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Since the era of econmmic develomment and expansion fmmediately follow=
ing Vorld Var I, trade area delincation and amalysis have asmumed an impor-
tant position in the £ield of marketing, Mamufacturing, wholesaling, and
retailing fimms have been allocating more money year after year to the busi-
ness of finding out more sbout the buying habits and characteristics of the
consuming public,

However, a major part of this reseerch has combimed to be concentrated
been given the consideration that urban and large city comsumers have, This
probebly is due in pert to the fact that up to the years immediately preced-
ing World War II, the farmer produced on the famm many of the every day com-
nodities shich he utilized, The farmer's standard of living in temms of
utilitdes, such as lights, wmter, and olectrical appliances, ss well as other
modern conveniences was very low. In addition, mobility of the farm femily
was limited, The intervening years, however, have brought about a drastic
change in the famer's status, Not only has the farmer's standard of living
increassed to a level corresponding with that of the urban dweller, but also
his economic mobility has incressed, With the introduction of the family
sutomobile end the farm truck for transportation and the erection of rural
electrical lines to remote commmnities, the potentisl dollar incame from
Par: families has risen rapidly.

Since the economic existence and fubure growbth of a major portion of
the towns in Oklshoma i1s either directly or indirectly dependent upon agri-
culture as the besic industry, the direetion of the flow of rursl trede is
of paramount sconomic Iimportance to their growth and develomment, The
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complexity of the behavior pattern of farm families, regarding the many fac-
tors normally tekem into consideration in their selection of places to buy
and sell, is sufficient to warrant special consideration and study.

In research work conducted for the Oklshome Agricultural and Mechanical
College, Dr, Randall T, Klamme found there 1s onc worker employed in trade
or service for each farm fanily doing its major treding in a particular trade
center, Other research has revealed that because of the differences in eco-
nondc characteristics fourd In the rural areas and because of the peculiar-
ities and dissimilarities prevalent among rural people, an entirely new set
of values rmust be formulated in order to obtain the results that are ob-
tained from urben surveyt, The circumstences under which farm people work
and live are such that their soeial and economic 1ife camnot be put on a
comperative basis with the social and economic 1life of urban dwellers. For
these reasons and many others this study wes undertaken in the hope that
some valusble basic conclusions might be formulated that would aid material-
ly in establishing a betier understending of rursl family buying and selling
habits in Oklahoma.



This study has one major objective and several minor objectives, The
major objective is to ascertain the geographic boundaries around the five
toums selected for study, defining as nearly es possible the area from which
each town draws trade from fare families residing therein, on the basis of
mmuﬂm The perimeter that is set for the boundary line is
the point at which more than 50 percent of both Luying and selling donme Yy
farm families is belng carried out in trade cenmters other than the ome for
which the study is conducted.

The ninor objectives were formulated in an atbtempt to arrive at more
definite answers to the questions: (1) What degree of correlation there
is, if any, between where farm people gy and where they sell? (2) What
factor, or set of factors, assumes the gregtest importance in the selection
of a trade center by farn families? (3) What effect does the type of agri=-
culture being precticed in the cammunily have on the type of services and
markets being made availsble in the trede center? and (4) Vhat effect the
level of agricultursl income has on the correlation between where famm
people buy and where they sell?

In addition to these minor objectives, it wes recognized in the begin-
ning that there would be new questions uncovered and new posaibilities dis-
covered that could not be answered readily with the type of information
collected here, Consequently, such questions and possibilities as have been
brought to light in the course of this study have been stated and elsborated
on only to the extent possible with the restricted information awailsble,
These have been presented herein with the hope that future studies may be
directed toward bringing forth additional information concerning these

questions, 3
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In any major study which attempts to hring to light or to reaffim cer-
tain existing economic characteristics of a dynemic mature, it is not advise
sble to rely too heavily upon secondary infermation, The fundamental prine-
dynamic conditioms; howewver, the fmctors affecting those characteristics
will undergo rapdd changes, It is these ccononic changes with which the
study is most concermed, consequently, the major portion of the information

The data on the selected trade aress presented in this study were
gathered in comection with suwrvey work conducted by the Agriculturale
Industriel Develoment Service of the Oklahoma Agrieulturs) and Mechanical
College. The particuler towns selected were chosen because of their geo-
graphic location in Oklshoms in relation to the difference in the prevail-

ing types of sgriculture being precticed in different sections of the State,



CHAPTER I
METHODS AND TECHNIQUES

A, TYPES OF TRADE AREA DELINEATION USED IN THE PAST

The methods used in determining trade area boundaries are many and
varied, both in essence and in effect., They run from concise mathematical
forrulas, based on components such as population and distance, to personal
interviews in the field., However, out of the large mmber of methods that
has been introduced and used at one time or another, only a small mmber
merit consideration in terms of simplicity and effectivenecss,

The eight methods to be given attention in this study sre proved
methods that have been utilized with fair results in the past, Their
limitations and shorteomings will be discussed in the next section of this
chapter, The list is made up primarily from a similar listing presented
by Dr. Perhan C. Nehl in his doctoral dissertstion on delineation
techniques submitied et the University of California in 1939.

(1) HNewspeper Circulation: This method of delineation was introduced
by Kemneth H, McG4ll, and has had better results in determining "shopping
goods" sreas than outlining general trade areas, Mr. MeGill states the
procedure in this marmers

"The eirenlation of a eity's (X's) newspaper is spotted by towms
on a map, The total mmber of X's nowspaper, which each of these
meighhariag eibies of sbaler ranks Thooe places n iidh X's sir-

enlation is greater than that of any one rival city are regarded as
belonging in X'g trade area, and a line is drawn enclosing them,” 1

1 Kemneth H. MeG11l, ™A Method for Delineating Trede Areas,” Journal
of Retailing, IX, No. 1 (1933), 10.

5



(2) Automobile Liconse Count: This method appears to have many pos-
sibilities, The license mmbers of the autamobiles parked in the business
district of a trading center on a particular day, or days, are first ob-
tained, "The addresses are secured from the State register of sutomobile
nmmandapottodmamp.'a A complete trade area survey conducted
by this method would involve ascertaining the exact mmber of passenger
eutomobiles owned within a given area and then comparing the total muuber
with the mmber of aubtomobiles visiting the trading cemter for shopping
purpogses, "The count of automobiles ghould be made on more than one day
mthattheamgewuldmm]yrmsentamlemlﬁim.'B

In same studies, the mmber of cars coming from an outlying city wes
compared with the total population of that city, The percentege of cars to
population was calculated, and all outlying cities showing a percentage
greater than one-tenth of one percent were included in the primary retail
tzadingmaofthelargerominuhimthemmhhaf

(3) Yolme of Irsffic Handled by Comm ) Compentos: This
method is used most often in large metropolitan centers. Telephone traffic
is analyzed on the basis of: (a) Daily messages per thoussnd of populstion
wm(b)mofms&ﬁngauwwmm
both directions from the trade centor and each county, and (c¢) The volume

2 p.M. 3 .#?m Reteil Troding Areas, (University of
nnnm, 19321‘."'3. -

Perham C, MNahl, %cmmm

%ﬁ.ﬁ, e o 5 i

4 Ibid., p. 39.



of telephone traffic on an average business day between each county and
the trade center compared with traffic between each county and other trade
tm:tmintheam5

(4) Charge Accounts and Credit Inguirjeg: William J. Reilly has
advocated the use of charge account amalysis as a method of measuring the
mmm.mnmorwamwofmm,mm?ulut
neighborhood store to the largest department store of a eity.

o gtvs itk Suliumudims & 1168 15 SOAeS oF Thove TOAML AN

T S P e e o v

Then the charge account ledgers of each store are examined and an
individual store list is secured showing the mumber of active charge ac-
counts, which that store has in each surrounding city or town. It is con-
tended that the mmber of accounts in each toun provides "a significant :
mmeofmgmwhmmmotthtdtg"smmmtm.'s

A similsr method is suggested by Edwards and Howard, based on credit
!.ulum.nmthuaonmt&nmmg

(5) Rellly's Lew of Retall Gravitation: In 1920, William J. Rellly
created a mathematical formula based on the two components population and

distance. Since the time of origination of the formula, many changes have

3 M.p-ﬂ-

6 Williem J. Reilly, Methods for Yossuranent, of lotel) Tride
Perpitories, (University of Texas, 1928), pp. 4-5e

7 mid., p. 5
® pid., p. 6.
9 Ibides pe 7o



occurred that would appear to have an effect on its original reliability;
however, it still deserves a groat deal of comsideration. Reilly's Law
holds thabs
"Two cities attract retall trade from any intermediate city or
town in the vieinity of the breasking point, approximately in direct
propartion to the populetion of the two towms and in inverse propor-
tion to the square of the distances from these two towms to the
intermediate towm," 10

Stated in the mathematical forrmla, Reilly's Law becamncss

#\{.ﬁ = Dresking Point
5,432

Mr. Reilly attempted to prove the validity of his law by actusl
emmeration surveys, and has been somewhat successful,

(6) Bamk Cleerings: Professor Austin S, Bratcher has advanced an-
other method that eppears to have limited possibilities, He advocates the
use of bank clearings to show the extemt of a eity's retail trade. It works
in this marmer:

"Qut~of-tovn custamers of a city's retail stores will ultimately

91" William J, Reilly, The Law of Retail Gravitatiom, (New York, 1931),
Pe 9

2 wan1, op. oit. p. 6k



An approximation of the intensity of retail trade may be made by a
comparison of the number of checks from, and the population of, each area.
A further refinement which might be made would be to tabulate the amount of
each check, as well as the transit number, This would show the actual
dollar volume of business secured by local retailers from each locality.

(7) Interviews in the Figld. This tecimique requires considerable
preparation before interviews may be made, First in importance is the
questiomnaire: low it is framed, the lemgth, the information contained in
it, and other information. Reilly's Law may be used to set temtative
boundaries within which to start operation. Sampling may be used, but the
greater the mmber of schedules taken near the breaking point the more
mmmmm

(8) The Mall Quegtiommaire: This method is not as accurate by any
muthﬂddw,wimnhummm‘wm
However, it is a method that is used quite frequently.

2 Did., pe G
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B. AN EVALUATION OF METHODS USED IN THE PAST

In reviewing the different methods used for delimeating trade areas,
one outstanding fact is ever presenmt., No single method has been introduced
up to this point that 1s comprehensively flexible enough to take into cone
sideration all the various conflicting factors that determine the limits
of any given trade sres.

The difficulty encountered in formulating such an all-inclusive method
" is clesrly stated by William J, Reilly, a pioneer in this particular field
of study, Rellly states:

"Every city presents an individual case with its charscteristic
differences, and the retail trade territory of amy given city is the
resultant of a highly complicated interrelationship of a large mmber
of factors rather than the direct result of the influence of one or
two or three or four factors. Consequently, the study of a city's
trade territory is a problem involving the comsiderstion of those spe-
cial factors which influwence the extension of that particular trade
territory." 13

Therefore, it is understandable that the best results in trade area de~
lineation are obtained from a cambination of methods, rather than the ap-
plication of any one single method.

