h Gs 043 | 428,810,700 | 4.7 1 ;12'31;2;1; 5 %%Z 29
antiicky. 219 | 108,606,681 | 127937177 787 “hg ooy : 189
Eenticky 3| iRl L2 B I dar | e | Lo | 408 |
Aahesser 2| L0002 1 8| o7730,004 | 256|428 12
Mississippi. w2 | ziasen| 08| 30| | | Shynosr) 20| i8| 2
West South Cen 1,462 | 780,807,045 | 86 |..._. ceen| B 878'073'%1 Lfg 5239 1
28| 80,857,201 | 101 25| 25| 162 ev765.857 ] 2.8)69.1] ia
288 244,086,670 | 27| 10| 22 63| 71408844 ] 27305 0
42| 10,516,137 L2| 22| 21| 107| 61845451 | 2.3 | 26.8 1
086 | 335,047,957 | 37| 9| 5| 303| 184070070 | o0l 54 !
478 | 202,445,608 [ 22| | 200 | 114,420,004 | 4.3 5’0'2 2
74 23,010,687 | 0.3( 301 30| 84| 1028V 258 | 0.7 |oxw |E
50 19,800,790 | 0.2 43| 48| 18] 12525395 | 0.5 63, P
7,816,162 1 0.1 47| 48| I5| 71906045 | 0.3 gzg i
1491 71,084,387 | 0.8| 0| 88| 51| 92430054 | 1.9 |4F Fh
4 %g%g% 02l &) 45| 2 1522028 | 05|79 o
ai'gé?;:é% 03| 38! 1 & ii’,i‘é%é‘%? AR 3
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oo | LTl s s 26,046,200 | 11 (42.0| 32
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19 i 4
hon lﬁn:?:;e‘laa;l;?a :;eﬁgée:i oofﬂ;).?dsg »;'%sgfoulud to exist between total sales of grocery wholesalers and
elliclent of 0.926 between sales of general-line wh )| A
lation by States. The rank difference method s cooolant ooy s and popu-
5 was used. (A correlation coefficl
-1or —1. 'The nearer the coeflicient a; g0 of corpairais prom 0 to
b pproaches +1 or —1 the greater the degred
Botb of the above coefficients, therefore, indicste a very high degree of corre]ngtiozo)t corelation indioated.
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Leading wholesale centers.—The leading wholesale centers in the grocery
trade, with one exception, have been selected on the arbitrary basis of sales
. volume, All cities with grocery and food-specialty sales of $50,000,000 or more

were ineluded. The only exception was Denver, Colo., with sales slightly under
$50,000,000 but with an important strategic location for wholesale trade. A
total of 28 cities representative of all sections of the country are listed in Table 12
in order of their rank by population. These cities together accounted for over
$5,000,000,000 in grocery sales, which was 58.5 per cent of the total for the
United States. (See map in front of bulletin.)

It is highly significant that there was a fairly even distribution of grocery
business among these cities as compared with their populations. New York and
Chicago were in the lead, followed by San Francisco, Philadelphia, and Boston.
For the 28 cities as a whole, the correlation between sales by grocery and food-
specialty wholesalers and population was 0.79, not as high as was true of the
correlation by States but indicating a very marked degree of cotrelation and a
most uniform distribution of grocery wholesaling.

In addition to the foregoing facts, Table 12 presents a breakdown of total
establishments into the different types operating in each city. This information
should prove of much value in formulating selective distribution campaigns,
Among the more important facts revealed is that there was considerable variation
in the number of establishments of different types located in the 28 leading cities.
Stightly over one-third of all grocery establishments were found in these cities, as
compared with nearly 100 per cent of the exporters, 90 per cent of the importers,
and about 60 per cent of the brokers. On the other hand, only about 16 per
cent of the general-line wholesale merchants were found in those cities, 21 per
cent of the wagon distributors, 30 per cent of the manufacturers’ sales branches,
and 41 per cent of the chain-store warehouses. The explanation of these differ-
ences is not difficult to find. Agents and brokers specialize in the selling function
and seldom maintain warehouses. The best locations for them are the large
cities where an office in the heart of the trading and industrial section keeps them
in close touch with buyers and sellers. The exporters and importers, of course,
are located in the seaport cities and near the Canadian and Mexican borders.
The 28 selected cities include practically all of these exporting and importing
centers. On the other hand, wholesale merchants, manufacturers’ sales branches,
and chain-store warehouses find many advantages in locating close to the con-
suming centers. One of their major functions is to maintain storage reservoirs
for the current needs of their localities.. While they assemble goods in earload
lots and, therefore, secure minimum freight rates, they redistribute them in small
shipments which would be a costly process for long hauls, The wagon distributors
cover an even more restricted territory, since their sales are made by truck-driver
salesmen who take orders and deliver at the same time. A reasonable trucking
range probably seldom exceeds 75 miles, and is usually much less.

The statistics in Table 12 should be used in conjunction with the State bulletins
on wholesale distribution to gain the maximum benefits in formulating whole-
sale trading areas. :

131668-—33——4
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“ Extent of sales territory radiis.—In addition to the foregoing statisties dealing
Wxth the location of the wholesale establishments operating in the grocery and
food-specialty trade, a special analysis has been made of the extent of 'the sales
terrxtory or the distance from the trading center which wholesale distributors
traveled in securing business. Eighteen cities have been selected for this phase
of the study, primarily on the basis of their important geographic location as
representative of every section of the United States.

The information on sales territory radius covered regularly has been summarxzed
in Table 13, which shows the total net sales for each of the 18 cities for all whole-
sale establishments in the grocery and food-specialty trade and for general-line
wholesale merchants in that trade. A breakdown is provided which shows the
percentage of the total business secured by such establishments eonfining their
sales within a sales territory radius of 75 miles, the cumulative percentage
secured within radii of 150 miles, 250 miles, 500 miles, and over 500 miles but
not national. The per cent of the total business which was done by establish-
‘ments reporting a nation-wide sales territory is shown sepa.rately, a8 is the
remaining business, which is largely exporting.

To illustrate, the tofal business transacted by all grocery estabhshments
located in the 18 cities was $4,542,126,221. (See Table 13a.) Of this total,
31.6 per cent was sold by those establishments which operated within a radiug
of 75 miles from the several cities. Bstablishments which covered a territory
with a radius of as high as 150 miles on the average, inehiding those that kept
‘within 75 miles, secured 44 per cent of the sales, and those going as far. as 250
‘miles secured 55.8 per cent. In order to secure 66.3 per cent of the total business,
"8/ sales territory of 500 miles radius had to be covered, and it was not until the
average sales territory was greater than 500 miles that as much as 81.7 per cent
of the business was secured. The remainder of the total consisted of 10:9 per
cent sold by establishments reporting national coverage and of 7.4 per cent whlch
was chiefly export sales. . There is a wide variation in the distance that must be
covered by wholesale estabhshments of all types in the 18 cities as is shown in
Table 13a.

Sales territory radius for general-line wkolesale merchants ~The statzstzcs for
general-line wholesale merchants are even more interesting and lmportantx
Wholesale merchants constitute a much more homogeneous group, gince they
congist very largely of establishments selling to the retail trade and: facmg similar
problems of sales and dehvery " A glance at Table 13b shows that genera.l-hne
wholesale merchants secured a larger per cent of their business from néarer homie
than was true for the total of all types of wholesale establishments. In only 3
.of the 18 cities did the general-line wholesalers report sales to forelgn countries
and in only § did they show nation-wide coverage. These statistics" ‘should
prove of unusual value to wholesalers and to manufacturers in working: out
improved sales policies. The figures should be used in conjunction with those
of the retail census, a5 well as the State bulletins on wholesale distribution. The
‘high degree of correlation between sales by general-line wholesalers and popula-
tion, noted in a previous section, should prove to be an-important consideration
in the use of these sales territory figures. For similarly located communities,
it is reasonable o assume that much the same factors prevail as shown in this
analysis. At least these figures form a basis for a more intelligent approach to
the wholesale-sales-territory problem than has been possible heretofore. |
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TaBLE 13.~—SALES-TERRITORY RADIUS ! REPORTED BY ESTABLISHMENTS IN THE
WhaoLssALE GroceEry aND Foop Sercravty Trape—Erearsen CImies,
Untrep SraTes: 1929

Per cent of net sales made by establishments whose sales
territory extended from their respective locations to &

radius of;
eIy . .
(Arranged according to popu- Net sales . Over 500 miles
lation) Not Not Not Not
aver over over over All

75 150 250 500 (Butnot .| other 2
miles | miles | miles | miles | nation N n‘tlon
wide | Wwide

A—ALL TYPES

Total for 18 cities. _..... $4, 542, 126, 221 8.6 4.0 55.8
New York, N. ¥ omeees 1,374, 769, 787 35.0 39.3 | 425
Chieago, Ol _ooovoeeean 506, 128, 664 24,9 44.3 §6.3
Philadelphia, Pa_. ... 318, 441, 769 43.4 63.0 | 09,5
Datroit, Mich .o cocennona. 228, 997, 247 55.6 75.0 85. 1
Los Angeles, Oalif_ . 204, 807, 833 312 46.7 | 68,4
Cleveland, Ohio. . ... ... 140, 308, 149 56.4 77.6 84.8
St, Louis, MO.-oemmmeeneaae 1685, 461, 479 21.9 59,71 78.6
Baltimore, Md......cooo. 138, 349, 434 26.7 52.2 57.4
Boston, Mass-.occocuauonen.. -- 250,422,832 28,7} 32,2 82.9
Pittshurgh, Pa. .o oceoeeeo 166, 049, 803 41,5 86.4 92.8
San Francisco, Calif_.._._.._. 360, 869, 562 15.5 19.0 20.3
Milwaukee, Wis.__.......... 103, 125, 678 19. 4 22,1 515
Buffalo, N. Y. ooo. 79,791,359 | 30.9 8.7 | 99.2
New Orleans, La....ooo...... 184, 801, 735 10,6 4.1 22.9
Seattle, Wash.__...ooooioon 115 263,073 | 25.1 31.3| 47.1
Denver, Colo. 48, 535, 031 5.8 14.1 38.5
Atlanta, Ga. .. 74, 986, 119 24.7 30.9 63,2
Dallasg, ToXooem e acanenn 80, 018,.687 18.0 25. 5 51.0

N—WHOLESALE MERCHANTS (GENERAL LINE)

Total for 18 cities_ ...... $811,870, 717 | 447 52.0 e2.7 74.1 88,8 9.2 28
New York, N. Y 123, 368, 182
Chicago, Il 90, 416, 700
Philadelphia, 46,074, 331
Detroit, Mich. 22,708, 943
Los Angeles, C 51,515, 908
Cleveland, Ohlo 23, 332, 810
8t. Louls, Mo.-- 31, 544, 927
Baltimore, M(¢ 17,178, 110
Boston, Mass. 14, 814, 301
Pittshurgh, Pa 24, 123, 946
San Franelsco, Cal 63, 741, 051
Milwaukee, Wis._. 24, 742, 062
Buffalo, N. Y._._. 12,335, 924
New Orleans, La._. 18,032, 070
Seattle, Wash... 25, 254, 015
Denver, Colo. 16, 235, 585
Atlanta, Ga._. 6,579, 336
Dallas, Texoc cocunoae 11, 201, 720

! The lenzth of the sales-territory radius does not mean that the sales territory Is circular. It mny be
only a segment of & circle, as is true of a seacoast city or where competition restricts sales effort. Further-
more, the territory radius does not mean that the trade is not secured locally, as woll as at all points within
theradius, Ifagiven city shows no business for a particular radius, such as 150 miles, for example, this does
not mean that the territory was not covered, but merely that no establishments in the city reported that
particular radius {or their sales territory, The territory was either cgvered by establishments reporting a
longer radius for. the same city or, in the absence of the latter, by establishmentsin other marketing centers,
The chief value of thege statistics is that they indicate how far from the home city trade is sought and the
volume of business of the concerns operating within a given radius.

! Includes establishments engaged in foreign trade, in domestic and foreign trade, and n few establish-
ments that did notreport the sales territory covered. In Seaitle a large share of the business by whole-
salo merchants (general line) was in sales to Alaska and the Orlent.
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- Sales analysis, wholesale grocery and food-specialty establishments. Commod-
ity sales.—In an earlier section of this report, an analysis was made of the dis-
tribution channels through which grocery commodities were sold. A% this point,
a different sort of commodity analysis is presented for the purpose of showing
what commodilies were sold, and in what proportions, by wholesale establishmends
which specialized in the grocery trade. As indicated previously in this report,
grocery commodities were not handled exclusively by the grocery trade. Con-
versely, the grocery trade did not limit itself to grocery commodities, but handled
a variety of other merchandise. Table 14 shows the commodities that were
reported by wholesale establishments specializing in the grocery trade. The
first part of the table summarizes the total net sales, total commodity sales, and
total detailed commodity sales. This part of the table shows the per dent of
commodity coverage or the per cent of net sales which was reported on a com-
modity basis, both for major commodity lines and for detailed commodity items.
These facts are given for each type of wholesale establishment. They reveal
that 92.9 per cent of all sales in the grocery and food-specialty trade were reported
on a commodity basis in greater or less detail. The commodity coverage for
all detailed commaodities combined averaged 78.7 per cent for all types of estab-
lishments. General-line wholesale merchants, a group which accounted for the
largest share of the business, reported & commodity coverage of 86.2 per cént for
the major items and 66.0 per cent for the detailed items. The highest percentages
were reported by eash-and-carry wholesalers and importers, 99.8 per cent and
99.6 per cent, respectively, of their sales being reported by the major commodity
lines ahd 83.9 per cent and 99.4 per cent by the detailed items. Thie lowest were
reported by specialty wholesale merchants, with 74.8 per cent of their sales shown
by major lines and 72.9 per cent by detailed commodity items.

The commodities are listed in the stub of the main part of the table. The
arrangement of the commodity items follows that used in Table 4. The major
commodity lines appear first, Bakery products being an example. Under the major
lines are listed the detailed commodity classifications. - Since the detailed informa-
tion is Jess complete than that on major commodity lines, the first item under each
of the major lines is the unitemized total. To illustrate, under the heading
Bakery products appears first, Bakery products not itemized. - This is followed by
the detailed items Biscuits and crackers and Other bakery products. (See table
14h)

The first column in the second part of Table 14 gives the dollar volume of
commodity sales. The second column shows the per cent of the total commodity
sales ‘which each item constitutes. Bakery products, for example, made up 4.7
per cent of the total, and Canned goods, 13.4 per cent. The detailed commodity
items, as well as the major commodity lines, are shown as percentages of the same
total. If it is desired to know what percentage a detailed commodity item is
of & major commodity line, it is necessary to divide the percentage for the given
item by that for the major line. Milk and cream, for example, made np 0.2 per
cent of total commodity sales, while the major line, Dairy products and eggs,
accounted for 5.0 per cent of the total. Milk and cream, therefore, made up 4
per cent of total sales of Dairy products and eggs (0.2 divided by 6.0). The tofal
figures in dollars are perhaps less significant than the percentages since the latter
show more clearly the relative importance of each item in the list of commod-
ities handled by wholesale grocery. establishments.

In the remaining columns of Table 14h each type of establishment is shown
separately, together with the composition of its sales, This table answers the
questions: What items make up the average stock in trade of the general-line
wholesale merchant; what does the chain store warehouse handle; how does the
manufacturers’ sales branch differ from the other types of wholesale ouflets in
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variety of merchandise sold? The following summary illustrates the use of thifs
tabulation. .

PER CENT OF TOTAL COMMODITY SALES

compoDITY nvygrlgll;ifgég m}g%f:gig Chainstoro
(gﬁggal (specialty) wurohouseg
LT U, 100.0 ©100.0 100.0
Bakery produets. .. . 13; . lg' g ég
Canned goodS. ..o .- 88 &0 e
Cigars, cigarettes, and tob 69 e 28
Confectionery and soft drinks.. . -1 R o
alry products and eggs '8' 9 &2 e
Pish and sea foods., . 5 b e
Fmits and vegetables (fresh and dried)} 4.6 3 e
Groceries. . __.......__ R 47,8 Bg, g &
é&{eats anéitmi?ag: produc ke ; g ¢.8 3
oaps and tollet preparatio 3. .
All other commodities..... 7.0 0.6 48

. Bakery products were but a small per cent (0.7) of the sales of general—lix?e
wholesale merchants. - Specialty. houses carried a much larger per cent, as did
chain-store warehouses (5.0 and 4.5, respectively). Both general-line anq
specialty-wholesale merchants reported a much larger per cent of canned goods
than did chain-store warehouses (18.8 and 16.6, as.compared with 6.4). General-
line wholesalers sold more than twice as much confectionery and soft drinks as
the other two types combined. In addition to the above items, it might ‘be'
pointed out that general-line wholesalers handled substantial amounts of dairy
products and eggs; fruits and vegetables, fresh and dried; cigars, cigarettes, and
tobacco; and soaps and toilet preparations. Specialty houses sold even more of
the first two items and for chain-store warehouses they constituted larger per-
centages of the total business than for either of the other two. Chain-store ware-
houses also handled a fairly large ratio of cigars, cigarettes, and tobacco, although
not as much as the general-line wholesale merchants. On the other hand, ¢hain-
store warehouses reported much larger percentages of meats and meat products
than was true of the other two types.

