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INTRODUCTION

This paper attempts to identify, from the results of the 1966 Census of
Distribution (x) carried out by the Central Statistics Office during 1967,
certain key data which illustrate the important features of retail trade in
this country As the title suggests, a study will also be made of trends in
retailing over the period 1956-66 by comparing the 1966 Census data
with that of the most recent previous Census of Distribution (2) taken in
respect of the year 1956

Before going into any further detail, a brief description of the 1966
Census should help the reader to understand better the various analyses
in this paper and view them in proper perspective Cn the retail side (the
Census also covered wholesale trade and certain services) its scope and
coverage was very similar to that of the previous Censuses (3) m 1933,
1951 and 1956 Returns were sought from all permanent establishments
in the State identifiable as engaging in retail activity However, ancillary
trading units maintained by establishments primarily engaged in activities
other than distribution were not covered, except insofar as they main-
tained a separate establishment for that purpose For example, the Census
did not cover retail sales by predominantly manufacturing establishments
or sales direct off farms For multiple concerns a separate return was
sought for each outlet Where retail and wholesale sales or receipts for
services m an establishment each exceeded £10,000 a separate return was
sought for each part of the business

A special register of establishments engaged in distribution or in the
service activities covered by the Census was compiled by the enumerators
in the course of the 1966 Census of Population All the Census data were
collected by means of postal questionnaires which were issued to these
establishments early in April 1967 The questionnaires sought information
on sales, purchases, stocks, wages and salaries, employment, commodities
sold, capital formation and a number of other items Questions on
certain characteristics of the actual business such as whether the premises
was operated on a self-service basis or not, or whether the proprietor was
a member of a voluntary trading organisation, were also asked An
intensive follow-up campaign was mounted Three sets of remainders were

(1) Census of Distribution and Services 1966—Preliminary Results—Retail Trade
Central Statistics Office, Dublin (Pr 619)

(2) Census of Distribution 1956-1959 Central Statistics Office, Dublin (Pr 5760)
(3) Census of Distribution 1951-1954 (Pr 3362), Census of Distribution 1933 (P

2302) Central Statistics Office, Dublin
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issued and, in nearly all cases where it was possible, non-respondents were
contacted by telephone The final response obtained in the Census was
76 per cent in terms of numbers of retail establishments (26,000 out of a
population of about 34,200) A s, on average, non-respondent establish-
ments were somewhat smaller than the respondents it has been estimated
that the coverage obtained m terms of turnover was approximately 80
per cent

All the Census returns were subjected to detailed scrutiny and many
respondents were queried concerning doubtful entries Much of this
checking procedure was done by a computer which carried out nearly all
the internal consistency checks on the data returned and was also of great
assistance in verifying the description of business code assigned to each
outlet

All the Census tabulations were also produced by computer The first
results of the Census, relating to Retail Trade only, were published in
May 1969 O It is anticipated that a report containing full details of the
Fetail Trade will be published in the summer of this year

Estimates for Non-Respondents

The problem of non-response, as mentioned above, poses certain
difficulties not only in relation to compiling detailed figures for total
activity in 1966 but particularly in making comparisons with previous
Censuses ot Distribution for which response rates were generally different
Most of the tables in this paper incorporate estimates for non-response
(for both 1956 and 1966) except where otherwise indicated These estimates
are based on special sample surveys of non-respondents undertaken m
both 1956 and 1966 In the recent Census this special survey was carried
out by issuing a very much simplified questionnaire to a systematic sample
of about 9C0 non-respondents Almost 450 replies were received, which
was reasonably satisfactory considering that the population now being
surveyed consisted of the real hard core of non respondents Cver 10 per
cent of the returns indicated that the establishments concerned were not
engaged at all in retail distribution The simplified questionnaire sought
only brief details of turnover and employment and in the case of the
former, in order to allay possible suspicion, establishments were given
the option of inserting their exact turnover or merely indicating the
relevant turnover category, eg less than £500, £500 to £1,000, etc

Topics discussed in this paper

The analyses in this paper are principally in four parts The first section
examines the structure of the retail trade in 1966 as discernable from the
Census data for that year Part two is concerned with changes m the
pattern of retailing between 1956 and 1966 while the next section deals
with some of the more recent practices in food retailing, namely self-
service and voluntary group trading The final part draws some com-
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pansons with Northern Ireland using data from the 1965 Northern
Ireland Census of Distribution (4)

THE STRUCTURE OF THE RETAIL TRADE IN 1966

The more important aggregate data obtained from the Census show
that there were some 34,200 retail establishments m Ireland in 1966 and
that these had sales amounting to £475 million and provided employment
for over 120,000 people Total purchases by retail outlets amounted to
£380 million and retail stocks increased from £55 million at the beginning
of 1966 to just over £57 million at the end of the year Total retail gross
margin (sales less purchases plus increases m stocks) was thus nearly
£97 million

Description of business

Let us look first at the distribution of retail trade in relation to the
various kinds of retail businesses Table A of the Appendix gives com-
prehensive data (number of establishments, sales, purchases, stocks, gross
margins and number of persons engaged) for eleven business categories
For ease of illustration the major items have been reproduced in Table 1
m the form of percentage distributions among the eleven business cate-
gories distinguished Examining first the data on number of establishments,
it is seen that Food and Tobacco outlets (including Grocery with Public
House) account for 19,200 out of the total of 34,200 establishments m the
State, over 56 per cent, of these Grocery shops numbered 10,600 or nearly
31 per cent of the total Public houses are the next most numerous category
(nearly 5,800) followed by Clothing and Footwear establishments number-
ing 2,900 and the miscellaneous category "Other Non-Food" also with
nearly 2,900 outlets This last category covers outlets dealing in durable
household goods, jewellery, fancy goods, solid fuel, etc Establishments
connected with the motor trade numbered about, 2,300

When viewed in terms of sales the pattern of this distribution changes
considerably Though still the most important category, Food outlets now
account for a greatly reduced proportion of the total, £187 million out of
£475 million, only 39 per cent This change reflects the relatively small
size of many food outlets generally, a point on which we will have more
to say later on Motor Vehicles, Garages, etc is the next single most
important group with sales of nearly £90 million, almost one-fifth of the
total Sales through Clothing and Footwear establishments amounted to
£47 million or a further 10 per cent of total sales Department Stores,*

(4) Report on the Census of Distribution and Other Services of Northern Ireland
1965 Belfast Her Majesty's Stationery Office

*A "Department Store" was defined as an establishment selling a wide variety of
commodities, two of which had to be (a) Clothing and Footwear and (b) Furniture,
Household Textiles, etc and having at least 50 persons engaged and having a flooi
selling space of at least 15,000 square feet
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even though only 19 in number, had sales of £25 6 million, which is over
5 per cent of the total retail market It is more to the point, of course, to
compare Department Stores with other establishments dealing in goods
which Department Stores generally sell If Department Stores are grouped
with Clothing and Footwear outlets, Chemists and the "Other Non-
Food" category it will be seen that they account for 17 per cent of sales
in this particular Non-Food group (which contains in all some 7,000
shops)

TABLE 1

PERCENTAGE DISTRIBUTION OF THE NUMBER OF RETAIL ESTABLISH-
MENTS AND OF THEIR SALES AND NUMBER OF PERSONS ENGAGED

AMONG 11 BUSINESS GROUPS, 1966

Description of Business

Grocery
Grocery with Public House
Fresh Meat
Other Food
Tobacco, Sweets and Newspapers
Public Houses, Wines and Spirits
Clothing and Footwear
Motor Vehicles, Cycles, Garages, Filling Stations
Chemist
Department Store
Other Non-Food

Total

No of
Establish-

ments
Total
Sales

No of
Persons
Engaged

%

30 9
8 8
5 2
3 5
7 7

16 9
8 5
67
3 6
0 0
8 3

100 0

20 9
5 7
4 6
5 3
2 8
9 6
9 9

18 7
2 2
5 4

15 0

100 0

21 5
7 1
5 0
5 3
4 4

13 7
10 7
12 2
3 0
3 1

14 0

100 0

The distribution of the number of persons engaged among the various
business categories is, on the whole, rather similar to the distribution of
total turnover There are some differences, however Public Houses and
Tobacco, Sweets and Newspaper establishments both account for a
higher proportion of total employment than they do of sales In the case
of the latter this is more than likely due to the large number of small
shops in this business category and to the relatively high proportion of
part-time employment (17 per cent as against the national average of
10 per cent) while in the case of Public Houses, the high service element
involved is more than likely responsible There is also a high service
element in the motor trade yet the position is reversed where sales
account for a much higher proportion of the total (19 per cent as against
12 per cent of the persons engaged) The high value per unit of commodity
sold would account for this
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Regional distribution of retail trade

Table 2 displays the regional structure of the retail trade incorporating,
in addition, a broad business subdivision into food and non-food estab-
lishments The main feature which emerges from this analysis is the
predominance of the eastern part of the country and of the greater Dublin
area in particular The province of Lemster had sales amounting to £289
million which is over 60 per cent of the total State sales of £475 million
The region comprising Dublin City and Dun Laoghaire, with suburbs
(with only one-quarter of the State population) had sales of £194 million,
over 40 per cent of the State total Sales in Munster were £125 million,
almost one-half of which was accounted for by the cities of Cork,
Limerick and Waterford, while in Connacht and Ulster sales were £38
million and £28 million respectively The figure for Connacht represents
only 8 per cent of total sales even though the province has 14 per cent
of the total population When the data are viewed in terms of numbers
of establishments, Dublin and the east coast do not account for such a
high proportion of the national aggregates (the Dublin region, m fact,
had only 19 per cent of the 34,200 establishments in the State) but this
merely reflects the very much larger average size of establishment m
Dublin—£32,000 annual average turnover per establishment as against
only £10,000 outside of Dublin

