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DIGEST 

AN ANALYSIS OF OPERATING DATA FOR 
SMALL DEPARTMENT STORES 

1938-1942 

Management problems of STTUlller business are being studied current[)~ 
by the Harvard Business School. The present Bulletin reports on 
one phase of this research. 

The stutfy is offered as having particular interest to persons in 
the department store field; to persons who consider entering that 
field; and to persons concerned with those problems which are peculiar 
to small enterprise. 

The Bulletin was written by Professor Elizabeth A. Burnham, 
Acting Chiif of the Bureau of Business Research. The following 
digest indicates more ful!JI the material contained in the stutfy and 
gives some of the more importantfindings. 

The study is based on the experience during the five years 
1938-1942 of 42 department stores with annual sales of $1oo,ooo 
to S 1 ,ooo,ooo. 

The operating and financial history of these 42 firms makes it 
appear that there exists a genuine consumer liking for stores of 
this kind, located with consideration for public convenience and 
managed with intelligent understanding. ' 

To make the data studied more usable for persons with a particu­
lar sales level in Inind, the 42 reports were divided into three size 
groups for which operating results are reported separately. Stores 
in each size group had their own particular problems, their 
special advantages, and their special difficulties. For example, 
the types of localities served by stores in the three size groups 
typically differed. In general, the greater the sales volume, the 
greater was the population density of the county in which the 
store operated. 

Substantial sales increases for the period were shown for all 
three groups of stores: 28% for the smallest stores; 48% for the 
Iniddle group; and 6o% for the largest stores. In part these differ-



ences in rate of sales increase may be taken to reflect the relatively 
greater war production activity of the larger population centers. 

Gross margin percentages also rose for each size group. In I 942; 
' gross margin common figures were 35·5% of net sales for the 
smallest stores; 35.0% for the middle group; and 37.0% for the 
largest stores. Expense rates, however, declined for the period. 
The lowest total expense percentages for all five years were re­
corded by the stores in the middle size group. These stores ap­
parently were able to make the best use of the ·space occupied, 
with consequent advantage in real estate costs as a percentage of 
sales. Executive compensati!Jn as a percentage of sales, on the 
other hand, was lowest for the largest stores although considerably 
greater in dollar amount. 

For 1942, the favorable expense rate of the stores in the middle­
size group contributed to their over-all advantage. Their average 
earnings in that year Qefore dividends and federal taxes on income 
and excess profits were 8.8% of sales as compared with 7.8% for 
the smallest stores and 8.5% for the. largest. For the five-year 
period, however, the rate of increase in earnings was best for the 
smallest stores. 

The comparisons just made are based on averages for each of 
the three groups of stores. Within each group, however, there was 
much variation as between individual stores. War conditions and 
other factors affecting the sales potentials of 'the various store 
locations had a part in the end results. But, in addition, differ­
ences in the quality of merchandising policies and management 
abilities made theiDSelves felt. 

Most of the firiDS which consistently realized . better than 
average profits had low percentage costs. Several firiDS showed 
curtailed profits as a result of sales declines without corresponding 
reductions in dollar expenses. And, in other cases, unfavorable 
margins on the merchandise sold were reflected in low earnings. 

Ready-to-wear and ready-to-wear accessories formed the back~ 
bone of sale5 for the 42 stores reporting. Shoe and millinery de­
partments frequently were operated by lessees. Study of the leased 
departments led to the conclusion that profits are endangered 
when sales of leased departments rise much above 10% of total 
volume. 



· All the stores surveyed had been in business more than 1 o 
years in 1942, and more than go% of them were established before 
1920. This age distribution is significant but not atypical. Census 
data show that only 13% of the independent department stores in 
the country in 1940 were founded after 1929. 

In defining a department store, the Census sets a lower sales 
liinit of S 1 oo,ooo. Thus it would appear from the information 
offered as to age of stores that reinvestment of earnings for some 
years ordinarii y has been required to enable a store to reach this . 
volume and be classed as a department store. The Bureau's study 
shows that the stores investigated typically had surplus, reserves 
(other than for depreciation and taxes), and capital (exclusive of 
real estate owned) equivalent to between 40% and so% of the 
annual sales realized. 