TasLE 14A.~—CoMmopiry COVERAGE BY TYPE oF ESTABLISHMENT FOR GROCERY
: AND Foop-SPEcIALTY E8TABLISEMENTS—UNITED STATES: 1929

TOTAL COMMOD-
ITY SALES—MA- | SALES IN DETAILED

Num- JOR COMMODITY | COMMODITY ITEMS
ber of ' LINES ¥
TYPE OF ESTABLISHMENT elstub» Net sales :
ish- -
ments ; Amount |Percent] Amount |Percent

(thousands | of net | (thousands| of net
of dollars) | sales | of dollars) | sales

Dokl oo ool 13,818 | $6, 118, 641, 283 | $8, 475, 108 02, $7, 174, 010 8.7
.gents and brokers....._....._._______ 1,751,003, 419 | 1,745,002 X 1, 622, 081 02,6
Cash-and-carry wholesalers. 362 101, 188, 058 100, 941 84,033 | . 83.¢
Chain-store warchouses. __ 1,457,408,202 | 1,447, 553 1, 182, 456 81,1
Exporters._.......__. 85, 831, 000 "84, 609 5 82,184 06, 8
Importers. .............0 . 252, 177, 340 251, 235 250, 731 09,4

Manufacturers’ sales branches..
"‘VNV%gclm ('%istribuﬁorst,,.(_ ...... Ty
olesale merchants (general line) 2,660,450,140 | 2 72
Wholesale merchants (speclalty)...___|- 8,149 | 901 862, 528 ’ggij et
All other types........._ e —— 352 408, 560, 314 402, 965

1,480,163, 243 | 1, 46, 938 1,282, 418 86. 0
18, 998, 940 18, 710 18,
1,756, 813 66,0
657, 640 72,9
237, 234 58,1
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60 WHOLESALE DISTRIBUTION

General sales breakdown.—This section deals with a breakdown of the sales
of the different types of wholesale establishments into gross sales, returns and
allowances, net sales, credit sales, sales to home consumers, and sales of goods
manufactured by the wholesaler.

A general summary shows that less than 1 per eent of net sales of all estab-
lishments in the grocery and food-specialty trade consisted of goods returned
by and allowances made to customers. For all types of establishments com-
bined credit sales were less than 50 per cent, sales to home consumers aboub
one-third of 1 per cent, and sales of goods manufactured in the wholesale estab-
lishments three-fourths of 1 per cent, The extent of these elements of whole-
salers’ sales are analyzed in detail in the following pages.

Returns and allowances.—Although constituting but a small percentage of
net sales, returns and allowanees amounted to the very substantial sum of
$79,425,841. Of this total, general-line wholesale merchants and manufac-
turers’ sales branches reported the largest percentage, with combined returns
and allowances amounting to more than $56,000,000. To determine as acou-
rately as possible the percentage of returns and allowances to net sales, Table
15 shows separately the number of establishments which reported returns and
allowances together with their net sales. Thus, out of a total of 13,618 estab-
lishments, but 3,996 reported returns and allowances. For these 3,006 estab-
lishments, the total amounted to 2.9 per cent of their net sales. Apart from the
miscellaneous types of establishments the highest percentage of returns and
allowaneces was reported by the 19 chain-store warehouses which gave informa-
tion on this subjeet. Five and two-tenths per cent of their net sales (at whole-
sale values) consisted of returns by or sllowances made to the retail stores. It
is probable that a large proportion of this consisted of allowahces made for
spoiled or otherwise unsaleable merchandise. For manufacturers’ sales branches,
this item amounted to 8.5 per cent of the sales of those establishments (nearly
half) which reported returns and allowanees. The lowest per cent was in the
case of exporters, 15 of whom reported returns and allowances of some $40,000,
which was 0.6 per cent of their net sales. General-line wholesale merchants
reporting on this item showed 2.4 per cent of their sales to be returned by cus-
tomers, or to consist of allowances made to customers. A slightly greater per-
centage (2.7) was reported by wagon distributors. The remaining types, in
order of the extent of this practice, were importers, 2.3 per cent; wholesale
merchants (specialty), 1.9 per cent; agents and brokers, 1.6 per cent; and cash-
and-carry wholesalers, 1.1 per cent.

Although the relative extent of returns and allowances in the grocery trade
was not great, as compared with the hardware trade and the paint and varnish
trade, where the percentages are 8.9 and 3.1, respectively, and where the range
was from 2.1 per cent to 7.8 per cent in the hardware trade and from 2.3 per
cent to 7.9 per cent in the paint and varnish trade, it nevertheless amounted

to a substantial volume of business and constitutes a potential source of loss
if not carefully watched.
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Tspre 15.—RETURNS AND ALLOWANCES, BY TY¥PE OF ISTABLISHMENT—
GrooERY AND Foon-SPECIALTY TRADE UnireEp SraTES: 1929

ESTABLISHMENTS RE~
AUL ESTABLISHMENTS [| PORTING RETURNS RETURN?&?EDS ALLOW-
. AND ALLOWANCES
. Per
cent of
TYPE OF ESTABLISHMENT per | Sales
cent made
I\ﬁ?' Net sales I\{)uelgl' Netsales | Amount | of aél lggr’f_
ne B
in
sales ostab-
. lish-
N ments
TOtAL e 18, 618 |39, 118, 841, 283 || 3,898 (32, 720, 837, B61 {879, 426,841 | 0.9 2.9
Agcnts end brokers. . .......... 1,851 { 1,751,008, 418 102 05,610,472 | 1, 568, 709 01 16
Cash-and-carry wholesalers 362 101, 188, 058 " 40 26, 831, 704 297, 337 0.3 S L1
Chain-store warchouses.....___| =~ 234 1, 457, 408, 202 19 25, 501,441 | 1, 325,881 0.1 5,2
Exporters. .ocooooo.._ . 66 5, 83 1, 009 15 8, 897, 432 40,043 .. ... 0.6
ImpOrters. . ooo—weeoooooooan 335 252 177,340 149 02,395, 247 | 2,151,308 0.9 2.3
Manufacturers’ sales brunches 2,315 1, 480, 162,243 ] 1,034 790 434, 785 | 27,650, 324 1.9 3.5
‘Wholesale merchants (gaueral ' i
4,776 | 2,660,450, 140 || 1,652 | 1, 224, 464, 745 | 28,776, 986 L1 2.4
3,140 901, 862, 528 878 376, £80, 763 | 7, 062, 854 0.8 1.9
| 178 18, 998, 940 431 5, 479, 689 148,994 0.8 2.7
352 | 408,569,314 58 76,441,613 | 10, 403, 905 2.6 13.6

Credit sales.—The percentage of credit sales varied considerably between the
different types of wholesale. establishments in the grocery and food-specialty
trade. (See Table 16.) For all types of establishments the total for those report-
ing credit sales was 84.6 per cent of net sales. In five out of the nine separate
types of establishments, the credit sales were greater than 84.0 per cent. The
largest volume of credit sales in absolute figures was $1,811,384,877, extended
by general-line wholesale merchants. This constituted 85.1 per cent of the net
sales of the 3,654 such wholesalers reporting sales on a credit basis. Nearly
$1,000,000,000 in credit was extended by 1,646 manufacturers’ sales branches.
This constituted 84.4 per cent of the sales of such establishments. Agents and
hrekers also engaged in credit transactions to a large extent—92.7 per cent of
the sales of those establishments reporting this item. Cash-and-carry wlhole-
salers, obviously, did not live up to their name 100 per eent. Thirty-nine of
the three hundred and sixty-two wholesalers of this type apparently extended
some credit, since 80.3 per cent of their net sales were reported as eredit sales.

Apparently all types of establishments in the grocery trade found it necessary
to extend some credit. Fbor chain-store warehouses, it is probable that the
explanation lies in sales made by the 29 reporting warehouses to other than their
own outlets, since credit sales, in the strict sense of the term, can not enter into
the relationship between the warehouses and the retail stores. It is known that
chaing did make sales from their warchouses to other merchants and to industrial
users and it was, no doubt, to such accounts that some credit was extended.
{See Table 28.) The fact that the percentage of credit sales extended by wagon
distributors was below the average may be due to & closer check on payments
made by the salesman-drivers. Wagon distributors specializing in highly perish-
able products very frequently find it necessary to operate on what approximates a
cash basis. Then, too, since the retailer buys in small quantities and usually
but a few items on a day-to-day basis, he may find it to his advantage te pay
cash rather than trouble with so many small accounts.
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TaBLe 16.—CruEpir SaLEs, BY TyPe oF EsraBLISHMENT—GROCERY AND Foop-
Sercrarty Trape, Unitep Srarms: 1929

ESTABLISHMENTS RE-
ALL ESTABLISHMENTS || PORTING CREDIT CREDIT BALES
SALES
Per
. cent of
TYPE OF ESTABLISHMENT . Per | S8les
N N cent mgda
um- um- Yy
ber Net sales ber Net sales Amount. oé :gl rapott-
ng
sales | potab.
1ish-
ments
Total o mecmr i 18,618 [$8, 118, 841,288 || 8,609 |45, 311, 657,031 [$4, 404, 054,023 | 48.4 | 848
Agents and brokers. - _..--_ 1,851 | 1,761, 983,419 708 837, 186, 482 776, 398, 360 | 44.3 2.7
Qash-and-carry wholosalors_| 362 101,188, 058 39 18, 074, 999 5,758,103 | 5.7| 30.3
Ohain-stors warehouses 234 | 1,457, 408,202 29 53. 834, 886 11,058,426 | 0.8} 206
66 85, 831, 000 38 56, 068, 613 53,308,636 | 62.2 06.8
335 252, 177 340 248 190, 731 876 161, 193,291 | 63.9 84.8
factu. hes.| 2,318 | 1,480, 162 243 1| 1,646 | 1,129, 490 828 953 388,820 | 64.4 84,4
Wholesale merchants (general |
5. 4,776 { 2,660,460, 140 || 3,654 | 2,128,207, 587 | 1,811,384,877 | 68.1 | 86.1
‘Wholesale merchants (spe-
cialty) _. 3,149 001, 862, 528 || 1,801 707, 370, 504 591, 056,003 | 66,5 83.8
Wagon di‘!brlbufnrq - - 178 18, 888, 840 84 11, 854, 528 7,977,880 | 42.0 67,3
‘All other types ............... 3521 408,569,314 172 | 178,748,620 | 123,433,511 | 30.2 | 0.1

Sales to home consumers.—Only 867 out of the total of 13,618 establishments -
reported sales to the ultimate or home consumer, Although this figure amounted
to but 0.4 of 1 per cent of the total volume of grocery business, it accounted for
15.3 per cent of the sales of those establishments reporting on this item. The
largest number of éstablishments were found in the wholesale merchants (spe~
cialty) group. In fact, over half of the total number of establishments reporting
sales to home consumers were in this group and nearly one-third of the total
gales to home consumers were made by them. (See Table 17.) General-line
wholesale merchants accounted for nearly as much, with approximately $9,000,000,
followed closely by manufacturers’ sales branches with over eight and one-third
million dollars. These three types together accounted for the largest per cent
of such sales. However, relatively few establishments among general-line whole-
salers and manufacturers’ sales branches were included, 181 and 28, respectively,
The per cent of net sales of establishments reporting sales to home consumers
varied from 1.4 for the 10 chain store warehouses to 25.7 for the 28 manufacturers’
sales branches reporting such activities. .

Sales of goods of own manufacture.~— A total of $63,881,527 of goods were
reported as being manufactured in the wholesale establishments reporting.
(See Table 18.) - Four hundred and eighty establishments reported such manu-
facturing activities, the largest number being two hundred and sixty-two specialty
wholesale merchants. Since all manufacturing which was conducted on an exten-
sive scale was classified in the Census of Manufactures, these statistics contain
only reports from establishments in which manufacturing was incidental to the
wholesaling activities.
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TasLe 17.—8a1es 7o Homr Consumers, BY TypE or EsTABLISEMENT~—GRO-
CERY AND Foop-Sprcrarry TrApm, Unrrep Stares: 1929

ESTABLISHMENTS
ALL ESTABLISEMENTS nﬁgoggﬁzg gg;ﬁs SATES g&?&’f COX-
SUMERA
Per cent,
of sales
TYPE OF ESTABLISIMENT mada by
Pet; elsit?{zb-
cen; sh-
Ii}é‘f’ Net sales Nt}:,’?' Net sales | Amount |ofall| ments
net | reporte
sales | ing sales
to home
con-
sumers
T S 13, 818 |89, 118, 641,288 || 867 [8211, 213, 035 (832, 348,473 | 0.4 5.8
Agents and hrokers 1,861 | 1,751, 903, 419 11 7, 398, 6836 6.2
*Qash-gnd-carry wholesaler: 362 101, 188, 058 8 589, 121 7.9
Chain-store warehonses 234 1, 457, 408, 202 101 29,048, 744 . 1.4
06 85, 831, 009 3 972, 074 0.2 18.9
.| 33 252,177, 340 35 7,927, 046 031,333 { 0.4 1.7
2,315 | 1,480,102, 243 28] 32 696,566 | 8,362, 785 0.8 28,7
4,776 | 2, 860, 450, 140 1811 51,764,171 | 8,972,609 | 0.3 17.3
3, 149 901, 862, 528 402 | 85, 545,274 | 10,365,606 | - 1.1° 15.8
‘Wagon distributors. | 178 18, 998, 940 17 3, 575, 251 726,363 1 3.8 20.3
All other types..vveu---. -{ 852 408, 669, 314 84 10,897,166 | 1,803,706 O.5 17. 4

TaBrE 18.~8arms oF Goobs MANUFACTURED BY WHOLESALERS, BY TYPE
OF SJSTABLISHMENT—GROCERY AND Foop-SpeciaLry TrRADE, UNITED STATES:
‘192 ‘ . .

. ESTABLISHMENTS ;

REPORTING SALES | SALES OF GOODS.OF OWN

ALL ESTABLISHMENTS (| 50008 OF OWN MANUPACTURE
: MANUFACTURE R

Pc%r .

cent o

TYPE OF ESTABLISEMENT Pper | S0les
maoda

Num- Num-| . cent | v re.

her Net sales ber Net sales Amount olg ;\él %%g.

sales estab-

lish~

ments
Total. oo 13,618 |39, 118, 841, 288 || 480 {8327, 207, 810 |363,881,607 | 0.7 18, 5
Agents and brokers. ... _...... 1,851 | 1,761,998, 419 6| 6,877 507 352,320 | () 5.1

Oash-and-carry wholesalers. o 3621 101, 188,088 ||eueeocliemmnn e o]

Ohain-store warehouses. ..., | 234 1,467, 408, 202 2| 25,746,551 | 1,147,652 | Q.1 4.5
Exporters. ..o 66 LA | N R N M
Importers..._...._..._. 335 | 262,177,340 3| 3 000,368 306,713 | 0. 9.9
Manufacturers’ sales branches_..___.| 2,315 1, 480, 162, 243 13 7,808,535 | 3,485,570 0.2 44,7
Wholesale merchants (general line).| 4, 776 | 2,660, 450,140 || 111 | 107, 556,341 | 15,877,197 | «. 8,0
Wholesale merchants (specialty)...| 8,149 901, 802, 628 || 262 { 60,121,101 | 22, 389,688 | 2.5 3.2
‘Wagon distributors....__._... wanes| 178 18, 998, 940 8 €84, 164 289,089 | L.5 42.3
All ather types..... nm—— o 852 408, 669, 314 75| 25,413,243 | 20,053,280 | 4.9 78.9

! Less than 0,05 per cent.
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OPERATING EXPENSES

The nature of the statistics.—The total expense figures used by the Census of
Wholesale Distribution comprise five elements:

{ Balaries and wages paid.