A comparison between the regional distribution of sales and of the
number of persons engaged yields some interesting results Dublin City
and Dun Laoghaire and the other County Boroughs between them account
for 53 per cent of total sales, yet this aggregate area accomplishes this
while employing only 41 per cent of the total retail work force On the
other hand, Connacht and Ulster with 18 per cent of total retail employ-
ment have only 13 per cent of sales A similar situation prevails in Munster
outside of its County Boroughs This trend is repeated for both food and
non-food business categories Tnis can be regarded as a pointer to the
economies of scale and increased employee productivity which are attain-
able in the larger establishments, a feature which we will illustrate more
positively in the case of Grocery shops later on In connection with the
present discussion it is worth mentioning that the 1966 Census data
indicated that while only a quarter of all outlets m the area comprising
Dublin, Dun Laoghaire and the other County Boroughs combined had
an annual turnover of less than £5,000 a year the corresponding propor-
tion for Connacht and Ulster was over 60 per cent (and as high as 70 per
cent in the grocery trade) Let it not be assumed, however, because of the
emphasis placed on this comparison, that the author is an advocate of
widespread rationalisation of the retail trade in rural Ireland The cir-
cumstances m much of rural Ireland, with a widely scattered population
and relatively low income levels, renders it almost impossible to have any
situation other than one involving large numbers of small or medium-
sized shops Rationalisation m the form of a smaller number of larger
outlets, apart from being a doubtful economic proposition under present
conditions, would impose considerable hardship on the rural community



TABLE 2

NUMBER OF RETAIL ESTABLISHMENTS AND THEIR SALES AND NUMBER OF PERSONS ENGAGED
CLASSIFIED BY REGION 1966

Area

State
Leinster
Munster
Connacht
Ulster
Dublin City and Dun
Laoghaire (me subs )

Other County Boroughs
(inc subs )

State
Leinster
Munster
Connacht
Ulster
Dublin City and Dun
Laoghaire (inc subs )

Other County Boroughs
(we subs)

Food, ]

No of
Establish-

ments

No

24,930
9,470
9,220
3,990
2,250

3,790

1,850

Drink and Tobacco

Total
Sales

£ million

232 10
137 92
60 43
20 79
14 30

85 88

21 45

No of
Persons
Engaged

No

68,800
33,300
21,400

8,900
5,300

17,300

5,700

%

100
38
37
16
9

15

7

100
59
26
9
6

37

9

100
48
31
13
8

25

8

No of
Establish-

ments

No

9,300
4,410
2,990
1,150

760

2,310

790

Non Fooc

Total
Sales

£ million

243 05
150 80
64 19
17 22
9 40

108 51

34 40

I

No of
Persons
Engaged

No

51,850
29,750
14,600
4,650
2,700

19,950

6,500

0/
/o

100
47
32
12
8

25

9

100
63
26

7
4

45

14

100
57
28

9
5

38

13

All Businesses

No of
Establish-

ments

No

34,230
13,880
12,210
5,130
3,010

6,100

2,640

100
41
35
15
9

19

8

Total
Sales

£ million

475 15
288 72
124 62
38 01
23 70

194 39

55 82

%

100
61
26

8
5

41

12

No of
Persons
Engaged

No

120,650
63,050
36,000
13,550
8,000

37,200

12,200

100
52
30
11
7

31

10

Popula-
tion

(1966)

No

2,884,002
1,414,415

859,334
401,950
208,303

734,967

213,207

100
49
30
14
7

25

7
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in the form of travelling and travelling expenses The disruption of the
social fabric of the rural community which would result from such changes,
is also something which should not be treated lightly

The regional data for the non-food business category is worthy of
more detailed investigation It is truly remarkable that the Dublin region
accounts for a proportion approaching almost one-half (45 per cent) of
sales through non-food outlets If the other county boroughs are con-
sidered in conjunction with Dublin the percentage rises to nearly 60
This imbalance can be attributed to many reasons, the most important
of which are differences m income levels between regions and the attrac-
tion of the larger urban centres for shoppers buying clothing and other
non-food goods Ross (5) m his recent study on county incomes has
shown that, on average, personal income per head of the working popula-
tion in Dublin City and County was 27 per cent higher than the national
average in 1965 and over 70 per cent higher than in Connacht and Ulster
Some of the additional income m Dublin is, quite naturally, being spent
on not so essential non-food goods thus raising the level of sales in the
non-food retail sector Many people would also argue that prices, on
average, are higher in the cities thus contributing further to the imbalance
m question, but quantification of this is another day's work

The second factor mentioned here, "out of town" trade (I e due to the
non-residents) is also an important one and for the period under dis-
cussion (1966) it is possible to throw some further light on the situation,
at least in relation to Dublin It is well known, of course, that a con-
siderable proportion of non-food goods sold m the greater Dublin urban
area is purchased by visitors from outside the region on shopping visits,
but the extent of this "external" trade has never been estimated
The period 1965-1966, with the concurrent holding of the Household
Budget Inquiry (6) and the Census of Distribution, provides the first
opportunity of compiling such estimates by comparing data on house-
hold expenditure foi different commodities obtained from the former
inquiry with sales of the same commodities through retail outlets derived
from the Census of Distribution It is only possible to carry out this
exercise for the Dublin region as the samples of households m the other
large urban centres were not large enough to yield reliable estimates of
average household expenditure and its constituents

The estimates from the two sources as described are shown below
The expendituie data have been obtained by grossing up the average
weekly household expenditure figures to an annual level on the basis of
the total number of private households in the area comprising Dublin
City and Dun Laoghaire with suburbs As indicated, the Census com-
modity data provides the basis for the retail commodity sales figures,
these data incorporate estimates for non-response and for smaller shops
(less than £10,000 annual turnover) from whom commodity sales data
were not sought

(5) Personal Incomes by County by M Ross Economic and Social Research
Institute, Dublin Paper No 49

(6) Household Budget Inquiry 1965-1966 Central Statistics Office, Dublin (Pr 266).
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DUBLIN CITY AND DUN LAOGHAIRE, INCLUDING SUBURBS

Commodity

Food
Alcoholic Beverages
Cigarettes, Tobacco, etc
Newspapers, Stationery, Books, etc
Soap, Household Cleaning Materials, Toiletries, etc
Drugs, Medicines
Clothing and Footwear
Household Durables
Jewellery, Watches, Fancy Goods, Sports Goods, etc
Petrol and Oil

Household
Expenditure
(£ million)

56 2
not
12 3
3 3
3 1
1 1

16 8
8 2
1 8
4 8

Retail
Sales

(£ million)

54 4
20 2
11 9
4 1
3 3
2 0

32 5
17 0
4 7
7 0

t The household expenditure figure here has been doubled as it was estimated that
in the Household Budget Inquiry, expenditure on alcohol was understated by 50 per
cent

The figures show a close relationship between household expenditure and
retail sales in the case of Food, Cigarettes, Tobacco, etc and Household
Cleaning Materials, etc In fact, if the data for these three commodity
groups are aggregated with those for Newspapers, Books, etc and Drugs
and Medicines, the total expenditure and total retail sales figures each
amount to approximately £76 million This particular grouping has been
made as it is considered that people would not normally travel distances to
purchase these commodities and it is heartening indeed (from a statistical
point of view at any rate) to obtain this excellent concordance This lends
considerable credibility to the comparisons for the remaining com-
modities, some of which show very great differences indeed The figures
show that about one-half of the estimated £33 million worth of Clothing
and Footwear sold in the greater Dublin region in 1966 was purchased
by non-residents, a similar situation is evident for Household Durables
(carpets, furniture, appliances) where again about 50 per cent of the total
sales of £17 million would appear to have been due to visitors

Household expenditure on Alcoholic beverages in Dublin fell short of
retail sales of the same commodity by an estimated £3 million (£20 million
against £17 million), a somewhat similar trend is evident for Petrol and
Oil where the £7 million worth of retail sales exceeded household expen-
diture by nearly £2 million Incidental sales by Garages, Filling Stations,
etc to owners of commercial vehicles would account for some of the
latter deficit (many firms, especially those with a number of behicles,
would undoubtedly purchase fuel supplies at wholesale level) Another
factor to keep m mind in this comparison is mail order activity, this
would apply particularly in the case of Newspapers, Books, etc and
probably accounts for a sizeable portion of the difference of £0 8 million
between retail sales (£4 1 million) and household expenditure (£3 3
million) for this commodity group The comparative data for Drugs and
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Medicines and the rather broad category covering Jewellery, Fancy
Goods, Sports Goods, etc are perhaps the most open to question It
would appear unlikely that Dublin residents account for only £2 million
out of some £4 f million sales of the latter group of commodities The
reason here may be due to overlapping among the commodity groups in
the Census of Distribution data where it is considered that the classificaton
of data by commodity was not as accurate as in the Household Budget
Inquiry

The above comparison must, however, be viewed in the light of certain
facts and some further qualifications It must be remembered that the
household expenditure data were compiled only from households within
the area comprising Dublin and Dun Laoghaire including suburbs, a
considerable amount of expenditure in Dublin would be by persons
residing in the adjacent counties of Wicklow, Kildare and Meath—areas
which are only half an hour's journey from Dublin either by car or public
transport Thus one cannot attribute all the "external" sales in Dublin to
"long distance visitors" In fact this feature is indicated by the Census
results (m both 1956 and 1966) where the calculation for retail sales per
head of population yields an extremely low figure for County Meath in
relation to corresponding data for the adjoining counties Meath is, of
course, in an exceptional position in that it is adjacent to a number of
large shopping centres—Dublin to the south, Drogheda to the east and
Dundalk to the north-east It also should be remembered, in relation to
these estimates, that spending by foreign tourists accounts for some of
the difference between the household expenditure and retail sales figures,
particularly for non-food goods There are also some differences in
coverage between the two sets of figure, a certain amount of retail sales
would be to business units and to institutions, religious houses, etc which
were not covered m the Household Budget Inquiry And not all house-
hold income is spent in retail outlets—the purchase of drink in hotels is
a case in point as is the buying of fruit, vegetables and eggs from door
to door salesmen

Notwithstanding these qualifications the differences indicated above
and the other data m this paper which point to the predominance of the
large urban areas in the field of retailing must make sober reading for
the regional planners, especially those who favour polarising economic
growth away from the Dublin region in order to spread the benefits of
national growth more equitably

In the sphere of retailing, such a redistribution of activity would be
very difficult to bring about Many of the shopping visitors to Dublin
come essentially to buy luxury non-food goods unobtainable in their
home areas because retailers will not stock them on account of slow
turnover Naturally, the visit generates the urge to buy other goods (of
which there is probably a wider choice) and this contributes further to
the imbalance of trade And it would also appear that a centre has to be
very large indeed to provide anywhere near a full enough range of goods
and services to satisfy its residents It is well known that many people
come to Dublin to shop from even as far away and as large a centre as
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Cork city As transport facilities, roads, etc are improved it becomes
easier for people to indulge in long distance shopping sprees to the larger
urban centres So, in a sense, economic growth, generally resulting in
improvements in the standard of services of all kinds, even when attempts
are made to distribute it evenly throughout the community, can result in
a further regional imbalance in the field of retailing The regional pattern
of retailing, as shown by the Census of Distribution data, is unlikely to
change much in the foreseeable future

