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I have been writing for several months 
now regarding the recent economic down-

turn and its impact on greenhouse and
nursery firms. Not only has the economy
slowed to a crawl, our industry also suffered
several shocks due to freeze and drought
conditions last year. It would be an under-
statement to say that times are tight right
now. In such economic conditions, it becomes
even more imperative to measure, assess, and
set into motion various contingency efforts 
to ensure financial solvency.

But how do you determine what these
contingencies should be? The answer: By
benchmarking your performance relative 
to your historical financial and operational
performance and then comparing your firms’
performance to that of other industry firms.

The bottom line is that you get what 
you inspect. Major score-keeping areas 
in a greenhouse business include: 
(1) financial measures – e.g. return on
assets, sales volume, and gross profit; and 
(2) operational measures – e.g. production
rates, quality, and safety measures. The 
key is to figure out which metrics (things 
to be measured) are important and use this
information to educate employees about the
correlation between these metrics and profit. 

Once these key success factors are
identified, there are two major types of
benchmarking procedures that managers
should be doing. First, internal bench-
marking (benchmarking within a company)

compares your own firm’s performance
against a previous time period (e.g. previous
quarter, this quarter last year, etc.). This 
is often referred to as time-series bench-
marking. Second, competitive benchmarking
(benchmarking performance or processes
with those of competitors) compares your
firm’s performance against similarly-sized
firms in the industry. This is often referred
to as cross-sectional benchmarking because
you are comparing your firm against a
“cross-section” of the industry.

Unlike other manufacturing industries,
there are not a lot of cross-sectional
benchmark data available for green
industry firms, and even fewer specifically
pertaining to greenhouse firms. The best
way to glean benchmarking information
regarding greenhouse operational measures
is by scanning trade journals, university
research reports, attending educational
conferences and trade shows, on-site 
visits to other greenhouse operations (via
tours and personal visits), and talking with
other greenhouse managers outside your
production region (they are usually more
apt to share information). Measuring firm-
level productivity over time will point to
corrective actions to address inefficiencies
in production, marketing, and customer
service practices.

Table 1 (page 3) offers some suggestions
as to the metrics growers may consider in
establishing a benchmarking system or
adding to their existing system. While 
the table may seem daunting at first glace, 
I always advise growers to choose a few
(one or two) benchmark metrics each year
to incorporate into their system.

Remember: what gets measured gets
managed! Concentrate on measuring the
right things, then on measuring them
efficiently. Focus only on the areas of
greatest concern in your business and fix
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Continued on page 4

those areas. Measuring anything that does not directly affect
profitability, performance, or safety only adds burden and takes
away from those measures that are truly important.

Strategic Profit Model
Probably the most common (and obvious) financial goal 

of greenhouse businesses today is to make a profit. However, to
simply refer to “profitability” in general is not enough. There are
various measures of profitability, but the two most commonly
referred to include return on assets (often called return on
investment or ROI) and return on net worth. Return on Assets
(ROA) looks at the economic viability of the firm whereas 
Return on Net Worth (ROE or Return on Owner Equity) examines
the return being generated for the firm’s owners. Both have their
own value in analyzing performance. It is important to under-
stand how return on investment is calculated and how it can 
be improved. ROE is considered the most meaningful way to
evaluate overall company profitability

These two primary profitability ratios are influenced by three
other performance-related ratios: Profit Margin, Asset Turnover,
and Financial Leverage. Each of these represents a different
strategy or pathway to improve return on investment. These 
five ratios can be combined into what is commonly called the
Strategic Profit Model (Figure 1), sometimes referred to as the

DuPont Model. It is simply a graphical representation of 
a comprehensive return on investment analysis.
Profit Margin = Net Profit Before Taxes ÷ Net Sales x 100.
The first and most important pathway to profitability is profit
margin management. For example, a profit margin of 6.9
percent means that for every $1.00 of sales the company was
able to produce 6.9 cents in profit before taxes. Managing profit
margin means focusing on sales productivity, gross margin
management, and operating expense control.
Asset Turnover = Net Sales ÷ Total Assets. Asset turnover
reflects the sales the grower produces per dollar invested in
assets. For example, a ratio of 1.0 reflects that the grower is
generating $1.00 in sales for every $1.00 in assets. If a grower’s

Financial metrics Operational metrics

Total annual greenhouse sales Weeks operated per year (by location)

Total greenhouse debt Full-time worker equivalents (labor hours/2080)

Sales per sq. ft. of bench space (by location) Area per full-time worker equivalent (FTE)

Total sq.ft. weeks per year (# weeks x sq.ft.) SFW per full-time worker equivalent (FTE)

Income statement line items as a % of sales Gross margin full-time worker equivalent (FTE)

Net income per sq.ft. Hired labor expenses as a % of sales

Net income per sq.ft. week (SFW) Net income per full-time worker equivalent (FTE)

Gross margin (sales - cost of goods sold) Machinery investment per sq.ft.

