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SREAT BENEFIT

Conservative figures compiled :
by the 880 clubs of the American'
Automobile Association. mainly :
based on last vear’s travel rec-
ords, place the value of the mo-
tor-tourist caravan during 1927 at
the staggering total of $3 300, |
000,000, Based upon an esti-|
mated increase of onl)r 10 per
cent over last season’s figures,

approximately 40,000,000 people !
—a third of the nation—in 10,-|

000,000 cars, will vacation the|
apen road.

At first blush these figures|
mrght seem the unr estr'uned rav-
ings of a maniac or else the con- |
coction of any aberrant brain;
on the contrary, those whose ears
are close to the ground assure us
that they are “conservative.” The |
fact is, the motor-car is so close|
to-us in its epochal development |
tlmt some of its most important |

“by-products” have almost stolen |
upon us unawares, The tourist
business, with all its ramifica- |
tions, is today one of the biggest |
industries. * The field, moreover,
s extremely diversified ; many un-

explored avenues will be rapidly | Lo . ‘ ;
p ADICY | these include outboard motors, |

fishing-tackle, firearms,

Aard best of all,
falls into the

npetied shortly,
the “commedity”
necessity class.

Reduced to every-day terms, |
motorists are annually buying |
scenery-—paying the price most|
willingly—worth to the sellers of |
this cummodltv three and one-
third billions of dollars.

Two-thirds of these vacation |
motorists take their scenery|
“straight.” That is, they tour
throuO'h historic country and up
Iucturesque lanes from hotel to|
hotel. The remaining thivd— |

“about 15,000 ‘000——“buy’ theirs |
over the bargain counter of af
tourist camp.

The hotel tourist averages 10|
days afield each season. He ‘shakes | €
from his pockets a stream of gold |
amounting to $30 a day for each |
party, and the whole army of
these motorists spends in the

course of a year the gigantic to-
tal of $2.200000,000. This is
for not only hotel accommoda-
tions, it covers every cemt spent
en route for hoth necessities and
laxuries.

The canvas brigade leaves in its
wake a stream of cash that swells
above the billion-dollar mark,
ahout $1,100.000,000. This 1s ap-
proximately $10 a day per camp-
itig party. This, as in the above
classrﬁcmtmn 1s not anly for nor-
mal runming expenses connected
with the operation of a motor-
car; it also mncludes food, amuse-
ments. ‘accessories, souvenirs,
clothing—every cent spent while
an tour.

These figures of expenditures
include onh what vacation moter-
ists spend after they lave said|
good-by to friends and are actual-
1\: on the road. This leaves out
of the picture a considerable in-
vestment in_equipment used on
the trip. For instance, no ac-
counting has been included in|

_the above that covers camping
equipment, clothing specially pur-
chased, ﬁsh1n0r~tackle and other
sporting ontﬁts toilet articles and
persona.l belonvmors maps and
touring-club member ship fees,
ner h'lS there been included the
money that each touring party
has tied up in car, tires, “and ac- |
cessories, Every one of these can|
Tegitimately be thrown into the|
picture, for each, either directly|
or indirectly, represents some-|
‘thing that is ‘necessary before one |

can undertal\e to “See America |
First” in his private atitomobile.
~ Automobile camping equipment |
alone assumes large proportions.
Each camping party——the average |
is four people to the car—carries |

'a, tenting outfit costing in the|

‘neighborhood of $200. The exact |
average figure, based on painstak:
ng research work in the field, i
$198.37.

A check'of ‘thousands. of mo-
tor campers in the Mid-west and |
We
third are “first timers” each yéar.
The beginner must purchase an |
entirely niew outfit, of course, and |
for this the army of tyros pays
the sum of. $250,000,000.

Of the two-thirds: who: have|

. 'been motor carnpmg more: than

. ‘one year, & great many have

" found it neeessary to. replace or |

add to their ouffits to keep them
in. . shipshape “condition: for the:
rather rough usage given ‘each

‘camp with all

st reveals the fact that one~|

l
(htmn to camiping outfits on the

part of veteran camipers amounts
o $58 average. In reund num-
hers it amounts to $145,000,000.

Combining the above, that is,
the sum spent for new outfits by |4
beginners and that spent by vet-
‘erans for needed equipment, the
total - expenditure for moter- |
camping paraphernalia annually
mounts to $395,000,000.

This; includes everything car-
ried afield: tents, folding beds, |
| bedding, camp stoves, ovens,
cooking and eating utensils, port-|
'able ice-basket or box, foldmcr
furniture, special clothing pur-
chased for playing gypsy, “stand-
ard  camping trailers, running-
| hoard kitchenettes, luggage-car-
rier trunks, suitcase outfits, cut-
lery, gasoline lanterns or other |
lwfhtmrr devices, luggage carriers,
automoblle packs, luggage straps,
water-bags, canvas buckets, flash-
lights, binoculars, cameras—these
are just a few of the articles that

people purchase to use on an out- |
Some even go further}
and buy expensive outfits pur-

g tmp
posely to enhance the outing;

golfing
ottfits, tennis equipment, and

many others,

road umever suspects the actual
replacement value of his exten-
sive equipment. Those who say,
on_first approach, that they paid

onlv $100 for their camping out-

it. change their estimate radi-
cally when one asks this question :
“How much would it cost you to
buy an outfit like this if your
its possessions
burned tonight 2" Then the camp-
er really begms to figure.

go to the sporting-goods store,
or some market, and pay that
‘much for his equipment. He for-
got to include, for instance, wool

hlankets taken from home that

cost from $20 to $45, or even
more. He may have neglected
to include, also, $10 worth of

lishes and utensils he took from

the kitchen. He may never have
thought to include suit-cases,
trunk. lunch kits, canvas covers,
ponchos. and so ou.
using all this to enjov his outing

andd if lost or worn out it will

have to be purchased for use in
the home.

Iu these camping-outfit figures
the price of the automobile has
wot been included, nor have its
accessories other than those ab-
solutely necessary for vacation
use. Nor are house-cars given

any consideration for the reason }*

113

that these are mainly pecﬂals.
frequently having ibeen built to
order by people of wealth and
running inte $10,000, o $12,000.

normal averages.

In selling millions of dollars’
worth of motor -cruising equip-
ment each year, sportmg—qoods
stores, department:stores, hard-
ware stores, wholesale houses,
jobhers, manufacturers, mail-or-
der houses, and other ou’clets have
a tremendous opportumty for in-

creasing sales that is dot fully!
‘dpprecnted For one thmb. mo-
tor-camping equ1pment ‘has not|

been properly consider ed a: spe-
| cialized field like,, forlhnstance
' fishing-tackle ; Stlll if ‘the truth
\\'61‘6‘ I\HO\VH 1t lS tar more lm-

portant for the salesman to “know
his stuff” when selling d tent that |

when selling a Dait-casting rod.

One sport is new, plastlc far
fromy  stabilized ; the other i
standardized.

Recognizing the inability of its
force of clerks to fit the outfit|

‘to the needs of its thousands of|
‘camping customers; the sportmg--

goods department of Marshall

' Fleld and Company; for example,

has for the last two yeats used

i

lequlpment oititfitter between the

hours of 11 a. m. and 3p. m. |

: ', and campmg exhibit, Sales-|i
men who are not trial hitters, who
have not felt the joy and free-
domof the outdoor life, can sell |

er sell as well or as:much as if
they know their proposmon from
first-hand experierice.

For this redson a large sport-
| ing-goods, store: in. an Ohio c¢ity
‘uses only campers as clerks. A

season, This replacement and ad-

-

also has a retail store:in Denver

., _ . ldoubled and
Frequently a camper on the|

' He meant by his origi:nal esti- |
mate of $100 that he had had to

Still, he is|

the services of an expert camp-|

camping outfits, but they can nev-|

large manufacturer of tents, who-

'makes his force “try out” every
bit of equipment they sell. For
' instance, a clerk who has slept un-
der canvas knows why a party
‘of four people require a tent with

at least 100 square feet of floor
.space. And there are many other
‘things he knows, too. Many
camping customers do not know
what they need themselves.