2. Expenses of salesmen paid.

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” ilem
does not include net profils nor cost of the merchandise sold. Such items as taxes;
insurance; administrative, office and overhead expense; maintenance; delivery;
statlonery and supplies; light, heat, and power were supposed to be included,
The following quotation from the printed instructions to the field force is of
interest: ’ ’

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

It is believed that the figures for total expenses afford a very accurate account
of the out-of-pocket expenditurés made by wholesale establishments. The value
of an adequate accounting system has been so impressed upon most wholesalers
by trade associations, bureaus of business research, and income-tax requirements
that the census field foree faced a much better group for the gathering of whole-
sale trade statistics than was possible in many other kinds of business activity.
While it is true, of course, that uniform accounting systems are not generally
used, there is little fundamental difference in bookkeeping practice for the few
items required by the census. Moreover, since the entire field hasbeen covered,
minor diserepancies tend ta 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 par-
ticularly satisfactory. Wholesalers watch these items much more closely as a
general rule than do most business men and constantly use the ratios of expense
to sales as checks upon the efficiency of their employees.2

Scope of the analysis.—A general summary of the total expenses by type of
establishment in the wholesale grocery and food-specialty trade is included in
Table 19. This general summary is followed by a table showing frequency dis-
tributions of the total operating expenses as percentages of net sales for a number
of the more important types of wholesale establishments. Thereafter a detailed
analysis of the expense items is given for each of the nine types of wholesale
establishments included in this study. Tn Table 19 a summary of the total
expense ratios for each type is given for each of the nine geographic divisions of
the United States. This material is followed in Table 22 by a detailed analysis
of the expense items for general-line wholesale merchants, chain siore warehouses,

% It should he noted that total expense figures do not contain net profits nor cost of merchandise sold,
Moreovet, cértain sconomic costs, such as rent on owned vpremises, interast on owned capital, and mis-
sellaneous accounting expense cornmitments (where money was not actually paid out), are not included.
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manufacturers’ sales branches, and agents and brokers for each of the nine geographie
sections. These same four types are likewise analyzed later by size of business.
The effect of the size of the sales-territory radius upon operating expenses for
selected groups of general line wholesale merchants is briefly discussed, followed
by separate treatments of chain store warehouses and voluntary chains.

Total operating expenses, general summary.—For the United States, as a
whole, and for all types of wholesale establishments in the grocery and food-
specialty trade, 7.5 per cent of net sales were absorbed in operating expenses.
This ratio varied from 6.8 per cent in the Pacific States to 8.9 per cént in the Moun-
tain States, showing a very close concentration about the average. Agents and
brokers had the lowest operating costs of any single type, the average for the
United States being 2.0 per cent of net sales. The range was from 1.7 per cent
in Middle Atlantic, South Aflantic, and West South Central States to 3.6 per cent
in New England. Chain-store warehouses with an average of 3.5 per cent for the
United Btates were next to agents and brokers. Their average costs varied from
2.8 per cent in the West South Central States to 5.8 per cent in the Pacific States
and 8.9 per cent in the Mountain States. At the other extreme were wagon
distributors with average costs of 15.4 per cent for the United States, a low of 10.5
per cent for the Pacific States, and a high of 20.8 per cent for the West South
Central division. Manufacturers’ sales branches had next to the highest expenses,
13.6 per cent for the United States and a range from 10.8 per cent for the West
South Central to 17.9 per cent in the East South Central and Mountain States.
General-line wholesale merchants showed average costs of 9.1 per cent of net sales
for the entire United States, with variation from 7.4 per cent in the Pacific States
to 11.7 per cent in New England. They were more than one point under specialty
wholesale merchants, whose average was 10.2 per cent for the United States and
whose range was from 7.1 per cent in New England to 12.1 per cent in the Middle
Atlantic States.

Cash-and-carry wholesalers had costs slightly less than half as great as those for
general line wholesale merchants, the average being 4.5 per cent for the United
States and the range from 3.5 per cent for the West South Central to 5.4 per cent
for the New England States. The United States average for cash-and-carry
wholesalers was very closely approximated in five of the nine geographic divi-
sions. In the West North Ceniral States the average was identical with that for
the United States. In the Pacific States it was 0.1 point lower and in the

. Middle Atlantic, East North Central, and South Atlantic States, 0.1 point higher.
Exporters showed average cosbs of 4.2 per cent; importers, 6.6 per cent; and
all other types an average of 7.2 per cent.

131668—33——5
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Frequency distributions of total expenses.—Because a wide variation in the
total expenses exists between the different establishments within the same class-
ification, frequency distributions are shown in.Table 20 which reveal more fully
the average costs for seven selected types of wholesale establishments. By the
use of frequency distributions it is possible to compute average expenses that
are not unduly influenced by the extremely high and the extremely low cost
establishments within a group. In addition to the simple arithmetic average
used in Table 19, there are two other statistical averages which are widely used
in studying large groups of figures. These are the mode, or the most frequent
or typical average cost, and the median, which is the cost for the establishment
occupying the midpoint of a distribution of items arranged according to size.

The frequency distribution for agents and brokers shows a very large concen-
tration of establishiments with total expenses of less than 2.0 per cent. In this
case the mode coincides with the arithmetic average of 2.0 per cent, although
the median is 2.6 per cent. For cash-and-carry wholesalers the arithmetic aver-
age and the median are both higher than the modal average, which is 3.6 per
cent. For chain-store warehouses the mode is midway between the arithmetie
average and the median, both mode and the median being higher than the arith~
metic average. The mode and the arithmetic mean for manufacturers’ sales
branches are practically the same, but the median is somewhat higher, For
wagon distribuiors the mode is 8 points lower than the arithmetic average and
the median occupies a position between the two. There is a wide dispersion in.
the case of the wagon disiributors, however, which makes it difficult to arrive at
a satisfactory figure for the mode. Modal averages for specially houses and for
general line wholesalers are both lower than the arithmetic means. TFor the former
the arithmetic average lies between the mode and the median, while for the
general line wholesale merchants the median lies between the other two averages.

It should be pointed out that the use of these various averages is designed to
measure more accurately the typical operating-expense figure for the different
groups of wholesale establishments in the grocery and food speecialty trade. If
the variation between the different establishments were of such nature that the.
frequency distributions were perfectly symmetrical all three averages would
coincide. The differences between the averages indicate that there is consider-
able dispersion among the establishments in the same clasgification and that the
distributions are not perfectly symmetrical. Chart 3 presents three of the types
graphically and shows the variations existing between manwfacturers sales branches.
and general-line and specially wholesale merchants.
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TasLE 20.—FrREQUENCY DISTRIBUTIONS OF OPERATING EXPENSES FOR GROCERY
Taapm, BY TYrE OF ESTABLISHMENT—UNITED STATES: 1929

NUMBER OF ESTABLISEMENTS
TOTAL EXPENSES, A3 PER CENT Cash-and+ Chain- | Manufac- W holesale) Wholesale
OF N&T SALES A&gnts Cl}!lrl'ly store tur]ers’ m%%%{ ueel. uhun{; u(wwh?liﬁs
whole- | ware- sales general | (spscials
brokers salers houses |branches utors line) ty)
Total. oo - 1,861 861 234 9,818 178 4,778 3,140
Under 2 per cent._. - 1,049 [o-... - JSTEOR EERRSUIIU [ RS
i por cont-- 1o M| i | M| 8| wm| i
(v S - 6 2

8to12.. _ 58 30 23 337 97| 1,504 57

12to 16 - 48 8 11 397 32 4
16 to 20... - 22 1 5 203 20 164 318
20t024 - 19 2 4 160 b 84 268
24 to28... - 19 2 4 213 17 30 ik
R —— i f — - A T

o351 P [ ; B AP 1
BP0 40 i 3 2 2 111 4 3 64
40 10 44 8 1 2 64 3 7 43
Over 44 e 46 2 4 169 7 17 175
AVERAGE EXPENSES

Modal AVOrage. - comueaccimoannn-s 2.0 3 8 4.0 13.5 10.4 7.0 8.9
Median 2.8 .9 4.6 1.7 12.6 7.9 »7Y
Arlthmetic aVerage - -..ceoo-—- 2,0 4.5 3.5 13.6 16.4 9.1 10.2

Detailed analysis of operating expenses.—As indicated in the opening para
graph under the heading ‘‘ Operating expenses,”’ total expenses include a varisty o
items. Tabhle 21 shows the breakdown of these items for all establishments in
the grocery and food-specialty trade and for each of the ten types of establish-
ments. Total expenses of 7.4 per cent congisted of salaries and wages, 3.5 per
cent; expenses of salesien, 0.4 per cent; rent, 0.3 per cent; and all other expenses,
8.3 per cent. The fact that the rent percentage has been computed on the basis
of only those establishments which reported rent raises this figure slightly so
that the detailed items add to a fotal of 7.5 per cent. Salaries and wages are
divided into three groups—executives’ salaries and wages, which amounted to
0.4 per cent of net sales; salesmen’s salaries and wages, which were 1.3 per cent
ofnet sales; and salaries and wages of all other employees, 1.8 per cent of net sales.

For all types of establishments combined salaries and wages constituted nearly
half of the total expenses. This was true also for agenis and brokers, cash-and-
carry wholesalers, chain-store warehouses, {mporiers, and specialty wholesale mer-
chants. For exporters the salaries and wages were nearer one-third than one-half
of total expenses and much the same was true of manufacturers’ sales branches
where salaries and wages were 4.9 per cent and total expenses 13.6 per cent.
General line wholesale merchants and wagon distributors paid over half of total
expenses in salaries and wages, 5.1 out of 9.1 per cent and 8.7 out of 15.4 per cent,
respectively.

The expenses of salesmen, which were 0.4 per cent for all establishments,
varied from none at all for the chain-store warehouses and 0.1 per cent for cash-and-
carry wholesalers and exporiers to 0.3 per cent for importers and general line
wholesalers, 0.6 per cent for specially wholesalers and 1.0 per cent for manufac-
turers’ sales branches. 'There was an even greater variation for rent, the average
being 0.8 per cent for all establishments reporting this item and the range from
0.1 per cent for agenis and brokers to 0.7 per cent for wagon distributors.
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TanLe 21,—O0pPERATING-EXPENSE ANALYsIs IN THE (IROCERY AND 1(*‘2‘(1n~
SeeciaLry TrADE, BY TYPE OF ESTABLISHMENT—UNITED StTATES: 1020

[Amounts in thousands of dollars]

- AGENTS AND CABH-AND-CARRY |  CILAIN-STORF
TOTAL Anno’l;cgmﬁs " WHOLESALERS WAREHOUSES
Per Per. Por Ter
Number | cent || Number [cent | Number [centj Number | eont
or amount |of net|| or amount fof net | or amount [ of net| or amount [ of ney
sales sales sales snles
...... 1,861 [aueeee 302 [ocmuns 234 |uwnanm
...... $1,761,008 [..._.| $101,188 |_____.| $1,467,408 ...
7.4 $34,200 | 2.0 $4,563 | 4.5 $60, 19(;) 3. :'.3
3.5 $17,766 | 1.0 $2,212 1 2,2 $24, 106 1,'.‘
Executives.”. 40, 04 0.4 $4,471( 0.3 $334 1 0.8 $2, 686 0.2
Balesmen. . $112,056 | 1.3 37,838 | 0.4 $632 [ 0.6 [necaoans .
All other emplo $167,101 [ 1,8 $5,457 | 0.3 $1,348 | 1.4 $21, 500 L&
Expenses of salesmén $33,400 1 0.4 $2,840 | 0.2 $64 [ 0.1 [ .feeen.s
ent ! $22,731 | 0.3 1,622 [ 0.1 #5081 0.5 $2, 411 (l.g
$301,011 | 3.8 $12,282 | 0.7 $1,780 | 1.8 $24, 189 17
MANUFACTUR- | WHOLESALE MER
EXPORTERS IMPORTERS ERY SALES CHANTS (GEN-
BRANCHES GRAL LINE)
Per Per Per Loz
Number | cent | Number | cont | Number | cent| Number | cont
or amount | of net| or amount | of net| or amount | of net| or amount |of net
sales sales snles snlos
Number of establishments.... 66 |...... - 2,815 fuueaco 4,776 |.unne
ef sales.......__. -] 985,831 | 1777 - 1,480,162 |20 $2, 600, 460 |-2°7
“Total oxpenses. _..._ | 8,883 42 $201, 668 | 136 |  $241,048 {01
Salaries and wages_.____. $,378 | 1.6 37,782 8.1 $72,233 | 4.9 $134, 366 fi 1
Executives.... 3304 | 0.4 $1,881 | 0.8 £6,040 | 0.4 $17,008 | 0.0
Salesmen......_ ... $220 | 0.3 82,270 [ 0.9 438,727 26| $38.680 | 1.5
38541 0.9 $3,631 1 1.4 #28,467 | 1.0 $78, 670 3.0
$80 [ 0.1 3870 ] 0.3 $15,162 | 1.0 47,883 | 0.3
$137 | 0.2 $827 [ 0.4 $3,411 | 0.3 $8, 802 0.6
$1,088 | 2.3 $7,208 | 7.5| $110,761( 7.5 $00,516 | 8.1

WHOLESALE MER-~
CHANTS
(SPECIALTY)

WAGON DISTRIB~ .
UTORS ALL OTHER TYPES

Per Per Por
Number | cent | Number | cent Number | cont
or amount | of net| or amount | of net| or amount | of nat

sales sales snles
Number of establishments..._......____________ 3,1
I%:,’ES“Q?'&,;;" $901,863 |77 $408, 308 | 22772
o expensis. %01,787 10,2 92,020 {1547 420, 458 .
Executives $%g' g;; 33 ' Mé?gg gg ﬂ];%' g;g b‘il
Salesmon. . sig1io 20 sLus| 59| 54| 14
%:ggx}ses of salesmen $5, 018 g' é $§§(ﬁs 5 g ‘B;' ggg fl) 31'
............ 1 sas1| o4 $81 | 0 "y )
All other OXpenses. ..., .., I $39,001 | 4.3 #1, ?22 g. 3 $12:b ggg 2 '3

¥ Per cent of net sales is based u t i
bercentages do not always add t(}) (t)lyi‘eogalg]ohf(l’sgfes ?sbilsz)s%glln:gs;g&?mng rent.. For thisreason the datafled

Net sales, operating expenses, and stocks on hand, by geographic divisiong—
wholes'ale merchants (general line).-—A continuation of the more detailed
analysis of operating expenses for general-line wholesale merchants, chain-siore
war‘ehouseq, manufacturers’ sales branches, and agenis and brokers’ brings out
regional differences of importance. It wag pointed out above that there gxisted
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& wide range in the {olal expenses for each type of establishment between the
different parts of the country. The statistics in Table 22 show, in addition,
the variation in salaries and wages paid and include also the ltem of stocks on
hand. Tor the general-line wholesale merchants the range in total operating
expenses was from 7.4 per cent in the Pacific States to 11.7 per cent in the New
England States, a total spread of 4.8 per cent. A part of the differences in total
expenses between sections of the country may be imputed to the fact that stocks
on hand were relatively heavier in New England than in the Pacific States, 16.8
per cent of net sales as contrasted with 12.1 per cent. In fact, with the exception
of the Mountain States, those sections of the country with total expenses of
less than the United States average had smaller proportions of their sales invested
In inventory at the end of the year than did those establishments with higher
total operating expenses. This indiecates, in a very general way, a rough correla-
tion between the size of the inventory and the expense ratio.

Chain-store warehouses.—The division of chain-store warehouse business
between the various sections of the country contrasts sharply with that for
general-line wholesale merchants. The latter were much more evenly distrib-
uted and showed a very close correlation with the population, as indieated in an
earlier part of this report. (See Footnote 19,) For chain-store warehouses over
three-fourths of the total business was concentrated in New England, Middle
-Atlantic, and East North Central States and over 90 per cent in the same three
sections plus the West North Central and South Atlantic States. There was
relatively little chain-store warchouse business in the Mountain States and the
remaining three sections divided less than 9.0 per cent among them. These
facts should be taken into consideration in the analysis of the variation of total
expenses between the different parts of the country. The total variation in
chain store expenses by geographic divisions ranged from 2.8 to 5.9 per cent,
while the variation within the leading five geographie divisions was from 8.1 to
4.1 per cent. In the Pacific Coast States the high costs may have been due to
the fact that a larger proportion of total expenses was absorbed in salaries and
wages, over half as contrasted with less than half in the other sections. In this
section also the percentage of stocks on hand to net sales was high, indicating
that warehousing expenses were probably a contributing factor to the higher

" botal. The salaries and wages and the percentages of stocks to net sales for the
first five geographic divisions, those accounting for over 90 per cent of the total,
showed g very, .high,degree of uniformity and approximated very closely the
average for the United. States.

Manufacturers’ . sales branches. —Manufacturers’ sales branches also had a
bigh concentration of sales in the more densely populated sections of the country.
Those branches which accounted for over half of the total volume of business
were concentrated in the Middle Atlantic and East North Central States. In
some of the sections, New England for example, the correspondence between
percentage of total sales by manufacturers’ sales branches and percentage of
total population was very close. In the West North Central and West South
Central States, the sales figures lagged somewhat below those for population.
In other parts of the country wide differences are revealed. In the East South
Central section manufacturers’ sales branches did but 2.6 per cent of their total
business, although these States had 8.1 per cent of total population. In the
Mountain section, with 8.0 per cent of population, manufacturers’ sales branches
did but 1.7 per cent of their total business. On the other hand, the Pacific
States, with 6.7 per cent of the population; showed manufacturers’ sales branches
to have 10.2 per cent of their total sales. The branches in the Coast States, no
doubt, covered the Mountain States territory as well as the Pacific States.
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Total expenses for manufacturers’ sales branches showed a maximum variation
of 7.1 per cent, the lowest being 10.8 per cent in the West South Central States
and the highest being 17.9 per cent in the East South Central section. The
Pacific States, which had higher total expenses in the ease of the chain-store
warehouses, had lower-than-average expenses for the manufacturers’ sales
branches. The explanation of this condition is difficult to find. A partial
explanation may lie in the fact that the percentages of salaries and wages to net
sales were lower in the Pacific States than in those sections with similar total
expenses. The salaries and wages in the Pacific States constituted 8.9 out of a
total of 11 per cent, as compared with 4.1 out of 10.8 per cent in the West South
Central States and 4.7 out of 12.3 per eent in the Middle Atlantic States. To
offset this, however, is the fact that stocks on hand constituted a higher percentage
of net sales in the Pacific States than in any other part of the country. Apart
from these Western States, the per cent of stocks on hand to net sales was fairly
uniform, varying only from 8.1 per cent of net sales to 5.0 per cent.

