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Phyllis Diller is right... / S 'S

In-Sink-Erator is built tough to
take lots of abuse. But no gar-
bage disposer is entirely 'tenant S

proof". That's why In-Sink-Erator
offers a 3 -point maintenance program
that can save you oodles of time and
service expense.

Absolutely free with purchase of 50 units or
more, In-Sink-Erator will 1) train your building
maintenance man, 2) furnish a service manual
and kit of our special tools, and 3) provide nec-
essary free parts per our warranty for on -the -spot
service. What's more, with each In-Sink-Erator
(except Badger) you get an exclusive self-service

wrenchette which enables tenants to free most
jams from foreign objects themselves.

Choose from six In-Sink-Eraor models, all
available with optional 3' cord and plug
for super -fast installation . . . plus
BADGERTM, I.S.E.'s powerful new
entry in the low price field.

Listen to Phyllis. . . and for new
or replacement installations
make it In-Sink-Erator. You can
have a good laugh while you
watch your maintenance problems
go down the drain!

the LEFTOVER lover
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BRIEFING
THIS
ISSUE
URBAN EXPERIMENT IN LOWER -INCOME HOME

OWNERSHIP

Lawrence Schaffer

Realtor Lawrence Schaffer relates his ex-
periences in becoming involved in a pilot
urban rehabilitation program in his home
town of Columbus, Ohio. Backed by a
national building products corporation,
he and his co-partner, a local builder, set
up a program to purchase deteriorated

PAGE 108

single-family houses, renovate them and
resell them at a profit. He describes how
acquisition costs were determined to keep
the project on a profitable base as well as
determining the essential aspects of re-
modelling.

MANAGEMENT NECESSITY: EFFECTIVE HOUSEKEEPING
SERVICES

Edwin B. Feldman

All maintenance problems cannot be
solved by the use of "magic" cleaners and
machines but require a well -motivated
and well -supervised custodial staff. Man-
agement cannot afford to overlook the
necessity of establishing proper proce-

PAGE 114

dures and balanced workloads to encour-
age and produce the best results from
them. Mr. Feldman examines some of the
areas where streamlining operations will
increase efficiency as well as create good
employee morale.

THE BOOM IN MOBILE HOME PARKS

Alan S. Borstein

Mr. Borstein reports on the surge in mo-
bile home living, due both to those who
cannot afford the conventional housing
market and those who desire to live in
relative mobility. He suggests that for
both these reasons mobile homes are not
merely a temporary phenomenon but are

PAGE 120

here to stay. Should the time come when
land becomes more valuable, for higher
density residential use or commercial facil-
ities, he points to the relative ease in con-
verting a modem mobile home park to
such use.

TRAINING THE APARTMENT RENTAL SALESMAN

0. Ellsworth Stevens, CPM

The well -trained rental agent is manage-
ment's key to getting units rented faster
to qualified residents. Mr. Stevens out-
lines basic techniques every salesman
must be aware of to present a convincing
picture of his unitsto prospective tenants.

PAGE 125

The rental agent also must be interested
in people and their needs, and have on
hand complete information about the type
of units he has available as well as general
community details and information.
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BUILDING ANALYSIS POINTS TO PROFITABILITY AS
NEW ACCOUNT (THIS MONTH'S COVER)

John D. Azzara PAGE 129

A careful and detailed examination of a
property as an investment for a client is
always the essential first step in gaining
a new management account. The manager
must analyze the physical aspects of the
property, present management policies and
practices, tenants, and also determine its
market value. Mr. Azzara's approach is

applicable to residential developments,
commercial structures or office buildings.
Seen on our cover this month is a close-up
view of the Northwestern National Bank
building in St. Paul, Minn. (Photo cour-
tesy of PPG Industries, Inc., Pittsburgh,
Pa.)

BUILDING METAMORPHOSIS: DEPARTMENT STORE
CONVERTS TO OFFICE SPACE

Ted I. Kleisner

Mr. Kleisner details a conversion -of -use
case history where a seven -story retail
facility was transformed into office space.
When the long-term leases of two major
chain department stores were about to
expire, management determined that in
today's market office space would be a

PAGE 136

much more profitable use. While some
aspects of the conversion presented prob-
lems-such as removing an escalator sys-
tem, other aspects including an abundance
of passenger and service elevators were a
great asset in the switch to office use.

FIRE FIGHTING IN HIGHRISE STRUCTURES
James B. Neville

As supervisor of training at the Chicago
Fire Academy, Second Deputy Fire Mar-
shal Neville gives some insights into the
problems of fire fighting in today's soaring
apartment buildings. Illustrating his arti-
cle with a hypothetical situation of a high-
rise fire, he points to the need for carefully

MANAGEMENT PAYS

William R. Rueter, CPM

Based on his own experiences in the man-
agement profession, Mr. Rueter points to
the many advantages a management de-
partment can offer a real estate operation.
In addition to acting as a source of steady

EDITORIAL: THE MONEY SQUEEZE
Lloyd D. Hanford, Sr., CPM

The vagaries of today's money market are
examined by Mr. Hanford in his editorial
this month. The vicious circle of living
costs vs. wages which confront the devel-
oper and investor can spell disaster unless

PAGE 141

designed elevator and fire -escape systems.
Since any fire above the reach of ladders,
snorkels and other rescue equipment must
be fought with total dependence on the
elevators and fire escapes, he urges several
recommendations in their design and use
in fire emergencies.

PAGE 145

income in times when sales are slow, man-
agement becomes a means for getting
sales, especially through tenants who be-
come buyers.

PAGE 147

our present pattern of spiralling inflation
is halted. Mr. 1-lanford suggests that only
by advocating strong economic measures
and sacrifices on the part of the consumer
will the situation be eased.
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The "House on Hildrèth Street" was among the first structures to be rehabilitated in a private
industry project undertaken in Columbus, Ohio, restoring the structure from its once vacant un-
usable state (top) to a modern, comfortable single-family dwelling.
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Lower -Income Home Ownership Opportunities

There are thousands of urban rehabil-
itation programs, collective and individ-
ual, private and public, either in practice
or in theory, that have been and will con-
tinue to be reported for years to come.
The answer to low-cost housing and low-
income home ownership and inner city
preservation and rejuvenation wifi be a
plural one, involving countless different
approaches, overall concepts and degrees
of determination and conviction.

My experience as a Realtor engaged in
a rather major urban rehabilitation effort
has not been glamorous-but it has been
exciting. My home town of Columbus,
Ohio, has not become dramatically over-
hauled over night; nor, in the two years
that local builder Lee Skilken and I have
worked together with our partner, the
National Gypsum Company, has our work
become any easier.

But we are beginning to see daylight.
We have reached the point where the
original rationale behind the approach we
have been testing in inner city rehabili-
tation is working-and working soundly.
It was our original conviction that if pri-
vaté enterprise was to be enrolled as a
major contributor, urban rehabilitation
need not, nor should not, be a nonprofit
activity. We felt urban rehabilitation
could be achieved on a for-profit basis
and with that incentive generate the kind
of innovation and enthusiasm which has
made the contribution of private enter-
prise so important to the growth of our
country.

As Colon Brown, chairman and chief
executive officer of the National Gypsum
Company, states in the foreword to a
manual which documents the Town-
1-lomes story to date:

"We studied the many approaches [to
urban rehabilitation] which have been

by Lawrence D. Schafler

attempted in recent years. Historically,
public housing has' been the most popular
and ambitious but it has also been costly
not only in dollars, but in property,
family and environmental sacrifices. A
method was needed which would assure
private enterprise of a sufficient amount of
return on its investment in capital and
time to encourage its continuing interest.

"A review of the census figures of 1960
discloses that there are more than 3,500,-
000 deteriorating, yet structurally sound,
one- and two-family units scattered
throughout the inner-city areas of our na-
tion. We felt if we could acquire a num-
ber of these old properties at under $3,000
and by adding another $6,000-$7,000 in
improvements, restore them to modern-
day living standards, there might be both
a market for the finished product as well
as a profit margin for the developer to
further perpetuate and accelerate the
effort."

