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WHOLESALE TRADE IN PAINTS AND VARNISHES !

By Tznooors N. BECKMAN, i Charge of Wholesale Distribution

INTRODUCTION

This is one of a series of trade reports presenting the findings of the first Census
of Wholesale Distribution, which is a part of the Fifteenth Decennial Census of
the United States. The statistics were collected in 1930 and cover the wholesale
op(_n‘atlons for the year 1929, 'This report was prepared under the general super-
vision of Robert J. MecFall, chief statistician for distribution. The data for
this report were compiled under the immediate supervision of John Albright,
whose assisbance is hereby acknowledged.

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

In preparing this report it was impossible to securs exact correspondence be-
tween the stafistics presented herein and those appearing in the State series of
reports on wholesale distribution. Differences are due for the most part to a
certain amount of reclassification and regrouping of schedules for the purposes of
this special trade analysis.

THE PAINT AND VARNISH INDUSTRY

Volume of production.—The paint and varnish industry consists of “establish-
ments engaged primarily in the manufacture of pigments or colors (other than
hone black, carbon black, and lampblack), paints in paste form, 1?;&111‘55 mixed
ready for use, varnishes, lacquers, japans, enamels, fillers, stains, ete. 2 Accord-
ing to the Census of Manufactures, 1,068 manufacturing establlshments‘so@
during the year 1929 products valued (f. o. b. factory) at $568,975,838. These
data do not include establishments with products under $5,000 in value. To the
$568,075,838 of products manufactured by the 1,063 establishments specializing
in the production of paints and varnishes to the extent of more than 90 per cven‘t
of their respective volumes, must be added $44,289,418 worth of pz}mts,t\__m-
nighes, and related products made as secondary products in other 11161[;5 'ue}:ls,
When other products (not normally belonging to the industry) produced hy the
1,063 plants to the extent of $38,385,673 are cgleduoted from the sum of the a}zi)\}re,'
we have an aggregate value in paints, varnishes, and related products sold by
manufacturers in all industries of $574,879,583. ot d

Current volume of production.—With the statistics for the sales of pain ts adn
varnighes by manufacturers during the year 1929 as a base, it is posslble‘l (21 be:
termine the volume of sales for each successive year from the data compi }fJ A
the Bureau of the Census in its Current Inquiries Section. Beginning wit %{1—
uary, 1928, 588 manufacturers have been reporting their total sales eaclll Ifnonﬂl.
These manufacturers produced approximately 80 per cent of the total for the

[. i i 1 £ ds to the
Unlted. States. D\].Illlg 1929 the 588 IBPOI (‘/lllg n’lal'ﬂuﬁlctulels s0 d 00 i

i i t of bhe to tal pr d tion
extent Of $435,101,295, Whlﬂh Gonﬁtltuted ;6.5 per cen ' ’ p‘ oauce 1_ v

by paint and varnish establishments during that year o

i in this repart are
! “ nishes” and “paint and varnish trade,”” whenever used in r
megllzetge§§3ud%aé!llst: f?féguveﬁ, japans, enamels, fillers, stains, and other products normally handled in
the trade.
2 Census of manufactures, 5
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1031 the 588 manufacturers sold goods to the extent of $278,381,754, which was
83.9 per cent of the products manufactured during that year by 1,010 establigh-
ments engaged in the manufacture of paints and varnishes as reporﬁed_to the
Census of Manufactures ag part of the 1931 biennial ¢ensus. By projecting the
statistics reported monthly by the 588 establishments into a total figure (divide
the amount reported by 80 and multiply by 100), it is possible to ascertain at
any given time the total amount of paints and varnishes sold by manufacturers
in the United States.

As shown in the section of this report immediately following, the manufacturers
reported for the year 1929 the distribution of their sales by channels so that it is
possible to ascertain the percentage of paints and varnishes sold by manufacturers
to wholesalers, the percentage sold direct to retailers, and so on. Assuming that
these percentages do not change from year to year, being of a fundamental char-
acter, they can be applied to the current figures showing the total amount of
paints and varnishes sold by manufacturers, in order to determine just how much
is being handled through a given channel at any time. The totals arrived at in
the manner indicated above can be used further as a basis for bringing all distribu-
tion statistics down to date from those shown for the year 1929 and until the next
complete Census of Distribution is taken.

Seasonal variation in paint and varnish sales.—It is also of considerable
importance to know the extent of fluctuation in the produection and sale of paints
and varnishes from month to month. Inasmuech as the 588 paint and varnish
manufacturers reporting to the Bureau of the Census their monthly sales have
consistently submitted such reports from January 1, 1928, to date, it is possible
to construct a curve (chart I) based on data for the 4-year period 1928 to 1931,
inclusive (Table 1), showing seasonal variation in the sale of paints and varnishes.
It is interesting to note from these composite data that May is the peak sale
month, with production stepping.up. gradually. from the low in December and
descending gradually after the month of May. The months of March, April,
May, and June are months of maximum sale, accounting for over 40 per cent
(40.3 per cent) of the total amount produced for the entire year, while the months
of November and December contribute but 11,7 per cent of the total. When
the current monthly statistics for the 588 establishments are charted in conjunc-
tion with the composite average for the four years, deviations in the seasonality
of sales by producers may he definitely spotted.

CHART T1.—SEASONAL VARIATION IN THE SALES MADE BY MANUFACTURERS
oF PainTs ANp VarNisEES, BY Monts—UNirep StaThs

[Average annual sales 1928-1931=100 per cent]
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Tasre 1.—~Tar CoMPoSITE AVERAGE PHRCENTAGE OF SALES OF ParNTs,
VarNIRHES, AND LACQUERS, ¥OR THE YEaRs 1928-1981, 3y Montns

MONTH Per cent MONTH - Per cent

TOTAL . e mem s e 100.0 8.3

8.7

FETS o 7.2 82

Pebruary .. .ceceeeoomooooonns 7.5 8.1

Mareh. .. T 9,2 6.4

April... 10,2 5.3
May... 10,9
TUD@. .o oo 10.0

CHANNELS OF DISTRIBUTION USED BY MANUFACTURERS

On the returns made by manufacturers to the Census of Manufactures for
1929, each plant reported the distribution of sales through the various channels
as far as the first step in the distribution process was concerned. In other words,
meanufacturers indicated how much of their sales during the year was made direct
from the factory to ultimate consumers, to retailers, t& wholesalers, to industrial
consumers, and how much was sold through their own retail anci/or ‘wholesale
branches. ~ They also indicated the amount that was sold to any of the above
through the intervention of agents and brokers.

The manufacturers speeializing in the production of paints and varnishes dis-
tributed their products as follows: '

Selling value | Per
(f. 0. b. fac- |cont of

tory) total
To manufacturers’ own wholesale branehes. . oo oo v oo ccwmeccem o emeanns] $79, 231, 000 4.1
0 WhOleSR1OTS oo oo oemeomn 128, 109, 00¢ 2.7
To manufacturers’ own retail stores. ... . 10, 749, 000 L9
Bl T AT e 103, 836, 000 18,4
T0 inQuStrial CONSUMELS . . - - v oo ocm oo e e e e m e ) 232,604,000 | 413
To home or ultimate CONSUIMELS. o n oo v avommoe e oo m 9,123, 000 L6
OR8]« e et et e e e e e —— i ——————— 563, 652,000 | 100.0
Sales of abave through agents ANA DIOKEIS...en e mmeecoreameom o e macemeoceasnn] 18,118, 000 3.2

Direct sales by manufacturers.—The term ‘““direct selling’’ has many meanings
and connotations. It may refer to sales made by manufacturers to refailers
without going through the wholesaler. Oeccasionally, it is applied to sales made
to wholesalers without the intervention of another middleman such as a broker
or manufacturers’ agent. Frequently, the term is used to indicate sales made
by a manufacturer through his own outlets either direct to retailers or direct to
consumers (both ultimate and industrial). Regardless of the above, it has always
been applied to sales made by manufacturers from their plants direct to con-
sumers, It 4s in this lalter and resiricted sense that the term s used in this report.

The paint and varnish manufacturers sold relatively little (1.6 per cent of
total sales) direct to nltimate or household eonsumers. It is probable that this
method of selling was restricted to the local markets of the sma.lllplanj;s. While
199-plants reported such sales, only 34 of them sold exclusively in this manner.
The direct sales to industrial consumers, however, were very substa,ntm.l_, amount-
ing to 41.3 per cent of the total sales, thus constituting the most important
chanmnel of distribution for the industry. Among the industrial consumers are
included manufacturers, contractors, railroads, public utilities, institutions, and
the like. Direct sales to such consumers were made by 619 of the 1,063 plants,
206 of which sold their entire output in this way.

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

Per cont

To manufacturers’ own wholesale brancheS. waewwasanoccacae
Mo wholasalers

To manuflacturers’ own retail stores. .« eoooeommaammon
Mo retaillers. - - v cememamcaamen

T'o home or ultimate consumers.

Sales through manufacturer-owned outlets.—A total of 16 per cent of the sales
reported by the paint and varnish manufacturers was made through their own
outlets, 1.9 per cent through retail stores, and 14.1 per cent through wholesale
sales branches. When calculated on the basis of total sales less sales direct
from factory to industrial consumers, the percentages sold through such manu-
facturer-owned outlets are 3.2 and 23.9, respectively.

While 104 of the manufacturing establishments sold some of their products
through their own retail stores, only 24 of the plants disposed of their entire
outpu’ in this manner. This method of distribution is apparently best adapted
to manufacturers with strong financial resources and an adequate knowledge of
retailing. Paints and varnishes are in the nature of convenience goods, 1. e.,
they are purchased by the consuming public, other things being equal, in the
most accessible stores, To comply with such buying habits requires wide
distribution which can be obtained by placing the goods in a large number of
stores, often a much larger number than a manufacturer of paints and varnishes
can operate to greatest advantage.

Sales made exclusively through wholesale branches owned by the manufacturers
were reported by 42 plants, and another 100 establishments sold some of their
goods in this manner. These wholesale branches in turn sold to industrial ¢con-
sumers (a little over 34 per cent of their sales), to retailers, and to wholesalers,
Just how much they sold to wholesalers, which would take the form of duplica-
tiont—;r,he same commodity having been handled twice at wholesale—is difficulf
to state. :

Sales to retailers.—Sales made direct from factories to retailers of all kinds,
including sales to chain stores and mail-order houses, were more extensive than
the combined sales through all the other channels except for sales to whole-
salers and direct to industrial consumers. Of all goods intended primarily for
the home consumer market (arrived at by deducting sales direet from factory
1o industrial consumers from the total as indicated above), manufacturers sold
to retailers 81.4 per cent of their products. These sales were reported by 414
eatablishments, 79 of which sold exclusively in this manner. In addition to the
large retail organizations, there are a number of stores specializing in the dis-
tribution of paint products. Because of this, their purchases are much larger
than would be the case with hardware stores handling paints and varnishes
in addition to their major lines of merchandise.. These relatively large require-
ments on the part of such specialized retailers, coupled with the fact that some
manufacturers produce a complete assortment of paints, make direct selling
from factory io store possible within sueh limits.

Sales to wholesalers.—As might be expected in the case of a product that
requires wide distribution, the wholesaler was one of the principal outlets for
paints and varnishes, only next to direct sales to industrial consumers. Manu-
facturers gold direct to wholesalers 22.7 per cent of their combined output, which
amounted to '38.7 per cent when figured on the hasis of the amount intended
primarily for the home consumer market. As many as 128 manufacturing
establishments confined all their sales to wholesalers, while another 304 establish-
ments sold some of their goods in the same way.

