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CHAPTER 1 •. ---------

In :eecen.t years economists 7 business men, the 3tate 7 

and the public, have been paying more and more attention to 

the problems of distribution, marketing and selling. Various 

def'ini t ions :1ave been attached to these terms, and as a 

result 2 considerable amount of confusion has arisen as to 

their exact meaning. Thus, before continuing, it is 

essential that some distinction should be made between the 

various terms used in this thesis. 

To t he economist "distribution" has two distinct 

meanings. It may refer to the division of' wealth between 

the various factors of production, or on the other hand it 

may refer to the process of transferring goods from t11e tine 

and place at which they are produced to the time and place at 

which they c:tre purchased by the consumer. For the ;?Urpose 

of this thesis, the latter interpretation. of the term 

11 distribu.ti on" will apply. 

However 9 any definition of the term distribution nrust 

be an arbitrary one . Both production and distribution are 

essential and overlapping aspects of a single comprehensive 

process - that of giving commodities value. But a t times 

it is extre~:1ely difficult to differentiate between what 

constitutes production and what constitutes distribution. 

Economists have tried to overcome this difficulty by 

def ining production as the addition of physical or form 
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utilities to goods , whereas distribution is the a c dition 

of time and place utilities.(l) But even this distinc- · 

tion cre a tes a considerable amount of difficulty. Sliould 

advertising, for instance, which has the effect of increas-

ing the prestige value of a commodity, be regarded a.s a 

productive or a distributive function? The 1 ine t h o.t 

divides t i:-> ese t ·.·,ro functions is a very thin one. 

To many c. bus ines sman, the t e rms marketing, selling 

and distribution refer to the same process. This is not 

altogether true. Both marketing and selling ru~e subsidiary 

functions of the distribution process. Marketing i~1volves 

the determination of what goods are to be transferred in 

what quantities and at what time. In other words the 

method cf distribution as well as the production pro3ramme 

is determined by the marketing policy. Selling, on the 

other hand, represents the efforts to influence the consumer 

or intermediaries to purchase a commodity.( 2) Selling is 

thus the last phase of the process of distribution, ·.,r:Jereas 

marketin£ is the initial phase . 

The process of transferring goods from the time and 

place at whic~1 they are produced to the time and plo.ce at 

which they are purchased by the consumer may be divided into 

four dis tinct operations : 

1. The producer and consumer must be bnought together. 

2. The ·goods must be prepar ed for the market. 

3· .They must be transported to the place required 7 and 

4. The~r must be held until required by the consumer . 

These ope rat ions are usually under•talcen by a number of 

distributing organisations. 
(i) 20th ce'nt.ury -Fund-=DoesDistribution -Cost-Too1 :iuch.-P• 6-:--

., 2)Simmat - Selling and Sales Management. . 
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But before undertaking a detailed discussion of the 

distribution of footwear in South Africa, it would be very 

helpful to view the whole problem as an integral part of 

the economic system. The ac tual methods of dis tribution 

will depend upon the req_uirements of the community , rTh ich 

in turn ar·e determined by social and economic environment. 

Any changes in the social and economic environment of t~e 

community will lead to corresponding changes in the methods 

of distribution. However, it is possible that changes in 

the distributive process may be brought about by the 

deliberate actton of vested interest or pressure groups, 

but ultimat:;ly social and economi c forces will be the 

deciding ractors . 

Thus a brief history of the methods of distributing 

footwear in the past, and its relationship to the social 

and economic environment would serve as a very useful 

guide in ap~:reciating the present distributive structure, 

and in attempting to forecast any future tendencies. 

It appears that from the time the Dutch East India 

Company established a half way station at the Cape in 1652 

until t he discovery of diamonds and gold in the 187C's , 

t he demand for footwear can be divided into t wo distinct 

groups . Firstly, the demand by those who were living in 

t he more settled areas of the Western Province, and later 

the Eastern Province, and secondly, the demand by those 

burghers w~1o were consistently on the move. 

The footwear r eq_uirements of the servants and the 
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soldiers of the Dutch East India Company, and t he require­

ments of those burghers s ettl ed near and around Cape Town, 

were suppl i ed f r om Holland through the company's stores. 

With th e liquidation of the Dutch East India Company in 

1789, and ·c:)e final occupation of the Cape by the British 

in 1805 ? the source of supply was changed from f~olland to 

Britain, and the wholesale merchant took the place of the 

Dutch ERst India Company. 

Duri:;.1,3 t:1e whole of the nineteenth century t'i1e Ca:9e 

wholes ale merchant played the most important part in the 

c ommerci8l life of the c ountry. He undertook the import ... 

ation of f{ oods and was t hus responsible for the marlteting 

function. :ie was also responsible for the operation of 

holding stocl;:s until required by the retailer, and thus ~1e 

bore all t:1e risks which vere brought about by changes in 

f ashion and price fluctuations . These risks were gr eat ) 

as a considerable time elapsed from the ordering of the 

goods in England and the ir actual purchase by the c cnsumer 

in South Afr ica. Furthe r, the demand was consta~tly 

changing due to the fluctua ting size of the garrison a t the 

Cape. 

Due to th e small and scattered populati on and their 

lack of pt1I'C~1asing pm·1er, the turnover of the r etail store 

was very small, and the r et ail er was tbus obliged to stock 

all types of commodities that were required by the 

community. The retailer was unable to accumulate 

sufficient capital to be i nGependent , and more often th2n 

not he wrs financ€d by the wholesale merchant . I n me.ny 

cases the r etailer was ac tine as the ag~nt for the 
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wholesale me rchant, and was me rely carrying out tl1e l ast 

ph ase of the d istributive proc ess - tha t of sellinz. To 

quote the Ass ociation Chamber of Commerce, referrin~ t o the 

:period cf 18GO : uThe whole business of the country ~. t t h at 

time was done exclus ively by coast firms, and one cf t h e 

methods v:c.E 'by means of supporte d accounts. The wh ol esale 

merchant in thos e days provided the necessary capit3l f or 

the development of the country; they supported the ret niler 

without c o.pi tnl, who in turn supported the farmer - the 

system of s u·;l.Jort ed accounts sui ted the needs and c cnd i tions 

of the t imes". ( 3 ) 

To f:e t some idea t o wh at extent the wholesale merchant 

dominated t he d istributive structure, it should be noted 

that in 1884 there were 834 people possessing wholesale 

licences and only 4 9 351 possessing retail licences,(4) a 

r a tio of 5 reta ilers to every wholesale merchant in t he 

Cape Colony. Even taking into account the f act t l-' a t r.1any 

of the wh olesale merchants were engaged in trading with the 

northern provinces of the Transvaal and the Or ange Riv er 

Colony, the ratio appears t o be ve ry high. It appe :-'.rs t lJet 

as the wh ol e1ale merchant had t o finance the re t ail st ore 

for a cons ide r ab le length of time 9 and as c onsidera.b l e time 

elapsed from the ordering of the goods until they ar rived , 

large amount s of capital were tie d up, and cons equently t he 

number of c ustomers had t o b e limited. 

(3) Memor nndum b y the Association Ch amber of Comr:1e rce of 
s. Af rica on th e Prof its Report of the Cost of Li ving 
Comr.1i s sion U. G.-1-1919 (Appendix A). 

( 4 ) Select Committee on Wholesale and l-letail Licences in 
the Cape Colony. 
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As one leaves the more ~ettled areas of the Cape fer 
\: .•. ! ; . : . •. : . . . . , 

the ever widening frontiers, the reliance on self-s~~ficiency 

becomes extremely important. The footwea~ requi~ements of 

the burghe:a."s were produced on the farm either by the farmer 

himself, or by a member of his hou~ehold. Occasionally a 

local bootmakcr or e. travelling merchant may have supplied 

a limited amount of the footwear t'aquir~ments~ But 
·· ) · . . ' 

judging r~om the descriptions of the dress of the people 

1 i vtng furtl1er inland it appears that the bulk of their 

requirements were produced on the farm, 

Undel:' tbis system of 11bespoke 11 ~anufilcture, it is the 

oonaumatl Wli o underta.kes the marl<~t itli t'un~'tl ioh; for it is 

hie ~eeiQion that determ~nes wh6n ~nd what gooda arc to be 

produced ~nd in what quantities, nue to the a~$$~oe of 

evidence t:1at footwear. fo-rmed an ar.ticle of cmn:nerce or 

exchange (.?) , it must be aaaumed that the problem of. 

dist~ibution did not exist to any great extent, and was 

entirely a personal matte~ for the head of the household. 

The discovery of diamonds and gold in South Africa 
I 

towarde the end of the nineteenth century ~rought about a 

co~iderable change in the whol~ r~onomic and social 

structure of t~e cou~try~ this t~~d~~~ tp Qorresponding 
• I 

qhanges in t!1e structure of djs'Ur.ibution •. 

lll. Changes ia the Structure of Distribution, . . · ~ - . ·: - -m2I±~2 · -----------
. '6h.ange$ in . the distributive st~ucture came about as a 

result of .a change"brought about in the demand and in the 

supply of footwear. f : I 1 \ . .,• • ; l 1 

___ ...._,_ __ .. __________ __....._....,. _______________ , __ _ 
(5) Schauderr - The Economic Histot-y of the Boot and Shoe 

Indu~try (an unpublished thesis). 
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(a) Qb_m~_g~_§._in_!he ~!£3:!£.!t:!E_e of_Dem~~3.!.. 

A5 a result of the discovery of diamonds and cold; 

the first real commercial and industrial centres of the 

country wcl~e established at Kimberley and JohannesbtU'C · 'Ne 

begin to r1itness the beginning of the process of urban­

isation, vthic~1 is still continuing to this day. Immigrants 

attracted by promises · of rich rewards, farmers' sons who 

were findinrr great d tfficul ty in acquir ing new land, and 

natives in the hope of obtaining higher wages, flocked t o 

the diamond fields and the Reef with the purpose of finding 

work on the mines or in the towns. 

There was a compl ete change in the whole economic and 

social structure of the country. Self-sufficiency b e gan 

to disapp r.:-ar; the division of labotU', and the profit motive 

bagon to t nke its place, and a s a result the nationa l 

income of the country inc:i:eased. The popul at:.on h ad more 

money to spend and relied more on others to provide the ir 

requirements. 

The c1emand for food oy the new mining centres led to 

a gradual disappee.rance of the self-contained farm. The 

farmer bego.j.1. to produce for the market, and his relio.nce 

on domestic p~oduced articles decreased . 

In order to meet the new demands, trading stores 

sprang up along the diggings and on the Reef. Travelling 

merchants r.'-::re selling their wares wherever they could. 

At first most of these stores started with very little 

dapi t al, c.·nd had to rely on the wholesnle merch8.nt for 

financial sup::)ort. However, due to the continual inc:"' ease 

in demand 7 t~1e d i fficulties of supply and the general c:1aos 

and c onfusion brought about by railway and tariff wars, 
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profits r;e::."e large. As a result capital was accumuL· ted 

by retailePs. 

The retailer began to become more independent, 2Ed his 

reliance on the wholesale merchant decreased. The larger 

retailers began to buy direct from the factorie s ; no longer 

was the retail e r' s function solely confined to tbat of 

selling; buyin-3 became to be regarded as a very important 

function. 

How eve i", at the outbreak of war in 1914 ~ more than 2/3 

of the foot we ar consumed in the country was still being 

imported. And owing to the time which elapsed between the 

purch ase of footwear and the arrival on the local market, 

a ~onsic1e rable amount of capita l was required by im:pm"ters, 

wi th tll e r e sult that only the very large retailers were able 

to import. The gr eater portion were still dependent upon 

the wholesale merchant for supplies and financial supp ort. ( 6) 

(i) Urb anisation and t~e Increase in the Demand for ---· ·-·-·----- ScpvTc cs-. ---·--- - ------·---·-··--

During the twentieth century, the gold mining industry 

continued to expand rapidly, ma inly as a result of the 

increase in the price of g old. FurtheP , as a r esult cf t~e 

formation of Union in 1910, and the Great War in 1914 , a 

spirit of n a tionalism developed in the country . I n the 

economic sphePe this t ook the form of an expansiono.ry 

pol icy in t:1 e indus trial f ield. As a result of t~e 

improve d ::1et~ ods in farmi ng, the volume of output c ould be 

maintained with less l abour , 

.All these fac t ors tended to accelerate the movement 

of urbanisation, in spite of the v arious attemptr-: mr..de by 

(6) Profits Report on the Cost of Living Commission Section 
8 u.G.l-1919. 



9. 

the government to encourage the population to remain on 

the land. European urban population increased from 51. 7~"b 

in 1911 t o 69. 21~ in 1941, and the Non-i:uropean populG.t ion 

rose fror.. 17.5f~ to 28.8%.( 7 ) Large concentrations of 

population began to take place along the Reef, Pretoria and 

the coastal por ts . 

As the result of the growth of large towns and cities, 

a considerable change took place in the economic and social 

environment of the people. Firstly, the urban population 

spend more of their time on a specific task, and thus rely 

on others tc supply their necessary requirements. Secondly, 

leisure tends to have greater value to people living in 

cities and large towns than to people living in villages and 

farms, due to the facts that a) the urban population SJends 

a greater portion of its time getting to and from \.'/ork; 

b) problems of "parking" and transport are mere dif ficult; 

(c) the number of places of amusement and entertainment 

are greater; and (d) the urban population is of a younger 

age group(8) and thus on the whole tends to be more active. 

Consequently the increased reliance on others, and the 

increaeed demand for leisure by the urban population; has 
the 

resulted in a corresponding increase irl/demand for t ~e 

services of convenience, immediacy and variety. 

In order to meet this increased demand, a complete 

change took place in the role of the footwear store; no 

longer was selling the main function, but the provision 

of service became of equal importance. 

(7) Table Ylll Board of Trade Report 282. 
(8) Board of Trade Report 282 Annexure H. 

The mixed 
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merchandising store began to disappear, and in its place we 

begin to witness t wo developments. ?irstly, the rrowt~ of 

the ret e.il store specialising in f ootwear, so as to enable 

the ccnsumer to make comparisons of price, q_ualit~· e.nd 

f ashion in one store.· Secondly, the growth of the lo.ree de­

partment21 store (with footwear departments) so as to enable 

c onsumers to purchase all their requirements under one roof. 

This increased demand for services has resulted in t~e 

growth of specialisation und concentration in the retailing 

of footwear. Unfortunately , however, no statistics a re avail-

able to indicate or trace this development, but from general 

observation it is evident tha t today this is cons iderable. 

Very few retQil stores selling footwear are located outside 

the main shopping area; as a matter of fact it appears that 

the majority of footwear retail stores are located in the 

more p opular part of the shopping centre(9). 

Further , it appears that the degree of special isation 

and concentration increases with the demand for services. 

For instance 9 the demand for styles, colours, fashi ons and 

fittings tends to be very much greater for women's footwear 

than for men's, with the result that the retailing of women's 

footwear tends to be more specialised. In the ma in shopping 

area of J"ohannesburg it was found that out of the CO retail 

stores stocking women's wea ring apparel (that face street 

----~---------------------

(9) From observation it appears that the sunny side of the 

street t ends t o be more popular for the l ocation of retail 

stores selling "shopping goods", which includes foot·wear . This , 

unt'orttmz:.tely, has the effect of increasing costs. Rents for 

such loc 2.t ions tend to be h ic;her, and the loss due to 11 s~1op 

spoilt 11 greater. 
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level), . none sold footwear , whereas out of the 70 men's 

outfitting stores, 43 sold footwear( 11 ). Similarly, in Port 

Elizabetb 's i~ain Street, which caters for the middle and 

higher income groups and whose demand for services are great , 

two of the wearing apparel stores sell ladies' footw~ar, 

whereas in the "North End" shopping area, which caters for the 

working classes and whose demand for services are not greQt, 

practically all the wearing apparel stores stock footwear. 

In contl"Est 9 however , it was found that the degree of special­

isation was not as great for the main shopping street of 

Pretoria( 12); approximately half of the 20 women's wearing 

apparel stores , and all but 3 Of the men's outfit t ing stores, 

sold foctnear. This is en account of the fact tllat t:1e majority 

of consumers 1m Fretoria are government employees, who, being 

paid monthly, tend to buy more on credit than the ave:t...,age con-

sumer in otller cities, with the result that they purc~1o.se all 

their requirements from one store. 

This specialisation and concentration of footwear 

retailing :1as been accompanied by the growth and the develop-

ment of the chain store organisation. It is difficult to dis-

entangle the various forces at play and try and isol~te the 

factors ti.""Jat were responsible for this developr:1ent, but it 

appears tlJat the main factor in the growth and tbe development 

of the ch a in form of organisation was the fact that t~e divis­

ion of lab our principle could be applied to the 11bu.ying funct-

ion" . As soon as the buying function became an in::_:>orte.nt 

factor in retailing~ so the development of the chain system 

(10) This excludes Departmental Stores, whose shoe departments 
are in mm~r cases equal in size to that of a sr.1all footwear 

store. 
( 11) Infor•·.1at ion obtained from a survey undertaken by the writer. 
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began to tc.:::e pl ace. 

In co:Llt:t.~o.s t t o the independent retail store? wbere the 

buying an.d selling are carried out by the same personnel, the 

chain organtc;ation separates these two functions. The buying 

is concentrated through a special purchasing depc..rtcent, the 

branch managers of the chain organisations hav inc- very little 

authority to make purch ases, their s ole function beL1E:: to sell .. 

Due to the l ack of inf ormation, it has b een impo:: s ible 

to trace ti:e rrrowth and development of the chain etcx·e or,:an-

isation. To- day , however, the chain plays an extremely import -

ant part in the distribution of footwear, part icul::.>.rly in the 

larger towns . To . apprec iate t he importance of tbe c:1f1ill form 

of organisat ion, it was found 9 in a survey undert aken by t he 

wr iter , t:K.t , over a period of 5 months advertis ing in 

11 i'hc St 2.1 .... n, c:.io.in store advertising ace ounted for o1Yo of etll 

ret ::lil fcctHe<lr advertis ing, and in the "E'a stern P:covince 

Herald11 ovel" t:1e same period, 57~~ of the advertisir:g \laS 

attribu ted to the footwear chain organisations. In nnotl1er 

survey carried out by t he writer, it was f ound that of the 

34 shoe c:tores in the main shopping areas of Johannesbur g, 
( .., '·' 

15 belonged t o the 5 main chain organis a tions(i 3 ). In Pretort~~' 

: · · .', it v1a.s 4 out of 14 , in Uitenhage ( 15) 2 out of 5 and in 

Port Eliznbeth( 16) 4 out of 5 · ·. 

Urbe.niso.t ion, b esides leading t o an increase in t~1c 

demand fer service , has considei'ably affected the volume of 

de mand ror footwear. Due t o the less vigorous livin~ rnd the 

increased use of the motor- car, the demand f or men 's foot wear 

by the urbcn population has fallen off. 
------------------- -------- ------"-( 13l Edwcr:;:s) Cuthberts, Dodo, A .s .c., ~conomic. 
(14 Ch~U'c·.~ ... st . · ( 15 ) Ca ledon and ~ .. ;arlc·et Streets •. . (·i 
( 1 6 Ma1n J ureet. · 
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·.'lhereas urbanisation has increased the import ance of style 

and fashion in l adies' footwear, the rate of obsolescence and 

t b e dem211d for the l adies' footwear is very much cre2.t ex•. 

Table 1 cles.rly indicates this trend in Ame rica. Unfortunate-

ly in South Africa there are no statistics avail~ble, but 

there is every reason t o believe that this tendency is ~pplic-

able to tl1e European population. 

TABLE 1 ( 17). 

YEAg . i.I!G!i.• ·1~_: .~~~ . 

1899 2 .• 7 p rs. 3 . .o prs. 
1904 3.• 0 2-•. 0 
1914 2 .. 9 2 ~ 5 
1923 2.6 2.9 
1927 2·3 3· 0 
1935 2~1 3· 5 

The urbanis~at ion of the Non- European populet ion has 

had a totally different effect on the demand f er footnear. 

Urbanis~:.tion ~1as considerably influenced the social .::nd e c on-

omic environment of the ne.tive •. The cus tomary values a:1d 

conventions of the kraal h ave very little signific2~ce in th e 

cities and t:1e towns. The native, in order to find o. suitc.ble 

substitute, has attempted to copy th e European wherever poss-

ible. But due to the s mall far.1i l y earnings and the socio.l 

restrictions i mposed by the colour bar g the Non-:.~uro:pea!l can 

c opy the I/ur opean only with regard t o s mall i ter.1::: of expendit-

ure such as clot h ing, footwear and f urniture • . Tl1ese pe~:scn.:~ l 

items possess a considerable amount of prestige value to the 

native . 

In t~e rural a r eas the possession of f ootwear bas t~e 

same prestige value to the native a s a mink c oat or diar.1cnd 

( 17) Borden- ·rhe Economic Effects of Advertising, Page 199, 
Table 12 . . 
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bracelet would have to a European, that is, it is exclusive. 

If the native can appear in a public place such as a wedd ing 

or a fe ast with some form of footcoverage, he has attained 

some social standing. It is a common sight to see natives walk-

ing along country roads with their boots over t heir s~oulders, 

wearing them only when reaching their destination. As footwear 

has mainly a prestige value and net utility value, t'he demand 

for cheap footwear, such as second hand footwear or cl1eap 

canvas shoes is great.( 18 ) 

·In the urban areas the earnings of the native ai'e such 

that he can afford t o purchase cheap footwear, and as footwear 

has utilit~r value to the native, it derives its l)restige value 

only by being ostentatious, hence the popularity of s uede shoes 

of all coloUl~s, patent l eathers and two tone footwear. In an 

interview with the buying manager of a l arge "concess ion store" 

on the Rend , he maintained that some male Non-Euro:;e::n1P pur-

chas ed large sizes of ladies' cuban heel footwear as t h ey ~v·ere 

attract ed by the colours and des i gns. 