Agents and brokers,—Over one-third of the business reported by agents and
brokers was concentrated in the Middle Atlantic States, which had but little
over one-fifth of the total population. In but two other sections, the West
North Central and the Pacific States, did the percentages of total brokerage
business exceed the percentages of total population. There was, in fact, a
very noticeable discrepancy in the New England section, which had but 2.8 per
cent of the brokerage business, although containing 6.7 per cent of the popula-
tion. This is, no doubt, a reflection of the well-known fact that New York City
brokerage houses cover the New England territory. The East South Central
group also showed a relatively small development of the brokerage business, 8.8
per cent of the total as compared with 8.1 per cent of the population.

The total expenses for agents and brokers which averaged 2.0 per cent for the
entire United States were fairly uniform throughout the Middle Atlantic, South
Atlantie, West South Central, East South Central, and West North Central
sections, New England had the highest expenses, 8.6 per cent of net sales, which
seems to support the fact pointed out in the two preceding tabulations, namely,
that expenses were highest in those sections where the particular type of estab-
lishment accounted for but a small per cent of the business. The operating
expenses were also considerably above the average in the Pacific States, the ratio’
being 2.6 per cent. The reason for this is not clear from the existing statistics,
although a contributing cause may be gleaned from an examination of. the per-
centages of stocks on hand to net sales. In both Pacific and the New England
Btates these ratios were nearly twice as high as the average for the United States.
This may be an indieation that some of these agents and brokers engaged in out~
right merchant wholesaling activities to a greater extent than was true of the
other sections of the country.
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TaBLE 22.—Nze1_SaLss, OpERATING ExeEnsms, AND STooKs oN Hawnp, BY
GroerapEIc DIvisioNs-—GROCERY AND FooD-SPBCIALYY TRADE: 1929

Num- ~ NET SALES Ter Total |Salaries| Stocks
ber of cent of pe?n);-es wirégs ‘h:rllld
- ' r i
GEOGRAPHIC DIVISION elsjtstltf_) N ; Pgr p {fgg:ll pe‘r cetnt pn;- cegt paE celtlt
mouns cent of Y of ne o1 ne! of net
ments total | 18400 | “sales’ | sales | sales
A-—WHOQLESALE MERCHANTS (GERERAL LINE)
United States, total ____._....... 4,778 | $2, 660,460, 140 | 100,0 | 100.0 9.1 5.1 13.8
New England. . ..oooeoeooiene 252 115, 100, 886 4.3 6.6 L7 5.8 18.8
Middls Atlantie- .. ..o 646 436, 192, 041 16.4 ] 21.4 9.6 5.8 4.2
East North Central . __.__....._...._. 584 443, 379, 420 16.7 20.6 1L O 6.4 14,9
West North Central. ... .. 440 345,877,270 13,0 10.8 0.9 5.6 12.5
South Atlantic. . oe oo 1, 048 353, 526, 608 13. 8 12,9 7.8 4.1 1.8
Bast South Central ... .ooooeeeunoo. 556 236, 216, 849 8.9 81 7.8 4.2 1.3
Woest South Central. _—.._.__......___ 825 378,673,231 14,2 5.9 8.1 4.3 13.0
Mountain .« ooomuanee e 200 114,426, 094 4.3 3.0 8.7 4.5 15.6
Pacifie .o 226 287, 058, 732 8.9 6.7 7.4 4.1 12,1
B—CHAIN-STORE WAREHOUSES
TSR 284 | 1,487,408,292 | 100.0 | 100.0 8.5 4 4.8
________________________ 19 148, 082, 637 10.2 6.6 3.1 15 4.4 .
- 58 464, 215, 730 3.9 | 214 3.3 16 4.3
- 49 482,273,405 | 33,1 20.8 3.4 L7 3.8
. 21 75, 204, 857 5.2 10.8 4.1 1.8 4.5
. 32 151, 308, 147 0.4 129 3.8 15 4.5 i
- 17 53, 650, 306 3.7 81 4.4 1.8 5.1 |
- 16 37,226, 165 2.8 9,9 2.8 1.0 4.1 i)
_____ 2 1,730, 185 0.1 3.0 5.9 2.5 15.3 b
20 43,708,761 2,9 6.7 5.8 3.0 8.2 HE
Ll
C—MANUFACTURERS' SALES BRANCHES
United States, total ....____..._. 2,315 | 1,480,162,248 | 100.0| 100.0 13.8 4.9 4.0
New England. - ..coovoooomoanmnanana- 188 110, 603, 104 7.5 6.0 13.9 4,9 5.0
Middls Atlantie. .. 469 400, 387,926 33.1| 2L+ 12.3 4.7 3.4
East North Centrai. . 524 261,935, 109 17.7] 20.8 15.9 6.3 3.1
West North Central.. 230 138, 635, 278 0.4 10.8 16. 1 5.2 3.4
South Atlantie ... 269 137,279, 674 93| 129 1.5 4.2 3.8
Bast South Central 102 88, 152, 969 2.8 8.1 17.9 5.1 3.8
‘West Bouth Central. . 171 125,914, 053 85 9.9 10.8 4.1 5.0
Mountain . covmeieocinnnnnn 107 25, 520, 364 1.7 3.0 17.9 5.2 4.1
Pacific - 205 161,641,781 | 10,2 6.7] 1.0 3.9 7.4
D-—~AGENTS AND BROKERS I
United States, total...o....._.___ 1,851 | 1,751,998,416 | 100.0 | 100.0 2.0 10 0.8 ‘
New England. oo oooeoooooeeee 88 48,647, 887 2.8 6.6 3.6 2.1 L1 ;
Middle Atlantlo. . .| 4B5 600,438,100 | 34,3 2L4 1.7 0.8 0.8 !
East North Central. .. 308 267, 546, 927 16,3 | 20.8 2,0 L1 0.4 ;
‘West North Central_. 184 219,298,260 | 12.5| 10.8 1.8 1.0 0.8 '
Sonth Atlantic_.___ 271 162, 637, 635 9.3] 129 L7 0.9 0.7
East Sonth Central__ 118 66, 531, 526 3.8 8.1 1.8 0.8 0.3 :
West South Central. ... ___.__ 152 134, 000, 773 7.8 2.9 1.7 0.8 0.6 :
Mountain oo oo e e 60 37,402, 500 2.1 3,0 24 L1 0.3 .
Pacifle . eeeeunnnn 217 215, 480, 713 12,3 6.7 2.8 L4 L1 ¥

Net sales, expenses, and stocks on hand by size of establishment—wholesale
merchants (general line).—It is a well-known fact that there is a great variation
in the average size.of business conducted by wholesalers in the grocery and food-
specialty trade. The extent of such variation and its relation to total expenses,
salesmen and their expenses, and stocks on hand is shown in Table 23 for general-
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line wholesalers. Out of a total of 4,776 general-line wholesale merchants, 571
had an annual average sales volume of less than $100,000, with 215 of the latter
selling less than $50,000 of goods per year. In contrast with these 571 small estab-
lishments, which accounted for but 1.8 per cent of the total volume of business,
there were 13 giant establishments with sales between $8,000,000 and $25,000,000
per year. The combined sales of these 13 establishments acecounted for 6.1 per
cent of the total volume reported by general-line wholesale merchants. The
largest single group comprised 991 general-line wholesalers, with average sales
between $500,000 and $1,000,000 per year. This group accounted for 25.7 per
cent of the total sales volume. If the groups on either side of this largest group
be included, it is found that there were 1,776 establishments with sales between
£400,000 and $2,000,000 per year, which together accounted for exactly half of the
total volume of business. These figures indicate that, while there was a fairly
large number of very small-scale establishments and a few very large-scale estab-
lishments, there was, nevertheless, a-very marked concentration of the business
of general-line wholesale merchants in the $400,000 to $2,000,000 group.

" Turning frora the distribution of sales volume to the distribution of (olal
expenses by size of business a very interesting situaton may be observed. The
total expenses for the entire group of general-line wholesalers were, as noted
before, 9.1 per cent of net sales. (See Chart IV.) The lowest figure for any
group was 8.1 per cent for those establishments with sales between $200,000 and
$300,000 per year. The highest figure was 13.8 per cent of net sales for the
extremely small-scale establishments, those selling less than $50,000 per year.
The distribution of total expenses by size of business shows that the total expeinses
declined from 13.8 per cent for the very small establishments to 8.1 per cent for
those with sales between $200,000 and $300,000 per year. The ratio rose to 8.4
per cent for those establishments with sales between $300,000 and $400,000 per
year and again rose to 8.9 per cent for establishments with sales between $500,000
and $1,000,000. The average for the group of 9.1 per cent was attained by estab-
lishments with sales between $1,000,000 and $2,000,000 per year. The next size
group showed a small decline, followed by increases to 10.8 per cent for establish-
ments selling between $4,000,000 and $8,000,000 per year and to 12.9 per cent
for ‘fhose with sales between $8,000,000 and $25,000,000. It appears from these
statigtics that it was more costly to operate on an extremely small and on an
extremely large scale than was true of an intermediate size of business. Some of
the reasons for this may appear from an examination of the relation existing
between size of business and salesman and their expenses.

The average sales per salesman for all groups of general-line wholesalers were
$116,600. The average was very small for the establishments with sales below
$100’0,00 ber year, being $22,117 for those selling less than $50,000 and $44,383 for
j;;i?zl;:me}?itcsh fslclll:;ge S:;;Xf:sn $§0,000 and $100,000 per yéar.. Salcs.men’s
red by Sf,ﬂesmen boar ot e Sazi wagles .and all c?ther exp?nses_dlrectly incur-
have lowe. costs’ hem the o conelusion that 1ntermedm'te sizes of husiness
of et sales for he auepe o X remes._ Such expenses constituted 2.5 per cent

! ge of all establishments. However, the smallest groups
of establishments showed 5.3 per cent and 3.6 per cent, respectively, while the
very largest establishments showed 8.7 per cent. The iowest ratio );:nlg 2.1
cent for establishr : - per

shments selling between $2,000,000 and $4,000.000 ver
the group which had highest avers, . Y per year,
ge sales per salesman or $156,369.
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Tapry 28.-—NeT SALps, EXPENSES, AND STocKs oN HAND, BY Sizn oF EsTAB-
LISEMENT—GROCERY AND Foon—S8pEciaLTy TRADE—UNITED STATES: 1920

[An (X) indicates that the amount must be withheld to avoid disclosure of individual operations]

WHOLESALE, MERCHANTS (GENERAL LINE)

SALESMEN ?

Num- |y |Totalex | Stocks
ber of | 38 | penses, Salaries |on hand,
SIZE GROUP e]sit%b- per c:nt pelt: celtlt Ave)i- and ex- pef cexst

sh- of ne age sales | penses, | of ne
ments | O total | “goreq’ Number |y ooniac ) par cent | sales
man of net
sales

Total .o 4,718 100. 0 9.1 15,809 {8118, 890 2.5 18.3
Under $50,000..... - 215 0.2 13.8 75| 22,117 53 21.4
$60,000 to $100,000_." 356 L1 8.9 183 | 44,388 3.0 16.2
$100,000 to $200,000.. 815 4.6 8.3 674 | 64,203 3.1 13.4
200,000 to $300,000-_ 704 7.8 8.1 920 | 90,654 2.6 13.9
300,000 to $400,000.. 032 8.2 8.4 1,104 | 886,926 2.6 13.4
400,000 to $500,000. . 420 7.0 8.3 110,777 2.3 13.0
$500,000 to $1,000,000. .. 491 25.7 8.9 4,028 | 118,836 2.4 13.4
$1,000,000 to $2,000,000. - 306 17.3 9.1 2,050 | 134, 627 2.4 13.5
2,000,000 to $4,000,000. 133 13.6 8. 5 1,924 | 156,300 2.1 119
$4,000,000 to $8,000,000. _ 42 8,9 10.3 | 1,862 | 132,118 2.7 13.4
$8,000,000 to $25,000,000__ .. 13 61 12,9 1,398 {x) 3.7 13.9

1 Nat sales were $2,680,450,140.
? Average sales per salesman and salesman’s salaries and expenses as percentages of net sales are computed

on the basis of only those establishments reporting the use of salesmen,

The relative size of stocks on hand showed much less variation with the size
of the business than was true of the other items. However, the same gencral
trend is indicated, The very small establishments reported 21.4 per cent of their
sales in inventory at the end of the year. This figure declined to 15.2 per cent
for establishments selling between $50,000 and $100,000 per year, varied between
13.0 per cent and 18.9 per cent for the next six groups, dropped to 11.9 per centfor
establishments selling between $2,000,000 and $4,000,000 each per year, and
increased thereafter to 18.4 per cent and finally to 13.9 per cent.n

Relation between sales territory radius and total expenses for three size
groups of general-line wholesalers.—In attempting to measure the total expenses
of & group of wholesale establishments s0 many variable factors enter in that it
is difficult to isolate a single factor as the cause of low or high expenses, The
frequency distribution of total operating expense percentages (Table 21) showed
the wide dispersion of expenses from very low to very high. The distribution of
operating expenses by geographic divisions and by size of business brought out
some possible causes of this variation. In this section still another variable
faetor, the size of the sales territory, is examined. Three groups of general-line
wholesalers have been selected which are comparable from the angle of sales
volume. The influence of the length of the sales-territory radius or of the size
of the sales territory upon total expenses for each group is revealed. Although
it is impossible to hold all variables constant, execept that of the size of the sales
territory, the selected groups are quite homogeneous. The establishments are
all in the grocery and food specialty trade; they are all general-line wholesale
merchants and the size of the business is kept within a narrow range for two of
the three groups.

In the first of these groups (Table 24a) the average sales volume is $200,000
per year and none of the establishments had less than $100,000 in sales nor over
$300,000. There were 876 establishments in this group, of which 763 covered a
sales territory not exceeding 75 miles from the home city. The modal average

% See footnote, Table 6.
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Cmarr IV.—~Torir Expenses, SanmsMen’s Expenses, aNp Stocks oN Hawp
48 Por CENT or Nur SaLEs, BY Sizb oF ESTABLISEMENT— WEHOLESALE
Mererants (GenERan Line) IN GROCERY AND FoOD SPECIALTY TrADE,

~ UnireEp STATES: 1929

a0
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20 |\
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« r STOGKS ON HAND -
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E \ S N&___._——— “.v‘./‘/

10 \ B /

L~
TOTAL EXPENSES
\\_, pTA PEN e _\\/

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

UNDER 60,000 lqm 200,000 300,000 400,000 500,000
20,000 *o &) To 0 T0 k)
* 100,000 200,000 300,000 400,000 500,000 1,000,000

S1ZE GROUP (DOLLARS)

1,000,000 2,0010000 4,00196900 l.ODTq..DOO
2,000,000 4,000,000 8,000,000 286,000,000

total expenses for these 763 establishments was 7.84 per cent of net sales. There
were 60 establishments operating over & sales territory up to 150 miles in radius,
with average total expenses of 8.33 per cent. Similarly, for the 25 establish-
ments covering a sales territory up to 300 miles in radius the average expense
ratio was 11.11 per cent of net sales, and for 16 establishments going ag far afield
for business as 500 miles, the modal average was 7.5 per cent although 8 of the’
16 had expenses above 10 per cent and the median average was 10 per cent of
net sales. There were 11 establishments covering & sales territory in excess of
500 miles, with total expenses amounting to 10 per cent of net sales for the modal
average and 13 per cent for the median. From this analysis the evidence appears
to be convineing that total expenses tend to inerease as the size of the sales
territory increases.