Growth of chain department stores perhaps has in~reased the 
difficulties which the small department stores face in their develop­
ment. Nevertheless, it is concluded that there is a real opportunity 
in many communities for·small independent stores to build up 
sales and reach earnings of 10% to 15% on their investment. Also, 
it reasonably may be anticipated that, after the war, there will be a 
swing away from standardized fashions with an increased need for 
creative merchandising aimed at meeting individual demand~ of 
local clienteles. 

Soldiers Field 
Boston 63, Massachusetts 
September, 1944 

(Bureau of Business Researcli, Bulletin No. 121. 48 pages. S 1.50) 
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FOREWORD 

For twenty-four years the Harvard Bureau of Business Research has con­
ducted cost research for department stores, and 'during that time has accumu­
lated a considerable body of confidential operating statements of firms of all 
sizes·. 

In view of the current widespread interest in the problems of small business, 
and as a part" of a program of research in the management problems of small 
business on which the School has embarked, it appeared desirable to have a 
·segregation made of the statements of small department stores which have 
reported consistently for a number of years, and to analyze the figures thus made 
·available. To supplement this analysis, special questionnaires were mailed to 
the executives of the firms for which figures were being studied. The Bureau 
is grateful for the response of the individual executives approached. 

Professor Malcolm P. McNair, who for many years has taken an active 
part in the cost research program, gave many suggestions which proved valuable 
in planning and executing the program. The statistical work was supervised 
by Miss Esther M. Love of the School's Research Staff. The report was written 
by Professor Elizabeth A. Burnham, Acting Chief of the Bureau. 

BosToN, MAssAcHUSETTS 

August, 1944 
' 

iii' 

MELVIN T. COPELAND 

Director of Research 
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APPENDIX A 

DEFINITIONS 

Common· Figures 

The term "common figure" is used by the 
Bureau to mean the most representative figure in 
any s,eries or array. It is the figure around which 
the percentages from all the individual reports in a 
group tend to concentrate. It is determined partly 
by the median, that is, the middle figure when the 
items are arranged in order of magnitude; and 
partly by the interquartile average, which is the 
arithmetic average of the middle half of the figures. 
The lowest .and highest figures, respectively, of 
those occurring in the middle half of the series 
mark the interquartile range. The common figure 
is selected partly by judgment based on inspection 
of the data and partly by means of computed 
averages. It is designed to reflect the typical per­
formance. 

I 

Definitions of Major Items 

Net sales, used as a base for computing per­
centages, represents the volume of business done 

.in owned departments only. This figure is com­
puted by deducting from gross sales the amount 
of merchandise returned by customers and the 
allowances granted to customers. For classification 
purposes the size of store has been measured by 
net sales in both owned and leased departments, 
that is, total store net sales .. 

Gross margin is net sales Jess total merchandise 
costs (net). The Bureau defines total merchandise 
c?sts (net) as the sum of three factors: (a) the 
difference in merchandise inventories at the begin­
ning and end of the year; (b) purchases of mer­
chandise at net cost delivered at the store or ware­
house; that is, after cash discounts received have 
been deducted and after inward freight, express, 
and truckage have been added; and (c) alteration 
and workroom costs, net (costs Jess receipts from 
customers). 

. Total expense, according to the Bureau's defini­
tion, includes not only actual expenditures and 
regular charges, such as those for depreciation, but 
also charges for interest . at 6% on investment in 
plant and equipment used, in merchandise in­
ventory, and in accounts receivable, regardless of 
the source of the capital invested in these various 
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assets or the rates paid on any capital borrowed. 
Also, total expense includes charges for the 
· salarie:' of proprietors, active partners, and chief 
exec~tives, ~heth~r or not they actually were paid. 
Salanes of mactive partners are considered as 
deductions from net gain .. Total expe~e, there­
fore, represents the true long-run economic cost 
of . conducting the merchandising or trading 
operations of the reporting stores. 

Net profit, as the Bureau uses the term, is the 
amount which remains after deducting total ex­
pense from gross margin; or, stated differently, it is 
the amount which remains after deducting total 
cost, the sum of total merchandise costs (net), and 
total expense, as defined above, from net sales. 
Thus net profit is the profit after charges for capi­
tal, including that invested in real estate, and for 
management. It reflects the efficiency of a firm in 
the conduct of its merchandising operations and 
the profitableness of a concern as a merchandising 
enterprise. This figure, however, is not the net 
business profit before interest on owned capital which 
many businessmen customarily look upon as net 
·profit and which the Bureau calls "net gain." 