Net profit margin (net profit/net sales) Average collection period for accounts payables

Total cost per sq.ft. Inventory turnover (COGS/average inventory)

Total cost per sq.ft. week (SFW) Inventory holding period (365/inventory turnover)

Overhead expenses as % of sales Sales to fixed assets (net sales/fixed assets)

Overhead expenses per sq.ft. week (SFW) Sales to working capital

Asset turnover (total sales/total assets) Production rates (# units completed per task)

Return on assets (net profit/total assets) Quality measures (size, flowering, etc.)

Financial leverage (total assets/net worth) Safety measures (# days w/o lost-time injury)

Return on equity (net profit/net worth) Customer turnover

Sales per full-time worker equivalent (FTE) Average # of complaints per customer

Average sales and profit per customer Returns and adjustments per customer

 

Table 1. Potential metrics for financial and operational benchmarking.

Profit
margin

Asset
turnoverx x= = ROEROA

(ROI)
Leverage
factor

Net profit
Net sales

Net sales
Total assetsx x= =Net profit

Total assets
Total assets
Net Worth

Net profit
Net worth

Figure 1. Strategic Profit Model.
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Benchmarking Your Way to Success!

assets, cash, accounts receivable, inventory, property, equipment,
and all other assets can be used as efficiently as possible, then 
a maximum amount of sales can be generated from a given
asset investment.
Return on Assets = Profit Before Taxes ÷ Total Assets x 100.
Return on assets (ROA) is the direct result of the first two
pathways to profit – profit margin multiplied by asset turnover.
This measure of performance is a good indicator of the grower’s
ability to survive and prosper. As a rule of thumb, the pre-tax
return on assets ratio should at least be equal to (and preferably
exceed) the interest rate associated with the cost of capital. 
Financial Leverage = Total Assets ÷ Net Worth. Financial
leverage measures the total dollars of assets per dollar of net
worth. This benchmark ratio measures the extent to which the
grower uses outside (non-owner) financing. The higher the ratio,
the more the grower relies on outside financing. For example, 
a ratio of 1.5 times suggests that for every $1.00 in net worth, 
the grower had $1.50 in total assets. If for every $1.50 in total
assets the owners put up $1.00, then outsiders put up the
remaining $0.50.
Return on Net Worth = Net Profit (before taxes) ÷ Net Worth 
x 100. The end result of the strategic profit model is return on
net worth (equity). It is seldom possible to generate an adequate
rate of return on net worth by emphasizing just one of the
previous profitability pathways. Each pathway should be
examined carefully for improvement opportunities and then
trade-offs made in order to increase overall profitability. An
improvement plan should not be based upon any single 
measure of performance, but be developed with the complete
picture in mind.

Greenhouse businesses must earn an adequate return on
investment to satisfy the owners’ needs. Table 2 provides some
general benchmark guidelines for return on assets and for return
on net worth.

Financial Ratio Benchmarks
Growers, suppliers, bankers, and outside creditors have a 

wide range of other financial ratio benchmarks at their disposal
to measure the overall financial integrity of the greenhouse
business. Some of the more common benchmark measure 
for you to consider include the following: 

Current Ratio = Current Assets ÷ Current Liabilities. The
current ratio measures the margin of safety that management
maintains in order to allow for the inevitable unevenness in the
flow of funds through the current assets and current liability
accounts. A company needs a supply of current funds to be
assured of being able to pay its bills when they come due. As 
a general rule, the current ratio should be 2.0 or higher.

Quick Ratio = (Cash + Accounts Receivable) ÷ Current Liabilities.
Quick assets include cash, marketable securities, and current
accounts receivable. Presumably, these items can be converted
into cash quickly at approximately their stated amounts, unlike
inventory which is the principal current asset excluded from this
calculation. The quick ratio is, therefore, a measure of the extent
to which liquid resources are readily available to meet current
obligations. A guideline for the quick ratio is 1.0.