It was more than two years ago when
Lee Skilken and I sat down with officers
of the National Gypsum Company, to
discuss how we could work together as
a partnership. National Gypsum realized
at the outset that no one corporation, no
matter how large, could meet the chal-
lenge on a large enough scale to affect
results. Rather, it would require the effort
of private enterprise on a local level and
after a pilot project, local businessmen
such as Lee and myself could realize a
reasonable profit for our time and effort.
We would also achieve a meaningful ur-
ban rehabilitation impact in the com-
munity, and our experience might encour-
age other businessmen around the country
to consider the same opportunity and
the same kind of approach, whether they
be Realtors, builders, financial executives
or other local businessmen.
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The TownHo.nes project placed emphasis on creating safe, sanitary houses which naturally meant refurbish-
ing walls, ceilings and floors as well as the installation of modern kitchen and bathroom fixtures but did not in-
clude excessive "frill' that would affect the profit potential of each house.

The pilot program started with the ac-
quisition of nine deteriorated and con-
demned houses. Even with normal but
high start-up costs, trial and error pro-
gramming and the set-up of an initial
organization, it showed a profit while
putting on the market homes of from
1,800 to 2,000 sq. ft. These homes were
completely modernized and made avail-
able to lower -income families for as little
as $200 down and $65 to $75 a month in
mortgage payments. Based upon what we
felt was a successful pilot project, the
National Gypsum Company agreed to
expand the project to a full-scale activity.
As of this writing, we have more than 60
single-family houses in various stages of
rehabilitation.

The National Gypsum Company has
published a manual titled "Lower Income
Home Ownership" which is readily avail-
able to any businessman or local group
of business interests who request a copy.
In that publication, case histories of sev-
eral houses undertaken in the initial pilot
stage are thoroughly documented. In ad-
dition, the complete details of the orga-
nization we have established in Columbus
plus guidelines and comments recom-

mending what we have found to be suc-
cessful techniques are included.

I will attempt to outline only a few of
the highlights of this study. The obvious
and primary principle which guides
TownHomes in the acquisition -of -proper-
ty stage is to choose one- and two-family
structures which can be successfully re-
habilitated and offered in a price range
and on terms that lower -income families
can afford and make them want to buy.

Related to this is the often raised ques-
tion as to whether or not rehabilitation
is feasible unless properties can be ac-
quired a block at a time or at least in
contiguous groups of three or four
houses. The experience of TownHomes
and others has been that the assembly of
properties in blocks or groups will not
generally be feasible unless municipali-
ties themselves are in a position to as-
semble the properties and make them
available to developers at their intrinsic
value-even if it requires a write -down.

Even though the attempt by private
interests to acquire properties contig-
uously is kept as quiet as possible, word
always spreads through neighborhoods
and asking prices suddenly grow beyond
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their intrinsic value to the point of un-
realistic speculation. Often where past re-
habilitation has been deemed economi-
cally impractical, one of the most impor-
tant causes for this conclusion was that
acquisition costs climbed too high.

While this was not the only reason for
the TownHomes' decision to pursue its
venture on a scattered site basis, it was
an important reason. At no time, however,
did TownHomes rule out the opportunity
of block development if it seemed to be
economically feasible from a business
point of view.

Certainly there are advantages to re-
habilitation in blocks but it seemed that
scattered site rehabilitation, aside from
acquisition benefits, could have some ad-
ditional benefits especially in the market-
ing phase of the project. Later experience
proved this initial thinking true. Since
many buyer prospects want to live in the
general area in which they now reside,
scattered site selection offers them a
choice between one block and one neigh-
borhood and another. TownHomes' ex-
perience has been that this freedom of
choice is appealing to its buyer market.

DETERMINING AcQuIsrrIoN COST

The key step in rehabilitating homes
in a price range that lower -income fam-
ilies can afford is to acquire these prop-
erties at the right cost. This cost cannot
be stated as an absolute figure but as a
relationship to the estimated selling price,
required gross margin and estimated re-
habilitation cost of any given property.
TownHomes, for example, has found it
feasible to purchase properties from $800
to $5,300.

The method that we found to be most
dependable may at first seem to be a
backward approach to computing acqui-
sition prices.

1. Once the location, rehabilitation po-
tential and structural soundness of a
property have been approved, a care-
ful estimate is made of a realistic sell-
ing price in the neighborhood-keep-
ing in mind the market is in the
$10,000 to $18,000 range.

2. From the "For Sale" price the gross
margin required to cover overhead
and profit return is deducted. This
margin should anticipate such mar-
keting expenses as "points" and the
possibility of having to pay a com-
mission to a cooperating Realtor.

3. Next, the construction needed to
completely rehabilitate the property
is carefully estimated.

4. The amount left after subtracting
Nos. 2 and 3 from a realistic selling
price (No. 1) is the maximum that
can be afforded in acquisition for
the property. This should include
legal fees and any back taxes that
may have to be paid.

If the seller's price is much higher than
this figure, the TownHomes policy has
been to walk away. However, it has been
found that some sellers who originally
turned down offers for their property re-
considered later and were ready to ne-
gotiate the sale.

It must be borne in mind that these
properties are generally vacant, are pro-
ducing no income and because of their
condition have little intrinsic value. Fur-
ther, in their original condition they have
no ready market except to individuals or
organizations that have the capital and
know-how to restore them to livable, sale-
able homes.

The desire and motivation on the part
of the owner to sell is especially great
when he is an absentee owner and when
the structure is located in a concentrated
code enforcement area. (City govern-
ments in conjunction with the federal
government usually define concentrated
code enforcement areas in the blighted
areas of the inner city. Teams of building
inspectors systematically inspect each
structure. In cases where the structures
are found to be unsafe or unsanitary and
unfit for human habitation, owners are
notified and requested to restore the struc-
tures to habitable standards. If they do
not comply, these structures are con-
demned and are subject to demolition
with this expense applied to the owner's
tax bill. In these areas there are FHA
programs and federal loans and grants
available to encourage owner -occupants
to improve their property.)

TIlE GUIDELINES

Just as it is of utmost importance not
to overpay when acquiring properties, so
it is essential that developers not build
beyond the market in the course of the
restoration process.

Perhaps one of the most understandable
and yet unfortunate approaches to urban
rehabilitation is the tendency to com-
pletely gut and redesign a property from
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cellar to attic. The cost of this approach
frequently skyrockets the development ex-
pense to the point where it far exceeds
the price range of the market for whom
it is intended.

Among the major advantages of reha-
bilitation over renewal are speed and Ca-
pability to produce low-cost housing. If
unnecessary or impractical demolition or
over construction eliminates these advan-
tages, rehabilitation loses its appeal.
While many lower -income families want
and can afford the living conveniences
and amenities of modern housing even
with subsidies, the degree of the con-
veniences and amenities which can be
1)rovided them ultimately must be guided
by economics.

Consequently, while as much attention
as practical has been given to the esthetics
and eye appeal of each house as per -unit
budgets have allowed, TownHomes has
avoided adding frills or adornments. Con-
stant emphasis is placed on creating safe,
sanitary, comfortable houses which will
have immediate consumer appeal. Fore-
most among the improvements Town -
Homes requires of itself are:

1. Completely new central heating sys-
tems.

3. Up - to - date electrical systems to
accommodate modern appliances
(meaning in most instances com-
pletely new wiring and fixtures
throughout the house).

4. The refurbishing of walls, ceilings,
floors, roofs, siding, porches and
sidewalks and thorough decorating
throughout including the additions
and replacements of hardware, wall
coverings, floorings and paint.

5. Completely modem, kitchens with
all -new cabinets and garbage dis-
posal.

6. Completely modern bathrooms in-
cluding ceramic tile, vanities and en-
closed tub and shower units.

In the course of the TownHomes ex-
perience, the importance of distinguishing
the salvageable elements of a house from
those beyond hope and bother has be-
come increasingly evident.

As one example, the function of an in-
terior door is quite simply one of privacy.
it would be desirable to have new doors
installed for every room but at approxi-
mately $15 to $20 an opening, new doors
represent a dollar investment that might
be far more functional or desirable some-

where else. Consequently, TownHomes
replaces interior doors only when they are
beyond the help of sanding and painting.

Above all, the exercise of good judg-
ment in saving property elements which
still serve their functions and replacing or
rebuilding only where absolutely neces-
sary will directly affect the profit potential
of each house.

The sudden availability of large, com-
pletely restored, six- and seven -room
homes for $14,000 and as little as $200
down, with payments averaging less
than curreht rents in substandard hous-
ing, to low-income families may impress
the reader as an opportunity which should
automatically stimulate immediate buyer
action. While there is long-range truth in
this assumption, a "stampede" for these
homes did not develop immediately. The
fact is many lower -income families appear
to be somewhat skeptical of efforts to
improve their lives. Some have difficulty
in meeting the low down payment and
existing credit standards. (This problem
is now on the way to solution by the
passage of the new Housing Bill which
provides for interest subsidies, modified
credit qualifications and credit counsel-
ing.)