The fact that no two trade areas are alike praesents problems and con~-
ditions that ecsll for a method of delineation that has s great amount of
flexibility. In addition to this, there are other restrictive limitations
that arise from the application of these method which we shall examine here
in a general evaluation of the methods just listed.

(1) Newspeper Circulation: The limitations of this type of survey for
purposes of setling geographic boundardes lie in the fact that the extent of

a newspaper's eirculation quite offten depends on a different sel of factors

13 .
m J' OO GIALT TG
gt Reilly, Methods of the
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than those normally taken under consideration by trade area analysts., Also,
there is still the unsettled question of whether trade areas follow news—
paper circulation or whether newspaper circulation follows trade areas,
This method is relatively effective in large metropolitan centers, but its
value decreases rapldly as the size of the trade center decreases.

(2) Aubomobile Licenge Count:
"Considerable field work must be done in using this method, but
the parked cars are readily awvailable and no difficulty will be en-
countered in obtaining the license mmbers. In some instances, how-
ever, the home addresses of car owners may not be so readily accessible,
and a fee may be charged by the State license registrar to obbtain this
information,” 14
Caution must be exercised in choosing the time for the license counts
and adequate samples are necessary., Cost will depend upon the thoroughness
of investigation. The problem of spotting the home addresses of car owners
on a map will be more difficult in the case of amall town studies, than in
those made for larger citles, This method is subject to severe limitations,
unless used in conjunction with other information. Same trade amalysts con-
gider this method as the bagic index of retail trade, They consider it re-
flects promptly and accurately important changes as to the direction in
which retail business is moving. lowever, there 1s a danger of misin-
Wmmu;;mmmwmmmmw
and confidence in this method,

(3) Yolume of Traffic Handled By Communication Companieg: For the

large metropolitan centers, this method has many possibilities, However, the

Y wami, Qp. gite, p. 208,
15 mid., pp. 208-209.



method is limited to densely populated areas, and gives little or mo
indication of the composition of the area under observation.

(4) Charge Accounts apd Credit Inguirles: Some marketing men justify
the use of charge accounts on the grounds that credit business has assumed
amimnbpuaitiminmhilmm However, a serious draw-back to
this method is the fact that there is no convenient way to measure the
actual volume of sales with eredit, and those living close to the trade
center are more likely to receive credit than those far away. In addition,
merchants quite frequently hesitate to give out such Mmﬁm:.m

(5) Bellly's Law of Retall Gravitation: This method has one great
advantage, ©. gey it 13 simple to use and it is not any less effective than
most of the other methods that have been discussed here. It reduces to a
aﬁnplofonuhthamﬂmtiomaf«tﬁngtnﬂawbmmﬂarylim.m
The formula does provide a measure of the relative attracting powers of two
competing centers.

It will be noted that Reilly's formula applies only to reglons in the
vicinity of the breaking point. The law refers to the trading areas for
shopping goods, and cannot be used easily for other commodities although it
applies to some extent to all kinds of merchandise,

The supporting evidence given by Reilly and others is impressive; how-
ever, a homogeneity of the two factors (population and distance) is assumed
that cannot be true for all parts of the country. On the other hand, the

16 nan1, Qp. gite, p. 222,

7 mid., pp. 222-223.
B mid., p. 225



myaﬁmp]idtwofﬁﬁsmﬂmﬁmak;githmwhntuaniﬁiutimof
approzinate trade area boundarieas,

(6) Bauk Clearings:

Same advantages are: (a) The data are available for a conslderable
period of time and in such form that a mmber of tebulators may work with
the flgures, (b) The geographic extent of the reteil trade area may be
located with reasenable accuracy, (¢) The method is fairly simple and re-
quires no formula, and (d) As long as checks given in payment for only re—
tail purchases are tabulated, the size of the trade srea will not canse an
mnmzl However, there are other methods which will produce
more accuraie results,

(7) Interviews in the Pield: Imbarviews in the £ie1d produce the most
canplete and acourate resulbs that can be oblained, Specific data of almost
mmﬁew&u&iﬁhﬂsmﬁ,&aﬁlﬁiﬂﬁwh
able to obtain impressions that are very importent, The only draw=back to
this is the fact that it is the most expensive, and a great deal of dif-
ficulty is encountered in obtaining interviewers of sufficient training and
skill,

(8) Ihe Mail Questionnaive: This method may be used to advantege
with sufficient incentive, The resl difficuliy is that In most ceses the

EMam%
mmafkm
2 1bid., p. 227.



returned questicmnalre does not give a good representation of all the
congumers living in the area,

It will be noted that none of these methods is set up to take into
consideration the effect that egricultural markets have on trade areas.
One reason for this is probably the fact that most of these methods were
set up primarily to function in large metropoliten centers for purposes of
obtaining information on retail itrade alone.



C. THE TECHNIQUE USED FOR DETERMINING TRADE AREAS USED IN THIS STUDY

Under the work program carried out by the Agrieultural-Industrial De-
velomment Service of Oklahoma Agricultural and Mechanical College (in con-
nection with which this study vas made) it was necessary to make geographic
trade area delineations for each individual town in which a study wes made,
Because of the unstable and oftten unreliable nature of the methods that have
been listed, a new method was devised for conducting trade area delineation
studies in comnection with this work,

The first gtep was an informal investigetion, which consisted of ob-
taining interviews with retailers, market managers, buyers, and other key
men in the trade center selected for study., The purpose of this series of
interviews was to scquire an insight into the forces affecting the markets
for farmm produce sold in that particulsr traede center, An attempt was also
made to get some idea of the volime coming in, the relationship of one mar-
ket to another insamuch as price setting habits and price policies were con-
cerned, and what types of public relstions policles were being practiced be-
tween the buyers and the producers. In the course of this informal
investigation, information pertaining to the adequacy of physical facilities
(processing equipment, storage, ete.,) of buyers end markets was obtained,
Some idea of the smount and types of loans currently being mede by the loecal
bank or banks was also considered essential. If a processing plant for
agricultural produce of any kind was located in the trade center under sur-
vey, an attempt was made to get relisble information on the influence its
operation had on the immediate trade area, as well as those nearby areas
that might be considered to lie outside the trade area proper. County agents
were consulted concerning their views on the local market situation as a



whole, Comunity sales managers were ssked to supply information on the
approximate volume of livestock and other products coming through the loecal
sales rings.

Retail merchanits were interviewed for personal opinions concerning the
amount and type of farm trade for thelr particular kind of merchandise.
Farm implement dealers were asked to supply information on volume of sales
of tractors, tractor parts, end farm machinery, as well as some idea of the
territory covered by their service. Interviews vere conducted with cormmmity
center and crossroads grocery store operstors in regerd to the extent of
their local trade to rural families.

Secondly, upon completion of this informal investigation, a persomal in-
terview cempaign was conducted in the rural area surrounding the trade center
with no preconceived ideas as to where the "bresking point" might fall,

A schedule was used that consisted of a ome-page questionnaire, which
included a 1list of the twelve most camon items of purchase and the twelve
items of sale most cormonly produced in the particular farming area being
surveyed (Appendix I), The questions were stated in a mammer that required
direct answers as to where the individual items listed were being purchased
or sold at the time of the imtervicw, Also, included in the questiommaire
was a request for information concerning the distance to all-weather roads,
the newspapers being regularly subscribed to, the location of bank or
banks through which business wes being regularly traensected, and what radio
stations were most camonly tuned in for market reports and the news,

These interviews were not conducted on a sample basis of any kind,
Meps obteined from the State Highway Depertment with a scals of one<half
inch to the mile showing a rural ferm dwelling culture and the existing
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road structure (including section line roads open for travel) were used in
planning the routes teken by the interviewer, Major highways and farmeto-
market roads, leading into the trade center under study, were selected as
the routes to be teken first., The interviewer selected a route and began in-
vestigation at a point about two miles cubtside the city limits, Fam dwel-
lings were chosen at random every mile or mile and one-half, and a personal
interview was conducted, This procedure was contimued until it appeared to
the interviewer that more than 50 percent of the items 1isted on the schedule
were being purchased or sold in a trade center other than the one for which
the survey was being conducted, When this point was reached, schedules were
taken at every dwelling in both directions from that point in order to obtain
concrete evidence that this was the "bresking point" for farm trade going
into the trade center under observation, This seme procedure was carried
out on all the highway and farm-to-market roads rumning into the trade
center,

When the "breeking point" had been established on these roads, the same
type of campaign was carried out along the section line roads serving the
amubetmthahi@waandfam—tomrhtma&suﬂhspsﬁﬂ;ttention
being given to matural trade barriers produced by rough topography and
"blind" section lines,

Thirdly, when the field work was completed, the information gathered
in the course of the informal investigation (along with the schedules ob-
tained by persomal interview) was processed with specisl emphasis being
placed on the exact geographic location of the trade boundary resulting fram
the survey. Coples of the type of map used in the survey were obtained for
purposes of drawing up the boundary, geographically, Recognizing the impos-
sibility of drawing a distinet line of demarcation between one trade area



and another, the grephic lines drawn onto the maps as boundary lines
vamﬁmam&hmmm% Living within this aresa,
set up as the perimeter, were farm families vho for warious reasons did most
of their buying and selling in one trade center part of the time and in an-
other at some other time. The boundary line was presented in some aress so
as to cover a much wider area than the indicated ome or twe miles, in which
cagse, the whole area was considered to be more or les: equally shared be-
tween two trade centers in respect to the trade of farm families in those

areas.



CHAPTER II
TRADE AREA SURVEYS

A. RESULTS OF THE STUDY MADE IN THE EL RENO TRADE AREA

El Reno, the county seat of Canadian County, is loecated 30 miles west of
Oklshoma City, Oklahoma, It is geographically located in the cemter of the
eastern edge of Oklahoma's Wheat Belt, in Type-of-Farming Area III., The
present population is 10,840,

(1) Smmary of Findings: The rural trade ares of Kl Reno consists of
336 squave miles, The most distant area from which trade is drawm almost ex-
clusively to ElL Remo is located 15 miles west on Highway 66, leading to
Bridgeport, Hydro, and Hinton, About 85 percent of the trade area lies west
of El Reno; the remsining 15 percent lies east of the city (Figure I).

There are approximately 956 families living in the rural areas of the
designated trade territory. About 12 miles southwest of El Remo the South
Canadian River, rurming diagomally across the corner of the County in a
gsoutheasterly direction, forms a natural trade barrier in this direction.

Within the designated trade area, there are a mmber of crossroads and
community center retail establislments, Host of these retail cutlets carry
only a small stock of staple commodities in the grocery 1ine, and the trede
is made wp mostly of neighboring farm families who buy there because of the
convenience of location. Some of the trade for particular items might be
considered regular trade; however, the larger portion is irregular trade that
fluctuates with the season of the year and road conditions in the immediate
vieinity.