Debt to Equity = Total Liabilities ÷ Net Worth. The greater the
proportion of its financing that is obtained from owners, the less
worry the company has in meeting its fixed obligations. At the
same time excessive reliance on owner financing slows the rate
at which the grower can grow. The debt to equity ratio shows
the balance that management has struck between debt and
owners’ equity. A mix of $1.00 debt to $1.00 equity is usually
considered prudent.

EBIT to Total Assets = EBIT ÷ Total Assets x 100. Earnings
before interest and taxes (EBIT) to total assets is a return on
investment ratio that provides a profit analysis based on
earnings, before interest and income taxes. This ratio is best
compared with a company's annual interest rate on borrowed
funds. If a grower’s EBIT to total assets ratio is higher than their
cost of capital, there is a favorable spread between the two. A
spread of at least 2.0 points is desirable.

Times Interest Earned = (Profit Before Taxes + Interest) ÷
Interest. The times interest earned ratio measures the number 
of times profit before interest and taxes will cover total interest
payments on debt. The result indicates the level to which income
can decline without impairing the company's ability to meet
interest payments on its liabilities. If the ratio falls below 1.0, 
the grower is not generating enough earnings to cover the
interest due on loans. A reasonable target is 6 to 8 times.

Primary financial objective Return on assets Return on equity Effect on company performance

Minimum 4-5% 8-10% Minimum long-term return necessary 
   to ensure survival

Target 8-10% 15-20% Satisfies owners minimum needs, but doesn't 
   provide for growth or offset inflation

Top performance 15-20% 30-40% Would be representative of the most profitable 
   firms in the industry

Table 2. General benchmark guidelines for return on assets and for return on net worth.
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Inventory Holding Period = 365 Days ÷ Inventory Turnover.
The inventory holding period reflects how many days of
inventory are on hand. That is, it shows how long it should 
take to sell off existing inventory. Business managers and
owners must be concerned with a holding period that is longer
than necessary due to the high costs of capital tied up in excess
inventory. On the other hand, reducing inventory levels too
much could result in lost sales if certain products are not
available when the customer wants them. The cost of carrying
inventory has to be balanced against the profit opportunities 
lost by not having product in stock ready for sale.
Sales to Fixed Assets = Net Sales ÷ Net Fixed Assets. This
industry requires a significant investment in fixed
assets, particularly equipment. To reach a sufficient level of
profitability, these assets must be utilized as efficiently as
possible. This ratio provides a basis for comparing fixed 
asset utilization across different types of operations.

Summary
Let me conclude by reinforcing my rule of thumb for bench-

marking: If you are not going to take action based on the results
of your analysis, then don’t bother measuring it. In other words,
don’t measure what you aren’t willing to change. But hopefully,
I have challenged you to at least consider additional metrics in
which to measure in order to make more informed managerial
decisions during these tight economic times.

Charles R. Hall
Texas A&M University
202 Horticulture/Forest Science Building 
2133 TAMU 
College Station, TX 77843-2133
979-458-3277
chall@ag.tamu.edu

Cash to Current Liabilities = Cash ÷ Current Liabilities x 100.
This is the most stringent test of the ability of the grower to
meet its short-term obligations with existing cash balances. 
To be truly conservative with cash, this ratio should be in the 
10 to 20 percent range.

Sales to Working Capital = Net Sales ÷ (Current Assets -
Current Liabilities). This ratio measures the ability of the grower
to generate sales without tying up high levels of investment in
working capital. A ratio of 1.5, for example, means the grower
can generate $1.50 in sales for every $1.00 invested in working
capital. This ratio can be impacted by changes in any of the
three working capital items: improving inventory turnover,
reducing accounts receivable collections, or obtaining more
favorable accounts payable payment terms.

Asset Productivity Ratios
Given the significance of both accounts receivable and

inventory in terms of managing cash flows, it is important to
measure their productivity. For both of these asset categories the
objective is not to minimize their value. Rather, the objective is
to utilize both for maximum profitability.