Part (b) of Table 24 bears out this conclusion for s group of establishments
with average sales of $500,000 to $1,000,000, the total expenses rising successively
from 8.57 per cent of net sales for those establishments covering a sales territory
of 75 miles or less, to 18.0 per cent for those going beyond 500 miles for business.
In the third group (Table 24c), establishments with sales between $1,000,000 and
$4,000,000 per year, the evidence is not as definite. Nevertheless those estab-
lishments selling in a radius of 75 miles or less had lower expenses than those
covering larger territories and much lower than the establishments selling in &
territory extending over 500 miles from the ¢ity. This group, however, is not as
homogeneous as the other two, since the maximum spread in sales volume of
53,000,000 may influence some of the classes. It seems reagonable to conclude
rom the facts shown by these three groups of statistics that the further afield it
8 necessary to go, on the average, to secure business for general-line grocery
wholesalers, the greater the total expenses for condueting the business.
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TasLE 24.—FrEQUENCcY DisTrIBUTION OF Toral Exrenses As Prr Cant OF
Ner Saues, BY Size or SaLis TERRITORY—GENERAL-LINE WHOLBSALE
MEercuANTS—UNITED STATES: 1929

NUMBER REPORTING SALES

RADIUS UP 70! NUMBER

TOTAL EXPENSEY, PER CENT OF NET SALES | Total

75 | 150 | 800 | soo | Q¥ | am
miles | miles | miles | miles | a0 | other

A~—NUMBER OF ESTABLISHMENTS WITH NET SALES OF $100,000 TO $300,000 PER YEAR

878 7838 80 25 18 11 1
168 146 9 2 20 PR [
402 359 26 6 4 1
227 195 18 10 2 b2 R
51 41 4 2 2 2 P
24 18 2 2 2 -1 P,
8 3 1 1 2 ) S (R,

6 4 1 1 ORISR FRURRSR PRyt

EXPENSE AVERAGES

Modal average e m——————— 7.95 7.84 8.83( 1111 7.50 | 10.00 |ocecmnen
Median average .o einenan 8.48 8,20 9.20 | 11.75) 10.00 | 13.00 |...—___.
| T (ORI SRRSO FRORRRN SRR [V RupR

00,000 TO $1,000,000 PER YEAR

690 408 108 47 80 1 8
7 61 10
330 249 43
226 153 41
42 26 5
9 [i] 1
5 {.. 2
30 and over- 2 1 1

EXPENSE AVERAGES

8. 67 9,02 9,17 9.62 | 13.00 12,80

Modal average. - 8,74
Median average.. 9.08 8.78 9.83 9,66 | 10.42| 12.75 12, 60
Arithmetic average for group..... LI T RO (RPN PUPHPRyRO ) VS (RSP O

C.—NET SALES $1,000,000 TO $4,000,000 PER YEAR

P17 SR 393 209 28 62 32 8 2

Under & per cent 44 31
B0 10 e 186 97
10to 15 - - 133 64
23 9

[ PR
2 1

b B T

EXPENSE AVERAGES

Modgl average 8.70 8.37 Q.51 9.00 8,43 | 13.33 10, 00
Median average. ... ... . oo __ 9.12 8.61 0,49 9,23 9.23 9. 38 10,00
Arithmetic average for group. ..-...... 8.8 N P RO .

Manufacturers’ sales branches, by size of business.—The distribution of size
of business for manufacturers’ sales branches differs in a number of important
respects from that for general line wholesalers {compare Tables 23 and 25).

R
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Although the same general phenomenon of a large number of very small-sesle
houses and a relatively few large-scale houses obtained, the d1§trlbut1on of sales
volume was quite different. Only 14.2 per cent of the total business was hnnd.led
by establishments selling less than $500,000 each per ye.ar, as coufpared with
28.4 per cent by general-line wholesalers. The coneentration of over half of the
business of general-line wholesalers in the middle brackei:,s was not found true
of manufacturers’ sales branches. In each of the seven higher groupings, those
with average sales in excess of half a million to those selling over $25,000,000, there
were substantial quantities represented, ranging from 5.6 per cent of the total
" by establishments with sales between $15,000,000 and 325,000,000 to 16.9 per
«cent for the group with sales between $4,000,000 and $8,000,000.

In contrast with general-line wholesalers whose maximum sales were $25,000,000
there were 6 manufacturers’ sales branches handling more than $25,000,000 per
year and together accounting for 11 per cent of the total sales by manufacturers’
sales branches.

The tolal expense percentages for manufacturers’ sales branches present even
more interesting contrasts. The general trend was from high expenses for the
small-scale establishments, those under $500,000 per year, to lower and lower
expenses as the average size of business increased. In faet, the group average—
13.6 per cent——was not reached until the average sales were in excess of $4,000,000
per year. The highest expenses were 26.2 per cent of net sales for establishments
with average sales between $100,000 and $200,000 per year. For the seven groups
into which those establishments with average sales of less than $1,000,000 have
been divided the range was from 20.0 per cent to 26.2 per cent. As the averago
size of business inereased above $200,000 per year the total expense percentages
decreased successively to a minimum of 2.0 per cent of net sales. This is in sharp
contrast with the wholesale merchants where the costs increased with the size
of the business after a low point had been reached with relatively small average
sales volume.

The same general trend was noticeable in the item expenses of salesmen as for
total expenses of manufacturers’ sales branches. These expense percentages
decreased steadily as the average sales per establishment inereased, thus showing
& high degree of inverse correlation. The average sales per salesman, often used
a8 a measure of operating efficiency, corroborated the facts shown by the other
two series, total expenses and salaries and expenses of salesmen since there is g
direct correlation shown between average sales per salesman and average salos
per establishment. The average sales per salésman were small where the size
of business was small and where the total expenses were high,

Unlike the series just examined (average sales per salesman), slocks on hand
showed a much greater uniformity throughout the distribution. The average
for the group amounted to 4.1 per cent of net sales. The range was from a low
of 3.4 to a high of 5.6 per cent. No correlation is noticeable between pereentage
of stocks and percentages of expenses. In fact the very largest establishments
carried a slightly higher proportionate inventory than the: very smallest group,
4.8 per cent of net sales and 4.7 per cent, respectively,

) In considering the meaning of these statistios it should be pointed out that
size of the business was not the only factor affecting the results, The manu-~
ffzcturerrs’ .?ales.bmnch 8roup was not as homogeneous as most of the classifica-
tions, }‘hls arises from the fact that the classification was largely based upon
ownership, wherez}s 1110§t of the other groups were classified on the Dbasis of
wholesale murketU}g functions which they performed® The manufacturers’
:ales branches fall in at least two groups which it has not been found practicable

0 separate. One group performs the same functions as the wholesale merchant,

3 Chain-store warehonses were also classified on the basig of ownership,
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maintaining a warehouse, a force of salesmen calling upon the retail trade, and
a delivery system. The other group operates from an 6ffice and maintains no
warehouse. Occasionally members of this group rent space in a public warehouse
from which delivery of special hurry-up orders may be made. Frequently these
offices sell to other wholesalers, to institutional buyers and to retailers, particu-
larly to the chain systems. Judging from the statistics in Table 25, it appears
that a larger percentage of the first group were found in the smaller-size brackets
and a larger percentage of the latter in the large size brackets. Wherever it is
pessible for & salesman to average from $500,000 to $1,000,000 per year in sales,
the presumption is that he was not selling to the typical independent retailer in
the groeery trade but rather to establishments such as chains, hotels, restaurants,
or to wholesalers, all of which are able to buy in much larger quantities than the
typical retailer. While the average sales per salesman for general-line whole-
salers was $116,690 and did not exceed $156,369 in any size group, for the manu-
facturers’ sales branches the group average was $69,122 and did not exceed
$190,140 until the 10 establishments selling over $15,000,000 each per year were
reached.

In addition to difference in functions performed, there is also a difference in
the kind of merchandise handled. Manufacturers’ sales branches normally carry
4 limited line of their own products rather than a general line of grocery items.
This fact no doubt explains in part the higher average costs for manufacturers’
sales branches as compared with general line wholesalers.

TABLE 25.—Npr Savrws, Exeenses, aND STooxs oN Hanp, By Sizn -oF ESTAB-
LISEMENT—(GROCERY AND Foop-SpEciarTy TrADE-—UNITED STarEs: 1929

[An (X) {ndicates that the amount must be withheld to avoid disclosure of individuel operations}

MANUFACTURERS’ SALES BRANCHES

Salesmen 2
Number| Nat Total . { Stocks
of estab-| sales, |expenses Salaries | on hand,
8IZE GROUP ; lish-- | per cent | per cent Average| and ex- | por cent/
ments joftotall | of net | Number|sales per | penses, | of net
sales salesmanj per cont| sales
of net
sales
b1 1) S 2,818 106.0 i3.6 | 18,682 | 868, 122 4.0 4
Under $50,000 813 1.2 20.9| 1,882 11,475 10.9 4
860,000 to $100,000.: 231 11 20.0 765 | 18,729 10,2 &.
$100,000 to $200,000. 318 3.1 26.2 1,768 | 22,075 10,0 4,
$200,000 to $300,000. 207 3.5 25.0 1,716 {26, 987 7.5 5.
$300,300 to $400,000 130 3.0 24,9 1,002 [ 36,353 7.4 3.
400,000 to $500,000 75 2.3 22.3 40, 380 8.0 4.
$500,000 to $1,000,000 27 0 1.4 21.0 2,877 | 46,227 8.7 3.
$1,000,000 to $2,000,000_ 154 14.5 17.9 2,021 | 09,136 4.6 4.
$2,000,000 to $¢,000,000.. . - 83 ] ' 1590 16,1 3,835 | 07,474 4.6 4,
$4,000,000 to $8,000,000. . 47 16.9 10.9 | 2,125 { 115,379 3.1 3.
$8,000,000 to $15,000,000. ... 315 10.5 3.6 821 | 190, 140 2.2 3.
15,000,000 to $25,000,000. L84 5.6 2.5 133 (x}) 0.9 4,
25,000,000 and over.....- e L1 11,0 2.0 163 (x) 0.3 4.
! Net sales, $1,480,162,243. - : . ;
* Average sales per salesman and salesmen’s salaries and expenses as percentage of net sales are computed

on the basis of oniy those'establishments reaporting the use of salesmen, i
93)These establishments are chisfly shgaged in digtributing sngar for their own refineries, (See text, page

Agents and brokers,—The distribution by size of business for agents and
brokers shows that 984, or nearly 55.0 per cent, of the establishments with average
sales of less than $500,000 each accounted for less than 11.0 per cent of the sales
(see Table 26). At the other extreme, 24 establishments selling over $8,000,000
each aceounted for 18.6 per cent of the total. The distribution for the agents and

B B O BB DT |
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brokers group approximated more closely that for general-line wholesalers than
that for manufacturers’ sales branches in that the middle brackets accounted for
over 50 per cent of the total business, Those agents and brokers with average
sales between $500,000 and $4,000,000 had 53.9 per cent of the total.

Total expenses, as percentages of net sales, and salaries and expenses of salesmen
both showed declines as the average sales increased. The very small-scale estab-
lishments had the highest total expense ratio, the highest percentage of sales-
men’s salaries and expenses, the smallest average sales per salesman, and the
largest ratio of stocks to net sales. At the other extreme, the very largest estab-
lishments had lowest total espenses, lowest expenses for salesmen, highest sales
per salesman, and no stocks at all. It is possible that the smaller establishments
engaged in outright wholesale merchandising activities to a larger extent than did
the agents and brokers operating on a larger scale. This would explain, at least in
part, the larger stocks and the higher expenses. The minor variations among
the low-cost groups may be due to differences in the degree of specialization in
lines of merchandise handled.

The specialization on the selling function by agents and brokers is clearly
evideneed by the relatively large part of total expenses going to salesmen. More-
over, apart from the smallest group, stocks on hand were very low. For the
entire group they averaged but 0.6 per cent of net sales, This indicates that little
or no storage or warehousing was performed by agents and brokers.

Tasim 26,—NET Sanps, ExreNsES, AND SToCKS oN HaND, BY Size or Esras-
LISEMENT—GROCERY AND Foob-Semcranry Trapn—UNITED SraTms; 1929

[An () indicates that the amount must be withheld to avoid disclosure of individual operations)

AGENTS AND BROKERS

Salesmen 2
Total ex- Stocks
ﬁ:ggggf s{ﬁgg penses, Salarics [on hand,
SIZE GROUP lish-~ | per cent pofr cogt Avelmge and ex- pe}‘ certlt
|| ofne sales | ponses, | of ne
ments |of total sales: Number per | percent| sales
salesman| of net
sales
1,788 100.0 2.0 2, 803 |2619, 748 Lo 0.8
156 0.2 20,7 83 | 41,005 17. 4 13,1
170 0.7 8.8 117 104,675 8.0 2.6
241 2,0 5.1 207 .| 106, 797 4.7 L8
178 2.5 3.4 143 | 305, 529 3.0 0,7
147 2.9 3.2 136 { 367, 627 2,0 1.2
03 2.4 3.4 166 | 247, 694 L8 2.2
340 13,5 2.1 407 | 576, 449 L1 0.7
270 20,7 1.8 863 | 650,722 1.2 0.5
123 19,7 1.6 4385 | 788, 030 0.8 0.5
§6 16.8 2.0 287 11,016,477 0.6 0.6
19 1L0 1.3 233 | 817, 58 0.6 0.5
8 7.8 0.5 36 [6:9 01 fourowmnae

; Iiet sales, ?1,737,1491388. dsal
verage sales per salesman and salesmen's salaries and expenses as percentage of net sales are computen
on the basls of only those establishments reporting the use of sa]esmexB ¢ P

CHAIN-STORE WAREHOUSES

Chain-store warehouses as wholesale establishments.—Chain-store ware-
houses are wholesale establishments maintained by retail chaing as distributing
stations to supply their stores with merchandise. In some ways they are similar
in operations to establishments of wholesale merchants and are, in reality, more
than mere warehouses. They maintain stocks, break bulk, and deliver and bill
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the merchandise to the retail outlets. Furthermore, the activities of these
warehouses may include accounting and general supervision, and chain stores
often maintain branch executive offices at these warehouses charged with the
superintendence of the retail outlets within their respective distriets.

Chain-store warehouses differ sharply from typical wholesale establishments
in that they are integral parts of a combined wholesaling-retailing system of mar-
keting. They are included in the Census of Wholesale Distribution for two
reasons. In the first place, it was necessary to secure all reports on an establish-
ment basis. The field enumerators were given definite territories in which to
work and instruetions to secure a report from each marketing establishment in
thelr territory, Since chain-store warehouses are usually distinet physical strue.
tures or places of business, they were included in the field canvass. Second,
chain-store warehouses, although admittedly not independent wholesale organi-
zations, are nevertheless engaged in the performance of many of the wholesaling
functions. Merchandise is purchased, assembled in car lots, stored, and delivered
to the retail outlets. Accounting departments are maintained that keep records
of purchases and deliveries. A supervisory force of store inspectors works from
the warehouse in much the same manner as the sales force of the typical whole-
saler. While these supervisors do not normally make sales or take orders, they
perform the important functions of liaison officers and keep the warehouse head-
quarters informed as to the actual marketing conditions and new developments
in the field. In order to obtain a complete picture of wholesaling, it was therefore
necessary to include chain-store warehouses as part of the census of wholesaling.

Chain-store warehouses by size of business.—The wholesale departments of
chain systems, or chain-store warehouses, have been examined from a number of
different angles in this report. Heretofore, however, they have been treated as
& group constituted of more or less homogeneous units. The following diseussion
consists of & more analytical approach to this type of wholesale establishment.
First there is an analysis of a breakdown of chain-store warehouse sales by size
of business similar to that just completed for general line wholesalers, manufac-
turers’ sales branches, and agents and brokers, A further and more complete
analysis of a selected group of chain store warehouses concludes this phase of the
problem.

One of the outstanding facts disclosed by Table 27 is that chain-store ware-
houses were not confined to large-scale business organizations, or at least all
did not report large volumes of sales through the warehouses. There were 10
warehouses with average sales of less than $50,000 per year, 7 with sales between
$50,000 and- $100,000, and 17, with sales between $100,000 and $200,000 each.
In fact there were 101 out of a total of 284 chain-store warehouses with sales of
less than $1,000,000 each, per year. The combined sales of these warehouses,
however, amounted to less than 2.5 per cent of the total chain-store warehouse
business. . In sharp contrast with this condition is the fact that 14 chain-store
warehouses, with over $25,000,000 sales each, per year, accounted for nearly
35.0 per cent of the total volume for all chain warehouses, and 33 warehouses, with
average sales greater than $15,000,000, handled 59.7 per cent of the total. - These
facts indicate that while many of the smaller chains make use of their own ware-
houses, no doubt in hopes of gaining the advantages of wholesale purchasing,
that the chain-gtore business i predominately large-scale.

Whatever the reason for the existence of the small-scale warehouses, an exam-
ination of total operating expenses indicates that they were comparatively
expensive luxuries. In fact, the low average cost of 3.5 per cent of net sales was
not reached until the warehouses had attained an average volume of business
of $8,000,000 or more.

131668—33——6
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Total expense ratios varied inversely with the average size of business, declining
very rapidly as average sales increased from less than $50,000 per year to between
$300,000 and $400,000 per year. Thereafter the decrease in expenses was less
rapid but continues with minor fluctuations to a low point of 2.4 per eent for the
largest group of establishments. The trend for total expenses was paralleled very
closely by the figures for salaries and wages, which decreased from 17.7 per cent
of net sales for the smallest seale warehouses to 1.2 per cent for the largest.