Further, to the Non- European population "chopping" is 

quite a social occasion, it is something the native l ocks for-

ward to~ 1 ike the Saturday afternoon Rugby match . The :i '"on·~ 

European spends a considerable time of his l unch ~ ou~ gazing 

a t shop windows, similarly one finds that native dcnestic ser-

v ants ustl.ally spend 11 their day off 11 cut sh epping . :_\1.rt~·1 er , the 

native p:r•efers t o purchase f ootwear ( or any ct ber item of wear-

ing apparel) at stores that cater for Europeans 7 :1e:-:ce t:1e sale 

of footwear in native t ownships is very limi ted. Cn tne ot~er 

hand , the native is either shy or not attracted b y exclusive 
--------- -.. ---·- .. ·-··----

(1 8 ) In 1931 , when the Japanese "dumped-" large q_uantities of 
canvas footwear in this country, it was mainly pU:i."'Cll G.Se d by the 
rural Ncn<;uropean population. 
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stores with modern frontages and attractive window displays , 

thus it is on the outskirts of main shopping areas that we 

find stores catering for the Non- European population. 

As a result of the development and the exp2ns i on of the 

gold mines, native compounds were establish ed for the workers. 

This h2s led to a large concentration of male population and 

has i ncreased the demand for men's footwear , without l eading 

to a corresponding increase in the demand for women's footwear. 

(ii) [~tional_Igco@~_gg£_1!~ Re1 atignsgi£_!Q Dem~nd . 

As a result of industrialisation and the incrense in 

population, the national income of the country as well as the 

national income per head of the population i ncreased. rhus the 

community as a whole had more to spend on consumer goods , 

including footwear . Table 11 sl1ows t h e re l ationship between 

consumption anu national income. 

The comp~£isog_between Na!iogal_Income and the 

1918-20 
1921- 2.3 
1924- 26 
1927-29 
1930-32 
1933- 35 
1936-38 
'1939-41 

rational Income . ( 19 ) ··-- ----·--
Average over a 
------~----
~riod of three 
years-[ expressed 
'lnmillions of 
pounds) . 

216.1 
202 · 4 . 
239.0 
265·9 
229 · 2 
315 · 2 
400 . 8 
513 .4 

Index . -----

90 · 4 
84 . 6 

100.0 
112 . 2 
95 · 2 

131., 8 
169 · 4 
218 · 9 

!lY~M§._QY~f:_Q 
;eer_iod_Qf_tbree 
¥:ears 
( in thousands of 
pounds) . 

3,273 . 6 
2,115 . 6 
2,755 . G 
3 , 0~4.6(21) 

2,990 . 6 
3,969 -9 

'l28. 7 
7S. 7 

100 . 0 
1'12 . 3 

•j 08 .9 
•lJ-J.4. 0 

[1§1--Prof . ~··ra:nkel's National Income figures. -----
(20) Average annual consumption consists of total production 
plus imports rain us exports . Footwear produced or itnlJorted in 
one year is not l ikely to be consumed in the same year, t~us 
the averace of three years was taken. 
(21) Figures not available. 
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.v,ror:1 t:1ese fi gures there appears to be a cei'"'t c. in arr. 9t1nt of 

correlation, but we must not c onfus e cause wi tl1 ef:::' ec-~, a r ise 

in the :L1<t ional income does not necessarily mean t:1nt t :1e 

demand for f'ootwear will increase. This is clearly bm .. ne out 

by a comparison between the 1927-1929 and the 19]3- ·19]5 fig-

ures. :B'urt:~ er, it must be pointed out that the annual average 

c onsumption does not necessarily represent the a r.lc'l.mt spent by 

the cons umer on footwear, for the former is at f actory sellin g 

price, whereas the latter is at retailer's selling Pl"ice . T~e 

price spread (t~at is the difference between factor~ ~rice and 

selling ~rice) will not a l ways be the same. 

rhe a r.10unt spent on footwear depends upon t· !0 :C e ctol"S, 

the earni;:_,:s a~1d the pattern of expenditure of t l1e .. :"aDily grcup . 

.A chang~ in t :1e national income will effect both -c:· ese f<:lctors, 

but to rLnt extent it is difficult to determine, e.s t:1e w:101e 

problem of ft' .Jily earnings a.nd expenditure is a vast c.2:.c1 com-

plica ted o11.e . .i'h is is particularly applicable to Sout:·J ~frica, 

w:1ere ti:e gap 'between the w:lc;es of sl(illed (Eurorean) and 

unskilled (non-European) workers is probably t!1e •.!iC.est in the 

'NOrld, an<l .,,:1ere the standard of education, relicion, tastes 

and habits vary to a considerable extent . 

As t~!e earnings of the family increase , one would expect 

the amm.mt spent on f ootwear to increase, and vice vers a , but 

to what extent it is difficult to say . Table 111 g ives t:~e 

monthly amount spent b y different European faoil~r i:l.c ome !3roups 

in urban areas. It appears from this survey that u1:; to tl1~ 

income group of £175- 200, the family expenditure on footwear 

increases at a greater r a te than tbe increase in inco;.:1e, and 

fpom £200 onwards, the family expenditure on foot rrear, alt~1 ough 

still inc l easing , does not increase at the same rate . 
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TABLE.....111• 

J.D:~-~!)lL§.nd E292,end it ure of Europeaz:1 Families in 
. ( 22) 

£_Qrtain_QE_ban .Ar~. 

0-125 
125- 1.)0 
150-175 
175-200 
200-225 
225-250 
250-275 
275-300 
300-325 
325-350 
350-375 
375-400 
400-425 
425- 450 
450-~-75 
475-500 
500-525 
525-550 
550-575 
575-600 

5/10 
6/8 
8/4 

10/1 
9/3 
9/3 
9/9 

12/8 
12/1 
14/3 
12/9 
13/8 
14/6 
15/1 
15/5 
18/2 
15/5 
18/5 

. 18/1 i 
19/9 

2·92 
2.9 
3-12 
J . 20 
2.C5 
2.3 
2·25 
2. -:: 1 
2·34 
2.52 
2.10 
2.12 
2-13 
2.08 
2.01 
2.28 
1. C2 
2.10 
2. Ol+ 
2.03 

;::owever we are not concerned so much with t:~ e expendi-

ture on footwear but with tl1e increase in expenditure, due to 

a rise in t:1e earnings of t:1e family. It cannot be a1::su:·.1ed that 

if the earnings of the family increase that they will spend 

their money in the same way as the group just above t:-: em. But 

it iS not tmreasonable to suggest that an increase in inc ome 

of the lower income groups would lead to a l arger increase in 

the expenditure on footwear than a corresponding increase in 

the inc one of the higher income groups. The increase in t:1e 

national i ncome in 1930-32 period, which was brougtt aoout by 

f22) U.0 . 2171937• Not too much reliance should be-placed on 
this table? as tl1ere appears to be a number of diSCl1 ep3.ncies . 
The increased expenditure on footwear by the £175-200 family 
group and t:1e decrease in the £500-525 group seems tc 'be out 
of propol~tion . This is probably due to tlle fact t:!at t:: e 
example ta~en (1681 families) was fr.r too small. 
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a rise in the price of gold, was not accompanied by an 

increase in the earnings of the lower income groups, with 

the result t11at the increase in the national income did not 

lead to cc:..' r l2sponding increase in the demand f or f oot wear . 

Unfortunately, statistical information with regard t o 

Non-Europe~n income and expenditure is sadly l acking. But, 

due to the fact that footwear possesses a considerable 

amount of prestige value, and the fact that the Non­

European falls in the lowest income group, it is not 

unreasonable t o suggest that the expenditure on footwear 

by the Non~zuropean would increase by a greater proportion 

than an increase in 1ncome. Retailers maintain t l1nt the 

average Non-European who purchase footwear at their store 

p ay higher prices ·than Europeans. This, they maintain, 

was particularly noticeable in the last few years, as the 

earnings of native families have increased substantially. 

B. Th~--S~p_l;L_of_Eoot~~Q.r ..t_gnd_11s R~_!at ionshi£ 

t q_~b.£-. Pr oc ~~~ of _Qi.§. t r .g~.}! ti 2.!1.!. 

Before 1870 we saw that the bulk of the South African 

footwear requi~ements were either imported or prcGuced 

under e. system something similar to tha t of tb e domestic 

system. In the former case, the wholesale merchant under­

took the gre ater part of the distributing a.'1.d marketing 

functions, whereas in the latter case, due to the local 

nature of production, the distribution process was ve ry 

simple. 

However, with the disccrery of diamonds and gold, 

farmers began to produce food for the market and the pro­

duction of the domestic article decreased, and the retailers' 
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and whole~nle merchants' importance in the chain of 

distribution increased. 

As tl1e producti bn of the domestic article dccrec:sed 

the producti on of the manufactured article by f3ct ory 

me tho ds inc~cased. This increase in production was mainly 

brought c.l)out RS the result of protection. In 1852 

Represent~tivc Government was granted to the Cape, 2nd by 

1872 Responsible Government h ad been a tt ained. T11e Cape 

Colony teak. over the functi on of regulating the custor.1S 

tariff.Dutics on most articles increased, largely because 

o:f the i ra:porto.nce played by tariff revenue in the finances 

o:f the Government . In 1883 and 1891 Select Ccmt~i t ·~ees 

were appoL1.ted fo r the purpose of RS S isting loca l industries, 

and as n result the duty on footwear was increased to 15% 

ad valorem. 

Th is increased protection led t o a rema rkable gr owth 

of the l ocal i ndustry. The Cape census of 1891-2 gives the 

number of boot and shoe establishments having an cut --put of 

£100. as 101 . ( 23) 

From the ve ry outse t l oco.l manuf acture rs came up 

against di:2ficul ties , mainly because th e who l esal e merchant 

had such r. s tr ong position in the distributive struct·ure } 

and preferred t o carry the imported article, as it gave him 

a larger profit . 
----- ·-----------------···---· .. -. -· 

(23) Schauder, however, war ns us that these figure s must be 

onl y regarded as a rough guide. For it is doubtful w~1et:1er 

any clear distinction was made bet ween manufacturii1g under-

takings proper and trading establishments conducti~c neglig-

ible manufactur ing operat i ons . 
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It appct=~rs ~rom evidence given in the Select Committee reports 

of 1883 2nd 1891, that the prejudice against the locally pro-

duced article was extremely difficult to overcome. Towards the 

end of the nineteenth century machine methods of manufacture 

were introduced in England and America. This called for large 

capital ou_tlay, consequently manufacturers overseas r:ere anxi-

ous to obtRin outlets wherever possible, and there was a 

noticeable decline in production towards the end of the century. 

The tanners found that there was a corresponding decline in the 

demand for t~1eir products, and further the customs convention 

of 1903 reduced duties on imported leathers, and in self de-

fence the tanners concentrated on the manufacture of veld­

schoens(24). Th is proved very successful, some of t he larger 

merchants began to stock the South African article and. it 

formed en el~icient means of distribution. These t anneries plus 

their footwear manufacturing departments formed the foundation 

of the present industry, many of whom are still in existence 

to-day, still serving as tanners and footwear manufacturers~ 25 ) 
From 1914 onwards, the story of the growth and develop-

ment of the South African footwear manufacturing industry has 

been a series of booms and depressions. The b'oom is usually 

associated with difficulties of labour, machinery <:md raw mat-

erials supply and the relative unimportance attached to the 

methods and policies of the disposal of the output; whereas 

the depression is associated with the increased im)crtance of 

the distributive problem and the agitation for increased pro­

tection. 

"[24}rt is interestingto note that the firstattemptsinthe 
integration of functions was brought about as a result of 
necessity, and not for the purpose of curtailing compet i tion. 
(25) Schauder - The Economic Eistory of the Boot and Shoe 
Industry in South Africa. 
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As a l"'esult of the 191 4-1918 war, the imp ortation of 

footwear became difficult. Shi)ping shortages, increc,sed insur­

ance and s~ipping rates, and the fact that ~ritish factories 

were engaged in military production made the ordering of goods 

a sheer gnmble. With the result production increased f~om a 

little over one and a half million p2.irs to nearly two and a 

quarter million pairs in 1918. The wholesale merc~1c.nt under·-

took the initiative and approached the manufacturer, with the 

result the vr;1olesale merchant still continued to be the most 

important 1 inlc in the chain of distribution. 

r~CY!ever, after the post -war boom, supplies ce.me llCuring 

into tbe country. Man,ufacturers found they could not r.1eet com-· 

petition. ?roduct icn fell practically to the pre-war levels. 

In order to :naintain producti on at the highest level possible, 

manufact1..1.rers attempted to sell direct to the retailer wherever 

possible. T~e industry a gitated for increased protection. At 

first tl1 is wc.s not forthcoming, but instead an emba i'EO was 

placed en ..... 
v l1 e importat ion cf footwear that was likely to com-

pete wi t b South African produced article. This was replaced 

in 1923 b;-,~ a duty of 30";~ ad. valorem on all imported f ootwear 

with the exception Qf infants' shoes and with a rebate of 5~~ 

on British f ootwear. This duty was to be reduced by 2};·J p. a • 
. ( 26) 

until tl1e duty, after deducting rebate would amouat t o 17>. 

In 1928 this provis i on was vri thdrawn on the recommendation of 

the Board of Trade.< 27) 

As a result of this increased protection, production in-

creased from 11 million pairs in 1921 to four million pairs 
( 2f.) 

in 1229. _· ------------·----------- --------~---------
(26) Act of 1923· (27) Board of Trade Rep 0rt C8. 
(28) Table X1 Special Report No. 137 - Office of Gensus of 

Statistics. 
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I!owever, this increased protection had the effect of curtail-

ing the tendency of manufacturers selling direct to retailers. 

It also had the effect of creating a tremendous amount of un­

certainty in exporting countries, with the result it tended to 

discourage manufacturers establishing distributivg depots in 

this country. In other words, the increased protection probably 

had the effect of postponing and curtailing the diminishing 

importance of the wholesale merchant in the distributive 

structure. 

The results of the 1930 depression were very similar to 

the post-war slump. Manufacturers attempted to sell a greater 

port ion of their output to retailers. In this c on.t'J.ect ion it is 

interesting to note that in order to overcome the prejudice 

against the locally produced article, a large advertising cam-

paign vms undertaken by a group of manufacturers during this 

period. ( 29 ) 

As a result of the depression and the so-cnlled dumping 

policy of Japan and Czecho-Slovakia 9 the industry agitated for 

increased protection. A 30j.~ duty or 3/6 a pair, whic:1 cver;was 

the greater, was imposed on women's and maids' foot'\.-rec.r from 

size 2 upwards, ( 30) children's shoes 30/~ or 1/-, canvas foot-

wear 30~~ or 2/- per pair from size 2 upwards, nnd men's boots 

and shoes 30~ .) or 3/6. ( 31 ) This. increase in protect ion led to 

remarkable expansion in production from 4 million pairs in 

1930 to nearly 10i million pairs in 1939·( 32) 

(29) 'sch'auder -The Economic I-Iistoryof tbeBoet and Sl1oe----­
Industry in S.A. 

(}0) Tariff 32 of 1930. (31) Tariff 27 Of 1932· 
(-32) Table 1 "Facts and Figures of Footwear Manufacturing in 

South Africa", which is a specially prepared summary of a 
11 Statistical Report and Observation on the Footwear 
Industry of the Union of S .Africa11 ~ by Dr. Stoker 9 tl1e 
Leather Controller. 
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As a result of this l arge increase in production, t:1e 

capita l outlay in the form of machinery, buildings and r~w 

materials increased. In 191 6-17 the fixed capital invested in 

the industl~;y- formed 20>; of the total product ion foP that year, 

- . 1936 37 th - f . h d . t 27 . ( 33) --, t, wnereas 1n - 1s 1gure a r1sen o ~· ~ur ner, 

wages in ·i9i6-17 formed 17. 811; of the total output, wl1ereas in 
(34) 

1936-37 it was 28.48~. In addition, this capital outlay 

was concentrated into fewer factories. In 1916-17 there were 

104 esta.blisi1ments , 68~G of them employing less than 100 employ­

ees, whereas in 1936-37 the number of establishments l1ad de­

creased to 82, and only 13.y; of the establishmeEts employed 

less than 100 hands.(35) 

This increased application of machinery increased the 

overhead . expe:1ses. In order to keep such expenses as lew ns 

possible, production has to b~ maintained at a higt level, par­

ticularly a s such establishments were operating Q~der condit-

ions of diminishing costs. ?urther, the application of 

machinery and the introduction of large scale producti cn made 

it necessary for contracts of labour and raw materials t o be 

negotiated-far in advance , and corresponding arPangements had 

to be made for the disposal of output, 

On the other hand, as a result of urbanis at ion, t :.1e 

specialisation and concentration of retailing and wholesaling 

took place. The numbers of retailers and wholesale 

merchants decreased, Thus we have an increased production 

concentrated into fewer factories and through fewer outlets. 

(33) Tables 111 & Xl Special Report No . 238 - Office of 
· Census and Statistics. 

(34) Table XX Special Report Noa 238 as above 

( 3.?) 'l'able Vl do. do .. 
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This increased manui'acturers' risks of disposing of their 

output, 2nd in order to reduce such risks it became increas-

ingly impc~tant that manufacturing establishments should 

have guaranteed outlets for their products. 

With t'.1 is end in view 1 manufacturers began to control 

the disposal of t heir output by selling direct to the retailer 

through their own representatives. .Aggressive £.dvert is ine 

nnd selling, retail price maintenance, and the branding of 

products ; all became part and parcel of the manufacturers' 

policy to obtain some form of guarantee over the sale of 

their products. Further, manufacturers began to amalgamate 

and combine '.-ii th retail and wholes Rle interests for the 

purpose of obtaining guaranteed outlets. (36) 

Thece developments were at first gradual and tended t o 

be curtailed to a certain extent by the effects of the 

increased protection given to the industry. But after 1932 

it appears that the movement towards guaranteed outlets 

began to accelerate. Manufacturers began to sell more and 

more of their output direct to the retailer. By 1942 

69.8% of the output sold to the trade was sold di:i:ect to the 

retailer.(37) 

As a result of the inc~eased local producti on, imports 

of footwear declined from 4t million pairs in 1929 t o 2f 

millions in 1939. (38) This change in the supply posi ti.on 

had a considerable bearing on the distributive structure. 

(36) See Chapter 111 Section B. 

(37) Census of Distribution of Industrial Production 1942-3. 
Office of Census and Statistics. This figure only 
includes t~1at part of the output th a.t was sold to 
middlemen for resale. 

(38) Table Vll. Facts and Figures of Footwear Manufacturing 
in South Africa. 
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It was very r:mch easier for the producer to approach t~~e 

retailer w:1en both were domiciled in the same country. Thus 

distribution costs decreased, and further h2d the e~fect of 

strengtbening the :position of the manufacturer and the 

retailer in the chain of distribution. Manufa ct"l .. trers) by 

selling a irect to the r etailer, began to undertake certain 

functions which were previously undertaken by the wholesale 

merchant. In order to do this, manufacturers had to 

establish their own sales departments . In trying to assess 

whether tl1e manufacturer was able to undertske these 

functions as effie iently as the whol esale merchants, we must 

not make comparisons by isolating these functions, but ·:1e 

must view t l1e position as a whole . 

Manuf8cturers will tend to sell direct to r et a ilers 

when th e ex?ected return from selling direct is greater than 

the operating costs of the sales department. The opera ting 

costs will tend to be l ow ':then s elling t o large t ow·ns e.nd 

cities$ and w:1en the output of the factory is large. Expected 

returns will depend upon the reducti on of the peri od of idle 

machinery a nd capital which will result from a guarantee d 

or controlled outlet. 

Manuf2cturers will sell direct to retailer s when the 

operating expenses of the manufacturer's sales depArtment 

is not greater than the operating costs of the wholesale 

merchant plus the reduct ion of expenses due to the poesible 

shortening of the period of idle machinery. In the c 'lse 

of the small manufacturer ~ this is only likely t o occur 

when selling to large centres, whereas the large manu­

facturer's limi ts would be very much wider . 
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Many m::mufs:.cturers have attempted to reduce both the 

operating costs of their sales departments as well as tbe 

p eriod cf idle machinery and capital, by undert s¥ing to 

produce e. very wide range of footwear. Out of the 85 . · • 
factories in the Union, 30 today are operating en tw~ 

systems cf mc:tnufacture, and 13 are operating on 3 or more 

systems. ( 39) It is rather doubtful whether this inc:.."e ase 

is completely outweighted by the reduction of the cpero.ting 

costs cf the sales department plus the reduction of the 

period of idle machinery. However, due to the lack of any 

reliable information and the difficulties of determining 

the effects of protection on the distributive structt~e, 

any discussion on this subject must be mere speculation. 

(39) Footwe ar r.ianufacturers 1 Federati on of South l;fric o.. 

Year Book 1945, Page 105. 
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.Qf!APTER_ll 

COSTS OF DISTRIBUTION. 

1. Intt:Odll£!i on. 

In Chapter 1, distribution is defined as those 

processes and operations that are necessary to transfer 

goods from the time and pl8ce at which they are produced 

to the time Rnd place at which they are purchased by the 

consumer. The costs of carrying out all these operations 

are the costs of distribution. 

However, we must distinguish between two concepts of 

costs; the costs to the community and the costs to the 

consumer. In the long run these two conceptions of costs 

under a competitive system will tend to be eq_ual. But in 

the short run this is not necessarily s~. 

The costs to the consumer are closely associated 'vvith 

the term 11 price spread n, that is , the difference between 

the factory cost of production and the price paid by the 

consumer. This is the sum paid by the consumer for giving 

a pair of shoes time and place value. To the community} 

however, the difference between these two prices does not 

necessaril~r constitute costs, as the payment to the VRrious 

factors of production may be greater or less than their 

productivity. In times of booms, the costs to the consumer 

would be greater than the costs to the community, fer the 

profits of the Entrepreneur would be greater than the 

marginal productivity of capital, as supply cannot be 

adjusted imDediately to meet tbe new demand. In times of 

depression, the cost to the consumer would be less than the 

cost to t:1e community as profits will tend to be less than 
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the marginal productivity of capital. 

These two concepts of distribution costs nre of 

consider~ble importance. A distributing organisation may 

be able to reduce distribution costsp but if this reduction 

is not ::.[:s sed on to the consumer in the form of l m-rer pl"ices, 

then the cost to the consumer will remain the same, w~ereas 

the cost to the community will decrease. Thus it is possible 

that the forma tion of monopolies, although leading to h i gher 

prices, may have the effect of decreasing costs to the 

communi t~r. 