CHANGES IN RETAIL TRADE BETWEEN 1956 AND 1966

In view of the substantial changes which have taken place in the retail
trade in the past decade, one of the most interesting analyses to carry out
with the 1966 data is to use it to make comparisons with the information
obtained from the previous Census of Distribution of 1956 This, how-
ever, is not quite as simple as it might at first appear The problem of
non-response has already been mentioned and it presents extra difficulties
here as the response rates in the two Censuses were different (80 per cent
in terms of sales in 1966, 90 per cent in 1956) Additional problems are
encountered when comparisons are attempted between what might appear
to be similar business categories in 1956 and 1966 As changes in the types
of commodity which an establishment handles can result in the outlet
changing to a quite different business category m terms of Census
classification criteria, each establishment has to be assessed afresh in each
successive Census As the two inquiries under discussion here were
separated by a period of ten years, unavoidably, some inconsistencies
arose Another relevant point here is that a considerable amount of extra
information was sought in the 1966 Census, mainly in the form of com-
modity data, and this was, in fact, used in formulating more precise rules
for defining the various business categories The end result of these
qualifications is that comparisons involving detailed business categories
are difficult and the five broad business groups used in Table 3 below
represent the furthest that one can really go without significant incon-
sistencies arising Even here some £12 million worth of sales and a total
of about 2,200 in terms of persons engaged have been taken from the
1966 totals for the "Other Non-Food" category and added to "Clothing
and Footwear" as a number of large stores which were regarded as
drapery shops m 1956 were classified as either Department Stores or
Large General Stores in 1966 The totals for these two categories are thus
different from those shown in Table 1 "Country General Shops" were
also treated differently in 1966, most of the larger establishments were
transferred to wholesale trade as the bulk of their sales related to such
commodities as fertilizers, feeding stuffs and other farm supplies To
eliminate the effect of this, considerable proportions of the 1956 aggre-
gates for this description of business, have been removed

Table 3 shows that even though retail sales went up by over 80 per cent
from £260 million to £475 million between 1956 and 1966 the total
number of establishments declined by over 4,000 from 38,600 to 34,200



TABLE 3

NUMBER OF RETAIL ESTABLISHMENTS AND THEIR SALES AND NUMBER OF PERSONS ENGAGED,

Food and Tobacco
Establishments

Public House, Wines and
Spirits

Clothing and Footwear
Motor Vehicles, Cycles,
Garages, Filling Stations

Other Non-Food

Total

No of
Establish-

ments
(1)

No

23,630

5,760

3,480

1,800

3,950

38,620

IN

1956

Total
Sales
(2)

£
million

122 07

20 05

36 25

30 04

51 37

259 78

1956 AND 1966, FOR SIX BUSINESS

No of
Persons

En-
gaged

(3)

No

61,500

14,200

15,600

10,100

21,300

122,600

No of
Establish-

ments
(4)

No

19,160

5,770

2,900

2,240

4,160

34,230

1966

Total
Sales
(5)

£
million

186 61

45 49

58 92

88 66

95 47

475 15

No of
Persons

En-
gaged

(6)

No

52,200

16,600

15,100

14,700

22,100

120,600

GROUPS

Percentage Change

No of
Establish-

ments
(7)

- 1 8 9

—

- 1 6 7

+ 24 4

+ 53

-11 4

1956/66

Total
Sales
(8)

%

+ 52 9

+ 126 9

+ 62 5

+ 195 1

+ 85 8

+ 82 9

No of
Persons

En-
gaged

(9)

-15 1

+ 166

- 3 1

+45 5

+ 35

- 1 6

Increase in Volume
of Sales

Com-
posite

Business
Group
Price
Index

1956 = 100
(10)

136 3

153 4

119 4

124 7

121 5

130 8

1956/66

Increase
in Volume

of Sales
1956-1966

(11)

%

12 2

47 9

36 1

136 6

52 9

39 8
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Employment remained almost static at just over 120,000 over this period,
the slight decrease of only 1 \ per cent shown in the table cannot be taken
as significant in view of the estimates made for non-response These
overall figures, however, conceal some very diverse trends among the
various business groups Food and Tobacco establishments contributed
most to the fall in the number of shops—going down from 23,600 to
19,200, a fall of 19 per cent Drapery and Footwear shops also declined
in number from 3,500 to 2,900 On the other hand establishments con-
nected with the Motor Trade increased substantially in number from
1,800 to over 2,200 The number of Public Houses and Off-Licences and
the population of "Other Non-Food" establishments did not change
significantly over this ten-year period

In terms of sales and number of persons engaged, Motor Vehicle sales
establishments, Garages, Filling Stations, etc showed very great increases
between 1956 and 1966, sales going up by nearly 200 per cent from £30
million to nearly £90 million, while employment increased from 10,000
to almost 15,000 This is not surprising, of course, since the number of
mechanically propelled vehicles of all kinds increased from 243,000 in
1956 to 459,000 in 1966—an increase of nearly 90 per cent An interesting
point to note here is that the increase in the number of persons engaged
in the motor trade lags far behind the growth in the number of motor
vehicles and even allowing for improvements in methods, equipment, etc
this must raise questions as to whether difficulties are arising in maintain-
ing standards of servicing Sales by Public Houses also increased con-
siderably, by 130 per cent from £20 million to £46 million, but, as we
shall see subsequently, much of this was due to price increases

Food and Tobacco establishments showed the smallest growth in sales
(53 per cent) and the number of persons engaged dropped considerably
from about 61,500 to just over 52,000, a decline of 15 per cent The fall
in the number of establishments and in employment in the Retail Food
Trade deserves further study At first it was the writer's intuitive opinion
that this decline was mainly at the expense of the smaller establishments
However, other comparisons indicate that this was not the case, at least
not when size is measured in terms of the number of persons engaged
Table B of the Appendix shows the percentage distribution by number
of persons engaged per establishment for Food and Tobacco outlets
included in both the 1956 and 1966 Censuses The distributions are
remarkably similar, the small one and two man shops accounted for
precisely the same proportion of the population of retail outlets m 1966
as they did in 1956 This suggests that the fall m the number of food
shops has been spread right across the size spectrum of establishments,
I e medium-sized and even large-sized establishments have been going out
of business at as fast a rate as the small outlets It is interesting to mention
that this analysis when applied to data for the Dublin area, where the
greatest changes m retailing have taken place, yielded similar results It
should be noted here, of course, that the decrease in establishment numbers
shown in Table 3 is a net decrease The actual number of shops which have
gone out of business over the period under discussion would be somewhat
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greater than this Since no information is available on the number of new
shops opening for business it is not possible to compile estimates of the
gross decline in establishment numbers

Increases in the volume of retail sales between 1956 and 1966

It has been pointed out already that much of the increase in retail sales
over the ten year period concerned was due to price increases and the
relative effects of this can vary greatly from one business to another The
detailed commodity information collected in the 1966 Census, referred to
previously, provides the first reliable basis for deflating the growth in the
value of retail sales to yield volume figures for different business groups
Using the Census commodity data "composite" price indexes, designed
to measure the overall movement in prices over the period 1956 to 1966
have been compiled for the five business groups in Table 3, using the 1966
commodity sales as weights and applying them to 1956-1966 price data
movements obtained from the Consumer Price Index records In other
words the price data in the Consumer Price Index were used, but weighted
differently to take account of the different commodity mix sold in various
types of retail outlets as distinct from that consumed m households to
which, of course, the Consumer Price Index relates Previously, the only
way in which one could attempt to deflate the growth in retail sales was
to use the various commodity sub sectors of the Consumer Price Index
This is not very satisfactory as the sub-sectors are commodity sub-divisions
and thus cannot be matched satisfactorily with the description of business
categories in the Censuses of Distribution The results of this exercise
are shown in columns 10 and 11 of Table 3, the composite business group
Price Indexes are given in column 10, the derived sales volume increases
are in column 11

Thus the volume of retail sales increased by 40 per cent between 1956
and 1966 But the volume of sales in Food and Tobacco establishments
went up by only 12 per cent as against nearly 50 per cent for Public
Houses and Off-Licences, 36 per cent for Clothing and Footwear outlets,
a massive 136 per cent for Vehicle Sales establishments, Garages, etc
and 53 per cent for establishments in the miscellaneous Other Non-Food
category The increase in the sales by Public Houses, though still sub-
stantial, has now been considerably reduced relative to the growth in
current terms as the price index here is by far the largest (153) The price
increase for Food and Tobacco establishments is the next highest at 136
1 he above results are not surprising in a country which has seen a very
considerable increase in the standard of living of its inhabitants over the
period concerned In such a situation the extra income generated is
mainly spent on non-essential items such as cars, luxury household equip-
ment, etc and this is amply reflected in the very large increase m the
volume of sales for outlets selling such products
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Changes in productivity over the period 1956-1966

The volume data calculated for the foregoing analysis, if linked with
the information on the number of persons engaged, can be used to produce
indicators of the changes in productivity in retailing for the period 1956-
1966, productivity, being measured in terms of sales per person engaged,
at constant 1956 prices

The data is summarised below

Food and Tobacco Establishments
Public Houses, Off-Licences
Clothing and Footwear
Vehicle Sales, Garages, etc
Other Non-Food

Total

Productivity (sales
engaged at constant

1956

1,980
1,410
2,320
2,970
2,420

2,120

per person
1956 prices)

1966

2,620
1,790
3,270
4,840
3,560

3,010

Increase in
Productivity

32%
27%
41%
63%
47%

42%

Thus productivity measured in terms of sales per person engaged in-
creased by an estimated 42 per cent between 1956 and 1966 This compares
very closely with an increase of 43 per cent m the volume of output per
wage earner in industry over the same period (7) The largest productivity
rise occurred for the Motor Vehicles, Garages, etc category—63 per cent
—followed by the other Non-Food category with 47 per cent In Food
and Tobacco establishments productivity rose by only just over 30 per
cent m the ten year period concerned