DISTRIBUTION OF PAINTS AND VARNISHES THROUGH WHOLESALLD
OUTLETS,* BY KIND OF BUSINESS ¢

As pointed out in the introduction, the Census of Distribution secured reports
by means of a field canvass covering every wholesale establishment that could
be located. Separate reports for the Census of Distribution were not solicited
from manufacturers who sold direct from their factories. Only when whole-

3 For a definition of the different types of wholesale organizations, ses Bulletin: Distribution W-100
United States Government Printing Office, 1831,
¢ In this report, the terms **kind of business,” ‘““trade,” and “line of trade,’ are used interchangeably

since they are so recognized in actual practice.
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sale establishments were maintained by manufacturers, physically apart from
their producing plants, were they required to furnish separate distribution reports.
For this reason the Census of Distribution figures are not comparable with those
of the Census of Manufactures. Were this the only factor the volume of paints
and varnishes to be traced through wholesale organizations would then approxi-
mate $213,000,000 at f. o. b. factory prices (36.8 per cent of $574,879,588) since
only 36.8 per cent of the paints and varnishes was sold to wholesale establishments
according to the reports made by the manufacturers, 14.1 per cent being sold to
manufacturers’ own wholesale branches and 22.7 per cent to wholesalers. But
there are other factors which make this procedure impossible. The duplication
of steps in both manufacturing and distribution processes, for example, proves a
stumbling block, Manufacturers buy from and sell to other manufacturers for
industrial use or for resale. Wholesale organizations sell to one another and also
make sales to industrial consumers, usually manufacturers, which gtill further
complicates matters and invalidates comparisons. Then, there is a difference in
the selling prices at which the goods were reported, since selling prices of wholesale
establishments must be higher than f. o. b. factory prices to wholesalers by the
amount of the wholesale margin. It may also be that the inventories at the end of
the year in the hands of wholesalers were smaller than those carried by them at
the beginning of the year, which would mean that some of the goods sold were
carried over from the preceding period so that the sales reported by wholesalers
would differ from the amounts reported by the manufacturers to that extent.
When some of the above factors are taken into account, the discrepancy
between the amounts reported by manufacturers and the amounts reported by
wholesale organizations becomes very small.  In a later part of this report it will be
seen that wholesale merchants and manufacturers’ sales branches had operating
expenses averaging approximately 20 per cent of net sales. Assuming a net profit
around 5 per cent, the margin based on selling prices would then be about 25 per
cent (equivalent to 33.3 per cent based on the cost of the goods). When the
$213,027,686 of paints and varnishes which manufacturers sold o wholesale
organizations is raised by the amount of this margin, the sales by wholesale
organizations would amount to $284,027,000, or $37,623,000 less than the amount
actually sold during the year as reported to the Census of Wholesale Distribution.
(See Table 2.) This extra amount may be accounted for by duplication in the
sales of the same merchandise as indicated above, by differences in inventories,
ete. In these caleulations the $15,802,000 worth of paints and varnishes reported
by agents and brokers were left out of consideration on the theory that the
agents and brokers sold most of these goods to wholesalers and to manufacturers’
sales branches in different lines of trade, thereby involving duplication for the
most part, Based on the total amount of sales reported by wholesalers and
manufacturers’ gales branches, the difference amounts to but 13 per cent. .
Table 2 shows the wholesale channels through which paints and varnishes
move. It is significant to note that 70.3 per cent of all the paints and varnishes
handled by wholesale establishments went through eoncerns speclalizing in the
distribution of such products. Next in importance was the construction and
building materials trade, with 8.1 per cent of the paint and varnish business,
followed by the hardware trade, with 5.4 per cent of the sales. Among the other
‘important trades which served as outlets for paints and varnishes were (in the
order of their importance) the chemical trade, the drug trade, the metal and metal-
work (other than iron and steel) trade, the wall-paper trade, and the general
merchandise trade. Each of these trades sold at least 1 per cent of the total
amount of paints and varnishes handled by wholesale establishments. .
Not only does Table 2 point out to the manufacturer, for example, what lines
of trade or kinds of business constitute the most important outlets for paints and
varnishes, but it also shows what types of distributors in a given line of trade
constitute the largest channel for the digtribution of his produets. An examina-
tion of this table indicates that for all lines of trade the manufacturers’ sales
branches were the most important outlet, handling 46.4 per cent of the total.
Wholesale merchants of the conventional service type were next in importance,
with 39.8 per cent, followed by ‘‘all other” types of wholesale distributors, with
9.1 per cent of the business. ~Agents and brokers handled only 4.7 per cent of
the sales in paints and varnishes. ' ‘ X .
While manufacturers’ sales branches lead in the amount of paint and varnish
husiness for all lines of trade combined, thelr importance is less in some lines of
trade thanin others. They are, for example, much overshadowed in the hardware

131602—32——2
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ade by wholesale merchants who handled $18,096,000 worth of paints and
frrarnishg; as against & mere $14,000 of sueh sales by manufacburers’ sales branches
operating in the hardware trade. A similar situation may be noted in the wall-
paper trade, where wholesale merchants handled $4,186,000 in pm}nts and varnishes
as compared with $75,000 sold by wall-paper manufacturers’ sales branches.
Mahufacturers’ sales branches maintained by the producers of paints and var-
nishes handled $126,871,000 of paints and varnishes, the remaining $30,000,000
of such sales being made by manufacturers’ sales branches operating in other
lines of trade. e

The total amounts shown in Table 2 are subject to certain limitations. In
the first place, there is a certain amount of duplication. Agents and brokers, for
example, sold unknown quantities of the merchandise to wholesalers who, in
turn, sold it to retailers, in which case the same commodity was involved twice
in wholesale transactions. The same is true to a certain extent of manufac-
turers’ sales branches, who made some of their sales to wholesalers. This amount
of duplication can not exceed 20 per cent and may be not more than 10 per cent
of all sales made by wholesale establishments, inasmuch as agents and brokers
accounted for but 4.7 per cent of the business and manufacturers’ sales branghes,
while selling fully 46.4 per cent of the paints and varnishes, sold over half to
industrial consumers and substantial amounts direct to retailers, neither type of
transaction heing regarded as duplication. However, to the extent to whiech
duplication was involved, to that extent must the total amount shown in Table 2
be reduced. On the other hand, only about 90 per cent of the net sales of all
trades was reported broken down by sommodities, which means that to that
extent the amount shown in the table is understated.

TaBre 2.—8aLEs oF PAINTS AND VARNISHES, BY TRADE AND Tyrm or EsTaB-
LISHMENT—UNITED STATES: 1929

[Expressed in thousands of dollars)

TOTAL .
ant-
Wh{)le- fac- | Agents| Al
TRADE Per | S50 turlers' bsmkd ;:ther
cent sales rokers) types
Amount | o | ehants |0 che
total
Total.. s 4337, 462 100, 0 [$134, 400 [$156, 520 ($15,802 | $30, 721
Per cent of total . ... T 100,0 Joueues 39.8 46,4 4.7 9.1
Automotive (automotive equipment). ... _____._____ 464 | 0.1 T £ ) O FSNURION I,
Chemicalq, drugs, and allied products:
Chemieal§. . meaeueon 12,417 | 3.7| 4,110 3,504 4,186 577

2,261 1,681 1 3,000 1,135

Drugs and drug sundries (general ling)._._ 8, 676 .5
237, 32; 70.8 | 86,238 | 126, SZ% 7,065 1 17,143
2

Paints, varnishes, lacquers, and enamels.
Other chemieals, drugs, and allied producis

Electrical..__ - - 300 | 0.1 286 10 Joemannes 13
Tarm produets (not elsewhere classified) .- f  Ig | 01 ]... . - 102
Farm supplies (except machinery and equipment)._._ 194 0.1 . 104
Furniture and house furnishings (house furnishings) - 36 O o T
ICé!fengml merchandise. . 3,29 | 10 486 |eucnnaee [ '{gg
ardware. . e oo 18,841 | 5.4 4 b4
Lumber and building materials: . ° 15,060 '
Construction and building materials._.__.._...__ 27,370 1 8,1 12,822 | 14,222 216 11
Lumber and millwork_ ..o 3,193 0.9 1,149 2,003 41
Machinery, equipment, and supplies (except elsc- .
trical) .. - s8] 11| 1,88, 576 466 898
Metals and minerals (except petroleum and serap):
Coal........__ - i 6 1 14 3¢
%\li%!tla‘;nd s(;eel t(eivcepi S(ergﬁn)--ﬁ .................. 161 () B 7 AT TN PESEEeR
] 3 anc metal work (other than iron and - of 48| G019 [haneavnnee e
Paper and paper products: steel) 6,007 1.8 i 601
Paper and paper products (general line) ....__._. 196 0.1 195 |oeecmecefammen .-
Paper and paper products (specialty, other than
. Sbecified) - .- . 901 (O
Stationery and stationery supplies._..____.__._._ 318 ( 0.1
Wall paper......._...__ . " 4,201 L3
Petroleum and petrolewm produets. ... . __ 1,781 { 0.5
Plumbing and” heating equipment and supplies
(plpmbxnéz)_. . - —— 2521 0.1
Textiles and textile materials (other than dry goods) . 190 ( 0.1
Allother. ... SN, --| 8,776| 2.8

1 Less than one-tenth of 1 per cent,
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SUMMARY OF THE WHOLESALE PAINT AND VARNISH TRADE

The foregoing analysis deals solely with the distribution of paints and varnishes
as a commodity by all kinds of business or lines of trade. It does not show what
other commodities are handled in the paint and varnish trade, nor is any attempt
made therein to discuss the paint and varnish trade as such. The laiter kind of
analysis and discussion has been reserved for the pages immediately following.
In these pages are analyzed the wholesale organizations that speeialized in the
sale of paints and varnishes to the extent of more than 50 per cent of their net
sales. In other words, only those establishments are included in what is termed
the wholesale paint and varnish trade, the bulk of whose business (over 50 per cent
of the total) consisted in paints and varnishes proper. Naturally this group of
organizations constitutes by far the most importaut outlet for paints and var-
nighes, accounting for 70.3 per cent of the total volume of wholesale trade in
paints and varnishes proper, as shown in Table 2.

United States Summary.—As already indicated in Table 2, the total sales of
paints and varnishes by wholesale organizations operating in all lines of trade
amounted to $337,452,000. Of this amount, $245,642,333 was sold by wholesale
establishments classified in the paint and varnish trade,® and $91 ,809,867 was
sold through other lines of trade.

In addition to the $245,642,333 of paints and varnishes sold by wholesale
establishments in the paint and varnish trade, $57,994,821 worth of other com-
modities were sold in this trade, making the total sales by the paint and varnish
trade (paints and varnishes and all other commodities) $303,637,154, ‘This is
the total volume of business which is analyzed in the following tables and consists
of 80.9 per cent in paints and varnishes and 19.1 per cent in all other commodities.
Just what the various products making up the 19.1 per cent of the paint_and
varnish wholesale trade are and in what quantities they were handled will be
shown in Table 10.

The 995 paint and varnish wholesale establishments employed 12,617 peaple,
paying them $28,139,852 in salaries and wages. They incurred total operating
expenses (not including the cost of merchandise sold nor capital investment) of
$58,964,382, and carried stocks of merchandise at the end of the year 1920 valued
at & cost or replacement basis at $41,499,362.

TaBLB 3.—SUMMARY OF WHOLESALE PAINT AND VARNISE TRADE IN THE ’
UniTep SraTes: 1929

____________________________ 995
Not oo CSADUSICALS. .- oe e so0, 7, 84
Total employees...... - - - ) 61
Total salaries and Wages...ou-coooooooeenennn . .. $28, 130, ggg
‘Total expenses.._____.. . e ————— e o $58, ggg, g
Stocks on hand, Dec. 8L, 1020, e eeeccm oo nmcca oo oo cee e e e e m e $41, 400,

United States summary by type of establishment.—The 995 paint and varnish
establishments consisted of 565 wholesale merchants of the service type (com-
monly designated ag wholesalers or jobbers), 327 manufactu{yers sales”bmnches,_
56 agents and brokers, and 47 establishments listed under ‘‘all other” types of
distributors. (See Table 4,) The wholesale merchants, with 56.8 per cent of
the establishments, occupied a dominant position from the standpoint of numbers,
but manufacturers’ sales branches, with but 32.9 per cent of the establishments,
made 51 per cent of the sales, as against 38.7 per cent of the sales for the forme}'.
Agents and brokers accounted for 3.4 per eent of the business, and all other types
of distributors specializing in the wholesale distribution of paints and varnishes
contributed 6.9 per cent of the husiness. . .

Wholesale merpéhants did 38.7 per cent of the business, carried 55.1 per cent
of the stocks and employed 53.1 per cent of the people. Manufacturers’ sales
branches carried & much smaller share of stocks, and agents and brokers, as may

be expected, had a very low ratio of stocks to sales,

i le is but
& 80, ; of $303,637,000 as shown in Table 10, although the amount given in tlmg \mb :
$2378,%g7,?)86 %%%gl?sc$onl'37 96.6 per cent of the sales made by paint wholesalers were hroken down by

commodities,
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TaBLE 4.—SUMMARY OF WHOLBSALE PAINT AND VAirNIsH DISTRIBUTION, BY
Tyre oF EsTABLisaMENT—UNITED STATES: 1929

' WHOLESALE MANUFACTURERS'| AGENTS AND ALL OTHER

MERCHANTS | SALES BRANCHES BROEERS TYPES !
Total Per Per Per Per
Number or | cent | Number or | cent |Number or| cent Number or| cent
amount of | amount | of | amount | of | amount | of
total total total total
Number of establishs
LTS (3 4SRN 995 5065| 56.8 327] 32,9 56 5.6 471 4.7
Net sales . ooovmoweeo | $303, 637, 154|1%117, 463, 014| 38, 7|$154, 055, 283 51. ([$10, 305, 843| 3. 4($20,883, 014 6.9
Total employees...... 12, 617) 6, 693| 53,1 4, 446{ 35, 2| g6l 6.2 8171 0.4
Total salaries and
VWABES - o oo mmmmen $28, 139, 852|] $13, 464, 208] 47. 9] 811,717, 234 41.6| $1, 414,120| 6. 0] $1, 44, 200 6.5
Total expenses- ._____. 458, 064, 382(f $25, 619, S04 43, 4| $28, 085, 070] 47. 6| $2, 220,811 &.8| $3,038, 508| 5.2
Stocks on hand Dec,
31, 1020 e $41, 400, 362|] $22, 851, 958| 55, 1| $15,009, 157| 38.6|  $204,652] 0.6 32,383, 505 5.7

tIncludes 1 cash-and-carry wholesalor with $17,000 net sales; 17 chain store warehouses with $1,608,758;
3 commission merchants with $163,766; 8 drop shippers with $219,846; 7 importers with $11,994,667; 1 mail-
orgiﬁr %»{IE(;I;%%?L‘ with $737,074; 3 distributing warchouses with $1,504,826; and 7 wholesaling manufacturers
with $4,042,074,

Growth of paint and varnish wholesalers.—Significant facts on the approxi-
mate growth and stability of the paint and varnish service wholesalers is revealed
in the reports on this point made by the 565 wholesale merchants. These. con-
cerns reported the year in which the business was established or first organized,
s'i_."s g’i'ell5 )as the year in which it came under present (1929) ownership. (See

able 5.