Average sales per employee varied direetly with sales, but not as uniformly
as did expenses. Stocks on hand, or inventories, likewise showed a fairly high
degree of correlation, although inverse, with average size of business. Apart
from the small-scale warehouses which, strangely enough, in view of their high
operating expenses, had a fairly low inventory, the ratio of stocks on hand to
net sales decreased as the size of the business increased. All of these facts taken
together tend to explain the lower total expenses for the large warehouses, as
well ag the higher expenses for the small-seale ones.

TasLe 27.—NBT Sarms, OperaTiNG ExpENsps, AND Stocks oN HAND Fonr
CuAIN-SroRD WAREHOUSES, BY S12E OF ESTABLISHMENT—UNITED STATES:
1929

* |Employ-

Bar | (N | eipen | g, [Apgrasel oo ot
al . S 63, J
SIZE GROUP 'ﬁ%}' Por cont Snter | “ber | per em-|per cent P g?t

ments | °F 088l | ot ertas ployes osrm%gt sales

T Y Y 234 100, ¢ 4.5 | 16,819 | $86, 652 1.7 4.8
Under $50,000. .- woemmomtomacacaccaaeen 10 [aaacaeae 40,2 28 7, 645 7.7 5.0
50,000 to *100,000..- A 15,9 271 19,748 7.2 16, 4
100,000 to $200,000 17 0.2 13.2 162 | 16,360 7.8 20.4
- $200,000 to $300,000. 19 0.3 1.4 173 | 26,286 6.8 12.0
$300,000 to $400,000 8 0.2 5.3 61| 47,686 3.9 7.3
L BBl moelem oo

, ,000, . A 55 ) X X
$1,000,000 to $2,060,00 30 3.2 5.5 977 | 48,103 2.0 8.8
$2,000,000 to $4,000,000. 17 3.3 4.9 881 | 54,602 2.8 0.5
$4,000,000 to $8,000,000. . 20 1L9¢ 5,4 3,254 | 68,406 2.5 6.5
48,000,000 to $15,000,000. .. .. ... . 23 10.5 3.2 2,461 | 115,788 1.4 3.4
$15,000,000 to $25,000,000- . . .. oeeeenee. 10 25.90 3.3 3,052 1 99,60 1.6 3.2
$25,000,000 and OVer. v oo ceoeaan 14 34T 2.4 4, 651 | 111, 089 1.2 3.4

1 Net sales are at wholesale values comnparable to sales by other types of wholesalers, The total equnls
$1,467,408,202, and includes all goods tillad through the warehouse.

Special analysis for 142 chain-store warehouses operated by 24 grocery
chains.—Twenty-four grocery chains operating 142 warehouses and 32,929 retail
stores reported operating information to the Census Bureau on special listing
sheets, which provided for certain items not included in the regular wholesale
schedules. These additional items include the value of goods actually handled
through the warehouses, as well as the total value of merchandise billed through
the warehouses; a division of employees and salaries into executives and buyers,
office workers, and all other; the value of direct deliveries or business going
direct to the retail stores without passing through the warchouses; and sales
made through the warehouses to other than the retail outlets of the respective
chains.

These items have particular importance, since the 24 chains reporting con-
stituted a very substantial part of the entire grodery-chain business. The ware-
houses comprised approximately 65 per cent of all grocery-chain warehouses
reporting to the Census Bureau, and accounted for over 90 per cent of the total
volume of sales at wholesale values reported by grocery-chain warehouses. The
retail ontlets of these 24 chaing made up 62.7 per cent of all retail grogery-chain



i

GROCERIES AND FOOD BPECIALTIES 83

-stores reporting and accounted for 66.8 per cent of total reported grocery-chain
gtore sales at retail. (See Table 28). It may be said, in explanation of the differ-
-ent proportions of total warehouses and total retail outlets, that most of the 2,
8, 4, and 5 store organizations do not operate warehouses, but bought from whole-
asalers of various types, or directly from the manufacturers.

TaBLE 28,—8aLms AnaLysiS FOrR 142 Groomry-CHAIN WAREHOUSES—UNITED
StarEs: 1929

Number of retail chain-grocery stores._

—— 32,920
Sales of retail chain-grocery stores ., - ceomecc e camcccmaean .-~ $1, 858, 759, 255

Total value at wholesals of goods billed through the warehouses ~-w $1,308, 746, 149
Value of goods actually handled through warehouses. ......... $1, 000, 244, 092
Direct deliveries (drop shipments) billed through warehouses 1.$200, 602, 057

Sales through warehouses to others at actual selling price. . .o.oeeeoneoceun. . 187,688,328

Analysis of the sales of these chain-store warehouses reveals that 830.5 per cent
of the total sales at wholesale values, by the 14 chains reporting on this item,
were drop shipment or direct store-door delivery sales. In other words, mer-
chandise valued at 30.5 per cent of the total billed to the retail outlets of the

,chains did not pass through the chain-store warehouse. The following tabula-

tion shows the variation in direct shipment percentages by the 14 chains reporting
on this item. The range was from 4.39 per cent to 50.98 per cent, indicating
that such sales were a very important part of the business of some of the chains.

PurcunTaAGE oF DiRBeT Duurverms To Toran Vawue orF (Goops BriLep
TEROUGH THE WAREHOUSES ¢

Number Number

of chains of chains
Under 10 per cent.. 4 || 40 to 50 per eent.a e ocae e eemeee 1
10 to 20 per cent...... 3 || Over 50 per cent 1
20 to 30 per cent . 1 e ——
30 to 40 per cont 4 Average 30.5 per cent. . oeeonn.. 14

¢ 14 ghains in 131 warehouses—eombined sales billed through warshouses, $1, 277, 738, 810.

Some light is also thrown upon another significant phase of chain-store business
by the fact that 12 of the chains reported sales to others or sales on a wholesale
basis from their warehouses. Such sales amounted to over $7,500,000, or 1.2
per cent of the total value of goods passing through the 12 chain-store warehouses
so reporting,.

The 24 chains gave employment to 12,355 people in their warehouses and paid
out in salaries $17,851,289, which was 1.36 per cent of total volume of sales, or
1.96 per cent of value of goods handled through the warehouses. Over 19 per
cent of the total employees for all chains were female.

There were 390 executives and buyers with salaries of $2,129,716, an average
of $5,461 each; 38,055 office workers receiving $4,043,792, or an average of $1,324;
and 8,910 warehouse workers and truckmen receiving $11,677,781, or $1,310
each on the average. Executives thus received nearly 12 per cent of total
salaries paid, although constituting but little over 3.0 per cent of the total em-
ployees. Office workers, who made up nearly 25.0 per cent of the employces,
received approximately 23 per cent of the total salaries, while warechousemen and
truckers, constituting over 72 per cent of all employees, were paid but little more
than 65 per cent of the total salaries and wages. These facts bring into relief

1 Reported by 14 chains only with sales through warehouses of $980,517,101.
2 Included in value of merchandise actually handled through wareliouses, Reported by 12 chains only
with sales through warehouses of $654,615,782 and direct deliveries of $265,817,530.
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the differences in salary scales between the three classes of workers. (See
Table 29.)

Total expenses, exclusive of rent, amounted to 3.15 per cent of the value of
merchandise passing through the warehouses, as compared with 2.19 per cent
of the value of all goods billed through the branches. For those establishments
which reported rent paid, an additional 0.18 per cent must be added for this itom,
bringing total expenses to 8.33 per cent for that group. The value of knowing
the extent of direct deliveries should be clear from this illustration. If total
expenses are computed on the basis of total volume of goods billed through the
warehouse, a much lower figure is obtained. But such a procedure is misleading,
singe the additional expense of the direct sales is only a part of the buying, office,
and administrative expense, and probably a very small part of total operating
expenses. ‘Thus, the average of 3.5 per cent of net sales for total expenses for
all chain-store warehouses (Table 27) underestimates the true condition, sinco
it may be assumed that approximately the same average percentage of direct
deliveries obtained for all chain systems. On this assumption a more aceurate
measure of the cost of performing the wholesale functions of the chaing may ho
obtained by reducing the net sales figure by 30.5 per cent, the amount of dircat
deliveries, before computing the ratio of expenses to net sales. This raises the
total warehouse expenses, expressed as a percentage of net sales of goods actually
handled through the warehouses to 5.0 per cent. A small deduction ghould he
made from this figure to allow for the buying and general administrative expenses
properly chargeable againet direct shipments. On a pro rata basis for salarics
of executives and buyers, salaries and wages of office workers, and miscellaneous
warehouse expenses, this allowance would not exceed 0.40 per cent of net salcs,
leaving a figure of 4.80 per cent of net sales as a reasonable measure of the expenses
of operating a chain store warehouse.?

Tapis 29.—OrERATING INFORMATION FOR 142 GroCERY-CHAIN WARBHOUSES,
UnireEp STaTES: 1929

Pfr cluut
Por cent | Of 040
Number or | of total | &f B
TTEM smount volume i‘ﬂ%ggﬂ
of sales ware.
houses @
Number of ¢hains. ... ...
Number of warshouses. - ... ——— 142
Total volume of sales at wholesale vajwes_ . - - TTTTTTTT $1, 808, 746, 149
Total employees.. . 2,

Total salaries_-
Male emplayees. ..
Female employees
Executives and huyers.
8alaries of executives an
Office workers. ..o..._._..
8alaries of office workers. -
All other employees (chiefly warehouse workers and truckmen)

't
............................ $17, 851, 289
_____ 9,993
+9) 362
200
$2,120, 718
3 055
$4, 043, 702
g 010

Salarles of all other employees. ... ... .. _ $11, 677: 781
Rent Emd for warehouses.. ... <$1, 735, 348
Al other warehouse expenses. ..... $10, 904, 410
Total expenses (exclusive of rent)__ .. __ $28, 755, 699
Stocks on hand, Dee, 81, 1920_ . __ T IIITTTITTTRTT $46, 979, 233

e Total value of goods handled through the warehouses are taken as 60.46 per cent of total volume of
goods billed through the warehouses (100 per cent minus 30.54 per cent direct deliveries),

& Reported by 20 chains with 12,220 warehouse emplayees.

¢ Reported by 18 chains only with 133 warehouses and value of goods handled through warahouses af
$947,279,366. Percentage of rent to value of sales is computed only on basis of warehouses reporting rent.

23 See final section of this bulletin for & discussion of retail chain stores and total chain system expenses,
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WHOLESALER-RETAILER VOLUNTARY (COOPERATIVE) CHAINS #

There remains an important aspect of the wholesale trade in grocery and food
specialties which requires apecial analysis. This is the cooperative activities of
independent wholesale merchants with independent retail stores. Muech con-
fusion exists as to the real nature and character of this movement, due to the
fact that there are at least two distinet types of voluntary chaing and many
variations of each type. The oldest type historically is the retailer-wholesaler
group. In this type of voluntary chain, the retailers have joined together and
organized their own wholesale establishment. The primary object of such
cooperation is to secure buying advantages for the retailers. There are a number
of methods followed by retailer groups to achieve this objective. A separate
wholesale house may or may not be maintained. Sometimes this cooperation
consists merely of joint purchases of merchandise. At the other exfreme, an
elaborate wholesale establishment, differing but little in appearance and function
from an independent wholesaler, is operated by the retailers. Since retailer-
wholesaler chains are owned and operated by retail stores, they have been
omitted from the following analysis.

The second type, that of wholesaler-relailer voluntary chain, is of more recent
origin and falls more clearly within the province of a study of wholesaling, since
it is an activity in which wholesalers have taken thé initiative., Wholesaler-
reatiler voluntary chains, unlike the other type, are not designed primarily to
secure buying advantages for retailers, although this may be a subsidiary result.
The chief objective is a desire on the part of the wholesaler to cement his relations
with his better retailer customers more firmly and thereby to improve his and
their competitive positions. The competition of regular chain systems has been
felt by wholesalers, as well as by retailers, and the voluntary chain movement
as sponsored by wholesalers has been primarily motivated by the urge for self-
preservation. Since wholesalers can exist only so long as they have successful
retail outlets, it is to the wholesaler’s advantage to cooperate with his customers
in building a stronger competitive structure, The retailer also gains from such
cooperation. He frequently receives his merchandise at lower cost and is assisted
in advertising and selling. He also is advised as to improved marketing and
accounting technic and assisted in reorganizing his store on modern lines, In
fact, both wholesaler and retailer may gain many of the advantages of integrated
business without suffering the major disadvantages. At the same time, the
advantages of independent ownership and supervision are retained.

The wholesaler-retailer voluntary chains, like their retailer-wholesaler counter-
parts, take many forms. In some of the chains, the relationship between the
wholesaler and his retail clientele is rigidly defined by binding contracts. At the
other extreme, very loose agreements serve as the basis for cooperative efforts.
Indeed, the variation in form and extent of cooperation is so great that it is
difficult to measure this movement with very great accuracy.

Since the original wholesale schedules made no provision for selecting the
wholesale establishments which conducted voluntary chains, it was necessary
to supplement the field work with a speecial mail canvass. The following analysis
of voluntary chains is therefore based upon the returns from this eanvass and
constitutes a survey or sample study rather than a complete enumeration. In
the latter part of 1931, a letter was sent out to 5,383 establishments which has
been classified by the Census of Wholesale Distribution as wholesale merchants

M A voluntary chain was defined for census purposes gs a cooperative buying group, sometimes called
a contract-wholesaler group, which combines one or more independent wholesale establishment with a
group of independent retail stores, the organization. being formed on the initiative of the wholesaler, (Soe also
raport of Federal Trde Commission on ‘ Cooperative Grocery Chains,” 1982, Superintendent of Doou-
ments, Washington, D. C.)
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in the grgcery trade to determine th(? numb‘er wh'lc.zh wlerf c'gnnviztse(;e\&tlihv(i}s:; ‘
tarv chains® A second lebter asking for additional 1acts B :
establishment which reported membership in & wholesaler-retailer voluntary
chain, ’

A total of 3,110 replies to the first letter were received. (See suramary l)el(1‘\~,)
This constituted 57.7 per cent of all general-line grocery wh?lesaler& Of the
replies, 442, or 14.2 per cent, reported some connection with a wholesater-
retailer voluntary chain, and 306, or about 10 per cent, of the tzota,l, rc?purtml
that they had been members of wholesaler-retailer voluntary c'hn,'ms during FhP
year 1029. Since all replies were very carefully checked to eliminate doubiful
cases, such as retailer-owned wholesale houses, it is believed that the results
afford a sound basis for estimating the extent of the wholesaler-retailer voluntary
chain movement in 1929. Such an estimate follows. .

If it be assumed that the 57.7 per cent sample was fairly representative of the
entire field, it may be estimated that there were, in 1929, more than 500 (10 per
cent of 5,383) wholesale grocery establishments connected with the voluniary
chain movement. A smaller, rather than a larger number, would seem to be more
probable, however, due Lo the fact that the interest in volunlary chains wauld. tend to
exert an influence upon those who were in the movement to reply lo the inguiry. In
other words, the original assumption as to the representativeness of the sample
is open to the criticisin that it is probable that those reporting voluntary c.lmjn
membership in 1929 constituted a much larger percentage of all wholesale eatab-
lishments connected with voluntary chains than the total replies received con-
stituted of all inquiries mailed to wholesalers. If such was the case, & much lower
estimate, suy, neaver 400 than 500, probably represents the exient lo which wholesale
grocery establishments were connected with voluntary chains in 1929.%

SuMMARY OF REPLIER T0 WHOLESALER-RETAILER VOLUNTARY CHAIN LBTrERS
Unirep StaTes: 1931

First lotters mailed t0 wholesale eStabUSIMIENES .. e oeeiremsnmcmcracmnmanccmme s mn s m 4 483
T - 810
Number of establishments “out of business” between end of 1020 and end of 1931. . -
Nuwmber indicating connection with wholesaler-Tatailer cBaiN. ....oxcmwonsauacemox .
Number indieating establishment of chain in 1029, or hefors. . - 31
Becond Jetiers mailed. . - o o -
Replies received to seeond letter. ... ... L LTI LTI ]
Replies incomplete...__... I - B
e T O {6

The summary of replies received to letters and questionnaires incidentally
throws some light upon the effect of the decline in business upon wholesale groeers.
Of the replies received to the first letter mailed out, 177 indicated that the estab-
lishments were no longer in business at the end of 1931. These establishments
co\nstituted 5.7 per cent of all replies received, or 8.29 per cent of all wholesale
grocery establishments.

B A subsequent reaxamination of all sehedules reduced this mumber to 4,776, as genuine generat-line
wholesalers for the grocery and food specialty trade study. Many of the others were spectalty houses
and some were the wholesale establishments owned by retailer-wholesaler voluntary groups.