Compounding the skepticism of low-
income families is an attitude by some
that their chance of significantly improv-
ing their position is so slim, neither per-
sonal initiative nor outside assistance will
help them. Further, many people of the
low-income group are totally unfamiliar
with the vagaries of home purchasing and
financing and are timid about inquiring.

It should be repeated that we in no way
presume our experience to be either a
single or final answer to meeting the na-
tion's ever-growing shortage of low-cost
housing. However, we feel our approach
is practical and logical and based on our
experience a commitment has been made
to accelerate the Columbus effort and
generate an additional $2 million in hous-
ing for low-income home ownership.

Lawrence D. Schaffer, Realtor, entered the real
estate business in 1958. He opened his own com-
pany the following year, specializing in com-
mercial and industrial real estate. He is a partner
in the TownHomes, Inc., which was set up to
provide home ownership to low-income families
via the rehabilitation of single-family residences.
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Management Necessity:
Effective Housekeeping Services

Every property has its own unique re-
quirements for custodial service. While
management must provide cleaning serv-
ices-or have others provide for it-there
is a very wide range of choices concern-
ing all aspects of the work. These include
interacting factors such as quality, cost,
method, frequency, equipment, materials,
personnel, supervision, training, organiza-
tion and scheduling.

All housekeeping problems cannot be
solved in five minutes just as all floor -care
difficulties cannot be eliminated with a
new "magic" wax, despite what some
advertisements claim. Nor can we fall
back on such convenient excuses such as
"people don't work like they used to," or
"nobody wants to be a janitor." Some very
successful housekeeping operations in the
toughest labor markets adequately refute
such argument.

The benefits of a good housekeeping
program involve not only public relations
and tenant satisfaction but also safety,
fire prevention, protection of investment
and better operating efficiency. In order
to get the most return on your investment
in cleaning, a comprehensive program
must be developed encompassing all vari-
ables relating to sanitation. The optimum
housekeeping operation gives serious, con -
tinning attention to a large number of
items, many of which involve manage-
ment.

Unfortunately, management often has
no method of determining just how much
cleaning a dollar will buy or what consti-
tutes a reasonable day's work for a cus-
todian. Further, the cost of cleaning is
not directly proportional to the production

by Edwin B. Feldman

level or number of employees in an
industrial plant, the percentage occu-
pancy in an office building, the apart-
ments rented, or the number of patients
in a hospital, students in a school or
guests in a hotel. True, there are relation-
ships but not direct proportions. But there
are ways of measuring these things. Let's
look at the factors involved in establish-
ing or operating a money -making house-
keeping department.

BuaT-IN CLEANABILITY

It is management's responsibility to it-
self as well as to its housekeeping depart-
ment to better plan for new construction
and renovation so that new surfaces, fix-
tures, or equipment are not installed that
are overly difficult to maintain, without
making provision for this excessive main-
tenance cost. Unfortunately, many archi-
tects cannot be relied on to show an in-
terest in the maintainability of the items
they specify. A review of architectural
guide books shows an almost complete
absence of any information on this subject.
Thus, management is required to provide
the architects and interior designers with
a checklist of preferred surfaces, colora-
tions, specifications and the like. Special
attention should be given to custodial fa-
cilities, such as storage areas and utility
closets. The potential savings in this area
are impressive.

MANAGEMENT INTEREST

The housekeeping or custodial depart-
ment badly needs official management
recognition and support for the service
that it is providing. Where cleaning opera-
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tions are considered a "necessary evil,"
and where no management attention what-
ever is given to the subject, we find not
only a low quality level, due to demorali-
zation of both the workers and the depart-
ment head, but also excessive costs, such
as might stem from damage to surfaces
through neglect or indifference.

A positive way in which management
can become involved is through the de-
velopment of an interdepartmental co-
operation and employee awareness pro-
gram. Such a program would involve
posters, circulars, letters to employees,
articles in house newspapers, etc. These
are most effective when officially recog-
mzed by the top manager in the organiza-
tion. Although such programs require a
little thought, they involve only nominal
amounts of money; yet the results can be
significant. We have observed cases of co-
operation programs securing benefits to a
housekeeping department equivalent to
the addition of several employees to that
department-and at almost no cost.

CoNTBACr CLEANING

Management has the responsibility to
consider contract cleaning as a legitimate
alternative consideration, but not as a
panacea or an "easy way out." It owes its
own department the support it needs to
develop and achieve its objectives, while
making legitimate comparisons with con-
tract cleaning services.

ORGANIZATION

The basic requirement for any organi-
zation is to establish fixed lines of authority
and responsibility wherein each worker

knows to whom he reports and each super-
visor knows the limit of his authority.
Where more than one supervisor is able
to give orders to an individual cleaner, a
worse condition exists than where the
cleaner would have no supervisor at all.
He is constantly demoralized through con-
flicting instructions and he may soon look
for another job. A good test to determine
lines of authority is to draw an organiza-
tion chart, not representing the desired

organization but the actual exi$ting con-
ditions. If this chart is confused and com-
plex, this can be a good clue to the need
for reorganization.

Management must define interdepart-
mental responsibilities. Take the example
of re-lamping: in a given organization the
housekeeping department might be re-
quired to re -lamp a given fixture on one
occasion yet the re-lamping may be done
by electricians on another occasion. In
such a case, the responsibility is not fixed
and frictions and complaints will occur.
"Gray areas" of this type should be elimi-
nated by written directives from manage-
ment.

Further, management and only manage-
ment can provide a condition which can
be called organizational integrity. People
must not be pulled out of the custodial
department to perform every other con-
ceivable odd job that no other department
wants to do or has no time to do. For
example, a cleaning operator running a
power sweeper may be interrupted during
a given day to assist in unloading a truck,
to deliver a package to another building
or to. run an errand for the plumber.
These interruptions tend to prove to the
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custodian that if he can be interrupted to
handle anything else that comes up, then
his cleaning job must not be important.

The cleaning department should have
its activities coordinated with other de-
partments, such as grounds and mainte-
nance. The quality objectives in the one
should balance those in the other. It is
difficult to motivate a maid to perform a
satisfactory job in an office area when she
has but to look out the window to see
grounds that are badly littered; the custo-
dian cannot understand the need to re-
move spots from a wall that obviously re-
quires plastering or painting.

SciinuuNc

In scheduling work, it is first necessary
to determine frequency, the basic determi-
nant of cleaning quality. A floor cleaned
daily will, of course, be at a higher qual-
ity level than one cleaned weekly. It must
be remembered also that the time require-
ment for each performance of a cleaning
job often increases as the frequency is
lessened. The work should be performed
at the proper time. Typically, this is dur-
ing those hours when the facility is at its
lowest occupancy level. The time must
also be selected with consideration for
transportation problems and wage dif-
ferentials.

The department should perform its
cleaning functions through a preventive
maintenance program rather than a cor-
rective one. If we wait until floors ap-
parently need stripping before taking any
action, for example, and this need is ap-
parent to the public, we will have waited
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This approach requires a scheduled
frequency of special projects, utilizing a
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are often inefficient, the preventive pro-
gram provides a considerably higher
quality level while generally costing no
more than a corrective system. Surely we
want to avoid the operation of a depart-
ment whereby one is sitting by a "hot
line" telephone, waiting for complaints
and urgent calls to come in and sending
out cleaning personnel to "put out fires."

BALANCED ASSIGNMENTS

When cleaning workers complain of an
excessive work load, an analysis of the
program often indicates that the com-
plaint really relates to an imbalanced work
load. When Henry, the custodian, com-
plains, "Boss, you've given me too much
work to do," what he probably means,
possibly without quite realizing it himself,
is, "Boss, you've given me more work to
do than you gave Jack!" Balanced work
loads do not mean that each person
should clean three rest rooms, 23 desks
and 2½ corridors; rather, it means that
the effort required to perform each job
assignment should be essentially equiva-
lent, within the physical limitations of the
worker.

There are times when team cleaning
provides advantages. In the stripping and
waxing of floors, for example, a team of
two or three men (depending on the size
of the area to be done) is more efficient
than the same number of men working
individually. But we cannot assume that
team cleaning is best for all cleaning
functions just because it works well in
some cases.