In recent years considerable attention h as be en 

focussed on the cost of distributing footwear. It is ~eld 

that, in many cases } distribution costs of foot~ · Ar are 

greater th on the production costs, and as a result chr.rges 

of 11 overcharging" y 
11 profi teering 11

, and 11 ineffic iency11 have 

been mode ag:1inst the distributing organisations. T:1e 

question arises, to what extent these charges arc true . Are 

there any reJ.sons for us to believe that the distributioa 

of footTi eQr is less efficient than the producti on of footwear 

We s. e~w that in the self-sufficient farm in the 

nineteenth century, producer and consumer were in direct 

contact vrith each other, and the cost of transferring goods 

from the time and place of production to the time and place 

of consumption was negligible. With specialisation nnd 

the concentration of industry, improved transport f acilit ies 

and the growt~1 of large towns, the gap between producer 

and c onsumer has widened, and the cost of transfe:c'ring 

goods are v ~ry much grea t er t oday. 

The fact that distribution cos t tended t o i ncrease and 

pr oduction c ost t o decreas e with the concentre. tion of 
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industry , has created the impression that modern methods 

of distribution are wasteful P.nd inefficient. Every day 

the consumer is brought into direct contact with t l1e 

defects of t :1e distributive structure, which seem to 

confirm thes e: impressions . 

Undoubtedly? t he distributive process is far from 

perfect 9 s :1d opportunity to i(lj.prove the efficiency Rnd . 
lower c ost existss but under dynamic conditions neitl.1er 

distribution nor production is perfect. The fact that 
--- --- ---- -----

costs of production are decreasing and distributing c osts 

are increasing , is certainly no indication that distribution 

is less efficient than production. 

The tendency in the past has been to approach the 

problems of distributton end production in the same way; 

that is~ the statistical approach. This meth od is 

unsatisfcctory. Engineering science has developed t o 

such an extent that it is poss ible for the performances of 

machines to be measured in quantitative units (Kilowatts ~ 

revolutio:1s per second), so as to make scientific c :Jmp e1ris --

ons possible. Even the human element which encers into 

the proGuctive process can be reduced int o quantitAtive 

units such wS man hours, thus making compari sons possible. 

The science of distribution, however, is still in its 

infancy. Very little is known on the subject, and as y 2t 

it is net possibl e to measure the costs of distribution i n 

any q_uantit a tive unit. The traditional method used by 

business organisations is the percentage cost on s ales 

principle. This is very unsatisfactory as a basis of 

comparison, due to the possibili~s of price fluctuation. 

The number of variables are so many, that it is often 
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difficult to determine what variables are present~ and fre-

quently it is impossible to obtain data to measure t :·wse that 

are known. 

For i1wtance, Table lV gives us the distribution costs 

of a nunilier of e roups of footwear manufacturers. _ The 

establishments are classified according to the type of 

managerinl o:t'ganisation, namely wheth er it be in tl1e form 

of an in~ividual enterprise, a partnership, a private or n 

public company.(l) 

~£BL§_1~ 

DISTRIBilliOi-1 COSTS OF S . .AFRICAN FOOT;.VEAR l•LANUl.i\\CTUR~~{S ----··-·-- ·---·------!§42-=i94~'"1-2Y ____________ ··--··--

Individ- Partner- Private Public !otal. 
-ual- -~hi~ comE~:: Cog}~gg-
concerns ies. 1:.~§.· -----

No. of Estab-
lishments. ' •• 41 •• 25 24 43 6 98 

Wages and 
Salaries ....... 3,928 19,782 128,669 24,472 178 , 251 

Railage 
out wards ...... 318 29530 12,286 19551 25,867 

Advertising 215 2,196 20,139 5,281 26,689 
Delivery Expenses 1,284 2?367 4~823 692 9 ,166 
Overhead ~.Q_.2i±.L£ZL_1~.z.!222-_.2 2 2 4.§,2 ____ 12h.1.2.Q_ 

TOTAL 9,221 

Total Sales 

Distribution costs 
expressed as a 
percentage on sales 2.3 

49,147 290,872 66,459 435,703 

4·9 

(1) This classification was not chosen for a particular 
reas on, but it was the only one available. 

(2) A specially prepared tabulation of "Th'e Census of 
Distribution of Incus trial Product ion" by the Depar·~·­
ment of Census and Statistics. 
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Assumin_: that the methods of cost accountinr: . in t !1e 

various :actories were uniform, then one would expect from 

·rable 1 V t :1at the methods of distribution adopted b;sr the 25 

individual concerns as a group would be the most efficient. 

This is not necessarily so. In fact, it is very likely that 

this group is the least efficient. 

There are various important factors to be taken into 

account vrhen comparisons 6f distribution costs are made. The 

costs to the raanufacturer of distributing large CJ.Ua!'ltities 

to wholes ale merchants or to the mines, is less than when 

distributing small quantities to retailers. In Table V it 

will be note d that the individual group of establishments 

sold · 35·8~ ·; of their output to the retailer, whereas the other 

groups sold · 56.2%, 45·9% and 50~ respectively. It will also 

be noted tha t the individual concerns sold a large pr oportion 

of their cutput on contract tc the mines. Furt ·jer, the 

sales cf t l1e i ndividual group organisation were mainly 

confined t c · that town where the manufacturer was situa ted . (3) 

There are so many variables that it would be quite impos sible 

bo come to any definite conclusion as to which group was the 

most efficient. 

Similarly, comparisons of dis tri but ion costs betlt'lc en 

wholesale merchants or between retailers would be of little 

value. The fact that one retail organisation is selling 

an identica l article at a higher price does not ind ica te 

anything. The question of shop convenience, the sk i ll of 

the shop as ~ i otant, the credit a nd delivery services ; and 

the amenities provided in the shop, are all factors 

(3) Thi~ is clearly indicated by the small amcunt of railage 
outward charges, and the large delivery expenses in ccmpa:eis­
on with cthei.' groups. 



32. 

which have to be taken into account. 

It is extremely difficult to disentangle the various 

factors that influence distribution costs, and to disting­

uish cause from effect by making statistical comparisons. 

The problem of cost can only be approached by carefully 

!ABLE_y (4) 

Public 
Co~~· 

Sales . 386,285 
% Sold to 

889,174 5,893,210 1,893 ~ 270 8,851~17 

retailers. 35-8 so. 7 45·9 50.05 46.7 
% Sold to whole-
. sale mercl1ants. 19.1 20.8 22.8 13·5 20.8 
% sold to 
industrial consumers 35.9 8.9 5·9 ·9 6.4 
% sold to Govt. & 
Provincial Admin. 6.2 18.1 22·9 33·4 23-7 
% sold to household 

consumers. 2.7 .2 .• 2 .os .. 3 
.2 2.1 2. 1 % Expr.rte 1.2 2._2 

100 Too 100 100 -100-

four (5) of the distributive analysing the main operations 

process wit~ the purpose of revealing defects and suggesting 

improvements. And for the rest of this chapter our attention 

will be confined to a discussion of these operations. 

11. ThL.Qpera!i2!L..2f. brinBiDEL~~-~_§elleL toget:1e!:. 

The place where buyers and sellers come together for the 

purpose of exchange is regarded as a market, irrespective of 

whether tile place be the street, the retail store, the ware-

house of t:1e manufacturer or the showroom of the wholesale 

(4) Preparedi"rom a specialtabulation of the Census of 
Distribution of Industrial Production - submitted by the 
De~t. of Census and Statistics. 
{ 5 ) See Page 2 
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merchant. The main feature of a market is that there must be 

some form of' an offer and an acceptance. Even under the most 

favourable conditions neither buyer nor seller can remain 

entirely passive. Both buyer and seller must acQuire a certain 

amount of inf'ormation before the exchange can take place, even 

if it is. to the effect that an article is demanded or available 

at a particular time or place. The cost of obtaining such in­

formation is the cost of bringing buyer and seller together. 

These costs~ although paid by the buyer and the seller$ are 

eventually passed on to the consumer. 

·,'!here demand is scattered and supply concentrated, the 

seller will usually undertake the initiative and approach the 

buyer, and the greater part of the cost of bringing buyer and 

seller together is borne by the seller. This is clearly indic­

ated by a comparison between Tables lV and v. The manufactur­

er's cost of distribution tends to increase as sales to 

retailers increase. 

The sending out of sales representatives and the estab­

lishing of sl1owrooms by manufac.turers and wholesale rnerchants, 

the exposing of stocks in shelves, windows and showrooms, and 

the locating of premises in prominent positions by retailers, 

the suppl~ring of inf'ormation and advice by sales assistants 

are all means whereby sellers take the initiative and inform 

buyers of what they have to offer. 

Where · demand is concentr.ated and supply scattered, the 

buyer usually undertakes the initi~tive and approaches the 

seller with the result that the greater part of the costs are 

borne by t~e buyer. Comparisons between Tables lV and V clear­

ly indicate that as sales to buying organisations such as the 

government and large industrial concerns increase, the 
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manufacturer s distribution costs decrease. 

The purcnasing department of large chain stores and 

wholesale mercllants in many cases takes the initiative and 

approaches manufacturers. Similarly the Transvaal Chamber of 

Mines 1 through a special purchasing department, the Union 

Government and Provincial authorities through the Union Tender 

Board, take the initiative and inform sellers of their re~uire-

ments. The cost of operating the buying departments of the 

chain store, the wholesale merchant and the Transvaal Chamber 

of Mines are the costs of bringing buyer and seller together. 

TVhere the demand is concentrated, the buyer usually 

undertakes certain functions, which are normally carried out 

by the seller. Buyers are able to perform these functions more 

efficiently as they are in possession of more information. 

In times of depressions, sellers will tend to approach 

buyers to a greater extent than during a boom. This has been 

particularly not iceable in the last few years. Consumers :1ave 

spent more and E1ore time walking from store to store r and 

standing in queues. Retailers and wholesale merc1.1 ants l1ave 

undertaken numerous buying trips within the country, and ui:1en 

hostilities ended, to America and England. Unfortunately no 

statistical information is available, but it appears that in 

times of depressions the costs to the community of bringing 

buyer and seller together is greater than in times of booms. 

Other things being e~ual, the cost of bringing btzyer 

and seller together will depend upon the information available 

to both buyer and seller. The more the information, the less 

the costs. For it re~uires less expense and effort to sell a 

product if consumers know what they want, and if sellers know 

what consumers wish to purchase. 
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£_. __ Qonsumer~s E~le££~Qf the_r£QdU£!· 

Unfortunately, the r.\9-jority of consumers, when entering 

a store 9 only have a vague idea as to the colour, size, fitting 

and style of sboe they wish to purchase. Even if the customer 

did come in for a particular article, it is not very unusual 

for him or her to purchase another. In other words, there ap-

pears to be ver:r little of what is commonly referred to as 

"consumer insieten.ce" for footwear. 

There seems to be no exact method of determining the 

factors that i~Sluence a consumer's choice. On occasions con-

sumers make up t 1:eir minds on the spur of the morrent ~ without 

even knowing what influenced their decisions • .At times the 

consumer's choice appears to be quite irrational. However~ 

other things being equal 9 the greater the variety of goods of-

fered to the consumer, the greater will be the difficult~r of 

deciding vmat to purchase. 

Generally the fashion element has a considerable effect 

in standardising consumerst requirements, as it is unlikely 

that a consumer vrould purchase an i tern of wearing apparel t bat 

is not in vogue. But the fashion element of footwear, particu-

larly ladies' footwear 9 is extremely wide. In the opinion of 

numerous people t:1e market is very much over styled. ( 6 ) 

And tbus it is very doubtful whether the fashion element ~H:..s 

had very much effect in narrowing down the consumer's choice 

of footwear. 

The ranee of styles and fashions, although ultimately 

determined by the consumer, may be considerably influenced by 

producers. It is held that manufacturers deliberately create 

(6) Mr. Anderson in his Presidential Address to the Footwear 
I.Ianufacturers 9 rederat ion in 19~.5. 
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new styles and fashions with the purpose of increasing the rate 

of obsolescence. This has the effect of increasing the variety 

of goods, and tl1ereby increasing the time spent by consumers 

in deciding on what tm purchase; thus incre~sing the cost of 

bringing buyer ai1d consumer together. 

But living under a political and economic structure in 

which freedom of choice and opportunity is highly va l ued, it 

is extremely difficult to see how it would be possible to limit 

styles without interfering with the liberties of the individ-

ual. Unless, of course, this is done voluntarily. In America 

a scheme(7) bas been worked out, whereby manufacturers have 

agreed to release a certain number of styles every month so as 

not to overst;srle tl1e market at the beginning of the se~;ts on . 

This scheme has vast possibilities for reducing distributi on 

costs, as it would have the effect of st andardising styles to 

a considerable extent over short periods, and at the same time 

of allowing t he consumer a considerable amount of f reedom of 

choice over long periods. 

The demand for footwear to a certain extent may be re-

garded as a j oint demand, as a consumer usually purchas es a 

pair of shoes to complete an outfit. Thus the consumer has t o 

take into account the general fashion and colour harmon;{ of the 

times. The greater the consumer's knowledge of fashion trends, 

the less will be the cost of bringing buyer and seller toget::::er. 

Fashion journals 9 fashion parades , shoe exhibi tiona, adverti--
( 8) 

sing and window displays are all of considerable importance 

in spreading sucl1 information. ( 9 ) 
----------------------

(7l Known as the Balanced Programme for Footwear. 
(8 See Chapter 111 Section on Advertising. 
( 9 The writer S"I.J.gges ts that the Footwear Manufacturers' Fed­
eration in con junction with dress manufacturers should under­
take the publication of a fashi on journal with the purpose of 
giving advice as to style and colour. 
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The main property of a pair of shoes is not so much the 

style or colour~ but the fit. When purchasing any other item 

of clothing, the size and fitting is not of the same importance, 

for it can be altered to suit the consumer's re~uirements, and 

furtherg nothing can be so inconvenient and painful as incor­

rectly fitting shoes. Thus the _consumer tends to be more care­

ful and is prepared to spend a considerable amount of t i l'i1e -.Jhen 

purchasing footwear; this particularly applies to women. 

Conse~uently, a certain amount of what we might term "sales 

resistance" develops in the consumer, thus making it more di ffi­

cult to bring buyer and seller together. 

Experienced footwear retailers maintain that the average 

customer does not know his or her correct size and fit t i nc . 

And for this reason retailers insist that their sales assist­

ants should net require the size and fitting re~uired by t he 

customer, but instead the sales assistant should determine tDe 

size and fitting by personal inspection of the foot or by means 

of measurement. This has had the effect of increasing retailers» 

costs. Managers of large departmental stores maintain t:1a t tile 

wages and salaries of their shoe departments are greater than 

other departments, as a considerable time is spent in fitting 

shoes, and highly trained sales assistants are re~uired for 

the purpose. · 

The main reason for the lack of knowledge by cons un!ers 

as to size and fitting, is due to the lack of standardisation 

in the markings of sizes and fittings. Size and fitting marlr­

ings on footwear do not conform to any particular standard. 

The fact that a pair of shoes is stamped a cer tain size does 

not indicate any information to the buyer or to the r etailer . 

Even the sizes and fittings of shoes manufactured in t he same 
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establishrnent do not conform to a set standard. The sizes and 

fittings of wbat is commonly referred to as the "American sys­

tem of fittings" differ from those of the British. A size 5~ 

in the former ie raore or less eq_ui valent to a size 4 in t~1e 

latter. 

The consumer thus tends to become confused. This partie-

ularly applies to women, due to the various styles of heels 

and shoe construction. A woman may have purchased a size 4 on a 

previous occasion , and subsequently finds that a size 4 on Rn 

entirely different last does not fit. She tends to become sus-

picious. Often women have been heard to remark "that they ca~1.-

not wear S.African shoes as they do not fit well" or that "a. 

particular brand of shoes burn her feet" •. The reason for this 

is that she t ends to associate a particular brand or make of 

shoe with the cor:1fort or discomfort she has experienced from 

wearing a certain size and fitti-ng, little realising that t~1ere 

is no uniform standard and that she might have purchased t he 

incorrect size or fitting. The result is that a "sales resist-

ance 11 develops against footwear in general or against a partie-

ular brand of footwear •. 

If some form of standardisation of markings w~s poss-

ible, the consumer would then be in a better position to kno;1 

his or her correct size and fitting. And the time spent in 

fitting shoes, and the 11 sales resistance11 of the consumer would 

be reduced. 

Many r.mnufacturers in South Africa, however, maintain 

that any form of standardisation would be technically impossi -

ble, They maintain that no two feet are alike. This however is 

an ungrounded rnd unproved conviction, and the belief is(lO) 
--------------------------------- --~--·---------------

(10) William A. Rossi - Hides 9 Leather and Shoes. May 1946, 
page 15. 
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scientifically untested. However, in determining size and fit­

ting not only should length and width measurements be consider-

ed~ but also those of arch, instep and heel, which are as 

important. In addition, the fact that foot contours change with 

different heel heigl1 ts must be taken into considerati on. T:1us 

in order to arrive at some form of standardisation, it is 

necessary that a ~igantic survey should be taken, so as to ob-

tain precise and scientific information about foot types. The 

Leather Industries Research Institute are at present busy en-

gaged in experimenting with apparatus for the purpose of under-

taking such a survey. A report has already been issued on new 

methods of recording foot shapes.C 11 ) 

The reduction of fashion and styles, and the standard­

isation of the markings of fittings and sizes will be of little 

use in reducing distr ibution costs, if consumers are unable to 

express their requirements in a language that can be understood. 

Non-Europeans, particularly natives, due to the fact t h at the 

majority are unable to read or write, or express themselves 

clearly in English or Afrikaans, find great difficulty in in-

forming the reta iler of their requirements. It is a common 

sight to see natives walk into a store, look around without 

saying a word, and then walk out again. These consumers have 

to rely on tbeir sight as their only source of information . 
( 12) 

Thus window displays, footwear displayed on the counter, or 

hanging from t he ceiling, or footwear displayed outside the 

store are all means of informing the native consumer of what ________________________________________ , ___________________ __ 
(11) S.G.Shuttleworth -Report No.18. L.I.R.I. 
(12) It is interesting to note the different techniques in win­
dow displays. Stores catering for the Non-European and lm-rer 
income groups try and display as much as possible in the window, 
as this is the main source of distributing information, whereas 
window displays catering for the higher income groups ape more 
elaborate and less informative. The purpose of. the display is 
to try and alter the consumer's subjective valuations. 
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the retailer has to offer. This method of providing information 

is expensive; footwear on display becomes spoilt and thus mark 

downs tend to be high. Further there is always the added risk 

of theft. 

The fact t hat South Africa is a bilingual country tends 

to have the effect of increasing the cost of distribution, a~ 

occasions do arise where the operation of bringing buyer and 

seller together is hampered by the language question. 