Calumet is the only corporate town, or community cembter, of any sisze,
located within the designated trade territory. Information obtained from the
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survey indicates the farm markets located here are in a strongly campetitive
position with those in El Remo, The markets include one grain company, two
cotton gins, and one produce house, From all indications, the two cotton
gins exert a great deal of influence on the amount of produce coming into
Calumet. They draw trade from as far awsy as the extreme southeastern corner
of the County, which is outside the designmated trade area entirely., The re~
tail trade, however, is only = mmall percentage of the total within the trade
area, And, again, as in the case of the neighborhood retail outlets, the con-
venience of location is the major factor controlling most of this trade.

Roads in the designated trade area are for the most part adequate to very
good, All-weather roads connect most of the outlying districts to major high-
ways leading into EL Reno. Many of the section line roads may be impasssbls
during extremely adverse weather conditiomns, but only for a short time. There
are very few "blind" section lines, and most of these are located in the ex-
treme southwestern corner of the trade area north of the river, The road
gltuatlon taken as a whole is a very favorable asset to the trade area,

Groceries, gas, and oll are the retail items most frequently bought out~
side EL Reno by families residing within the trade area, Clothing, hame ap-
pliances, furniture, fertilizer, truck, tractor, and aubto parts, as well as
lumber and building materials are items bought almost exclusively in El Remo
by residents within the trade area. Hardware, mixed feed, and lime, farm
machinery and equipment, and drugs and doctors are items frequently obtalned
outside the designated trade territory.

Marketable items, however, make up a much more competitive situation,
The towns of Okarche, Geary, Hinton, Union City, Mineco, Yukon, and Piedmont,
all lying immediately outside the trade area, and supporting farm markets
comparable in size, physical facilities, and accessibility to those in E1l Reno
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are the direct cause of this competitive sctivity. Approximately 40 percent
of the corn, cats, barley, and hay marketed goes to neighboring farms, with
more than ome-half of this type of feed being kept on the farm of the originel
producer, Eggs are quite often sold to the neighborhood or crossrosd grocery
store nearest the farm having that item for sale--cxceptions being those
operators who produce chickens and eggs on a large scale, Such operators, in
the designated trade area, market at least 85 percent of their produce in El
Reno, Approximately 30 percent of the milk and 50 percent of the cream pro=-
duced in the trade erea are sold in E1 Reno,

The marketing of wheat, from all indications, depends on a mmber of face
tors, the most important of whieh are road conditions, grading polieles, and
prices being quoted at the time of contemplated ssle, The same situation is
true of cotton, Since there is no cotton gin in El Reno, most of the cotton
marketed within the designnted trade area goes to Calumet.,

Ninety percent of the butchor cattle and hogs marketed by farmers in the
trade srea sre sold outside the designated trade territory, with the bulk of
them going to Oklshoma City. Peanuts, which constitute only a small portion
of the total volume of salable produce in the area, are marketed for the most
part outside the trade area.

A DETATLED ANALYSIS OF ITEMS PURCHASED IN THE
DESIGHATED TRADE AREA

A breakdowm of the twelve purchase items, listed on the trade area

schedule, gives a more detailed picture of the trade area.
Groceries, Gas, and 01

An estimated 90 percent of the groceries, gas, and oil purchased by
families 1iving in Zome I was purchased exclusively in El Reno, BLighty per—
cent of the groceries, gas, and oil purchased in Zone II was bought exclusively
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in El Remo, and 65 percent in Zome III, It should be noted that Zone I sup-
ports only one retail establishment of appreciable distence from El Remo,
while Zone II supports two such retail establisiments, and Zome III supports
approximately eight community center and crossroad retail outlets.

With only a few exceptions, every retall establishment encountered in
the designated trade area had gas and oil for sale, in addition to groceriss.
Information obtained in the survey indicates that relatively the same propor—
tional percentage of gas and oil is obtained in the outlying districts and
outside the designated trade area as groceries, Therefore, for all practical
purposes here, groceries, gas, and oil could be designated as one purchase
iten.

pld Appliances, and Murniture

In Zones I and II, 95 percent of the clothing purchased by faym families
is bought exclusively in El Remo, In Zome III, approximately 90 percent of
the clothing purchases is made in El Remo, A mmber of familles along the
eastern fringe of the trade area, make both regular and irregular clothing
purchases in Oklahoma City. The same is true in the extreme southeastern
portion of the trade area where families indiecated they made clothing pur-
chases both in Oklahoma City and EL Remo. It must be understood, however,
that the designated trade area does not include gll femilies who may make
irregular or even regular clothing purchases in El Reno, Due to the nature
of clothing as an item of sale, and the seasonality of purchases, it is
logical to assume that there may be mmbers of families living outside the
designated trade area who buy clothing in El Reno., Furniture and appliances
follow almost identically the same pattern, with possibly few families
making such purchases outside the designated trade area.




Truck, Iractor, and Auto Parts
Truck, tractor, and auto parts are purchased almost exclusively in EL
Reno by families living in Zones I and II, Indications are, however, that
families living in Zone III, along the northern and northeastern edges of
the trade area, frequently make such purchases in Kingfisher and Oklahoma
City, with the same thing ocourring in the southern portion of Zome III
where these purchases are sometimes made in Chickasha,
Fertilizer, Lumber, and Building Materials
Approximately 95 percent of the fertiliszer bought in the trade area is
bought in El Remo, The same situation exists in the purchase of lumber and
building materials, It was evident from the survey, however, thal these are
the two items most infrequently purchased by rural families.
Mixed Teed, Farm Machinery, and Hardyare
Information obtained in the course of the survey shows that about one-
half of the mixed feed used in the area is ground and mixed on the farm, Of
the total amount purchased, however, 90 percent of that purchased in Zone I
is bought in El Remoj; in Zome II, 65 percent; and in Zone III, 45 percent,
Much the same pattern is followed in hardware purchases. Indications are
that farm machinery (heavy machinery in particular) is quite frequently
bought outside the trade area, depending in most cases on individual
preference for various types and makes of machinery,
Drugs and Doctors
Drugs and doetors constitute a purchase and service that seem to fol-
low no particular pattern, These purchases seem to depend more on person—
alities and persomal preferences, for the most part, rather than on con-
venience of location or distance, Some families in the southwestern portion
of the trade area indicated they went as far as Oklahoma City for such
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purchases, while others living in the southern and southeastern cormer went as
far as Kingfisher to the morth, Around 50 percent of the families living in
the designated trade ares purchased these services in El Reno,

ITEMS SOLD IN THE DESIGNATED TRADE AREA
Corn and Hay

Approximately 40 percent of the corn and hay sold in the area goes to
neighboring farms, with a major portion of it being kept on the farm of the
original producer for feeding purposes, Oftheminingéopmmtsold,
about 40 percent is sold in El Reno and Calumelt, and the remainder in towns
lying outside the trade area.

Qats, Barley, and Grein Serghms

Oats, barley, and grain sorghums follow almost the same pattern as corn
and hay, with possibly more of this type of grain being kept on the famm for
feeding purposes than corn or hay. Of the total amount sold, however, ap-
proximately one-half is sold to neighboring farms, 30 percent in El Reno and
Calumet, and 20 percent outside the designated trade area.

Wheat and Cotton

In Zones I and II, approximately 65 percent of the wheat sold is mar-
keted in E1 Reno. In Zone III, around 60 perecent of the wheat is sold out-
gide the designated trade area. This percentage, however, depends almost en-
tirely on road conditions, wheat tests being turned in, and prices being quoted
at nearby outside elevators, Around 80 percent of the cotton gimnmed and sold
in the area is marketed in Calumet, The eventual point of sale for cotton, as
in the case of wheat, depends a great deal on road conditions and prices being
quoted at nearby merkets at the time of contemplated sale.



Wilk, Eggs, and Poultry
An estimated 30 percent of the milk produced in the trade area comes in-
to EL Reno, A small percentage of the eggs is purchased from local farm
families by the outlying community center and crossroad stores. Buit of the
total smount of eggs and poultry produced for sale in the designated trade

area, approximately 70 percent is sold in El Reno.



B. RESULTS OF THE STUDY MADE IN THE SAPULPA TRADE AREA

Sapulpa, the county seat of Creek County, is located in the northeastern
portion of central Oklahoma, approximately 15 miles southwest of Tulsa, in
Type-of-Farming Area VIII. The population of Sapulpa is 11,900,

(2) Summary of Findingg: The rural trade area of Sapulpa consists of
approximately 170 square miles, with 37 of these square miles in the north-
eastern corner being shared with Tulsa and Sand Springs. The most distant
area from which trade is drawn almost exclusively to Sapulpa is located 12
miles west on Highway 67, leading to Drumright and Bristow. An estimated
85 percent of the trade area lies west and south of Sapulpa and 15 percent
lies north and west of the city (Pigure II),

There are approximately 87/ white families and 86 colored families
living in the rural areas of the desigmated trade territory, About eight
miles northwest of Sapulpa, "blind" section lines and rough topography form
a somewhat natural barrier or boundary to the trade area in this direction,
The barrier extends roughly from a point on the County line five miles north
of the Sapulpa reservoir in a southwesterly direction to Browns Creek as it
crosses Highway 67. This area northwest of the designated trade boundary
supports only a small mumber of comparatively isolated farms,

Within this designated trade area there are a number of outlying com-
munities in which one or more retail establislments are located. These in-
clude the conmunities of Hilton, Kiefer, Skagway, and Kellyville, as well as
mmerous crossroad establisiments., The trade at these retall outlets, most
of which carry only a small stock of staple commodities in the grocery line
g families who buy because of the convenience
of location, Some of the trade for particular items might be considered
regular trade, however, the larger portion is irregular trade that fluctuates
with the season of the year and road conditions in the immediate vieinity.
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Kellyville and Kiefer are the two largest commnities lying within the
designated trade area. Information obtained from the survey indicates the
-~ rural trade going into these conmunities regularly is only a small percentage
of the total within the designated trade arvea. And, again, as in the case of
the community center and neighborhood retail outlets, the convenience of
location is the major factor controlling this trade.

Roads in the designated trade area are for the most part inadequate,
particularly in the north and northwest portion. A mumber of farms are
located on roads that are completely impassable during rainy weather. There
is also an exceptionally large number of "blind" section lines (closed except
for trails or wagon roads) in the designated trade area as a whole. Good con-
necting all-weather roads between outlying communities and any of the major
highways are almost non-existent, The trade territory north and east of
Sapulpa extending to the county line in both directions, and comprising an
area of approximately 37 square miles, is almost equally shared between Tulsa,
Sand Springs, and Sapulpa. Information obtained in the course of the survey
indicates the controlling factor for trade in this area is tied directly to
the industry is located in Sand Springs, a major portion of the trading is
done in Sand Springs; the same being true with Tulsa and Sapulpa., This area
supports little agriculture, with a major portion of the residents employed
in industry.