Net other income includes interest at 6% on such 
part of the capital used in the business as repre­
sents the firms' equity, including the equity in 
real estate; and, as regards borrowed capital used 
in the business, any difference between interest 
at 6% and interest actually paid. These interest 
credits are made to offset imputed interest charged 
as expense. In addition, net other income includes 
the amount of interest actually received, receipts 
from. leased, departments,1 and net income from 
any nonmerchandising operations. 

Net gain before federal tax on income is the total of 
net prqfit and net other income. It is the net 
earnings, including return on investment, after 
considering all miscellaneous income or deduc­
tions other than federal income taxes. Net gain 
is the figure which many merchants, bankers, and 
accountants have in mind when they speak of net 
profit, net business profit, or net earnings. In 
using the net gain figures, allowance must be 
made for the desired rate of return on invested 

•For a discumon of leased department operations, see Appen• 
dix B, page 39• 



·capital. The Bureau's. treatment of cas? discounts 
.and interest in no way affects the _net gam figure. 

Classification of Expense 

The. Bureau's ~lassification of eXpense agrees 
ll~bstantially with that set up by the Controllers'. 
Congress of the National Retail D~ Goo~s Asso­
ciation in its Expense Manual published m 1928 
and revised in 1937 and 1942. There are, however, 
three important differences, those in the handling 
-of (a) rentals and related items, (b) interest, and 
(c) professional services. These are discussed below. 

' Real Estate Costs 

In order to secure as great a degree of compar­
ability as possible between the figures for firms 
-owning their real estate and the figures for firms 
leasing all or part of their real estate, the Bureau's 
dassification includes no item for rentals but has, 
instead, an item called. "real estate costs." Real 
~tate costs includes (for properties 'used in the 

. business on{y) rentals, taxes, and insurance paid 
-on improvements and leasehold valuation; in addi­
tion, it ·includes taxes, interest, insurance, and 
-depreciation on owned real estate. Thus, the 
figures given in this bulletin for taxes, interest, 
insurance and depreciation do not represent the . , . 
Jotal expenditures · or charges for these 1tems. 
They exclude all expenditures or charges related 
to real estate, but include expenditures or charges 
()n equipment. 

Interest 
I 

· Interest includes interest at 6%1 on the follow­
ing assets: the average merchandise inventory, the· 
average amount of accounts receivable outstand­
ing, and the average investment ~n equipmen~. 
Interest on the average investment m real estate 1s 

tThe use of the 6% rate may have resulted Ia the ovmtatement of ln­
t.ereet espenae, partlc:ularly for the taraer firm1 covered by the study. 
"Data on lntereet rates on borrowed capital prepared in connectlon with the 
"Bureau'• annualatud.te. for 1940, 1941, and 1942 are eummarized below: 

INTBJtEST RATES ON BOU.OWED CAPITAL: 1940, 1941, 1942 

Department Storea 
with Net Sa1ee 
(in tbousande): 
S1~o- 300 

$300- 500 

ssoo- 750,.. 

Short-term Loan> Lonl·lerm Loan> 
Number of Number of 

Year ReoortiDI· Rate Reoortln1 Rate 
Finne Finn• 

1940 
1041 
1942 

1940 
1941 
1942 

1940 
1041 
1042 

17 s% s s% 
II 5 9 5 
11 5 9 5 

16 5 9 5 
16 l 9 5 
10 II 5 ,. 5 14 ·~ IS 5 9 ·~ 13 5 9 • 

$7SG-I,OOO 1040 U · 4 9 5 
. - 14 ili ~ ili 

1042 J ·~ 6 5 · Harvard Buslnea~ School, Bureau BUJinea Relearch. BuUetlna N01. 
'1:13. us. and 117, Opero#ttJ Ruulu uf DI#Dr,Mnl and Sttd~ Skwu for 
:1940, 1941. and 1942· 

included in real estate costs. Interest paid on 
borrowed capital and interest received are not 
considered.in arriving at the interest charges in the 
expense statement, but are considered in arriving 
at net other income. 