Thus a higher standard of education, particularly 

amongst the native population would materially assist in reduc­

ing distribution costs. 

~~~~rs • K!!QY!~£B.LQf. the Market. 

In order to bring buyer and seller together, it is essen­

tial that not only should the buyer be conscious of his own 

requirements, but t he seller should be in the position to under­

stand such requirements. The greater the seller's information 

with regard to t l1 e consumer's requirements, the less will be 

the cost of bringing buyer and seller together. 

The seller in order to estimate consumers' requirements 

must have the ability to understand the consuming public in 

relation to the commodity he wishes to market. Firstly, he 

must have specialised knowledge as to their likes and dislikes; 

this is of particular importance when the fashion element en­

ters into the picture. Secondly, he must have information vJith 

regard to the foot shapes of consumers, so as to estimate tl1e 

correct ranges of sizes, fittings and lasts. Thirdly, he should 

have a thorough knowledge of the spending habits of consumers, 

so as to estimate the type and the quantity of footwear requir-

ed. 



With regard to fashion, style and colour it appears ti.1at 

South .African manufacturers find very little difficulty in es­

timating consumers' requirements, as consumers tend to follow 

the fashion trends of England and America. By modifying the 

more successful overseas styles to South African conditions, 

the manufacturer is able to estimate consumers' requirements 

fairly accurately, The time lag between English and 3outh Afri­

can fashion trends enables the sellers to make all the necess­

ary preparations. 

'.Vith regard to fittings, sizes and lasts, however, tlle 

seller, particularly the manufacturer, relies on his own estim­

ation of consumers' foot shapes. Such estimations are usually 

based on past experience, judgment or on "hunches". And as a 

result such estimations have not always been accurate. There 

have been numerous complaints against South African footwear, 

the main complaint being that they cause a 11burning11 of the 

feet. This has resulted in a considerable amount of prejudice 

against South Arrican footwear, which in turn has developed in­

to a consumer sales resistance. 

l1Ianufacturers are urged to undertalce sample surveys of 

footshapes so as to assist them in their selection of lasts. 

The foot survey, which the Leather Industries Research Instit­

ute contemplates undertaking should be extremely valuable to 

manufacturers. 

Accordinr to manufacturers, however, the sensation of 

burning is caused by 11 undue pressure 11 and is due to the incor­

rect fitting of shoes by retailers .• Like the manufacturer, the 

retailer mainly. ~elies on judgment and intuition, in many 

stores no measurement of the foot is taken. In a number of 

stores certain devices of measuring feet are employed, such as 



the tape measure, size stick, the Brannock device and the 

X- Ray machine. All these, although reducing the human element, 

have their limitations, as they are unable to take into account 

all the f actors that are necessary to make a good fit. 

Thus the correct fitting of footwear depends to a consid­

erable extent on the training of the retailer's sales assistant. 

At present the majority of the sales assistants are traine d in 

the store. In particular cases such training may be adequate, 

but more often than not the training is insufficient. In the 

larger centres it is estimated that wages and salaries paid to 

sales assistants are responsible for 107~12% of the price paid 

by the consumer for a pair of shoes. It is the opinion of a 

number of retailers that these costs could be reduced if sales 

assistants were given special training in shoe fitting. It has 

been suggested that special courses should be st~rted at the 

Technical Colleges for this purpose .~ It is maintained that the 

employment of specially trained assistants would reduce the 

time spent on fitting shoes; the number of incorrectly fitted 

shoes sold would decrease, thereby decreasing the number of 

returns as well as the sales resistance of the consumer. 

With regard to the spending habits of the consumer, i.1ere 

again the seller has had to rely on his own experience. Thus 

the seller •s (particularly the manufacturer's) estimation of 

the type of footwear required by the consumer, particularly tl1e 

poorer sections of the population, has not been too successful. 

It appears that it was only as the re.sul t of the establ isl"ment 

of an Australian sl i pper firm( 13) and the' Japanese dumpine: of 
"[13) B ef~-~§. tab Irs1imeri1 of -xusrraTiansl i:Piier _§rganisatiOlli 
Average annual consumption of slippers 1925-.31 = 332,000 pairs 
Average annual production of slippers 1925-31 = 16 , 000 11 

Aft~~~ish~g_i_of_~:9;§.tra±_iag sliEper org§:!};is.hl_ion. 
Average annual co!'lSumption of slippers "1934-39 = 1 ,L~59 , 000 pairs 
Average annual p:eoduction of s].ippers 1934-39 = 1,071,000 11 
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canvas footwear·, ( 14) that the latent demand for cheap foot cover-

age in the form of slippers and shoes was discovered. 

Certain types of information concerning consumers re-

quire special attention, for example the credit standing of a 

buyer is of considerable importance in bringing the buyer cmd 

seller together • .:.r11en selling a pair of shoes there is tbe risk 

of non-payment by . t:1e buyer. The ereater the information co:1.-

cerning the buyer'S credit standing, the less will be the r· isk 

to the seller. In t~1e past 9 manufacturers, wholesale mcr<?l"1ants 

and retailers have relied mainly on their own experience, and 

on information oiJ tained through their representatives, Lciends 

or other business acquaintances and to a certain extent on 

information provided by banks and credit agencj,es. 

As the 3ap between buyer and seller has widened, so the 

credit risk has increased. In or del" to reduce the risl: 9 more in-

formation with regard to the buyer is required. Further, it is 

possible to reduce these risks to a known cost by means of 

insurance. In America, manufacturers have formed a large mutual 

organisation, lcnorm as the American Manufacturers Credit Insur­

( ·iS' ance Exchange? 1 ':!hereby a system of insurance plus increased 

information has reduced the cost of the credit .risk • . There is 

no reason why all t he South Africa.l1. manufacturers throv.gl':l. t:::eir 

various representative organisations should not form an o:r'~~aai-

sation on a si!!.J.ilal""' basis. 

( 14) Before Ja-c~dUD1:Pin~_Qf_£aQY.§.§_ footw~. 
Average annual consumption 1925-28 470~000 pairs. 
Product ion C.uring thiG period WE3:S negligible. 

After the 11 dum:ping~nd the im,Position_gf_§_xtr£_£~li£§. 
.Ql}_ganvas fcotr.rea.r. 

Average aru1ual consumption 1933-39 
Average a~~ual production 1933~39 
Exports. increased from practically 

over 3,000,000 ~airs 
2~260,000 tt 

nil in 1932 to 114 9 000 
pairs in 19_38 . 

(15) A.H.Swain- Commercial Credit Bisks,Page 67. 
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Of late, considerable attention has been focussed on the 

possibilities of expanding the South African export market, 

particularly to t~1e neighbouring .African territories. Unfort­

unately information concerning the requirements ~f the market 

is negligible. Buyers from African territories have been more 

or less 11forc ed11 to accept what has been offered to them. 

Various complaints have been made, all indicating that t~1e 

South African exporter, and particularly the manufacturer~ is 

not paying sufficient attention to the requirements of the 

export market. Tl1e Union Trade Commissioner to the Belgian 

Congo reported t ha t during the past two years footwear export­

ed by South Africa has fallen off to such an extent that cus-

tomers have lost confidence. The principal reason for the 

complaint being in respect of packing and price, the latter 

being mainly attributed to the exorbitant rates of commission 

charged by agents.( 16) The same criticism was made in a speech 

by the present President of the Footwear Manufacturers' Feder­

ation~ who was also a member of the recent Goodwill Trade 

Commission to African territories. 

It appears that the S.African exporter, due to the l ack 

of information, has missed a marvellous opportunity of est ab-

lishing S.African footwear on the export market. 

111. The P.·reparation of Footwear :for the Market. 
-----------------------------------------------

Very little is really required to prepare a pair of 

shoes for the market after it has been given form or physical 

value. Unlike agricultural produce no sorting or grading or 

bulk breaking is necessary. However, certain types of footwear 

are packed into cartons before being placed on the market. 
------- ------ ------·-----------------

(16) Footwear Manufacturers' Federation. Year Book 1945, 
page 42. 



45· . 

This is more often than not undertaken by the manufacturer, 

and the costs of pacldng are actually regarded by the manufact­

urer as a production cost, but in fact, it is really a distri­

bution cost, as the placing of shoes in a carton assists in 

giving it place and time value. 

The packing of footwear is undertaken by the manufactur­

ers for various reasons. The manufacturer is able, due t o t~1e 

division of l abour, to perform the functions of packing more 

efficiently and at lower costs. Further if packed at the pro­

duction stage, the risks of damage and deterioration in transit 

is reduced considerably. 

It is often held that attractive and expensive contain­

ers have the effect of increasing distribution costs and prices. 

This is not true. ~or footwear will only be packed in cartons, 

where the cost of packing is less than the reduction of. t:1e 

distribution costs, which result from the packing • . 

Practically all types of shoes are packed in cartons, 

as the cost of t r1e carton is small in comparison with the price 

o.f the shoe, and further the reduction of distribution costs , 

which result from t he use of the carton will be great. The use 

of a carton will reduce deterioration caused by handling ia 

transit and in the store . Further cartons facilitate t~e ware­

housing and selling o.f shoes at the whol esale merchant and 

retail store 9 and the carton is of considerable use to tl1e con­

sumer, for it can be made up in an attractive and convenient 

parcel. 

Further r·etailers maintain that attractive cartons tend 

to produce a tidy ef.fec t in the store, and thereby create an 

impression on the consumer, which in turn has the effect of 

r·educing the consumer's resistance. However, attractive cartons, 
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which have the effect of altering the consumer's subjective 

valuation of the product, may be regarded as adding form or 

physical value to the article , and thus should be regarded ns 

a production cost. 

Heavy boots~ however, are usually not placed in cartons, 

as the cost of a l arger and stronger carton, which is I'ECLUL ·ed 

for this type of footwear, forms a greater percentage of t~1c 

price paid by the consumer than for other types of footwear. 

The reduction of costs due to packing would be negligible, for 

the risks of de terioration due to handling in the store and in 

transit woul d not b e very great. Uoreover . the main purchasers 

of heavy boots a r e \~1ainly Non-l uropeans, who, due to the lang­

uage g_uestion, }:TiH'c:1ase goods that can be seen. Thus the 

placing of heavy f ootwear in cartons may even be regarded as 

a handicap. 

Similarly t:1e cost of packing cheap canvas shoes and 

s lippers in cartons would be greater than the reduction of dis­

tribution costs. ?or slippers and canvas sh oes are usually mass 

produced, and in o~der to maintain the packing faciliti es to 

the rate of production, a considerable amount of extra expense 

would be necessary. 

In spite of the difficulties of shortages in pa ckin: 

materials and cart ons, the writer is of the opinion that i f 

manufacturers paid more attenti on to the problems of packi27 , 

distribution costs could be reduced. Cartons containin[ br orm 

shoes, for instance, should have brown labels and those con­

taining black shoes should have black labels. This would assist 

the wholesale r,1e:-.:cl1ant and retailer considerably. Shces that 

are purchased r.1a i11ly by natives should have labels in t:1e 

native language, ·1.':1e markines on the labels in many cases are 
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very indistinct; the size, the fitting, the reference number 9 

and the description of the shoe should be clearly marked on the 

label. M&nufacturers should mark clearly on each shoe, whether 

it is the left or the right shoe, this would reduce the time 

spent in retail stores checking pairs, a~d further it would 

decrease the number of odd pairs sold. 

The main complaint from the African territories has been 

that of packing. The use of stronger cartons and packin£ CQSes 

has been advised by numerous people. Further the labels sbculd 

be in the languc.ge of the importing country. ( i7) 

The packing of slippers and canvas footwear in boxes, 

which open at either end, needs considerable improvement. 

Retailers compla in that this method of packing iS very unsat-

isfactory, as Eucn cartons are usually made of inferior card-

board and tend to become damaged easily. This tends to inc~ease 

the amount of handling by the retailer, more time is wasted, 

stocks tend to deteriorate, and it is often found that the 

wrong size or pattern is sold by mistake, thus increasing t~1e 

number of returns and the number of odd shoes sold. 

Bad packing by manufacturers tends to prejudice t he re-

tail store against the manufacturer. The manager of a large 

retail store in Johannesburg showed the writer a large con2 i:-zn­

ment of footwear that had just arrived from America. About 50;.~ 

of the shoe cartons were damaged, and although there were num-

erous different styles and colours of the same shoe, the 

cartons were tmlabelled and there was very little indicat i on 

to the sales assistant as to the style and colour. The manager 

maintained that a consignment of such a nature was more of a 

nuisance than a~rthing else, as a considerable amount of 
---------------- ----------------
( 17) Consul General in Madagascar advised Union exporters t:1at 
labels should be in :i?rench. 
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sorting and marking became necessary. This naturally takes 

up a considerable amount of time, and upsets the general rou­

tine of the store . . Further, he pointed out that sales assist­

ants tend to sell those articles which are easy to handle; 

thus a stricter supervision of staff and stock becomes necess­

ary in the case of badly packed goods. 

lV. - The Transporting of Footwear to the Market. 

In the self-supporting farm of the nineteenth century, 

shoes were usually made up to order, the producer and consumer 

were in direct contact with each other, and the problem of 

transporting goods was non-existent. The application of the 

division of labour and the introduction of the factory system 

of production has led to the concentration of production of 

footwear in certain areas. In South Africa production is main­

ly concentrated in Port Elizabeth, Johannesburg, Cape Town, 

Pietermaritzburg and in a number of smaller towns in the 3outh 

'Nes tern and Nort::.1 ·.vest ern Districts of the Cape. It has new 

become necessary to transport large quantities of footwear 

from the place of production to the place of consumption, and 

the cost cf transporting the footwear f orms a portion of the 

cost of distribution• 

In Soutl1 Africa practically all transportation is 

undertaken by the South African Railways_. The cost of transport­

ing footwear is ~etermined by the tariff policy of the r a ilway 

administration, and not necessarily by the economic factors of 

supply and demand. 

Of late, the railway rating policy has been severely 

criticised by tbe Board of Trade in its latest report, tbe 

Chamber of Mines, The Federated Chamber of Industries and t be 
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between the actual costs of transportation and the r ates c:wrg­

ed~ The tariff is determined "by what the traffic can bec.r 11 

and not on the "cost of service" principle. Thus the amount 

paid by the consumer for transporting is not necessarily equal 

to the cost of transporting footwear.( 1B) 

From Teble Vl it appears that other things being equal, 

the rating policy will tend to f or ce manufacturers to establish 

their factories at the market for the finished product and 

not at the source of the raw materials, or along the coast. 

Cape Town 
Ivies sel Bay 
Port Elizabeth 
Durban 
Lourenco Marq_ues 

TABLE "ll~ 19 ) 

193 
107 
135 
132 
125 

143 
138 

98 
95 
92 

73 
70 
53 
40 

- - ~7 

I~ spite of the fact that Tables Vll and Vlll refer to 

different sets of production figures, they clearly indicQte 

that production has increased at faster rates where consum~ticn 

is the greatest. ·rhe production of bulky footwear such as 

miners' and farmePs' boots is concentrated at the place of 

consumption, as railage costs form a high percentage of t~"2e 

total cost. In 1939 the production of men's footwear accounted 

for 80~~ of the total Transvaal production. ( 20) On the ot:"2er 

band, the railage costs of ladies' and children's footwear 

form a small propm ..... tion of the pric-e, thus production tends to 

---------------------------------------------------------~ 
(~8) 

(19) 
( 20) 

In other words the cost to the consumer is not ns~essari~y 
equal to the cost to the community'! 
Official T~riff Book No. 21. 
Table 14. Facts & Figures of Footwear Manufacturing in 
s .1\. 
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be concentrated at the source of raw materials or along the 

coast. Port Elizabeth accounts for roughly 40% of all women's 

and children footwear produced in the Union. 

ProductiQn of Boot and Shoe Establishm~gts~Geograpbic Areas 

( e~ressed~~ percentage of Union Gross Out~!)· 

1917 
1926 
193~ 
1933 
1936 

P.E. --
35·5 
45.25 
40.84 
38.8 
35.25 

Midland 
& 

17.66 
15.87 
16.81 
16.91 
16.40 

Q~~~g , 
u: 

~Y!· 

g~£i_gf_Ca~ 

28.21 
19·45 
13.48 
14 .. 70 
15·36 

7·41 
10.91 
17. 10 
18. 6 
19·7 

!i~tal Tra!}~~~! Q.!.~~· 
Border N.d. Dist. Di§_tricts 

1936 : 38·9 16.4 17·4 8.1 18.4 .8 
1939 34·3 19. 1 14·3 9.8 21·7 .8 
1944 35·3 15·2 10.0 14·2 24.2 1-1 

It is impossible to evaluate the effects tbe railway 

rating policy bas had on the cost of distributing footwear. 

It appears, however, that the tendency to locate the industr~r 

at consuming Rreas has probably had the effect of reducing the 

costs of bringing buyer and seller together, as producer, 

wholesale merchant and retailer are in closer contact with 

each ·other. The fact, that the majority of the large wholesale 

merchants and the buying organisations of the large retail 

chain and depa rtmental stores are situated in Johannesburg, 

is of considerable importance to the small manufacturer~ who 

due to his small output cannot afford to have representatives ---------· .. ---------------·~-·-----------

(21) Table 15. Special Report No.137- Office of Census and 
Statistics. · 

(22) Table 1. Facts and Figures of Footwear Manufacturing 
in S ·A. 



51· 

in the various pnrts of the country ·· It is this 

reason that the distribution costs of the 25 individual con­
( 23) cerns (see Table lV) are lower than the other groups. 

The whole problem of the location of industry and the 

railway rating policy is a very difficult and delicate one. 

Even if it has bad the effect of lowering the distribution 

costs of certain classes of footwear, it is very unlikely that 

there has been a net saving to the community, for tbe location 

of industry en the Rand and at Pert Elizabeth has resulted in 

numerous difficult social and economic problems, a discussion 

of which falls cornpletely outside the scope of this thesis. 

The fact t:1at footwear manufacturers paid a consider-

able proportion of the transport costs (see Table lV) is of 

great interest. Unfortunately it is impossible to state to 

what extent these charges were aft erwards passed directl t. on 

to the purchaser in the form of a separate charge, or whe·t:1er 

the manufacturer included a flat rate charge for transport 

costs, irrespective of the actual ratlage paid. It is very 

likely that b eth methods were used, The effect of the l a tter 

method, however, is that oon~umers residing near the place of 

production subsidise those living further away, Th.e fact t :1at 

postal rates ar e on a flat rate basis, irrespective of dis-

tance, may be one of the reasons vvl1.Y' the mail-order business 

seems to flourish in outlying areas such as s~~. Afric a qnd 

Rhodesia. 

In order t o r educe the cost of railage it is desirabl e 

that as a large proportion of the total journey fr om factory 

------~----------------------------------------------------
( 23) Ji,rom Table 1 the deli very expenses of the individual 
enterprise group in relation to output is higher than other 
groups, and from t11is it is assumed that a greater percentage 
of the output of this group iS sold in the town in which i t 
is produced. 
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to consumer should be made at the cheaper rates applicable to 

bulk consignments, particularly in view of the fact that rates 

taper with increasing distance. Wholesale merchants and chain 

stores, due to t~e fact that they purchase in large quantities 

and act as distributing centres, are able to obtain consider­

able economies, as against manufacturers who despatch small 

quantities direct to retailers. In order to reduce transport 

costs manufacturers are urged to consider the possibility of 

establishing distributing depots in the main consuming areas, 

particularly on the Rand. 

The fact t~at footwear can be packed in large cartons 

without any considerable wastage of space makes it very doubt-

ful whether an improvement in packing would materially assist 

in reducing tra1wport costs. However, footwear manufacturers 

and wholesale mercl1ants should pay careful attention and see 

that the size of the packing case bears some relation to the 

size of the shoe carton and the average size of the= n:r'!r:- ~' "~r; _· · 

patched, so as to prevent the wastage of unnecessary space. 

V. The Qpe ration _Qf_ h_o 1 d_tn_g___;B~qQ1!Y~ar __ Y:ntil._.reP. -g__i re. d _"_Qy_:t_p e 

Co~~· 

Under the 11bespoke 11 method of manufacture, footwear 

was made up to order, thus the period that elapsed between the 

time of production and ~~e time of consumption was negli [~hle, 

Under our present factory method of production footwear is 

produced in anticipation of demand, with the result the period 

between the time of production and the time of consumption 

has increased considerably; For the purpose of this thesis, 

this period will be referred to as the holding period.( 24) 

(24) Braithwaite and Dobbs -Distribution of Consumable 
Goods. 
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The expenses involved in "holding" stocks can be divided 

into three distinct groups:- 1) The cost o~ providing ware­

housing accommodation, 2) the cost o~ ~inancing stocks, 3) the 

cost of bearing the risk o~ loss while stocks are being hel&~5 ) 
The cost o~ warehousing stocks during a ~ixed period o~ 

time will depend upon the rent, the cubic space the commodity 

occupies and the degree o~ difficulty of handling and storing 

the product. 

In South Africa the costs of warehousing are mainly 

paid by the wholesale merchant and the retailer, ~or very few 

manufacturers undertake to produce "in stock lines". The rent 

of the wholesale me:r·chant and the retailer, particularly t~1 e 

latter, is substantial,( 26 ) but it is extremely dif~icult to 

determine what proportion of the rent can be directly attri­

buted to the function of holding stocks, or to the function 

of bringing b"l.wer and seller together. 

Footwear, in comparison with other items of wearing 

apparel, occupies a greater cubic space in relation to its 

value. This partly accounts for the fact that the rent of 

footwear stores is greater than for other wearing apparel 

stores.( 2?) The cost of handling foctwear during the holding 

period is not £reat, as it is very conveniently packed in 

cartons. 

------·--------·----------------------------
(25) Braithwaite and Dobbs- Distributi0n of Consumable Goods, 

page 65. 
(26) In the large r centres, it is estimated that the rent of 
the footwear retailer forms approximately 5-71~ o~ the price 
paid by the consumer for a pair of shoes. 
(27) Managers of large departmental stores on the Reef main­
tained that the rent allocation to the footwear department was 
greater than other wearing apparel departments. In America it 
was found that tbe rent o~ footwear stores was greater t~1an 
other wearing apparel stores - Page 130, "Does Distribution 
Cost Too Much". 
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Financing costs arise from the fact that until a pair o~ 

shoes is purchased and paid for by the ultimate consumer ~ some 

person in the cllain of distribution has paid for it and has 

not received payment. He is therefore losing interest on his 

money, or if he bough t the goods with borrowed money, he has 

to pay interest. The greater the rates of interest, the great­

er will be the financial costs of holding stocks. 

During the time goods are held they may lose their value 

due to deterior ation (shop spoilt), changes in fashion or to 

changes in t he value of money. Thus the distributor when hold­

ing stocks has to bear certain risks • . Some of these risks, 

such as fire and burglary, can be reduced to a definite cos t 