Information gathered in the survey indicates that 30 percent of the
people subseribing to a daily newspasper receive the Sgpulpa Herald. This is
out of a total of approximately 66 percent who subscribe to some kind of daily
publication, An estimated 85 percent of the rural families living in the
designated trade area does banking in Sapulpa.



Grocerdies, gas, and oil are the retail items most frequently bought
outeide Sapulpa by families residing within the boundaries of the trade
area, Clothing, home appliances, fwrniture, fertilizer, hardware, and
truck and auto parts, as well as lumber and building materisls are items
bought elmost exclusively in Sapulpa by residents within the trade ares.
Tractor parts, mixed feed and lime, and drugs and doctors constitute pur-
chases and services most frequently cbtained outaide the designated trade
area,

Most marketable items produced in the designated trade territory are
sold in Sapulps with a few exceptions, Around 60 percent of the corm and
hay marketed goes to meighboring farms, Eggs are quite often sold to the
neighborhood or crossroad grocery store nearest the farmm having that item
for sale--exceptions being those operators who produce chickens and eggs on
a large scale, Such operaters in the desigmated irade aves market their
produce almost exclusively in Sspulpa, An indicated 95 percent of the milk
and cresm produced in the trade ares is sold in Sapulpa.

The marketing of cotton from all indications depends on a mmber of fac-
tors, the most irportant of which are the condition of roads and the daily
 prices being quoted at the tine of contemplated sale. Farmers located in
the outer edges of the trade area, particularly to the south, frequently
sell cotton outside the trade area, if prices quoted at nearby outside gins
are more fevorable, The gin at Kellyville, which is located inside the
designated trade arca, tekes approximately 20 percent of the cotton that
otherwise would be likely to came to Sapulpa.

Pearuts and pecans are given much the same consideration as cotton in
temms of eventual point of sale, with price and strictness of grading, play-
ing en even more important part here than in the case of cotton,



Approximately 35 percent of the osts grown in the trade area is sold in
Sapulpa, snd 90 percent of the fruits and vegetables, About 65 percent of
the butcher cattle and hogs marketed is sold outside the designated trade

area.

A DETAILED ANALYSIS OF ITEMS PURCHASED IN THE
DESIGRATED TRADE AREA

A breskdowm of the twelve purchase items, listed on the trade srea
schedule, gives a more detailed picture of the trade area.
Gag, and 011

An estimated 90 percent of the groceries, gas, and oil purchased by
fanilies living in Zone I was purchased exclusively in Sapulpa. Sixty-five
percent of the groceries, gas, and oil purchased in Zone II was made exclu=
sively in Sepulpe, and 45 percent in Zone ITI. It should be noted that Zone
I supports only one retail establishment of apprecisble distance from
Sapulpa proper, while Zome II supports six such retail establislments, and
Zone III supports seven scattered community cemters snd crossroad reteil
outlets.

With only few exceplions, every retall esteblishment encountered in the
designated trande area had gas and oil for sale, in addition to groceries, Ine
formation obtained in the survey indicates that relatively the same propor-
tional percemtage of gas and oil is obbtained in the outlying districts as
groceries. Therefore, for all practical purposes here, groceries, gas, and
o0il could be designated as one purchase item,

In Zones I and II, approximately 95 percent of the clothing purchased
by farm families is bought exclusively in Sapulpa. In Zone III an indicated
90 percent of the clothing purchases is made in Sapulpe., A few families in
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the northeastern portion of the trade area (along the immer fringes of the
"shared” territory) make both regular and irregular clothing purchases in
Tulsa and Send Springs. The same is true in the extreme southwestern por-
tion of the trade area where families indicated they mede clothing purchases
both in Sapulps and Bristow. IU must be understood, however, that the
designated trade srea does not include gll femilies who may make irregular
or even regular clothing purchases in Sapulpa. Due to the nature of cloth-
ing as an iten of sale, and the seasonality of purchases, it is logical to
assume that there msy be mmbers of families living outside the designated
trade area who buy clothing in Sapulpe. Furniture and appliances follow
almost identically the ssme pattern with possibly fewer families making
such purchases outside the trade area than in the case of clothing,

Hardware, Truck snd juto Parts

Hardware, truck and subo parts are purchased almost exelusively in
Sapulpa by families living in Zones I end II. Indications are, however,
that families living in Zome III on the southwestern edge of the trade area
frequently meke such purchases in Bristow, with the same thing oceurring in
the northern portion of Zonme III where these purchases are sometimes made in
Sand Springs and Tulsa.

Dertilizer, Lumber, and Bullding Usterials

Approximately 95 percent of the fertilizer bought in the trade area is
bought in Sapulpa. The sane is true of lumber and building meterials, It
wag evident from the survey, however, that these sre the two items most

infrequently purchased by rural families,

Mixed Feed, Form Machinery, and Iractor Parts
Around 90 percent of the mixed feed purchased in Zone I is bought in

Sapulpay in Zone II, 65 percent; and in Zone III, 45 percent. In the south
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and southwest portion of the trade area most mixed and ground feeds are
bought in Mounds and Bristow, and in the north and northezst portion these
jtems are bought in Sand Springs and Tulsa, Much the same pattern is
followed in the purchase of farr machinery and tractor parts.
Drugs and Doctors

Drugs and doctors constitute a purchase and service that seem to follow
no perticular pattermn, These purchases seem to depend more on persomalities
and personsl preference for the most part, rather than convenience of loca=
tion or distance, Some families in the southwestern porticn of the trade
area indicated they went as far as Tulsa for such services, while families
in the northern part went as far as Olamulgee, when Tulsa, Sapulpa, or Sand
Springs would have been much nearer, At least 50 percent of the families
living in the designated trade area purchased these services in Sepulpa.

ITEMS SOLD IN THE DESIGNATED TRADE AREA
Corn and Hay
Lpproximately 60 percent of the corn and hay sold in the area goes to
neighboring farms, with a major portion of it being kept on the farm for
feeding purposes. Of the remaining AQ percent sold, about 20 perceni wes
sold in Sapulpe and the remaining 20 percent was shered by Mounds, Bristow,
Sand Springs, and Tulsa.
Cotton and Oats
In Zones I and II 75 percent of the cotton gimned is sold in Sepulpe.
In Zone III around 60 percent of the cotton ig sold outside the trade area.
This percentage, however, depends alwmost cntirely on road conditions and
prices being quoted at nearby gins outside the trade area. Oats follows
much the pattern with Mounds being the main competitor,



Peamits and Pecans
Peanuls and pecans appear to be very suscepbible to outside competitive
markets, Growers in the scuthern, southwestern, and western portions of the
trade erea mavket approximately 75 percent of their peamuts end pecans either
in Hounds, Bristow, or Yale.
Fruits and Vegetables
In Zones I and II about 90 percent of the fruits and vegetables growm
in the trade area is scld in Sapulpa. In Zome III an estimated 50 percent is
sold cutside the trade area, Again, the place selected for sale depends on
a mmber of factors such as condition of roads and prices being quoted,
Yille, Eggs, and Poullry
Approximately 95 percent of the milk, eggs, and poultry produced in
the trade area is sold exclusively in Sapulpa. A mmber of eggs, however,
is purchased from local farm families by the outlying community center and
crosgroad stores, Information oblained in the swrvey Indicates that a
mmber of large producers located immediately outside the trade area sell
their produce exclusively in Sszpulpa. The market in Sapulpa for these

particular items appears to be very adequate,
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C. RESULTS OF THE STUDY MADE IN THE OKMULGEE TRADE AREA

Olamulgee, the county seat of Olmulgee County, is located in the east-
central portion of COklshoma, about 50 miles south of Tulsa, It is agri-
culturally located on the western edge of Type-of-Farming Area IX. The
population of Clamlgee is 15,986,

(3) Sumary of Findings: The rural trade area of Olamlgee covers 354
square miles, The most distant area from which trade is drawn to Ckmlgee
exclusively is located 18 miles east of the city on Highway 62, leading to
Boynton, Checotah, and Muskogce. An estimated 62 percent of the trade arca
lies directly east and northeast of Olmulgee; the remaining 28 percent lies
vest and southwest of the city (Figure III).

There are approximately 1,773 white familiecs and 590 colored families
living in the rursl area of the designated trade territory. About ten miles
north of Ckmulgee, "blind" section lines and rough topography form a some-
what natural barrier or boundary to the trade area in this direction, The
barrier extends roughly twenty-three miles diagonally across the north-
western corner of Olamulgee County, This corner apperently comprises one of
the two most important arsas of the county in temms of agricultural produce,
and indications are that most, if not all, of this produce is marketed in
Begzs.

Within this designated trade area, there arc a mmber of outlying com=
mmities in which one or more retail establislments are located. These ine
clude the communities of Schulber, Eram, Punpkin Center, Bald Hill, and
Mundell, as well as mmerous crossroad esteblishments, The trade at these
rebail outlets, many of which carry only a small stock of steple conmodities
in the grocery line, is made up mostly of neighboring families who buy
because of the convenience of location.



Trade Area Served By Okmulgee, 1948
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The only corporate town lying within the trade area is Morris, located
six miles east of Okmulgee on Highway 62, Information obtained from the sur-
vey indicates that the rural trade going into Morris regularly is only a
fractional percentage of the total within the designated Olmulgee trade area.
m.mm,uiﬁwamwmmwmmmmmm
lets, the convenience of locution is the major factor controlling this trade.
This convenience factor is also important to the cotton gin located in Morris;
however, there are occasions when the price factor supercedes the convenience
factor,

Roads in the designated trade area are for the most part inadequate to
extremely inadequate, particularly in the northeastern portion, A large mm-
ber of farms is located in such & mammer as to be almost completely isolated
during adverse weather conditions, There is alsc a large mumber of "blind"
section lines (closed except for trails or wagon roads) in this section, with
many more such section lines being found in the southwestern portion,

Information gathered during the survey indicates that 35 percent of the
pecple subscribing to a daily newspaper received the Qlmmlgee Daily Times.
This was out of a total of approximately 50 percent who subseribed to some
kind of daily publication, At least 90 percent of the rursl families within
the trade area does banking in Olnmlgee.

Wus,w,mmmmmnitQamatﬁ‘qutmt-
side Olamulgee by families residing within the boundaries of the trede area.
Clothing, home appliances, furniture, fertilizer, and hardwere are items
bought almost exclusively in Olamlgee by residents within the trade avea.
Truck, tractor, auto and farm machinery parts, as well as mixed feed and lime
are also bought almost exelusively in Olmulgee. ILumber, building meterials,
end drugs and doctors constitute purchases and services most freguently
obtained outside the trade area.