Taxes 

· Taxes do not-include taxes on real estate, which 
are included in real estate costs, or federal income 
taxes; but do include payroll taxes and such taxes 
on sales or gross income as the stores were unable 

- to collect directly from their customers.-

Stock-tum 

The stock-tum figures given in this report, based 
upon beginning and ending inventories, ,were 
computed by dividing total merchandise costs 
(net) as defined under gross margin on page 37 
by the average inventory as shown by the profit 
and loss statement; that is, at cost. The stock-tum 
figures based on average monthly inventories 
were computed through the use of cost or retail 
inventory figures, whichever were furnished, total · 
merchandise costs or- net sales being used as divi­
dends. 

Undoubtedly the rate of stock-tum based on 
monthly inventories provides a more reliable index 
of the turnover of physical merchandise than does 
the rate of stock-turn based on beginning and end­
ing inventories; but since the figures computed on 
the latter basis are somewhat more representative, 
from the standpoint of the number of firms report­
ing the necessary data, they usually are the ones 
mentioned in the text. 

Initial Markup 

Of the other items given in the tables, initial 
markup requires special explanation. The figures 
for initial markup were not based on initial mark­
up percentages reported by, or computed for; the 
individual firms; but rather were prepared through 
the use of the common figures for gross margin, 
alteration and workroom costs, total retail reduc­
tions, and cash discounts received. 

In calculating the percentage of markup, of 
course, the original retail value before retail re­
ductions had to be secured. For this purpose the 
figure IOo%, representing net sales, plus the com­
mon figures for total retail reductions as a per­
centage of net sales, was taken as original retail 
value expressed in terms of net sales. To secure the 
percentage of initial markup on invoice cost 
delivered, this original retail value was divided 
into the sum of the common figures for gross 



margin, alteration and workroom costs, and· total 
retail reductions, less the amount of cash discounts 
received, all expressed as percentages of net sales. 
This dividend represented the difference between 
original retail price of merchandise sold and de­
livered invoice cost of merchandise ·Sold expressed 
as percentages of net sales. 

This definition may be put into the form of an 
equation as follows, all figures to the right of the 
equality sign being percentages of net sales: 

Initial Markup 

-Gross M~n+Aiteration and Workroom 
Costs+ Total Retail Reductions­

Cash Discounts Received 
(on invoice cost = 

delivered) 10o+Total Retail Reductiom 

Using figures for department stores with sales 
of $5oo,ooo to $I ,ooo,ooo in I 942 from Table I I, 
the computation of the rate of initial markup 
based on invoice cost delivered is as follows: 

37.o+o.•5+5·3--2.8 39·75 
= --=37·7 

105·3 

APPENDIX B 

LEASED DEPARTMENTS 

The operation ofleased departments is common 
with small and mqderate-size department stores. 
Such a practice, however, leads to some account­
ing difficulties if the costs of operating owned de­
partments are to be clearly recognized. The 

. common practice is for the lessee to pay a com­
mission on the sales in its department, this com­
mission supposedly to cover occupancy costs and 
any sums incurred by the store in behalf of the 
lessee for merchandise wrapping and delivery, 
credit risks and other accounts receivable ex­
pense, and general overhead. The lessee pays 
directly its own payroll and advertising expense. · 
In order to secure a picture of the costs of operat­
ing owned departments only, it is necessary to 
estimate the indirect costs incurred for leased 
departments and to eliminate these costs from the 
store's operating expense statement. 

Accordingly, the cooperating stores were asked 
to report the sales of their leased departments, the 
amount of commissions or rentals received from 
lessees, and the portion of the stores' indirect 
expenses properly chargeable to leased depart­
ments. It was indicated that the sales of leased 
departments should be excluded from sales; that 
direct expenSes paid ·by the stores for the account 
of lessees should be excluded from expense; and 
that •the indirect expenses chargeable to leased 
sections similarly should be excluded. To com­
plete the process, the difference between the com­
missions received from leased departments and the 
indirect expenses incurred on their behalf, con­
stituting the store's net profit from ieased sections, 
should be included in other income. 