by means of ins1..1.rance. The remaining risks, however, are b orne 

by the entrepreneur~ whether he be producer~ the wholesale 

merchant or t he retailer. The greater part of his profits are 

payments for bear ing such risks. The greater the risks , t he 

greater will be the payment demanded by the entrepreneur. 

A considerable proportion of the price paid by the consumer 

for fashionable s:1oes is a payment to the entrepreneur for the 

risks of stocking such shoes. By standardising styles and 

fashions it would be possible to reduce such risks and the 

prices paid by t !Je consumer .• Manufacturers have undert aken 

large advertis ing campaigns with the purpose of infl uencing 

consumers' decisions in certain directions. This has had t be 

effect of reducing the risks of holding advertised foot wear . 

Other t hings being equal, the costs of holding stocks 

will depend upon the time that elapses from the complet i on of 

production to actual consumpti on. The longer this periodp t~e 

greater will be the costs of h olding stocks. The time t hat 
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elapses between product ion and consumption is made up of t :1e 

time a pair of shoes is held by the manufacturer, the ,.vhole­

sale merchant and the retailer (and in case of hoarding t :1e 

time it is held by t~e consumer). The time a pair of shoes 

is held by t he p:t•oducer, the wholesale merchant and retailer 

will vary cons i del"'ably, depending upon numerous factors, but 

it is tbe total period which is of importance. The rt:tailer 

ma~r by a hand t o mouth buying policy reduce the time he i1olds 

a pair of shoes, but this may only lead to the wholesale mer­

chant or the manufacturer holding greater stocks for longer 

periods, so as to meet the more frequent demands of the retail­

er, with the result t here has been no sbottening of the total 

holding period . Or alternatively, the hand to mouth policy 

policy may lead t o t he manufacturer producing in smalle r quan­

tities, which i n t urn would probably mean increased producti on 

costs. It is vei'Y unlikely tbat the reductiin in distribution 

costs would be ~reater than the increased costs of production • 

.A hand to mouth buying policy can effect a saving in 

holding costs if the holding costs of the retailer are greater 

than the holding costs of the manufacturer or wholesale r.1e r ­

chant, but this saving must be weighed against the econcmies 

to be obtained f rom large scale buying and transport. 

Many write rs and businessmen b elieve that the s l1ort e~~­

ing of the pericd of holding stocks is the most hopeful way 

of reducing distribution cos.ts. Thus considerable attention 

has been paid to t :1 e problem of 11 stock turn11 or the 11 rate o.f 

turnover 11 • The r ate of turnover is defined as the number of 

times during a given period (usually a year) that the mer­

chant's average stock during the period is sold and replace d. 

It is held that, other things being equal, profits will be 
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greater and expenses (holding and selling) will be l ower as 

the rate of turnover increases . 

Rapid stock tur.11over, as a factor in successful r etail­

ing or wholesaling, is very much over emphasised. !l,or firztly, 

other things are seldom equal; secondly~ the rate of aver·ace 

stock to total sales, which is used by most business orQani­

sations as the rate of turnover is most unsatisfactor~r, C.tue to 

price fluctuations and the fact that average size stoc~>:s G.l''e 

at cost price w:1ei'eas sales are at selling price. The ideal 

method of ascertaining the rate of turnover is by the use of 

phys ical units - t '}at is pai~s of shoes sold. 

In times of rising prices, the rate of turnover, usinG 

value units, will be ~1igher than when using physical units, as 

the value of sales increases by a greater amount than the 

stock. 

Further~ distribution costs during a period of rising 

prices do not increase to the same extent as the rise in t~e 

price of consume~: goods. Moreover, profits tend to be :1 iet~ er 

during times of !)ooms. Thus, a comparison between the rate of 

turnover, distribution costs and profits te:1ds to give ar;. 

inaccurate impression. There is probably some relation between 

costs and turnover, but it is difficult to disentangle t~e 

various influences at work and to distinguish cause f rom e;fect . 

The reas on for holding stocks for long periods is mnin 

ly due to the irregularities of supply and demand, and t :w dif­

ficulty of estimating these irregularities. The cost of ~old­

ing boots produced for the Transvaal Chamber of Mines is cmall , 

as tbe mines are able to estimate fairly accurately tbe O:er:1and, 

and the factories are able t o supply accordingly. 

However, with civilian footwear there appears to be a 
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distinct seasonal demand. The demand for summer shoes is 

greattr in December than in any other month; this is mainly 

due to the Christmas shopping season and the fact that a con­

siderable number of people seem to take their annual hol i days . 

during this pel"iod. The demand for footwear in the· July season 

is greater in Durban than in any other month. The demand for 

boots is greater in winter, as the majority of rural natives 

tend to purchase their requirements in the colder month s of 

the year. The demand for children»s shoes is greatest during 

the Christmas shopping period and just before the first school 

term c.ornmences. 

These seasonal fluctuati ons are predictable, and the 

supply may be adjusted so as to avoid the piling up of stocks. 

Unfortunately, such adjustments can rarely be made compl ete . 

nanufacturer's pr•oductive capacity is limited, with the r esult 

stocks must accumulate. 

Table lX gives the monthly production of leather boots 

and shoes for tbe Union for the year 1944. In spite of the 

fact that the industry was working at full capacity , there 

appears to be distinct peaks in October and November in antic-

ipation of the Christmas period. And due to the holidays, a 

slackening off in December and January. Unfortunately, figures 

are not available for pre-war years, but it is very likely 

that these peaks were more pronounced. 

!A~l!£d_1x. (28 ) 

Mon_ih1:t_Produ£!1Qn_Qf_Q.iyilian Footw~J.rL.:121±!±· 
(in thousands pairs) 

Jan Feb i ·ar Apr M6;y- June Jul~ A~~ SeRt Oct No~ Dec. 
Mens 174 244 266 221 2 0 2b9 2b3 27 2 9 2bb 287 170 
Youths 23 30 34 28 26 30 27 29 28 32 36 21 
Womens 213 321 352 287 336 340 3Lfl+ 368 341 363 387 21G 
Naids 15 19 22 22 21 26 22 21 22 24 23 13 
( 28) •rabie 13 Tlpa'Cfs and Figures of Footwear Manufactur ing in 
South .Africa 11

• 



58. 

On the demand side it would be extremely difficult to 

smooth out seasonal fluctuations without materially affecting 

the freedom of ciloice of the individual. However, it has been 

suggested that demand could be staggered by staggering fash­

ions and styles and by staggering the supply of purchasing 

power. 

It has been suggested that instead of introducing a 

complete range of styles at the beginning of the season, 

manufacturers should introduce new styles gradually through­

out the season.( 29) It appears, however, that there is to a 

certain-extent a staggering of demand for fashion shoes. The 

more exclusive and highly fashionable shoes are in keen den:1and 

at the beginning of the season, and the cheaper and mass 

produced article is mainly purchased towards the middle of 

the season, as the middle to lower income groups will only 

purchase their new ·.vinter or Summer outfits, when it becomes 

absolutely essential.(30) 

Besides be ing a distinct seasonal demand for footwear 

there appears to be a considerable amount of irregularity of 

demand over short periods, due to the irregularity of the 

supply of purchasing power. These fluctuations are to a cert ­

ain extent predictable, but complete adjustment of supply can 

never really be complete. The volume of sales on Friday and 

Saturday, and at the end and the beginning of each month is 

greater than production over similar periods, with the result 

(29) A scheme of this nature has been suggested by American 
manufacturers so as to avoid the peaks and valleys in product­
ion. 
(30) It is interesting to note, that according to a number of 
departmental stores, there appears to be a time lag of approx­
imately two weeks between the demand for new outfits and tlle 
demand for fashion shoes. 
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stocks must pile up in anticipation of this demand. 

The supply of purchasing power depends upon two f~ctors, 

firstly the time of payment of the factors of production, 

particularly that of labour, and secondly, the credit facil-

ities available to consumers. 

~ith regard to the time of payment of labour, the 

writer suggests that the present system of paying monthly 

wages at the end of the month, and weekly wages on Friday 

should be revised so as to stagger the supply of purchasing 

power. It could be easily arranged that the various goverm-. 
• 

ment departments paid their employees at different times; 

the railways, for example, could be paid on the first week 

of the month, the other departments on the second week, 

Municipal, Provincial and other public authorities on the 

third week, and Commerce and Industry at the end of the month. 

This would not entail any extra expense, and there appears 

to be no reason why such a scheme should not work smootl.1 ly 

once the initial adjustment has taken place.( 31 ) 

The staggering of weekly paid wages would be diffi-

cult to put into ~ractice, as wages are usually paid j ust pr i­

or to the weekend, that is, on Friday. Payment on any other 

day would have t he effect of increasing the rate of abs entee-

ism, and thereby increase the cost of production. This par­

ticularly applies to industries, where Non-Europeans are 

employed .. 

According to the management of a number of depart­

mental stores, t:1e granting of credit has the effect of stag-

gering demand. However, in many cases, the risk of non-pay-
----------------- ------------ ~~----------~-----

( 31) Retailers pointed out that during the war years, demand 
tended to increase just before the end of the month, as a 
result of the payment of military allotments and dependants' 
allowances. 
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ment is greater than the reduction of holding costs, brought 

about by the granting of credit. 

Besides lengthening the holding period, demand fluctu­

ations tend t o have the effect of increasing the retailer's 

selling costs, as extra staff have to be employed and services 

tend to decrease during rush periods" Moreov·er during a rush 

period, sales assis tants tend to sell those articles that are 

e asy to handle; thus a stricter supervision of st ock and staff 

becomes necessary , otherwise mark downs on "unsaleable'' 

goods tend t o increase. 

It may be possible to predict or estimate seasonal 

demand fairly accurately over long periods, but day to day 

fluct~ations in demand are impossible to predict. Retailers 

maintain, that for unaccountable reasons, a number of shoes 

of a certain type, colour, size and fitting may be purchased 

on one particular day, and weeks may go by before another 

pair of the s ame type is purchased. Thus the retailer must 

always prepare himself, and must keep a considerable stock 

on hand so as to be in a position t o satisfy demand, wherever 

and in whatever form it may happen to come. 

Further, due to the demand for services, consumer-s 

wish to be shown a large selection of footwear before r,1aking 

a choice, thus r etailers have to carry a large range of 

styles, colours and fittings, if he wishes t o attract custom. 

On the suppl y side, it appears that the holiday per­

iod of. the foot wear manufacturing industry has the effect of 

increasing the holding period, especially as the holiday 

period occurs wl1en demand is greatest, that is over t he 

Christmas shopping season~ 

If the holidays were staggered so that a few workers 
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went off every week$ then it is very likely that the supply 

position could be adjusted to meet the demand. This suggest­

ion, however, may lead to op~osition from Trade Unions, and 

further it may lead to an increase in administration and pro­

duction costs .• 

If the holidays, however, were in the months of J c:.n­

uary or February, that is, when demand slackens off, supply 

could be adjusted so as to prevent a piling up of stocks .• 

Employees would probably object, as the Christmas season is 

of considerable value to them. Furthermore the employees . 

would in any case receive Christmas, Boxing and New Year's 

days as holidays, and the degree of absenteeism after such 

holidays would be so great as to upset production and in­

crease costs. 

The irregularities of supply and demand are intensi­

fied by the fact that the market is split amongst individual 

traders, and that in order to secure as large a turnover as 

possible, all traders must hold reserve stock so as to cope 

with the irregularities of demand .• Retailers and wholesale 

merchants have hopes of increasing their sales, and this 

prompts them to keep more stock than is necessary. 

By reducing the number of retailers it would be puss­

ible to decrease the amount of stock held by retailers and 

wholesale merchants as a group, and thus decrease the holding 

period. This reason is probably the most important one put 

forward by those demanding a limitation of retail outlets. 

The irregularities of supply and demand are less 

Violent for a chain system than for an independent retail er, 

as stocks carried by each individual branch of the chain is 

considerably less than an independent store carrying t~1e 
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same range of footwear. The. reserve stocks of a chain are 

pooled at a central depot, and these are considerably less 

than the reserve stocks of the same number of independent 

retail st ores . Further stocks may be transferred from one 

branch to another, so that the period of holding stocks and 

the percentage mark downs would be less. 
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CHAPTER 111. 

gECE:rT_g~VELOEMENTS IN DISTRIJ?li!J.Q~· 

1. Introduction. 

In Chapterl, we saw that industrialisation, by affect­

ing the demand and supply factors, had a considerable influ­

ence on the distributive process. In this Chapter the writer 

proposes to discuss the more recent developments and probler.1s, 

which have arisen as a result of the continued industrial i ­

sation, urbanisat ion and the increase in national income. 

Due to t be difficulty of obtaining adeg_uate ini'ormat ion 9 

it has been neces sary to confine the discussion to certain 

aspects of the distributive process. And even then, it has 

not been possible to treat the problems and the devel opments 

as the writer would have liked to, as ini'ormation has not 

always been available or forthcoming. 

11. Am~1gamations and Combinati~. 

Reference ~as already been made to the amalgamat i on 

and combination of footwear interests, but it is only as a 

result of recent deveJopments that this movement has begun 

to accelerate. To-day , it has reached such dimensions t~: 2.t it 

is perhaps one of t~1e most important developments in the 

footwear industry. 

The purpose of tbis section is not so much to t race ti1e 

growth ~f the r:1ovement, but to try and indicate to what ex­

tent it has taken place, and the effect it has had on tte 

distributive structure. 

Amalgamati ons and combinations can be divided into t·.ro 

distinct types - the vertical and the horizontal. The forraer 

refers to the integration of different interests, t hat is 

amalgamations of units of production and distribution, whereas 
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the latter refe~s to a combinati on of the same interests? 

that is units of production or units of distribution. 

~.1ith regard to vertical combinations it appears that 

the main reason fo~ amalgamation is the desire or need by 

mantifacturers for a guaranteed outlet for their products. 

This tendency towards guaranteed outlets is not entirely new. 

In the 1870's a ~ellington footwear manufacturer, finding 

great difficulty in inducing wholesale merchants to stock :11s 

products, decided to open his own retail stores in the vari­

ous centres of the Cape.( 1) Towards the end of the last cent-

ury, tanners experiencing a falling off in demand for their 

products, undertook the manufacture of veldschoens.( 2 ) 

As a result of the protection afforded by the Great 

War in 1914-1 8, and the increased customs duty, South African 

manufacturers found little difficulty in obtaining outlets 

for their products. However, as production and size of the 

manufacturing establishment increased, so the need for guar-

anteed outlets became necessary. Since the last increase in 

customs duty on footwear in 1932, the amalgamation movement 

has begun to accelerate . To-day there are two large foot~enr 

organisations. 

? irstly, ·c:1ere is the Goodwear Shoe group of companies, 
(3) 

comprising ;,v .Lipworth & Co-. , (the largest footwear wholes ale 
--------· 

( 1) Schauder - 11 'r:1e Economic Hist ory of the Boot anc Shoe 
Industry" 

( 2) Schauder - 11 Tl1e Economic History of the Boot and Shoe 
Industry". 

(3) w.Lipwortb & Co. commenced business as wholesale foot­
wear merchants in 1908 . In 1930 The Flexo Manufacturers and 
The Vul can :Kubber ·.Yorks were taken over , In 1939 Gocdwear 
Shoes Ltd. wae forme d 9 which was a combination of Lipworth 
and Goodwear Shoes interests, the l atter company consisting 
of two manufacturing establishments. In 1946 Kaffrarian Boots 
(Pty) Ltd •. was taken over. 



merchant in the country, the foundation member of the group, 

and the main distributor) and the following manufacturing 

establishments:- Goodwear Shoes Ltd. • (Ladies and Maids)~ 

Children Shoes ( Pty) Ltd. , (Children) , Flexo Boot MantU'act­

urers (!lien's ~-lelted), The Vulcan Rubber Works (Pty) Ltd., 

(Canvas Shoes and 3andals) and Kaffrarian Boots (Pty) Ltd., 

(Miners' and Fe.rmers' Boots). 

Sec·ondly, there is the Edworks gr.oup comprising 

three manufacturing establishments:- Edworks Ltd .• , Sendals 

Ltd., and Eddels Ltd., and two retail chain systems of ~d-

works and Dodo S~1oe Company .• 
(4). 

Besides these two large groups, the Crown Boot and 

Leather Works is closely associated with J.W .. Jagger &: Co., 

and C.F. Bally is associated with Cuthberts Ltd. There are 

probably many ot 11el" manufacturers who are in some way or 

another connected with wholesale merchants and retailers, 

but to what extent is mere speculation. 

All in all, there are 10 manufacturing establish-

ments who have guaranteed outlets for their products, either 

through wholesale or retail channels. Amongst this group are 

probably the l argest producers in the country. On the basis 

that in 1943, 8 of the largest manufacturing establishments 

accounted for 37 ·5~~(S) of the total production, it is not 

unreasonable to suggest that these 10 manufacturing establish­

ments are respons ible for at least one third of the total 

production of t~e country. 

As a result of these vertical combinations, the 

importance of the independent wholesale merchant and retailer -- ------ -
(4) In March 19L!lt , ::dworks share capital was increased to 
acquire :Messrs. Jandals Ltd., and Eddels Ltd., of Pieter­
maritzburg, and the Dodo Shoe Company of Johannesburg. 
(5) Table 16B. 111,acts and Figures of Footwear Manufacturing 

in South Africa." 
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in the chain c:L distribution has declined considerably. The 

"group organisation" has become a very import ant fact or in 

the distributive structure. The importance of these group 

organisations is illustrated by a survey undertaken by the 

writer on footwear advertising in "The Star" over a per·icd 

of 5 months during 1946. From this survey it was found tha t 

39~~ of all advertising ··b.y footwear manufacturers, and, with 

the exception of one chain organisation, all retail chain 

advertising (whicl1 comprised 61~ of all footwear retail 

advertising) can be attributed in one way or another to t:1ese 

"group organisations 11
• 

Combina tions and amalgamations of a horizontal nature 

have been mainly brought about as a result of the expansionary 

policy of ce~t Qin organisations, and the economies to be 

obtained from large scale buying and selling. We have al-

ready discussed the combination of retail stores - in the 

form of the chain organisation,( 6) and at present we are 

mainly concerned with combinations of manufactur ing establish-

ments. 

Eorizontal combinations and amalgamations have been 

brought about by cross directorates, as in the case of United 

Shoes (Pt:r) Ltd., . and Modern Shoes (Pty) Ltd.; ( 7 ) and Sar[3ents 

Ltd., and Bagshaw9 Gibaud & Company Ltd., or by holding com­

panies as in t he case of Consol. Footwear (S.A.) Ltd., t~e 

( 6) See Ch.apter 1, page 11. 
(7) Modern Shoes (Pty) Ltd. was incorporated on the 1st J an. 
1944 to acquire the family partnershi];)s of Uessrs. J .K. Smi t:~ 
C. Co., and Modern Boot & Shoe Company. In Nev. 1943, the 
George Boot Factory was acquired and incorporated as United 
Shoes (Pty) Ltd. In June 1945, the shareholding of Messrs. 
United Shoes (Pty) Ltd. was purchased by Messrs. Modern 
Shoes (Pty) Ltd. 
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subsidiary companies being S.o.s. Boots Ltd~ and Johannes­

burg Boots Lt d( 8); and Felt and Textiles of S.A. Ltd( 9), 

the subsidiaries being R. Faulks Ltd. and S.A. Slippers 

(Pty) Ltd. 

As a result of these combinations amalgamations, r.11111u-

facturing establishments have been encouraged to undertake 

more and more of the distribution function, and to-day , t~1 ese 

es t ablishments play an important part in the distribution of 

footwear. The manuf'o.cture rs have established l arge sales 

departments with tne purpose of selling direct to the retail-

er, and t hus have undertaken f unct i ons, which were previous-

lY carried out by wholesale merchants.- . ? urther, by carrying 

out large scale advert is ing campaigns( 10), these manufactur-

ers have undertaken the provision of information to the 

consumer, which p:.:-·eviously was regarded as the funct ion of 

the ret ailer.- In other words, horizontal combinations P l H:e 

vert i cal combinations , has had the· effect of reducing the 
----~-

( 8) Cons ol. Footwear( S .A . ) Ltd. was formed in June 1940 t o 2.c­
q_uire ali the s hares of S. o .. s. Boots Ltd, which was founc~ed 
in 1919, In J cm . 1942, the Johannesburg Boot and Shoe Company , 
an old 'established partnership business was acquir~di 
(9) Mr.· R. Faulks arrived in Durban fr om Austr.alia in Nov . 
1931, and started a small slipper manufacturing establishncnt . 
The firm expanded its activities very r apidly. In 1936 G.n 
insolvent shoe factory and a slipper factory were acq_u i r ed 
in Johannesburg, these two businesses -were amalgamat ed under 
the name of Felt I ndustries (Pty) Ltd. In 1938 another fact ory 
was -established in Cape Town. The firms' activities were 
extended to the manufacture of felts( carpets, cott on -;ool~ 
etc. In 1943, Pelt and Textiles (Pty) Ltd. was formed in 
conjunction wit h the Industrial Development Corporation t o 
amalgamate t he various interests, the following year this ~as 
converted int o a public company - I:'el t and Textiles of 3 . .A . 2" .. td . 

( 10) 35>\; of t~; e advert ising undertaken by footwear manufact ­
urers over a pe"-,~ Od of 5 months i n "The Star" during 1946 ·.-,as 
a ttributed to tllis gr oup. 
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importance of the retailer and the wholesale merchant, 

111. Th§._War.__mg_JJ.§ .. J~f.fects on the D1,st ri but i ve S~s t &ill· 

As the result of the outbreak of wqr in 1939, overeeas 

supplies of footwear were cut off~ imports declined from 

2 '11' . t l'ttl d . '11' . i 10'4( 11 ) m1 1on paLt'S o a 1 e un er :. m1 1on pa1rs n 7Ll- • 

On the other hnnd, due to the increase in the earnings of the 

lower income groups, demand increased. In addition manuf<:'.ctur­

ers were engaged on large military contracts.C 12) The result 

was a remarkable increase in production of leather boots and 

shoes from 7i milli on in 1939 to 11 ~ million in 1944~ 13 ) 
After t he cessation of h~stilities, both demand and 

production continued to increase, mainly as a result of tl1e 

difficulties ci' obtaining supplies from overseas, and t:1e 

demand by returned ex-servicemen. Further, large purch8ses 

were made by refugees and members of passing convoys; 2nd 

large consignments were despatched to Eur~e by relief 

organisations.(i4) 

As a result of this increased production, the pro-

ductive capacity of the manufacturing establishments expand­

ed •. Manufacturel"'S 9 realising the possibility of a falling off 

of demand, atter.1p ted to obtain guaranteed outlets for t:1eir 

products by controll in·g the disposal of their output. 

As a result of the increased demand, the financial 

position of small manufacturers and small retailers was stre~1g-

thened, and tbeil" reliance on the wholesale merchant as a 

means of disposing their output or obtaining long credit de--------- -
( 11) Table 7 '':Ync ts and Figures of Footwear Manufacturing in 

S,Africa ~ 
( 12) Total pr oduction of leather boots and shoes for t :1e a rmed 
forces up to 1944 was a little over 8 million. Canvas footwear 
produced fer the armed forces was a little over 3 million prs ; 
( 13) Table 111 Facts 2 Figures of Footwear Manufacturing · in :3 •• ~. 11 

( 14)Footwear I<anufacturers' Federation Year Book 1945, page L~3 · 



decreased. 