One of the largest retail stores
Ispecxahzmcr m motor-camping
equipment exclusively is Jones
-and Van Doran, Incorporated.
Some time ago this firm found
that its sale of gasoline stoves
was not keeping pace with tents,
camp pads, ice-baskets, and sp
forth. Upon investigation it was
found that the salesmen were not
well acquainted with the actual
operation of pressure-feed gaso-
line stoves. A practical ﬁelcl trip
conducted by one member of the
 firm familiarized the clerks with
this efficient meal-getter. Sales
increased immediately.

A down-town sporting-goods
' store in New York City operates
a motor camp within the city lim-
its of the metropolis. The man-
ager, of this store with his family
spends the summer in the camp
and. needless to say, sales have
trebled. Keeping
close to the camper has heen the
reason.

Of course, a great many fun-
damental sales facts already have
been established and these the
(seller of camping * equipment
knows, or should know. For in-
stance, the trend today is in favor
of the umbrella tent. This shel-
ter has been perfected Dy:the de-
mands of the camper for a can-
vas home that could be quickly
crected and taken down—a real
one-man tent—and also because it
offers a maximum of head-room,

er advantages promise to make
the umbrella tent, both with and
without a center pole, the most
used motor-cruising' shelter. This
should not be taken to eliminate
other excellent tents specially de-
-signed for camping. One of the
hest of these 1s a modification
of the old standard wall tent. The

larity.

Other things that nomadic Am-
'erica has discovered are numer-
OUS.
responsible for many of them.

sleeping quarters are now In vo-
gue. T
for soldiers, but women demand
 the easier and more comfortable

and springs. These are now a-
vailable. Likewise, while
‘1ead11\ get a

new air beds or mattresses, which

 fortable as sleepmg at home.

In old-style camping the cook
‘needed little more than a tin
' bucket,” a° fry-pan, some "dnh"
and perhaps a Dutch oven
50, with motor camping. The WO-
mén and children in the ,party
W ant1 to eat exactly as they doxat
home and the men-folk have
toufnd it highly preferable fo a
| steady diet of canned stuff, dried
nilk and eggs, dehy drated vege-
tables and fruits, smoked ,and
canned meats, and so on,

are necessary to have on hand for
emérgency and occasional use.

' kitchen range and the artist of
‘the ctulinary departm_ent in camp,
the average motorist prefers fresh

| food, broiled steaks, salads, fresh

fruits.and vegetables, credamni in his
coffee, and evern camp-baked
stuff. The modern pressure-feed
‘gasoline stove, with its oven and
‘high  legs, b01ls broils, fries,
sautes, stews, bakes, and does. just
-about everything the kitchen
range at home can do. Perish-
able food is now carried every-
where in automobile icezboxes or

| baskets ; milk, cream, salad-dress-

ng, fresh fruit, eggs, meats, fresh
fish—anything oné keeps in the
kitchen refrigerator.. Five cents’

in-the camping field is the stand-
ard two-wheel trailer. Unless one
‘has had field experience it is: all

rage: of such questlons Will it

‘back up¥ Will it ‘add a strain
to my car & Wlll it require more
-gas; ‘and oi.® Will my partictlar

that is, space to stand erect. Oth-|

| side, or shed tent is losing popu- |

Women in camp have been |
' [For one thing, more comfortable |

The folding cot is excellent |

folding camp bed with steel frame |

men |
good night’s rest on |
|a cotton pad, women prefer the

lncludmo them would distort the | make camp nights almost as com- |

Under- "

stand, some orall of the above |

But with the supervisor-of the |

worth of ice a day does the rest. |
A much, ‘misunderstood outfit |

but impossible to answér a bar-|

make and model of car handle it?
Is the attachment safe? Can I
make sharp curves? Will it go

over the mountains? Can I pull
a trailer over city boulevards?

Knowing the correct answers
to these questions from actual
experience has helped manufac-
turers and their distributors to
dispose of standard trailers read-
ily. Here is a wide-open field.
Camping trailers, offering many
conveniences such as two double-
spring beds with mattresses and
pillows, ice-box, food drawers,
furniture, and electric lights, are
bound to come to the fore. The
best outfits sell from $200 to
$395, and a dozen sales a year
mean a neat profit.

Only one out of every 25 camp-
ing parties is now using a stand-
ard two-wheeled camping trailer.
An intensive study of this field
is sure to be profitable.

So much for camping
ernalia.

Another profitable “by-pro-
duct” of increased motorized va-
cations is the map-making and
distributing industry. Conserva-
tively, each touring party will
‘use a dozen different maps in a
season. This means the manu-
facture and distribution of 120,-
000,000 maps.

\Within a decade the map busi-
ness has grown to huge propor-
tions and is frequently used as a
good-will getter by banks, hotels,

paraph-

chambers of commerce, realtors,
gasoline filling stations, and
stores.

Closely allied with road maps
is the huge industry created by
the demand for reliable touring
information; condition of the
roads, location of good hotels and
camps, shortest distances between
points, most scenic routes, climat-
ic and prevailing weather condi-
tions, and so on. Last year, for
instance, the touring bureau of
the Chicago Motor Club was call-
ed upon to give out this informa-
tion to 225,000 motorists. This
club is one of the 900 branches
of the national touring organiza-
tion with fingers everywhere, the
American  Automohile Associa-
tion.

The economic value of operat-
ing a car over good roads was re-
cently established by an investi-
gation conducted by the Univer-
sity of Iowa. This disclosed the
fact that 3.3 cents more per mile
| 1s required to drive a car over
earth roads than over hard-sur-
faced highways. The motor club
which directs travel over the “best
' routes” is thus an important fac-
tor in cutting down the cost of
pleasure-car transportation.

Recently, Charles M. Hayes,

Club, said that the touring. biir-

AFeaus of the future must be served | 2
by experts.

“We may call this
work a new profession, if you
' please, for it will embrace many
| subjects, -including a study in
phraseology,” said Mr. Hayes.
“The clerks in our branches and
'at our main office are placed on
' a merit basis. E\annnatlons are

come, o s
as business ‘equipment full) as|
much as the telephone. Conse-
quently, this trend in the train-
ing of touring clerks must have
its effect upon business.

“Clerks are required, to be fa-
miliar with ‘detoiirs, places desir-
able for night stops, and points
of scenic and historic interest.
The touring-bureau clerk of to-
‘day 1is -also required to be fa-
miliar with good roads that are
‘ot generally used, short-cuts in
‘crowded traffic centers, parking
regulations, and with the opera-
tion of ferry service.

“Authertic touring-bureau in- |

neSS

And it is equally as true that
it will cut costs for the motorist |
‘using his pleasure car on a vaca-
tion trip.

TOMORR

president of the Chicago Motor

given once a week and pro--
motions depend upon: the1r Guit=}-

“The automobile today B1S used‘

{ being:

formation will cut costs for the]
man who uses his car for busi--

<. B -
B AR

CHAIN

On every hand we see evi-
dences of the growth of the

chain-store movement. And our

personal observations are sub-
stantiated hy reliable figures—the
chains reporting to the Federal
Reserve Board increased the
number of stores which they op-
erated from about 31,000 in 1925

to 34,000 in 1926, and their to-

tal sales expanded over 15 per

cent. Studying this phenomen-
on, we say, ‘“Yes, it is inevit-
able. For the chains wield great

merchandising influence, they
have enormous buying power,
their trading is for cash, and they
have many other advantages.”

But the chain has one, and
only one, fundamental or basic
advantage over its independent
competitors—the skill in manage-
ment of one central authority is
projected into the econduct of
many retail branches. With this
prenmise  established, accurate
forecasting is greatly simplified.

For the present, suffice it to
say that chain development in
practically every type of retailing
will probably follow in a general

way the movement which is now :

clearly discernible in the grocery :
field. IFurthermore, only
limiting factors
One is the inertia incident to the :
jobber-retailer set-up. The oth-
er is the time required to accum-
ulate the vast amounts of capital
needed for the distribution of
goods in the American market.
The early stages of chain mer-
chandising in tlre - grocery field

have been descnbed so often as|

to be familiar to most readers.
The main period of growth has
come sirice 1920. Dulmd this
period The Great Athntlc and

Pacific Tea Company has in-|
creased its sales from $200,-
000,000 to $420,000,000; the

Safe Way Stores (now merged

with Skaggs,) from $5,800,000
with 118 hranches, to $13.000.000
with 440 hranches; The Nation-
al Tea Company from $16,000,-
000 with 260 stores, to $47,000,-
000 with 760 stores. and so on.
Chain groceries as a whole have
inereased their outlets from 27 .-
000 to 55.000 in the past five
years.