A more realistic way to measure productivity, of course, is to con-
centrate on value added per person engaged Geary and Pratschke (8)
attempted this in their work on price inflation m Ireland by applying the
"double deflation" technique to sales and purchases and estimated that
productivity m retailing, m terms of this measure, increased by about
8 per cent between 1956 and 1960 This period, however, covered the
depression of 1956-57 and the data in the above work actually indicate
that productivity fell by over 3 per cent in 1957 In each of the other
years the method indicates that productivity rose by some 3 to 4 per cent
which is m line with the indicators calculated above which show that
productivity, on average, measured in gross terms, increased by about
3j per cent a year over the entire period 1956 to 1966

It is worth noting that the additional commodity data collected in the
1966 Census of Distribution now provides a much more solid base for
applying the double deflation method In fact, it was the writer's intention

(7) Irish Statistical Bulletin, September 1969 Page 235
(8) Some Aspects of Price Inflation in Ireland by R C Geary and J L Pratschke

Economic and Social Research Institute Paper No 40



154

to use this technique in measuring productivity over the period 1956-66
but time and resources did not permit it

Changes in Retailing in different regions over the period 1956 to 1966

Information on the growth in sales and changes in the level of employ-
ment in different regions over the period 1956 to 1966 are given in Table 4
below

TABLE 4

REGIONAL DISTRIBUTION OF RETAIL TRADE (SALES AND NUMBER
OF PERSONS ENGAGED) IN 1956 AND 1966

Region

State

Leinster

Munster

Connacht

Ulster (Part of)

Dublin City and
Dun Laoghaire
{inc suburbs)

Other County
Boroughs
{inc suburbs)

1956

Total
Sales

£ million

259 78

149 11

69 23

24 91

16 52

93 54

28 56

No of
Persons
Engaged

No

122,600

60,800

38,400

14,900

8,500

33,600

12,300

1966

Total
Sales

£ million

475 15

288 72

124 62

38 01

23 70

194 39

55 85

No of
Persons
Engaged

No

120,600

63,100

36,000

13,600

8,000

37,200

12,700

Percentage Change
1956-66

Total
Sales

o
/

+ 82 9

+ 93 6

+ 80 0

+ 52 6

+ 43 5

+ 107 8

+ 95 5

No of
Persons
Engaged

/o

- 1 6

+ 38

- 62

- 87

- 5 9

+ 10 7

+ 33

Here again the overall State changes conceal very wide differences
between the regions distinguished Sales m Dublin City and in Dun
Laoghaire went up by 108 per cent from £94 million in 1956 to £194
million ten years later (the rate of change in the other County Boroughs
was only slightly lower at 96 per cent) while m Connacht and Ulster the
increases were only of the order of 40 to 50 per cent The number of
persons engaged in retailing in the Dublin area went up by about one-
tenth, from 33,600 to 37,200, there was also a slight increase (3 per cent)
in the other County Boroughs, but everywhere else employment declined
—by 9 per cent in Connacht and by as high as 11 per cent in Munster
outside of the County Boroughs Thus the total level of employment m
retailing over the period 1956 to 1966 was maintained at the expense of I
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the rural areas in favour of the cities, particularly in favour of the greater
Dublin area There are well known and ready explanations for the
relatively poor performance of the western and northern regions in this
analysis The decline in population in these areas was a major factor—
down by 10 per cent in Connacht between 1956 and 1966 and by 12 per
cent in Ulster while, on the other hand, the population of Dublin City
and County increased by 13 per cent over the same period There is also
evidence that incomes have risen at a faster rate in the urban centres, in
Ross's County Income study (5) it is estimated that average income per
person at work, in current terms, rose by nearly 50 per cent in Dublin
City and County between 1960 and 1965 as against 45 per cent in Connacht
and 46 per cent m Ulster

SELF-SERVICE TRADING AND MEMBERSHIP OF VOLUNTARY TRADING
GROUP IN THE GROCERY TRADE

No study of the distribution sector at the present time would be
complete without reference to some of the more fundamental changes
which have taken place in food retailing in recent years, namely self-
service trading and the growth of the voluntary group organisations
Information on these aspects was sought jn the 1966 Census In relation
to self-service retailers were asked whether they sold goods by "mainly
self-service" or "self-service in some departments only" The number of
check-out points was also asked for which provided an extra criterion
to help C S O staff in classifying establishments to this sub-sector of the
retail food trade Traders were also asked whether they were members
of a "retailers buying group" or members of a "wholesaler sponsored
voluntary chain" In relation to these topics, the data presented, relates
to the Census respondents only as it was considered that satisfactory
estimates for non-respondent establishments could not be compiled

Self-service trading

After examining the Census returns it became clear that the distinction
between "mainly" and "partly" self-service as referred to above, was not
consistent from outlet to outlet and it was decided to merge these two
categories for publication purposes, this has been done in the following
tables Table 5 shows that although only 430 of the 8,360 grocery outlets
included in the Census were operated on self-service basis, they were
responsible for over one-third of total grocery sales In the Dublin region
their share was over-half of sales, the corresponding proportion in the
other County Boroughs combined being over 40 per cent In 1966 self-
service trading had made little m-roads in rural areas, particularly in
Connacht and Ulster where sales through self-service establishments
accounted for only 16 per cent and 9 per cent respectively of total grocery
sales

It is obvious from the above table that self-service shops are very much
larger in terms of turnover than other grocery establishments In fact,
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TABLE 5

NUMBER OF RETAIL GROCERY ESTABLISHMENTS AND THEIR SALES
CLASSIFIED BY AREA AND WHETHER SELF-SERVICE OR NON-SELF

SERVICE

Area and Method of Selling

State
Total
of which Self-Service

Leinster
Total
of which Self-Service

Munster
Total
of which Self-Service

Connacht
Total
of which Self-Service

Ulster (part of)
Total
of which Self-Service

Dublin City and Dun Laoghaire
(inc suburbs)

Total
of which Self-Service

Other Covnty Boroughs
{inc suburbs)

Total
of which Self-Service

No of
Establish-

ments

No

8,364
429

2,857
255

3,266
133

1,399
29

842
12

1,072
172

563
38

Total
Sales

£ million

83 25
28 65

45 79
20 04

24 49
6 91

7 60
1 23

5 37
0 47

28 34
15 15

8 52
3 70

Percentage

No of
Establish-

ments

5 1

8 9

4 1

2 1

1 4

16 0

6 7

Self-Service

Total
Sales

34 4

43 8

28 2

16 2

8 7

53 4

43 4

only 64 out of the 6,700 grocery outlets with an annual turnover of less
than £10,000 were operated by self-service and these accounted for only
2 per cent sales m this size category However, the importance of self-
service increases rapidly when the higher turnover categories are con-
sidered For shops in the £10,000 to £25,000 annual turnover range
12 per cent of sales are by self-service, the proportion is almost one-third
for shops between £25,000 and £50,000 annual turnover, while in the
two highest turnover categories (£50,000 to £100,000 and £100,000 and
over) self-service sales account for one-half and three-quarters respec-
tively, of all grocery sales In the final categories shops belonging to the
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large grocery chain store concerns are undoubtedly the main factor
behind the high proportion of self-service trading as such shops are
almost always operated on a self-service basis

At this point it is relevant to mention that the detailed business classi-
fication used in the 1966 Census contained a "supermarket" category—
a "supermarket" being defined as a grocery establishment having at least
three check-out points and having a selling space of at least 2,000 square
feet Though only 41 grocery outlets were classified in this category they
had sales of over £12 million—nearly 15 per cent of the total sales by all
grocery establishments and over 40 per cent of sales through grocery
self-service outlets

Detailed data on self-service and non self-service trading analysed by
size of annual turnover are given m Table C of the Appendix

Efficiency comparisons for self-service and non self-service outlets

This analysis is, of course, an interesting one m view of the rapid growth
in self-service establishments m recent years and the considerable dis-
cussion regarding their relative merits vis-a-vis the conventional type
grocery outlets The operating characteristics used as efficiency indicators
here have been calculated from the aggregate data in Table C of the
Appendix, they are gross margin as a percentage of sales, gross margin
per person engaged, sales per square foot, and stockturn, that is purchases
divided by stocks **The complete results are shown in Table 6 below The
writer is aware, of course, that these indicators, taken either individually
or as a group, do not necessarily constitute an ideal way of measuring
efficiency in food shops Tndeed, many operating characteristics such as
wages and salaries and indirect costs (e g rent, fuel and light, etc ) are not
covered The conversion of a shop to self-service obviously involves con-
siderable capital outlay and, ideally, the debt repayments on such capital
expenditure should be taken into account in any comparison Even so,
the indicators show some interesting trends The most striking point to
emerge from the data is that no significant difference in efficiency between
self-service and non self-service outlets is evident except m the large
turnover categories In the £10,000 to £25,000 annual turnover category
there is only marginal evidence to suggest that self-service shops are more
efficient, in fact, the data indicate that the rate of stockturn is higher in
conventional grocery establishments (10 9 as against 9 2) This pattern is
generally repeated in the next highest size category (£25,000 to £50,000),
the calculations for all indicators yield generally similar results However,
beyond this point in turnover the self-service shops begin to pull away
from their non self-service counterparts in terms of efficiency For shops
between £50,000 and £100,000 annual turnover even though gross margin

** What has actually been calculated here is sales less gross margin divided by
closing stocks instead of, ideally, purchases divided by the average of opening and
closing stocks As the same method was used for both self-service and non-self-service
establishments it is considered that the use of this approximation does not affect the
comparison to any significant degree
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TABLE 6

CERTAIN EFFICIENCY MEASURES AS APPLIED TO SELF-SERVICE AND
NON SELF-SERVICE GROCERY ESTABLISHMENTS IN FIVE DIFFERENT

ANNUAL TURNOVER CATEGORIES

Method of Selling
and

Annual Turnover

State
Self-Service
Non Self-Service

Less than £10,000
Self-Service
Non Self-Service

£10,000 to £25,000
Self-Service
Non Self-Service

£25,000 to £50,000
Self-Service
Non Self-Service

£50,000 to £100,000
Self-Service
Non Self-Service

£100,000 and over
Self-Service
Non Self-Service

/o

Self-Service
(Sales)