In many instances, the reporting firms made 
all these adjustments and thus segregated the 
figures of their leased departments and obtained 
clear pictures of the results of their owned depart­
ments. Where the firms themselves did not do this, 
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and where the sales ofleased departments amount­
ed to ·10% or more of total sales,.the Bureau made 
the appropriate adjustments. Where this could 
not be done, and where leased department sales 
amounted to 10% or more of total sales, the per­
centages which were most likely to be distorted 
by leased section operations (real estate costs, 
supplies, service purchased, total expense, net 
profit, and other income) were considered not 
comparable and were not used in arriving at the 

_ common figures published in this bulletin. 
It is believed, then, that for the most part the 

common figures published in the text reflect 
fairly the operations of owned departments. It 
is recognized, however, that necessarily some of 
the estimates of indirect costs were arbitrary and 
therefore subject to some question. Since it is of 
vital importance that executives of firms know 
their owned department costs and the net earnings 
from leased departments, common figtires are 
presented in Table I, page 40, for a group of stores 
with extensive leased department sales in I942 to 
focus attention on the influence which such opera­
tions have on the stores'. profit and loss and ex­
pense figtires. The average expense· data are 
shown in two ways: first with leased department 
indirect expenses deducted from expense and the 
stores' net profit on leased sections included in 
Other Income; and, second, with the indirect 
expenses left in the expense accounts and the full 
commission credited to Sundry Revenue. In 
both cases the percentages are calculated on Net 
Sales in Owned Departments. 

The eight firms selected. for this analysis had 
total sales inclu'ding leased department sales of 
from $7oo,ooo to $2,75o,ooo in I942, with the 
average figure, roughly $I,ooo,ooo. The average 
percentage ofleased department sales to total was 
I9%; hence sales in owned departments amounted 



typically to $8oo,ooo. Six of the eight gave de­
tai}j; on the departments 1operated by lessees. All 
six had both millinery and shoe departments 
operated by outsiders, with the shoe departments 
accounting usually for about one-half the leased 
department sales. The average total commission 
was about 12% of leased department sales or 
2-9% of net sales in owned departments, as 
shown under Other Income in the second column 
of the table. 

A glance at the figures in the table shows that 
without the indirect expense eliminated from the 
stores' statement, total expense as a percentage of 
sales in: owned departments was 2-5% of sales 
higher than when the indirect expenses were de­
_ducted. The consequent net profit showing was 
4-5% of net sales rather than the 7-0% shown 
when indirect expenses for leased_ departments 
were eliminated. These figures demonstrate 
vividly that the net profits on owned department 
operations may be substantially understated if 
proper allocations of expense to leased depart­
ments are not made. 

A further point is of great significance; the net 
profit to stores on leased departments, shown 

· under Other Income in the first column of the 
table, typically amounted to 0.4% of sales in 
owned departments, whereas net profit in owned 
departments amounted to 7-0% of sales. In 
terms of leased department sales, the stores' 
profit on leased departments was 1.8%. Thus in 
leased departments the store received only I.8% 
of the sales revenue, while in owned departments 
the net profit was 7-0%. 

The question naturally arises whether or not the 
stores were securing adequate commissions from 
the lessees to cover costs and yield satisfactory 
earnings. In this regard it is pertinent to note 
that the commission rates for these eight stores 
corresponded closely to those shown as typical in 
the case of somewhat smaller stores in Table 12, 
page I 7. Furthermore, the rates for shoe depart­
ments were practically the same as those found 
typical in a special study of leased departments 
published by the National Retail Dry Goods Asso­
ciation in 1928.1 This stability is of considerable 

' 

' 1Natlonal Retail Goods Association, Bureau of Research and 
Information, Sf1n19 'If lastd Deparlmmts Terms and Conlraets 
New York, the Association, 1928. ' ' 

significance since stores in general found it neces­
sary to raise gross margi~ on owned department 
merchandise on a store-wide basis by about 3% 
of net sales between L932 and 1933· In any 
event, the difference in profitability of owned and 
leased departments shown by these data gives 
warning of the danger of allowing too large a 
proportion of the total sales to be achieved 
through leased departments. 