It is impossible from census statistics to determine how many painl and var-
nish wholesalers (or manufacturers’ sales branches) came into being and went
out of business during the period covered by Tables 5 and 6. In other words,
no mortality figures or data can be shown in this report. It was impossible to
count ““ghosts,” or concerns not in existence at the time the census was taken.
It is possible, however, to show the age of the establishments that were in exist-
ence when the enumerators called. This, in a way, points to the probable lon-
gevity of paint and varnish concerns operating in the wholesale field, although in
a very imperfect manner.,

Only 16 of the 565 wholesale merchants were in busginess prior to 1850 and
but 35 more were formed in the period of 1850-1874. In fact, only 131 houses,
constituting 23.2 per cent of the total, exigted prior to 1900. The greatest devel-
opment in the number of paint and varnish service wholesalers (based on the
number in existence when the canvass was taken) oceurred within the decade
ending with 1029, during which time 46 per cent of all such establishments in
existence at the end of 1929 eame into being. The greatest rate of growth was
expericnced during the five years beginning with 1925, approximately 27 per
cent being organized during that time.

The multiplication in the number of paint and varnish wholesale merchants
seems to parallel somewhat the establishment of specialty houses in the hardware
trade.! This may indicate that it is but a part of a larger movement toward
specialty wholesaling which has, as far as both hardware and paints and var-
nishes are concerned, experienced its greatest acceleration in the rate of growth
in the years immediately preceding and ending with 1920—the last year for
which such data are available.

mgl;@ee The Wholesale Hardware Trade, Distribution W-208, United States Government Printing Office
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TaBLE 5.—DaAmse oF HSTABLISEMENT AND DATE OF PRES%%% OWwNERSIIP OF
WHOLESALE MERCHANTS—UNITED SraTEs: 192

YEAR BUSINESS CAME UNDER PRESENT OWNERSHP

YEAR BUSINESS Total

WAS ESTABLISHED P{ tor Un-~

1020~ | 1914~ | 1900 1875~ | 1850~ o |
1020 | 1028 | 1027 | 1026 | 1025 | yopy | Jpro | 1918 | 1890 | 1874 | g, lknown

Unknown,

Growth of manufacturers’ sales branches,—The history of the developent
of paint and varnish wholesalers is repeated in connectionn with the growth of
manufacturers’ sales branches operating in the same field, except for differences
in degree. For example, 39 per cent of all such sales branches come into heing
during the decade ending with 1929, as compared with 46 per ccntj of the wholesale
merchants. Approximaiely 22 per cent of the manufacturers’ sales branches
were organized since 1925 as against 27 per cent for wholesale merchants. On
the other hand, fully 34.5 per cent of all the manufacturers’ sales brauches in
existence at the end of 1929 was formed prior to the twenticth century, while
only 23 per cent of the wholesale merchants specializing in paiuts and varnishes
was then in existence. It is possible that a greater share of paints and varishes
was then distributed through general line hardware wholesalers or even throngh
general merchandise wholesalers. This may also indicate a trend in the direetion
of distribution through the wholesale merchant. Better ewvidence relative to o
trend toward sale of paints through specialized houses would be had were stubis-
tics available for two or more periods or censuses.

TABLE 6.—DATE or ESTABLISHMENT AND DaTh or PnrEsBENT OWNERSHID OF
MANUFACTURERS SALES BRaNcHES—UNITED STATES: 1929

YEAR BUSINESS CAME UNDER PRESENT OQOWNBRINP

YEAR RUSINESS ‘
. Total
W AS ESP BLISHED 1920- | 1914~ | 1900~ | 1876~ 1850~ THO 1.

1020 | 1028 | 1027 | 1026 | 1925 | 1004 | 1020 | 1013 | 1800 | 1874 | O lknawn

(=3
—
-
oy

Total....... 827 38 26 19 7 16 &4 34 77 41

1875-1899
1860-1874....
Prior to 1850
Unknown..._.....
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Continuity and age of present ownership.—Of the 565 wholesale merchants
specializing in the distribution of paints and varnishes, 397, or 70.3 per cent, were
under the same ownership since their organization. This statement, as well as
the entire trealiment of the subject relating to the continuity of ownership, is
subject to important qualifications. This is due to the fact that some of the
statistics are presented for periods involving more than one year. Tor example,
if a business was established in 1921 and came into its present ownership (as of
the end of 1929) in 1923, it would not be included in the establishments changing
ownership.. What the data really indicate is that of the 104 wholesale merchant
establishments, for example, that came into being during the period 1920-1924,
88 houses have not changed hands since 1925, although some of them may have
changed hands prior to 1925 but after 1921 and they may have changed hands
during that period more than once. The same applies to all data shown in Tables
5 and 6, except where they are given for individual years beginning with 1925.
Furthermore, all of these data are based on the number of establishments that
existed when the canvass was taken and do not cover the unknown number of
organizations that have come and gone during the period covered by the tables.
Nevertheless, they present a rough approximation of the continuity of ownership,
which is particularly valuable for comparison with other lines of business, similar
data for which are subject to the same general qualifications.

All of the 31 houses established in 1929 apparently remained under the same
ownership, and 29 of the 33 firms established in 1928 did likewise. Few of the
remaining houses that were established since 1925 have changed hands. Of the
104 houses organized in the period 1920-1924, 88 remained under the original
ownership. The greatest changes in ownership took place among establishments
that were organized prior to 1900, approximately 71 per cent of such estahblish-
ments having changed hands. This is as may be expecled, since they were in
existence the longest. A majority of the changes in ownership (52.3 per cent)
took place during the first quarter of the present century. On the whole, these
statistics show a fair continuity in ownership for wholesale merchants in the
paint and varnish business. While it is true that 70.83 per cent of these estab-
lishments never changed hands (subjeet to above qualifications), it must be
remembered that a very large proportion of these houses were of recent origin,
as shown in Table 5. .

Of the manufacturers’ sales branches, 68.2 per cent remained under the original
ownership. (See Table 6.) Most of the changes that have taken place occurred
during the period of 1900-1913 and in 1929, Both of these have the earmarks of
consolidations of manufacturing plants, involving also the consolidation of the
branches. For example, of the 22 sales branches that changed hands in 1928,
13 were established in the period of 1875-1900, which may, of course, have been
in a single year, and it looks very much as if they belonged to one or two manu-
facturers. Similarly, of the 38 branches that changed ownership in 1900~1913
(\g‘hﬁi{}% nlng(})rohave taken place in a single year), 35 were established in the period
of 1875~ s

LOCATION OF WHOLESALE PAINT AND VARNISH ESTABLISHMENTS

Paint and varnish distribution, by States and geographic divisions.—In
canvassing establishments for the census, it was deemed impracticable to secure
information on the geographic movement of goods that would indicate just where
the goods sold by wholesale organizations were consumed. To do so would have
necessitated a complete analysis of sales for each wholesale establishment by
territories. It is therefore impossible to show where the wholesale establishments
had made their sales (the location of their customers), particularly since many of
them operated over wide areas. The statistics presented in Table 7 show, by
States and by geographie divisions, the location of the wholesale establishments and
their net sales. The data are given, first, for all types of establishments com-
bined, and, second, for wholesale merchants only. The States are ranked accord-
ing to the volume of business of the establishments located therein. .

An examination of Table 7 reveals a fairly high degree of concentration geo-
graphieally. No wholesale paint and varnish establishments may be found in 8 of
the States, while another 24 States and the District of Columbia reported each
less than l'per cent of the business of all establishments operating in the paint and
varnish trade. In fact, 16 States accounted for 91.5 per cent of the business, and
almost two-thirds of the total (65.8 per cent) was concentrated in the 5 leading
States of New York, Illinois, Pennsylvania, California, and Michigan (ranked in
the order of their importance as paint and varnish trade centers). The 5 States
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of New Jersey, Ohio, Massachusetts, Missouri, and Texas cared for another 18.8
per cent. Thus, the leading 10 States in the trade accounted for 84.1 per cent of
the business, '

Little correlation of wholesale paint and varnish sales to population may be
noted. The State of Washington, for example, ranked eleventh in the wholesale
paint and varnish trade but was thirtieth in population. Delaware ranked
fifteenth in volume of paint business, but was forty-seventh in population. On
the other hand, some of the States that ranked high in population showed small
sales in paints and varnishes. The same conclusion is borne out by the great
variations in per capita sales, even when reckoned by large geographic areas.
For the entire United States the per capita sales made by all paint and varnish
wholesale establishments and by wholesale merchants alone, located in the
divisions indieated (but not representing sales necessarily made within those
divisions), were $2.47 and $0.96, respectively. These per capita figures for the
various sections of the country were as follows:

GEOGRAPHIC DIVISION | All types I‘Xg;g%f:glt: GEOGRAPHIC DIVISION All types gx};g{;’;ﬂg
United States- ... $2,47 $0.96 || Souih Atlantie. ... $0, 68 $0. 40

New England._... 2.25 1.32 || East South Central........ 0.46 0.16
Middle Atlantic_ 5.20 138 | West South Central.. 0.64 |- 0. 54
Toast North Central. 2,77 1,05 || Mountain_ ... 0.06 0,93
West North Central....... 1.25 0.78 |} PacifiCeescmemome e 4.28 1.94

TABLE 7.—WHOLESALE PAINT AND VARNISH DISTRIBUTION, BY STATES AND
GmoararHIC DIvisions: 1929 :

ALL TYPES WHOLESALE MERCHANTS
Net sales Rank in— Nef sales Rank in—
; 3 Num- Num-
DIVISION AND STATE ber gr ; b%r gf n
estab- er Pop| e8fab- er Po
lish- cent | Not [ 2P| Tigh- .| cent | Nat |+ 9P
ments| ATOURE | For | goleg gg‘n‘ ments| ATROUBE | Tor” |oaTas 3109‘11
total total
UNITED STATES-uoien 005 (4303, 637, 1564 (100.0 566 ($117, 408, 014 |100.0 |- o]-oue.
NEW ENGLAND . cccmcaeee 83 | 18,403,048 |_.... 87 1 10,789,001 |coao.- ————
Maine_ ... 5 501,047 | 0.2 82} 35 b 601,947 | 0.4 30 35
New Hampshire.«ooooou)oaccoa)aannee USSR (SR O 2 ORI PN UORRSOU PO 42
AJE ¢ 06763 o RO SR NURPUPRRS PN YRS T4 7 NRRSRGR FEVUSIR SRR IRRpron SO, 46
Massachusetts. 631 12,183,876 | 4.0 8 8 28 4,612,100 | 3.9 7 8
Rhode Island. - 7 2,143,177 1 0.7 | 22} 3V 7 2,143,177 | 1.8 | 17 37
Connectiett. oocononnn-- 18 3,673,048 | 1.2 13} 20 17 8,032,687 | 3,0 10 29
MIDDLE ATLANTIC..ooocmeo 264 | 136,503,421 |._._l.._l___. 170 | 36,165,820 |.eunn-
New York.. 185 | 91,506,201 } 30.1 1 1 119 | 27,503,285 | 23,4 1 1
New Jersey. . - 16| 15,084,112 | 5.0 6 9 13 1,836,012 [ 1.6 | 19 ]
Pennsylvania___._._... 63 | 30,003,018 | 9.9 3 2 38 6,825,632 | 6.8 4 2
East NORTH CENTRAL .- 244 | 70,163,820 |.oeoofinmac]oanes 184 | 26,459,048 [.ooo.feaao|oanen
OhiO. coeaan 66 | 14,085,224 | 4.6 vi 4 32 5,783,124 | 4.9 & 4
Indiana. 17 2,833,684 | 0.9 17| 11 11 2,482,600 | 2.1 | 12 11
Hlinois. - 85 | 31,054,287 | 10.5 2 3 46 | 12,401,909 | 10.6 2 3
Michigan_ _ 51 18,372,135 61| 6] 7 28| '3,606,82) 31| @ 7
Wiseonsing coemcecaaoooc 25 2,018,101 | L0} 16| 13 17 2,245,684 | 1.9 | 14 13
WEST NORTH CENTRAL...-- 921 16,681,500 Joemo|ooalieoas 521 10,340,723
Minnesota._.._.. 24 2,346,336 | 0.8 | 20| 18 15 1,755,681 1 Lb6| 20 18
owa.... 16 3,477,000 | 1,1 ) 14| 18 13 3,241,542 | 2.8 | 11 19
Misgouri_ - 40 9,408,623 | 8.1 9] 10 15 4,147,001 | 3.5 8 10
North Dalk 2 56370 | @) 40| 38 2 56,379 | O 28 28
S0uth DAKOtA . ceevmnenooemcaaalacc oo v oo FL17 ) R I, 38
Nebraska.. . 10 1,285735 | 0.4 26 32 7 1,140,200 | 10| 23 32
KADSAS . orvreccammeee 1 58,428 | (O | 301 24 |cmeo e 24