Thus~ the increased demand and production have had a 

considerable ef fect in reducing the importance of the whole­

sale merchant and increasing the impo J.•tance of both the manu­

facturer and t he retailer in the chain of distribution. 

The war, however, also set into motion certain forces 

which tended to have a counteracting influence. For instance , 

the price cont rol regulations, which enabled manufacturer s 

to obtain the same price for their produce, whether they sold 

to the retailer or the wholesale merchant, had the effect of 

encouraging manufacturers to sell to the wholesale merchant 

in preference to the retailer. Further, as result of the 

rationing of petrol and tyres, and the shortage of stocks, 

manufacturers called on retailers less frequently, and thus 

tbe retailer 'vYaE obliged to fall back on the wholesale mer­

chant for prompt deliveries. 

Another very interesting feature arising out of the 

war was the increased interest taken by mining and financial 

11 houses" in indus trial enterprises. This was brought about 

by the fact the.t during the war~ large cash reserves were 

accumulated by mii'ling and financial "houses", and as a r esult 

cf the curtailmel1t of building and mining, considerable ciif­

ficulty was found in ob taining profitable outlets fer these 

funds. The GovePnr.1ent taxation and borrowing policy was not 

bold enough to absorb these liquid reserves, with the result 

the supply of money was greater than demand. Interest rat es 

fell and share values rose. With the cessation of hostilit ies 

and the rich gold strike in the Free State, the "bullish 

tendency11 en the stock exchange developed into a major boom. 
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li'inancial and mining "houses" realising tbe opportunity 

of' obtaining ready cash from the public, began to float large 

industrial and financial houses and expand existing cnes. 

These funds were then used to acquire large shareholdings in 

commercial and industrial undertakings; interests in 8 large 

footwear manufacturing establishments were thus acquired. 

Th~_Q.ontrol and Interest of Industrial and :1ig§.gcial H.Qg~§. 
~n Footwear Manufacturing_~stablish~~nts. 

M~~fact~in~stablishment. 

United Shoes (Pty) Ltd. ) 
Modern Shoes (Pty) Ltd. ) 

?inancial or Industrial Hggse. 

Second Merchants Corporation. 

Consolidated Rubber (Pty) 
Algoa :Soots Ltd. 

Ltd.) South African General 
) Industries. 

Nugge t ~ootwear Ltd. 
P.E. Boot Co. Ltd. 
.African }:tubber c~ Shoe Manu­
facturing Co.(Pty) Ltd. 
Felt and Textiles(S • .A.) Ltd. 

Porterfield Estates. 
Rock Holdings • 

Orkin Holdings. 

Ihdustrial Developuent 
Corporation. 

As yet it is impossible to predict with any certainty 

what effect this movement is likely to have on t~1 e distribu-

tion of footwear. So far it appears that the division of 

labour principle has been merely applied to finance 9 for the 

management and to a certain extent the control of t~) eCJe organ-

isations still appear to be vested in the previous propriet~rs. 

:::owever, within the Orkin Holdings group t l1ere are a 

number of distributing organisations, and it is very likely 

they will act as tbe main distributors for the African Rubber 

and Shoe l.:anufacturing Co.(Pty) Ltd. Further, South African 

General Industries have recently acquired the Atlas ~ootwear 

r.td., a distributing organisation. From this it appears that 

it is very likely that in the future these financial and 

indu$trial houses will be instrumental in carrying out large 
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combination and amalgamation schemes. 

Ar: numerous. references have already been made to the 

~art played by advertising in the distributive structure , 

this section will be mainly confined to a discussion of t~e 

pr~sent advertising methods of manufacturers and retailers, 

with particular emphasis on newspaper advertisine~ and the 

effects of footwear advertising. ?or the purpose of this 

discussion~ advertising will be divided into manufacturing 

advertisinc and retail advertising. 

A. f:'he Ad~£.t i~in,g of ::?ootwear by Uanufacturers. 

Before the war manufacturers relied mainly on retailers 

to provide the necessary information to consumers about their 

products, and thus the advertising undertaken by manufactur-

ers were mainly confined to the retail trade, through trade 

journals and dealer assistance, but even this form of adver-

tising was on a very small scale. It was only on spec ial 

occasions that manufacturers undertook any consumer advertis -

ing on a national scale. In 11 l'he Eastern Province ~ :c:e 3ld 11 over 

a period of four months( 15) in 1939, there was only one advert-

isement of 12 inches of one column space. In "The 3tar11 over 

a period of 5 months( 16 ) there were 13 advertisements total­

ling 176 inches .• 

As a result of recent developments a complete change 

bas taken place in the advertising policy of manufacturers. 

------------------------------------------(15) The four months were January, Februaryg April and Decem­
ber. These months were not chosen for any particular purpose, 
but were regarded by the writer as a sample for t l1e ~rear. 
The fi gures for December 1945 were taken to represent Decem­
ber 194C. 
(16) The five months were Janua~y, February, March~ April 
and December. 
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ilurin~ 1946, over a period of four months advertising in 

"The Eastern Prov.ince Herald", there were 65: footwear advert­

isements with a total space of nearly 1000 inches of one 

column spacing, that is nearly a hundredfold increase over 

the 1939 period . In "The Star" over a period of 5 montbs there 

were 99 advertisements totalling 1392 inches. 

In addition, manufacturers have begun to advertise 

extensively in weekly periodicals, magazines 9 fashion jour­

nals and on the screen, whereas before the war vel,~r little 

or no advertising of this nature was undertaken. Advertising 

agencies in various centres maintained that' they were unable 

to obtain sufficient advertising space to satisfy the demands 

of the footwear manufacturers. 

A conservative estimate is that advertising by manu­

facturers has increased by at least ten times in the last 6 

years •. Production over the same period bas increased by a 

little more than 25%·· This means that advertising costs per 

pair of s~oes has increased considerably •. It is very unlike­

ly that this increase in advertising has resulted in a 

decrease in other distribution costs or production costs. 

It is extremely difficult to know exactl~ to what extent these 

costs have been passed on to the consumer in tbe form of high­

er prices. The method of price control in the footwear manu­

facturing industry until very recently was the 1939 11mark up 11
, 

multiplied by a factor. Costs were defined so as not to in­

clude advert ising expenses, but due to the lack of strict 

supervision and the elasticity of the price control regulat­

ions, it is not unreasonable to suggest that it is possible 

that some manufacturers are including advertising costs in 

the price of the product. 
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There appears to be two main reasons for this tremendous 

increase in advertising. The firnt reason has al:t eady been 

discussed on previous occasions, that is, manufacturers~ in 

order to obtain a control over the disposal of t :1ei:J."' products , 

have undertaken large scale advertising campaigns. Secondly, 

expenditure on advertising is a rather useful means of re­

ducing t~e manufacturer 's liability for Excess Profit Duty. 

I n other words £100 spent on advertising only costs the 
(17) 

manufacturer £50· Thus the present value of manufacturers' 

expected returns of £100 of advertising is greater t han 250. 

The high Excess Profit Duty is probably t :1e main 

reason for this tremendous increase in advertising . In fact 

in certain business circles it is actually refe~red to as 

"E.P.D. :\dvertising''· As :.: . ?.D . is reduced , the volume of 

advertising will decline, but it is very unlikely t:1 at it will 

be reduced to anything like th~ pre-war level. 

B. :!'b_~_8.dV§!_rt if? i.~.E. qf ~FQQ1E~~r _Qx_~~tail e~§_. 

As a result of conditions arising out of t he war , the 

demand for consumer goods has increased, whereas supply has 

been reduced, with the result a greater portion of t :1e burden 

of bringing buyer and seller together has been Sl1i r,ted on to 

the buyer. Thus the necessity ror advertising by r etailers 

has decreased, In five months' advertising in "The Star"~ it 

was found that the volume of advertising had decreased from 

136 advertisements (occupying a space of 2336 inches of one 

column space) in 1939 to 96 advertisements (occupying a space 

of 1504 inches) in 1946. This reduction may have been greater, 

had it not been for the high Excess Profit Duty. A reduction 
\17} Here again -wen'ote -tn"ea.:lr'ference b'etwee·:n·· ·· l>":1e-costs to 
the consumer and costs to the community, The ccmmunity pays 
the full cost of the advertising, whereas the consumer only 
pays a part thereof. 
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of £100 advert ising would only result in a saving of :~50 to 

the retailer, who paid Excess ~rofit Duty. 

To what extent this decline in advertising is due to 

the fact that there was llseller's market 11 is difficult to say. 

For there were other important factors that influenced the 

volume of advertising, such as increased advertising ~ates, 

shol"'tage of advertising space, and the fact tbat manufactur­

ers had undertaken large scale advertising campaigns . 

Unfortunately there is no statistical information 

available to indicate whether there has been a corresponding 

decrease in the value of sales, as well as the number o~ pairs 

of shoes sold, by those retailers who advertise in liThe Star", 

This is unlikely. Assumi ng that those retailers who advert­

ised in 11 The Star 11
, decreased their total advertising expend­

iture in more or less the same proportion as they decreased 

their advertising in liThe Star 11
, thern the retail advert ising 

expenses per pair of shoes during 1946 was less t han in 1939· 

In spite of the fact, that there has been a seller's 

market, retail advertising in 11 The Eastern Province Yerald11 

has incr eased from 52 advertis ement s of 1134 inches of one 

column space over a period of 5 months in 1939 to ,J8 advert­

isements of 2129 inches during the same period in 'i9l.j.S . 

This increase has been brought about by local conch t i ons in 

the last few years. Two chain organisations have opened up 

branches and 3 new footwear stores have been established in 

Port Elizabeth~ ~he initial advertising outlay i n new stores 

tends t o be greater, and in addition competitors were more 

or less f orced to advertise in order to maintain competition. 

The most striking· feature in retail advertising of 

footwear is t !1 e considerable fluctuation in the v olume of 
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advertising~ In "The Star" and "The Eastern Province Herald", 
~ 

approximately 50/v of the advert ising was on a l~riday (see 

Tablel Annexure 1) and approximately 75~ of the adver tising 

fell on ·.lednesday, Thursday and Friday. The main reason for 

this is that in large centres there is a considerable number 

of weekly paid workers 1 who ~e usually paid on rriday. Thus 

the purchasing power ava1lable on Friday and Saturday, partie-

ularly Saturday, the convent 1.chal shopping day p is greater 

than other days of the week • 

.And for similar reasons, advertising tends to be high­

est in the first week of the month and lowest towards the 

middle of the month (see Tables 1 and 11 Annexure 1). 

Another noticeable feature is that the volume of 

advertising undertaken by chain or>ganisations forms a greater 

percentage of retail advertising in 1946 than in 1939· It 

also appears that chain, departmental and independent stores 

all tend to have different advertising policies (see Tables 

V,Vl and Vll Annexure 1). 

c. The Effects of Advertising. 

Irrespective of the purpose and reasons for advert-

ising b~r manufacturers and retailers, advertising tends to 

have tl1e effect of firstly~ altering the consumer?s subjective 

valuation of a particular brand of footwear, and footwear in 

general; and secondly,- influencing the operation of bringing 

buyer and seller together;: 

Due to the lack of standardisation of shoes, and the 

difficulty of setting a valuation for the varying product 

characteristics, such as style, the niceties of manufacture 

and comfort qualiti es, it is very unlikely that the advertis­

ing of footwear or a particular brand of footwear would affect 

r 
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consumer's subjective valuation of footwear, or a particular 

brand of footwear, to any great extent. 

Eowever, all advertising tends to be competitive, 

either between commodities or between commodities and leisure, 

thus not only will the advertising of footwear, but all ad­

vertising, whether it be for patent medicines or cinema shows, 

will affect the consumer's subjective valuation of footwear. 

As for the operation of bringing buyer and seller togeth­

er, it is held that as advertising is informative and has the 

effect of standardising consumer's requirements, it reduces 

the cost of distribution. The fact that retailers' selling 

costs of advertised articles is less than that of the non­

advertised product, tends to substantiate this belief. ~here 

appears to be no scientific proof for this belief. In order 

to carry out a successful advertising campaign, the advertised 

product must be slightly different to others, thus advertis­

ing has the effect of increasing styles and fashions, which 

in turn confuses the consumer. In addition advertising tends 

to make it more difficult to sell a non-advertised product. 

Due to the number of variables present, and the diffi­

culty of measuring these variables, it is absolutely impossi­

ble to determine whether advertising has increased or decreas­

ed the consumer's subjective valuation of footwear, or whether 

there has been a reduction in distribution costs. 

v. Ma!lligement £nd its Relationshil.L.!.Q_Dist!:.i£~tion. 

Tl1e consumer through the pricing system will ultimately 

determine the methods and policies and even the costs of 

distribution. Under the 11bespoke11 method of production, the 

working of the pricing system was simple and straight forward, 

, 
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but under the present factory system producti on has to be 

planned far in advance and the process tends to become rather 

complicated. Decisions taken by the management and the co-

ordination of such decisions will have a consider8ble influ-

ence on the distrib,utive structure. The ability of the m~nage­

ment to make decisions depends upon two factors ( g ) the 

structure of management, and (b) the standard of tro.ining. 

(a) 1:~ Structure of Management. 

In order to make decisions and to carry out such 

decisions successfully, it is essential that t~e mr nagement 

should be so arranged that the work of every person in t he 

organiso.tion should be confined as far as possible t o t:1e 

performance of a single leo.ding function, and e o.ch function 

should be so co-ordinated as to obviate waste and friction. 

Questions of responsibility and authority should be clearly 

defined so as to avoid confusion.C 18) 

Thus the distributive process if it is to be carried 

out successfully, should be under a separate department 

known as the Sales Department •. The head of such a department 

should be an executive and should have a certain amount of 

control in the policy of the organisation, particularly in 

the production programmes in the case of the manufacturer, 

and the buying policy in the case of the wholesale or retail 

merchant •. 

In South Africa, due to the f amily influence on t he 

------------------·-------
(18) Taylor - "Scientific Management" 
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business organisation,( 19) proprietorial interest tends to 

become involved with executive decisions, which are often 

inf'luenced by sentiment and proprietorial interests and mo-

tives and not necessarily by reason. Responsibility and 

authority are very seldom defined and it is not unusual for 

one member to interfere in the function controlled b~r another. 

More often than not the various functions of the distribut-

ing organisations are controlled jointly by a number of mem­

bers of the family.( 2o) 

This family inf~uence on management has had a consider-

able influence on the methods and policies of distribution. 

The family organisation very seldom pJ qns far ahead, with the 

result the policy of st~ch organisations tends to he sl1ort-

sighted, and clashes vd.th the general interests of society. 

In this connection it is interesting to compare the 

(19) Out of the 96 manufacturing establishments~ 24 were indiv­
idual concerns~ 24 were partnerships, 43 were private compan­
ies and 6 were public companies. The management of the individ­
u n.l and partnership organisat ions were to a grea:t extent 
c ontrolled by fami ly interests. Many of the compan~r orsanisa­
tions are entirely or rartially controlled b~ the family. 
On an exG.mination of the 1 ctterheads of 32 companies, i t was 
found that of approximately 50/~ of these , nt le2.s t two of the 
directors had the same nnme . Even the two largest footwear 
organisations have a tremendous family influence, in the one, 
2 out of the 6 directors, and in the other, 3 out of the 9 
have the same name. For the exception of a few la~ge retail 
and wholesale organisations, the ma jority are individual and 
f amily concerns. 
( 20) .According to the Census of Dis.tribution of Industrial 
Production 1942-43, out of the 96 manufacturine establis:"'l'cmts 
only 23 claimed to have bad sales managers, This means that 
sales function in the other establishments must have been 
carried out by persons in charge of other functi ons, probably 
the proprietor himself. The fact, that the average salary paid 
to the Sales Managers w.1s only £872 p.a. is sufficient indica­
tion that the Sales f.lanage1 s vre:ce , in the rna jori ty of cases, 
carrying out routine f~nctions and not making decisions. 
For the exception of the l arger cha in organisations and devart­
ment stores, the majority of the funct ions are carried out by 
the proprietor himself or b;>r a member of his family. 
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policies of the chain organisation, which is usually n non-

family organisat ion, and a family-owned retail store, towards 

the ownership of property. The former organisation usuo.lly 

possesses ownership of the building in which the retail store 

is situated, whereas the individual retailer does not. 

Admittedly the former organisat ion has greater funds at its 

disposal, but this is net the main reason. The ch 2in organi­

so.tion tends to plan further ahead than the independent store, 

for by possessing ownership of the property, o. retcil store 

is o.ble to build up a considerable amount of ecodHill, o.s a 

result of a permanent location. This in turn will probably 

have the effect of r educ ing the cost of bringing buyer and 

seller together. ·. 

Anot~1 er example of this lack of foresight is t:1e atti­

tude of manufacturers towards the export trade in t~1e las t 

few years. The Minister of Economic Development nnd the ~oct­

wear r.:anufacturers ' Federntion have both emphasised t;nd 

stressed t:1e importance of manufacturer s obtaining ;:md retain­

ing export connections with a view of establ i shing a perman­

ent export market for South .Africa •. The Contrcllei' of IJee.ther 

has from time to time reported tb at ex}?ort quotas 1verc not 

being filled. 

As a result of recent devel opments , particula~ly t~e 

move tovvards amalgamations and combinations, tt:e famil~r 

influence on management has slowly begun to decline . Ti1is 

decline has been retarded by the protection afforded to man­

ufacturers in the form of high customs duty. In addition, 

the continual rise in the price of gold has had the effect 

of bolstering South African economy at regular intervals, 

and has produced a considerable amount of slackness in South 
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African Industry. 

As the family and the free enterprise system iS still 

the basis of our society, it is more than likely tbat the 

family organisation will continue to play o. very important 

part in the structure of distribution for many years to come, 

pnrticuls.rl;y in the young and undeveloped parts of t:1e coun­

try, where initiative and enterprise are needed for the build­

ing up of capital. 

(b). The Standard of Training. 

The majority of people engaged in distribution do not 

possess the necessary qualifications or training. Both retail­

ing and manufacturing, but particularly retailing, offer many 

attractions to the man with little capital and initia tive 

and no professional aptitudes, for it gives a person t~e oppor­

tunity of being an employer and the chance and tl1e l1ope of 

making large profits. The opportunity is of considerable 

value to minority groups (Indians, Greeks, Chinamen and Jews), 

for retailing offers them a certain amount of security. 

It has been suggested that people wishing to under­

take tne distributive process should possess the necessary 

qualifications before being issued with a licence. It is !:ielc1 

that doctors, lawyers and accountants are required to pass 

certain examinations before given the right to prnctise. 

Further, their behaviour as doctors, lawyers and accountants 

are ~overned by a set of regulations eo as to protect the 

public from malpractices! Artisans have to undergo long per­

iods of training and apprenticeship before being able to 

undertruce certain kinds of work~ It is held that a similar 

system should be applied to the distributive trade. A distrib­

utor of footwear, who has very little knowledge· of fittings 
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and footshapes is not in the position of b eing Qble to carry 

out the distribution function efficiently. Moreover, he has 

the effect of increasing distribution costs. 

The main objection to such a li·censing system is that 

it interferes with individual liberties, and that it would 

be extremely difficult to put into operation. The first ob­

jection is a political factor and falls outside the scope of 

this thesis. The second objection is matnly of a technical 

nature and could be overcome with a little difficulty. 

Alternatively, it has been suggested that manufacturers 

and wholesale merchants, in order to restrict the number of 

retailers ,who do not possess the necessary qualific~tions, 

should ~ay more attention to the ability of the ~etailer to 

succeed, before granting l·ong credit terms. It is held that 

this may have the effect of eliminating the less efficient 

retailers, and thus reduce costs. In addition a restr iction 

of credit may have the effect of reducing holding costs, for 

retailers will exercise more care when making purchases. 

Similarly, it is held that machinery and supply com­

panies should pay more attention to the qualifications of the 

manufacturer before leasing machinery. 

In South Africa, it appears that the more success­

ful organisations have been built up by individuals or family 

interests, who have had very little scientific training in 

executive responsibilities •. This fact has inf luenced their 

attitude towards the employment of trained personnel. :F-Iowever, 

the mood of the business community is slowly changing, but a 

considerable amount of propaganda is still necessary to bring 

about this change in attitude. In this connection, Excess 

Profit Duty has had a considerable retarding effect on the 



movement, for the incentive to increase efficiency has de­

clined. 

Vl. The §.~ and its Relati.QD§hip to ~-hlruj£e,ting~ 

Distri£ution_Q£ Footw~ar. 

No direct attempt has been made by the state or any 

other public authority to regulate or interfere with the dis­

tribution of footwear. However, the activities and policies 

of the state and other public authorities have hod a consid­

erable influence on the distribution process. These activit­

ies cen be conveniently divided into those that influence the 

demand and those that influence the supply of footwear. This 

divisi on 1s an arbitrary one. Certain activities of the state 

may affect both supply and demand. Others may only have an 

indirect in.tluence by improving the efficiency of tbe market­

ing and distribution structure. 

(a) Demand Factors. 

The demand for footwear depends upon two factors (1) 

the income of the family group, and (2) the pattern of expend­

iture of the family group, The state or any public autho~ity 

by influencing either of ~hese factors will ai'fect t:1e demand 

for footwear. 

In recent years the distinct ion between t~1e sat isfact­

ion of the consumer (measured in terms of money) and the wel­

fare of society (a term used in the broadest sense and which 

cannot be measured in any unit v alue) has become apparent. 

A consumer may derive a consider able amount of satisfaction 

from drugs, but its consumpti on has become harmful to society. 

On the other hand, the satisfaction derived from heal th ser­

vices may be less than its e~ntribution t o the welfare of 

society. The state has influenced the demand for both tbese 
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commodities with the purpose · of protecting the interests of 

the country. In the one case this has been done by means of 

legislation and strict police supervision, 8.nd in the other 

by subsidies. 

Footwear, however , is a commodity where the sntisfact-