With the exception of a few items, most of the farm produce grown within
the boundaries of tho designated trade area is marketed in Okmulgee. Milk,
cream, eggs, chickens, corn, and hay are items most frequently sold locally
in the trade area. Approximately 50 percent of the corn and hay marketed
goes to neighboring farms, Egge sre most often sold to the neighborhood or
crossroad grocery store nearest the farm having that item for sale, while
milk end cream show a larger volume of sales in Ckmulgee than locally.

The marketing of cotton from all indications depends on a mmber of fac-
tors, the most important of which are condition of roads and daily prices
being quoted at the time of contemplated sale, Farmers located on the outer
edges of the indicated trade area frequently sell cotton outside the trade
area, if prices quoted st nearby outside gins are more favorable,

Peanuts and pecans are given much the same consideration as cotton in
terms of eventusl point of sale, with price playing an even more important
part here than in the case of coiton,

In the extreme northeastern portion of the trade territory in an area
covering 43 square miles, a major portion of the peamut crop is marketed in
Haskell, Oklahoma, on a contract basis,

Around 90 percent of the butcher catile and hogs marketed is sold out-
side the designated trade area.
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D. RESULTS OF THE STUDY MADE IN THE WEWOKA TRADE AREA

Wewoka, the county seat of Seminole County, is located in the south-
central portion of Oklahoma., Agriculturally, it is in the contral portion of
Type~-of=Farming Area VIII, Wewoka supports a porulation of 6,496 people.

(4) Sumery of Findings: The rural trade ares of Wewoka consists of
282 square miles with 84 of these square miles in the southern portion being
shared equally with Holdenville., The most distant area from which trade is
dravn almost exclusively to Wewoka is located 16 miles morth on Highwsy 56,
leading to Okemah, An estimated 60 percent of the trade area lies north of
Wewoks, and the remaining 40 percemnt to the south, of this 40 percent about
30 percent is being shared with Holdemville (Figure IV).

There are approximetely 1,298 white families and 193 colored families
living in the rursl areas of the designated trade territory. The trade area
boundary line running south from a point about six miles west of Wewoka on
Highway 270, to a point sbout five and one-half miles northwest of Sasskwa
is well defined by "blind" section lines and rough topography. There is also
an exceptionally large mmber of "blind" section lines and sparsely settled
areas in the northwest quarter of the designated trade territory. This
particular area, howev:r, appears to support only a limited mmber of farm
operators,

Within the designated trade area there are a mmber of outlying com-
munities in which one or more rctail esteblishments are located, These in-
clude two corporate towns, Sasakwa in the south, and Cromwell in the north,
as well as the communities of Clair, Butner, and Indogco. About one-half
of the population of the community of Bearden does a major portion of its
trading in Wewocka, There are also a mmber of crossroad retail establish-
ments scattered throughout the trade area.
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Figure 4.
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Sasakwa and Cromwell are the only corporate towms within the designated
trade area, Information obtained from the survey indicates the rural trade
going into these communities regularly is only a small percentage of the
total within the designated trade territory. And again, as in the case of
the community center and neighborhood retail outlets, the convenience of
location is the major factor controlling the trade,

Roads in the indicated trade srea are for the most part inadequate,
particularly in the north and northwest, and in some sections of the south-
western portion, A mmber of farms ere located on roads that are completely
impessable during rainy weather., There are also an exceptionally large man-
ber of "blind" section lines (closed exeept for trails or wagon roads) in the
designated trade srea as a whole, There are very few good comnecting all-
weather roads between outlying communities and the major highways.

The trade territory lyins south of the five-mile corner between Wewoka
and Holdenville is almost equally shared by these two cities, Information
obtained in the course of the survey indicates the controlling factor for
trade in this area is tied dircctly to the type of employment, A major por-
tion of the farm operators appears to favor Holdenville as a trade center,
while those employed in the oil industry appear to favor Wewoka,

Approximately 40 percent of the people subseribing to a daily newspaper
Democrat, and approximately 85 percent of the rural
families 1iving in the designated trade area does banking in Wewoka,

Groeceries, gas, and oil are the retail items most frequently bought oute
side Vewoka by families residing within the boundaries of the trade area.
Clothing, home appliances, truck and auto parts, and furniture ere items
bought almost exelusively in Wewoka., Tractor and farm machinery parts,
fertilizer, hardware, and mixed feed sre purchase items most frequently
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obtained outside the designated trade area. Drugs and doctors also consti-
tute purchases and services quite often obtained outside the trade area,

Marketable items produced in the designated trade area seem to follow
no particular consistent patiern in regard to eventual point of sale. The
most important field crop in the area is peamuts, Of the totel produced and
sold in the trade area, an indicated 60 percent is marketed in Wewoka. Ap-
proximately 65 percent of the corn end hay marketed in the area goes to
neighboring fams to be fed to livestock; of the 35 percent sold, approximato-
1y one-half goes to Holdenville, and the remeinder is shared by Shawnee and
other towms, Information obtained in the survey indicates there is only a
fractional percentage, if any, of the oats and corn produced in the area mar-
keted in Wewoka, Apparently the same situation exists in the sale of hay,
Cotton, which has become of relatively minor importance as a source of income
in this particuler area, is dependent on a mmber of factors in the choice of
a point of sale, The most Inportant of these factors are road conditions and
daily prices being quoted at the time of contemplated sale. Approximately 35
percent of the cotton produced in the trade srea is marketed in Wewoka. A
small number of butcher cattle and hogs is sold loecally to individusls, but at
least 95 percent goes to Oklshoma City or Tulsa., Eggs are quite often sold to
the neighberhood or crossroad grocery store nearest the farm having that item
for sale--exceptions are those operators who produce chickens and eggs on a
large scele. There are only a few such producers; however, but indications
are that approximately 40 percent of the chickens and eggs produced in the
trade aree is sold in Wewoka. Twenty-five to 30 percent of the cream and
milk produced in the area is sold in Wewoka with Holdenwille being the
strongest competitor,



A DETATLED ANALYSIS OF ITEMS PURCHASED IN THE
DESIGNATED TRADE AREA

Groceries, Gas, and 011

Ninety percent of the groeceries, ges, and oll purchased in Zone I is
purchased oxclusively in Wewoka. This gzone supports four or five retail
establishments immediately outside the city limits., Around 65 percent of
the groceries, gas, and oil purchased in Zone II is bought exclusively in
Wewoka, This zone supports nine or ten erossroads and community center
retail establislments, In Zone III approximately 35 percent of the
groeceries, gas, and oil is purchased in Wewoka, This zone also supports
nimortenmsmadretailouﬂata,inadﬂiuonwthehfnmmta
towns of Cromwell and Sasskwa,

Vith only a few exceptions, every retail establishment encountered in
the trade area has gas and oil for sale, in addition to groceries. Informa-
tion obtained in the survey indicates that relatively the ssme proportional
percentage of gas and oil is obtained in the outlying districts as groceries;
therefore, for all practical purposes here groceries, gas, and oil can be
designated as one purchase item,

Clothing, Household Appliances, and Furniture

In Zones I and II, the survey reveals that 95 percent of the clothing
purchased by farm families is bought exclusively in Wewcka. In Zone III, ap=-
proximately 80 percent of the clothing purchases is made in Wewoka, A mmber
of families along the eastern and western fringes of the designated trade ares
indicate they meke both regular and irregular clothing purchases in Seminole
and Holdenville, It must be understood, however, thet the designated trade
area does not include gll families who may make irregular or even regular
clothing purchases in Wewoka, Due to the nature of clothing ag an item of
sale and the seasonality of purchases, it is logical to assume that there
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may be mmbers of families living outside the designated trade area who buy
clothing in Wewoka, Furniture and appliances follow almost idemtically the
seme pattern with possibly fewer families making such purchases outside the
trade area than in the case of clothing,

Hardware and Truck and Auto Parts
Herdware and trueck and auto parts purchased by farm families in the
designated trade area may be divided into two groups, Most of those in the
northern half meke those purchases in Wewcka, while those in the southern
pert buy the bulk of these items in Ada,
Fertilizer, Lumber, gnd Bullding Matorials
Twenty-five percent of the fertilizer bought in the trade area is pur-
chased in Wewoka, Indications are, however, that this item is not frequently
purchaged, especially from commercial firms, Iumber and building materials in
the past apperently have been purchased wherever available because of the
scarcity of these materials., Indications are, however, that at least 50
percent of these items is purchased in Wewcka,
Mixed Peed, Farm Machinery, and Tractor Parts
An indicated 90 percent of the mixed feed purchased in Zone I is pur-
chased in Wewoka; in Zone II, 50 percent; and in Zone III, 25 percent. The
strongest competitor for this particular item seems to be Holdenville. Farm
machinery and tractor parts constitute items of purchase the bulk of which
appears to be purchased outside the designated trade territory. Shawmee and
Holdenville apparently draw the largest portion of this trade; however, at
least 20 percent of these items are purchased in Wewoka.
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Drugs and Doctors
Drugs and doctors constitute a purchase and service that seems to fol-

low no particular pattern, But this is not a peculiarity of this particular
trade area, It seems T0 be a general practice everywhere, These purchases
seem to depend more on personalities and personal preference, rather than
convenience of location or distance, Some families in the northern part of
the trade area indicated thal they went as far as Shawmee to the morth for
such purchases, while some in the south indicated they went to Seminole,
Prague, and Okemah, Approxinately 40 percent of the families living in the
designated trade area purchased these services in Wewoksa,

ITEMS SOLD IN THE DESIGNATED TRADE AREA
Corn and Hay
An estimated 65 percent of the corn and hay marketed in the area goes to
neighboring farms, with a major portion of it being kept on the farm for feed-
ing purposes, Of the remaining 35 percent about 20 percent goes to Shawmee
and Holdenville, and the other 15 percent to other towms.
Cotton and Qats
Thirty-five percent of the cotton produced in the trade areas is sold in
Wewoka, The bulk of the remaining 65 percent apparently goes to Cromwell and
Holdenville, As pointed out before, however, road condition and price play a
very important pert in the selection of a market. Approximately 75 percent
of the oats sold in the area goes to Holdenville and the remainder goes to
other towns,

Peanuts and Pecans
Peanuts and pecans in relation to their importance in the trade area as

a cash crop, appear to be very susceptible to outside competitive markets.



Approximately 60 percent of the peamts sold in the designated trade area is
sold in Wewoka, The percentage of pecamns is about the same.
Fruits and Vegetables
An indicated 80 percent of the fruits and vegetebles produced for sale
in Zones I and IT is merketed in Wewoka, In Zone III, the largest percente
age of the fruits and vegetables is marketed outside the trade area,
particularly in the southern portion of the designated trade territory.
Milk, Eggs, and Poultry
Approximately 40 percent of the chickens and eggs produced in the trade
area is sold in Vewoka, and 25 to 30 percent of the milk and cream.
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E. RESULTS OF THE STUDY MADE IN THE ANADARKO TRADE AREA

Anadarko, the county seat of Caddo County, is located in the south-
central portion of Oklshoma, The coumty lies in the northeastern cormer of
Type-of-Farming Area XII., Anadarko's population is 6,345.