1 Less than one-tenth of 1 per cent,
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TaBLE 7.—WHOLESALE PAINT AND VARNISH DISTRIBUTION, BY STATES AND
GeoGrarric Divisions: 1929—Continued

'

ALL TYPES WHOLESALE MERCHANTS
Net sales Rank in— Net sales Rank in—
Num- Num-

DIVISION AND STATE betr gr P b%r gf N
estab- ’ or Pop | estab- . or Pop-
lish- . | cent | Net{ Z0P | Tish- cent | Net | £0P
ments| Amount | 5" |otes E{fﬁ ments| Amount | "o |ateg aiﬂl

total total

01§ $10,789, 061 |-ooroc|ecmac]enesn 36 | $0,320,448 |oeemmnlecoaifunns.
3 3,420,405 | L1 | 15| 47 2 476,172 | 0.4 81 47
12 919,362 | 0.3 28| 28 7 740,400 | 0.6 | 24 28
1,350,508 | 0.4 25| 41 6 1,250,084 1 1.1} 21 41
11 , 286,627 1 0.81 211 20 9 2,204,540 | 1,9 | 16 20
582,636 | 0.2 20| 27 2 530,619.| 0.5 | 27 27
4 208,003 | 0.1 88 éﬁ 1 43,605 | () | 30 52
.................................................... 6
13 1,480,865 | 0.6 | 23| 14 4 738,710 | 0.6} 25 14
B¢} 4 1o S 8 514,435 | 0.2 | 81| 31 5 317,872 | 0.8} 34 31
EAst 80oUuTH CENTRAL ... 18 4,831, 081 | oovefeaman]anenn 8 1,647,343 (oo femmnfammae
Kentucky. ... 7 2,748,720 | 0.9 18{ 17 4 503,380 { 0.4 | 20 17
Tennesses. [} 1,363,211 | 0.4 | 24 16 2 697,316 | 0.6 | 26 16
Alabama._ 3 410,141 | 0,1 ] 33 16 2 346,647 | 0.3 | 33 15
Mississippioccoocae-- SRR ESEOUPRR PASPIPI RIS SR AP 2.3 I SN I I 23
WEST SOUTH CENTRAL. o nn. ) 7,797,081 |oooo ldoo i foinan 32 0,515,824 |.oooo|aamn e
Arkansas........ 3 368,520 | 0.1 36| 25 1 236,000 | 0,2 387 25
Louisiana. 7 1,239,734 | 0.4 27| 22 6 1,934,100 | 1.1 22 92
Qklahoma. 8 366,080 1 0.1 35 21 5 200,746 | 0.2 35 21
TOXBS e e e 34 5,807,726 | 19| 10 6 20 4,776,380 | 4.1 [ ]
MOUNTAIN. o ooimcaen 19 3,503,137 ...l - 15 83,458, 538 |ococoleeo ot
1 33,45 | () 41 30 |oo. JEURURRPRR I SO N 39
2 307,277 | 0,1 34 ig 2 397,277 | 0.3 32 ;ig
|2 840, 0287|008 |16 22 """" o[ 775 200, 4387 16|18 23
____________________________________________________ 5
1 257,838 | 0.1 37| 44 1 257,338 | 0.2 36 44
4 526,240 | 0.2 30| 40 3 510,485 | 0.4} 28 40
............................... L2 I N S amena| 40
164 1 35,163, 714 | oeo|unaan 61} 15,807, 960 [ -
33 4,778,578 | 1.6 1 11| 30 12 2,820,840 | L9 15 30
- - 12 4,102,488 | 1.4 12 34 2 1,975,020 1 1.7 18 34
California 119 ] 26,282,048 | 8.7 4 6 47 | 11,701,200 | 10.0 3 8

1 Less than one-tenth of 1 per cent,

Wholegsale paint trade, by principal trade centers.—For the purposes of the

trade series of reports of the Census of Wholesale Distribution, 18 cities have heen
selected for which information is given in addition to the data shown by other
areas, These cities either have more than 500,000 inhabitants or are so located
ag to be representative of their respective sections of the country. :
. Table 8 shows for each of these cities the total number of establishments engaged
in the wholesale paint and varnish trade, their net sales, the rank of each city
according to the volume of paint and varnish business as compared with its rank
in population, and the number of establishments. by types of organization. In
addition, such information is given for 7 other cities with annual paint and varnish
sales of not less than $2,000,000. This indicates the relative importance of a
community as a paint and varnish trade center and the types of wholesale outlets
available to & manufacturer, as. well as the nature of competition in the wholesals
paint and varnish trade among the different types of establishments. (See
Table 8 and the map showing Wholesale Paint and Varnish Trade Centers in the
United States.)

As shown in Table 8, the five leading wholesale centers in the paint and varnish
trade are New York, Chicago, Philadelphia, Detroit, and San Franciseo. These
five cities accounted for over half (53.3 per cent) of the total business reported by
paint and varnish establishments for the United States. The next five cities, also

I
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ranked in their order of importance, are Tos An ' itta-

. geles, Boston, Cleveland, Pitts-

5}111rg111(.), 1a,n&l_Kansas City, Mo. They contributed another 11.8 per cent, so that

Al(f 0. hea ing centers handled almost two-thirds (65,1 per cent) of the business.

T(I’ he 25 eities included in Table 8 handled 77.5 per cent of the total business.

e information disclosed in Table 8 points to the possibility of securing fair

coverage on the part of a manufacturer of paints and varnishes, either through a

limited number of sales hranches or through the selection of a limited number of

independent wholesale merchants, provided that such establishments are located

;)nytil:nl')ili;g?i%g c;’lollcels,f I{;lalso furgishes an excellent basis for charting sales.quotas
rie for the ascertai i

o deribtsan e tolken inment of changes in frend as future censuses

TABLE 8.—WHOLESALE PAINT AND VARNISE TrAapE CENTERS IN THE UNITED
STares: 1929

NET sALES | RANK m— | NUMBER 'egyi:gnnmsmmms'
) Num- i .
) ) cIrY ber of : —
) (Armg%g}ﬂ nact%or?ing to e]sit%b- Per | Whole Manu- A gents e
on, sh- Pop- | T All
ments| Amount c%rrxt SI;TI%'; %;Ia- g;a.el?_ turlars’ %’:(‘;l_ tothor
ion | “sales 43
total | . ehants | 8280 | Jers LyDes
UNITED STATES, total...| 9005 | $303,637, 154 | 100,0 [-aeen|emnnae - R, [ :..;_
Total for 25 elties. .......| 630 | 236,218,077 | 77.5 |-eeeec|-ceaev se2| om0 40| 3
New York, N. Yeooeeemiee w3 | sy7pE6 | 28| 1) 1l 3 '
Chieago, Ill_...... 73 | 90,493,438 | 10.0 2| -2 38 2% lg 1(13
Philadelphia, Pa. 33 | 22,551,608 | 7.4 3 3 18 13 2] 2
Detroit, Mich_____ 32 | 15,597,871 | 6.1 4 4 14 12 3] .8
Los Angeles, Califu couovunnn-s 44 9, 876, 009 3.1 6 5| 18 22 21.: 2
Claveland, Ohio 20| oamomi| 22| 8| o 1 ' L
8t. Louls, Mo. ... 7| 34aarsr| Li| 18] 7 8 2
]3t1ltimoxi8f Md 12| - 919,392 |- 0.3 25 8 7
Boston, Mass... 34 7,018,688 25| 7 9 13
Pittsburgh, Pa 18| 628,85 21| 9| 10 10
San Francisco, Calif. 42 10, 741, 285 3.5 b I 15
Milwaukes, Wis... ol DGt | os| .| 12| B
Buffalo, N, Y ... 16 4, 887,313 1.6 11 13 10
New Orleans, La 5 920,134 0.3 24 14 4
Seattle, Wash. ..o oeecann 25 2,443,812 | 0.8| 18| 18§ 8
Donver, Colo.arammenmannmmcmee 1| 2,008 | 08| 10| 16 9|
Atlanta, Ga_. .. 1| TL3e0s6r| 0.4 220 17 3
Dallas, Tex______ 11 1,678, 860 0.6 23 18 41
Dayton, Ohio_ .. 4 38, 241,191 1.1 14 19 3
Houston, TeXorcvmeumammuaan— 8 2, 956, 565 1.0 15 20 6
Kansas City, Mo-mmmmeemmnn 92| gm0 | 10| 10| 2 gl 14 1 1
Louisyille, Ky..... - b 2,488, 674 0.8 17 22 3] 1 [|easenne 1
Neow Haven, Conn 6 2,007,724 | 0.7 21 23 [ 25 [ NS I
Portland, Oreg. ... - 12 4,102, 488 1.4 12 24 2 9 I [P
Providence, R. Icounermomconnn 7 2,143,177 0.7 20§ 25 7

Extent of the sales territory radius.—Additional light is thrown on the whole~
sale paint and varnish market by the gtatistics showing the extent. of the sales
territory covered regularly by wholesale establishments, For the Unifed States
as o whole the data are presented in Table 22. The extent of the sales territory
for 18 cities, so chosen as to be representative of all sections of the country for all
lines of trade, is shown in Table 9. This information is given for all iypes of
establishments combined. The total volume of paint and varnish business for
these cities was $212,563,108, or 69.9 per cent of the total for the United States.
Their strategic locations, together with the large proportion of total sales (although

re cities with greater volume of paint and varnish business than some that

there are ci
are included among the 18 centers, as shown in Table 8), make this analysis very
significant in the study of market areas and for the manufacturer or wholesaler

who ig planning a sales eampaign or preparing a budget.
131692—32: 3 i
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TasnE 9.—THE Marger Rapivs! ror 18 Cririmg, WHOLESALE PAINT AND
’ VarNISH TRADE: 1929

TOTAL NET SALES TER CENT OF TOTAL NET SALES
Mads by concerns whose sales territory extends
from their respective locations to a radius of—
CITY .
(Arranged according to Per R
population) cent Over 600 miles
Amount of
total || Ot | 76 to | 151 to | 251 to All
over 76/ 160 | 260 600 |54 not | oiher?
miles | miles { miles | miles | Nation
nntiign wide
wide

UNITED STATES, total. cnavoen_| $303, 687, 164 [100. 0 [{anaemoa)uumn oo cimmas - -
Total for 18 uil;iés e 212, 568,108 | 69.9 16.4 7.6 9.9 1L5 16.3 21,3 172.0
New York, N. Y 82,715,615 1 27.3 |} 17.6| 8.2 7.6 2.8 60| 21,8 36.8
Chieago, Il ._ 30,498,439  10.0 || 13.4 3.0 711 10.4 33.4 B2 7 |eaconan
Philadelphia .| 22,561,668 | 7.4 5.8 4.4 5.3 | 450 35,2 LI —
Detroit, Mich..... - 15,507,371 &1 13.1 8,8 9.5 1.9 2.4 04,3 [-uuan
Los Angeles, Calif. .| 9,376,000 | 3.1 228 7.6f 80| 43.9| 17.0|cooo__..)__ ..
Cleveland, 6hio. ...... 6,878,234 | 2.2 || 13.6 3.4 6.9 2.2 490.7 24,2 |oimanes
8t, Louis, Mo.. 3,414,787 | L1 18.0 2.7 8.7 0.4 28,7 AL 5 |oeoean
Baltimore, Md 919,392 | 0.3 40.9 78 I R 36,3 16,9 foaemuns
Boston, Mass. 7,018,088 | 2.5 23.4 1.9 56.8 6.9 L 07 fomwnnn
Pittsburgh, Pa 8,281,366 | 2.1 24.81 40.4 6.6 |ammemen]cammcnen 28,2 |omeenen
San Francisco, Cal 10,741,285 | 3,6
Milwaukes, Wis. 2,541,147 1 0.8
Buffalp, N. Y. 4,887,313 | 1.6
New Orleans, 020,134 | 0.3
Seattls, Wash. 2,443,312 | 0.8
Denver, Colo 2,349,028 | 0.8
Atlanta, Ga. 1,360,861 | 0.4
Dallas, Tox- - .| 1,078,860 | 0.6