Average Collection Period = Accounts Receivables ÷
(Credit sales ÷ 365 days). The average collection period can 
be evaluated against the credit terms of the company. As a rule,
the collection period should not exceed 1.3 times the regular
payment period. That is, if your company’s typical credit terms
call for payment in 30 days, then the collection period should be
39 days or less.

Inventory Turnover = Cost of Goods Sold ÷ Average Inventory.
Inventory turnover is an indication of the velocity with which
merchandise dollars move through the business. If the turnover
figure were 2.7, this would mean that the firm sells out the
equivalent of its inventory value 2.7 times per year.
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A.  Balance Sheet and Financial Status Analysis 
 
Evaluating the financial status of the business is an important part of business analysis. The first 
step is to determine the value of all assets and liabilities of the business and construct a balance 
sheet. The second step is to evaluate the relationships between assets, liabilities and owner’s net 
worth and changes that occurred during the year.  
 
A balance sheet reports your business’s assets, liabilities and equity at a specified time.  The ac-
counting equation is Assets = Liabilities + Owners’ Equity.  The balance sheet is also called 
“The Statement of Financial Position” because it shows what proportion of the assets the bank 
owns versus how much the owner can claim.  Banks use the balance sheet to evaluate whether 
there are enough assets to cover the bank’s claims (liabilities) should the business fail.   For more 
information on how to construct a balance sheet, see the “New York Greenhouse Business 
Summary and Financial Analysis, 2000” by Uva and Richards1. Table 4 shows the average 
balance sheet for all 45 greenhouses that participated in the 2001 Business Summary Program.   
  

Table 4.  Average Business Balance Sheets of 45 New York Greenhouse Operations,  
2001 Fiscal Year 

 Year Start Year End  Year Start Year End
 Averagea  Averagea 

 ASSETS     LIABILITIES    
 Current Assets       

 Cash/Checking/Savings  $   45,506 $   52,764  Accounts Payable  $      9,002 $     6,593
 Accounts Receivable  58,996 46,984  Operating Loan  42,816 44,922

 Other Stock and Certificates  16,413 13,803  Short-Term Debt     17,275    11,513

 Wholesale Inventory  58,083 57,650  Total current liabilities  $    69,093 $   63,027
 Retail Inventory  14,492 13,242   

 Inventory of Supplies  6,581 6,785  Intermediate Liabilities > 1 year & ≤ 10 years 

 Prepaid Expenses  849 758  Intermediate Term 24,215 46,208
 Other Current Assets       3,870      3,199  Farm Credit Stock  693 753

 Total current assets  $ 204,790 $ 195,185  Leased Equipment      1,516             0

    Total intermediate liabilities  $    26425 $   46,961
 Intermediate Assets      

 Equipment  66,637 63,529  Long-Term Liabilities > 10 years 

 Leased Equipment  2,815 379  Long-Term Debt  116,946 98,507

 Farm Credit Stock          693       753  Leased Structures      2,815        ___0

 Total intermediate assets  $   70,145 $   64,661  Total-long term liabilities  $ 119,761 $   98,507
 TOTAL LIABILITIES $ 215,279 $ 208,495 

 Long-Term Assets      

 Land and Buildings  274,362 274,349 NET WORTH (OWNERS'  $ 335,534 $ 325,700
 Leased Structures        1,516             0 EQUITY)  

 Total long-term assets  $ 275,878 $ 274,349   

TOTAL ASSETS $ 550,813 $ 534,195   
a Each measure is averaged independently and not weighted based on size of businesses. 

                                                 
1 Uva, Wen-fei and Steve Richards. 2002. New York Greenhouse Business Summary and Financial Analysis, 2000. 
EB 2002-03. Dept. of Applied Economics and Management, Cornell University, Ithaca, New York 14853. 
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Table 6.  Average Income Statement for 45 New York Greenhouse Businesses, 2001 

 
Average  

Total Amount Average $ /ft2 
Average $ / 

SFW 
Average  

%  of sales 
 Averagea 

RECEIPTS     
Wholesale greenhouse crops  $  366,557 $   2.09 $ 0.186 50.6% 
Retail greenhouse crops 208,472 11.98 0.246 47.1% 
Other income      14,861     0.46    0.010     2.4% 