ion of the consumer does not generally clRsh with the general 

welfare of the country. Thus the state policy towards the 

demand for footwear may be regarded as :passive~ l:owever, there 

is one exception; in certain classes of employment the nature 

of the work makes the protection of the feet necessary, and 

it is very likely that in certain c~es the satisfaction of 

the consumer may be less than is reasonably necessary to pro-

teet the health of the country. Thus the state by means of 

legislation has made it compulsory for an employer to provide 

free of charge and maint ain in good condition an adequate 

supply of protective clothing and appliances, including foot-

wear, to an employee, who in the course of his work is exposed 

to wet processes, or to heat, or any poisonous or otber injur­

ious substances liable to cause injury or disease.( 22) 

It would be extremely difficult to try and evaluQte 

the actual effect this legislation has had on t he deoand for 

footwear. It is more than likely that it has led to an increase 

in the demand for certain types of foot~ear, such as rubber 

boots or miner's boots. Further, it bas enabled a concentrat-

ion of demand to take place, and so has probably :1ad the effect 

of reducing distribution costs~ On the other hand, t he 

increased demand for occupational footwear has reduced the 

(22) Sec. 10 (1) Wages Determination No. 105 - Unskilled 
work on the Witwatersrand and the Reef~ Para.18 of the regu­
lations promulgated umder Section 51 ( 1) (c) of the Factory, 
Machinery and Butlding Works Act No. 22 of 1941 and by Govt. 
Notice No.1227 of 1941 also makes similar provisions. 
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demand for other types. 

The state's economic and political policies hnve had a 

considerable influence on the factors that determine t l1e de­

mand for footwe ar. '.Vage legislation, taxation, customs duty 

and r 8ilway r ates have all influenced the patter n of expend­

iture of the fnmily as well as the amount availnble for 

expenditure. The government's "civilised" labour policy has 

had the effect of preventing an increase in the earnings of 

the Non-~uropean population, and increasing the earning 

capacity of the European population. This has materially af­

fected the demand for all consumer goodst including footwear. 

A more c~ual distribution of wealth would lead to a great er 

demand for all consumer goods. 

During the war the clash between consumer satisfactions 

and the welfare of society bec ame more apparent. The state 

by means of various contro:ls and increased taxati on was able 

to influence not only the pattern of expenditure and the 

inc ome 2vailable for expenditure, but also the supply of 

consumer goods. ·It is held that footwe ar was less s carce th an 

other wearing apparel, and thus the demand for footwear dur­

ing the war period was regarded as above "normal". 

(b) §~1~ Fact~. · 

7it h the growth of large scale production and selling, 

conditions of perfect competition began to dis appear ~ and 

monopoly conditions began to devel op • . Certain profit-seeking 

operati ons of businessmen tend to clash with the broader 

interests of society. -Tbe state in attempting to prevent this 

clash of interest, undertook to control and regulate a num­

ber cf distribution functions, Certain practices ar e dishon­

est because they involve fraud, deception and bad f a ith. 
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The state in order to protect the consumer from such pract-. 

ices has attempted to control and regulote the sale of commo-. 

dities. Under the Weights and Measures Act( 23), the sale of 

commodities must comply with certain regulations as to weights 

and measurements. Act32 of 1923 prohibits the manuf2cture or 

the importation of footwear made from adulterated leather~ 

Certain activities, although not dishonest, tend to be against 

public policy, such as trading on Sunday,< 24) or advertising 

on national roads. 
( 25) 

Certain competitive practices of to-day tend to i1inder 

the ::.:!"lr ... ability of business men to compete. The state has 

attempted to control the plane of competition so as to retain 

all the ben . ..:'its which result from competition, while exclud-

ing those manifestations which seem to thwart the IJest 

interests of society. 

I'or instance, the Trade Marks. Designs and Copyright 

Act ( 26 ) encourages initiative and incentive by giving the 

owners of trade marks certain privileges, but at t~e same time 

laying down certain provisions .so as to prevent business men 

obtaining unfair advantages over their competitors. In this 

connection it is interesting to note the case of Cutl.1bert & 

Co., vs. Southall & Co. • ( 27) where it was held that t~1e trade 

mark 11 lightfoot 11 was a term which had special refer ence to 

the quality of the shoes, and thus would give the firm an 

unfair advantage over its compet i ~ors. Further, t :"2 e :~-,ootwear 

Manuf'acturers' Federation opposed the application of t:1e 
----·---- -----
(23) Weights and Measures . Act. 32 of 1922 amended by Act 13 

of 1933 and Act 8 of ~940. 
(2~) Sunday Observance Ordinance .1838. 
(25) Advertising on Roads and Ribbon Development Act 21 pf 

1940. . 
(2

2
6
7

) Act 42 of 1941 as amended by Act 31 of 1941. 
( ) Volume 19 S~~.P. page 435· 
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International Shoe Company of U.S.A. for the registration of 

the trnde mark "Happy Hiker 11
, on the ground ti1 o.t t~'}e term 

hiker tad direct reference t o the character of t~e choe, and 

would give the trade the impression it was built for t:1e 

purpose of hiking.( 2B) 

T~e giving away of free gifts or coupons ( 29) is also 

regarded as illegitimate competition, for it tends to influ-

ence the consumer to purchase an article on account of the 

free gift of coupon, thus giving certain manufacturers and 

distributors an unfair advantage over competitors. ?urther 

it is held that such a scheme tends to have the e?fect of 

increasing prices.(30) 

In order to ma intain open competition in tr':'.ding on 

mining grounds, the Gold Laws (35 of 1908) of the Transvaal 

were pas sed . These Laws prohibit persons carrying on mining , 

being interested in a business on which such minin~ is carried 

on and for which general dealer's licence or n municipal 

licence is required. The Gold Laws enable the h ining ']ommiss-

ioner to put up for auction certain trading concessicns on 

minine eround . It is very doubtful whether this n1et~1od of 

grantir..g licences has had the effect of mainto.ining competi t-

ion. The present method of trading on mining ~round 3ppears 

to have all the disadvantages which result fPom competition 

and none of the adv ~ntages of the l ack of competition. Thus 

it has been suggest ed in certain quarters that e. pv.blic util-

i ty cm ... poration should be set up by the state fer t::e purpose --------

1

28l ~.u . ~ . 1945 Year Book, page 49. 
29 Trades Coupon Act 18 of 1935· 
30 It is interesting to note that one of tbe l J.rgest manu­

facturing concerns in S.A. was contravening this regul~tion 
before the war, by placing b a lloons in children's shoes. This 
tended to influence children to persuade their :!.) a:cents to 
purchase a particular peir of shoes. 



of tr£lding on mining ground •. It is held such a system of 

trading, if efficiently administered, would have the effect 

of reducing distribution costs. This suggestion is 9 however, 

mere speculation; but a thorough investigation of the present 

methods of trading on mining ground would be highly desirable. 

has 

Besides controlling the plane of competiti on, the state 

the p~1er through the Board of Trade of Industries (j1 ) 

to enquire and report upon the extent and the effects of 

agreements, arrangements, combinations, ass ociations and 

trusts i n any industry, which has the effect of creating mono-

:poliee m'ld agreements in restraint of trade , In t~1e pas.t the 

Board bas not exercised these powers to any great extent as 

far as the footwear industry is concerned. At present 9 however, 

the Board is preparing a full report on the activities of the 

Boot and Shoe industry. In addition, the Board has the intent-

ion of carrying out an investigation into the amalgamation 

and combination movement in industry in the near future.< 32) 

The state's economic and political policies not only 

affect the factors thAt determine the demand for footwear, 

but ale o influence those factors that determine t :1e supply of 

footwear. Business men, when estimating consumer 9 s require-

ments, have to take into account the state's future policies. 

If the policy of the state is consistent, then bus iness organ--

isations' estimations of consumer's requirements are likely 

to be accurate. If, however, the policy of the state is con-

stantly c~anging or the policy is very uncert a in, then the 

estimations of consumer's requirements are likely to be less 

accurate. 

( 31) 

(32) 

_____________________ ....,__ ..._ .... 2ilOill _....,_..... ___ _ 

Sec.l (1) Act 28 of 1923· 
Sec.9. Act 19 of 1944· 
Board of Trade Report 282t :page 75, note 1. 
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Recentlyt government's policies have created a consid-

erable amount of uncertainty in the busmness world. In 1946 

Mr. Hofmeyer reduced E .P .D. as f'rom July 1945·. It is expected 

that the same procedure will be adopted in his 1947 budget. 

This means that when estimating fu.ture requirements another 

unknown factor has to be taken into account.- Further, the 

attempt to po.ss Clause 6 of the Income Tax Amendment Act of 

1946 caused a consider D.ble amount of opposition: In r·eferring 

to tbe withdrawal of this clause, the Minister made a t hreat, 

(we cannot call it anything else) to the effect that he would 

devise some other means of achieving his purpose 1 and this 

is bound to create a feeling of uncertainty amongst business 

organisations.< 33) 

The future policy of Railway Rating is very uncertain. 

The Board of Trade Report No.285 recommendea a revision of 

the present principle of 11 what the traffic can bear 11 to the 

principle of "cost of service", as the means of determining 

rates. Tile Minister of Transport in a White paper subsequent-

ly supported the present system. In a recent speech made by 

the Minister, he vaguely hinted that some of tbe recommenda­

tions of the Board may be adopted in the future. 

The government's future labour policy has not been very 

clearly defined. This particularly applies to the state's 

attitude towards African Tr~de Unions. 

The price control policy of the government h~s ~lso 

coqe in for a considerable amount of criticism. In interviews 

with numer ous manufacturers, as to the method of price con-

trol cdopted in their organisations, contradictory C'\nswers 

(33) Statement made by Mr.H.J. Gnnderson at the 8th .Annunl 
Report of the Nassau Investment Corporation. 



were given. Mnny organisations were rather vague as to the 

methods used, others confessed that in many cases they were 

unable to understand the regulations. In addition, the 

methods of determining prices were constantly being chrmged •. 

Of l8te the government's attitude towards the gold mines ~~o 

created a considerable 8mount of ~certainty, and the govern­

ment's policy is partly responsible for the crash on the 

Stock Exch~nge, which in turn h86 affected the purchasing 

power available for consumer goods. 

All this uncertainty has made the estimation of future 

requirements of the consumer rather difficult, and tbe pr-ty­

ment to bear the risks of undertaking these estimRtions has 

increased a ccordingly. 

The state, however, attempts to reduce the uncertainty 

of the future in numerous ways. The laws of the state relat­

ing to purchase and sale, and the laws relating to insolvency, 

comp~nies, bills of exchange, etc,, lay down procedures and 

regulations which have to be followed in the business world. 

This bas the effect of reducing to some extent a certain 

amount of risk. Further, the state by providing ccrtnin 

statistical information, assists the business organisation 

in estimating future requirements. 

Vll. ~ Co-ord~ion of Methods and Policies in the 

Distribution of Foot~. 

It will be found that in any society people with like 

interests will tend to come together in order to provide 

certain facilities for their interests. Business men under-

taking the distribution d:>f footwe qr are no exception to . t l1 is 

rule. In order to form an association of like interests, it 

is necess ary that certain functions should be delegated to a 
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collective body. Business men, however, will tend only to 

delegate those functions, ·where the expected return to the 

business organisation is greater than any loss or inconveni-

ence the business organisation is likely to suffer ~s a 

result of the delegation. 

As a result of the concentration and specialisation of 

industry and commerce, the profit motive of the individual, 

on occ2sions, tends to clash with the welfare of society. 

The stctc has thus been obliged to intervene, either by con­

trolling or prohibiting certain activities of the business 

man. This increased state intervention has in turn endanger-

ed certain interests of the business organisation, hence in­

creasing the necessity of co-ordinating their interests. 

A· · Retail Trade Associations. -----------
The footwear retailer's main function is to provide 

certain services to the consumer, such as variety, conveni-

ence and immediacy. The provision of such services depends 

to a considerable extent on the individual personality IDf 

the organisation. The retailer regards this as a sort of trade 

secretp and thus is not very willing to delegate any of his 

functions. The expected return will be less th2n the loss or 

inconvenience the retailer will experience as a result of the 

delegation of such functions. This is probably the mnin 

reason why there is no footwear retail~rs' association to-day. 

However 9 as soon as the state began to take an inter-

est in the various activities of the country, it became appar­

ent that the state's interest tended to clash with the inter-

est of the distributor • . Thus distributors came together for 

the purpose of organising themselves as a front agains~ tbe 
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state. As . far back as 1857, at the first meeting of the 

Durban Ch~mber of Commerce, the President summed up the pur­

pose of the Chamber in the following word·s; '-'The fact of the 

existence of such a body will often tend to prevent the very 

attempt at partial or vicious legislation" .( 34) 

The main function of the Chamber of Commerce has been 

the scrutinising of legislation that affects its members, 

and to ~gitate for legislation wherever needed. Railway rating 

policy, postal matters, customs duty and problems of taxation 

have always been the main items on the agenda • . 

The growth and the development of the Chamber of Com-

merce can be closely correlated with the growth of govern-

ment interference in trade and industry. ~he government, due 

to the war, has been given considerable powers under the 

emergency regulations. Problems of imports, exports, prices, 

rents and the allocation of resources and manpower have been 

decided by various government appointed contrcl boards, in-

stead of the interaction of supply and demand. As a result 

of these increased powers, the Chamber of Commerce hc.e been 

extremely active •. During the war, the Chamber of Commerce in 

the various centres acted as an liason between the govern-

ment and the distributor for the purpose of deciding matters 

arising out of control. After the cessation of hostilities, 

the Chamber has been very active in agitating for the relax-

ation of such controls • . 

Numerous footwear retailers and wholesale merchants 

have joined the Chamber of Commerce, which is a simple trade 

association of traders, aiming merely at assist ing its mem-

bers in their business activities. The ·object is not to inter-
-------------------------------------------------- ·-----------
( 34) "Rules of' Association of the Durban Chamber of Commerce". 
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fere with the business itself but to promote general condit­

ions favourable to traders. 

B. Manufacturer's_S,~ociati.Qg• 

Like the retailer, the manufacturer had very little 

to gain by delegating any functions .. The powers of the 

Manufo.cturer's .Association were very much the same as those 

of the Chamber of Commerce. It merely aimed at assisting its 

members in their business activities with no object of inter­

fering with business itself. 

~ith the expansion of the footwear manufacturing indus­

try in the 1930's• and the growth of the large manuf~cturing 

unit, the problems of the industry and the manufacturer be­

came r·ather complicated. Further 1 as a result of tl1e increased 

activity of the state, particularly during the last 6 years, 

the industry's and the manufacturer's associations' problems 

increased. It soon became apparent that some of the tasks 

could be best undertaken by an organisation representatiVe 

of all tl1e associations. In 1944, this need wns fulf'illedi 

the Footwear Manufacturers' Federation of South .Africa was 

formed, consisting of the five existing footwear manufactur­

ers' associations. The functions of the new organisation can 

be roughly divided into three categories. 

Firstly, it provided the machinery to enable footwear 

manufacturers to co-ordinate their activities with that of 

the state and other industries. Such co-ordination was in 

many cases already in existence, ·but the national ;rr:;c:tnisa­

tion was more competent in arranging for this co-ordination, 

The J!,ootwear Manufacturers, Feder at ion was represented on 

The Controller of Leather Central Advisory Committee, Tl'le 

Army Boot Committee, Leather Industries Research Institute, 



The s .A. Federated Ch amber of Industries and the ·"/e.r Dispo­

sals Board. It further co-operated with the Institute of the 

Boot and Shoe Industry. A permanent liason committee was 

set up to deal with matters with tanners and the general 

l eather goods section.(35) It was suggested that the Footwear 

·Manufacturers' Federation should encourage co-operation with 

other industries. Proposals were put fOrw·ard f'or the format-

ion of a Eational Colour and Style Committee, with a v iew 

to maximising the efficiency of sell.ing fashion goods and 

giving better service to the public.(3G) 

The setting up of the Footwear Manufacturers' Federation 

enabled the manufacturers to tackle their most important prob­

lem - protection. The Federation has been very active in this 

sphere, especially with regard to the continuation of import 

control. Various representations have already been made to 

the Board of Trade on this problem. 

Secondly, the Federation undertook certAin taslcs which 

were previously in existence, but due to the nature of the 

tasks, coul~ not be undertaken by local manufacturers' associ­

ation. The most important of these tasks was that of publici­

ty and the supplying of certain services. 

In the publicity sphere the l,i'ederation, although only 

in operation for a short while, has made remarkable pi' ogress. 

It has already made known its views and has arranged for both 

advertising and publicity in the various trade journals such 

as "Shoes and Views 11
, "S.A. Industry and Trade", "The Buyer" 

and through the daily press. At the reQuest of the Secretary 

of Commerce and Industries it arranged a display Of S.African 
-----------·------------------------------------~--------------
( 35) "Footwear Manufacturers' Federation Year Book1J 1945 

Page 35· , 
(36) National Secretary s Report 1944· 
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f .ootwear in Leopoldville, and arranged a very attractive 

display this year at the Rand Easter Show • . 

In a Presidential address in 1945, Mr • . .Anderson gave 

what he considered the aims of the Federation for t l1e future, 

in the form of 14 points. The first two o~ these points were 

the organising of fact-finding statistics and the organising 

of a monthly publication of statistical and market reports 

and current manufacturing trends.( 37) Already the F~deration 
has arrcnged for the printing for private circul~tion a sum-

mary of Dr. Stoker's "Statistical Report and Observations 

on the ~:1 ootwear Industry of South Africa 11 
• . The Federation 

invited the Economic Research Officer of the Leather Indus-

tries Research Institute to U!fdertake a survey with t he ob-
' 

ject of improving the official statistical information relat­

ing to footwear manufacturers. It ·has also given an under-

taking to the Board of Trade and Industries that it would 

promote an investigation with the object of establishing a 

standard method of costing •. 

Thirdly, the Federation has extended its function~ to 

include the actual promotion of sales programmes, whi ch was 

previously regarded as being the function of t he ind ividual 

manufacturer and not of the association of manufactur ers. 

In faet in this sphere the Federation has been ver y active 

and helpful; it circulates advice to manufacturers wi th re-

gard to the export market, particularly with regard t o the 

· Belgian Congo and Madagascar. Th~ Federation has been active 

with r egard to contract~ t o U.N~N~R:A. and has als o assisted 

in placing order for 10,000 pairs for the relief of t ne 

Children of ~ran.c~, which was organised by the S .A>:~ . .A. S; 
----------------~.---~----------------------------------------(37) Footwear Manu.facturers' Y ·ar Book, 1945! Page 30 . 
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and further agreed to assist in placing orders of another 

10,000 pairs for Holland.( 3B) 

The co-ordination of marketing and distribution funct-

ions is merely a further application of the principle of the 

division of labour. The Footwear Manufacturers' Federation 

being a specialist organisation, is able to carry out certain 

of the marketing and distribution functions more efficiently 

than the manufacturer himself. For instance, the Federntion's 

publicity policy has done more to reduce the prejudice against 

South .African footwear than the combined efforts of each 

individual manufacturer. Further, the Federation is able to 

provide certain information witn regard to the market . at a 

lower cost. Moreover, by delegating certain functions, the 

manufacture~ is able to specialise and concentrate on the 

remaining functions more efficiently. Thus it is not unreason· 

able to suggest that the co-ordination of certain marketing 

and distributing functions of the manufacturer, through the 

Footwear Federation, has resulted in the reduction of distrib­

ution costs to the consumer as well as to the community. On 

the other hand, this co-ordination of interest may l ead to 

the formation of agreements in restraint of trade or against 

the general interest of the consuming public. This, in the 

opinion of the writer, is inevitable. In other words, the 

co-ordination of activities may at the beginning lead to a 

reduction in distribution costs and prices, but ultimately 

this may only lead to a reduction in distribution costs to 

the community, prices may increase. This, however, remains 

to be seen, and depends to a considerable extent en the 

state's att itude towards such agreements. 

(38) Footwear Manufacturers' Federation Year Book 1945· 
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3efore trying to decide whether the distribution of 

footwear costs t oo much, or whether the methods of distribu-

tion ere inefficient, it is important that we should view the 

functi on of distribution as an integral part of t~e economic, 

political and s ocial structure of the country. 

::::'irstly, we must take into account the c:1~nging role 

of distribution. Under the bespoke method of pr oduction, 

producei"' and consumer we1""e in close contact wi t l1 each other, 

and as a result the process of transferring footwear from the 

time and pl~ce of production to the time and pl~ce of pur-

chase b:r t :1e consumer, was simple and s traigh tforwa:r·d. The 

bootm2}:er played the combined role of producer, entrepre~eur 

and di~tributor. As a pair of shoes was usually made to order, 

it was tl1e buyer's decisions that determined what was to be 

produced, in what quantities and a t what time. 

To-day, however, under the f a ctory system, production 

is concentrated into certa in areas . The producer and consumer 

are no longer in close contact with each ether , Tiit~ tbe re-

sul t the process of gi vine a pair of shoes pla ce a11.c. time 

value l12s become extremely complicated. Numerous intcrmedi -

aries l1o.ve to be employed, such s s wholesale nerclK.nts , 

retailers 9 transport and banki:t1.g organisations. A pG.il' of 

shoes i s now produced in anticipation of demand, t~us it is 

the seller's estimation of consumers' reg_uirer:1e:nte and n.ot 
? 

the buyer s decisions, t hat determine the production pl"'ogr amme .. 

Jecondly, we must rerr:.ember tha t we ar e liv i n[ u;.1.der 

a free enterpr ise system, where the individu~l l1as a free dom 

of choice and opportunity. Complaints and criticisms of 
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"too mr.ny retail outlets", too much advertising and high 

pressure merchandising, 11 t oo me.ny similar products'' and ntoo 

much duplication of services" are not compla.ints directed 

solely ngnins t the distributive structure, but against our 

whole capitalistic society. The limiting of retail licences 

and the restricting of consumers' choice are a means by '.:vhich 

distribution costs can be reduced, but these methods tend to 

have the effect of interfering with the personGl liberties 