! The length of the sales territory radius should not be interpreted as meaning that the sales territory is
cireular in character. It may constitute only a ssgment of a circle, as in the case of o Seacoast eity. Fur-
thermore, the territory radins does not mean that trade Is not seeured locally, as well as at all points within
the radjus, Ifa given city shows no businass for & particular radfus, such as 76 to 160 miles, for example,
this does not mean that such territory was not covered but merely that mo establishments in the clty
reparted that partieular radius as the outer limits for their sales territory, Such torritory was cither cov-
ored by establishments reporting a longer radius for the same city or, in the absence of the lattor, hy estab-
lishments in other marketing centers. The chief value of theso statistics is that they indieate how far
g]odnh ghe homo city trade is sought and the volume of business of the concorns operating within a given

! Includss establishments engaged in foreign trade, in domestic and foreign trade, and a fow cstablish-
ments that did not report the sales territory coverod,

New Yorl, Detroit, and Chicago, in the order named, may properly be called
national distribution centers for paints and varnishes. Of the $82,715,515 in
the wholesale paint and varnish trade of New York City, 21.8 per cent, or
$18,031,Q82, was handled by houses with national coverage. Of Detroit’s paint
and varnish trade, $10,029,110, or 64.3 per cent, was handled by houses operating
nation-wide. Chicago was.third, with $9,071,355. of its paint and varnish trade,
or 32.7 per cent of the total, being handled by establishments with nations] dis
tribution, If the cities were ranked on the basis of the proportion of their
respective sales in the hands of establishments with national distribution,
Detroit would take first pusition, St. Louis second, Chicaga third, and New York
City fourth, Tully half of the 18 cities reported approximately 10 or more per
cent of th‘eLr'respectlve paint and varnish sales being handled by firms with
national distribution. This tends fo $how that painis and varnishes are susceplible
o distribution over & very wide, area from single distribution centers.’

At the other extreme from national distribution lies what is commonly known
as -local distribution, -which, for- census burpeses, means' distribution from a
single establishment within a sales territory radius under 75 miles. The table
shows that those houses whose sales territory did not extend beyond a radius of
76 miles did over one-fourth of the total business in the citics of Milwankee,

? From the data presented in Table § it is impossible to determine; (1) How much business-wes dona
within the city by anestablishment having s 500-mile radiug, for example, and how much was located within
Egg é;ex}rgy ﬁggt}z} g(gl) hlf()ivlyuéz}g]rn; glil :hg cmnxgo{dlttlias so%d bfy the establishment were sold in distant torri-

. e T requently used for the sale of o lalti i -
,Sl?.lere’,nﬁylz}]‘ave an oxeusive framamant y ale of only one or two speeialties of which the whole
ime, 11.10 a.m.
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Baltimore, Atlanta, and New Orleans; and that houses of this class did over one-
fifth of the total business in the cities of San Francisco, Boston, T.os Angeles, and
Pittsburgh. Each and every one of the 18 cities reported establishments that
-confined their operations to a 75-mile radius, which indicates that local distri-
bution of paints and varnishes is quite significant, although 7 of the cities showed
less than 15 per cent of the business handled by houses that operated on a purely
local scale. Sectional wholesaling seemed to be more prominent, however. The
wholesale establishments of Denver, Colo., for example, operated over a radius
of more than 500 miles but not nation-wide to the extent of 69.6 per cent of the
paint and varnish business. About one-half of the business of Cleveland, Ohio,
paint and varnish establishments was in the hands of concerns that operated
over a similar radius, while 7 more cities showed more than one-fifth of the sales
handled by firms. covering a radius of more than 500 miles. Thus, it appeurs
that paint and varnish wholesaling from a single establishment is done largely on a
national or sectional basis, although local wholesaling also. plays a significant part.
These facts should prove of real value to wholesale organizations in establishing
the best size sales territory, especially when used in conjunction with the data
shown in Table 22. They may be equally valuable to a manufacturer who is
desirous of working out a scientific distribution program.

ANALYSIS OF SALES IN THE PAINT AND VARNISH TRADE

Sales analysis by commodities.—Table 2 shows how paints and varnishes maove
through wholesale channels. From those datn it is possible to ascertdin the
relative importance of various iypes of wholesale organizations operating in
different lines of trade as outlets for paints and varnishes. This is of tremendous
significance to the manufacturer of these produets, inasmuch as it shows the
movement of paints and varnishes outside of the paint and varnish trade proper
as well as through paint and varnish establishments. Table 2 does not show,
however, what percentage of the business of the paint and varnish trade consists
in paints and varnishes proper and what other commodities are normally handled
%Qn ]the paint and varnish trade. Sueh information is presented in Table 10,

elow.

Fully 96.6 per cent of the sales by paint and varnish firms was reported by
commodities. It may therefore be assumed that the remaining 3.4 per cent is
distributed by lines of tracde and by types of establishments in the same propor-
Lion as the 96.6 per cent. In this manner total amounts can be projected from
the percentages given, For example, the amount in paints, varnishes, lacquers,
and enamels handled by paint and varnish establishments of all types is shown
to be $237,307,000, which is 80,9 per cent of the amount broken down by com-
modities. But the total amount broken down by commodities is 96.6 per cent
of total net sales; hence 80.9 per cent of $303,637,000 (total net sales), or
$245,642,333, which may be assumed to be the actual amount of paints and var-
nishes sold by paint and varnish establishments. . .

For all types of wholesale paint and varnish establishments combined, paints
and varnishes proper made up 80.9 per cent of the volume. Animal and vegetable
oils contributed 8 per cent of the business; nonferrous metals (not elsewhere
_classified), 2.8 per cent; and chemicals, refined and/or related products, 2.7 per
cent, Many other commodities were handled by paint and varnish firms in
the amounts indicated in the table.

The information in Table 10 affords an opportunity to a manufacturer to
determine to what extent, if any, paint and varnish wholesale firms can be used
as outlets for his type of products. It also enables a paint and varnish whaole-
saler to discover what items of merchandise are handled by others that hedoes
not carry and, conversely, what items of merchandise he handles that are not
normally carried hy similar firms. This kind of presentation is also valuable to
manufacturers. To illustrate, wholesale merchants reported 79.7 per cent of
their sales to consist in paints and varnishes proper, while manufacturers’ sales
branches =old as high as 82 per cent of their total volume in such commodities.?
This means that relatively, wholesale paint and varnish merchants offer a better
opportunity as outlets for goods other than paints and varnishes than do manu-
facturers’ sales branches. Just in what specific commodities these relative

. .} Contrary to popular conceptions, & number of manufacturers’ sales’ branches handle noncompeting
goods produced by other than the parent manufacturing company. To that extent they should be régarded
as at least semipublic outlets for producers’ goods, although the merchandising activities of manufacturers’
sales branches are genreally centered upon their own produects or upon the products of plants closely affil-
iated with the parent company,
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opportunities lie can be further discovered through an examination of the data.
Relatively little glass, for example, was handled by manufacturers’ sales branches
($179,000), as compared with wholesale merchants who sold almost $3,000,000
worth of this commodity ($2,777,000). On the other hand, metals of different
kinds were handled in substantial amounts by manufacturers’ sales branches and
very little by wholesale merchants. i

TABLE 10.~WHOLBSALE PAINT AND VARNISHE TRaDE, BY COMMODITIES—
UwiTep StaTms: 1929

[Sales expressed in thousands of dollars]

TOTAL
Manufac-
. ‘Whole- Y1 Agents | All
Commodities Por || sale mer- t‘;;fgs and | other
Amount ! c%:;t chants branches bquers types
total
Total net sales ----| $303, 637 $117, 403 | $154, 965 | $10,800 | $20, 883

Reported commodity sales, per cent of total net

sales - 92,1 100.0 89,4
Reported commodity sales, total.... $108, 192 | $155,702 | $9, 218
Per cent of total reported commodity sales. 36.0 53,4 31
Bogks, magazines, 804 NaWSDADELS - numwm-m - 34| @ $
Building materials not classified elsewhere......- 7761 0.8 595 $142 $30
Building materials {ornamental).. ... ... 248 | 0.1 Jfamremmcann 248
Cameras and photographic supplies.. . 144 | 0.1 144
Cement, lime, and plaster. .-a.-.-... 176 1 0.1 DL (U
Chemicals, industrial and heavy ... ...._... 2,887 | 0.9 1,146 1,301 240
Chemicals, refined, and/or related products.-..-- 7,850 | 2,7 1,920 3,481 1,528
Chinn, glassware, and crockery (glassware)- ... 21 @ -2 —
Ckiﬂtllilrilg and furnishings, men’s and hoys’ work

clothing..

Drugs and drug sundries_ . --ccecmarcananas
Drugs, chemicals, and pharmaceuticals
Proprietary medicines -
Drugeists’ sundries not elsewhere listed.....-
Amount not shown in detail < coceeeaaos

Electrical appliances, equipment and supplies. ..

Feeds, mixed and other....._____.___.___....

Fertilizer and fertilizer MALEIAlS e ema e s

Glass -

Hardware......- ; .
Builders' hardware -

Shelf or light harAWare . - eeemeeeccceacecaran
Tools and cutlery. -
Heavy hardware. .. . ooeecemcanecna
Other hardwaye - . ceevecvecwmcomaecn

Amount not shown in detail

House furnishings. . .
Lineoleums, felt base and obher... ... occea.
House furnishings not listed elsewhere__.

Iron and steel products (except as classified) .

Lead pigs, bars, sheets, and PIPB...v oo ocwocenn

Machinery, equipment, and supplies (industrial).
Mining, quarrying, well drilling._ .. ocv..c .
Belting, hose, packing, and machanical rub-

ber goods.-
Pipe fittings, valves, and specialties, .. ...
Rope, cordage, and twine -
Industrial maghinery and equipment.._.____
Amount not shown in detail

Nonferrous metals not elsewhere classified. . ...

Nonmetallic minerals (crude) and their produects.

Naotions and dry goods, small wares._.________.__

Olls, animal and vegetable. ... 8, 945 0 s

Paints, varnishes, lacquers, and enamels. 237, 307 3 126, 871

Paper (wrapping, book, wall paper, stc.) 3,220 63
Book paper, Uneoated. . ceemcaecomeeeocueinn 14 14 P
All other paper..... 3,288 3,190 59 2 16
Amount not shown in detail 28 25 4

Paper produets. .. oo ooeooomcae ool 851 () 23 -2 IO N

! As reported. The amount given in this column for any ons commodity may be projected to g total
figure by multiplying the Dercentage by the total net sales ($308,637,000). Where the percentage is not given
in the table, it Is necessary to obtain it by dividing the amount of the commodity by $203,447,000 and then
to multiply tho percentage by $303,687,000. ) ’

% Less than one-tenth of 1 per cent,.
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TABLE 10.—WuoLEsaLe PAINT aND VarNisH TrADE, BY COMMODITIES—
' Unitep StarTes: 1920— Continued

[Sales expressed in thousands of dollars]

TOTAL )
Manufgce
‘Whole- yo | Agents | ALl
Commodities eggrc sale mer- t“s:f’:: and | other
Amount ttf1 chants branches brokers | types
ota

Petroloum and petroleum products
Gasoline and naphthas, . ____
Tuel oils, gas oils, and furnace
Lubricating oils and greases..
All other petroleum products
Amount not shown in detai

Piecs goods (cotton) .

(stoves and ranges)
Radios, parts, and ac
Rubber, crude.
Seeds (garden).
Sheet-matal wo
Soap and toilet pr

Soap, toilet and other.._
Toilet preparations and
Amount not shown in detal
Sporting gooaS.wamevecene oo
‘Lextile products, not classifie
‘Fin, block.
Wood products...... O
Miscellaneous commoditi -

* Less than one-tenth of 1 per cent,

Sales analysis—General summary.—Table 11 presents a bird’s-eye view of
the nature of sales in the paint and varnish trade, - It shows the number of estab-
lishments, the gross sales, returned goods and allowances, net sales, credit sales,
sales made to industrial consumers, sales to home or ultimate COnSUINETs (a_t retail),
and the sales of goods manufactured in the establishments covered in this report
where the bulk of the business consisted of distribution rather than of manufac-
turing or production. . .

Statistics for each of the items discussed below are given in terms of those
establishments which reported on the item under consideration. This does not
mean, however, that those which did not report credit sales, for example, did not
extend any credit. While sueh is probably the case with most establishments
not reporting ceredit sales, it may be that some of them merely had no informa-
tion on the subject or failed to report accurately on the item, and hence were
not included in the number of establishments reporting credit sales.

TABLE 11.—SatEs ANaLyYsis oF PaiNt anNp VarNisE Houses—QGENERAL
SuMmmary Unirep StaTes: 1929

Per cent
Number or
of net
amount sales
Number of establishments. .- ' [2]:1i 0 IR
$308, 816, 402 101, 7L
Gross sales 5, 179, 248 1

Returns and allowances

Credit 8ales._ _o.u.neaamacauooo
Sales fo industrial eonsumers. Qg, g;g, ggg .8
Sales to home consumers......-._. 12; 702: o sz

Sales of goods of own manufacturo.

