


percent; textile, 38 percent, chemicals and petrol eum, 32 percent; 

machinery, 28 percent; and transportation equipment, 19 percent. 
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All types of manufacturing firms primarily used local labor. The 

percent of wages and salaries paid locally ranged from 100 percent for 

printing and publishing firms to a low of 81 percent for rock, sand 

and gravel businesses. 

A majority of materials was purchased outside of the local area. 

Food, wood, and rock, sand and gravel manufactur ing firms purchased about 

half of their materials, mainly raw materials, locally. Chemical and 

petroleum firms bought only 14 percent locally. Textile firms bought 

none locally, and the other types of firms bought only small amounts. 

The percent of other operating costs (supplies, utilities, interest, 

gas, oil, etc. ) spent locally varied from a high of 57 perce t by printing 

and publishing firms to a low of 29 percent for chemical and petroleum 

businesses. 

The percent of capital outlays spent locally varied more. It ranged 

from a high of 62 percent for textile firms to a low of 11 percent for 

transportation equipment businesses. 

Textile firms bought almost all of their materials (mainly cloth) 

from out of state sources. Transportation, machinery, and chemical and 

petroleum manufacturing firms also bought a majority of their raw and 

semi-finished materials from out of state. 

Many rural Utah manufacturing firms bought most or at least part of 

their materials, supplies, and services from suppliers located in other 

counties of the state, especially along the more urban and industrialized 

Wasatch Front. 
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Propensity to Sell Outside the Local Area 

The new dollars a manufacturing firm brings into a local economy 

from outside of the area depends on 1) its total sales volume and 2) 

the percent of sales made outside of the local area. Other things being 

equal, the larger the percent of sales made outside of the local economy, 

the more new dollars (purchasing power) it provides the local economy. 

Average sales per firm included in the study were $3.9 million in 

1973 (Table 7). Of these sales, 11.3 percent were in the counties where 

the firms were located, 18.1 percent in other counties of the state, and 

TO.6 percent out of state. 

Total sales and the propensity to sell outside the local area varied 

substantially by type of manufacturing firm. Food manufacturing firms 

were the largest in terms of sales, $16.9 million per firm compar~d with 

less than $4.0 million for other types of firms. 

The propensity to sellout of state was high for all groups except 

printing and putlishing firms and rock, sand, and gravel businesses. 

Out of state sales were extremely high for textile and machinery firms, 

95.8 and 93.0 percent, respectively. Next were "other" firms with 88.1 

percent and chemical and petroleum firms with 86.1 percent: Out of state 

sales amounted to 77.3 percent of sales for wood manufacturing firms, 73.1 

percent for food firms, and 72.8 for transportation firms. Only printing 

and publishing and rock, sand and gravel businesses sold less than half 

of their sales out of state. 

Printing and publishing firms made about 55 percent of their sales 

within the local area where they were located and were the only 
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Tab 1 e 7. A v era g e sal e s per firm and per c e n t of sal e s mad e 1 0 cally ins tat e, and 
out of state, by type of firm, 88 manufacturing firms, rural Utah, 1973. 

Type of firm Average sales Sales distribution 
per firm Local Other in state Out of state 

Thousand dollars -------------Percent----------------

Food 16,905 11 .6 15.3 73.1 

Textile 1 ,296 .8 3.4 95.8 

Hood 1,477 3.6 19. 1 77.3 

Rock, sand, 
g ra ve 1 2,904 25.9 42.3 31 . 7 

Printing, 
publishing 387 54.6 22.8 22.6 

Transportation 
equi pr.lent 3,487 1 .2 26.0 72.8 

f1achi nery 2,228 1 .9 5. 1 93.0 

Cherlicals, petroleum 2,856 ') 13.7 86.1 • L 

Other 1 ,033 7.7 4.2 88.1 

All fi rms 3,936 11 .3 18. 1 70.6 

Hote: Differences in sales among the nine manufacturing groups were 
significant at the .001 level of confidenca Differences in percent of 
sales locally were significant at the .05 level, in state at the 
.10 level, and out of state at the .001 level. 
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manufacturing group selling a majority locally. Rock, sand and gravel 

firms sold 25.9 percent locally, food firms , 11.6 percent, and lIother ll 

firms, 7.7 percent. For all other groups , local sales were less than 5 

percent of total sales. 