* Bince some of the wholesaler-retailer groups had more than ong wholesale establishment, the number
of groups or chalng was much less than 400 and probably did not greatly exceed 800 in 1920, 'The pumber
of retal} stores, based npon an average of 150 for each whosesale establishment (see Table 32), was approxi-
mately 60,000. This estimate of 300 wholesaler-retailer cooperative chaing, with 400 wholesale establishs
ments-and 60,000 retail stores, in 1829, based wpon census statisties, supplements two other estimatos.
The Federal Trade Commission gave the pmmnber pf cooperative grocery chains as 365 and the number of
reisil stares as 53,410 at the heginning of 1930. (Ibid., p.14). The American Institute of Food Distribution
esﬂn‘mted 351 voluntary chains with 59,640 retail stores as of May, 1930, Both the Federal Trade Com-
mission and the American Instituie of Food Distribution have inaluded wholesaler-retailer and ratailor

hiolesaler groups, whereas the census statistics have exeluded the latter,

‘Five of these wers later discarded ns ingorrectly classified.



GROCERIES AND F(0OD SPECIALTIES 87

Questionnaires were mailed to the 311 establishments indieating connection
with voluntary chains in 1929 to secure additional information about such chains.
Replies were received from 145 establishments, or 46.6 per cent of the total.
Only 95 of these replies were complete enough to be useful, However, the
original schedules filed by each of the 306 establishments which proved to be
genuine wholesale members of wholesaler-retailer voluntary chains were available
for special examination and the analysis of these 306 schedules follows. (See
Table 31.) Furthermore, information on the date of organization of the voluntary
chain was supplied by 438 wholesale grocery establishments in reply to the first
letter sent out. These include establishments reporting for 1930 and 1931
(See Table 30.) ‘

Year of organization.—It is interesting to note that one wholesale grocer
reported the organization of & voluntary chain group as early as 1891. (See Table
30.) There followed a gap in the series to 1910, at which time another establish-
ment reported the organization of a voluntary chain. Thereafter to date, with
the exception of only three years—1913, 1916, 1917—each year has seen the
birth of new voluntary chain groups. Prior to 1925, the largest number reported
in any one year was seven, in the year 1921. In 1925, there were 17 organizations
reported and the movement has shown substantial growth each year since.

TABLE 80.—~WHOLESALE EsTABLISEMENTS REPORTING YEAR OF QORGANIZATION
oF VoLUNTARY CHAIN

Number . Number Number
YEAR ORGANIZED of estab- YEAR ORGANIZED of estab- YEAR ORGANIZED of astab-
lishments lishments lishments

-

T G200 00

: Total reporting. 438

bt g ettt D

1 The establishments reporting the organization of voluntary ehains in 1630 and 1631 must not he taken
as the total for those years, since they constitute only the new voluntary chain organizations of wholesale
grocers in business and reporting to the Census for the year 1028, i ) . h

2 Includes 31 establishments reporting year of organization as 1929, or earlier, without specifying the

exact year,

The outstanding fact revealed by this summary is that the wholesaler-retailer
voluntary chain movement is of comparatively recent origin. Not until after
1925 did the numbers become significant. Indeed, 410 out of the total of 438
were established during the past seven years. Among the earliest examples of
this development are some establishments which, while they came under the
definition adopted for this analysis, are not strictly comparable with what is now
recognized as a wholesaler-retailer voluntary chain. One, for example, was a
wholesale house owned and operated by Chinese which had for years been supply-
ing the needs of a group of Chinese-owned retail stores in much the same manner
that wholesale houses cooperate with their retail clients under the modern
voluntary chain plan. . )

Eapense and Sales Analysis of 306 Wholesale Establishments Identzj?ed w}th
Voluntary Chains—The 306 wholesale establishments reporting connectlon. with
voluntary chains in 1929 were divided into two groups on the basis. of the size of
the community, 258 being located in cities of 10,000 or more inhabitants, and :48
establishments located in communities of less than 10,000 people. Some sig-
nificant differences between these two groups are indicated in Table. 31, The
average sales per establishment were over twice as great for the larger eity houses.
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The total operating expenses, instead of being lower for the larger-scale establish~
ments, as might be expected, were lower by 1.73 points for the small-scale con-
cerns. Salaries and wages which were 1.35 points higher for the larger
establishments no doubt accounted for most of the difference. Miscellancous
expenses were somewhat higher for the small town establishments, but rents were
considerably lower. A greater extension of eredit on the part of the larger eity
eatahlishments is indicated by the figures of 85.59 per cent as compared with 82.97
per cent of the net sales reported by establishments in communities of less than
10,000 in population.

Tagre 31L.—WHOLESALE GROCERY ESTABLIREMENTS QPERATING VOLUN-
TArRY CrAINS IN 1920 UmiTep STATES SUMMARY

Located in Located in
— cities of 10,000 Pg{ Sgtnt cities under P(f{ ggélt
ormore | oqag 10,000 in sales
population population
Number of establishments..._... Y e mmamammmam e cesene—nan 258 | 48
NBt 98165 mucecacwcemmovmmmmmnnemm e 328, 063, 397 100.00 | 28, 911,738
Total emMPloyees. «vcveemvammanacnaenmmamnmn 10,230 1o 08
Total 8alaries v . oeaec oo e emcmecamiomeaan 18, 640, 533 5.68 | 1,106,100
Number of 8816SMeN - caenmncmanacccmcamaman 2,279
Salgries.pf salesmen.. 6,309, 779.| -
Txecutives. ... 464
Salaries of executives 2,413,180
A1} pther emaployess....- 7,406
Salaries of all other employees - — ——- 9, 017,574
TExpenses of salesmen - 1, 091, 683 3 .
onbl____ . 1, 213,131 10.52 46,074 10,37
All other expenses (including interest) 11,077,343 3.66 1,033,122 3.84
Total sxpenses. -..- 33,032, 281 10.07 | 2,245,196 8.34
Stocks ont hand, Drecernber 31, 1920 oo 46, 862, 528 14,32 | 8,888,067 14,28
Returns and allowances 2 4,872,063 L% 7% ESRUSREN NP
Average sales per establishment . oo 1,271,580 (coeeeonn 560,661 [.eone.os
Net aales of establishments with eredit sales..cvonecamenn- 281, 107, 575 85,69 | 13,423,148 49.88

Net sales of establishments reporting returns and allow-
F2) 0T SN 239, 476, 130 73.00 [cweuccmnmmmc]oernvannan .
Not sales of eatablishments paying rent 229, 095, 522 69.83 { 12, 541,624 46,60
Crodit sales 3. . coooomenmnacniaacnna-n 240,610,189 | 385,69 | 11,137,002 382,07
Bales to home consumers_. . 150,518 0.05 "
Goods MAnUIBCLULCA . m e e vecceaccemcmaccca v ammancm e 3,071, 275 0.95 179, 876 0.87

1 Per cent computed on basis of net sales of establishments reporting rent,
1 Per conk computed on basis of net sales of establishments reporting returns and allowances,
# Per cent computed on basis of net sales of establishments reporting credit sales.

For the 95 establishments reporting on the extent of voluntary chain operations
additional facts of significance are presented in Table 32. The net sales of these
establishments amounted to $181,056,279, constituting a fair sample of the total
group operating voltuntary chaingin 1929. From these statistics, it appears that
the voluntary chain permitted the wholesaler to secure larger sales per retail store
and therefore a larger volume with fewer accounts than was frue of the more
typical method of selling. Fifteen wholesale establishments which reported all
business through member stores averaged 241 retail-member outlets with sales of
$7,139 per outlet. For the entire group, the average number of stores served was
657 per wholesaler, including both retail members and other retail stores. The
average sales to retail outlets were $2,100. The average number of member
stores for the entire group was 150, and the average sales to members was $4,500.
Apparently, retail member stores were decidedly important outlets for wholesale
grocers, increasing in value to the wholesaler as they become the exclusive
outlets.

The figures for the total expenses corroborate this conclusion, indicating as they
do that expenses were less for establishments catering exclusively to retail
members of the voluntary chain. For the entire group of 95 wholesale establish-
ments, the total expenses were 8.18 per cent, as compared with 8.99 per cent for
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85 establishments selling to both retail members and other retailers and 4.68 per
cent for 15 establishments selling exclusively through cooperating retail member
stores. These percentages compare with the average of 9.1 per cent for all
general-line wholesale merchants in the grocery and food-specialty, trade. It is
possible that the 15 establishments were able to reduce costs by eliminating a
substantial part of the selling expenses and by closer coordination of purchases and
sales. It is also possible that delivery costs were reduced by cooperating with the
retailers, such as cutting down on special deliveries and making fuller use of
regular delivery routes.

TaBLE 82.—ANALYSIS OF THE OPERATIONS OF 95 WHOLESALE GROCERY EsTAB-
LisEMENTS OPmramiNng VorunrTary Cmamns: 1929

Number of establishments (wholesale)
Net SAleS. oo ecm e
Average sales per wholesale establishm

08
$181, 058, 279

Average number of retail stores served by cach wholesale establishment . s 667
Average sales to retail stores served by each wholesale establishment. ___. - o $2, 100
Average number of retail member stores per wholesale establishment_....... - b 150
Average sales fo retail member stores per wholesale establishiment. oo oeocoovracuncene- ° §4, 500
Average sales to retai] member stores by wholesalers selling exclusively to member stores..-. d $7, 139
Average sales per wholesale establishment selling exclusively to mermber SEOres. . avc v vueeccccnen 4 $1, 721, 364
Average number of retail member stores per wholesale establishment selling exefusively to mem- 4 241

B B O S L - e et oo e e m e et o e e o
- 8,13 per cent

Tota] expenses as per cent of net sales—95 establishments - -
Total expenses as per cent of net sales—135 ostablishments selling exclusively t

ar
B8 - e e e e et a7 o e 4.63 per cont

‘Total expenses as per cent of not sales—84 establishments selling to member stores and other

T T o e e et e e o m e am o m A —————— 8.99 per cant

Retail distribution of groceries and food specialties.?’—Retail distribution
consists of all sales activities dealing directly with the consuming public.
These activities were briefly sketched in the opening section of this report
from the commodity standpoint. (8ee Chart II.) Building up from the statisties
on grocery manufacturing and wholesaling a total value of $10,232,332,000
was estimated as the consumer price for manufactured grocery commodities.
The following section deals with the institutions or retail stores which sold grocery
commodities in addition to greater or lesser amounts of other commodities such
as meats, dairy produets, fresh fruits and vegetables, and even hardware, dry
goods, and other unrelated lines.

United States Summary.—There was a total of 481,691 retail stores in the
entire food group of stores as classified by the retail census. These stores sold
a total of $10,837,421;585 worth of food products of all kinds. There were in
this group 191,876 grocery stores, without meat departments, with net sales of
$3,449,129,144, and 91,888 grocery stores with meat departments, selling
$3,025,304,722 worth of merchandise in 1929, The food group also included
28,661 meat markets with grocery departments, the net sales of which were
$878,357,345. In addition to the stores of the food group of stores, there were
104,089 general stores with sales of $2,570,744,006, a considerable part of which
was in groceries and other food products. There were also 460 department
stores with food departments, 2,182 general merchandise stores with food depart-

“ments, and 7,127 feed stores with groceries. (See Table 33.)

The exact amount of business done by these different types of stores in grocery
commodities varied considerably from one type to another, but ean not be
definitely determined because of the failure of most stores to report sales on a

= Based on reports from 89 wholesale establishments.
b Based on reports from 93 wholesale establishments.
¢ Based on reports from 76 wholesale establishments.
4 Based on reports from 15 wholesale establisiments,

#7 See special bulletin dealing with food retailing; alse Retail Distribution No. R-70—Food Ohains,
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commuodity basis. An examination of sample reports showing the percentage
breakdown by each commodity indicates that the estimated total of $10,232,-
332,000, shown in Chart IT, was not far from the truth, provided that due allow-
ance ig made for groceries consumed hy restaurants, hotels, prisons, hospitnls,
institutions, and similar food outlets, most of which bought from wholesalers
or manufacturers rather than from retail stores. The total sales of restaurants,
not including hotel dining rooms, for example, were $2,124,890,445. The exact
amount of thiz total which should be clagsified as grocery commodity business
can only be estimated, but it probably amounted to approximately one billion
dollars.

TaprLy 83.—RETAIL DISTRIBUTION OF GROCERIES—UNITED STATES: 19201

EIND OF STORE—ALL TYPES
Included in food group
ITEMS
Footdtg r:loup G £ Maat ket
“tota! rocery stores eat markets
(withont | Grasery stotss ™~ (ith
meats) groceries)
Number of 8E0TeS._vacccmresceaecccmanan 481, 891 101, 876 91, 888 23, 081
L $10, 837, 421, 585 || $3, 449, 129 144 | $3,025, 304,722 | $878, 357,346
I’ropmetors and firm members (not on |
468, 301 171,901 87,420 25, 800
569, 632 143, 413 148, 819 44,007
158, 775 b4, 484 40, 700 11, 306
$767,207,382 ||  $183,439,001 | $102, 504127 |  $61,759, 350
$35, 554, 773 $11, 818, 024 D, 231, 060 $2, 014, 210
$601, 480 620 $261, 019, 370 $179, 059, 870 $44, 152 070
Total operating expenses {per cent of net
YLy TN 19,50 17,36 18,78 A
KIND OF STORE—ALL TYPES
ITEME Department | General-mer- | Feed storos
General stores { - stores (with |chandise stores| (with gro-
tood) (with food) ceries)
Number of stores B 104, 089 480 2,182 7,127
Net sales _-| $2, 570,744,006 |  $030, 411,264 |  $130,404,484 | $205, 235, 703
Proprietors and firm members (not on
pay roll) . - 121, 366 184 2,160 | . 8, 300
Employees (1ull t00).. .o - oo oo 107, 023 107,364 8,472 8,163
Employees (Dart time). 10, 650 1, ‘ 2 057
Pay roll (totaly ... ... $115, 511, 168 $139, 202, 780 $10, 804, 835 $8, 683, 743
Pay roll (part tima only)_ - $5 8‘21 873 $3, 835, 805 $280, 206 $472, 502
Stocks on hand. ..o cevomeeem ool $546 265 480 | © %188, 575, 930 $24, 959, 860 $19, 084, 610
‘Total operating expenses (per cent of net
SB10S) e mcm e mm e e awem e e 13, 59 28. 19 16. 01 12,13

1United States Surmmary of Retail Distribution.

In addition to the extent of the retail trade in groceries, Table 33 also shows
the number of proprietors and firm members, the number of employées, the sala~
ries and wages of employees, the stocks on hand at the end of the year, and the
total operating expenses as percentages of net sales.  All of these figures are
shown for each of the major types of stores handling groceries.

The three most important types, grocery stores with and without meat depart-
ments, and meat departments with grocery departments, reveal that the grocery
trade proper gave employment to 337,139 full-time enployees, 106,489 part-time
employees, and 285,267 proprietors and firm members. Total salariés and wages
samounted to $461,665,781, of which $23,963,303 went to part-time employees.
A total of $484,231,410 was mvested in stocks of merchandise on hand at the end
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of the year. This constituted 6.6 per cent of the net sales of the three major
types of grocery outlets.

Total operating expenses, exclusive of net profits, amounted to 16.72 per cent
of net sales for straight grocery stores, 15.77 per cent for grocery stores with meat

-departments, and 17.21 per cent for meat markets with grocery departments,

These figures, however, inelude both independent and chain stores and are valua-
bls chiefly as indicating the total cost of retailing grocery produects by specialized
grocery stores. A brief analysis of the chain stores follows.

Chain stores.—A. total of 1,041 chain systems with 56,450 retail stores operated
in the grocery and related trades in 1929.. The total volume of sales exceeded
three billion dollars. Combination-store chains, stores handling both groceries
and meats were most numerous with 475 chains, 41,136 stores, and $2,381,827,445
sales volume. Second in rank were 318 grocery-store chains, with 12,330 stores
and sales of $490,946,311. In addition there were 234 meat-market chains, 10
grocery and dry-goods chains, and 9 grocery and feed chains, These last three
chains sccounted for a relatively small part of the total business. (See Table 34.)

Operating Brpenses.®—Exclusive of the three largest chains whose expenses
were 13.6 per cent of net sales, the total retail-store operating expenses were 15.46
per cent of net sales for the combination-store chains. Straight grocery chains
had lower expenses than the combination group, the ratio being 13.84 per cent of
net sales. The total expenses for the three remaining types of chains were meat-
market chains, 18.34 per cent; grocery and dry-goods chains, 14.93 per cent; and
groeery and feed chaing, 9.8 per cent.

TaBLp 84.—ReTa1L DisTRIBUTION OF GROCERImS—UNITED STATHS: 19201

CHAIN STORES

Total store

Number | Number
KIND OF BUSINESS of of | Total net sales e;(fli)gsggnaf
’ chains stores of net sales
Total. e ———— g 1,041 668,450 { $8,027,084,41L | oovreeu-a
Qrocery-store Chains .« oo v veee e e ccccia e 318 | 12,330 400, 9486, 311 13.84
Meat-market chains, - 234 2,753 139, 877, 081 18,34
Combination-store chains._ —— 475 41,136 | 2,381,827,445 215.46
Qrocery and dry-goods chains . 10 187 11, 381, 102 14. 93
Grocery and feed ChAIME .. . .owivecnmnmmmcace oo manannn ) 9 44 3,372,472 9.8

L]

1 Distribution No, R-70—Food Chains.
* Exclusive of 3 largest chains whose total expense ratio was 13.60 per cent of net sales.