SUPERVISION

The housekeeping supervisor is the
backbone of the cleaning operation. Al-
though he is not expected to perform any
of the cleaning work himself, naturally it
is his responsibility to motivate everyone
else in the department to work in the way
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Efficient custodial service can be obtained re-
gardless of size or type of property if a care-
fully -designed and well-balanced work pro-
gram is initiated and adequate tools and
equipment are supplied, both of which keep
employee morale high.
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that management has developed.
The first requirement of the supervisor

is a high motivational ability. This is by
far more important than technical pro-
ficiency, experience, age or any other such
factor since all of these things can be
overcome in time. But without motiva-
tional ability, the supervisor becomes a
figurehead.

Experience, especially, must not be
over -rated. Typically; much previous ex-
perience in housekeeping involves methods
that are now obsolete or will soon become
obsolete and a lengthy experience may
merely indicate a repetitive history of use
of these old techniques. On the other
hand, a history of experience exchange is
desirable: taking the opportunity to visit
other facilities, joining organizations as
The Institute of Sanitation Management
or the National Executive Housekeepers
Association, reading materials and attend-
ing seminars on cleaning, etc. Surely after
such a person has been hired, this experi-
ence exchange should be continued and
even intensified. So much is being changed
in the cleaning field that it is relatively
impossible to keep up to date within the
confines of a single physical facility.

TRAINING

It is clear that the worker does not in-
stinctively find the best way to do a job;
this is as true for the cleaning worker as
it is for any other type of operative em-
ployee. In the establishment of method,
management has a simple choice: either
to prescribe the method itself and see that
it is utilized on a standardized basis, or to
abdicate this responsibility and let the
workers determine for themselves what
they like. (The same principle applies to
time standards: either management is go-
ing to determine the rate at which jobs
will be performed or, in the absence of
this direction, the workers 'ill determine
it for themselves.)

The utilization of effective methods can
best be guaranteed with a theme of "let's
work smarter, not harder," pervading all
training and methods improvement, as-
suming a reasonable effort is being put
forth. Naturally, the worker is principally
interested in the effect of change on him
as an individual, rather than on such un-
important (to him) things as his organiza-
tion saving several thousand dollars a
year. Fortunately, a large number of new
cleaning techniques provides higher qual-

ity with the same or lesser effort.
Our experience indicates that both on-

the-job and classroom training are an in-
dispensable part of an effective cleaning
operation.

MORALE

While the morale problem is a serious
one in the housekeeping department, it is
hardly insurmountable. Many approaches
can be taken to alleviate this problem that
involve little or no expenditure. A number
of these have already been discussed: the
development of interdepartmental cooper-
ation, publicity programs, employee co-
operation drives, recognition of the value
of the work being done by the cleaning
personnel.

Beyond these benefits, many more steps
can be taken. Classroom training sessions
are excellent morale builders and while
half the value of such programs is in terms
of imparting information, probably the
other half is in terms of improving morale.
That's why training classes should be regu-
lar and continued rather than haphazard
and then discontinued after a time.

The provision of uniforms is an excel-
lent morale builder. Although it is difficult
to offer an economic justification for uni-
forms, nevertheless, those organizations
which have provided them to custodial
personnel almost always feel that it has
been a good investment. The changed
attitude of the workers concerning them-
selves as individuals and as part of the
department benefits everyone.

Along with the uniform comes an indi-
vidual identification. Plastic badges may
be worn over the shirt pocket, carrying
the department name and the name of
the worker. Or an embroidered patch may
be sewn on the pocket or sleeve. Bars or
stars can be added to indicate length of
service or the fulfillment of certain train-
ing requirements.

Recognition can be taken a step further
by awarding certificates for attendance at
training sessions or by having a "custo-
dian of the month" contest.

EQUIPMENT

No one would hire a painter and provide
him with a toothbrush to do the job yet
this is done regularly in housekeeping
operations. A custodian is required to
clean a large floor area yet is given a small
bucket, an inadequate mop and the wrong
type of wringer with which to do this job.
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Adequate custodial equipment can pro-
vide one of the most dramatic quality
improvements over a relatively short
period of time.

A mistake most often made in selecting
equipment concerns size. A 17 -inch single -
disk floor machine is not essentially the
same machine as a 19 -inch one. In this
case the brush size will indicate that the
machine which is two inches larger in
diameter will be about 25 percent more
efficient, other things being equal. In
purchasing we must bear in mind the
advantages of standardization. If we have
a dozen floor machines from six different
manufacturers in seven different sizes,
we have created a considerable problem
in stocking various brush attachment
plates, pad sizes, replacement switches,
etc.

There is also the question of type of
equipment. An interesting example of this
is with carpet vacuums, where types range
from light -duty surface vacuums to very
aggressive pile -lifting vacuums, with vari-
ous grades of surface and pile -lifters in
between.

A specialized aspect of custodial faci-
lities is the cleaning cart, which becomes
a mobile work station to carry cheiiica1s,
manual equipment, a waste receptacle
and other tools to avoid numerous trips
from the work area to the custodial closet.
These carts are normally quite inexpen-
sive and last a number of years, especially
with repainting on occasion. Of course,
the custodial closet should be designed to
contain these carts when not in use.

Custodial operations should include a
distribution system for expendable ma-
terials and supplies. We should avoid the
need, as well as the excuse, for maids and
custodians returning to the housekeeping
office at various times during the day for
additional supplies. These should be placed
in their custodial closets or cabinets, per-
haps on a weekly basis, to fuffihl all their
expected needs for a reasonable period of
time.

Cleaning chemicals are another aspect
of the "tools of the job." Returning to the
analogy of the house painter, if a good
deal of labor is going to be spent in this
work, a good quality of paint is necessary
so it doesn't have to be done over again
very soon. Would this not apply to a floor
finish as well? It is demoralizing to clean-
ing workers to be required to put down a
finish that they recognize is going to re-

quire a good deal of buffing, that may
have to be stripped frequently, that might
not be scuff -resistant and that might be
too slippery, all of which present an end-
less source of complaints.

Coming once again to the preventive
vs. the corrective approach to cleaning, a
specialized type of equipment is entrance
matting. Suitable mats or runners at en-
trance areas can trap much soil and water
where it can be quickly and easily re-
moved before they are tracked throughout
the building. Both rental -type matting sys-
tems and ?fhose which are owned and
cleaned internally can be useful. Ciga-
rette urns and waste receptacles are also
important. Naturally, the policing pro-
gram must comprehend attention to these
devices.

The very tools with which to do the
job represent a considerable morale -build-
ing investment. Along these lines, when
purchasing equipment, the additional cost
of providing good-looking items should be
considered seriously. This might involve
buying a floor machine with chrome -

plated or baked enamel parts rather than
a machine that is merely painted.

Since an instinctive need of the worker
is to know where he stands, we find that
inspections, when handled on a positive
basis, are actual morale builders. These
inspections should be performed as much
as for an opportunity for commenting on
and rewarding good performance as for
uncovering opportunities for improve-
ment.

Your housekeeping service-whether
provided by your own personnel or by
contract-offers you remarkable oppor-
tunities for both cost and quality improve-
ment. Have you taken a good look at it
lately?

Edwin B. Feldman, P.E., is president of Service
Engineering Associates, Inc., housekeeping con-
sultants, Atlanta, Georgia. He is the author of
several books on housekeeping procedures, in-
cluding Industrial Housekeeping and House-
keeping Handbook for Institutions, Business and
Industry. Articles by Mr. Feldman have appeared
in numerous magazines. He has also lectured ex-
tensively on these subjects.
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The Boom
In

Mobile Home

Parks
by Alan S. Borstein

L

Anyone associated with the real estate
and building fields is well aware of the
dramatic rise in recent years of mobile
homes, both as a business and as a way
of life. In 1967 about 235,000 mobile
homes were sold. In 1969 shipments were
expected to approach 400,000. The Mobile
Home Manufacturers Association now
predicts that total shipments will increase
another 75,000 this year. If this prediction
holds up-and there is little reason to
question it-the annual rate of production
of mobile homes will have more than
doubled in only four years.

The reasons for this rapid growth are
not hard to trace. The market thrust
comes partly from people who simply
cannot buy a home of their own at today's
prices and qualifying requirements. The
thrust also comes from those who have
been frightened away from the conven-
tional housing market because of higher

'.- .1

mortgage interest rates, which they be-
lieve will decline to more acceptable
levels sometime in the future.