Today’s grocery chains are en-
gaged in two tvpes of operation.
One is a race of expansion in the
market composed of cities above
25,000 population and their re-
spective trading areas. The other
is a struggle for supremacy be-

tween chams in markets such as|

Cincinnati, the Boroughs of
Manhattan and the Bronx. Plain-
field, New Jersey. and so on
where the independents have be-
come a neghgible factor in com-
petition. This latter phase 1s in-
teresting in that it shows what
may he expected ultimately for
the United States as a whole.

- In the 229 cities of more than
25,000 population there. are by
actual count something in éxcess

of 130,000 grocer ¥ and dehca.tes—:'

sen outlets,. Of thig tofal ahout

27,500 are chain br anches. There

is no- question that this 20 per
cent or the outlets cloes niore

grocery busmess i ﬂlese c1t1es

The distribution = of _ outletsi

however, is by no- means even.

In 44 c1t1es of tl11s hst more

cmes less than 75 per " cefit” Of‘f'“cial,_rt‘al 1equ1rements will: have o

the outlets are m the h‘lndS o{.

the chains.
ness reasoii othe1 than the tlme

tion,

expansion is taking place.

sales,
terchain compet1t10n

City. There every store solicits

business by telephone and; deliv-|

ers.
has been extending credit, bills
reindered and p
weekly. Inventories are flexible
rand more extensive than he
standard set for other markets.

For over 'a year one grouj

Only a few calls are necessary

 before an individual branch will

stock -an item, 'even though it is’

not carried at the warehouse. -

twoltlc and Pacific account thought
are apparent.

;| branch.

\Qf <

payable |

plain ch_am-store suiccess -and
growth. Many other localities
‘could be cited. The Walgreen
drug stores in Chicago push their
 telephone business energetically.
The J. C. Penney Company has
more than 750 department stores
which, though selling only for

shopping goods.
cated in very small communi-
ties. Several credit <clothing
chains -and at least two instal-
ment furniture chains flourish
and grow from day to day.

In other words, cash trading is
not an explanation, nor is stand-
ard inventories, nor is type of
competition, nor is the handling
of convenience goods, nor are
any of the other thousand and
one reasons offered.

demonstrated that even buying

success of most companies en-
gaged in chain operation. The
events of the past few years more
and more bear out the explana-
tion of the chain operators them-
selves. And that is, that what
icounts 1s selling power,

 management, and nothing else.
The copy-writer on the Atlan-

only of consumers when he
coined the phrase “The Little
Red Schoolhouse of American
Merchandising.” The symbol is,
however, very apt for business
men also. Not only the stores
of this company, but every other
chain branch as well, is a “Little
Red Schoolhouse” for all who
care to learn. For facts and fig-

jures strongly indicate that the in-

dependent retailer as a real factor
in  present-day distribution 1is
about to pass mto the oblivion
of business history. Some the-
orists, especially jobbers and
wholesalers, profess to think that
such a development, if it comes,
15 still in the far distant future.
Let the next five years convince
them of their error!

Returning to the expansion
program of the grocery chains:
The last five years have seen the
opening of 28,000 outlets. This

which failed to show a
were consquently closed. The:
immediate future is obviously

fll)le caprt'll, administrative -ca-
pacity for expansion, and logi-
cal markets.

The question of capital mefits
little consideration. Omne of the
most successful chains, which is
also typical in its operations,
uses about ‘$3,000 per new
This, by the way, is an
increase ofj $500 over its former
requiréments.
the prospective market is such
that elaborate or costly stores are
not .yet: hecessary to take anmd
hold the ¢ream of thé business.
On.- this basis, it is clear that in
five years less than $100,000,000
of . 1iéw capltal will be 1equ1red
for the wihole gperation. I could|e
naime "ffhand five: ndividual
-companies wlnc"h between them
ccould ; ﬁnance such’a program out

iEre i gs ‘without even
; g_then preSent financial
“posmons “Ag’a matter o fact,
‘the operations of Merril, Lynch
dnd - Company #iid “other similar
firms show that ample capital is
lable- to any chain whose rec-
Warrants: .it.  Clearly then,

mat€rial effect’on an expansion

1program of tlns size for the gro-

cery business a§ ‘a “wlhiole.
element to account for this varia-|

It is in this latter group,]
of course, that the present chain:

The question of.adnmnistrative
capacity answers itself. If in the
relatively early. and formative

: | period of the business 28,000

Let us consider for a miomerit’
the first group, where for entire]
areas the chains account for as
much as 75 per centof all grocery |
Probably the keenest in-|
exists onj
upper Broadway in New York

new branches have been absorb—
ed, there is surely no doubt that
the present chains could handle
30,000 more outlets with: little ad-
ditional difficulty.

A careful examination of the
facts shows the logical market
just' as clearly. The conypeti-
tive strength and potential resist-

p tance of the independents ‘will be
discussed in a Tater -paragraph: If
30,000 new branches were open-:
ed in the 185 communities men-'
‘tioned above, at: least 10,000 of (i

‘them ‘would be located in subsid-
iary trading points.
chain stores displaced: 25, OOO ifi-

woiild be a ‘total of 127, 000 gr

cash, deal almost exclusively in|
Many are lo-

If space]
permitted, it could be further

power has little to do with the

skill i

The character of |

If 20,000

| dependents, the figiires would
{then stand as. follows:

This region offers ample evi- |
dence to upset all the academic]
theorz.e,s 5o far advanced to ex-|

There »

con51derably less than 50 per--g

I

gery outlets, of which 48.“ orf-'

standpoint.

cent,
This, of course, makes no allow-
ance for increased population.
The chains would then

cery sales, a figure already ex-

ceeded in any number of cities:
of all types and sizes, for ex-

ample, New York City, Spokane,
Indianapolis, Washington, and
Springfield, Massachusetts. This
much can be accomplished mere-
ly by opening the usual cash-and-
carry or self-service stores. The

period of competition between:
chains and mergers of the weak-|

er chains would then follow, re-

ducing still further the margin|

left for independent stores.

As for the intention of the
chain exeécutives, the evidence is
visible everywhere. It may be
mentioned in passing that one

single company 15 now in the|

midst of an expansion program
calling for not less than 10,000
new branches.

All of the above shows con-
clusively that the 30,000 figures

is not only conservative but is, |
in fact, a minimum which will/

surely be exceeded.

In discussing this conclusion
with a man nationally known as
an authority on merchandising,
he pointed out that chain-store

progress had heen reduced from|

135 new stores a day to a small
number each month in a certain
southern city. He believed that
this- showed a local solution of
the problem on the part of job-
bers - and independents. The
point overlooked is that the big
chains pass up a “tough town”
and transfer their activities to
easier markets. In due course,
perhaps four or five years hence,
this same southern town will wit-
ness the return of the chains. In
the meantime they will more than
hold their own. When they come
back they will demonstrate there,
as elsewhere their ability to oper-
ate service or partial-service
stores as skilfully as the .cash-
and-carry outlets which are char-
acteristic of present policies.
There is nothing inherent in
the grocery business that makes

does not count the new stores, bit pecnharl) suited to chain-store
profit and exploitation.

There are many
reasons why the development oc-
curred earlier and progress fur-

governed by three factors: avail-ither in this field than in many

others. But any line of business
with repeat phases.and wide ap-
peal 1s peculiarly suited to chain-
store development, and some
lines are even more logical than
the grocery business. As a mat-
ter of fact, recent developments
have shown unreasonable and un-
foreseeable difficulties for gro-
cery chains in securing accept-
ance for their private brands..
And this is regardless of their]
values.