Returned goods and allowances.—The gross: sales of all paint and varnish
esta.blishmengs, amounting to $308,816,402, consisted of $303,637,154 in net sales
and $5,179,248 in returned goods and allowances, Thus, the returns and allow-
ances constituted 1.71 per cent of all net sales. Numetous causes may have been
respongible for these returns and allowances, Among the reasons most commonly
given, according to various nongovernmental surveys, are: Errors in filling orders,
undesirable substitutions made without the consent of the purchaser, delay in
delivery, filling back orders too late, overbuying on the part of eustomers, errors
made Dy salesmen in recording the wants of their customers, eto. Whatev
the causes, the burden placed wpon the distribution system as a resulf of returns

allowances is very substantial.
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Of the 995 paint and varnish establishments, only 451 reported returned goods
and allowances. The remaining establishments either had no returns and had
made no allowances to customers during the year or had no information on the
item. In some cases the Information was so obviously incorrect that it was not
included in this particular analysis. For the 451 establishments the returns and
allowances were 3.1 per cent of their net sales. This percentage varied from 2.7
for manufacturers’ sales branches to 3.6 for wholesale merchants, and the unu-
sually high percentage of 7.9 for agents and brokers.

TapLe 12,—RETURNS AND, ALLOWANCES, BY TYPE orF ESTABLISHMENT-—
Unitep StaTEs: 1929

ESTABLISHMENTS REFORTING

ALL ESTABLISHMENTS RETURNS AND ALLOWANCES _
Returns and
TYPE OF ESTARLISHMENT allowances Par
Num- Num- cent
ber Net sales Pel; bor Net sales | o ?et
cen sales
Amount | & net
salos
L) I, 005 | $303,087,154 | $5,179,248 | 1.7| 451 | %164, 580,521 81
‘Wholesale merchants 566 117, 403, 014 2, 264,131 1.0 265 02, 316, 836 3.8
Manufacturers’ sales branel 827 154, 955, 283 2,304, 657 L5 168 87, 340, 625 2.7
Agents and brokers. 66 10, 305, 843 240,173 | 2.4 14 3,148,808 | 7.9
All other types_.. 47 20, 883, 014 271, 287 1.3 14 11, 768, 852 2.3

Credit sales in the paint and varnish trade.—Table 13 shows that credit
occupies & prominent position in the wholesale distribution of paints and var-
nishes. Approximately 88 per cent (87.6) of all the paint and varnish trade
was conducted on a credit basis, When the percentage is calculated on the basis
of the net sales of those firms that reported credit sales it becomes much higher—
94.7 per cent. On this latter basis manufacturers’ sales branches reported the
highest ratio of credit to net sales. Agents and brokers were next in rank with
08.7 per cent of their business on credit, and wholesale merchants were last with
88.9 per cent credit sales. It is interesting to note that practically 60 per cent
of the agents and brokers extended ecredit accommodations to their customers,
which is quite contrary to current conceptions, at least on the part of laymen.
About 81 per cent of all wholesale merchants operated on a credit basis, and about
82 per cent of the manufacturers’ sales branches followed a similar practice.

The figures in Table 13 indicate that manufacturers’ sales branches extended
a8 larger percentage of credit than wholesale merchants, probably because they
operate somewhat on a different plane, at least to the extent to which they sell to
wholesale merchants, also in the degree of their sales to industrial consumers as
will be pointed out in Table 14. If also shows that, as far as credit is concerned,
when a manufacturer chooses to sell through his own sales branches instead of
going through wholesalers he does not eliminate the wholesaler’s functions. He
merely undertakes to perform them himself.

Taprn 18.—CREDIT SALES, BY TYPE 0¥ ESTABLISEMENT—UNITED STATES: 1929

ESTABLISEHMENTS REPORT-

ALL ESTABLISEMENTS ING CREDIT SALES
Credit sales
TYPEL OF ESTABLISHMENT Per
Num- Per |Num- cent
Naet sales Net sales
ber cent | ber of net
Amount of net sales
sales

017 995 | $303, 637, 154 |$266, 008,658 | 87.6 799 | $280,826,651 | 94.7
‘Wholesale merchants. ... 566 | 117,493,014 | 902,001,220 | 79.1 | 458 | 104,660,126 | 889

327 | 1B4, 056,283 | 148,123,742 | 905.0 200 | 149,521,377 | 98.1
56 10, 306,843 | 6,655,836 | 64.8 83 6,745,200 |~ 08.7
T 47 20,883,014 | 18,232,852 | 87.3 39 19, 899, 850 91.6

Manufacturers’ sales branghes.
Agents and brokers.
All other types....
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Sales to industrial consumers.—The popular conception of a wholesaler on
the part of the layman is that of a merchant who sells to retailers for ressle to
home consumers. Thatb this is far from a complete picture is revealed in Table
14, below. Fully 30.5 per cent of all sales made by paint and varnish wholesale
establishments were to industrial consumers such as manufacturers, operators
of mines and quarries, oil-well concerns, vailroads, public utilities, and to others
who buy goods, not for home consumption, but for business use. This business
did not enter the retail field at all and was not transacted through retail stores.

Of the 565 wholesale merchants, 177 sold goods to industrial consumers,
The volume of such sales was 20.7 per cent of the net sales of all wholeslae mer-
chants and 41 per cent of the net sales of the 177 establishments reporting such
sales. Among the manufacturers’ sales branches, 170 of the 327 made sales to
industrial consumers, such sales being 34 per cent of the net sales for all manu-
facturers’ sales branches and 58.5 per cent of the net sales of those reporting sales
to industrial consumers. While only 19 of the agents and brokers sold to in-
dustrial consumers such sales constituted 93.8 per cent of their net sales, indicating
& high degree of specialization in industrial seliing,.

Taprm 14.—Ss1ms 70 INDUSTRIAL CONSUMERS, BY TYPE OF ESTABRLISHMENT—
Uwitep STaTES: 1929

ESTABLISHMENTS REFORT-
ALL ESTABLISEMENTS ING SALES TO TNDUSTRIAL
CONSUMERS
Sales to industrial
TYPE OF ESTABLISHMENT consumers
Por
l\rﬁgn Neot-sales Per I\Ib“g" Net sales o‘i"ggt
Amount :fe!’ilgt sales
sales
017 SN 005 | $303,637, 154 | $02,018,586 | 80.5 381 | $168, __207, 600 §6.1
Wholesale merchants..._...o._.. 666 | 117,408,014 | 24,368,750 | 20.7 177 59, 302, 083 41. 0
Manufacturers’ sales branches...| 327 | 154,955,283 | 52,738,616 | 84.0 170 90, 118, 582 £8. 6
Agents and brokers 56 10, 305, 843 2,174,874 | 2L.1 10 2,326, 601 03.3
Allother types..c.coceueccvncnn- 47 20,888,014 | 13,348,750 | 63.9 15 16,375,434 | 818

Sales to home consumers.—It is true that wholesale establishments are not
supposed to sell to consumers at retail. It is also true that refailers are not
supposed to sell to other retailers at wholesale. These types of transactions
take place nevertheless, and in some lines of trade they are given full sanction
and are accepted as a part of normal business activity. Such a combination of
wholesale and retail business is frequently referred to as ‘semijobbing.” -
F4The amount sold o ultimate or home consumers at retail by wholesale paint
and varnish establishments was $9,479,477, or 8.12 per cent of total net sales.?
Naturally, not all wholesale establishments made such sales. As shown in
Table 15, only 74 of the 327 manufacturers’ sales branches followed this practice
to the extent of 10.6 per cent of their net sales, and only 10 of the agents and
brokers followed the same procedure. However, the practice of selling at retail
was more widespread among wholesale merchants, of whom 287 of the 566 made
such sales to the extent of 13.7 per cent of their net sales, These data show that
retailing on the part of paint and varnish wholesalers is quite generally indulged
in and that sales made in this manner are an important part of the business of
those who engage in the performance of the dual function.

$ b According to retsil census, palnt stores sold to other retailers (at wholesale) goods amounting to
$3,209,004.
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Tasne 15.—Bavss 1o Home ConsuMers, BY TYPE OF ESTABLISEMENT--
: Unitep STATES: 1929

ESTABLISHMENTS  REPONT-
ALL ESTABLISHMENTS ING SALES TO HOME CON~
SUMERS
Sales to home con-
TYPE OF ESTABLISHMENT sumers
. Par
Num- Num- cont of
ber | et sales P%r . ber | INetsales nft,
cento sules
Amount net
sales
L 7 P 905 $303; 637,164 | $9, 479,477 3.1 353 | $75, 225,852 2.4
Wholesale merchants. . o.oaae.. 565 | 117,493, 014 7,501, 847 6.4 267 54,832, 852 13,7
Manufacturers’ sales branches. .| 327 | 154,055, 283 1, 866, 867 1.2 74 17, 508, 734 10,4
Agents and brokers........c.o... 56 10, 305, 843 104, 387 1.0 10 830,137 126
All other Lypes. - cuvmamanaaoaeo 47 20, 883, 014 6,378 [--eeow- 2 1,074,129 (33

Sale of geods of own manufacture.—Relatively few manufacturing wholesalcrs
may be found in the paint and varnish trade. (See Table 16,) Only 41 of the
565 wholesale merchants did any manufacturing on their premises. The amount
so produced had a selling value, however, of $6,891,122, or 39.7 per cent of the
net sales of those reporting the sales of goods of own manufacture. Among the
manufacturers’ sales branches only 11 combined manufacturing with the whole-
saling of goods in the same establishment. But the selling value of the goods
so produced was 87.7 per cent of the net sales of these 11 establishments., No
wholesale merchant establishment has been included in this report that is primuarily
engaged in manufacturing, i. e., producing 50 per cent or more of ils goods in lhe
same location. On the whole, the amount of manufacturing carrvied on in the
paint and varnish wholesale field is not insignificant, especially when compare!l
with certain other trades where this practice is virtually unknown. The tolal so
broduced was 4.18 per cent of the net sales for all establishments and approximated
$13,000,000 ($12,702,586).

TanLE 16.—Sanes or Goops or Owny MaNuracrurs, BY TYPE OF Esran-
LISHMBNT-—UNITED STATES: 1929

ESTABLISHMENTS REPORT-

ALL ESTABLISHMENTS ING SALES OF GOODS§ OF
. OWN MANUFACTURE

Bales of goods of

TYPE OF ESTABLISHMENT own manufacture
Par
Num- Num- cont of
ber Net sales P%r ) ber Net sales ) n]r(‘.h
cent o nlos
Amount net
sales
Total.cvounenn -} 995 | $303,637, 154 | $12, 702, 586 4.2 58 | $24,400,242 | 420
‘Wholesale merchant 565 | 117,493,014 | 6,801,122 5.9 41 17,852,800 | 3.7

327 | 154,065,283 1,672,730 L1l 11 9,471,162 07.7
56 10,305, 843 - .
47 20, 883, 014 4,138,734 | 10.8 6 4, 585, 681 00,3

Manufacturers’ sales
Agents and broker!
All other types.-.




WHOLESALE TRADE IN PAINTS AND VARNISHES: 1029 25

OPERATING EXPENSES 1

The nature of the statistics.—~The total expense figures used by the wholesale
division of the Census of Distribution corprise five elements:

1. Salaries 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” item does noi
include net profits nor cost of the merchandise sold. Such items as taxes; insuranee;
administrative; office and overhead expense; maintenance; delivery; stationery
and supplies, light, heat, and power were supposed %o be included. The follow-
ing quotation from the printed instructions to the field force is of interest:

A practical mothod of determining the amount of “all other expenses’ is to take the total operating
expenses, Which most firms have at hand, and deduct from this the sum of alt expense Items specifically
provided for in the schedule-~wages, salaries, comnissions, bonuses, expenses of salesmen; rent; and inter-
ost.  Sometimes it may he necessary to estimate the total operating expense by a building-up process and
then deduet from it the sum of all itoms of expense listed separately in order to obtain all other expenses.

Considerable confidence may be placed in the figures for total expenses. The
value of an adequate accounting system hag been so Impressed upon the whole-
saler by trade associations, bureaus of business research, and income-tax require-
ments that the census field force faced a much better group for the gathering of
wholesale trade statistics than was possible in many other trades. While it is
true, of course, that uniform accounting systems are not generally used, there is
little fundamental difference in bookkeeping practice with respect to the few
items required by the Census. Moreover, since the entire field has been covered,
minor diserepancies tend to offset each ather through the operation of the law
of averages, In the case of total salaries and wages, and in the case of sales-
men’s salaries and wages and expenses of salesmen, it is felt that the figures are
particularly satisfactory. Wholesalers watch these items much more closely, as a
general rule, than do most merchants and constantly use the ratios of expenses to
sales as checks upon the efficiency of their employees.