Many older people, especially those
"empty nesters" whose children have
grown and left home, are turning to
mobile home living because of their dis-
enchantment with rising property taxes,
maintenance and other burdens of prop-
erty ownership. Of course, we must not
overlook the very large and growing
segment of our population that prefers
mobile home park living under any and
all circumstances because of the com-
munity life it provides and the relative
freedom of mobility this way of life
implies.

The boom in mobile homes has de-
veloped so rapidly that it has seriously
aggravated the problem of what to do
with all these new dwelling units. Of the
more than 300,000 units shipped in 1968,
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A well -designed, modern mobile home park with its many amenities and conveniences can offer
investment opportunities now as well a in the future when land -use demands may indicate a
change to higher -density development.

about one-third wound up in back yards,
on farms and on other privately owned
areas. Another third were placed in spaces
available in planned mobile home parks.
The balance were left in storage and in
other temporary areas mainly because
there were no parks to accommodate
them. Thus, following quickly on the
heels of the mobile home boom, there
has emerged a clear, sharp demand for
modern mobile home parks-a demand
that promises to become a boom all its
own.

The adjective "modem" should be em-
phasized when referring to mobile home
parks to differentiate them from the
trailer camps of the past. The newer
parks and the ones now under construc-
tion or on the drawing boards incorporate
the best thinking in land use and develop-
ment and include community amenities
that can only be described as luxurious.

The average mobile home dweller of to-
day wants it that way, is willing to pay
for it and, in most cases, will not settle
for less. As mobile home parks have be-
come larger and more complex, the task of
creating them has become more demand-
ing and the techniques involved much
more sophisticated. This requires organi-
zation, expertise and substantial financial
backing.

The job of the land developer is to
pinpoint those markets with the highest
demand potential, locate and acquire
land parcels suitable for park develop-
ment, obtain the necessary zoning and
approvals from local regulatory bodies,
design the parks and build them. Some
developers retain ownership of a park
after completion. Others sell the com-
pleted package to private investors, syn-
dicates or firms which are organized
expressly for the purpose of operating
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mobile home parks on a long-term basis.
In our own experience-and construc-

tion is now underway on our 72nd mobile
home park-we have made it a practice
to sell the completed developments to
investors. Investors who purchase mobile
home parks today usually experience a
net cash flow of slightly more than 11
percent, prior to debt service, assuming
rent levels remain constant throughout
the life of the loan.

Based on today's marketplace, this
amounts to 10 to 20 percent more spend-
able income than can be realized from
apartments. The attractive aspect of the
increased spendable income is that the
tax shelter is just as attractive as that
for an apartment because the write-off is
faster. In addition, mobile park rentals,
as with apartments, increase about 10
percent every other year. However,
whereas with apartments half the increase
is consumed by increased expenses, the
marginal expense ratio for mobile parks
is 35 to 40 percent. This is added reason
for both owner and lender to feel secure.

This raises a question that has bothered
some investors and lenders concerning
the relative permanence of the mobile
home park as we know it today. There
are those who feel that the mobile home
park is a temporary phenomenon, a stop-
gap expedient that helps to fill a need for
low-cost housing now but that will pass
from the scene once modular or indus-
trialized housing is perfected and mar-
keted on a mass basis.

We do not believe this to be true and
there are several reasons why there need
not be apprehension over this matter.
The first and most important reason is
that, so far as we can see ahead, mobile
homes and the parks that accommodate
them wifi remain with us because so
many people prefer that kind of living.
The confirmed mobile home dweller likes
the combination of community life and
relative privacy that a good park provides.

But more important, he cherishes the
sense of freedom and independence that
is symbolized by his coach and he believes
that he can move across town at any time
and at modest sacrifice if he so chooses.
No other mode of living offers such op-
tions and this appeal can be expected to
continue indefinitely.

Modular housing, utilizing many of the
techniques developed by the mobile home
industry, will most certainly be a growing
factor in satisfying the demand for low-
cost housing in the decade ahead. If the
marketplace dictates a change from mo-
biles to modulars in any given locality,
the requirements of land development,
design and density remain much the same.
Consider how relatively simple it would
be to physically convert a modern mobile
home park, with its underground utilities,
its paved and lighted streets, drainage,
landscaping, recreational facilities and all
the rest, into a modular housing subdivi-
sion with the same density. An evolu-
tionary process is at work here and we
can expect to see a blossoming of modular
subdivisions growing out of the tech-
nology now being pioneered and per-
fected for mobile home parks. But this
emergence of modulars will be in addition

to the natural growth of mobiles, not in
place of them.

From both the lender's and owner's
standpoint, consider the possibilities of
conversion to other than a modular sub-
division. With the complete package of
recreational facilities, a well -designed
park could easily become an apartment
community for 350-600 units on a typical
25 -acre site in 10 or 15 years. Or even
consider a shopping center. If you weigh
flexibility in evaluating risk, then cer-
tainly mobile parks provide considerable
security.

There is a human tendency, once defi-
nite trends have been perceived, to project
the early indicators on a straight-line
basis. The uncertainties of the market -
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The multitude of recreational facilities of-

fered to residents of a mobile home park
is only one of the appealing reasons more
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place and of economics as well as the
pluralistic nature of our society won't
permit us such an easy way out. Modular
housing promises much for the below -
$20,000 market but we can't be sure that
it is the only wave of the future. Those of
us connected with the housing industry in
the years ahead will be dealing not with
one mass market but with many mass
markets-from houseboats to highrise
cities and every type of shelter in between.
A most potent factor in this future will
continue to be mobile home communities.

Another reason for confidence in mobile
home parks from an investment standpoint
is the "path -of -growth" philosophy prac-
ticed by the more sophisticated de-
velopers. Because of high land costs and
zoning restrictions within an established
community environment, mobile home
parks are almost always situated on the
outer fringe of a community. The trick
is to find that parcel which is 1) remote
enough to assure an acceptable cost of
land and approval of rezoning; 2) close
enough to provide park residents with
reasonable access to shopping, public
transportation, schools and other com-
munity facilities, and 3) one which is
located in the path of community growth.

We have found that many communities
have over -zoned commercial property.
This excess commercial property quite
often lends itself to mobile home park
development, a fact that more and more
city planners are willing to accept. More
likely than not, too, this land is located
in the community's natural path of growth.
A mobile home park situated in such an
area can serve its residential function for
a considerable number of years, perhaps
almost indefinitely. But there is also the
likelihood that within 10 to 15 years,
depending on population and industrial
growth, increasing land values will re-
quire a conversion of the land to higher -
density residential use or to commercial
development, such as a shopping center.
This has happened many times in the
past and it will continue to occur for
those parks that are' located wisely.

One of the major challenges is finding
the right land. We sift through about 200
submissions for every piece of land we
buy, mainly because we want to be very
right about our commitments and also
because so many landowners and others
still think that trash dumps and swamp
lands are just perfect for mobile home
parks.

This "trailer camp syndrome" unfortu-
nately also extends to many city and
county officials across the country. Some
are haunted by visions of the trailer
camps of the '30s and '40s. Others are
intimidated by the fears of local home-
owners who claim that mobile home parks
will erode their property values and in-
crease the tax burden. The contradiction
here is that while most communities hail
industrial growth as a sign of progress,
many of them are reluctant to provide
the shelter needed for the people who
will make this growth a reality.

In the final analysis, the task of the
mobile home park developer is more than
bringing together the organization, ex-
pertise and money to create the attractive
communities so many thousands of people
demand today. It is also a task of educa-
tion-to impress on local authorities that
modem parks require good land because
they fulfill a vital human need and con-
stitute an asset to the community and
to assure investors that the mobile home
park is like the man who came to dinner:
It's here to stay.

Alan S. Borstein is chief executive officer of the
Boise Cascade Building Co., Los Angeles, a
wholly -owned subsidiary of Boise Cascade Corp.
He directs their diverse home building and land
development operations, including its mobile
home park construction. He is a graduate of
Massachusetts Institute of Technology in Civil
Engineering and holds an MBA degree from the
Harvard Graduate School of Business Administra-
tion.
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Throughout the country rental agents
are hired for many reasons but mainly be-
cause they will work for low wages or
they are inexperienced in office work but
must work for a living. Seemingly little
thought is given to training the individual
specifically for this duty. However, since
buildings are constructed with great care
and with large expenditures of capital,
it hardly seems wise to then turn them
over to untrained, inexperienced rental
agents when completed.