Commodity sales.~—The following tabulation of the distribution of chain-store
sales by commodities affords a basis for determining the relative importance of
groceries and other items handled by the straight grocery chains. General-line
groceries amounted to 69.75 per cent, fresh fruits and vegetables 12.11 per cent,
and fresh meats 4.14 per cent of total net sales. The straight grocery chains
sold in addition bakery products, bottled beverages, confestionery and nuts,

# Only the retail store operating expenses are shown hers, To get the total expenses of chain systems
it is necessary to include chain-store warehouse costs. These have been shown in the section on chain-
store warehouses to amount to 4.6 per cent, or slightly less for the expenses of goods handled through the
warchouses at wholesale values. This figure is equivalent to about 3.9 per cent of the net sales at retail
prices. On the assumption that the average expenses for conducting the retail stores is affected very littls
by the fact that some of the chains do not bave warehouses, it is reasonable to add the 3.9 per cent to the
retail-store expenses to arrive at the total chain-system expense. This method brings the total for strafght
grocery store chains to 17.7 per cent and for combination store chains o 10.4 per cent of the consumer’s

dollar, exclusive in both cases of net profits.

i
t
1
1
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fresh fruits and vegetables, milk and cream, and nonfood products. For com-
parison with the commodity classification used in the wholesale field, it is nec-
essary to make an adjustment, since eggs were not classified among the grocery
items in the wholesale commodity group, while bottled beverages, confectionery
and nuts, and nonfood products were included. On this basis, groceries con-
stituted 71.72 per cent of the sales of straight grocery chains.

TasLe 85.—8avms BY CommopiTiss '—GRrocErRY-S10RE CHAINS

Grocery-store| 5 grocery-
All grocery- | chains of less | store chains
store chains | than 500 |of more then
units 500 units
Total seles, all heins . oo ooowo oo ---..| 8400,948, 811 | $280, 798, 590 | 8210, 147,72t
Loss amount which can not be broken down into commodities. 134,237,076 | 134,237,078 |.ooecncucenn -
Sales further analyzed .. oeoe o oo 356,700,236 | 146,561,514 | 210,147,72
Per cent Per cent Per cent
Commodity.. .. ——mmemm——————— 100. 00 100,00 100.00
Bakery produets-.e o ee oo oo 3.87 2.84 3,88
Beverages, bottled.. . ... ______ TR 1.16 0.97 1.30
Conlfectionery and nuts, . _____.__ TN 1,08 0.84 1.2
Delicatossen and ready-to-serve f00ds .- ... 0.18 0.48 [mminnaen .
Tish and other sea 100dS.. . oo omeeeoono.o. - 0.61 0.11 0,95
Fresh froits and vepatahles. . . 12,11 8. 08 14,26
Groceries, general Yne, $otal. .. _____ T 777" - 69. 75 74.22 84
Meats. .o —— . 4.14 4,19 4.10
Milk and eream ... ... ______ T 2,28 1.83 2.60
Restaurant operations. ... 0.268 0,64 | eemmnaens
Sales of nenfood produets.._-. ... .. T 17T 5,06 5.15 5.00
A further partial breakdown of 2 of the above classifications,
based upon. & coverage of about 38 per cent in the case of
groceries and 77 per cent in the case of nonfood products, is
ghown below:
Groceries (general Hne) .. ..oo..oooomo oo e 69,75 74,92 66,63
Butter and chesse. . 11,27 10. 34 11.36
1 SR . 7.62 4.12 8.88
Lard, cooking fats, ete . oo ___ - 1,33 2,84 0,94
Flour. R 1,90 2,82 1.8
Sugar. R 5.45 6,54 4. 8
Canned goods and ather groceries.._ - 42.18 47,96 39.22
Nonfood commodities.____._..______ . 5.06 5,15 5.00
Cigars, cigarsttes, snd tobacco. . 2.21 | 1.71 2.28
Hardware, household supplies, station
piles 2.10 2,18 2.07
Al other nonfood produets. .. T TN 0. 1.28 0.85

1 Food Chains—Distribution No. R-70, Census br’DmriQuﬁon.



APPENDIX

The following pages give, in terms of percentages, the proportion of different
commodities sold by representative general-line wholesale merchants and specialty
wholesale merchants located in different sections of the United States.

Page
General-line wholesale merchants_. ... .. ______..__. 93
Bpecialty wholesale merchants__ .- . . ... . 95
GENERAL-LINE WHOLESALE MERCHANTS
Per cent Per cent
COMMODITIES of total COMBMODITIES of total
sales sales
CASE NO. 1,—EAST CABE NO. 2.—EAST
Total sales, $15,072,000 Total sales, $11,472,801
All commodities 100. 00 {| All commodities 100, 00
Bakery produets ccuemceommmocromcomen- 0.28 || Canned goods. 38.33
Biseuits and crackors.... .28 Canned fruijts 11, 60
Canned goods..... 51.85 Canned vegetables 17,25
Canned fruits 13.10 Canned fish and sea foods. 9,58
Canned vegetables. . 22,20 || Confectionery and soft drinks. 4,80
Canned fish and sea f 15, 62 Bottled beverages. . 4.50
Canned meats. ... .04 || Dairy products and eggs.- L4
Confectionery and soft drink 1,01 Cheese. 1.41
hewing gum ,0L il Fruits and vegetables 5.68
Bottled beverages._ .97 Fruoits, dried..... 5. 68
Other confectionery. .03 || Groeeries 24, 82
Dairy products and eggs .39 Cereal preparations. . 2.44
Milk, evaporaied, ¢ fTeo, 6,04
Dowdere .29 Extracts and spices-—_.... - 2.08
utter . ... .05 Pickles, preserves, jellies, jams, and
2656, . .05 5811063 9.89
Fruits and vegetables 3,95 0.83
Fruits, dried.- ... 3. 96 Lo
Groceries..__ 39.05 0.72
Coreal preparations 1.45 od 22.39
Coffes. . ooeennn 6.90 Salad dressing 12, 65
Extracts and spices .76 Imported canned goods 9.8¢
Flour. .86 || Products, other than foods.__... - 2.87
Nuts (all kinds)_..__ 1,34 Soaps, powders, and cleansers_ ... 2,87
Pickles, preserves, je
5.67 CABE NO, 8,~—MIDDLE WEST
1. 00
1.62 Total sales, $13,203,936
12.85
568 I All commodities. .emmmemcamceamecmmmnncsd 100. 00
2.05 || Bakery products 0.65
Dried peas and bea 2.12 Biscuits and crackers.. . —.-ocee--- g- gg
Macaroni, baking powder, et 1.25 || Canned 200dS. . wnneeeoee I §3‘ -
Molasses and syrups..... .18 Canned fruits 74
Produets, other than foods 4,80 Canned vegetables.. ....caemmaeuen- -
Cigars, cigarettes, and tobacco .20 Canned fish and sea foods. &%
Soaps, powders, and cleansers. ... .59 Canned 1Deats. .. oveocuzooaranan oo, .
Household sulpplies, such gs w?oc}g Othﬁz lfi.gnned goods (not listed else- 0.61
¢nware, galvanized goods, fru WNEIE) e e .
jars, ete g ! £00ds, .33 {| Confectionery and soft drinks.-———coaaav ? 33
Salt. Candy 0.0
DO - e oo mm Chewing gum 1' 5
Polishes. D Bottleéi bgverageeség.g ................ X
Spices......ooo” o airy products and eggs....c.o-acomo--| .
Jé’ﬁ‘,’, powders 3.77 Mfll)k, evaporated, condensed, and 0.85
Insect powders . g OWABLEA - oo e ccameeommmmnann - 0.88
MOth DAlS.eeccancmma oo ccnemma e R 050
Plaster. e Fish and sea foods 0,04
Capsules = TFresh and frozen Ash..oocemumeoeos 058
Tablets. . . Cured and processed fish_...cowoo—— g
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GENERAL-LINE WHOLESALE MERCHANTS—Continued

Per cent Per cent
COMMODITIES of total COMMODITIES of total
sales sulos
CASE NO. 3,~—MIDDLE WEST—continusd CASE NO, 5,~—MOUNTAIN~-Continued
FruiEts nind }vegitab]es ................... 8‘ gg T ruiic‘s ﬂifél gegeﬁubles ------------------- 3 o
ruits, fres 3 ruits, dried. .. ... - 3.
Vegetables, dried oo oocmcacceanes 6.26 || Groceries.—mmmeeeeamnoan - 55,2
a Fruits, dried R 32, gg gmf'feul preparations. . %‘ :?.:
roceries. 3 o) 10 R 3.7
Ceﬁeal preparations. o oo oocooooo. 1% gg Extracts and spices. 1. 27-34
offee 3 0 (1) 0. 70
?lxtmets and SPICeS. ceaacomcacueecann 2.37 Sugar. 12,62
Q) 11751 o, 2,51 T'0AS v m - - 1,12
Nuts (all kinds) 2,00 Other groceries....... 2174
Lalr(ti, lard substitutes, and cooking 041 Othels;' than fOiJ% products. 11, é.’;
LI\ X S A aper and bags. ... 1.3
Pickles, proserves, jellies, jams, and Mé)tches ..... gl ...... 0.74
sauces 8.62 Cigars_... 1.25
?&Eﬁ;‘ . 2. tlsg TObACeOA mn e 7.85
TOAS. oo 1,38 CASE NO, 6.—PACIFIC
Cocoanut, chocolate, and cocoa 0.62
B T o 061 otal slos, §8,186878
S T R m— p
X anned g00dS.«.cv.vouannoacun . 5, 2
gx]r;tlrjs,lmollnsges, etc...._, ........... 1,74 Canned vegstables and fruits . . 58
g z:e oil, ds% ad, and cooking oils 0,87 Canned fish and gea foods. .| 5.7
M%sgglﬁln L ug: ................ 8. 239 Confectionery and soft drinks. - 0.18
Prodict ihor i ool 1 58| paspeewmd e OB
sogg;s,pcégﬁgge%unélgl gg}])::rcsc - g gg Millks, evaporated, condensed, and
Honsehold supplies, such as Wood ’ ¥ .tspowdered """""""""""""""" ;e
ruits and vegetables.. .. 4, 40l
ONWare, ete. ..o 2,54 PFruits, dried...o-ueeneeee 3.18
w erfpping paper, bags, and station- Vegetables, dried 1,2
Y... - 0.73 || Groceries 61. 86
CASE NO. 4,—MIDDLE WEST 2‘1‘: Z‘g’
Total sales, $12,681,407 2 68
All commodities_ .. .._._....__.____ 340
Canned goods. .. .oonven 77" mg' 33 Rlee. ... 0.
Canned fruits ) Sugar i - i1
- 2.36 Other grocories. ... ... 16,03
2.65 || Other food products.____. 002
0.29 Syrup and molasses.. . 0.02
0.50 Products other than foods 8,08
B
56.72 050
3,93 0.13
29,99 '
9. gg CASE NO. 7,—80UTH
X Total sales, $607,000
Other groceries. 9.5 i3i ' !
Other food products 28 || AL OmmOGHIES. e 10.00
VEUDS. oo . > DI o - -
Prodn, ctslother o oods 138 Biscuits and crackers_.. 0.82
Glears, Clearettes, and to % 4 05‘“53%533‘}?;;—;’; """""" o2
ouseliold suppli P : DT UL R 6.08
WaTS, eto Ly o Stich 83 woode 243 L (T 088
ﬁ‘é;o aclgesizlories i Oggggg Efé:n%nd sea foods g gg
vy hardware. _ 05 1| Other a OB oo .
General hardwara.- . .0 77 Lo Othor canned goods (nof Tiated else- .
- , NOr8) e o oo 0.41
OASE NO, 5,—~MOUNTAIN Oon(fg;gdogery and soft drinks. e
Y e e 106
Total sales, $816,730 Ghewing gam.....__ 0.82
Al ) Og)tlztled beverages. . . 0. 48
P e 100.00 || Dairy produots way ez 9.
C"“%SE{??S?;&@E{; P - lg: gg MIiJlokv,vd:\;gé)omted, condensed, and | '
Other confectionery " ; 1.68 heese..._.__ 007
Dairy products and eggs. - -.-2"2"7" - 547 || Fish and ses foods 0.25
ﬂk& evaporated, condensed, and > 8}:11{21('1 s%?:(}‘g) réncessed bl 2.
e ods
Oheeso.. ... 171 TTo T b g(l] Fruits and vegetabl 2, 23
""" . raits, dried 2.47




GROCERIES AND FOOD SPECIALTIES

'GENERAL-LINE WHOLESALE MERCHANTS—Continued

95

Per cent Per cent
COMMODITIES of total COMMODITIES of tatal
sales sales
CASE NO. 7.—30UTE—continued CASE NO. 8.—80UTH—continued
(€3 1414 1 T 40,08 || Confectionery and soft drinks..caerecae. 1,62
Cereal preparations. . ..o ooooeueo. 4,11 1290 &SN 0. 54
Coffee 4,04 Chewing gum._. 0. 62
0,82 Bottled beverages.. Q.36
4,11 }j Dairy products and eggs_. 2,40
0,41 Milk, evaporated, condensed, and
powdered. cueceoavmcceracenmaaa 0,30
11,58 Cheese. ... 0.12
0.49 07214 T 1,92
12,583 || Fruits and vegetables. 8,15
.49 TFruits, fresh..... 0.36
Other groceries. . -..wumma- 0.66 Vegetables, [resh... 3.02
Meats and meat products_.._. 0.87 Fruits, dried.... 0. 54
Meats, cured or smoked . 9,87 Vegetables, dried-. 4.28
Other food products........ 8,76 || Groceries. ...wuoceenn- 45,04
Dried beans... 3,29 Cereal prepsration 0.28
Condiments....._. 0.83 {7 S, 3.62
Syrups and molasses.. 0.82 Lxtracts and spices... 0.12
VInegars, ebe.oou o ocovecmracaeeannas 0,49 Flous , 66
Other items 0,33 AR L T - - 0.08
Products other than 100dS- - o ccveecmer.. 14,90 Lard, lard substitutes, and cooking
Cigars, cigarettes, and tobacco. 8,23 3 S S 6,04
Soaps, powders, and cleansers...____ 4,12 Pickles, preserves, jellies, jams, and
Household supplies, such as wooden- 0.75
ware, otc 2,46 0. 36
Miseellaneots. - -.--o. < o2TT" 0.09 1(13. 4?
.1
CABE NO. 8,—SOUTH Other groceries. .. .o ceuwemvaacacmnc.s 14,67
Meats and meat produetS .. oococeeooo_C 6. 30
Total sales, $265,000 Ments, cured or smoked.....conoane. 5.43
. Poultry and game.. . .coceeooccmee.. Q.57
All commodities. - 100, 00 Other meat productS. cvevmmemeeooe 0.30
Bakery products. .- oeeeeewemcooooo_C 0.63 || Other food products.... 4,15
Biseuits and crackers. ..-..—-coeeo-- 0.63 Feeds_ - cnoo.-- 1.88
Canned goods . 2,52 Baking powder 1.70
Canned fruits. ... e 0,28 [oTs T S 0.57
Canned vegetables... ... - 1,36 || Produets other than foods-_. ... 29, 29
Canned fish and sea {0048, . ..o anc.o 0.46 Oigars, cigarettes, and tobaceo. 22.79
Canned meats__._.._________________ 0,15 Soaps, powders, and cleansers........_. 3.03
Other canned goods (not listed else- Household supplies, such as wooden-
whers). 0.28 WALe, et0- e emaacnann 3,02
TUES e ccecmms 0.11
Patent medicines 0.3¢
SPECIALTY WHOLESALE MERCHANTS
. Per cent . Per cent
Case and commodities of total Case and commodities of total
sales sales
Case No, 1.—East. Totalsales, $3,801,745. 100.00 | Case No. &.~South, Total sales,
Milk, evaporated, condensed, and $1,147,000.- : .- 100.00
POWARTEA oo 100, 00 Groceries.. lgg- 88
Case No. 2—Enst. Total sales, $2,281,000.| 100,00 80.00
Confectionery and soft drinks| ||  Teas..-.. 1,00
(candy) - 8.32 12.00
Groceeries, 93.68
Nuts (peanuts). 92.98 || Case
Other groceries. .70 100,00
gr 100. 00
26.93
100. 00 60.07
100. 00 1.00
12.00
Case No, 4,—~Middle West, Totalsales,
61,000 - o 100, 00
Fruits and vegetables. 100. 00
Fruits, dried 65,00
Vegetables, dried.._._.....oeenn 35,00
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