Table I. Common Figures for 8 Moderate~ 
Sizel Department Stores with Leased Depart-. 
ment Sales Amounting to 10% or More of 

Total Sales: 1942 
(Net Sales in Owned Departuients = Ioo%, except where noted) 

Indirect E"C In· 
c\li'Ted. by tore for 

Leaaed Departmenll 
Items 

Excluded lDduded 
from In 

ExJ>enoe ~ 

Typieal Net Sales (Owned Departments) SSoo,ooo SSoo,ooo 

Groos Margin ..................... ,,, 37-0% 37-0% 

Payroll •••••••••••• ; ••••••• ,, •••••••• '5·3% , 16.1% 
Real Estate Ccots .............. , , , .. , . 2-9 g.6 
Advertising .......................... 2-4 2-4 
Taxes •••••••••••••••••••••••••••• ,,. 1.0 1.0 
Interest ..................... , .. , .... '·7 •. s 
Supplies .................. ,,,,., ..... 1.7 2-05 
Service Purchased ..... , , ........ , , ••• o.S 0-9 
Losses from Bad Debts ................ 0.3 0-~5 
Olher Unclassified .................... 0-7 o. 
Traveling; ••• : ....................... o.6 o.6 
CommUDicaUon •• •••••••••••••••••••• 0-5 0-~5 
Repairs ............................. 0-55 o. 5 
Insurance .............. ...•......... 0-45 0-5 
Depreciation . .•.........•..•.....•.•. 0-7 0-75 
Professional Services ••••••••••• , , , , , •• 0.4 0-45 

Total Expense •••••••• , , , •••• , , , •• , •• 3o.o% 32·5% 

Net Profit .. , •••••••••••••• ,,, •••• ,,. 7-0% 4·5% 

Net Other Income: 
Net profit to Store from Leased De- -

partments ....................... 0-4% .... 
Conuniasions Received from Leased 

Departments ..................... .... 2-9% 
All other income (including interest 

on capital owned) ................ 2.0 ' 2.0 

Total Net Other Income •••••••••••••• 2-4% 4·9% 

Net Gain before Federal Tax on Income 
9-4% and Excess Profits ... , ............... 9·4% 

Leased Department Sales (%Total Store 
19.0% Sal<s) ............................ '9·o% 

I 
•Tbedefirm• repreaent.ed In tbla table bad total 1tore SDiee, lncludlna: 

eaeed partment eale., of between S7oo,ooo and S:r,?so.ooo. 



APPENDIX C 

SIGNIFICANT RESULTS FOR-1943 

Table IT. Operat_!ng Results for Department Stores with Net Sales of $150,000 to $1,000,000: 1943 
(Common Figures; Net Sales= 100%, except "where. noted). 

Net Salee (In thotllllDds) 
lleml 

Stso- $30D- Ssoo- $75o-
300 soo 750 t.ooo 

Number of Reports .•••••••••••••.••.••••••••••••••••.•••.••.••••••• sot sst sot •7 

Aggregate Sales (in thousands) ••••....•••••.•••••••••••••.•••••••••• $6,o8s 513,045 $17,428 $22,335 
~/:teal Net Sales (in thousands) ••..••••••••...•••••••••••••••••••••• Sooo S375 S575 $Boo 

ae in Sales (1943/1942 ) •••••••••.••.••••••••••••••.•.•••••••••• 130.0 120.0 128.o 125.0 
Population of City (in thousands) ••••••••••••••••• : • ••••••••••.•••••• 12 25 00 .~. Population (interquartile range '-in thousands) •••••••••••••••••.•••••• 6-oo 1)'-45 13-<08 

Initial Markup (percentagO of original rdau value) on 
Invoice Cost Delivered •••••••••••••••••••••••••••••••••••••••••• • • • 37·75% 

Total Retail Reductions •••••••...•••••••••••••••••••••••••••••••••• , • • • 4-7%t 

Inward Freight, Exp .... , and Tru~ •••.••..••.••••••••••••••••.••• o.85% o.9% 0.9% o.8% 
Alteration and Workroom Costs (Net ••••••••••••••••••••••••••••••.• • • o.st o.o 
Cash DisCOUJ1ts Received on Purchases (peroentaae of sales) •••••••• > •••••• 2·5 •·35 •·7 o.6 

Gross Margin •••••••••••••••••••••••••••••••••••••••••••••••••••••• 34·9 35·0 36·4 37·• 