TOTAL ACCRUAL INCOME (A) $  589,890 $ 14.53 $ 0.441 100.0% 
     
EXPENSES     
Direct Variable Costs     
     Hired Direct/Production Labor   $  159,890 $   3.49 $   0.096 22.0% 
     Seeds and Plants 109,802 2.91 0.089 19.8% 
     Fertilizer and Spray Chemicals 9,355 0.21 0.006 1.6% 
     Soil Mix Components 16,020 0.45 0.015 3.6% 
     Packaging Materials 28,478 0.66 0.019 4.6% 
     Hard Goods/Merchandise     31,672     0.86    0.029     5.4% 
Total Accrual Direct Variable Costs (B)  $ 589,890 $   8.57 $ 0.255 56.9% 
Indirect Variable Costs     
     Advertising $   12,879 $   0.25 $   0.008 1.9% 
     Heating Fuel 36,457 0.89 0.025 6.5% 
     Gas/Diesel 4,301 0.09 0.002 0.6% 
     Electricity 8,570 0.22 0.007 1.8% 
     Water/Sewage 683 0.02 0.001 0.1% 
     Telephone 3,275 0.09 0.003 0.6% 
     Trucking/Shipping (Freight) 8,857 0.19 0.005 1.2% 

 Greenhouse Tools and Other Misc. Supplies 1,763 0.05 0.003 0.4% 
 Sales Tax       8,768     0.23    0.009     1.8% 

Total Accrual Indirect Variable Costs (C) $   85,552 $   2.04 $ 0.062 14.9% 
Total Accrual Variable Costs (D = B+C) $ 440,768 $ 10.61 $ 0.318 71.7% 
ACCRUAL GROSS MARGIN (A - D) $ 149,122 $   3.80 $ 0.123 28.3% 
Overhead Costs     
     Hired Indirect/Office Labor $   13,789 $   0.28 $  0.006 1.6% 
     Interest 13,915 0.48 0.017 5.8% 
     Depreciation 20,243 0.63 0.022 4.4% 
     Insurance 14,097 0.33 0.010 2.2% 
     Repairs, Buildings 8,289 0.21 0.007 1.6% 
     Repairs, Equipment/Vehicles 9,919 0.21 0.006 1.5% 
     Property Taxes 5,314 0.15 0.005 1.1% 
     Lease/Rental 4,142 0.07 0.002 0.4% 
     Land Rent 7,462 0.17 0.004 1.1% 
     Office Supplies 4,388 0.11 0.003 0.7% 
     Professional Fees 3,922 0.10 0.003 0.7% 
     Education & Training 1,210 0.03 0.001 0.2% 
     Miscellaneous     15,920     0.29    0.008     1.9% 
Total Accrual Fixed Expenses (E) $ 122,611 $   3.07 $ 0.093 23.2% 
TOTAL ACCRUAL EXPENSES (F = D+E) $ 563,378 $ 13.68 $ 0.411 95.0% 
ACCRUAL NET INCOME (A - F) $   26,512 $   0.72 $ 0.030 5.0% 
a Each measure is averaged independently and not weighted based on size of businesses. 
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Table 12.  Greenhouse Business Charts: All 45 Greenhouses, By Quintile, 2001 

 Greenhouse Size and Salesb 

 Total GH Area 
Wks Operated 

 / Year 
Total SFW 

Operated / Year 
Annual GH 

Sales  
Sales / Ft2 

 
Top 20%a 58,000 ft2 48 weeks 2.517.456 SFW $ 875.886 $ 20.01 

 50,000 ft2 43 weeks 1,391,120 SFW $ 638,741 $ 15.05 
 33,960 ft2 30 weeks 1,101,828 SFW $ 408,738 $ 11.96 
 12,348 ft2 23 weeks 281,820 SFW $ 201,000 $   8.96 

Bottom 20% 2,880 ft2 9 weeks 37,140 SFW $   12,220 $   4.24 
 Profitabilityb 

 Net Income Net Income / ft2 
Net Income / 

SFW Gross Margin Profit Margin 
Top 20%a  $ 102.888 $ 2.35 $ 0.08 37.2% 13.7% 

 $   44,709 $ 1.44 $ 0.05 28.6% 7.9% 
 $     6,141 $ 0.53 $ 0.01 23.3% 1.1% 
 - $     8,264 - $ 0.34 - $ 0.01 15.4% -4.4% 