%

34 4

2 0

12 4

30 4

48 6

77 1

Sales
per

Persons
Engaged

£

8,290
3,180

2,560
1,850

4,590
4,640

6,460
6,370

8,370
6,570

10,500
8,370

Gross
Margin
as a %
of Sales

°/
/o

129
15 3

16 3
16 4

15 3
14 3

13 8
15 0

13 1
14 9

12 3
14 6

Productivity
(Gross Margin)
(Persons Eng)

£

1,070
490

420
300

700
660

890
960

1,090
980

1,290
1,220

Sales
per

sq ft

£

24 5
29 3

38 4
34 6

53 2
37 3

72 3
48 9

Stock-
turn

14 3
93

72
8 1

92
10 9

10 8
10 0

13 6
94

17 3
94

as a percentage of sales is 2 points lower for self-service outlets, pro-
ductivity as measured by gross margin per person engaged is higher by
about 10 per cent, sales per square per square foot are very much higher
as is the rate of stockturn which is almost 50 per cent faster than in
conventional grocery shops The differences are even more pronounced
in the largest shops especially in terms of sales per square foot and
stockturn, the latter measure indicates that stocks are turned almost
twice as fast in self service stores in this size group Since in 1966, only
5 per cent of all grocery establishments had an annual turnover in excess
of £50,000 (the point about which it would appear that self service shops
gain the advantage) it should not be inferred from the foregoing com-
parison that it is not wothwhile for a trader to convert to self-service if
his initial turnover is low If the change results in the trader attaining a
higher turnover, then there should be considerable benefits for him This
is clearly indicated by the data in Table 6 All the measures under con-
sideration signal a steady improvement m efficiency with increased sales,
both for self-service or non self service shops For instance, even though
gross margin as a percentage of sales decreases from nearly 17 per cent
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to about 13 per cent from the lowest to the highest annual sales category,
productivity increases over three-fold over the same range Similar clear-
cut improvements are indicated by the other measures This analysis may
be summed up by saying that the data suggests that if a trader converts
to self-service and thereby substantially increases his turnover, then he
should enjoy the considerable benefits of this increased turnover, the
data also indicate, however, that he cannot regard himself as being
significantly more efficient than his non self-service counterparts of the
same size, at least not until his annual turnover exceeds £50,000 a year

Group trading

The 1966 Census returns revealed 1,463 retailers who were members
of either Retailers Co-Operatives or Wholesaler Sponsored Voluntary
Groups Of these 851 were classified, according to the Census criteria, as
Grocery Shops proper, the remaining being mainly Grocery with Public
House, Tobacco, Sweets and Newspaper establishments, or other food
outlets The following analysis is confined to "Grocery" shops only as
these constitute a more homogeneous population and should also result
in a more meaningful comparison between members and non-members
of the organisations in question

The 851 retailers who were members of these voluntary organisations
constitute just over 10 per cent of the 8,364 grocery respondents in the
Census Their sales coverage is much higher, however, £18 6 million, or
over 22 per cent of total grocery sales, thus reflecting the larger average
size of member establishments Table 7 shows the extent of group trading
in different regions It is strongest in Munster, sales through member
outlets accounting for over a quarter of the provincial total of £24 -̂
milhon This is not surprising In addition to the retailer co-operative
movement already in the province (this, in fact, dates to the 1954-1956
period) Wholesaler Sponsored Voluntary Group Trading was first intro-
duced m Cork m the early 1960s and the data indicate that Munster still
led the rest of the country in the field of voluntary co-operation in 1966
Group trading was also relatively extensive in Ulster—24 per cent of
sales through grocery outlets related to member establishments In
Dublin City and Dun Laoghaire 19 per cent of total grocery sales were
accounted for by the groups in question By 1966 voluntary group trading
was not very well established in the West, in Connacht only about 14
per cent of total sales by grocery shops were through outlets involved in
the voluntary co-operative movement

There are relatively few small shops among the members of the volun-
tary trading groups Table D of the Appendix shows that only 124 of
the 851 establishments belonging to members had a turnover of less than
£5,000 a year and these accounted for only 4 per cent of sales in this size
group The groups' share of the grocery market rises steadily, however,
as one progresses upwards through the size categories—it is 12 per cent
in terms of sales for shops in the £5,000 to £10,000 annual turnover
range and it rises steadily thereafter as far as the £50,000 to £100,000
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annual sales category where group traders account for over 40 per cent
of the total turnover The proportion then drops back sharply to only
13 per cent for the largest shops (£100,000 or over), this is not unexpected,
of course, since we are now in the turnover range where the large
supermarket chain concerns predominate and it was because of com-
petition from these that the voluntary groups first evolved—the Retailer
Co-operatives in the mid-1950s as a purely defensive or survivalist move-
ment and, later on, the Wholesaler Sponsored Voluntary Organisations,
the impetus here arising from the fact that the traditional wholesalers
were being by-passed by the large chain concerns who started to buy
direct from the manufacturers

TABLE 7
NUMBER OF GROCERY ESTABLISHMENTS AND THEIR SALES

CLASSIFIED BY AREA AND MEMBERS OF VOLUNTARY
TRADING GROUPS

Area and Membership
of Trading Groups

State
Total
Members of Trading Groups

Total
Members of Trading Groups

Munster
Total
Members of Trading Groups

Connacht
Total
Members of Trading Groups

Ulster
Total
Members of Trading Groups

Dublin City & Dun Laoghaire
(inc suburbs)

Total
Members of Trading Groups

Other County Boroughs
(inc suburbs)

Total
Members of Trading Groups

No of
Establish-

ments

No

8,364
851

2,857
363

3,266
358

1,399
74

842
56

1,072
175

563
66

Total
Sales

£ million

83 25
18 64

45 79
9 95

24 49
6 35

7 60
1 05

5 37
1 29

28 34
5 49

7 07
1 56

Percentage relating to
membership of Voluntary

Trading Groups

No of
Establishments

Total
Sales

%

10 2

12 7

11 0

5 3

6 6

16 3

11 7

22 4

21 7

25 9

13 8

24 0

19 4

22 1
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TABLE 8

CERTAIN EFFICIENCY MEASURES AS APPLIED TO MEMBERS AND
NON MEMBERS OF VOLUNTARY TRADING ORGANISATIONS IN
THE GROCERY TRADE, DISTINGUISHING SIX ANNUAL TURNOVER

CATEGORIES

Membership of Voluntary
Trading Group and Annual

Turnover

State
Members of Trading Groups
Non Members

Less than £5,000
Members of Trading Groups
Non Members

£5,000 to £10,000
Members of Trading Groups
Non Members

£10,000 59 £25,000
Members of Trading Groups
Non Members

£25,000 to £50,000
Members of Trading Groups
Non Members

£50,000 to £100,000
Members of Trading Groups
Non Members

£100,000 and over
Members of Trading Groups
Non Members

Percentage
Membership
of Trading

Groups
(Sales)

%

22 4

4 0

11 8

30 3

38 6

41 0

12 9

Sales
per

Person
Engaged

£

5 450
3,760

1,500
1,210

2,970
3,010

4,490
4,690

6,420
6,380

7,790
7,060

10,250
9,880

Gross
Margin
as a %
of Sales

%

14 2
14 6

17 5
17 8

160
15 3

14 5
14 4

14 7
14 7

134
14 4

12 3
129

Productivity
(Gross

Margin)
Persons
Engaged

£

770
550

260
210

480
460

650
670

940
940

1,040
1,020

1,260
1,270

The small amount of activity accounted for by members of voluntary
trading groups in the smallest size category is worthy of further comment
It has been a widely held view that the organisations in question were
begun as a rescue operation for the small man While this may be to
some extent the guiding principle behind the Retailer Co-operatives it is
certainly not the case for the Wholesaler Sponsored Voluntary Groups
In the latter type of organisation the welfare of the sponsoring wholesaler
is every but as much at stake as that of the affiliated retailers and, as the
recent Irish National Productivity Committee Study on Voluntary Group
Trading (9) points out, the sponsoring wholesalers do not welcome small

(9) Irish National Productivity Committee Distribution Research Programme—
Report No 1
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retailers as members and also try to rationalise their operations by the
elimination of existing small accounts Lack of a general realisation of
his economic predicament on the part of the small retailer and the fact
that many of them have other sources of income are probably other
factors behind his reluctance to participate in group trading However,
in spite of these trends and of the many bleak prophecies that have been
made in recent years regarding the position of the small trader, the overall
view one obtains from the 1966 Census is that the small Irish retailer is
proving himself to be a very durable entity The writer has in mind
particularly here the data referred to on page 12 which indicate that there
were still some 7,000 one-man food establishments in the country in 1966
(making a rough allowance for non-response) and admittedly even though
the absolute number had decreased over the previous ten years the reduc-
tion was not any faster than the drop-out rate for larger establishments

Efficiency comparisons for members and non-members of voluntary trading
organisations

This comparison is carried out on much the same lines as the com-
parison between self-service and non self-service establishments, using a
collection of efficiency indicators The results are shown in Table 8 The
most notable feature is that the indicators do not reveal any significant
differences between members and non-members in the way of efficiency,
for any size group The productivity measurements, in particular, are
astonishingly similar

While these results may be somewhat disappointing to advocates of
group trading it should be remembered that similar comments can be
made here as m the case of self-service—if membership of a voluntary
trading organisation results in a higher turnover for the trader then the
move is justified as considerable benefits should accrue to the trader by
virtue of having a higher turnover

COMPARISONS WITH RETAIL TRADE IN NORTHERN IRELAND

This comparison is, fortunately, possible as a full Census of Distribution
was taken m Northern Ireland in respect of the year 1965—close enough
to the 1966 Census in the Republic to enable meaningful comparisons to
be made Even though the scope and coverage of the Northern Ireland
Census was generally similar to the 1966 Inquiry carried out in the south
there were some differences involving classification of establishments and
as a result some rearrangements and adjustments have had to be made
to the Northern Ireland data in order to obtain comparable information f

tThe aggregates relating to establishments selling farm supplies and to builders'
merchants and timber merchants have been deducted from the Northern Ireland retail
totals as such outlets were generally classified as wholesalers in the Census in the
Republic, pawnbrokers and establishments hiring television sets, radios, etc and other
consumer goods were also excluded as these were not classified with the retail trade in
the South Conversely, public houses and establishments in the Motor Trade have
been taken from the Service category in the Northern Ireland Census and have been
added to the retail totals
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As the two survey periods did not coincide the Northern Ireland turnover
figures have been inflated to bring them up to 1966 levels, using growth
rates, for different business categories, for the period 1965-1966, obtained
from the Northern Ireland Index of Retail Sales