Operating Expertses: • 
13·5% 14.8% 14-g% •s-o% Total Payroll •••••••••.••••••••••••••••••••••••••••••.••••••••••• 

Real Estate Costs• •••••••••••••••••••••.•••.•••••••••••••.••.••••• ••• •·95 •• ~:3~ N~paper ~~g •••• • •••••••••• • ••.. • • ••••••••••.•• • •••••••• • • 1.ot 
Direct AdvcrllSmg ••••••••••••••••••••••••••••••••••••.••••••••••• • • o.o~t O.Jt 
Radio AdvcrWing, ••••••.••••••••••••••••••.•••••••.••••••••••••• • • o.o o.J 
Other Adverti!ing ••••••••••••••.••••••••••••••••••••.••••••••••.• • • o.•~t o.•st 
Total Advertising (subtotal) •••••••••••• ' •••••••••••••••••••••••••• 1.0 •·7 (1.6 (2.15) 
Taxes .•......................... ............................... .o.8 0.9 0-9 0-9 
Interest• •••••••••..•••••••••••••••••••.•••••••.••••••••••••.•••• 1-45 1·35 1.4 '·4 
Supplies •••••••••••••••••••••.••••••••.•••••••••••••••.•••••.••• 0·75 o.Bs 1.0 ••• 
Service Purchased ••••••••••••••.••••••.•••••••••••••••••••••..••• o.65 0-75 0-7 o.6 
Losses from Bad Debts •••••••••••••••••••••••••••••.•••••••••••••• b. I¥ o.J o.J o.J 
Other Unclassified ................................................. 0·7 o.85 0-9 o.8 

~=~~ti~~::.·. ·.::::::::::::::::::::::::::::::::::::::::::::: 0·45 0·45 o.6 o.s 
0·•5 o.g 0.3 o.~5 

Repairs ••• , ••••••.•..•••••••••••••••••••••••..••••.••••••••.•••• o.•st o.st 0·35 o. 
Insurance' .................................•................. t •• 0·4 0·35 0·35 o.ss 
Depreciation '· .•.•.....................•......................... 0-3 o.o¥ 0.4 Oo35 
ProfessionaLServices '· .••••••••••••••••••••••••••••••••••••••••••• o.•st 0.3 ·o.3 0·45 

-- -- -- -
Total Expense ••••••..•••••••••••••••• <. •••••••••••••••••••••••••• ••·9% o6.o% o6.o% •7·•% 

NET PROFIT OR I.oss ••••••••••••••••••••••••••• 0 ••••••••••••••••••• 1o.o% 8.8% Jo.o% Jo.o% 
Net Other Income (including interest on capital owned) •••••••••••••••• 1.6 o.o 2·3 •·5 

' -- -- --
NET GAINbeforeFedera!Taxonlncome: 

••-s% Percentaae of Net Saleo •••.• , •••••••••••.••••••••••••••••.•••• ; ••• ·~·6% Jo.8% ••·5% 
Peroentaae of Net Worth.: ••••••••••••••••••••••.••••.•••••.••••.•• 3 .o 34·0 • sB.s 

Federal Tax on Income •••••• ; •••••••••••••••••••••••••••••••••••••• • 6.o%t 7-7%t 8.o%t 

NET GAIN after Federal Tax on Income: 
4·S%t Percentage of Net Sal eo ••.••••••••••••••.•••••••••••••.•..•••••••• • 4·8%t 4-8%t 

Peroentaae of Net Worth •••••••••••••••••••••••••• ; ••••••••••••••• • • • 14.0t 

Rate of Stock-tum (times a year): 
Based on Beginnin~ and Ending Inventories •••••••••••••••••••••••••• 3·75 4·0 4·5~ 4·7 

· Based on Monthly nventorieo •••••••••••••••••••••••••••••••••••••• 3·4f 3·4t 3·7 4·0t 

•Data not available. tUsable figuree for this ltem were alvm on lea thall7S% of there~ 
SSome of the reporta covered the operatioDI of mote than one 1tore. In wc:b cuea. the populatioa. of the dty lD whlch the mala ltote wu located wu 

uaed in preparing: the figuree (or population. 
ISee the definition in Appendls A. 
1Except on real eatate. . S · 1 ••• b 
SouacE:-Harvard. Bualneu School, Bureau of Bualneu Releardl, Bulletlll No.119, O~•tMi111RmllUO/DIPatl,...,llii4S~Iri4lly loruu• rr.~, Y 