Summary of operating costs.—Table 17 shows the cost of distributing paints
and varnishes at wholesale as reported by the establishments included in this
report. For all types of organizations combined the cost was 19.4 per cent
of net sales. This percentage varied from 18.1 for manufacturers’ sales branches
to 21.5 per cent for agents and brokers, and 21.8 per cent for wholesale mer-
chants. The lowest costs are shown for ‘‘all other’ types of wholesale estab-
lishinents, the composition of which is given in the footnote to Table 4.

Wholesale merchants showed operating costs 3.7 points higher than for manu-
acturers’ sales branches. This difference in favor of the manufacturers’ sales
branches may be explained partly by the fact that the latter sell a larger proportion
to industrial consumers (34 per cent of their net sales as against 20.7 per cent of
the net sales of wholesale merchants) who usually buy in larger quantities than
do many retailers. Then, again, manufacturers’ sales branches probably sold
some of their goods to wholesale middlemen rather than to retailers. Such sales
are usually made in larger amounts, the credit risks are superior, and fewer serv-
ices need to be rendered in making the sales. In other words, some of the difference
in costs between these fwo types of organizations may be due to differences in the types
of customers to which they cater as well as to differences in their respective size of
operations, although much of the difference in favor of manufaciurers’ sales branches
15 no doubt due to efficiency in management and operaiion.

16 Tn the figures on operating expenses are ineluded only thosoe items which are normelly regarded as such
by most business men, They do not include depreciation, obsolescence, or interest on jnvested eapital.
The figures presented in this section, however, approximate the expenses actually incurred and are particu-
larly uselnl for comparison purposes as between different lines of trade and different types of wi olesals
organizations, Inasmuch as they have all been treated in the same manner.
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Taprm 17.—Torat OrEraming ExpeNsns, BY TYPE oF ESTABLISHMENT—
Uwnirep Statms: 1929

TOTAL EXTPENSES

TYPE OF ESTABLISHMENT Neot, sales Per cont:

. Amount of net

sales
A0 7 X OO $308, 637, 154 $58, 064, 382 194
Wholesale merchants 117, 493, 014 25, 610, 894 2.8
Manufacturers’ sales branches. 154, 955, 283 28, 085, 079 18,1
Agents and brokers 10, 305, 843 2, 220, 811 121, 5
Al ObhOr G DES - o cmme e e e cm e ——— 20, 883, 014 3,038, 598 14.6

! Includes 8 brokers with operating expenses of 14.8 per cent and 8 selling agents with operating axpenses:
of 8.4 per cont, The remaining 45 establishments in this group were manufacturers’ agents, some of whone
operated on & very high expense ratio, bringing the average for the group up to 21.5 per cent.

Analysis of operating expenses of wholesale merchants.—In order to make
the analysis of operating expenses in its component parts meaningful, this dis-
cussion is confined to a homogeneous group comprising only wholesale merchants.
This group had a total cost of doing business (not including the cost of goods
sold) of 21.8 per cent of net sales. A total of 6,693 people were employed, receiv-
ing 11.5 per cent of net sales in compensation. These employees were divided
into 502 executives who received 2.2 per cent; 1,925 salesmen who were paid 4 per
cent; and 4,266 warehouse, delivery, and office employees whose salaries and wages.
absorbed another 5.3 per cent. The average salaries or wages per employee
were $5,029 for executives, $2,460 for salesmen, and $1,455 for all other employees,
Selling expenses proper constituted 5.4 per cent of net sales, of which 4 per cent
was for salesmen’s salaries and 1.4 per cent covered the traveling and other
expenses of salesmen.

Of the 565 establishments, 455 paid rent for the premises which they oceupied,
while 110 presimably owned their places of business. The amount paid in the
form of rent, based on the net sales only of those who reporied as having paid rent
Lo outsiders during the year, was 1.8 per cent of net sales. All other expenses not
analyzed in detail amounted to 7.6 per cent of net sales.

TasLe 18.—0OPErRATING EXPENSE ANALYSIS OF WHOLESALE MERCHANTS

Per cent
.| Average

Number | = Amount of net

salaries sales
Istablishments. e e e e e 565 [oonn mmmeon| e ————
Net sales OSSN [ $117, 493, 014 100.0
T TS RN B 95,619,804 | .oeme. 2.8
Salaries and wages_ 6,093 13,404, 208 | ... 1.5
Executives._. 502 2, 524, 422 2.2
Salesmen......... 1,025 4,734, 888 4.0
All other employees 4,260 6, 204, 088 5.3
Expenses of salesmen.__ ... T T 1,649,421 L. 14
out . oo 456 1, 508, 566 |. 1.8
All 0ther BXPOTSeS_ oo oo oo 8,037,600 |.occcoann- 7.4

1 Rent per cent of net sales computed only for those showing rent,

Frequency distributipn of expense ratios for wholesale merchants.—To throw
further light on operating costs in paint and varnish wholesaling and to discover
the range of such expenses, a distribution of expense ratios was prepared for the
wholesale merchants in this trade. (See Table 19 and Chart I1.) At first glance
such a wide range of expense ratios as appear in Table 19 seem absurd if not
impossible, A careful examination of the schedules themselves from which these
data were compiled leaves no doubt as to the correctness of the situation as
depicted. The figures do represent actual conditions, but certain gualifications
must be made with regard to the expense percentages at both extremes. The

.
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high-expense ratios need little explanation. It is a well-known fact that not all in
business make profits. On the contrary, many businesses show losses even in
Pprosperous times, After all, only 34 of the establishments showed costs over 50
per cent of net sales and only about 10 per cent of all the wholesale merchants had
mare than twice the average operating expenses. Many of these establishments
operated on a very small scale. Some of them were just getting started in busi-
ness, hence the initial expenses were responsible for high costs. On the other
extreme, 10 establishments showed operating expenses under 5 per cent. It is
possible that a few of them were actually drop shippers but reported themselves
as service wholesalers, while others were unusually efficient or operated in peculiar
ways not disclosed in the reports, perhaps specializing in the handling of such
items as white lead in quantities.

Tasre 19,—FrEQUENcY DISTRIBUTION OF OPERATING LXPENSE PERCENT-
AGES, WHOLBSALE MERCHANTS—UNITED STATES: 1929

Cumula-| Average
Number | tive fre- | annual

OPERATING EXPENSE PERCENTAGES of ostab- [quency of| sales per
lishments(establish-{ establisk-
ments ment

TINABE B DL CBIE o cveee oo e e e emmame st mmmrmmma oo m e 10 19 $190, 441
& to 0.00 per cent. .. 34| 53 252, 264
10 to 14,90 per cent. 79 132 162, 263
15 to 19.99 per cent. 90 222 216, 268
20 to 24.99 per cent. 113 335 310, 418
25 to0 20,09 per cent. 95 430 220, 475
30 to 34.00 per cent... 43 473 140, 482
35 to 30,00 per cent.___ 22 495 175, 805
40 to 44,90 per cent. .. 22 517 121, 542
45 £0 40,90 DEr CONb . v 14 531 81,954
OVEE B0 DBE COIE o e o ee e cmemm i mm mmmrm e mmm o o m 34 565 62,936

Approximately 80 per cent of the establishments had costs between 5 per cent
and 35 per cent. The modal average for the group, %. e., the most characteristic or
most frequent cost ralio found in the distribution, amounting to 22.6 per ceni, was
but 0.7 per cent higher than the simple arithmetic average shown in the other iables.
This means that for all practical purposes the arithmetic average of 21.8 per cent
may be used. However, the range was unusually great. This, coupled with the
faet that 132 merchants kept their costs down to less than 15 per cent, would tend
to point to possibilities for improvement along these lines.

Cuart I1.—FRrREQUENCY DISTRIBUTION OF QPERATING EXPENSE PERCENTAGES,
WHOLESALE PAINT AND VARNISE MERCHANTS—UNITED STATHS: 1929
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Operating expenses in relation to location of establishments,—According to
Table 20, sectional differences seem to account for certain variations in the costs
of doing business. Operating expenses for wholesale paint and varnish mer-
chants ranged from a low of 18.2 per cent for the Middle Atlantic Division (as
compared with an average for the United States of 21.8 per cent) to a high of 30,4
per cent for the wholesalers located in the Bast South Central States, a variation
of 12.2 points. Both the West North Central Division and the West South
Central Division had costs around 26 per cent.

In all cases, without a single exception, salaries and wages approximated one-
half of the total operating expenses. For the entire United States salaries and
wages of the wholesale merchants in the paint and varnish trade amounted to
11.5 per cent of net sales against operating expenses of 21.8 per cent. The whole-
sale merchants located in the Middle Atlantic States paid'in salaries and wages
9.4 per cent of their net sales and their operating expenses were but 18.2 per cent,
In the East South Central States, however, where the costs of doing hbusiness
amounted to 30.4 per cent, salaries and wages were 15.6 per cent.

The size of the inventories carried, no doubt, had some effect upon operating
expenses, although the relationship is not very clear on the basis of the statistica
ghown in the table. Apparently stocks of goods are not earried in the same pro-
portion in different parts of the United States. The largest stocks in relation to
sales are shown for the Mountain, Pacific, and West South Central Divisions, all
far removed from the sources of paint production. The lowest stocks are earried
in the West North Central and the Middle Atlantic Divisions, the range from the
lowest to the highest ratios of stocks to sales being 9.8 per cent of net sales. To
trace the effect of stocks on hand upon operating expenses in relation to other
factors such as salaries and wages would require multiple or partial correlation
analysis that is beyond the scope of this study. .

TaBLE 20.—OrErATING EXPENsSES oF WHOLESALE MuromaNTs BY GBO-
GRAPHICG Drvisions: 1929

Salaries
Number| iy gles, Il;a%tr?slxegf- and Ogtl(l)ggg,
GEOGRAPHIC DIVISION ofestab- | "nar cant | per cent | WAESS: | per cent

lish || "oftotal | "ofmet | POECERE | “of not

ments sales | Qi sales
United States, tota). e cm oo e 506 || 1100.0 21.8 1.6 10.0
New England &7 9.2 22,9 12.1 22,53
Middle Atlantic 170 30.8 18.2 9.4 185
East North Central... - . 134 22,6 21.4 1.7 17,2
West North Central.. ... ______ T 52 8.8 26,0 18.3 0.0
South Atlantie 35 5.4 21.0 11,0 22,1
East South Central.. .. 8 1,3 30.4 15,0 0.7
West South Central 32 5.0 26,8 13.1 25,0
Mountain o 15 2.9 24,6 11,1 25,8
PRI e e e e e 61 13,5 23,7 13.3 25,4

1 Total net sales—$117,493,014,
SIZE OF ESTABLISHMENT

Operating expenses of wholesale merchants in relation to size of the business.—

8 shown in Table 21 and Chart III, there were 185 paint and varnish wholesale
merchants with less than $50,000 annual business each. Together, these estab-
lishments, while constituting 23.9 per cent of all the wholesale merchants, eon-
tributed but 2.9 }t))er cent of the business for the group. Another 129 merchants
doing an annual business of $50,000 to $100,000 added another 8 per cent of the
business. Thus, almost one-half (46,7 per cent) of all the wholesale merchants
accounted for less than 11 per cent (10.9) of the business reported by all whole-
sale merchants. This indicates that paint and varnish wholesaling s not essentially
o large-scale business. In fact, about five-sixths (83.7 per cent) of all wholesale
merchants had annual sales under $300,000 each. On’ the other extreme, 13 of
the establishments, or 2.8 per cent of the firms, with business of amillion dollars
and over per annum, transacted 24 per cent of the total neb sales. This showa
that while essentially paint and varnish wholesaling is not a large-scale enter-
prise as far as individual wholesale merchant establishments are concerned, it is
also conducted on a relatively large scale.
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Caart IIT.—NUMBER oF BSTABLISEMENTS AND NET Sirms By Sizg oF Busl-

NESS, WHOLEBALE PAINT AND VARNISH MERCEANTS—UNITED STATES: 1029
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chants of 21.8 per cent and 28.2 per cent for the establishments with sales under
$50,000 annually. The second lowest costs (19.3 per cent) are shown for the 6
firms with annual sales of $1,000,000 to $2,000,000. Just what seems to cause
the differences in operating costs with variations in size is difficult to say with-
out further analyses that are beyond the scope of this study, although an exami-
nation of Table 21 may throw some light on the subject. As already pointed
out, labor costs as expressed in salaries and wages may be one factor, while
stocks on hand apparently also exercise some influence. Sales per salesman, as
well as the size of the territory covered, may also affect the results.

