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A 2. If you do not recpgni ion in your organization structure, do you

ManUfaCturers’ Marketing Survey ’ | ' recognize it in your practice? Gl 8000

H : : : : : This question applies to the. irtytseven per cent who answered “No” to question A1 '.l'he‘ proportiqn
Reported and DlSCUSSﬁd at a Meetlng Of the Taylor SOClCtY _ of those who recognize the distinction either in organizationi or practice to those who recognize it neither in
B organization nor ‘practice is...|. .. -

Lo New York, Decemder 10th, 1927
‘ . Merchandising

"This survey is not, and was not intended to be, a sample of American industry; it is a sample of B 1. Do you havé in y organization a unit or an individual whose spec al func-

that group of concerns which are by repute most progressive in marketing. Of the 275 question- tion is to.study merchandise [relative to—
naires which were sent out, sevent r-nine were returned in time for inclusion in tl imina; . ' : P
y r n the preliminary I ¢ a. Tendency, towards lescence of standard items

analysis which follows.
b. New uses for stind

The analysis shows clearly-that the distinction between merchandising and selling, in organiza-
tion and in detail procedures; is becoming a dominant characteristic of marketing among most pro-
gressive concerns. In this connection it is interesting to note that the seven per cent giving negative o d." Determination of list price of items

. E B 7 ' .
re.plfes t? both questions Al Ztnd A 2 are manufacturers of machinery and other producers goods as Of those replying, forty-nine [per ¢ent answered “Yes” to all subdivisions; twenty-seven per cent answered
distinguished from consumers’ goods. ; o “No” to all .
: h

c. Creation of new ite

A comparison of these returns with the returns to a questionnaire addressed to a similar thoughl . B 2. If you do not ha uch a special unit or individual as is specified in the pre-
smaller group of firms in 1920 (BurLerin or THE Tavror Sociery, Vol. V, No. 6, December, 1920) is , - ceding question, does sof nit or individual in your -organization give a definite con-
interesting, although the two are not comparable in detail. The earlier questionmaire made a distinction . - .tinuing amount of time t : 89
between - Sales Administration, Sales Engineering and Sales Operating. At the earlier date about . o . 4 b ho do not give attention to”mer-
half of those replying stated that they were working towards co-ordination of sdles, production and Combining B 1 and B 2 th ostion of those who do to those who do 1ot § :
finance: a concept corresponding only roughly to Merchandising in the present questionnaire. With .
respect to Sales Planning, as distinguished from Selling, in the earlier questionnaire some eighty-five : P ' B 3. Do you have in'jou organization a unit or an individual whose special func-
per cent recognized the principle, but only fifty-five per cent in more or less developed practice. ' : tion'is; to study markets |relative to— : .

chandising is

- )

With respect to the present questionnaire it is evident that in seven years there has been a de- 2. The amount of prpduction of the several items necessary to meet the market

velopment in concepts such as Merchandising, as distinct from Selling, and in supporting practical requirements at different | seasons and Periods?. ..o vvevvrerrsa e T e 59
i i a 1 3 H “« ' g ”

proc.edures, that there is established a common basis for study and discussion of whys” and hows.' b, Control of inventories of finished POGUCE e annens s 65

[Editor] . ) . : " ‘

B 4. If you do not h uch a special unit or individual as is specified in the above

individual give currently an appreciable amount of time to

question, does some unit] "

Definitions ¢
o . . . o such studies?...........
¢ Merchandising: A function which comprises co-ordination of the sale and the manufacture of goods .
to be sold; determination of varieties, qualities and quantities of items; determination of markets and

trade channels; determination of list prices. | . L. . .
' ) B 5. Whether or not you make such studies as are indicated in the above questions,

gets or forecasted schedules of sales for definite periods

The replies -analyzed are the “No” replies to B 3

: . . Lo L . : . do you prepare periodic |bud
Selling: A function which comprises arrangement of ferritories; the selection, training, direction in advance, as follows—
and 'supervision of salesmen; the arrangement and carrying out of sales campaigns. .

a. General schedules?\. ..

. : b. By territorial divisans
Questionnaire !

Organization YES NO , o

X g L Per cent Per cent
~ A 1. Do you in your organization structure recognize a distinction between merchan-
dising and selling?.........o.oioneiiniii PO AR 63 37

d. By classes of trade?...

B 6. If you prepare such schedules, are they subject to continuing revision in the

-light of sales experience|as 2 period develops?......onvencanraneiierm e RPN 82