TABLE 9

NUMBER OF RETAIL ESTABLISHMENTS AND THEIR SALES AND
NUMBER OF PERSONS ENGAGED IN THE REPUBLIC OF IRELAND

AND IN NORTHERN IRELAND

Description
of

Business

Grocery

Other Food (inci
Tobacco, Sweets
and Newspaper
Establishments)

Public House,
Off-Licence

Clothing and Foot-
wear and Large
General Stores

Motor Vehicles,
Garages, Filling
Stations, Cycles, etc

Other Non-Food

Total

Republic of Ireland
Pop 2,884,002

No of
Establish-

ments

No

10,580

8,580

5,770

2,960

2,300

4,050

34,230

Total
Sales

£ million

99 42

87 15

45 52

78 22

88 66

76 39

475 15

No of
Persons
Engaged

No

25,950

26,300

16,550

17,950

14,700

19,210

120,650

Northern Ireland
Pop 1,484,770

No of
Establish-

ments

No

3,690

4,720

2,150

2,820

1,690

3,450

18,510

Total
Sales

£ million

58 24

50 99

21 40

50 70

59 99

60 29

301 61

No of
Persons
Engaged

No

11,510

13 580

6,810

14,010

9,470

15,530

70,900

The basic comparative data are given in Table 9 which shows sales and
employment aggregates and numbers of establishments for six business
groups for the two regions Thus, the 18,500 retail establishments in the
North had estimated sales of £302 million in 1966 and provided employ-
ment for 71,000 people If these figures are added to those already com-
piled for the South we obtain a total of nearly 53,000 retail establishments
in the whole island with sales of £777 million and with over 190,000
persons engaged The most significant difference in the internal pattern
of retailing in the Republic and m Northern Treland is the distribution
of sales between Food and Non-Food goods Jn the South, sales of Food,
Drink and Tobacco establishments account for 49 per cent of total
retail sales as against the lower figure of 43 per cent for Northern Ireland
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The share of activity held by both Clothing and Footwear outlets and
establishments m the Motor Trade are similar for both regions but the
"Other Non-Food" category accounts for a higher proportion of total
retail trade in the North—20 per cent as against 16 per cent m the
Republic The differences involved are more clearly brought out if the
data are related to the populations of the two regions The following
figures are the ratios for sales per head of population for the different
business groups distinguished

SALES PER HEAD OF POPULATION,

Grocery Shops

Other Food

Public Houses and Off-Licences
Clothing and Footwear and Large

General Stores

Motor Vehicles' Sales, etc

Other Non-Food Shops

Republic of Ireland

£
34 5

30 2

15 8

27 1

30 7

26 5

1966

Northern Ireland

£
39 2

34 2

14 4

34 1

40 4

40 6

Thus, in addition to the internal differences evident, the overall level of
sales per head of population in Northern Ireland is higher—£203 as
against £165 per head of population in the South The averages for Food
and Drink establishments are only slightly higher in the North but the
differences become more marked for Clothing and Footwear and the
other Non-Food groups, especially in the final miscellaneous category
which covers sales of household durables such as Carpets, Furniture,
Appliances, etc , Chemist Wares, etc —here the difference is as high as
£41 per head of population in the North as against the figure of £27 per
head for the Republic The figures for Public Houses run against the
general trend in that the figure for sales per head of population is higher
for the South Rather than showing, however, that Southeners are more
intensive drinkers this figure more than likely reflects the somewhat
different social pattern in Northern Ireland where a much greater amount
of social drinking takes place in private clubs and in hotels Generally
the above figures reflect the higher levels of income in Northern Ireland
due in turn to a more extensive industrial base and to greater social
subsidisation The extra income is being spent mainly on non-
essential non-food goods The effect of greater social subvention is clearly
reflected in the sales by Chemist Shops in the North which at nearly
£11 million are actually higher than Chemists' sales in the Republic
(£10| million) with nearly twice the population, subsidised medicine must
surely be the mam factor behind this relatively high figure
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Size of establishments and comparisons in productivity

The average size of establishment is larger in Northern Ireland—£16,300
average annual turnover as against £13,900 in the South However, this
difference is due entirely to the Grocery sector where average sales pe
establishment are much greater in the North as can be seen from columns 1
and 2 of Table 10 In all the categories in the Non-Food sector the position
is reversed—particularly for Clothing and Footwear and other Large
General Stores where the average annual turnover is £26,500 in the
Republic as against £18,000 in Northern Ireland It should be mentioned
in relation to the latter comparison, however, that the difference is mainly
caused by the large general stores which appear to be very much larger
in the Republic than m Northern Ireland A further contributing factor
here is the inclusion in the Northern Ireland Census of small street
traders, many of whom dealt mainly in clothing and footwear, such
establishments were not covered in the 1966 Census m the South

TABLE 10

COMPARISON OF SALES PER ESTABLISHMENT AND SALES PER PERSON
ENGAGED FOR RETAIL TRADE IN THE REPUBLIC OF IRELAND AND

NORTHERN IRELAND

Description of
Business

Grocery

Other Food (inci Tobacco, Sweets
and Newspaper Establishments)

Public House, Off-Licence

Clothing and Footwear and
Large General Stores

Motor Vehicles, Garages, Filling
Stations, Cycles, etc

Other Non Food

All Establishments

Average Sales per
Establishment

Republic
of Ireland

(1)
9,400

10,160

7,890

26,450

38,550

18,880

13,880

Northern
Ireland

i

(2)
15,790

10,740

9,970

17,990

35,500

17,470

16,290

Average Sales per
Persons Engaged

Republic
of Ireland

(3)
3,830

3,310

2,750

4,360

6,030

3,980

3,940

Northern
Ireland

(4)
5,060

3,750

3,140

3,620

6,330

3,880

4,250

Some productivity comparisons, using total sales per person engaged
as a measure, are given in columns 3 and 4 of the above table Total sales
per person engaged in Northern Ireland at £4,250 were some 8 per cent
higher than in the Republic (£3,940) The difference is mainly due to the
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relatively low productivity m Grocery establishments in the Republic
However, productivity is considerably higher in the South in the Clothing
and Footwear and Other Large General Stores category These diverse
productivity differences are, of course, closely linked to the variation in
the average size of establishment, for these two business groups, in the
two regions In the two remaining Non-Food groups the data do not
indicate any substantial difference between the regions

The share of retail trade held by Belfast

It is interesting to see whether Belfast holds as great an attraction for
shoppers m the North as Dublin does in the South

The Northern Ireland Census indicates that, in 1965, sales in Belfast
County Borough (with over a quarter of the total population) amounted
to £119 million—about 40 per cent of the North's total sales of £297
million If certain outlying urban areas**are included with Belfast (raising
the population coverage to 38 per cent) the sales figures goes up to £138
million, or 46 per cent the total Northern Ireland retail turnover It will
be recalled that the Dublin-Dun Laoghaire region, with a quarter of the
Republic's population, accounted for 41 per cent of total retail sales in
the South Thus the greater Belfast urban area has a somewhat larger
share of the North's retail trade than the Dublin area has in relation to
the Republic In the non-food retail sector the Belfast region accounts
for nearly a half of total trade—£84 million out of £171 million, the
corresponding proportion for Dublin-Dun Laoghaire was 45 per cent
When one considers this comparison in the light of the fact that a greater
proportion of the North's population reside m Belfast (relative to Dublin
and the Republic) the data really indicate that retail trade is not quite
as unevenly distributed in Northern Ireland as it is in the South, and this
m spite of the fact that Northern Ireland is a much smaller region in
area terms

*" Nstftowmbbsy, Lisburn, Dunmurry, Dundonald and the Rural Districts of
Caslbieagh and Hillsborougtu



APPENDIX

TABLE A

NUMBER OF RETAIL ESTABLISHMENTS AND THEIR SALES, PURCHASES, STOCKS, GROSS MARGINS AND NUMBER OF
PERSONS ENGAGED ACCORDING TO 11 DESCRIPTIONS OF BUSINESS, 1966

Description of Business

Grocery

Grocery with Public House

Fresh Meat

Other Food

Tobacco, Sweets and Newspapers

Public House, Wines and Spirits

Clothing and Footwear

Motor Vehicles, Cycles, Garages, Filling Stations

Chemist

Department Store

Other Non-Food

Total

No of
Establish-

ments

No

10,580

3,000

1,770

1,190

2,620

5,770

2,900

2,300

1,230

19

2,850

34,230

Total
Sales Purchases

99 42

26 99

21 58

25 04

13 54

45 52

46 81

88 66

10 55

25 59

71 26

475 15

85 30

22 61

16 92

18 79

11 24

33 71

35 66

77 86

7 41

19 93

51 21

380 65

Opening
Stocks

£000 million

7 82

2 64

0 43

1 91

1 28

3 71

11 60

7 56

2 14

3 28

12 59

54 96

Closing
Stocks

Gross
Margin

8 09

2 74

0 42

2 02

1 33

3 89

11 80

7 94

2 23

3 37

13 41

57 24

14 38

4 48

4 64

6 36

2 35

a2 00

11 35

11 18

3 24

5 75

20 86

96 78

No of
Persons
Engaged

No

25,950

8,600

6,000

6,450

5,250

16,550

12,900

14,700

3,600

3,750

16,850

120,650



TABLE B

PERCENTAGE DISTRIBUTION OF THE NUMBER OF RETAIL FOOD AND TOBACCO ESTABLISHMENTS* IN 1956 AND 1966
BY NUMBER OF PERSONS ENGAGED PER ESTABLISHMENT