Bottom 20% - $ 280,032 - $ 4.68 - $ 0.16 -27.2% -87.8% 
 Cost Controlb 

 
Total Cost/ft2  

 Total Cost/SFW

Operating 
Expense as % 

Sales  
Operating 

Expense/ SFW  

Overhead 
Expense as % 

Sales 
Top 20%a $   7.97 $ 0.26 60% $ 0.22 13% 

 $ 11.41 $ 0.35 71% $ 0.24 18% 
 $ 14.23 $ 0.38 77% $ 0.27 22% 
 $ 18.70 $ 0.50 83% $ 0.34 28% 

Bottom 20% $ 25.79 $ 1.05 127.2% $ 0.71 86% 
 Labor Efficiencyb 

 
# of Worker 
Equivalent 

Sales / Worker 
Equiv.  

Net Income/ 
Worker Equiv. 

GH Area/ 
Worker Equiv.  

Labor Costs as 
% of Sales 

Top 20%a 9.4 $ 130,600 $ 13.582 12,297 ft2 11% 
 6.9 $   91,180 $   7,179 7,918 ft2 18% 
 4.3 $   74,122 $   1,593 5,285 ft2 25% 
 2.1 $   55,317 - $   2,968 3,698 ft2 37% 

Bottom 20% 0.3 $   23,422 - $ 39,721 2,701 ft2 44% 
 Return to Owner(s)/Operator(s)b 

 

Net Income to 
Operator’s Labor, 
Mgmt. & Capital  

Net Income / 
Full-time 
Operator  

Net Income / 
Operator Hour 

GH Area/ Full-
time Operator  

GH SFW / Full-
time Operator 

Top 20%a $ 102,888 $ 110,926 $ 40.19 73,501 ft2 3,158,263 SFW 
 $   41,005 $   35,226 $ 12.76 36,470 ft2 1,188,308 SFW 
 $     6,141 $     4,115 $   1.49 21,368 ft2 868,870 SFW 
 - $        773 - $        465 - $   0.20 18,662 ft2 405,116 SFW 

Bottom 20% - $   70,370 - $   68,148 - $ 17.40 8,546 ft2 44,568 SFW 
 Capital Efficiencyb 

 Return on Equity  Return on Asset Total Liability/ft2 Total Asset/ft2 Debt/Asset 
Top 20%a 40.7% 17.9% $   1.2 $ 23.29 15% 

 12.5% 11.1% $   4.3  $ 14.47 21% 
 3.7% 1.7% $   6.3 $   9.47 34% 
 -3.7% -3.2% $   7.9 $   6.57 79% 

Bottom 20% -91.2% -82.9% $ 43.8 $   2.10 560% 
a Each column is sorted independently. Therefore, numbers across the column do not correspond. 
b The numbers are the minimum of data in the quintile when ranked from high to low, and the maximum of data in the quintile when 

ranked from low to high.



Table 13.  Greenhouse Business Performance Comparisons: All 45 Greenhouses, By Return-on-Asset Quintile, 2001 

 Operating Characteristicsb Salesb 

Business  
by ROA GH Size 

Wks  
Operated 

 / Year 

Total SFW  
Operated  

/ Year 

GH Area 
/ Full-time  
Operator 

GH SFW 
/ Full-time 
Operator 

# of Total 
FTE Worker 

Equiv. 

GH Area 
 / Worker  

Equiv. 
Annual  
Sales  

Sales 
 / Ft2 

Sales 
/ SFW 

Sales / 
Worker 
Equiv. 

Top 20%a 52,293 ft2 38 weeks 2,041,414 SFW 55,681 ft2 2,198,891 SFW 9.8 8,726 ft2 $ 838,137 $ 15.80 $ 0.42 $ 105,337 
2nd 20%a 43,095 ft2 30 weeks 1,388,312 SFW 57,884 ft2 1,817,523 SFW 6.2 8,809 ft2 $ 591,204 $ 14.60 $ 0.53 $ 112,933 
3rd 20%a 23,036 ft2 31 weeks 898,461 SFW 46,551 ft2 1,855,473 SFW 4.0 7,038 ft2 $ 385,682 $ 14.90 $ 0.56 $   81,268 
4th 20%a 35,176 ft2 42 weeks 1,537,354 SFW 29,639 ft2 1,260,445 SFW 5.9 6.810 ft2 $ 479,124 $ 14.60 $ 0.37 $   88,846 