(5) Swumary of Findings. The rurel trade area of Ansdarko consists of
330 square miles, with around 20 square miles in the southern portion being
shared with Cement and Apache, The most distant area from which trade is
dravn almost exclusively to Anadarko is twelve miles north on Highway 281
leading into Binger and Minco. An estimated 65 percent of the trade area
lies north of Anaderko and the remaining 35 percent to the south (Figure V).

There are approximetely 1,482 farm families living in the rural areas
of the designated trade territory. In the northeastern cormer of the
designated trade area, "blind" section lines, rough topography, and poor
roads form a somewhalt natural trade barrier or boundary., There is also a
mmber of "blind" section lines in the northwestern cormer of the trade area.

There is no other corporate town lying within the limits of the
designated trade territory, There is, however, a mmber of ocutlying com-
munity centers in which one or more retail establishments are located, These
include Gracemont, and Spring Creek in the north, Washita to the west, and
Stecker to the south, Most of these community centers support farm markets
of their own of one type or another, There is also a mmber of crossroad
retail establishments scattered throughout the trade area. Information ob-
tained in the course of the survey indicates the rural trade going into
these community centers, and buying at crossroad stores, constitutes only a
amall percentage of the total within the designated trade territory. And
agein, as in the case of the crossroad outlets, the convenience of location
is the major factor controlling this trade.
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Roads in the indicated Urade area are for the most part adequate, but
there is room for much improvement in same areas, Particularly in the ex-
trene northern part of the area, vhere a great many of the "blind" section
lines are found, therc also appears to be a need for good comecting all-
weather roads betweon some of the outlying comunities and the major highways,
There 1s definitely a greal deal of dissatisfaction reflected in the opinions
of fermers in the ares as to the adeguacy of roads coming into towm,

The trade territory lying to the south just north of Cement and Apache
is almost equally shared with Anadarkeo. Indications are that farmers in the
shared area do a large part of their buying and selling in Ansdarko, while
those employed in other industries, especially petroleum, apparently mske
minor purchases in Cement, Apache, and Amadarko, but do a major portion of
their buying in Chickashs or Lawton, Choice of a shopping center by those
employed in operations other than faming seem to depend more on variesty of
choice in retail purchases rather then convenience of location,

Approximately 45 percent of the people subscribing to a daily newspaper
receive the Anadarko Daily News, which is a relatively high percentage for a
local paper, based on other areas of similar character, and size. Approxi-
mately 90 percent of the rural families living in the designated trade area
does banking in Anadarko,

Groceries, gas, and oil are the retail items most frequently bought out-
side of Anedarke by families residing within the boundaries of the trade
area. Clothing, home appliances, truck and auto parts, and furniture are
items bought almost exclusively in Anadarke. Tractor and farm machinery
parts, fertilizer, hardware, and mixed feed are items most frequently ob-
tained outside the designated trade area. Drugs and doctors, as well as
Iumber and building materials constitute purchases and services quite oftem
obtained outside the trade area.
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Marketeble items produced in the designated trade ares seem to follow
no particular consistent pattern in regard to eventual point of ssle, The
two important cash crops in the arca are peamuts and cotton, with melons
running a cloge third, Of the total volume of peanuts produced and sold in
the trade area, approximately 60 percent is sold in Ansdarko with Ft, Cobb
and Binger being the strongest competitors, Cotton is dependent on a mm-
ber of factors in the final choiece of a point of sale., The most important
of these factoras being distance from gins, road conditions, and prices being
quoted at the time of contemplated sale, An indicated 65 percent of the
cotton produced and sold in the area 1s sold in Ansdarko, with a large por-
tion of the remaining percentage being sold in Gracemont, Spring Creek, and
Stecker—-these towns ere located inside the designated trade area, Data on
the total volume of melons sold in Anadarko last season are not awailable,
However, in view of the fact that a buying association, similar to those
located in other towns over the county, was formed in Anadarko last season,
and on the basis of information gathered during the course of the survey it
would be logieal to estimate the percentage volume in Anadarko at 75 percent.

A smell mmber of butcher cattle and hogs are sold loeally, but epproxi-
mately 90 percent of those sold from this area is marketed in Oklahoma City.
Eges are quite often sold to the neighborhood or crossroad grocery store
nearest the farm having that item for sale--exceptions being those operators
who produce chickens and eggs on & large scale., There are not many of these
producers, however, but indications are that about 80 percent of the chickens
and eggs produced in the trade area is sold in Anasdarke, Approximately 40
percent of the milk and 85 percent of the cream produced in the areca are
sold in Anadarko, An indieated 65 percent of the corn and hay produced in
the area goes to neighboring farms to be fed to livestock, Of the remeining



35 percent sold, approximately 25 percent is sold in Anadarko and 15 percent
in Ft, Cobb and other towns. About 85 percent of the alfalfa sold for proces-
sing is sold in Anadarko, but a major portion of the alfalfa hay is sold to
outside buyers—-scme buyers have come in all the wey from Texas, Of the
grain sorghums sold and not kept on the ferm for feeding purposes, an esti-
nated 80 percent comes into Anadarke. VWheat, of which there is a relatively
amall smount produced in this area, as compared to the county as a whole, is
marketed mainly in Anadarko,

A DETATLED ANALYSIS OF ITEMS PURCHASED IN THE
DESIGNATED TRADE AREA

. Groceries, Gas, and 011

Approximately 90 percent of the groceries, gas, and oil purchased in
Zone I is purchased exclusively in Anadarke, This zone supports three or
four retail establishments irmediately outside the city limits, At least
75 percent of the groceries, gas, and oil purchased in Zone II is bought ex-
clusively in Anadarko, This zone also supporis three or four crossroad re-
tall establisiments as well as the commurity center of Gracemont, In Zone
III, approximately 40 percent of the groceries, gas, and oil is purchased in
Anadarko, 2Zone III also supports three or four retail establishments and
the two cammunity centers, Spring Creek and Stecker,

With only a few exceptions every retail estsblishment encountered in
the trade area had gas and oil for ssle, in addition to groceries. Informa-
tion obtained in the course of the survey indicates that relatively the same
proportional percentage of gas and oil is obtained in the outlying distriets
as groceries; therefore, for all practical purposes, groceries and pas and
oil can be designated as one purchase item.



Clothing, Household Appliances, and Furniture
In Zones I and II, 95 percent of the clothing purchased by farm families

is bought exclusively in Anadarke. In Zone III approximately 85 percent of
the clothing purchases is made in Anaderko, A number of families along the
eastern and western fringes of the designated trade area indicated they make
both regular and irregular clothing purchases in both Chickasha and Carnegie,
and along the southern part in Lawbon, It is understood, however, that the
designated trade area does not include gll femilies who msy make irregular
or even regular clothing purchases in Anadarko. Due to the nature of cloth-
ing as an item of sale, and the scasonality of purchases, it is logical to
assume there may be any mumber of families living outside the designated
trade area who buy clothing in Anadarko, Furniture and applisnces follow
almost identically the same patitern with possibly fewer families meking such
purchasses outside the trade area than in the case of clothing.
Hardvare and Truck and juto Parts

Hardware and truck and suto parts purchased by farm families in the
designated trade area are purchased almost exclusively in Anadarko, Some
farmers indicated they have occasional trouble getting some parts due to
short supplies, and various other reasons, Taken as a whole, however, the
service in Anadarko appears adequate to meet their needs, Along the eastern
and western edges of the irade area, Carnegie and Chickasha appear to be the
most active competitors for these items of sale,

Fertilizer, Lumber, gnd Bullding Matorials

An indicated 75 percenmt of the fertilizer bought in the trade area is
purchased in Anadarko, Indications are, however, that this item is not fre-
quently purchased, especially from cammercial firms, ILwmber and building
materials have in the past apparently been purchased vherever available
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because of the scarcity of these materials, but information obtained in the
survey indicates 80 percent of these ftems is purchased in Anadarko,
liixed Feed and Farm Machimery and Iractor Perts

Approximately 90 percent of the mixed feed purchased in Zone I is pur-
chased in Anadarko; in Zome II, 60 percent; and in Zome III, 40 percent, The
most active competitor for this particular item seems to be Ft, Cobb, Famm
machinery and tractor parts constitute items of purchase the bulk of which
appears to be purchased in Anadarko by families residing within the boun-
daries of the trade territory, There alsc appears to be & mmber of buyers
from outside the trade ares making these purchases in Anadarko,

Drugs and Doctors

mmmmmammmeethatmhfol-
low no particular pattern, Bubt this is not a peculiarity of this particular
area, It appears to be a general practice everywhere. These purchases seem
to depend more on perscnality and perscnal preforence rather than convenience
of location or distance, except in cases of emergency. Some families indi-
cated they go as far as Chickasha to the east and Lawton to the south for
these purchases. An estimeted 40 percent of the families living in the
designeted trade area make these purchases in Anadarko,



CHAPTER III
A COMPARISON AND ECONCGMIC ANALYSIS
OF THE AREAS STUDIED
A. AN ANALYTICAL COMPARISON OF THE AREAS STUDIED

While this study was made primarily for the purpose of setting trade
srea boundsries for the five towms under cbservation, an analysis and com
parison of the information obtained brings to light some interesting facts
regarding rural family buying and selling habits. 3

(1) 4 Comparison of the Pliysical Charsctor:
camprehensive plcture of the uniformity found to exist in certain ferm
family buying and selling hebits——e uniformity that mainteined its equilib-
riun regardless of the differences in physical and economic characteristics—
.1tumm,ﬂrsb,tomhamimorthaﬂvﬂualmm
characteristics in the five arecas studied.

