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Unfortunately in table 9 figures are available for
enly two of the war yesrs. It may be noted, however, that
there is a fairly substantial increase in the number of
bocts and shoes produced. In the slippers production
there is a very remarkable increase. The volume increased
by almost 200% while the value increased by almost LOO%,
giving some idea of the rise in prices, but at the same
time somethin: must be allcwed for the fact that a better
angd more expensive type of slipper may have been produced
in the latter ycar. 4 very gcod indication of the rice
in ﬁrices is given in the section dealing with Veldschoen.
Here it may be cbeerved that although almost 75,000 pairs
less werc produced in 1917-1918 than in 19516-17, the value
of the total remainsd the same. The fact that prices had
risen ac much deoes ncot mean that the manufacturer was
pocketing an unusually large profit. In January 1318 the
cost of living ccmuission made the following statement after
its investigation. "¥ar or no war the prices of boots and
shoes would prchably have risen as there is & world wide
shortage of leather. Here gupplies are also difficult
to obtain and can cnly be purchased at high and increasing
costs. The position,; however, is much eased by the large
production of bcots and shees in Scuth Africa". (7)

From the sbove facts and figures it appears thus
that during this war period the Scuth Affican footwear
industry had-gcne shead more than it has done in all the
time that it hzs existed before 1¢
has been =said, why it had gone she
this pericd, is because South Afr:

(7) U.G. 16 - 1918, p. 10.
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the msnuracturer would require to provide for the
replacement of worn oul machinery by means of a sinking
fund. The Taclt thst this shoe machinery company has a
moncpoly of pstentc ol the best machines does to sScome
extent suggest ti-t the benefits the Tootwear manufacturers
derive from this sclheme are not az great as they appear

at first zight. The average caplital per firm has risen
during the cource of this period, from £1688 per firm to
£3236 per firm, showing that firms were getting bigger.

It may alsc be notcd from Table L that the total number of
employees had decreaczed from 3399 to 3283, but that the
average caplital emnloyed per employce had risen from £7€
ner emplioyee tc S1L5. The Tact that there 1s s decrease
in the number of cmnloyees and at the zame time an increoce
in thec caprital envloyed per head, does show that the werk
is being done moere vith the aid cf machinery, Scuth Africen
footwear manufacturers have malised that they cannot
compete ageinst the mass production metheds cof foreign
producers if tiey déc nol empley the same amount of machinery
per worker. Duriny the period under discussicn at least
28 new factories conuenced operations. With trade and
communications cnce a7ain bsek teo normal, and with such
casy terms as tlicse under which the fcotwear manufacturcrs
obtained plant ond ecuipment, it appears that it would

not be unduly optimistic if it were gssumed that these

28 factories were eguipped with the best possible
machinery, anc th. ~ they did a great deal towards raising
the capital emnlcyrcd ner head. It is also cohserved tiart

during this nericd the fcotwear industry was at one stage
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financial pcint of view the optimum size ol the firm

is large.(4)

The cptimum sales unit. Efficicnt buying of raw
materials is as impertant to any firm as efficient
mcethaods of proauction. The cost of thie raw wmaterial to
the manufacturing unit has a decided irfluence on the
pirice of the finished article. #Fnen = large Tirm buys
raw materials, it is sald to have a certuain advantage over
the buyers of smaller firms reqguiring less raw materials
at the time. he main advantage is thet in buying such
bir guantities at & time, the seller of the raw material
15 able tc quote z lower price per unit ¢f waterial than
nie vould be willing to quote if a smaller guantity were
bought . The seller of the raw material also has to pay
more attention to a larger order becautc, unless he has a
complete moncpoly, he stands to lose this cucstomer if the
customer finds that he can obtain this tericl at a lower
nrice elsewhere. He aluc has to pive prompt delivery
if such 1is required by the buyer. A lorpe Tirm alsc hag
the advantage that it can afford to eep expert buyers
whno have a sound knowledge of marketing cconditions throupgh-
out the year, znd so is able to buy ncst or The materials
th-t the firm requires for the year, .t & Tine when
arices are at their lowest.

Large scale buying 1s also gubjcct to certain
disadvantages. The malin drawback is tihiut even expert
buyers are liasble to make mistakes. A lzrge buyer may
misinterpret marketing conditiong, ang buy the firm's

needs for the year when prices are not at their lowest,

— - S mh s s et o e e e

({4) E.A.G.Robinson - Structure of competicive industry,

pages bHh - 63.
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