A trained sales person can rent apart-
ments faster to more qualified residents,
making the entire building more profit-
able and a more pleasant place in which
to live. Through experience and training
he will know the pitfalls and avoid them;
he will follow up his prospects and rent
more with less advertising and promo-
tional cost. Consider, for instance, the
various costs of getting a prospect to the
rental office or model apartment:

1. Cost of advertising.
2. Cost of direction signs.
3. Cost of model apartment and bro-

chures.
4. Cost of rental agent's salary or com-

mission.
In view of these expenditures that the

owner must pay, one can readily see why
it is necessary to have qualified rental
agents.

The dictionary defines a "sale" as a con-
tract whereby the ownership of property
or the right to use or occupy it is trans-
ferred from one person to another. A
"salesman" is one whose occupation is to
sell. One definite point to keep in mind

is that a rental agent is not a receptionist
or a tour guide-he is a salesman.

There are several essential character-
istics that a salesman must possess. First
of all, he must think of himself as a suc-
cess and approach his customers with a
positive viewpoint. He must be motivated
by the thought that he can make the sale.
Secondly, he should get the prospect to
reveal what is on his mind; he should not
talk about himself. In describing the proj-
ect, he should use persuasive words, ones
that bring a project to life. The salesman
at all costs, however, should avoid boring
the prospect.

If the prospect is not immediately con-
vinced, the salesman should not give up.
Follow-up calls are necessary and vital.
Never pass up people who refuse to buy.

An apartment salesman must know
three basic points regarding his job. First,
he should know the key role he plays and
the importance of his position. He must
be aware of basic sales techniques. And
he must be aware of how he fits into the
total management picture.

The most important function of the ren-
tal salesman is his role as a representative
of management. Indeed, in most cases, he
is the only management employee the
prospective resident sees until he moves
into the apartment. Therefore, the sales-
man's attitude and appearance play a vital
role. He should dress neatly and be well-
groomed. He should express enthusiasm
about his job and the units he is selling.
He must be interested in people and their
housing needs and their needs in settling
in a new community.
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The more information he has at his
fingertips-not only about the unit he is
showing but also about the neighborhood
and community facilities in general-the
more likely he will present a convincing
and favorable picture to the prospect. By
being helpful and friendly-by going that
extra mile-the rental salesman should be
assured of a successful conclusion. On the
othei hand, he should guard against being
nosey and glib or of presenting a sloppy
appearance.

The salesman must know his product;
this means an awareness of all the strong
points as well as the weak points of the
project. He must also know as much about
the competition to the project as possible
-location, size and layout and amenities
and how they compare with his building.
He should avoid pointing to poor tenant
selection in an older competitive building,
however; this is a very weak sales point.

The salesman also must know and un-
derstand how to use the tools of his trade,
in this case, the rental application, the
lease and the apartment rules and regula-
tions. When there is no interest or under-
standing of the overall management pic-
ture on his part, the salesman can make
many compromises just to rent an apart-
ment. His attitude toward the rules and
regulations as well as his explanation of
management policies has much to do with
the importance residents will place on
observing them.

By knowing the details of the apart-
ment-its amenities, its size, etc.-the
salesman can give advice to prospective
tenants on such items as furniture place-
ment and design.

Vital statistics of the neighborhood,
or where to locate such information,
should be high on the salesman's inven-
tory of facts to have on hand. This will
include types of transportation facilities
and distances to major places of interest;
directions to downtown and industries,
shopping facilities, theaters, libraries,
schools, government offices, churches, etc.
Prospects will be interested in knowing
where to register to vote, check a driver's
license and obtain a copy of traffic laws
and license requirements, particularly if

they are new to the community. Recrea-
tional facilities, athletic events, golf course
and country club information, restaurants
and entertainment centers should also be
on this list as should the phone numbers
for utility companies-gas, electric, tele-
phone.

The salesman's first contact with the
prospect is likely to be by phone. In an-
swering the call, give only enough infor-
mation to get him to the rental location.
If possible, make an appointment to meet
the prospect first. The salesman should
also consider the possibility of picking up
the prospect and taking him to the rental
location. While it is not always practical
to do this, it enables the salesman to
show off the neighborhood, pointing out
stores and other convenient features of
the location.

If the rental agent works from a model
apartment or a rental office, he should
welcome any prospects that inquire about
a living unit, greet them, give them his
name-a name badge might be useful in
this regard-and ask their name.

The process of qualifying a prospect
begins almost immediately by the asking
of questions: what, when, how, where.
How many in your family? Are you living
in your own home now? Are you just
coming into town? Where is your husband
employed? There are many such questions
that can be asked casually while showing
the prospect what is available.

A rental salesman must keep in mind
the reasons why people select apartments.
Among the factors affecting their decision
to live in an apartment are family size, in-
come level, the image they want to con-
vey and the amenities available. After
qualifying the prospect, the salesman must
then decide in his own mind what unit
would be the best one for this prospect.
He should not confuse him with too many
offerings but select one or two that logi-
cally should appeal. For instance, where
there are no children, an apartment in an
all -adult building or one that is next to
an older couple without children might be
appropriate. Perhaps the prospect will in-
dicate a preference for an apartment with
a good view or one with few steps. Other
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considerations may be location near to or
away from laundry rooms or play areas.

If the prospect does not react or reacts
unfavorably to the salesman's first selec-
tion, and it is evident he wishes something
different, it may be well for the salesman
to say something like, "Wait a minute,
don't decide on this apartment; I believe
we have another one that would be a
nicer location for you." Then he can get
the prospect into a favorable frame of
mind by explaining the advantages of
this location. If the building being dis-
cussed has a big vacancy, the salesman
should not admit it to the prospect. If it
is akeady known, he should have a good
reason for the situation and be optimistic
about filling these vacancies.

One of the salesman's key principles
is never throw a prospect away-they are
too valuable. If someone approached you
with a 25 piece and wanted to trade it
for $2.00, you undoubtedly wouldn't trade.
However, if he told you that the coin was
a rare piece commemorating the Colum-
bian Exposition and that there were only
500 like it in the world and very much
sought after by coin collectors, you would
be very willing to buy it for $2.00. What
actually has happened is that you were
shown a value you did not know existed.
Then a desire was created, one stronger
than the one to keep your $2.00.

The salesman must learn the technique
of bringing out "hidden value." He must
use power words, ones that show action
and involvement. For example:

the dishwasher: "A family -size work
saver; releases husbands from wiping
dishes for life."

refrigerator: "meal -planner storage;
frostfree."

stove: "family -size oven; easy to clean."
kitchen: "spacious, informal eating nook;

step -saver."
Living room: "gracious, inviting."
Balcony: "relaxing, private, informal."

Descriptions like these are sure to build
an image before the eyes of any prospect.

Prospects can be categorized into four
basic types:

1. People who want their home to have
prestige.

2. People who want their home to con-
form.

3. People who hate to make decisions.
4. People who want convenience and

comfort.

They can be further classified by the type
of approach they use. First, there is the
prospect who has fixed ideas; he is very
definite in what he wants. He knows
everything and wants to disagree to show
his superiority. In handling this personal-
ity, the salesman must begin by showing
all the features o the unit, letting the
prospect ask the questions. The prospect
should not be given any high-pressure
sales pitch. His questions should be an-
swered as directly and briefly as possible,
always giving him indication that the
salesman respects his opinion. ("Someone
with your experience will recognize this
feature.")

Then there is the friendly fellow, the
Good Joe. The salesman must be on his
guard that he is not so overwhelmed by
this show of friendship that he does not
have a chance to show the unit. This pros-
pect may leave in a very friendly way, de-
part like a long -lost friend, and the sales-
man will discover he hasn't even tried to
sell the unit to him. Community activities
should be pointed out to this type of
prospect since undoubtedly he will want
to participate.

Quite the opposite of the Good Joe is
the quiet and timid prospect. Some peo-
ple do not enjoy meeting people and it
is very difficult for them to express their
needs. Be careful not to overpower him;
try to get him to open up with questions
and above all, be a good listener.

Another personality type is the worrier.
He is basically afraid to make a decision
and is unsure of himself. The salesman
must be the expert in this case and put
the prospect at ease. The more facts and
statistics he can present, the more secure
it will make the prospect feel.