Year

1956

1966

1

35 9

35 6

2

27 8

28 2

3

15 3

16 3

Number of Persons Engaged

4

84

90

5 to 9

10 6

8 8

10 to 14

1 3

1 2

15 and over

07

09

Total

100 0

100 0

Total Number of
Respondent

Establishments

20,896

14,840

O N
OO

*Respondents only



Method of Selling and
Annual Turnover Category

State
Self-Service
Non Self-Service
Total

Less than £10,000
Self-Service
Non Self-Service
Total

£10,000 to £25,000
Self-Service
Non Self-Service
Total

£25,000 to £50,000
Self-Service
Non Self-Service
Total

£50,000 to £100,000
Self-Service
Non Self-Service
Total

£100,000 and over
Self-Service
Non Self-Service
Total

No of
Establishments

No

429
7,935
8,364

64
6,597
6,661

123
980

1,103

109
253
362

62
73

135

71
32

103

Total
Sales

Gross
Margin

£ million

28 65
54 60
83 25

0 43
20 71
21 14

2 16
15 21
17 37

3 77
8 62

12 39

4 52
4 77
9 29

17 78
5 28

23 06

3 70
8 34

12 04

0 07
3 39
3 46

0 33
2 17
2 50

0 52
1 30
1 82

0 59
0 71
1 30

2 19
0 77
2 96

No of Persons
Engaged

No

3,455
17,156
20,611

168
11,165
11,333

471
3,281
3,752

583
1,353
1,936

540
726

1,266

1,693
631

2,324

Selling
Space

000 sq ft

—

—

88
520
607

98
249
347

85
128
214

246
108
354

Closing
Stocks

£ million

1 74
4 97
6 71

0 05
2 13
2 18

0 20
1 20
1 40

0 30
0 73
1 02

0 29
0 43
0 72

0 90
0 48
1 38

Respondents only



TABLE D

DETAILS OF GROCERY ESTABLISHMENTS* CLASSIFIED BY ANNUAL TURNOVER AND MEMBERSHIP
OF VOLUNTARY TRADINQ GROUPS

Membership of Trading Groups
and Annual Turnover

State
Members of Trading Groups
Non Members
Total

Less than £5,000
Members of Trading Groups
Non Members
Total

£5,000 to £10,000
Members of Trading Groups
Non Members
Total

£10,000 to £25,000
Members of Trading Groups
Non Members
Total

£25,000 to £50,000
Members of Trading Groups
Non Members
Total

£50,000 to £100,000
Members of Trading Groups
Non Members
Total

£100,000 and over

No of
Establishments

No

851
7,513
8,364

124
4,817
4,941

191
1,529
1,720

323
780

1,103

140
222
362

56
79

135

17

Total
Sales

Gross
Margin

£ million

18 64
64 61
83 25

0 35
8 42
8 77

1 46
10 90
12 36

5 26
12 11
17 37

4 78
7 61

12 39

3 81
5 49
9 29

2 98

2 64
9 40

12 04

0 06
1 50
1 56

0 23
1 67
1 90

0 76
1 74
2 50

0 70
1 12
1 82

0 51
0 79
1 30

0 37

No of Persons
Engaged

No

3,418
17,193
20,611

232
6,988
7,220

492
3,621
4,113

1,170
2,582
3,752

744
1,192
1,936

489
111

1,266

291
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DISCUSSION

Mr L Keogh I am very pleased to have the opportunity of propos-
jng the vote of thanks to Mr Sexton, the more so because in the many
dealings which 1 have had with him over the years I have always found
him most co-operative is assisting us

This is an excellent paper in many respects It supplies vital and
extremely interesting information about the progress made by the retail
tiades during the past ten years, and in doing so fills a number of gaps,
necessary gaps, in the preliminary results of the 1969 census There is
an extra bonus in comparative figuies with Northern Ireland and I
would like to say in particular that 1 found the paper written in clear
and concise language not only made it interesting but extremely easy to
follow

I would like to make some general points in connection with the
paper Although Mr Sexton appears to have overcome the difficulties
presented by the relatively high rate of non-response, it is somewhat
discouraging that the response rate in 1966 should have been lower
than the response rate in 1956 One would have expected, with more
sophisticated approach being adopted by retailers generally, a better
response rate on this occasion It nLght be advisable for all concerned
to study the reasons for this disappointing situation to see if an improve-
ment can be achieved on the occasion of the next census

The census confirms and emphasises what our own observation has
been telling us, namely the growing importance of large scale operation
with the economies and greater productivity which it brings The very
high proportion (over 60% and as high as 70% in the grocery trade)
of shops in Connaught and Ulster doing less than £5,000 a year is quite
lemarkable The fact that so many small shops have continued to
survive may, as Mr Sexton suggests, be the result of a widely scattered
population but it would be interesting to ascertain the number of these
outlets which are being run as side-lines rather than as a main source
of income Further analysis of the composition of employment and an
examination of the numbers of relatives assisting might throw some light
on this position

Another surprising feature thrown up, or confirmed, by the paper is the
extent of the out of town trade enjoyed by Dublin and the major cities
It would appear that undoubtedly the bulk of this trade is enjoyed by
the clothing and footwear stores This is confirmed by the fact that
Dublin enjoys forty per cent of motor trade business as compared
with the average of 45% of all sales of non-food while taking it and the
county boroughs together the motor trade share is only 48 6% against
nearly 60% for all non-food sales All engaged in the drapery and foot-
wear trade outside the cities should be looking at this position very
carefully to see to what extent they can pull back some of the trade from
the cities It would appear to be a fruitless exercise for these traders
and their suppliers It seems to me that essentially the greater variety
of goods available in the larger non-food stores in the cities is the biggest
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attraction The extent of this problem in Northern Ireland doesn't seem
to be as great as in the Republic, although distances are shorter, I
wonder if this means that the standard of non-food stores in town out-
side Belfast, is higher than in the case of the same stores in the smaller
towns in the Republic

It is most enlightening to learn from Mr Sexton's paper that the
fall in the nember of food shops (19%) was spread right across the
size spectrum of establishments I am sure that most of us believe that
the small men were going down like nine pins with the medium and
larger stores having very few casualties I note that Mr Sexton found
that this situation applied in the Dublin area also but it would be
interesting also if we could arrive at figures of gross decline in the
number of establishments rather than the net change Perhaps it would
be possible to devise some simple system of registering new outlets many
of whom have to register their business name in any event—so that we
could determine more accurately the number of stores closing down
and the number of new openings

In view of the continued steady decline in employment opportunities
in agriculture, it must be a disappointment that there was no growth
in the number of persons engaged in retail distribution as a whole
Within the retail sector the only scope for additional employment was
in the trades where a high service and labour content is essential for
example public houses and the motor trade

I might mention that the tremendous growth in the number of
establishments connected with the motor trade must be attributed
essentially to the rapid expansion of petrol outlets Between 1956 and
1966 the number of these stations increased from about 2,800 to 4,400
or almost 60%

The motor trade appears to have a tremendous record for improved
productivity (63% as against 42%) in the ten year period but of course
it was during this period that car sales really began to march forward
and the signficant improvement in productivity may be due to a con-
siderable extent to the fact that there was some slack which could be
taken up as business increased without the need for the employment of
additional workers

Mr Sexton's paper contained some surprises for me One of these
was the fact that the census showed that there were only 430 grocery
outlets operating on a self-service basis Estimates in the trade in 1966
were that the number was in the region of seven to eight hundred and
in view of the fact that the tradeis were left to describe their trading
operation themselves I would have thought the figure in the census would
have been overstated rather than under stated

It is interesting that it is only when turnover reaches the £50,000 a
year mark that a self-service operation tends to be a good deal more
efficient than a non self service operation I would hope as Mr Sexton
himself says, that smaller traders would not be discouraged from adopt-
ing self-service because I believe that in a short space of time self-service
trading would bring many smaller traders into the higher turnover
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bracket enabling them at that stage to enioy the full fruits of what un-
doubtedly must be a more productive and efficient operation

Perhaps the greatest surprise which I got in reading Mr Sexton's
paper was his conclusion from the figures that there are no significant
differences in efficiency as between members and non-members of
voluntary groups I would have thought that in any of the turnover
groups betv/een £10,000 and £100,000 a year the performance of the
voluntary group man would have been quite superior to the non-
voluntary group man I am sure, however, that Mr Carswell will throw
some light for us all on this apparently strange position

The comparisions which Mr Sexton has drawn between a number of
establishments, sales and number of persons engaged in the Republic
and in the North make for most interesting reading I note that Mr
Sexton is quick to defend us against any assumption from the figures
that we are more intemperate than our Northern relations We have,
proportionately speaking, 35% more drinking establishments Perhaps
our "pub crawl" has to embrace a larger number establishments

It is quite interesting that the North has a much larger number of
motor trade establishments than m the Republic although average sales
per establishment and per persons engaged are quite similar I think the
high non response rate among filling stations may be reflected in the
apparent lower numbers in the Republic

As I said at the outset, I think that this is an excellent paper and I
believe that the conclusions should be studied closely by such bodies
as the N I E C Committee for the Distributive Trades and the Irish
National Productivity Committee with a view to ensuring that the
important features highlighted by the census and the conclusions which
may be drawn from them can be brought to the attention of all those
concerned with the progress and efficiency of our retail trades If
retailers can be shown, in terms that they understand, the value of a
census of this kind they will, I am sure, co-operate even more fully in
the next census

There was a gap of ten years between the last two censuses This is
obviously too great a gap and it behoves us all to press for a new census
not later than 1971

Mr A Carswell It gives me tremendous pleasure to second a vote
of thanks to Mr J Sexton's paper, which I found not only useful, but
also vitally important to the food trade since we have no regular statistics
of development in the food trade as are available m the U K

I hope you will forgive me if my remarks are mainly directed from
the angle of food, since this is the trade m which I work and which I
know best

I was particularly heartened by Mr Sexton's evidence that shops in
the food trade have closed down at an equal rate, no matter what their
size There is, as you may know, a lot of emotional talk about the
demise of the small man and it is heartening to find that this is not the
case One explanation could of course be that in the mid 60s, one very
large and well known Multiple organisation went into liquidation, and
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these may have balanced the number of smaller country shops which
have closed down

I would also like to correct any impression that the Voluntary Group
Wholesalers "do not want small retailers as members " The policy of
my own Group is to recruit the right man, no matter what his size and
to give him assistance and guidance to enable him to grow much bigger

I was also interested to see that the total number of self service shops
in the grocery trade was claimed to be 430 in 1966 At that time my
Organisation had some 140 shops operating on self-service lines and I
find it difficult to believe that we constituted one-third of the total
number I would have thought that the figure for self-service would have
been much higher