The Okmulgee trede area is the largest of the five, encampassing a total
of 35, squere miles and supporting approximately five families per square
mile. (Table 1). El Remo ranks next in size with 336 square miles, con-
taining e population of approximately 2.9 families per square mile. This
gives some indication of the great difference in the size of farming units
being opersted in the two areas, The remaining three arcas--Anadarke, with
330 square miles, supporting approximately 4.5 persons per square mile;
Wewoka, encampas-ing 282 square miles with approximately 4.6 families per
square mile; and the Sapulpa trade area which covers only 170 square miles
- and is inhabited by approximately 5.6 femilies per square mile—also indi-
cate the differences found in the size of farm units operated in each area,

Roads and topographical barriers existing in the area make up even
greater differences in terms of importent factors usually considered in
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Teble 1, Trade Area Comparison

T Neme ¢ Mmber : Average t OSize of : Families :  Total
of : of ¢ Incame ¢ Trade s Per Square 3 Trade Area
(Mumber) (Dollars) (Square Miles) (Fumber) (Dollars)
Okmulgee 1,773 2,300 354 5.0 6,077,900
E1 Reno 956 8,575 336 2.9 8,197,700
Anaderko 1,482 5,700 330 4o 8,447,400
Wewoka 1,298 1,230 282 46 1,596,540
Sapulpa 960 1,500 170 5.6 1,440,000

SOURCE: Trede area surveys conducted by Agricultural-Industrial
Development Service, Oklahoma Agricultural and Mechanieal College,
Stillwater, Oklahoma,



selecting a trading center, Roads in the E1 Remo and Anaderko areas are con-
siderably above =verage, while those found in the Clmulgee, Wewoka, and
Sapulpa areas are below sverage and in some insbances campletely non-existent
vhere they are badly needed, In the Olmmtlgee area, the largest of the five,
many topographical barriers ere found in the form of mountains, mmall rivers,
and creeks without bridge crossings, and generally rough terrain, In the
Sapulpe area, the mmallest of the five, roads and topographical features are
much the same as in the Olmulgee area,

(2) A Comperison of the Econamic Characteristics: In economic differ-
ences the five areas vary with much the same degree of intensity, The ammual
gross income from crops, livestock, and livestock products in the Ckmulgee
trade area iz a little over six million dollars, as compared toc an anmual
gross income of eight and one-half million dollars from the Anadarko trade
area. Keeping in mind the fect that Olmmlges's trade area exceeds Anadarko's
by 2, square miles, this difference in anmual gross income is very signifi-
cant, Likewise, the El Reno trade area exceeds the Wewocka trade area by 54
square miles, but the difference of over six and one-half million dollars in

anmal gross income between the twe areas far exceeds the proportional dif-
ference in size, These differences are even more clearly defined when it is
noted that there is a difference of 112 square miles in the size of the
Wewoka and Sapulpa trade areas, yet the anmual gross income from the two
areas is approximately the same,

Cemputing the average income for families in the five areas studied
gives the following inequalities. The average income to farm families in
Olomlgee's trade area, the largest of the five, is approximately $2,300 an-
mielly. In the E1 Reno and Anadarke trade areas, both smaller than the
Olamilgee trade area, the average anmual income per family is approximately
$8,500 and 85,700, respectively. In the Sapulpa trade area, the average
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anmal gross income to farn families is approximately $1,500, while in the
Wewcka eren, which is 112 square miles larger, the average incame is only
$1,200.

A part of this great difference in income is sccounted for by a varia-
tion in the pereentage of rural families in the different areas indicating
their status as that of suburban home residents. However, the greater por-
tion of the difference 13 to be found in the varying types of agriculture
being practiced in the areas studied. In the (kmulgee area, a subsistence
type of farming competes very successfully with amalle-scale, comercial
farming for use of the land, with a grest smount of emphasis being placed on
livestock production, The leading crops sre corn, cotiton, and peamts, In
the El Reno ares, canmercial farms teke up 90 percemt of the land used, with
wheat, cotton, and livestock the chief sources of income. The Anadarko area
is found to be very diversified., Largo-scale, comercisl ferming is found in
competible existence with both mmall, intensive vegetable and deiry enter-
prises and subsistence units., The importent cash crops are vheat, cotton, and
peamuts, In the Wewoka area a basic subsistence type of faming dominates, in
competition with the extraction of potroleum for use of the land, The main
cash crops are peamits and cotton with livestock and livestock products sup-
plementing incomes, The Sepulpa area is also dominated by a basic subsistence
type of farming with very few large-scsle, commerciasl famms in evidence.
Importent cash crops are cotton, peamts, corn, and small grains,

(3) A Comparison of Buying and Selling Habits: The differences found in
the physical charscteristies of the five areas and especially the great dif-
ferences in types of faming end farm incomes might lead one to assume that
there would be litile comparison in the buying habits of rural families in the
trade territories, However, this is not borme out by the information gathered.



It 1s clearly evident thati certaln buying habits follow the same pattern even
in the face of differences encountered in the type of agriculture being prac~
ticed, adequacy or inadequacy of roads, and distance, or differences in
incone.

Cortein characteristic buying and selling habits are found to have the
same propemnsity in all the areas, A clear-cut exsmple of this is to be found
in a comparison of the characteristics displayed by farm families in the pur-
chase of drugs and doctors' services, The same identical purchase pattern is
found to exist in all the areas studied. The town from which these purchases
and services are obtained appears to depend almost entirely on personalities
and personal preference rather than any convenience of location, distance, or
income,

Another example: Approximately 40 percent of the groceries and gas and
oil purchased by farm femilies in the five trade areas under study is being
bought at neighborhood or crossroad grocery stores. This percentage remains
fairly constant proportionally in all areas irrespective of the differences
in physical cheracteristics and income,

The purchase pattern of these four basic items maintains a surprising
uniformity in all of the widely separated and vastly different trade areas,
However, it is even more surprising to note that in gll instances where one
or more of the regulatory factors conmonly encountered in the selection of a
trade town by rural families was brought into play, these factors hold mueh
the same degree of importence in each area, For exsmple, in considering the
sale of farm produce, the most important single factor in the selection of a
market appeared to be price. Public relations with buyers and roads ap-
peared to be next in that order, This set of factors held relatively the
same order in all of the five areas, Farmers in the areas where roads are
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poor, appear to give little regard in most cases to road conditions as long
as prices being quoted in the more inaccessible markets are more favorable
than those being quoted in the more convenient markets, In those areas wvhere
roads are not a problem, the ssme pattern appears to hold in regard to public
relations of buyers.

(4) The Effect of the Physical and Economic Differences on Trade
Pat « It must be kept in mind, five areas with marked differences in
physical and economic make-up are being compared, and although identical buy-
ing patterns have been found to exist in these and other areas where similar
surveys have been made, it is inevitable that the differences in physical and
economic characteristiecs would have a direet effect on buying and selling
habits for certain commodities. In the Mnadarko and El Reno arcas where in-
come, the standard of living, and economic mobility were highest, the buying
pattern for electrical appliances, feed, seed, and farm implements varied con-
giderably from the pattern found to exist in the low income areas. The
average distance traveled for different commodities also varied by areas.

Physical barriers, such as unbridged rivers and stresms determined to a
large extent the direction of the flow of farm trade in some areas, In the
Okmulgee and Sapulpa areas these natural barriers made up more than one-third
of the circumference trade area boundary line.

Physical and economic differences appeared to have more effect on the
selling pattern than on the purchasing habits., In the high income areas, the
average distance traveled to markebs was much greater than in the low income
areas, Also, the sale of feed to neighboring farms rather than a central
market appeared to be more prevalent in the low incame areas, while these
areas show a higher relative percentage of feed for sale.
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The reverse situation appears in the sale of cream, In the high income
areas cream production is concentrated among fewer producers with greater in-
dividual volume, and with most sales being made to a dominating merket. In
the low income areas there is s much larger mmber of mmall volume producers
end sales appear to be made at scattered points to small buyers throughout
the area.

There is evidence that sales of all crops produced hy farmers in the
areas near the vicinily of the "breaking point" are affected more by economic
mobility than amy of the other regulating factors, In the low income sreas
vhere farm truck transportation is not so prevalent, sales were made more
often at the nearest market, While in the high income areas where farm truck
transportation is more comen, other regulating factors came in for considera-
tion in the selection of a market, High value cash crops that require
seasonal marketing did not appear to follow any set marketing pattern in any
of the areas surveyed,



B, AN ECONOGMIC ANALYSIS OF THE AREAS STUDIED

(1) Some Factors Affecting the Over-sll Flov of Irade In Bural Areas:
The information gathered is not sufficiently deteiled in all cases to form any
clear-cut opinions on what degree of correlation there may be between where
farm people buy and vhere they sell. There appears to be a certain amount of
this correlation in all areas studied, but it would be impossible to form any
accurate conclusions on the exact degree of over-all correlation without
taking more samples within the confines of the trade areca itself, However,
certain trends and conclusions can be obtained from the information at hand.

It is readily apparent that habit is a very domimating factor in the
selection of a point of purchase for certain commodities, In view of this
fact, and taking into consideration the importance placed on price in de-
termining the eventual peint of sale for cash crops, it would not appear out
of order to assume sales are quite freguently made at differemt points over
a period of time while the points of purchases remain more constant,

A few items of sale such as eggs and cream appear to be sold more fre-
quently at markets located in the trade center vhere a major portion of the
purchases is made. On a commodity basis of both purchases and sales, there
geens to be a mueh higher degree of correlation between some items of purchase
and sale than between others, and for certain commodities there appears to be
no correlation wvhatsoever, Taking all things into consideration, while
recognizing the limitations of the information at hand, there does not appesr
to be the degree of gemeral correlation between where farm people buy and
vhere they sell that one would be inclined to expect.

The level of agricultural income, however, appears to have a definite
effect on the correlation between vhere farm people buy and where they sell,
An analysis of the informstion gathered reveals a "behavior pattern" that
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appears to fluctuate consistently in direet response to changes in the income
level, As the income to rursl farm families inereases, the result is a cor-
responding increase in the economic mobility of the family, This situation
brings about a divergence in the correlation between points of purchase and
gale, As the agricultural income decreases the correlation betwesen points of
purchase and sale become convergent in effect,

In the El Reno and Anadarko areas where individual farm ineornes are
highest, there is ample evidence that farmers seek markets at widely scattered
points, while remeining rather consistent in their choice of a point of pur-
chase, In the Sapulpa, Wewoka, and Okmulgee areas, the evidence pointed to-
ward more sales of farm produce being made in the ssme towm where purchases
are made, The information is not suffieient to establish the income level at
which the correlation shifts from a convergent to a divergent purchase and
sales pattern,

In considering what factor or set of factors assumes the greatest impore
tance in the selection of a trade center by farm families, there appears to be
no one set of factors that will hold the same order of importance when both
purchases and seles are considered at the same time, There is one order for
the set of factors affecting the sale of farm produce, and another order for
those affecting purchases.

Distance, which is recognized ss a primary factor for both purchases and
sales, does not maintein the degree of importance it has in years past. There
seems to be a tendency on the part of the farmer to discount distance more and
more as roads and means of transportation improve, In choosing a market for
farm produce, prices, roads, and public relations of the buyer, are the factors
considered most important. In deciding on the trade center where purchases
will be made (keeping in mind at all times the factor of distance) habits,
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public relations with store maragers and salesmen, prices, and road condi-
tions appear to be the most importent factors in that order of consideration.
There seems %o be a definite moveament by farm families away from the old
habit of doing &1l or a mejor portion of both their buying and selling in
one particular trade center. |

The type of agriculture being practiced in a camunity appears to have
a very definite effect on the type of services and markets being made avail-
able in the trade center, Markels in the El Remo area, where comercial
faming 1s predominant, are highly competitive in terms of prices paid as
well as services, The existing marketing structure appears to be adequate
enough to handle the farm produce in the area on a competitive basis suffi-
cient to work to the adventage of the farm operators. In the Wewokse and
Sapulpa areas where a subsistence type of famming prevails, markels are very
inadequate; there is very little competition and practicaliy no extra
services,



C. AN EVALUATION OF THE IMPORTARCE OF RURAL TRADE AREA INFORMATION

(1) The Inportance of Trade Ares Information to Buyers in Markets.
Buyers in local farm produce markets play a very important part in the deter-
mination, firom the farmers' point of view, of "how good," or "how bad,” a
particular town or city is, =s a place in which to do business, This par-
ticular fact has either been overlocked, considered relatively insignificant,
or ignored entirely, In former studies of trade area delincstion, It is
understood that the importance of such buyers veries directly with the emount
and kind of agricultural production being carried out in the area. The con-
tributions of these institutions, however, in forming the economic character-
istics of any community is important emough in all cases, to warrant special
consideration, and consequently should not be overlooked.