In chain drug-store merchan-|
dising, for example, no such dif-
ficulties exist, at least in any like
degree, and this business is about
to see miore violent adjustments

even than the grocery trade has
so far witnessed.

In discussing this phase of
chain merchandising, many the-
orists hegin with a description of
the United Drug Company and
Liggett’s and then give fgures

for the drug busmess asa whole .

The usual ﬁo ures are, that of the|
48,000 drug 'out‘lets Z,0.00-odd are
in the hands of some 330 chains,
doing 10 per cent of the total
business. Space does not per-
mit a full exposition of this very
interesting subject. But, in the
first place, Liggett’s, up to the
present time, has not been par-
ticularly g ood example of a drug
chain; and in the second place
there are certamly less than 20
‘compainiies whose
could properly be termed chain
merchandtsing..

The determlmncr factor might
be called merchandlsmg
fluence.” At the present’ ’nme the

«drug chains seem to have * gone

the grocery chainis one better”

and secured acceptance for ‘their
stores as such. The result isthat
‘when one company securesa con-
siderable percentage: of the drug
sales in a given community it is
in @ position to help or hinder

materlally the sale of :any speci-
alty in that trading area. Its po-|
sition ‘also ‘becomes virtually ime | 1
competlve_’,
‘This creates a -mer-|
| chandising advantage of :enorm-:
It also adds a'
‘considerable ‘manufacturing” gainl

pregnable: from a

ous -consequence.:

would be chain branches.

make!
about 60 per cent of total gro-

{as Walgreen in Chicago,

operations |

in-

to the already manufacturng en-

" | hanced retailing profits. Discus-
| sion -of this aspect of drug mer-

chandising could, of course, be
expanded indefinitely. The above,
however, is sufficient to mzke the

point clear.

The small group of three or
more drug stores, lacking this ad-

| vantage, might be considered as

a single store with branches. A
group of this type is of no more
importance, barrmg qucstlons of
future expansion, than its volume
of sales and credit rating war-
rant, The fact that a group of
five stores, in Detroit, for ex-
ample, refuses to carry some
specialty, need cause the manu-
facturer no concern. If the Dow
chain in Cincinnati, however} re-
fuses to stock an article, the
manufacturer must start to worry
about the whole Cincinnati mar-
ket. The trading advantages of
this situation require no com-
ment,

Are the Independents Really

Powerless to Resist?

Now the chain ‘movement in
drugs is just in its incipiency.
But, let there be no mistake, the
begmning is here. Such chains
The
Owl in San Francisco, People’s
in Washington, and a number of
others, have mastered the tech-
nique and have achieved a posi-
tion, both financially and other-
wise, capable of indefinite and
rapid growth. One of these com-
pa:nies by no means exceptional
in the group, earned last year al-
most $DOO 000. Its branches av-
eraged in gross sales over $200,-
000 each. And profits on gross,
because of factors outlined above,
were almost 9 per cent, in con-
trast to the 5 per cent which con-
stitutes a good performance in
the drug business. Twenty thou-
sand dollars will open a very fair
chain drug store. Simple arith-
metic, then, is all that is required
to show potentialities as far as
capital requirements are concern-
ed. As for available market, any
city in the United States is Icm—
cal, provided no single company
dominates. The 1ndependents are
apparently powerless to resist.

So it will be seen that the past
and immediate future of the gro-
cery business is about to be dup-
licated in the drug field. There

-are différences, of course. But

these differences are minor in so
far as they affect the net result.
And that is that the bulk of the
business will go to the chaians.
The majority of surviving inde-
pendents will really be engaged,
not in drug merchandising, but in
providing time and place utilities
that are considered submarginal
by the chain executives.

The story 1s the same for
shoes, hats, millinery, restaurants,
hotels, and many other lines. In
some, for example the depart-
ment store, the movement is just
beginning. In others, as shoes
and millinery, it is already well
on its way. Retailers in some
lines—furniture, for instance—
think that their business is “dif-
ferent.” DBut every one uses fur-
niture, and the consumption turn-
over 1s thought to be about once
in 10 years. “Asa matter of fact,
although very little has been done
in chain selling, the furniture
business is wonderfully adapted
to chain-store methods. And
where such great opportunity ex-
ists,. enterpnse 1s sure to follow.
“If the Chans are to Predomi-

nate, how soon#”

The subject of the competitive
strength of the independents can-
not be handled adequately in a
few brief sentences. It is true
that no opportunity exists for the
chains that does mnot also exist
for the independents collective-
ly. But, so far, the human ele-
m,ent_has upset -every plan ofl in-
dependent competition.  The
‘Washington Drug Exchange, in
existence for 'many years, ‘and
the District Grocery Society,
both of Washington, D. C., are
classic examples. Each; operates
on a sound plan. Each has ex
cellent management. ! And yet in
both lines the chain systems in
‘Washington grow and flourish.

Lastly comes the time element.
If the chains are to predonnnate
the -question is, how soon? The
answer will vary ‘with each busi-
ness and; to a-lesser extert, ‘with
each market, In estlmatmg the
time required, however, in any
given field, thé grocery business
should be constantly borne 1n

1n 1916 that the chams would be

operating 57,000 outlets today,_
The chain-store movement 1s the -
‘greatest of all changes in mod- -

‘ern busmess
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We are providing for the Buchanan of today, but
we are now providing for the electrical needs of the
Buchanan of tomorrow. When new industry and
homes are built, we will be ready to serve them.

We must foresee the growth years be-
fore it occurs, provide for it, no matter
how rapidly the city may expand.

We are today investing an enormous amount of
capital in the building of transmission lines to serve
the future Buchanan, showing that we have con-
fidence in the city’s growth.

Electricity must always be in advance of any com-
munity that it serves. To permit the growth of any
community, ample and cheap electrical power must
be available. :

Constant study, planning, and building
by the Indiana and Michigan Electric
Company, enables us to take care of
any contingency that might arise.

We are planning and expecting big things of Buch-
anan in the way of future expansion. We feel that
we are partly responsible for its future growth and
prosperity.
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.fessage to Every Reader From ‘ he Buchanan Chamber of Commerce .

@.@?h .

On one of the other pages of this issue there may be found the photograpﬁi‘j‘:‘rc reproductlon of a letter from Mr.

E. B. Clark of the Clark Equipment Company, to the chf“tiﬁ”anan Chamber of "ff‘flommerce The reader’s attentlon is -

called to this letter in the hopes that he will peruse it carefully There 1s much meat contalned thereln, and one pomt
is particularly well worth tlmely and mature consderatlon | :~

“Mr. Clark polnts out the fact that in the past twenty years his organlzatlon has shown a consistent rapid growth

He mentions that the interests of the Clark Equipment Company are centered in Buchanan, that the officers of the or-
gamzatlon make this town their home, but he also mentlons this one particular thing—*“The future growth of the Clark
' _ompany, i*:-hlch it is only reasonable to antlcrpate, must belong to that commumty which makes it easiest

Future growth of the Clark organization means more’ operatlves Additional operatlves mean the necessrty of
more homes. Moreover, additional operatives will mean—-provided the necessary homes are found to house these
newcomers—additional revenue to the merchants in all classes of enterprises in our community.