Finally, there is the snob. He must be
treated similar to the person with fixed
ideas. Compliment him on his eye for de-
tail and his appreciation for design, etc.
Ask his opinion about the appointments.
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The objections people offer to an apart-
ment unit may also be broken down into
four major reasons:

1. Price-it's too much to pay.
2. Place-would prefer a different lo-

cation.
3. Prejudice-individual preference for

facilities or location.
4. Procrastination-does not want to

make a decision now.
In overcoming the first objection, that

of price, the salesman should be able to
compare and contrast apartment living
with home buying. Figures on the costs of
heat, taxes, repairs, lawn and exterior up-
keep and equipment replacement all are
usually taken care of in a rental fee. It
may also include such amenities as swim-
ming pools, etc. In some cases there may
be a savings in transportation.

Objections to location, particularly if
the building is in the suburbs, can be
overcome by presenting the community's
most favorable aspects: quiet, healthful,
relaxed living; lack of congestion; conven-
ience to schools, churches, and shopping
centers. In talking about getting to the
central business district, mention the time
and not the distance required to get
there as well as the location of public
transportation. Call attention to other
families like them who have moved into
the area and stress the future of the com-
munity.

Those who object to the individual fea-
tures of the unit-they want larger dining
space, a balcony, dishwasher, covered
parking, etc.-may be won over if the
salesman anticipates their objections and
points out in advance other features and
amenities included in the rent.

In dealing with the prospect who
doesn't want to make an immediate de-
cision, the salesman must take it slow and
gently. He should make an appointment
for a second visit, if necessary. He may,
however, want to mention the necessity
of making a decision as soon as possible
by pointing out that other prospects have
inquired and the possibility of a change
in rental prices.

Tenant selection demands some care
and consideration on the part of the rental
agent for the people who occupy the
building set its value-they are the true
assets of the apartment. Several criteria
for selecting residents are:

1. Income.
2. Social level.
3. Compatibility.

4. Stability.
5. Housekeeping ability.
6. Living habits.
7. Size of family.
Careful tenant selection should elimi-

nate or minimize problems in rent collec-
tion. The salesman should make sure
applicants are advised of requirements
for rental payments: "We are going to do
everything possible to make your home
here as comfortable and pleasant as we
can. However, there is one thing we are
cranky about and that is the payment of
rent. It is due on or before the first of the
month and we expect it to be paid
promptly."

It is essential to have a comprehensive
application in order to insure good tenant
selection. A follow-up check can be made
either by the rental office or a suitable
credit company. A check on employment
and the prospect's present landlord is also
important. If he does not live with con-
sideration with his present landlord,
things will probably not change when he
moves. If he is a "slow pay," he will not
improve.

Careful selection will also help the
manager with one of his toughest prob-
lems: poor neighbor relations. What he
least likes to do is become a referee be-
tween two irate neighbors.

It is important for the salesman to do
what he says. If he designates a building
as "all -adult," or "no pets allowed," or
makes any other commitments to a pros-
pect, he must carry them out with scru-
pulous honesty. He must be aware of his
responsibility to the public of being as
good as his word.

A rental salesman is in the finest train-
ing ground for property management. He
must be able to select residents. He must
be able to deal with people successfully.
He wifi become familiar with office pro-
cedures and learn the various problems of
the management firm.

0. Ellsworth Stevens, CPM, is executive vice
president of the J. Walter Jones Management
Corp., Baltimore. Mr. Stevens has had 20 years
of experience in management, planning, pro-
moting and renting apartment buildings and
shopping centers. He presently is chairman of
the IREM Publications Committee.
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Taking on the management of an exist-
ing building is one of the most exciting
phases of our business. Changes in owner-
ship and management take place daily and
new buildings are constantly being added
to the now active real estate market.
Investors seek experienced property man-
agers to review listing portfolios and
inspect buildings they have under con-
sideration for purchase. Management in-
volvement in the take-over of an existing
building should start prior' to purchase;
owners should not underestimate the value
of the property manager as an appraiser.

Therefore, the subject of taking over an
existing building should be made from the
standpoint of evaluating the property prior
to purchase. There are two things you can
do prior to meeting with a prospective
buyer: Find out as much as you can about
him or his corporation and what type of
property he is considering. This gives you
an opportunity to review, before the meet-
ing, current trends affecting that type of
property, whether it is an office building,

Building Analysis
Points to
Profitability as
New Account

by John D. Azzara

apartment building, shopping center or
other investment property. Also, by ob-
taining a credit report on him or the cor-
poration he represents, you wifi have a
better knowledge of the person with whom
you are dealing.

There is always the possibility that you
might not want to be involved with the
prospective client. But let's assume that he
is a Triple A investor who is seriously con-
sidering the purchase of an existing build-
ing.

To guide us in our analysis of the prop-
erty and to assist us later in the operation
of the building, it is necessary to find out
if the transaction is going to be a purchase
in fee simple or a leasehold interest. If it
is a lease, arrangements must be made to
review it at a later time.

It is also important to know the reasons
why the property is being purchased or
leased in order to key recommendations
to the intentions of the owner -client. Some
of the reasons may include profit, to take
advantage of depreciation, a tax loss, quick
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sale, planning an estate for the children
and for prestige. (Among others, believe
it or not, one buyer revealed to me that he
was purchasing a certain piece of property
as a hobby to keep himself and his wife
busy-particularly his wife!) Knowing
these facts in the beginning can throw a
completely new light on your approach to
the problem.

The manager's responsibilities at this
point will be to:

1. Verify to the best of his experience
and knowledge the income and ex-
pense statement submitted by the
present owners.

2. Appraise the present building man-
agement, its policies and the building
employees.

3. Evaluate the physical condition of
the building and all of its equipment.

4. Compare the rental rate and number
of vacancies in the building with
other comparable buildings, taking
into consideration the market value
and present supply and demand.

5. Seek out any information that could
increase or decrease the value of the
property that has not already been
revealed.

6. Prepare an estimated annual budget.
The manager must always keep in mind

that he will have to live with the recom-
mendations submitted should he become
the manager of the property.

Except for statements prepared by qua!-
ffied appraisers, normal operating state-
ments reveal only one thing, i.e., the prop-
erty's past performance. However, keep in
mind that operating statements that cover
a period of only one year do not reveal a
true picture of the normal flow of income
or expense. Take, for example, the exterior
painting, replacement of the roof or other
major expenses that do not need yearly
attention. These items should be prorated
in all operating statements. In a brief cov-
ering a furnished apartment building, the
replacement of furniture is usually omitted
which implies that the owner will never
have any expenses along this line. We
therefore can only use this irformation as
a guide to the preparing of a new operat-
ing statement or budget.

It is helpful to separate the income and
expense items into three classifications,
which should be done before making a
physical inspection of the property. The
first category includes existing service con-
tracts, taxes, tax trends, utility bills-all of

which are easy to verify. When reviewing
the cost of various services covered by
contracts during the physical inspection, it
is helpful to know what items are or are
not included and the date each contract
can be terminated. Taxes are a major ex-
pense item and a personal visit with the
city and county real estate appraiser is time
well spent. We have found most helpful
a chat with the building inspectors regard-
ing any existing violations. Also included
in this first classification are verifications
of income from rents and other incomes,
such as electric sales, gas sales, coin tele-
phones, maid service, vending machines,
waste paper sales, etc.

The second classification of items are
those that need to be verffied during the
inspection of the building. We will observe
and estimate the expenses of cleaning sup-
plies, lamp replacements, linen and drap-
ery replacement, payroll, building main-
tenance, tenant alterations, tenant decorat-
ing, furniture and fixture replacements,
mechanical equipment, and management
as well as evaluate the contracted services.

The third category includes those ex-
penses not covered in the operating state-
ment: advertising, attorney's fees and
court costs, leasing charges, exterior paint-

roof repairs
for modernization and various items of ac-
crued maintenance that have been de-
ferred during the period covered by the
statement. It is quite possible that some of
these items were included in the sales brief
but, by reason of the property being keyed
up to a sale, have been touched on very
lightly. It is also good to attach to this
list of items an inventory of the personal
property so that the condition of the prop-
erty can be noted and an allowance made
for repair and replacements.

The phase of verifying and appraising
the rental income from any store proper-
ties should be put into motion first. If the
property is an office building, located on a
main street, there are in all probability
several ground -floor merchants who con-
tribute a sizeable amount to the income of
the property. One of the best ways of ap-
praising the rental of stores, whether or
not they are occupied, is to obtain a credit
report on every store within one block of
the subject property. Normally, it takes
from 10 days to two weeks to obtain this
information so it is important to order
these reports as soon as possible.