The geographic boundaries for retail trade in a given commnity seldom
ever corresponds exactly with the boundaries found encompassing the agri-
eultm*alewpphm,mthopﬂnmwm&rhﬁmm(t@tmﬁm
which farm produce is being drawn regularly for marketing into the trade
center under observation).

The seme determining forees are in effect here as in the case of retail
trade (such as price, competition, public relations, services, ete.,) but be-
caunse of the limited mmber of markets serving the same geographic area as
contrasted with a much larger mmber of retail establishments, the effect of
these forces on markets is magnified many times. In other words, there are
ordinarily enough retail establisiments in a given trade area to offer ade-
quate competition in the way of prices, services, ete., within the trade
center itself, whereas in the case of markets the mmber is not, in most in-
stances, large enouch to sustain adequate competition of this type. Conse-
quently, the most active and effective competition in loeal markets is



found more often between retail trade areas, rather than yithin retail
trade areas,

This situvation is found to exist particularly in the marketing of
geasonal cash crops such as wheat, cotlon, ocats, corn, etc., in the smaller
trade areas where the local markets tend to be more monopolistic in mature,

Information gathered in the course of & trade area survey will enable
the buyers in local markets to determine the extent of their influence in
the area, Also, a clearer picture of the competitive position of merkets
within, and immediately outside the area as well as a betler understanding
of their relationship to each other may be ascertained.

Many buyers in the smaller trade areas tend to take a rather pessive
attitude toward their businesses because of the lack of visible competition
such as thal found between retell stores in the community, As a result,
they quite often fail to recognize what even a amall smount of public rela-
tions activity and sdvertising could do for their trade. Assembled trade
area information on whal farmer opinion iIs on local markets, with recom-
mendations and suggesticns for improvement will meke marketing men aware of
this situation, and at the same time will give them a substantial working
base upon whieh an active promotion progrem may be built that will net them
the largest increase in returns with the most effieient outlay of expense,
They will know whal services should be added to increase the atiractiveness
of their markets; what type of advertising and public relations will be best
suited to the peculiarities of the region; end whether there is a need for
expanding their market facilities.

The information obtained may in some cases throw light on the need for
new markets, Producers located well within the limits of influence of a
given trade center may be forced to travel long distances to other markets
to sell a particuler type of produce that could easily be handled by one of



the nearby markots as a minor commodity. These facts, if they are utilized
in any mamer or degree, will have a definite Influence on the economic
cheracteristics of any trade center. This is even more important when
viewed in light of the fact that a major portion of the small trade areas,
particularly in Oklshoma and other southwestern states, depends heavily on
rurel farm trade and good will for continued economiec well-being,

(2) Ihe Importance of Irade Ares Information %o the Farmer: The im-
portance of trade area information Yo the farmer is largely indirect in
nature, It depends almost entirely upon what use is made of the information
by retailers and marketing men in the trade centers surveyed as to how it
will affect farm producers in the area.

The first result from a utilization of trade area information is a
stirmlation of competitive retail activity., This competition may take the
form of price adjustments, added services, a stimulation of interest in
farmers snd their problems, additional parking facilities, and memy other
conveniences that will be of both direct and indirect benefit to prospective
rural customers,

Most importent from the standpoint of the farmer, however, will be the
possible stimulation of competitive activity smong the markets in the trade
center, In addition to offering better prices and services for farm produce,
there will be the awareness on the part of the fermer of an additional in-
ecentive in the form of botter markets, better relations with buyers, ss well
as more and better opportunities to improve certain types of production, Any
kind of improvement either in retail trade or produce markets will be of
benefit to the farmer in one way or another,
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(3) The Importance of Irade Area Information Lo Civic Organizations

Interested in Toun and Commnity Develomment: Information on the gemeral
trade territory of a eily or town will result in most cases in drawing the

attention of eivie groups such as the chamber of cammerce, reteil merchants
amc@aﬁm,aﬁoﬁmhwmkmmthatwappwinmw
pattern, As a direcct consequence, concerted sction on the part of these

organizations to correct undesirsble conditions may be expected.

It is recognized by all such organizations that to improve their area
they must have the type of information that is brought out in a trade area
survey. Such as; (1) The geographic boundaries, (2) An indication of which
areas lie outside the present trade territory that could be pulled in by pro-
motion or development work, (3) An unbimsed picture of road conditions, (4) An
indication of the competitive position of thosc markets within the area, (5) A
better idea of the type of agriculture that could be further developed or em-
phasized, and (6) Farmer opinion of local markets and retail outlets, This
over-all picture of the existing trade area a2lso would give an agricultural
community the foundation for any further studies on projects it would care to
undertake, Such projects as those pertaining to the promotion of new markets,
expansion of present markets, and development of new types of egriculture, or
more emphasis on certain existing types of agriculture,

(4) the Effect of Trade Ares Information om the Local Marketing
Structure: Applicetion of the information obtained in trade area surveys (of
the type currently being conducted by the Agricultural-Industrial Develomment
Service) to the ineviteble problems found in the local markets of amall trade
mtm,ﬂldd!mmﬂyucﬂmﬁgamamdmm
structure at the farmer level.
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There is a surprising mmber of farm=produce buyers in the smaller trade
centers who know very little about the farm production either current or
potentially in their own community. They display a passive attitude toward
their business that vhen put into words would resd something 1ike thiss "I
buy enough to make a living with the set up I have got. Why sbould I worry
about expanding and trying to compete with those boys in the big markets
when there is not enough stuff grown around here %o meke it worth my time
and money?" As strenge as it may seem, it hes been the experience of the
writer on any mmber of occasions to find thal these buyers have only a vague
notion of how much of a particular comsodity is being produced and sold out-
side the area; an area which they should concelvably dominste, if for no
other remson than because of distance and convenience.

In some trade cenmtors that have been surveyed there has been found to
exist o definite nsed for a psrticular type of market ocutlst., Because of the
non-existence of a market for that particular commodity, ita production was
being curtailed and discoursged, and in some ceses it was a type of produc-
tion that should have been encouraged both from the standpoint of income and
management,,

In most of these markets there appears to be very little price and ser-
vice competition., This situation has a tendency to foster and sustein
monopolistic practices that are frequently named by farmers as being the
reasons for hauling produce long distances to other markets, Some of the
market buyers are aware of this bul more often they are completely unaware
that this situation exists,

there has not been a sufficient lapse of time as yet to conclusively
substantiate any positive statements on the results of the trade area in-
formation that has been made available to a mmber of mmall trade centers



over the State. However, there are indications that this information is

being utilized to the mmtual advantage of both market buyers and farmers
in several of these trade centers, Regardless of what the results may be
it is still an Important faect that if the type of information collected
in the course of trade area surveys is made available to any trade center
the first and most necessary step has been taken toward the goal of a
better, more efficlent local marketing structure, The importance of

which is self-evident,



CHAPIER IV
SUMMARY AND CONCLUSIONS

In a sumarization of the resulis of this study it would be well to
point out once more the scarcity of current information concerning rural
trading area characteristics end the existing need for more specific research
in this perticular field of study. The general stendard of living for farm
families in terms of modern conveniences is rapidly reaching a level cor-
responding to that of the urban dweller, Modern transportation and commmi-
cation have brought the farmer into competitive spheres of influence from
trade centers that would have been considered far too distant only a short
time ago. These developments have created an awereness of the growing need
for specisl consideration to the buying and selling habits of rural families,

Although standards of living of urben and rural families have almost
reached an equal basis, there continue to exist certain fundamental econamic
differences that indicate particular attention should be given to farm
people, Furthermore, the extent to which most Oklahora towms and cities are
dependent upon the direction of the flow of trade of farm families for their
growth and develomment makes relisble trade area information a potentially
important part of the foundation for any progrsm of economic expaension, The
information could be of mutusl benefit to the towms, civiec organizations, the
merchants, the buyers in the markets, and the farmers in the area under
consideration,

In making the analytical comparisons between the five rural trading
areas represented in this study, certain trends and patterms of correlation
were found to exist. The level of agricultural income appears to have a
definite effect on the correlation between points of sale and purchase, As

70



71

income and economic mobility increase sales are made al more widely scat-
tered points, while the points of purchase remain more constant, As income
decreases purchases and sales are made more freguently in the seme trading
center,

The influencing factors that are responsible for the selection of one
trading center over another by farm families appears to hold no particular
sequential order when both purchases and sales are considered st the same
time., However, in the farmer's selection of a trade center for purchases,
the factors given first consideration are habits, public relations with
store managers and salesmen, prices, and road conditions, in that order,
The most frequent order of influencing factors in selecting a market for
farm produce appears to be prices, roads, and public relations with buyers.

The dominating type of agricultural production that is supported by a
community appears to have a definite influence on the quality of markebs and
type of services being made available, In sreas where high value cash crops
mmawmmmwmmuaﬁamhmmorm-
tive activity is evident, Distance to trading centers, which is a primary
factor for both purchases and sales does not hold the position of importance
it has in previous years, and there appears to be a definite movement away
from the custom of doing all buying and selling in one town, There is a
trend away from the influence of long established trading habits that has
been brought about hy the develomment of roads and transportation facili-
ties. In the present stage of breaking away from these habits, however,
purchase habits appear to retain more permanence than selling habits,
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Schedule Number Iocation: Direction
¥ty 8{) Route Miles

Agricultural-Industrial Development Service
Oklahoma A, and M, College

Trade Area Schedule

1. Suburban Home Commercial Farm
2. In what town do you trade regularly?
3., How far do you have to go before reaching an all-weather road?
4. For what newspapers do you subseribe?
5 In what town do you do your banking?
6. Where do you regularly make the following purchases:

Item Town

) Groceries

) Clothing

) PFurniture and Appliances
; Gas and Oil
)

)

Building Materials
Hardware
Drugs and Doctor
(8) Tractor and Parts
(9) Farm Machinery Parts
(10) Truck and Auto Parts
(11) Lime and Fertilizer
(12) Mixed Feed

7. Where do you regularly sell the following products:

leen Town

(1) Milx

(2) Cream

{3) Eggs

4 ) Chickens

(5) Butcher Cattle and Hogs
26) Corn

7) Cotton

83 Qats
Peanuts

§10) Wheat,

11) Hay
12) Other

8., Impressions and Remarks:
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