Bottom 20%a 45,113 ft2 38 weeks 2,017,015 SFW 47,002 ft2 2,070,113 SFW 8.6 7,215 ft2 $ 582,194 $   9.60 $ 0.25 $   70,589 
Alla 39,557 ft2 36 weeks 1,561,321 SFW 47,364 ft2 1,832,571 SFW 6.8 7,737 ft2 $ 575,029 $ 14.10 $ 0.43 $   92,526 

 
 Cost Controlb 

Business  
by ROA 

Operating Exp.  
as % of Sales 

Operating  
Exp. / Ft2 

Operating  
Exp. / SFW 

Overhead Exp.  
as % of Sales 

Overhead 
Exp. / Ft2 

Overhead 
Exp. / SFW 

Total  
Costs/Ft2 

Total  
Costs/SFW 

Hired Labor Exp. 
as % of Sales 

Top 20%a 63% $ 10.30 $ 0.27 19% $ 3.40 $ 0.08 $ 13.80 $ 0.35 29% 
2nd 20%a 66% $   9.70 $ 0.33 21% $ 2.90 $ 0.12 $ 12.80 $ 0.45 15% 
3rd 20%a 70% $ 11.10 $ 0.43 18% $ 3.00 $ 0.10 $ 14.10 $ 0.53 20% 
4th 20%a 81% $ 12.00 $ 0.30 21% $ 2.90 $ 0.07 $ 15.20 $ 0.38 29% 

Bottom 20%a 96% $   9.30 $ 0.24 43% $ 3.20 $ 0.10 $ 13.70 $ 0.37 23% 
Alla 75% $ 10.50 $ 0.32 24% $ 3.10 $ 0.09 $ 13.90 $ 0.42 24% 

 
 Profitabilityb 

Business  
by ROA 

Gross 
Margin 

Profit 
Margin 

Net  
Income 

Net Income 
 / Ft2 

Net Income 
 / SFW 

Net Income to  
Operator’s Labor,  

Mgmt & Capital 

Net Income  
/ Full-time  
Operator 

Net Income 
 / Operator  

Hour 
Net Income 

 / Worker Equiv. 
Top 20%a 

37% 18% $ 119,988 $ 2.20 $ 0.08 $ 118,728 $ 132,385 $ 49.30 $ 23,475 
2nd 20%a 34% 13% $   79,900 $ 2.20 $ 0.09 $   79,662 $ 132,257 $ 29.20 $ 18,999 
3rd 20%a 30% 11% $   15,322 $ 0.90 $ 0.04 $   14,906 $   47,173 $ 16.60 $   8,456 
4th 20%a 19% -2% - $     5,081 - $ 0.20 - $ 0.01 - $     5,315 - $     3,761 - $ 1.40 - $      798 

Bottom 20%a 4% -36% - $ 102,940 - $ 1.80 - $ 0.06 - $ 102,940 - $ 103,132 - $ 26.90 - $ 12,603 
Alla 25% 2% $   25,727 $ 0.70 $ 0.03 $   25,282 $   45,954 $ 16.20 $   8,199 

 
 Capital Efficiency (End of Year)b 

Business  
by ROA ROA ROE 

Total Asset 
 / Ft2 

Total Debt 
 / Ft2 

Machinery 
Investment / Ft2 

Real Estate 
Investment / Ft2 

Percent  
of Equity 

Debt/Asset 
 Ratio 

Debt/Equity  
Ratio 

Top 20%a 
40% 214% $   6.60 $   2.80 $ 0.80 $   8.00 55% 45% 369% 

2nd 20%a 13% 193% $ 14.30 $   5.50 $ 2.80 $ 10.40 61% 39% 390% 
3rd 20%a 5% 5% $ 19.00 $   5.20 $ 3.70 $ 11.20 48% 52% -12% 
4th 20%a 0% 0% $ 20.10 $   7.10 $ 2.50 $ 11.80 42% 58% 57% 

Bottom 20%a -31% -26% $ 16.40 $ 13.70 $ 1.00 $   5.9 0 -138% 238% 93% 
Alla 7% 81% $ 15.20 $   6.60 $ 2.20 $   8.30 19% 81% 265% 

a Each column is sorted according to rates of return on asset. Therefore, numbers across the column correspond to the quintile of rates of return on asset. 
b The numbers are the averages of data in this quintile. 
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