The Buchanan Chamber of Commerce thanks Mr. Clark for his letter, gains from it an understandmg of his fit-
ness to control the destiny of so large an organization as- that which bears his name, and in reply assures him that the .
Buchanan Chamber of Commerce assumes as its primary- .functlon, the developing of the local bulldmg and loan asso-
ciation and any other building organizations that there may be, not only for an elimination of the present housing
shortage but that there may be ready, sufficient homes to ‘take care of any expansmn that the ( lark: Eqmpment Com-

pany may contemplate in the future

The Buchanan Ch

amber of Commerce extends to Mr. Clark and his assoc1ates a sincere vote of thanks for their

\cooperatmn in maklng posSIble the pubhcatlon of thls splendld educatlonal edltlon, and takes ‘this pu blic method of

dﬁ »everyt}hing

in its power to work for a contlnuance of the harmonlous relatlons whlch have ex1sted in the past

Finally,

the Buchanan Chamber of Commerce extends to every member of the Clark {qulpment Compan_-.
welfare of the community will be gladly reeewed

assurance that any suggestions that may work for the 1ncreased
and acted upon to the best of its ablllty
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‘pany may .‘i-_.;ontemplate in the future
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IMPORTANT POINTS WHICH ARE MOST
FREQUENTLY QVERLOOKED

At first thoucrht it seems sim-
ple to set down on, paper the
points for consideration when
- choosing' ‘the loeation for a
branch plant That it is not so

-simple as at first glance ‘might | |
appear 1s testified by the wry|t

expressions: of not a few ‘com-
pany cxecutives when the. gen-

eral subject comes up for dis-|
' ) P s fers to branch plants undertaken: |

Like playing a hand of bridge, E -purelv to mcrease cap'tcrty r'rther'

~ choosing a; _plant location: seems | |
* to the novice anything but dif-|

cussron.

fleult,

lecting the city where the next
plant must  be built,

before he makes a move towacd |

solving it. Many a company has
clibly decided on a plant loca-

tion, only to rue the decision sub- |

Sequcntlp Sometimes disillusion- |

ment has come before the ma-|
In other|

chinery was in place,
1nstancest the: weakness of the se-|

 Tection; has not been disclosed un~}

til somie years after, when a com-~{
petitor;, using better judgment,

advantages of its superior:loca-

tion has immediately skimmed
the cream from the older plant’s
pan of, milk.
Determining AWl the Factors
“The orincipal mistakes that
are made in plant locations arise

from failure to determine cor- |

rectly all the factors governing|
~and to set proper values ot each. g :
~ This is the judgment of P. B,

Heiritz, president of the Nation- ;
- al Casket Company, Incorporat—l
~ed, which has 27 plants in opera- |
In his experience he has|

tiott,
- learned to proceed only when he
“has complete facts to use in de-
ciding.

- the facts to: be cotsidered vary |

: v1th industries and territories.

Facts which: have often been
overlooked, whichi may in some |
lines. of manufacturing be unim-|
portant but which in rnost lifies:
are worth; watching out fot, are

ufacturing Company and tredsur-

ar of The Citizens Savings Bank |

of Fall River.. The con_srdera-

~‘tions ‘which he stresses are thej 4
west of us.

§1t became necessary to establish |
in them quite different kinds of |
equipment for the production of |

importance of taxation, and the
community’s attitude toward fiew
industries, Margins in the tex-
tile: mdustrv are extremely low,
Mz, Swift points out, and every | S
item influencing cost must be
watched with closeness surpass-

- ing what is needed in: most lines.

‘ In some communities taxation |
may consume too large a share|
of the gross earnings, he has
learned, Therefore he sees with. |

unusual clarity the advantage to |

all manufacturers. of knowmcr
- both what tax they will have to
pay at present rates and ‘whether
the community is likely to: favor

high taxes. on. industries in fu—';

ture

Wage Scales

forgotten, comes to- Mr. Swift’s |
mmd This is the possibility of
advantageous sale in the event of
‘ drscontmumv operatlons in the‘
plant,  For only when 1t can be |V

sold to advantage can the stock- |

holders” money be recovered for:|
- them

“Cornpet1t1on for labor by in-|
dustries offering employment at |

‘ lnorher wages is another dancrer‘

point,” declares another company
. head in the same industry, bear- !
ing out Mr,
costs must be kept under close
. control in this line. “A number |
of people have intimated from
time to time that textile ‘manu-

* facturers would be better off if |

they paid higher wage: scales,
Perhaps if they paid higher as

a class they ‘would be better off|

as a class. But as long as the
industry’s scale remains at its |
present level, I know of no: neat-
er, surer way for a smgle plant

Orcompany to: lose money than |
by paying wages above what its|

" competitors pay. .So we are al-
- ways -careful to avoid towns|
- where; hlghscale mdustnes are in |
-ahead: of us. '
Proximity to Main Plant
- ‘These: considerations seem al-

r "-most obvious, yet a number of}
- company presxdents admit thaty
own. branch plants would'|

ore: profitable if they had|
been overlooked Careful

But just as the veteran|
at bridge, so does the business|
man with: experience, before se-|

‘ sit down|
~and think through his problem:|

[ tion.

lent market to the future market |
has qgened a plant Whmh by the,lq stresséd by a number of man- |
a consideration |all
|awvhich at the sanie time fits these
I L. Curtis, ptesident of the Cur-|
Incorporated, |
| points out some present disad-|
{vantages to his firm becmSe its |

Swift’'s idea that

/‘t_lonnarr:‘e: summarri’e’d in a pre-
‘vious article indicates, however,
that ‘most branch. plants -are lo-
cated with never a thought about
‘them.

‘the breach than in the observance
is suggested by E. H. Hays,
‘president of The Kaynee Coms=
pany, Obviously Mr. Hays re-|

kets when he counsels “'I‘he
first branch plant. should be-erect~
-ed near the main plant. Thus
it gets the experience of super-
vision and management. The peo-

the advantage of experience in
supervising a branch plant. Then
when plants are built at more dis-

plant know how to manage them
from a distance.”
' Future Markets

" The previous article has told
‘how company heads voted mar-
kets the most important single|
factor in choosing a. plant 1oc1-
The relatwn\ of the pres-}

ufacturers as
< | which 1s too often overlooked, G.

tis  Companies,

whranches were located miore in re- |
Hation to the immediate needs at |

| that time than to changes of ma-
Iterial sources and markets which
| have subsequently taken place:
“Qur branches were all estab- |
lished some years back and most |
.of them are located west of our |
principal
- When: they were established, the |
Add he has learned that -movement of faw ‘matecial and|
finished product in our line was
Since then |
‘the current has turned and the|

factory production:

from east to west.

‘moveément 1s tiow fromnt west to ]
east

“Wihied, gur syvestern bmnches

vice te those terrltoues which
were tapidly developing to the|
As time went on;,

special work. Our western plants

Lare now a§ much manufacturing
‘plants as distributing plants. On
{the other hand, our Chrcaco and
' Detroit warehouses deal only 11k

| distributing stocks drawn from
the factones at Clinton and Wau-|
sau.,

With respect more|

plant site—E. M, Allen, presi
Ydent of The Mathreson Alkal
Works, Incorporated, declares:|

to: be overlooked in-locating -a|
braiich plant is the future devel-
opment of the consuming terri-
tory. Many mistakes have been |
made by locating at uneconomi-
cal places—due to faulty decis-|

as free- land and bonuses.”

‘Along much: the same lme is
-the statement of the vice-presi- |
dent of a large firm: which: makes
plumbing goods and distributesi|

tial growth of business of the ter-
ritory it feeds. Very often this
point receives insufficient consid-
eration by a manufacturer. The

start. But in. the long: pull it is.

- Another point-more honored in |

ple at the main plant also get

tant points the heads at the main |

So our distributing houses |
‘in. Chicago and Detroit are the|e
only ones properly located with

pointed out by John T. Swift, | respect to this current.

prestdent of the Massasoit; Man- |
were established it was of course |

W, 1th a4 view to 0'1\1ncr hetter ser-|

“On the whole, then, we havel;
'no: branch-house policy. :
'did ‘have one it would be based |
ron: the cageful selection of thej
‘matket as a Tocation for a distri-|
buting warehouse, and on a-care-|
fful selectlon of raw~material sup-|
_ '1-ply~ for the location of a branch |3
Another point well worth ré- | fa - 3%

- membering, although it is often:

If wel

-spemﬁcally to factory Tocation |
and to markets—for hie seés: mar- |

kets are directly important fo the |
lup ot slow down shipmients, with,

“One of the factors most likely

‘1ons arising from 1nﬁuences stich;|

through more than 100 branclr
'ihouses : “One of the most impor-|
‘tant factors in locating a branchi|
-plant is an analysis of the poten-|

immediate, present market inter-|
‘ésts him so much that he ignotes
1the likelihood of future growth.
It is pleasant, of course, to have]
's0: good a market at hand that|
‘the factory will pay from the|

‘still more. pleasant to have that|
plant at a spot where it will like-|
wise dominate a territory des-
‘tined to great growth. The. plant
-which:'permits a manufacturer
_to get: substantially established in |
,igrovh g market before his: com-

petltors estabhsh correspondmcr

facilities is the plant which over

‘the years turns the most dollars

mto the profit account.”