I was also interested to see that there appeared to be no significant
difference in efficiency between Self-Service and non Self-Service shops
i,i the lower turnover brackets The only explanation I can find for this
is that in the lower turnover bracket, the shops tend to be run by a man
and his wife to work long hours and extremely hard on their own
behalf If they convert to self service, there may be no apparent gain in
productivity, unless their turnover increases to one of the higher brackets
mentioned

I would welcome further research into this and would be interested
to discuss it further with the speaker With regard to Mr Sexton's
conclusion that there was no difference in efficiency between Group
and non-Group outlets, I must say I was frankly puzzled However I
note that Table 8 shows that the returns were based on turnover and
not size of shop and that there are no figures for sales per square foot
I would be very interested to see these figures and I suspect and there-
fore are more profitable as an investment

I also enquired earlier from Mr Sexton whether multiple were in-
cluded and on being assured that this was the case, draw comfort from
the fact that in the higher turnover brackets, group retail outlets are as
efficient as multiple retail outlets This is what my Organisation has been
striving for many years and it is heartening to see an independent
measurement of our progress

Finally with regard to the comparisons with Northern Ireland, may
I state that having worked in the Northern Ireland Grocery Trade for
some five years from 1960/1965, I would agree with all Mr Sexton's
conclusions There most definitely are less shops per head of population
and the average grocery store has a much higher sale per square foot
as a result Also there is not the same multiple domination of Belfast,
as there appears to be in Dublin

May I conclude by echoing Mr Keogh's plea for a census every five
years The only way that a group such as mine can improve it perform-
ance and aspire to better productivity is by having regular figures to
define areas of growth and areas of weakness

Mr Chairman, it gives me great pleasure to second a vote of thanks
to Mr Sexton's paper
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P Lyons It gives me great pleasure to associate myself with the vote
of thanks to Mr Sexton for his interesting and important paper Too
often, valuable material published by the Central Statistics Office is
indigestible to the non-statistician, and it receives little publicity, so that
people are unaware of its existence and utility

There is a need to present information more dramatically, and with
simple explanations This has been done admirably in this paper For the
use of outsiders, presentation of statistics must be done clearly, and the
essential features of the figures must be brought out and emphasised
More use should be made of summary tables, and there is need also for
more in the way of commentary upon the figures—with a description
of the important points in the statistics, commentary upon trends,
drawing attention to possibly conclusions, relating the data to statistics
derived from other sources and so on

Attempts have been made to perform these tasks in the past, but
tonight's paper is a first-class example of how these should be done
Might I suggest that for these reasons the analyses, and others, deserve
wider and more popular publication than they will receive in the Journal
of the Society There is at least one precedent for this, when Professor
W J L Ryan presented a paper to the Society on the methodology of
the Second Programme, which was subsequently published with the full
Second Programme document

The paper covers a great deal of ground, and it could not attempt
to be comprehensive My appreciation of it will be shown by the fact
that many of my comments will be upon matters with which the paper
is not concerned

The distributive sector is one of the most important m the economy,
because of its size, because of its dynamic nature, and because of the
rapid changes which are occurring in it Comparatively little attention
has been paid to it, and it was the last sector economic activity to be
subjected to official inquiry

According to the latest National Income estimates, expenditure on
goods provided by retail establishments in 1966 was £594 5 million in a
gross National product of £1,070 6 million or 55 5 per cent The paper
suggests that the census total is £475 million, or 44 4 per cent of G N P
This inquiry then covers a larger share of G N P than any other sector
of the economy

It is always interesting, though sometimes deceptive, to compare figures
from different sources for what ought, in theory, to be identical totals
In this case, can examine the census of population results for employ-
ment In 1951, employment in retail trade, according to the Census of
Population, was 103,700 According to the Census of Distribution,
employment totalled 115,400 The difference was explained by the C S O
as being due to part-time workers, who would have been included in this
sector according to the establishment schedule, but who would have been
omitted by the household schedule

On this occasion, the Census of Distribution record employment,
including non-respondents, at 120,650 The Census of Population,
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records 112,578 in this sector, by classification of industry, and 127,517,
by occupation The occupation figures are inflated, inter alia, by virtue
of the fact that some workers in wholesale trade are included (These
figures refer, by and large, to the "commerce" group) The industry
figure is probably more accurate m this instance, and if we subtract 10
per cent part-time workers from the Distribution Census figures, the two
sources reach a much greater degree of concordance Full time employ-
ment then becomes about 108,600, a short fall of 4,000—much larger
than m 1951, and this requires some explanation

Another comparison might be afforded by examination of the
expenditure tables in the National Income accounts, to which I referred
above This is not reasonable in this case, however, since the results
of the Census were used to adjust the National Income estimates from
1958 onwards

While we should be grateful for any improvements in our National
Income estimates, the latest improvements are open to serious criticism
Not all the revisions are due to the census results, of course, but they did
play an important part

The revised results for 1967, as published in National Income and
Expenditure and the Department of Finance Review of 1968, put
National Income at £902 million, whereas the 1968 Green Book,
publishes a figure of nearly £918 million National Income is increased
by £15 9 million, and GN P , as market prices, by £16 5 million

In these changes, trading profits have risen by £8 8 million, remunera-
tion of employees by £4 6 million, and employers' contributions to social
insurance have increased by £2 5 million

The preliminary estimate, in the Review, for G N P in 1968 was
£1,260 million, whereas the 1968 National Income book puts it at £1,288
million or £28 million higher "Since the publication of the previous
report, data which have become avanaoie from ihe 1966 Census of
Distribution have been used to revise some of the constituents of items
in the tables " This is simply not adequate as an explanation of such
substantial alterations m our estimates

The N I E C Report on Distribution, published in 1966 must be
mentioned in the context of the Census Six particular areas, of develop-
ment and problems, are emphasised in that report The full Census
results will throw no light on three of these, namely, the availability of
capital for fixed investment in retailing, the effects of rationalisation on
workers m retailing, or the necessity for, and availability of, facilities for
training m distribution

Two other areas are illuminated by the results so far published These
are changes in retaihng methods and concentration m retailing, in respect
of ownership and control of outlets The importance of self-service stores
and supermarkets, and of retail buyng groups and symbol voluntary
chains, is underlined by the paper, though no estimate can be discovered
of the growth of these, since this is the first occasion on which this
information has been collected No information is available yet concern-
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ing multiple organisations, nor upon the final N I E C problem, that of
the size of non-national interests in Irish letailing

The N I E C also requested a breakdown by commodity of the sales
of larger shops This information was collected, but is it in a satisfactory
form for publication? Will information be available concerning seasonal-
ity of employment? It has not been possible for me to investigate
whether the Census figures will be reconcilable with the Index of Weekly
Retail Sales This was a serious criticism of the original index, since the
Census ended in 1959, the index provided figures for 1961 to base 1960,
and 1960 was an unknown limbo

It should now be possible to bring up to date the short analysis of
important towns as shopping centres done m the Buchanan Report for
1956 The necessary development of commercial centres recommended
in the Report can also be examined in the light of the full Census results

N I E C also had something to say about productivity including labour
productivity, in the sphere of retail distribution, and Mr Sexton has
increased knowledge in this area The whole idea of labour productivity
is one which gives me considerable misgivings In the first place, it is diffi-
cult to define, in the second, it is impossible to measure In industry, one
cannot ascribe all increases in output to the one factor, labour Increased
capital, in volume and quality, will produce increases from the same
labour force Increases in output, which exceed increases in labour
inputs, cannot be used to prove increases in labour productivity

In the distributive sector, labour appears to be the only input which
can be measured, but Mr Sexton's approach cannot be argued to be
more than measuring sales per person engaged It is not a measure of
labour productivity in this sector

N I E C admits that this is not an entirely satisfactory indicator of
labour productivity, but since there are no other ways of measuring
comparative effeciency, it must be used as an indicator, together with
measures like the rate of stock turnover, and the productivity of working
capital Something which is not a measure of labour productivity should
not be called a measure of labour productivity N I E C also suggests
that an efficient distributive sector would bring benefits to the consumer,
and that an inefficient sector is indicated by high gross margins We
must wait for the full results of the Census before we can examine the
level of gross margins

Mr Sexton also comments upon the decline in the number of retail
outlets, and he has heard the views of the previous speakers, who have
peculiar interests in this field I do not wish to go deeply mto this subject,
and the reasons for the recent developments, because I am embarking
upon what will be a fairly detailed acquaintance with these problems

Like democracy, competition seems to have withm itself the seeds of
its own destruction Larger units, wlrch compete in terms of prices,
may tend to greater efficiency, lower prices and a better deal for the
consumer At the extreme, however, competition might lead to the
disappearance of large numbers of letail outlets, possibly due to unfair
competition, and result in monopolistic situations, which might not be
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in the long-term interests of consumers In commenting upon a paper
to the Society dealing w.th the 1951 Census of Distribution, Mr
Mansfield said that there were an excessive number of outlets in the
retail food trade, a large number of which were uneconomic these
siphoned off trade from the more economic and progressive shops

Finally I would like to make some comments based upon research
of my own into the use of previous Census data in the economy
Organisations outside Government, including manufacturers, wholesalers
and retailers, could make considerable use of Census results As N I E C
commented, "for successful programming, up-to-date statistics are re-
quired " The full results of the 1956 Census were not published until
1962 So far we have had an improvement in this Census The results
are promised in the summer of 1970, only 3J years after the year to
which they refer was ended

Another point worth mentioning concerns the importance of taking
the Census at regular intervals Every five years is a practicable and
acceptable period for this purpose

Potential users are sceptical of the reliability of the results of the
Census They feel that respondents do not present truthful information,
for fears of the Inland Revenue Authorities Can anything be done to
ensure accurate information and to allay their suspicions in this regard9

In addition, I would ask whether it would be possible to present
analyses of distinct shopping areas in the town and cities9 It would be
interesting, for example, to compare Grafton Street with Henry Street

In conclusion, I would suggest that the C S O should bring the results
of this Census, and other inquiries, to the attention of potential users,
it should encourage them to make use of all the information available
and should show them how such use can assist the running of their
businesses

The C S O is doing a magnificent 30b with the severely limited
resources at its disposal, and I would not like my criticisms this evening
to be taken as an attack on an institution without whose work I could not
begin to operate Rathei I would like my observations to be used by
the C S O as a justification for more funds, more facilities and more
staff With these essential requisites, I am confident that Mr Sexton and
his colleagues will present many more papers of such outstanding merit