Stanley F. Tede. 
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Table ill. Common Figures for Sales Data for Department 
Stores with Net Sales of $500,000 to $1,000,000: 1943 

Net Selee (In thousands) . Items 
' Ssoo--rso S75o-I,OOO 

Number of Reports: - . . . 
Giving Data for Sales by Merchandise Lines .............................. ,, •••••• 15: 17 
Giving Other Data ........ , ..................... , •••••••••••••••••.••••••••••• 30: 27 

Aggregate Sales (in thousands) ...••••. ; ..................... : . •••••• ·• •• ; ......... S•7#8 5••·335 
Typical Net Sales (in thousands) ................................................ .-. S575 S8oo 
Change in Owned Department Sales (1943/1942) .............. : .................... 128.o 125.0 
Populatioo of City (in thousands) ................................................. 20 . 

4<> 
Population (inlc!'<luartile range '-in thousands) .......... .' •.•••••••••••••••••••••••• 13-<!8 26-62 

Leased Department Sales (percentage of total store sales including leased department sales) 4·5% 6.o% 

Sales by Merchandise Lines-Owned Departments: · · 
Piece Goods and Domesties ..................................................... 1&·5% ~~-5% 
Smallwares, Toilet Goods, Notions, and Novelties ..........•..........•...•... ....• ·2 .o 
Women's, Misses', and Juniors' Ready-~ Wear ................. ~ .•...............• 29.0 .26.5 
Ready·to-Wear Accessories .••••••••••••••• • .•• 1 ••• ,. • • • • • • • • • • • • • • • • • • • • • • • • • • • 30·~ 28.o 
Men's and Boys' Clothing and Furnishings• ......................... : • ............ 5· 12.0 
Home Furnishings ......................................... • • • • • .. • • • • . • .. • • .. • 9·5 9·5 
Rc;gular Cost Departments •••••••.•••••••••••.•.••••••••••••••••••••• , ••••••••• o.of o.of 
Miscellaneous ................................................................. 3·5 2·5 -

Total Owned Department Sales ........ : .......................................... IOO.o% 1oo.o% 

Cash and C.O.D. Sales and Layaways .......................... •· ••••••. , ••••••••• 
Regular Charge and Instalment Sales .............................................. 

6o.o%t 
sB.ot 

6o.o%f 
4-<>·0f 

Returns and Allowances: 
Percentage of Gross Sales ........... ' •.••••••••••••••• : ••••••••••••••••••. • •••••• 2·9%t 

. 
3·8~%t 

Percentage of Net Sales ........... : • ...................................... • • • • • • 3·0t 4·0 

Total Payroll• ..................... • .......... _ ............... •· ............ • • • • • • 14·5% 15.0% 

Sales{fotal EmplOyees ............................................... : ••••••••••• S9,ooot· Sg,ooot 
Sales/Number of Salespeople ............. ; . ; · ...................................... 13,300f 13,ooot 
Salespeoplefl'otal Employees ... · ............... , •..•••.••••••••••••.••••.•. ; •.••••• 67·5%t 5·o%t 

Real Estate Costs• ..... , ••••••••••.•••.•••••.••• , •••••••••••••••••••••••••• • • • • • • 2.8% 2-45% 

Real Estate Costs/Square Feet of Total Space •••••• ' •••••••• : •••••••••.••••••••••••• • So.6of , 
SalesfSquare Feet of Total Sro: .................................................. • Si15.oot 
SaJc:s/SSuare Feet of Selling pace .................................................. • 35.oot 
Selling paceffotal Space .......................................... ~· ............ • 7•·o%t 

• 

*Data DOt available. tUmble figures for thla item were given on lea thaD 75% of the reports, · . . 
tsome of the reporta covered the ooeratlou of more thaD one store. In IUCh caeca. the population of the dty in wbich the main 1tore waalocated was 

uaed in ~.f,!he ticura for population. 
ISeeAp A. 
'Net Salee =; Ioo%. 