Manufacturers’ sales branches, by size of business.—Here, too, the small-
scale establishments predominated as far as numberg are concerned. Of the
327 manufacturers’ sales branches, 113 (84.5 per cent) had annual sales under
850,000 and handled only 1.7 per cent of the business of the entire group. An-
other 69 establishments, with sales of $50,000 to $100,000, cared for 3.1 per cent
of the business. Less than 10 per cent (9.8 per cent) of all the sales reported
for the manufacturers’ sales branches were handled by almost three-fourths
(71.7 per cent) of the establishments., On the other hand, over 70 per eent of
the business (70.1 per cent) was handled by less than 10 per cent (7.4 per cent)
of the establishments, This shows a high degree of concentraiion of the paint
and varnish business in the hands of o few manufacturers’ sales branches, probably
maintained by the largest paint-producing companies. At the same time il seems
to indicate a possibility of distributing the product on a small scale, since the dif-
ferences in costs of doing business for all but the smallest and largest concerns
were not great, (See Table 21 and Chart IV.)

CrarT V,—NUMBER OF ESTABLISEMENTS AND NET SALss BY SizB oF Busi-
NESS, PAINT AND VARNISHE MANUFACTURERS SALES BrRANCEBS—UNITED
StaTms: 1929

ESTABLISHMENTS SIZ(EOL%S?S)UP VOLUME
PER CENT : PER CENT
e fo oy Ay {7
II'I‘IH
1.3
I
.4
NN
16.]
", 8
e 44,2
PO s R
I, - o >
1.9+ i: ) ’_/__-“..‘(_) ________________

The highest operating expenses for manufacturers’ sales branches are shown
for the group with annual sales under $50,000, These establishments had costs
of 33.2 per cent of net sales, as compared with average costs of 18.1 per cent
for all sales branches and 12.2 per cent for the branches with sales of $4,000,000
to $25,000,000. High costs are also shown for the 12 establishments with ann_ual
sales of $300,000 to $400,000. It is interesiing fo note thai the largest esiablish-
ments, with the lowest operating costs, had the highest sales per salesman, the lowest
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expenditures in salesmen’s salaries, and the lowest stocks on hand. It is also signif-
jeant that stocks on hand decreased gradually as the size of business increased
and sharply decreased for the branches with more than a million dollars of sales
per annum. (See Table 21.)

TapLE 21, —WroLESALE PAINT AND VaARNIsH TrADE, BY Sizk orF EsTaB«
LISHMENT--UNITED STaTEs: 1929

WHOLESALE MERCHANTS

Num- Total Sales- || gtooks
ber of lﬁet expenses %;Iumr- Averaga | D905 flon hand,
SIZE GROUYP astab- || 8% | per cent|l J°LO | sales per snlarios || per cent

lish- |(DereentiZysnas || sales- | oojaeman | POLCERE| "ot net

ments || OFotal | ‘goleg’ || men of net || “gojag
sales
TObO) e e 565 (1 1100.0 2.8 1,925 | $61,085 4.0 119.4
Under $50,000_ .. 135 2.9 28.2 84 40,429 4.0 4.8
450,000 to $99,000. - 129 8.0 24,0 235 40, 009 4.3 231
$100,000 to $109,9990. - 143 17.8 22,5 307 52,727 4.0 10.3
$200,000 to $200,009. - 66 13.7 23.8 240 48, 792 8.7 10,7
$300,000 to $300,800. - 33 0.8 22,9 230 50, 044 4.3 16.2
$400,000 to $409,900. . 15 5.7 20,5 95 69, 704 3.5 17,3
%3500,000 to $099,000__ - 81 18.1 22,0 276 77,107 3.8 17.3
$1,000,000 to $1,999,900. - 6 7.7 10.3 101 32, 876 3.0 24,4
$2,000,000 to $3,999,999 e o.ee 7 16.3 18.0 267 71,774 4.9 19,5
MANUFACTURERS’ SALES BRANCHES

) I a27 || 21000 1| 1,08 | 87,008 4.3 10.8
TUnder $50,000- - - cmvmnmems - 113 L7 33.2 130 20,314 12.0 212
$50,000 to $99,900. _ - 69 3.1 26,1 127 38, 332 8.0 17.5
$100,000 to 33109,999- - 63 4.9 24.9 213 36, 401 7.8 16.4
$200,000 to $200,900. 20 3.2 26.6 118 43,328 7.8 15.0
$300,000 to $309,000. 12 2.8 3l 4 101 42, 769 6.2 14,6
$400,000 to $499,909. 10 2.9 20,7 84 53, 882 7.1 14,9
$500,000 to $099,999_ _ 23 11,3 71 64, 452 5.8 14,1
$1,000,000 to $1,999,90 13 11,4 23.8 298 50, 022 5.7 .8
$2,000,000 to $3,989,900. 8 4.5 15.9 282 .79, 705 4.6 9.3
$4,000,000 to $25,000,000-. 4] 44.2 12,2 370 185,492 1.9 7.3

t Total net sales amounted to $117,493,014,

2 Potal net sales amounted to $154,955,283.

3 This figure must not be confused with stock turn, which can not be computed from census figures, dus
10 lack of information on net profits. Computation of stogk turn requires that inventory and sales figures
e on the same basis, elther cost or selling price, Census figures for inventory are on a cost basis which is
not comparahle with net sales igures, Lack of net profit information and, hence, of gross margins prevents
‘the conversion of sales and inventory figures to the samo basis. Furthermore, stock-turn computation
should use nverage inventory figuras which are lacking hers.

SIZE OF SALES TERRITORY

Of the 565 wholesale merchants operating in the paint and varnish trade, all
but 6 indicated the sales territory which they cover regularly. The six concerns
which did not report on this point were probably located in towns under 10,000
population and hence reported on schedules which had no provision for such in-
formation. Ower 60 per cent (61.4 per cent) of those reporting the gales territory
operated locally within a radius of 75 miles; 52 establishments, or 9.2 per cent,
reported a sales-territory radius of between 75 and 150 miles; 66 covered a radius
of 150 to 250 miles; 38 covered a territory of 250 to 500 miles; 24 covered a
yadius over 500 miles but did not operate nation-wide; 26 were national distrib-
utors; and 6 others sold in the United States and in foreign countries.

All'of the manufacturers’ sales branches reported the sales territory which they
caver regularly. Only 37 per cent of the branches confined their operations
within & radius of 75 miles as against more than 60 per cent of the wholesale
merchants so operating. About the same percentage of the branches operated
nationally as in the case of wholesale merchants (5.5 per_cer_lt), hence most of the
manufachurers’ branches might be termed as sectional distributors.
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TABLE 22,—O0rrrATING ExrENsES, BY SizR OF Savss TERRITORY COVERED
REGULARLY

WHOLESALE MERCHANTS

SALESMEN
Total
Num- ax-
Average I
. ber of penses, Sala- | Ex-
EXTENT OF SALES TERRITORY sales par 8 \
COVERED REGULARLY | 6S6AD-J Netsales | gopoppey | per || | Average | 1108 penses,
lish- ment cent || Num-j - onec | per | per
ments ofnet J| ber |P man | cent | cont
snles ¢ of net | of net
' sales | sales
Total_ ooe ol 565 || $117, 403, 014 | $207, 952 21.8 j 1,925 | $61,035 4.0 1.4
Upto75miles oo meooo.n. 347 40, 102, 708 115, 670 23.5 678 59,149 3.0 :a
Up to 150 miles. b2 21, 810, 716 419, 437 15,8 232 04, 012 3.0 1.3
Up to 250 miles. 60 16, 325, 357 247, 354 24,1 242 67, 460 3.6 2.0
Up to 500 miles. . .mermeens 38 12, 245, 772 322, 257 26.2 257 47, 649 4.8 25
Over 500 miles, but not na-
tlonal 24 6, 211, 880 258, 820 20,1 174 35, 701 0,4 2 T
National 26 16,002,457 | 617,787 18.1 278 57,719 5.9 1.2
United States and forelgn
countrles ... ] 3,927, 061 654, 660 20.7 64 61,374 3.2 1.0
UnkNOWh. e e mcce e 6 806, 154 134, 859 L 2 | U IRV ISP PR,
MANUFACTURERS' SALES BRANCHRES
Total- oo 327 || $164,055,283 | $473,860 | 18,1 | 1,080 | $77,006 | 4.3 2.4
Upto 78 TOALES e 120 13, 223, 520 109, 285 25.9 320 40, 563 a 3.3
Up to 150 miles. 37 7, 224, 242 195, 250 15,0 150 48, 162 8.0 2.3
Up to 250 m!les. - 82 15, 097, 796 184,119 26.9 303 40, 828 8.4 3.0
Up to 500 miles..... ... 37 20,628,753 | 567,634 | 18,5 160 | 108,572 | 3.2 2.6
Over 500 miles, but not nu-
tional - - 33 41,094, 830 | 1, 245, 200 20,0 563 74,313 4,6 3.2
National, ..o coeocqmaniacs 16 30,572,008 | 2,088,134 | 17.1 383 | 70,822 ) 4.4 2.5
United States and foraign ) .
countries ... e 3 27,114, 076 | 9, 038, 025 8.9 84 | 322,787 1.1 .3

. As shown in Table 22, expenses of salesmen of wholesale merchants which
include traveling and other expenses incurred by salesmen while soliciting busi-
ness increased sharply as the sales territory widened. For wholesale merchants,
the average expenses of salesmen were 1.4 per cent of net sales, ranging from 0.8
per cent for the firms operating loeally within a radius of 75 miles to as high as
2.7 per cent for those covering over 500 miles but not operating nation-wide.
Salesmen’s salaries also show a decided inerease for the firms operating over a
wider territory. Thus, the 24 wholesale merchants that operated over a terri-
tory of more than 500 miles but not nation-wide showed a total direct selling cost
(salesmen’s salaries plus expenses of salesmen) of 9.1 per cent, as compared with
average selling costs for all wholesale merchants of 5.4 per cent, 4.4 per cent
for the establishments operating locally, and 4.3 per cent for the 52 merchants
covering a territory up to 150 miles. These costs then increased to 5.6 per cent
for those establishments that covered a radius of 250 miles and to 7.8 per centb
for the establishments operating over a territory of 500 miles. Somewhat of a
decrease in sueh direct-selling eosts may be noted for the so-called national dis-
tributors, which reported direct-selling expenses of 7.1 per cent, probably he-
cause these were the largest establishments which, no doubt, gave more attention
to the matter of sales control, but even they had higher selling eosts than those
operating over-a narrower territory. Total operating expenses, however, did
not reflect exactly the variations in direct-sclling costs. Other factors such as
stocks on hand, rafes of wages, sales per salesman, the size of the business, and
the location of the establishments must have exercised some influence on operat-
ing costs which are not clearly revealed in these figures. 'The same observa-
tions apply generally to the manufacturers’ sales branches. (See Table 22).
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OTHER CENSUS OF DISTRIBUTION DATA ON THE WHOLBSALE
PAINT AND VARNISH TRADE

In presenting the data in'this report for the wholesale paint and varnish trade,
an attempt has been made to analyze the information for the United States as a
whole. Only the most meager statistics have been shown by States and other
geographie areas. Neither has any attempt been made to show the relative
position of the wholesale paint and varnish trade in relation to other trades,
either for the United States or by smaller geographic areas.

The main reagon for these omissions lies in the fact that such statistics are pre-
sented in the State series of reports, in the United States Summary, and in Vol-
ume II, Wholesale Distribution,

A separate report has heen issued for each State and the District of Columbia,
showing, among others, the following statistics for the paint and varnish trade,
the table numbers referring to the table in the State series of reports:

TasLe 2—Number of establishments; number of employees—total, male, and
female; salaries and wages; total expenses; stocks on hand, end of year (at cost);
net sales; credit sales; sales to ultimate consumers (ab retail}; and sales to indus-
trial consumers. This information is shown in this table for wholesalers only,
for the Btate, and for cities of 100,000 population and over.

Tasre 3.—The same data as In Table 2, for all types of wholesale establish-
ments for the State and for each city of 5,000 population and over.

TaBLE §.—The number of paint and varnish establishments by types of estab-
lishments. This information is given only for the States.

Taprm 10.—Number of establishments; number of proprietors and firm mem-
bers; total paid employees, male and female; salaries and wages; the number of
salesmen and their salaries; the number of executives and their salaries; and the
number of all other employees and their salaries; all of these are shown for the
State and for a limited number of cities separately. This table also gives the
number of employees on specified dates in order to ascertain fluctuations in em~
ployment with the seasons.

Tarne 13.—Commodity sales for the State, showing for a number of com-
modities the same information by States as presented in Table 2 of this report.

All the information just outlined is presented not only for each State and for
cities ag indicated under the respective tables, but is also given in the United
States Summary of Wholesale Distribution for the entire country. In addition,
Table 5 for the United States gives data on the net sales and fotal expenses;
data are also shown for the entire United States on the number of paint and
varnish establishments, their net sales, and total expenses, by the number of
marketing units operated by a single organization. Similar statisties are also
given for paint and varnish wholesale merchants by size of the business. '

1t Attention is called again to the fact that the figures presented in this report may not correspond to those
shown in the other reports, merely becanse many of the schedules have heen reclassified and regrouped for

the purpose of this analysia,
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