~Local Users

Another phase of locating a
plant with. direct réspect to its
market but likewise so it will
he of still another use in the
'market is pointed out by W. D.
- James, president of the James
Manufacturing Company, and by
the head of another concern
which manufactures farm equip-
‘mient.
cated branch plants on the basis
that their compehtors were 11 the
same fowns or in towns near by,

They fail thereby to take into|
consideration something ot the ut-
‘most importance,” Mr. James de-

clares.

“We want to get into a city
where we can be the only indus-
‘try of our kind in the city. We

‘want to be in a city right in the

‘heart of a farm terrxtory which

‘does the kind of farming that|
‘men.’

‘put a sales branch in along with |

'makes use of our equipment, We

our manufacturing branch. Itis
easily possible, we have found,
‘to discover a town which meets
all of our other requirements and

two.”
M,
that his company is not inter-

ested in large cities but had much
rather be located in small cities |«

or national farm trading centers.
His idea is backed up by the
other manufacturer of farm

eqmpnlent already referred to,|
“The folks who live|

who says:
iri the small town where we have
@ plant are proud of us.

for. They talk about it to their
friends, many of whom are the

farmers who constitute our mar-

ket. Farmers who drive into
We get to be a

making

play rooms.
regular institution,
easierr to sell.

tionately heavy business.”
Terminal Facilities
Just as the future of the mar~

ket must influence the thought-|
ful choice of a branch—plant lo-
cation, so there are some phases |

of the transportation question
which are worth considering but
which are often ov erlooked H.
F. T. Erben, vice-chairman of

General Electric Company, points|

out such a phase, that pertain-

ing to terminal facilities and the |
“Our experience has shown |

lll\e p
‘that terminal charges should be

.given special consideraton as they |
fmay be high in proportion to

‘transportation rates,” he explains.

“Another factor to. be considered |
}is terminal facilities and general}?
‘classification yards. In some cit=

ies congestion always exists due
o madeqmte facilities ‘and,
consequence, mcormng and out—
- going rnaterlal 1s likely to be held
- up. unduly

mﬁzc Flo

trafﬁc at a 0wen pomt may speed

a. proportionate effect on proﬁts
“That this 1s often. overlooked is
called to: attention by Francis J.

Plym, pre51dent of The Kawneer:

Company. “One point we consid-
cered miost seriously was that of

locating an industry so that its}

‘products will encounter the least
trafﬁc resistance,” he says:
“When we had -a plant on the
‘Missouri River, we found that in
shipping materral €ast we en-
countered congestion. So we
‘thought it better to locate east
of Cth&O'O "We considered. this
same point when we located: our
Pacific Coast plant.” '
Freight Rates

Even more 1mportant than
speed of service, in many lines,
is the freight rate, John L. Kel-
logg, president of Kellogg Box
Board Company, points a trend.
“I think the day is fast ap-
‘proaching when small plant units
will be located. near the market
and where special freight rates
can be obtained,” he declares.
“These small plants will take the
place of one gigantic institution.
“Locating a plant at a breaking
point of freight rates, that: is;
at one of the points to which
-principal freight rates are made,
such as the Missouri and the
‘Mississippi on east-and-west traf-
fic, or the Ohio ,and north-and-

“Many companies have lo-]

‘ turmg Company, *

James _likewise declares|the past.”
“another factor of importance, of-
ften overlooked, when he says that
‘aii industry which has a labor
cost under 40 per cent of total

| cost can safely locate in smaller

They {
“know what our products is used |

| south trafﬁc 1s e\tremely impor-
jtant, ”

" Labor Supply

So- much for transportation |,
‘What about Ila-]
bor? Practically every company |
‘gives a good deal of attention

considerations.

to the question of labor supply

‘before locating a branch -plant.:
E.G. ROl)ltlSOn president of 'Wil-
Tards” Chocohtes Limited, sum-

marizes one phase of ‘the smiall-
town, big-town controversy in
two sentences “If the number
of employees is fixed, the coun-
try towns can be considered. If
the required number

be ‘chosen.”

the careful manufacturer looks

for specific facts applying to his}

own requirements. The points
most likely to be overlooked are

frequently those of maximum im- |
“portance.

E. M. Herr, president of West-|

“Such points, declares

inghotse I:lectnc 'md Manufaé-
‘are obtaining
accurate data pertaining to ‘the
labor supply and the accessibili-

ty of the site to a sufficient num-

ber of properly equipped work-

Along much the same lines E.
M. !\llen president of The Math-
ieson Alkali
ated, is thinking when he declares
that ‘“automobiles and busses
must cause locations to be con-
sidered differently today than in
And he points out

towns, but those with 1'1bor costs

to the plant.

Auctuates
"during the year, the .city miust

Works, Incorpor-

over 60 per cent should unques—l

tionably be in the larger centers |

'of population.”

F. S. Hunting, pre51dent of'

The Robbins and Myers Com-
‘pany, agrees ‘with Mr, Herr and-
Mr. Allen on the point of ‘acces-
sibility of a plant to the work-}
men: “T have known of compan-|

ies being serigusly handlcapped'

in their operations because they |

had located 1n cities where it was
not easy for the workmeit to get
The result under |’
such c1rcumstances was Inevit-
ably that othet industries of ‘the
city had first call on the labor

supply.”

factory locdtionss

1. Determining all
and valuing them: properly, :

2. Taxes, and future
probabilities;

3. Wage scales of industries
already in the city;

4. Pr0\1m1ty and Con\'enlence'
to main plant, for supervision;

5. . Futire of the markets near
by;

6. Helpfulness to sales by fa-
miliarizing users with name and
prodirct ;

7. R'ulroad terminal facilities
and charges;

8. Traffic flow and d1rect10n

9, Freight rates 1n and out,

‘and rate breahmg points ;

10, Accessibility to, and con-
venience for local tmnspmta-
tion -of, labor.

These and otlier ‘considerations

‘actirate the expert in his decision

when he faces the problem of

*selectmcr the town, and the place

in the town, where a factory shall

| be built or bouvht

BUSINESS YARDSTICKS

Never before have bisiness

'men had stich a wealth of factual
information
‘town see our plant and our dis-|trends of mdustr) The “hunch”
‘method of carry ing on business
it |is rapidly giving way to a seien-
For many miles ;tlﬁC study of business trends and
around every town where we|G
{ have a plant, we do a dlspropor-

available on the

cycles, and there are few large
and up-to-date organizations that

{do not recoqnwe in some t'tngr-
{ble way the use of statisties mn
'mapping out their business poli-

cies. )
Most of us have a pet index

that we like to follow and inm

which we are accustomed to place feq upon as an index Of trade. As.

80 pexf cent to 90 per cent of all
| business payments are made by |

however; | checks, the comprehensiveness of

greater reliance than in any of
othel indexes which are avail-
able. Tt is doubtful,

wwhether any one index can be

considered the key to such a com-
plicated thing as the state of busi-

ness as it 'is carried on today. |
‘Most indexes have some inher-

ent defect which miust be dllowed.

for, and it is only when the var-
|igiis indexes are studied. in eon-

junction with one another that
any -very reliable indication of
the general trend camr be obtained

from them.

What are those generally ac-

_:cepted pet indexes of business?
| What are their respective ad-|
vantages? What are their short-,

comings? - Wherein
|changed ‘the past

have the

dex method.

The usual busmess mdenes are
{1) the stock ‘market, {2) bank
| cledarings, (3) railway trafﬁc 4
-electric -power ‘consumption, (5){
(6) build-|.
ing permits, (7) unfilled orders
-of ‘the United States Steel Cor-
poration, (8) retail trade, (9)
wholesalef.
prices, (11) commerc1al loans.’
| Individuals may have other yard-
sticks of business which have for:
But

employment figures,

(10)

foreign trade, -

them -especial significance.
these are agcepted by the major-

ity.