of the individual6 Thus a certain portion of distribution 

costs mny be regarded as a payment by the consumer for his 

or her freedom of choice and opportunity. 

In addition, we have to take into account t l1e fact 

that a distinction has arisen on certain occasions ~etween 

the welfare of society, on th~ one hand, an~ the profit­

s eeking operation of the business man and the sntisfaction 

of the consumer on the other hand. In order to protect the 

interests of society, the state has begun to control and 

influence, in one way or another, both the sellers' estima­

tions of consumers' requirements and the consume:es' choice , 

Of late there h as been a strong tendency on tl1e part 

of the state to increase these regulations. ''I'his :1as been 

brought about by the fact that the world to-day is a very 

closely knit organisat i on, both politically and economically. 

Decisions taken at U,N.O., u.N .N • .R ,A. and other world organi­

sations have repercussions on all phases of life 2nd in all 

parts of t:1e world, The allocation of leather by -.'/Rs:-)ingt on 

and London has had a considerable influence on the policies 

and methods of the distribution of footwear in Soutl; Africa. 

The passing of the so-called Indian 11 Ghetto1
' Act ~K.S led to 

the severing of trade relations by India, with LJe result 
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that the main source of supply for certain types of leather 

linings are no longer available to South African m::-:nufactur­

res. R~ilway 1 coal and shipping strikes in England ~nd Amer­

ica tend to influence the distributive structure. The main 

problem tnat faces every country to-day is to try and tie up 

domestic policies with world programmes with the least poss­

ible dislocation. And as a result, the state's activities 

have begun to hAve an increasingly importAnt bearing on both 

the consumers' choice and the sellers' estimation of the 

consumers' requirements. 

There are numerous schools of thought as to the ex­

tent the state should interfere and regulate business activ­

ities, but due to the number of variables present and the 

difficulty of distinguishing cause from effect, any discuss­

ion on this controversy falls. completely outside the scope 

of this thesis. 

-.'That we are concerned with is whether distribution 

costs ar·e too high, taking into consideration the present 

role of distribution, the faults of our capitalist society 

and the limitations imposed by the state. It is t he opinion 

of the writer that these costs are too high, and could be 

reduced by improving consumers' know~edge of the product, 

sellers' estimations of the market, and finally by co-ordin­

ating marketing and distributing activities. 

At present consumers' knowledge of footwear is r a ther 

vague. By educating consumers to appreciate the quality, 

style and fittings, distribution costs could be reduced. 

Advertising , for instance, should be more informative, instead 

of the pres ent day method of merely bringing to the notice 

or the public the name of a brand. The publication of f ashion 
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journals and consumer guides, the deV.elopment of information-

al labeling, the establishment of Consumer .Advice Bureaus, 

and the standardiSation of the markings of fittings and sizes 

should be encouraged so as to assist consumers in improving 

their knowledge of focrwear. 

·rhe formation of consumer buying clubs should be en-

courared, for the information available would be greater to 

the buying club than to the individual consumer. This partie-

ul arly applies, where due to the nature of the work, the 

footwear reQuirements of the consumer are very similar. Fur-

ther the economies to be obtained from large scale buying 

would be an additional advantage to the consumer . 

The problem of assisting the consumer , however, is not 

as simple as might at first appear. The majority of consumers 

have not shown any great interest or desire in becotning better 

informed, In South Africa the task becomes even more diffi-

cult, on account of the fact that the greater portion or the 

population are unable to read or write. 

There appears to be considerable room for improvc.nent 

' in the sellers estimation of the market, but of all the 

improve~ents that are necessary, none reQuires more attention 

than the selection of lasts by manufacturers, and t l1e method 

of fitting footwear by retailers. In this connection the 

writer wishes to emphasise the importance of taking into 

account the reQuirements of the native population. It appears 

that in the future the Non-European will play a more active 

part in the life of tbe country, particularly in industry, 

and it can be expected that tbe demand from this section of 

the population is likely to increase at a greater r a te than 

that of the European population. 
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Special attention should be paid to the production of 

occupet ional footwear .. Each type of work ente, ils different 

standing, walking and crouching positions. The policeman on 

his beat :1as a different walk t o the postman on }1iS rounds. 

Tram c onductors, shop nssistants and factory workers, who 

spend nest of their time standing, have different foo twear 

requirenents from office and clerical staff, who s pend most 

of their time sitting. At present the choice of footwear 

suitable to a particular occupation is left to the consumer 

to deternine? which he usually does by trial and error. 

It seems that in the past, the majority of sellers, 

· whether manufacturers, wholesale merchants or retailers, have 

relied mainly on their experience, their trade co11nections 

and th e ir f l air for picking up useful information as t l1e ir 

means or estimatirJg the requirements of the me.rket. 'T1en the 

buyer and seller were in close contact with each ot~er, this 

method ::,1rovcd to be useful, but to-dc..y, the gnp between buyer 

and sellej_o is too wide to place any reliance on such ini'ormat'-· 

ion, and distribution costs have probably risen as a result . · 

To-day, with the growth and complexity of t:}e l)roduct­

ion and distribution unit, a more scientific outlook is re­

quired. ~pecial scientific investigations, generally referred 

to as market research, should be undertaken with t~e purpose 

of estim~tL.1.g consumers' requirements more accurately. 

Special statistical records, sales forecasting and cost accour_ -

ing systems are the means by which such invest igation3 can be 

conducted. :?or instance, by an intricate Holloreth system of 

stoclt control , a large organisation has been in the position 

to find out exactly the types, sizes, fittings ~ colours, prices 

of shoes sold at its various branches. Such information is of 



considerable value in assisting the seller in his buying 

policy in the case of a retailer or a wholesale merc:1nnt, 

or his production programme in the case of a manufacturer. 

The undertaking of special investigations usually 

entails a considerable amount of research. The cost of such 

research is usually too expensive to be undertaken by o.ny 

individual distributor. At present the state through the 

Scientific Council of Industrial Research and the leatl1Cr 

industry nre financing the Leather Industries Resertrch Insti-

tute, wl1ose field of activities cover problems dealing with 

marketinG anU. distribution. The main task of the marketing 

section has been the collection of valuable statistical 

information with regard to production. Unfortunately statis-

tical information dealing with distribution is conspicuous 

by its absence, and to undertake research in the field of 

distribution, without reliable statistical information is 

quite hopeless. Both the Social and Planning Council( 1) and 
( 2) 

The Distribution Costs Commission have advocated tl1a t a 

census of distribution should be undertaken by t li c Gtate. 

Such information would be extremely valuable in encouraging 

research, and in improving the methods and efficiency of 

distribution• and in addition it would assist the state in 

framing policieB. 

The conducting of special investigations and the under­

taking of research would be of little use, if the results 

of such investigations. cannot be properly interpreted with 

the purpose of improving the seller's estimatio4S of the 

requirements of the market. This entails an improvement in 

-------------·----------------( 1) Ec anomie and Social Planning Council Report No •. 6 • .Annex­
ure Vll. 

( 2) 11The Distribution Cost~ Commission", Annexure 1. 
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manageri8.l <1bility of the distributing organisat ion. A change 

of attitude en the part of South African footwear distribu~ 

tors to t !1c employment of highly skilled executives would be 

a v ery important step towards a reduction in distribution 

costs. 

T:1e importance of employing scientificnlly trained 

executives has been stressed by every British i ndust.: ialist, 

who bas visited this country in the last few months~ In this 

connection an improvement in the training facilities for 

business executives is highly necessary. Business courses 

offered ot Universities nnd Technical Colleges c.re inc,clequate. 

Very 11ttle at tent ion has been pa id to the pr oblem of manage­

ment. T:1e writer suggests that a course on 8r;les I.~cmagement 

on sirt1ilar lines to the Personne-l Management course at Rhodes 

University College should be started at Universities. 

It is the opinion of the writer, that t ::e mos t hope­

ful wo.:~ of reducing distribution costs is by means of a 

co-ordinated and"planned 11 mnrketing and distributi on policy. 

Such a policy would have vast possibilities, particularly in 

shortening the holding period. 

}:tor instance, at present there appears to lJe VCi':J 1 itt le 

correlc:t i on between the volume of consumers' pur·c-!::>.ses and 

the volumes of factory output. Retail sales tcnu to be -~ig11 -

est at t:1e end of the month and a t the end of t~H; wee:;.. , \vhere­

as the potential productive capacity of' manuf0.cturing cstab­

lishmerts is more or less uniform for the five working days 

of the week , wi th the result stocks must pile up .. :.·:owcver, 

with c little planning, it is possible, without even inter­

fering wit~ the consumer's freedom of choice. to s t agger the 

payment of ?actors of production and thus stagger vurchaslng 
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power so as to adjust demand to that of supply. Admittedly 

it would be QUite impossible to make such an adjustment com­

plete, for demand due to other reasons would still continue 

to fluctuate, but it is more than likely that the staggering 

of purchasing power would result in a reductio~ of the hold­

ing period. 

:r:'urtl1er, by co-ordinating the sales and bt1ying policy 

of retailers and wholesale merchants with the production 

programme of the manufacturer, it is possible to make the 

adjustment of demand and supply as complete as possible, with­

out interfering with the consumer's choice· •. For instance, 

retailers are in the habit of postponing purchases just be­

fore stocktaking; this obviously is brought about by reasons 

which bear no relation to demand, and must lead to a piling 

up of stocks, or alternatively to a decline in production, 

which in turn has the effect of increasing the period between 

the time of production and the time of purchase by consumers~ 

A certa in amount of co-ordination of policies would obviate 

thts. 

f..!anufacturers, for instance, should consider the 

possibility of doing away with the present practice of grant­

ing the annual leave to all their employees at the enme time, 

particularly as the customary period falls over the Christ­

mas shopping season. For this has the effect of piling up 

stocks in anticipation of the Christmas season. Manufacturers 

should either postpone the holiday period to February, when 

demand is lowest, or should stagger the leave , so that pr~­

duction is continuous. 

~urther, the advertising policies of manufacturers 

and retailers should be co-ordinated with the object of 
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increasing demand in periods, where the potential productive 

capacity tends to exceed consumer purchases. 

The few examples just QUOted are merely an indication 

as to what can be achieved by a co-ordinated pol icy. Di:ffi-

culties arising out of packing, transporting of footwear, 

problems of style and fashion, and questions of finance can 

be rectified with a certain amount of co-ordination between 

retailers, wholesale merchants and manufacturers. The forma-

tion of a Footwear Distributors' Association would be the 

first essential step towards the attainment of such a policy. 

The formation of such an Association has already been dis-

cussed by the Footwear Manufacturers' Federation, and appar-

ently tbe manufacturers have found great difficulty in 

arranging a joint meeting with retailers.( 3) The writer sug-

gests that the manufacturers should not give up the idea of 

forming such an association, and should if possible undertake 

the publication of propaganda pamphlets, so as to convince 

the retRilers of the advantages. 

Any prediction as to the future can only be mere spec-

ulation. Certain trends, however, are clearly discernible 

and give us an indication as to what may happen. 

Jirstly, it appears that to all intents and purposes, 

South Africa is embarking on a large scale era of industrial­

isation. This is likely to lead to a further concentration of 

population, urbanisation and a rise in the national income. 

Thus in t:1e future we can expect an increased demand per head 

of population, particularly amongst the Non-European popula-

tion. I'urther, we can expect an increase in the demand for 

services, which will be a ccompanied by further specialisation 

and the decline of the mixed merchandising store. The gap 
\3JF-oo -t;e~u~--~1an"Ur act ;r·; r-,· 8. ··p-e~ier:-it i-~n-Yea;l3~"0k ;-p. 23:-----
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between t he producer and consumer is likely to incre3se 9 nnd 

thus we can expect a rise in distribution costs. 

Jccondly, there appears to be a distinct trend nwuy 

from t he independent middleman. The importance of t ;1e indepen­

dent wh olesale merchant and retailer is decreas ing} more and 

more of t:1e distribution functions are being Ui1.dcrto.1::.en o y 

the manufacturer and the " group organisation". The war, we 

saw, retarded this movement to a certain extent, hut as tl1e 

present boom comes to an end, the small retailer and wholesale 

merchant will find it more and more difficult to compete. 

The cbain organisation due to the improved supply and build­

ing p oe ition will be able to open new branches, o.nd, as in 

the past, a recession of trade will tend to encourage manu­

facturcrc selling a greater portion of their output to the 

retailer ,. 

Thus in the future, we can expect a furt11er decline in 

the importo.nce of the independent middleman, particularly 

in the l arge r centres. To what extent this will tc..l~e pL::.ce 

will depend upon a number of f actors. The opening o:.:' t:1e new 

Free St a te Gold Fields, a possible rise in the ~r ice or GOld 

and the new immigration policy may have the effect of m3.in­

taining purchasing power at present levels or poss ib ly de­

crease t ~·}e likelihood of :1 depression, which in tu~ ~1. Hould 

have t~·J e effect of reducing t he decline of the smo.ll retailer 

and wholesale merchant. 

'l1:1e dccl ine of the independent middleman wi l l be accom­

panied by t:1e growth and development of the 11 group organisa­

tion11, wl1o in the future will play an increasingly i mportant 

part in t'1e chain of distribution. At first this development 

may be b eneficial to tbe country, but as the competition from 



106. 

independent retailers decreases, prices would probably rise, 

in spite of the fact that distribution costs to the community 

may be reduced. In order to obtain the advantages of lower 

distribution costs and at the same time prevent an increase 

in prices, some form of control will become necessary. At 

present the Board of Trade has only the power t o carry out 

investigations and make reports, but it has no executive 

power. \"lith the exception of the common law, the Price Con­

trol .Act(4) and .Act 24 of 1931 - "The Unlawful Determination 

of Prices 11 ,(S) the state has no power to control or regulate 

these organisations, whose activities are against tlle inter-

ests of the community. It is desirable that in t~1e future tqe 

state should take a more active part in controlling ~nd 

regulating monopoly organisations. 

}~ow ever, before this will come about, we can expect 

a relaxation of the various control regulations aris ing out 

of the war. Already import and export control regulations 

have been lifted. This will only be temporary, for as t:1e 

world becomes a more and more closely knit organisation g and 

as the demand for social security increases, the s t a t e v1ill 

be called upon to take an increasingly important part in 

regulating the affairs of society. 

One of the more important questions the state will 

have to solve in the near future will be that of protection. 

The future policy will probably depend upon t he competition 
------ ---------------------------------------------(4) Price control regulations are regarded as a temporary 

measure. 
(5) This act lays down regulations t o prevent t he restriction 
of the freedom of distributors to fix the prices of petrol . 
Under Gec.3 (a) these regulatiops can be applied to any com­
modity, providing it has been authorised by a PesollJ.tion in 
both Houses - thus to all intents and puPposes this act is 
qutte i neffective. 



107.• 

from overseas, and the state of unemployment in the country. 

During the next few years the danger of unemployment and 

foreign competition seems rather rem.ote, and tl1ere <1lJpears 

to be no likelihood of an increase in protection in the near 

future. In fact the Board of Trade 1 who advises t l1e s tate on 

such m2ttcrs seems determined to prevent a rise in customs 

duty; the 3oard recommended the relaxation of ir.ll.)ort regulat­

ions against the wishes of the footwear manufacturers. On the 

other band, the International Trade Conference, which is to 

be held shortly, and the Chamber of Mines' demand for a ~ower 

cost structure may possibly lead to a reduction in customs 

duty and a revision of the railway tariff. 

The increased state activity of the future will in turn 

lead to nn increase in the importance of such organisations 

as the ::.:'ootwe~r Manufacturers' Federation and t l1e Chamber of 

Commerce. 

Tl1us in the future we can expect the group organi­

sation, the Beard of Trade, the Footwear Manufacturers' Feder­

ation, the Chamber of Commerce and possibly the Jootwear 

Distributors' Association to be the most important f &ctors 

in determii1.ing the methods and policies of t he distribution 

of footwear in South Africa. 
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A~XURE 1 . 

RETAIL ADVERTISING OF FOOTWEAR. 
-----~_....., _ __........_--.-,.. ___ __ 

TABLE 1 • . . 

Retail .AdvertisemeniLof FoQ.twear in "Th§.__§,t ar"_in 1939. 

Mon. Tues. Wed. Thurs. Fri • . Sat • . cr' 
(.J 

1st Week 86 14 45 176 480 14 34·8 
2nd '.Veek 26 10 122 90 196 19·0 
3rd Week 30 24 50 120 214 12 19 ·:3 
4th Weelc 24 46 64 180 192 22 ~6.9 

( ... 7. 1 4.1 . 11.9 24· 2 . 50.6 . 2. 1 100 I' 

TABLE_ll. 

R~LMvertisements of l<,ootwear in "The Sta~in 1946. 

},Ion. Tues. Wed. Thurs. Fri. 3at. r· 
, .J 

1st Week 96 32 136 16 206 1G J8 .8 
2nd Week 64 48 48 171 21.8 
3rd Week 16 72 84 32 124 16 i 8.9 
4th 7/eek 16 32 32 . 28 200 20 .5 

/v '12. 7 9. 1 19o0 . 8.2 47· 9 2 . 2 100 

NOTE: 1. :...'igures r epresent one column inch spacing. T~1e fourth 

~eek includes all the days after the 21st of the 

mont h . 

11. ~·'riday appears to be t he most popular day fer adver­

tising, as weekly paid employees are usually paid 

on Friday. Saturday and Tuesday are not very popular 

days f or advertising, as Sunday is a non-sh oppinr and Wednes-

day is a half shopping day for many retail stores . I.londay is 

also not considered as a good advertising day, as t~e house-

wife is usually engaged with domestic work . . 

111, The volume of daily advertising tends to be more 

staggered in 1946; this is probably due to ·t;.1e r ation-

of advertis ing space , and possibly t o a stagger i ng of pur-

chasinr power as a result of the war. 
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lV. The volume of a dvertising is the greatest in th~ 

first week of the month, nnd l owest towards tile 

mid dle of the month. This is due to the f ac t th~t monthly 

:paid employees are paid t 0\:ards the e nd of the rilcntl· ond 

at the beJinning of the month. 'rhus purchasing povrer is 

greatest during these peri.ods . 

12.22. 1946 

January 452 19. 2~~ 320 2l . y~ 
Febru?ry 650 28.1% 252 

C: I , 
l o . 87~ 

March 564 14.2% 318 21. 2~.., 
April 280 11.9% 314 20.8% 
Decembe r 384 16.6% 300 19. 9% 

---- ---
2330 100.0 1504 1 00.0 ---- ----

~A£~1V.=._ 

!!J.g_E. q_ll'~!'!l:Y Vo 1 U!B~_of _.A9Y ~ rt is ~l!!~g~£_Qf_Fo.Q1yw:~.?r __ t_!L 

II ~he --~~.§.~~E.n .. RE.2~_i!}£~-!i~E.~1~ . 

12.2.2 121!:£ 
January 200 17. 3/~ 466 21. 9:-~ 
February 211 18.7% 272 1 2 . 5~~ 
March 288 25·5% 446 21. 0~~ 
April 211 18.7% 529 2:: 0 f :J . /.J 
December 224 19.8% 416 19 . 6i~ 

-- -----
1134 100 .0 2129 100.0 ---- ---- ---

NOTE 1. ·r:e volume of advert ising fluctuates to a g r c at er 

extent i ~ 1939 · The reason for this is that purcha sing 

power wns more evenly st aggered in 1946, mainly as a 

result of ·c:1e payment of war gratuities and possibly as a 

result of t~e St ock Exchange boom in the earlier p2rt of 

the yer=,r. 

11. Ther·e h as been a n oticeable decline in Gdv-er \iisin.g 
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in Februc::.:·y of 1946. Usually li'ebruary is the month :for 

clearence nales, but as the result o:f the war, t he 

necessity of mark-downs has decreased, with the re sult 

that th~ ::~e: has been a decrease in the number of clec-\rance 

sales Rn0. t :1e volume of advertising. 

111. The marked increase in .April 1946 is mainly due 

to the lifting of paper control and possibly eue to the 

increased demand for fashionable winter footwear. 

lV. As footwear is not regarded as a suitable 

Christmas gift7 footwear advertising during December month 

does not show a marked increase. In this connection it 

is interes ting to note 'that the gr2ater portion of the 

advertisements in December are for slippers~ wl! i ch nre 

regarded as a suitable gift. 

Qlas s if.j._q_<.~~cJ_Q~--of -~o~ twe a!' __ ~_g~~.!:!.i.~~me!J~l?~££.Q.rdi~r;...,~ .. Q. _ 
Q:Qa i~ __ pe_l?~rt m~_g! al ~!!£L!P-~~~Q~§.!!:L~ O£§.~. 

1939 % 1946 % 

Chain 1126 48 919 61 
Departmental 272 12 261 17 
Independent 932 40 324 22 

2330 100 . 1504 100 

TABLE V1_. 

Vo1ur0.~'2.~- -~dvert isirur--1!! "The E.P. Herald. 11 

1939 % 1946 % 

Chain 527 46 1251 57 
Non Chain 604 54 978 43 --- ---

_1131 100 ~229_ 100 

NOTE 1. Chain store advertising is increas i ne c;.t a 

faster rate t ban non-chain store advertising, or i n the 

cnse of 11The Star" the decline is not as great. 
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!~B~_Vl_! 

Mon. Tues Wed. Thur. Pri. Saturd~ 
Chain 1939 12:-t; 3-:-4 b.3 10.5 s§-:-5 7·7 100 

1946 18.0 7·3 25.1 3·5 42.6 3·5 100 
Departmental 1939 26.1 37.8 22.0 14.1 () 100 

1946 20.8 13.8 13.8 28.6 13.0 100 
Independent 1939 19.0 10.9 32.1 50.8 4-3 100 

1946 7·3 12.5 4.1 76.1 100 

TABLE V111 

.Qhill:.n Departmental Independent 

1939 1946 1939 1946 1939 1946 

1st week 37.1 30·1 11.4 27.0 36.2 42.L~ 
2nd weelc 15·5 25.2 34.4 27.2 23.0 15 .7 
3rd week 23·4 21.8 16.4 26.2 16.6 26.2 
4th weelc 23.4 22.9 36.8 19.0 24.2 15·7 

------- -- --- ----
100. 100. 100. 100. 100. 100. 

TABLE lX 

Qhain ~~;Qgrtm~!al 1QQ.ependen! 

1939 12.46 19~ 12bl:2 19.2_2 1:946 

J anu2ry 21.0 23.4 7·4 13.0 20.0 19 · 9 
Februc.ry 26.8 17.0 16.4 14.0 30. 0 15. 9 
MPtrcb 25 ·3 22 .0 23.1 20.4 2L!-· 7 20 .4 
.April 11.1 15.6 27.1 32· 2 11.8 28.3 
December 15.8 22 .0 26.0 20.2 13.4 15 . 6 

--- ~- -----100. 100. 100. 100. 100. l GO . 

Note 1. The number of stores in each group are compnrati vely 

small , tl1e advertising policy of one member of the group may 

materially affect the volume of advertising of t~e group, 

and t1:us not too much reliance should be placed on these 

.figures. 
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Note 11 . Chain store advertising tends to be more 

stag~ered in 1946 than in 1939, though Fridny still a ccounts 

for nearly half the advertisements and the first week of 

the mcntl1 for 30%· The monthly volume in 1946 does not 

fluctua te to the same extent as in 1939. 

111. Departmental store advertising is more evenly spaced 

than the other groups. The reason for this is that depart­

ment al stores 1 credit sales are greater than the other 

groups, and thus the time of payment of fact or s of produc­

tion do not exert the same influence on sales policy as in 

the other groups . In addition,in a department al store the 

advertising of footwear has to fit in with the reneral 

adve r tis ing and sales policy. .As the departmental st ore 

usually specialises in highly fashionable footwear 1 

advert ising increases just before the 'Ninter c:md s urarner 

seasons. 

1 V. Independent stores rely mainly on cash tre.nsact :. onR .' 

thus the advertising policy is determined by the ti~·le of 

payment of f act ors of production. Thursday and Friday 

are b y f ar the most iQportant days for advertisin~ , and 

the:e ap)ears to be l es s staggering of advertjn;~~ +~~~ 

the other groups. 
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