In cons1deung these 11

that they may serve'to more cot-
rectly mirrot the trend of biisi-

ness for those who have come to

rely upon ‘them for thelr busmess

‘planning.,

- To begin, let wus con51der ‘the
Popular opinion
ascribes to the stock market the’
Vet
the ‘experience of the past few
years has clearly shown the mar-,

stock market,

role of business prophet.

Dby excluding
1 frofii the totals by reason of its

| volume,
1y car loadings, though they slips
ped off during the ‘fall of 1926;

tapparently due to seasonal causes,

1n-a
dexes, I have no desire to dis-
credit thetn, but rather to point.
out some of the advantages and |
disadvantages of each of therm,

| for all previous years.

ket's lack of infallibility as a
forecaster ‘of trade. It ‘went
wrong in the spring of 1925 and

again in the §pring of 1926. It

is particularly likely to go wrong

in periods of prolonged easy

money, for at such times funds
flow into the market for lack of
employment elsewhere, until |

‘prices are bid up to levels out of
Jine with trade and shere they
‘eventually topple over at ‘their
fown weight.

Bank clearings—or bank deb-

its as they are now called in their:

new form—have long been look-{

the figures is quite obvious.

In using clearings and debits,

figures, however, it has to be re-
membered that the figures are ex-
pressed in dollars and that prices

at wholesale have been declining
gradually for over a year and|
are tiow between 5 per cent and |
6 per cent below the peak for
Nor is]
it easy to make allowances for|

1925, reached in March.

this difference since many other

prices, including retail prices aild|
‘rents, have shown relatively 1it-.
tle decline, and wage ‘payments |
.are, if anything at a higher level
L _,than they were in 1925.

few years?|
' These are questions which I shall]
‘seek to answer by an'11y71ng each |
{of several of the most common
‘pet indexes. separately, and then
‘concluding with what nnght be:
‘termed.a prescription for Judgmg‘-
the trend of business by the in=

Moreover, another cause for

questioning clearings and debits
figures is the impossibility of sep-.
Iaratmg speculatxve and commer-

cial transactions in the figures.
This’ dlfﬁculty 18 commonly met
New York city

heavy security market transac-

‘tions, but the inadequacy of this

cortfection is ‘made ‘apparent up-

‘on consideration of the large vol-
ume of comimercial operations in-.

cluded in the New York City

gﬁvures a5 well as the rconsider-
‘able amount of speculatrve oper-

ations represented in the figures

from Chicago, Philadelphia, Bos-
ton,
principal cities.

St. Louls—m fact, all our

Railway  traffic:
monly used measure of business }
Here we see that week-:

an sabstantlally above ‘the. totals,

- Shall ‘these figures b accepted,
as a measure of business with-
out ‘qualification? ' Shipments of
the great staple agricultural prod-

‘ucts comprise a large part of ‘the
seasonal totals and these vary|

with agricultural production rath-
er than with the business cycle..
Loadings of merchandise and

‘miscellaneous frerght -gre often /st
.f:used alone to overcome thlS Cllf-'z

factors |

tax’

{ membered,

Ra1lway‘f.
freight traffic is another com:|

ﬁculty, but even- these 1nclude"
l'such ‘widely varied articles
| fruits, vegetables, petroleuit, 'md

as

‘other commocht1es

A second difficulty with car-

loading figures is that they do not
make 'ﬂlowance for increase in
the carrying- capac1ty of cars. On
]’anuary 1, 1922, the averdge ca-
pacity of frerght ~cars in service
was 42.5 tons..

tons. Obviously, the use of

“number of cars loaded”

“ticulatly

7

| being made overa term of years)
| Here, then, are the 10 impor- |
.| tant points which are most fre-

But beyond these general rules, quently overlooked in choosing |

unle

A further gualification to be

{made. i i connection with 1a11way."
traffic’ (and this apphes also to’
clearmcrs nd debits) is. that the

ﬁgures -represent business gone

over “the. dam Actual volume of.

of a slump before the chanore 1s |

reflected: in dehverles and pay-
aients:

- Employment statistics: Many
persons regard employment fig-

ures ‘as the 1deal index of busx-_ :

ness conditions. Let it be re-
liowever, that, bar-
Ting census reports and other in-
freqnent surveys; our. employ-
ment figures are almost wholly
figures of factory employment.
They do mnot include the wast
number of workers engaged in

building, nor do they fuclude em-

| ployees of public utilities, work-.

ers in stores and other pursuits.
As activity in the'major indus-

tries such as iron and steel, tex-

tiles, and automobiles swings.

\rldely from peak to trough, the; 1923, and less than a third of

result is to exaggerate the swings. what they weré at the peak ‘in
aggregate employment and.

| business.

ll'l

‘exaggeration occiirred in

steel and 'mtomoblle

depression. Actually, however,,

much of this labor was absorbed|

in bmldlng work of all kinds
a
spite the 1ather alarmmO' factory

employment figures, no évidences reports of salés by the leading
‘department stores throughout: the
short- | country reporting to- the Federal
Reserve Board business of the

of serious unemployment came to
light. -
- Amnother very  serious
coming of emplovment figures as
a-measure of business volume ap-
pears when comparisons are
made over a period of years. In-
asiuch as the figlires must neces-
sarily come from identically re-
porting plants from year to year
they do mot allow for the effect
of increased efficiency which is
making possible greater produc-
‘tion w1th fewer workers:

Still another serious fault of
employinent statistics - is their

failure teo reflect industrial cus-|

tailmient due to part-time opera-
tions. Statistics of weekly pay-
rolls have fhe advantage of re-
‘flecting the part-time operations

More accurately but even these| ,
are not completely satisfactory m;‘unlts whose ﬁcrures are available {
this respect as tthey are held up{;

unduly by the tendency of the,

‘better paid labor and dlscharge
their common labor.
pay-roll figures are aﬁected by
wage changes. ‘

Electric power
A new index of activity which is
gannnor favor among ‘gconom-~
ists is the consumption of elec-
tric power i1,
timony of this-index is of a high

level of industrial activity. Here:

/againa’
figures is that there is no price
elemeiit to be allowed -for. .

other-advantage is that elect

sumed, is qulck to. reflect changes

in the tate of factory operations,
It cannot be- stored or held in:
stock like fuel .or raw materials; |

nor ‘cam part-tlme .operations be,

obscured, as ify the case of em-~: tals,

ployment figutes.

A dlfﬁculty with ‘the, ﬁgures
however is that, having them for
nly a few yedrs back, it is dif-

feult to drstrngmsh between sea-
_,s_onal var1at1ons and variations

due to more fundamental causes.

wexghtmg in the use of the final
s, which always 1ntroduces

a possibility of etror,
Another fact to be borne n
;mmd 1n the use ot' power con=

| By the beginning | .
of 1926 it had increased ‘to 44.7.

as a
meastite of ‘trafic volume may
lead to considerable error (par=
v ‘when comparisons are.

d in -agriculture, so that, de-

dustry The tes-|

‘ductlon 1nde>tes—1s that the ﬁg—
‘ures ‘€mbrace -only one phase of
business activity ; namely, factory|

production. It does not take ac-i
count of distribution activities,;
per sonal and -professional ser—‘
vices, building, and the vast mass
of other activities ‘that go to
make up the ‘total volume of bus-
iness. "

Building pernnts Building is’
one of the basic indiistries and
has been so 1rnportant an élement
in the prosperity of the past few
years that building “statistics are.
being followed very carefully by

‘business men 4t the present time.

“The “present testimony of these:
e make allowance for the |

elastic character of the yardstick.|

figures appears ‘to be that build-.
ing 1s still going forward at a.

‘very high rate. but is no longer
expanding, while the numbes: of =
projects still ina formative stage

Here again, however, figures
Hhave to be used with understand-|
ing. Their first and great de=

| fect is that they are expressed in
‘dollars and are, ‘therefore,

fluenced by costs of construction
as well as by physical volume.

Unfilled orders of _th_e United
States. Steel ‘Corporation: This.

is another index which has long |

been a familiar yardstick of busi-
niess activity. ‘When unfilled or-
ders of the Steel Corpotation|
were high business was booming, |
and when orders ‘were low busi-
ness was dull. Hand-to-mouth
buying, however, has wrought a|
great change in the swings of this

index. At 3,590,000 tons at the
lend of September 1926, -unfilled |
‘steel orders were less than half

what they were at the peak in.

An example of this|. 1920. " And this 1s notwithstand-

the

| surimer 1924 when tempors-:
| Summe of 1924 when temp | duction records.
ary curtailment in the iron and

ihdustries | e S
e Sy G dow YA0Sick s conshons el
t‘o 4 evel that, 'taﬂken alone, seem- | ¥ = atertt acord

ed to indicate general industrial]

ing the fact that steel production:
for 1925 broke all previous pro-
Obviously there

ing to this change.

Retail trade: ‘Retail trade, or
the rate at which commoditiesate
going into -ultimate .consumption,
is obwviously an mmportant index.
of trade. Every month the news~
papers feature prominently the

nnpm tant chain-store companies;.
and of the leading - mail-order’
houses, the latter bemcr regarded
asa swmﬁcant ndex of atrrlcul-

| tural buylncr

In the use of these fgures,
‘however, one has to allow ‘first
for an old dlfﬁculty namely, the;
effect of price changés .on the|
the dollar volume. A second and
more serious difficulty is that the
figures do tiot cover the business
of. the small, indépendent retail{c
store. Busmess everywhere is
tending to concentrate in larger
units, and there is lttle doubt:

“but that some of the gairs T |

ported by the large dlstrlbutmg

de not répresent

In ‘the case of the cham

stores is a large factor, some
‘chains which report large In=

{¢reases-in aggregate sales report-
consumiption : A88TES o

ing little gain in sales per :store.
That the ¢chain stores ate cutting
into ‘the business of the 1nd1v1dual
sthall retailer is well known.

business policies.. Increasing ex-
ports are tradlnonally regarded

“las a favorable sign;, while -any

~{ tendency for imports to rise above
current, bemc immediately ‘¢on-.

exports has been looked upon as.
unfavorable. :

In the use of forelcn—trade fig-.
ures, however, we again have to-
contend ~with: the price - factor
which entérs into the dollar ‘to-
The past year has given,
us @ good illustration of How im-

‘portant this price factor may be,

a large part of the ‘rise in im-

‘ports which served to cat down,

our erport balance being due to

‘the imports of rubber at lngh

prices.
‘| Moreover, as the number of-com-| -

panies included in the reports is|
not yet sufficiently broad to be:
equally representative of all in-:
dustry; resort has to be made t6

Conclusmns drawn. from the
movement of the export-import

‘ratio: must also take into consid-.

eration - the: changed posmon of
the United ‘States in internation-
al finance ‘as ‘compared with be-
fore ‘the war. In view of ouf

El present position as a creditor na-

tion a tendecy toward a reversal
of the-old constant stipremacy of |

;aexports is. mormal .and does not:
|icarry with it the same ‘unfavors

&

in-|

linto ‘consideration,

‘able 1mphcatrons that such a
‘movement did in the past.

Wholesale prices are a measure
of the balance of stipply and de-
{mand, and are therefore worthy
of consideration as an index of

I'business activity. Rising prices

aré crenerally' associ'a'ted with
\ prosperity, while falling prices

lare generally the accompaniment

of  slackening trade and depres-
sion.  Yet during the past year
‘we have had falllng prices and
‘have enjoyed one of the most
prosperous periods of business
in our history: Apparently the
| price yardstlck must also be ac-

cepted at times Wwith a grain of

salt.
‘One reason, of course why

l)uSl_ne_ss has been able to -over-
¢ome -the handicap of falling

ices ha n the existence of -
appears to be - running behind | oo ventonice

1025,

low inventories and a rapid turn-
over of goods which has enabled
business t6: adj ust itself promptly
to the new price levels. To the

extent also ‘that price declines
‘have tepresented lower per unit

costs of production due. to the
|:general adoption of labor-saving

| devices, the decreases have been

a healthy development and have

tended to' increase consumption.
Commercial loans: For the

past four or five years the federal

‘reserve banks have been collect-
ing and publishing weekly figures
of bank loans and dep051ts for
some 700 member banks in lead-

ing cities whose busiriess repre-
sents above half the total bank-
ing business of the country. A-
mong the figures so reported are
the 1tems. “loans scured by Unit-
ed States Government bonds’”
“loans scured by other stocks and
bands,” and “all other loans and
discounts.” These last are con-
sidered ‘to be ‘chiefly the ordinary
business loans secured by ecom-
mercial paper ©of vations descrip-

- : y tHCIE€ fHions.
‘has been a great change in this|

Like all other indexes, how-

‘ever, various uncertain :elements

in the figures have to be taken
Generally
speaking it seems a safe assump-
tion that most of the loans se-
cured by stocks and bonds are
loans for speculative or -other

'purposes outside the field of or=

dinary ‘commercial requirements,
while “all other loans and dis-

-counts™ doubtless cover the bulk

{of the more strictly commercial
advances. There is, however, no

thard and. fast tule on this; doubt—

less some loans secured by stocks

and ‘bonds are not for speculative
purposes, and .quite probably mot -

all the loans mnow -classified as

-commercial -are actually used for
‘such purposes.
‘present, ‘when the distribution of
‘securities

In times like the

is so ‘wide spread
throughout the country, much
cominercial borrowing must un-
doubtedly take place upon the se-
curity of ‘these stocks and bonds,

in which case they would be in-
«correctly ¢lassified as loans for
speculatrve purposes.

“In Estiniating What the I W1-
aediate Future Ho ds

The past few years in partlcu-

< ‘lar have demonstrated that men
g, but only a shl’ftmcr of busi- |
‘companies to retain their skilled, Islteosrse from the small to the big:

J4afe o
. Mbreover, | stores 1 the opening up of new

and organizations who have bal-
anced forecast with courageous
functlomng toward definite goals
and in specific centers, have pros-

pered - individually and contrib-

uted to our collective prosperity.
They have demonstrated the need
for courageous opt1rmsm bal-
anced by caution. They have
|'torti the mask from propaganda

{:and unfounded opinion.
Foreign-trade figures are still | P

:another index taken into consid-|

reat advantage of these-f eration by men in the shaping of
=3

This discussion -of mine—or
the study ‘which inspired it—has,
if it'has done mnothing else, defi-
nitely established the fact that

just as business is ‘the sum -of

its.component parts;.so business
planning to be successful ‘must

‘take into- conSIderatlon all rather

[than one or two -of the factors
which mwht have been consid-
ered at one time adequate rea-

|son for either extending or cur~

| tailing business ‘activities.

It all €mphasizes the fact that -

there is danger in the use of a
single yardstick 'in the gage f
the momentary - business condi-

tion or in - estlmatmg what the

immediate future holds “The re-

| liable analyst must be a master of

the yardstick, stir his.conclusiosis

from -each in a crucible heated

by economic understanding :and
a breadth of experience ~— and

‘eveirthen, with the rapldly chang-

ing conditions of the present day
in engineering, manufacturing,
and ‘trade, and with the kaleido-

scopic political situation of the'

world ‘today, he may be wrong. -
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! M ichigan

The heading on tl'us page is .

the message from your Gas
Company to. each of you.

Only four words—but in

every sense. VITAL

All it will take to make ‘your

dreams of a Blgger Better

Buchanan—and your dreams
are our dreams too—come to

that Har mony of Interests
and Unity of Action that

well!

Take off the lid and peer
down into the machinery of
any city which has earned

the name of being Progress-

ive, and you can readily see

‘that that machinery func-

part of the time and. each of

be realities—will be simply

makes a small town grow—
and a iarge town grow as

convinced that
destined to go

growth!

- Buchanan Division

tions smoothly only because

it is liberally lubricated with

Community Pmde and Unit-
ei Endeavor .

Let’'s forget personalities and -
private opinions for at least;

us help de that QN thmg .
that seems fo ihe mosi of
the people the best thmg to
do. [Let’s pull ?@@?@ther - Em'é

Apari:'

Because it sees a future in

Buchanan - - because it is

Buchanan is
forward --

Your Gas Company has in-
Vegted thousands of dollars
in anticipation of that
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