When conducting the street survey,
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vacant stores should be noted and the
information obtained on who to call re-
garding their size and rental rate. The
correlation of information from the credit
reports and that received on vacancies
should be set up on a pad, with the follow-
ing headings: street address; tenant's
name; type of business; size or dimension
of store; total area; front foot rate; square
foot rate, minimum rent; annual gross
sales; estimated percentage rental; esti-
mated total rent; estimated total rent per
square foot; and sales per square foot. Not
all credit reports will give full information
but you can usually determine the other
items from the facts they supply. The last
four items above may have to be estimated
with the aid of the percentage lease book
published by the National Institute of Real
Estate Brokers. When this analysis of store
rentals is completed, which includes the
merchants in the building under consid-
eration, there should be little doubt as to
the strength of the subject property ten-
ants, their trend of business and what the
rental value of the stores should be.

In order to completely analyze the in-
come, it is necessary to review all leases.
Even if a rentroll has been furnished by
the present management, much of the
lease information is not recorded because
it is assumed as common knowledge. A
complete survey of leases is needed not
only for verification of rental income but
to assist the buyer's attorney in the prep-
aration of "estoppel letters." The new rent
roll will include the tenant's name; type
of business or profession; address or office
number; size of space including basement
storage area, if any.

The lease survey will assist in calculat-
ing the rent per square foot for each ten-
ant and obtain the vital information as
to the expiration date of each lease. It
will also indicate if there are options for
renewal: Is there any security deposit with
the owner and if so, is it security or pre-
paid rent? If it is security, does the owner
or the tenant receive interest or dividends
thereon? Who pays for the heat, lights,
power, gas water, janitor services, etc.?
Are there any stipulations as to the hours
the owner must maintain the elevator serv-
ice, air conditioning, lights and heat? What
is the miscellaneous income, such as that
obtained from roof signs or for the sale of
heat to an adjoining building? Do the
leases contain restrictive covenants such as
prohibiting the use of space in the build-

ing by occupants engaged in a similar kind
of business? Have there been any viola-
tions of the terms of any lease by the land-
lord, the curing of which might be up to a
new owner?

Although it is common practice for an
owner's attorney to examine the leases just
as he examines the abstract of title, it is
good practice for us to bring to his at-
tention any violations of which we are
aware. Do not assume that he already pos-
sesses this knowledge; bring these and any
matters of liabiUjy to his attention as soon
as possible.

The inspection of a building constitutes
an appraisal of management, present ten-
ancy and the reason fo present vacancies
if any exist, and the physical plant. An ex-
perienced property manager should be
able to write several pages of observations
on both favorable and unfavorable aspects
from such an inspection. Make your obser-
vations of present management before
your identity is known to the building per-
sonnel. Many buildings have information
desks plus starters for the elevators. These
building employees are the first to meet
and greet people as they enter the build-
ing. Are they well-groomed, and courteous
to tenants and visitors? Do these em-
ployees and the maids, janitors and main-
tenance men have a feeling that their
work is a very important part of the build-
ing operation? This feeling is easy to de-
tect as it is passed on to the visitors and
tenants of the building, who, in turn, have
an affectionate feeling for the building it-
self.

The reputation of a building's man-
agement measurably affects the value of
the building. Tenants are sensitive to the
quality of management in respect of the
influence of administration on the over-all
desirability of the building and to the
efficiency of the services rendered. Many a
fine tenant has been drawn to or taken
away from a building on this reason alone.

Another phase of management to be
appraised is the past policy of ownership
and management toward maintenance and
replacement. The level of maintenance is
an extremely important factor in any
building and it is particularly vital to in-
dividual businesses that desire their office
homes to be located in an atmosphere of
cleanliness, order and efficiency; it also
affects the trend of increase or decrease in
expenses.

Past policies can be measured in terms
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of whether they called for stingy, well-
balanced or lavish expenditures. If owner-
ship or management or both have been
stingy, the property will probably be in
poor or at least only fair condition. If prior
management leaned toward lavish ex-
penditures, the building should be in ex-
ceptionally good condition. If the property
had intelligent, well-balanced manage-
ment, it will normally be found in proper
physical and good operating condition.

With the property presently in good
condition, a continuing intelligent manage-
ment policy should enable the owner to
realize slightly more in the net income at
first. It is not important to be concerned
about the reasons past management may
have had in being excessive in its expend-
itures, if such was the case, but only to
consider the effect of these expenditures
on the future income stream.

We will all agree that a good inspection
starts at the top of the flagpole and in-
cludes anything and everything-either
good or bad-about the property between
this point and the sub -basement. We must
see the building through the eyes of an
engineer, an interior decorator, a leasing
salesman, a prospective tenant and last
but not least an experienced property
manager. Although we may be experi-
enced in some of these professions, each
of us should realize his shortcomings and
be quick to call for additional help if
needed.

The study of equipment is most im-
portant because it is the prime source of
depreciation in a property and, compared
with the structure itself, is short-lived.
Generally speaking, we will have three
questions in mind as we inspect this equip-
ment: Is it adequate and well -maintained?
Is it of high or poor quality? What is its
probable economic life? In considering
this last question, the policy of good
maintenance to prolong the life of the
equipment should not be overlooked.

In judging plumbing and electrical

equipment, we need to know the facts as
to whether the hot water supply is ade-
quate for the size of the building. Are
there enough toilets and lavatories for the
type of occupancy? Are there enough elec-
trical outlets and wall switches and is the
wiring heavy enough to carry any load
that may be required by the typical, mod-
ern-day business office? Is the air con-
ditioning adequate and what about ele-
vator service?

Although an inspection of this equip-
ment can indicate a good maintenance and
replacement policy of prior management,
these services and amenities furnished ten-
ants in the past may now be insufficient in
today's high degree of development which
building equipment has reached. During
the physical inspection of a building, de-
tailed notes should be kept on general ap-
pearance, layout, lighting, type of elec-
trical fixtures, floor coverings, soundproof-
ing, partitioning, hardware, tenant usage
of space, an inventory of personal property
and its condition, the degree of cleaning,
efficiency of elevator service and all other
factors which affect the rental rate of the
building as compared with other buildings.

"What is the correct price today for
office space in this building?" If you were
to ask six office managers that question,
you would receive six different answers.
You may be surprised at the variance in
opinion among these men whose judgment
you respect: you can be sure that they
have varying concepts of the current mar-
ket conditions and probably future market
conditions for office space. Since the true
value for any product is obtained by
comparison of like products, the first step
in setting a price for office space is to
consider the rates at which other office
space is renting and to determine the
supply and current demand for offices.

In comparing the market value of office
space in our building with other buildings
in town, we should take into consideration
the rate of absorption and the current
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trend of both the supply and demand. A
comparison study may be necessary in
order to establish existing market value.

One good process of determining mar-
ket level in any particular office building
(specia11y in cases where the building
may be unfamiliar to us) was advanced
by B. L. Lefler in an article entitled, "De-
termining a Price Level for Office Space,"
(Journal of Property Management, Spring
1946, pp. 167-174). His system brings into
focus the peculiarities of various buildings
under appraisal to allow a clear-cut com-
parison analysis and assists in the deter-
mination of probable values of improve-
ments contemplated for any building.

By this system, each building, including
the subject property, is first classified by
type according to the current base rates
per square foot in each building. Ob-
taining this information is not a difficult
task for it has been our experience, almost
without exception, to receive full cooper-
ation from other building managers. The
buildings on which rentals have been
checked are then rated as to their rent
value characteristics. These are the items
which create value in an office building
from a tenant's viewpoint and can be
grouped under three main headings-lo-
cation, structure, and operation. Specific
characteristics are listed under each head-
ing.

Under location value, each building is
graded according to address, immediate
surroundings, general location, tenant
market and tenancy character. Under the
second heading, structure, we have the
building's age, exterior, lobby, elevators,
corridors, building facilities and office in-
teriors. Under operation values are tenant
service, program of physical improvement,
maintenance and ownership and manage-
ment. In today's cities, we should also
include the advantages some buildings
have over others by their proximity to
expressways, rapid transit systems and
parking garages. Each of these character-

istics is assigned a "weight factor" based
on the relative importance of each char-
acteristic with the others.

A comprehensive experience is required
in grading the characteristics with com-
plete accuracy so that the aggregate grade
for the building will represent its true
rental worth in comparison with its com-
petition. Assume, for instance, you are
grading lobbies. The first step is to select
five or more buildings and classify their
lobbies Grade A, five for Grade B, etc.
Then the lobby of the subject building is
considered and rated A, B, C, D or E.
The lobby may be a little better than
the average of B buildings but not good
enough to be in the A group. If this is
our decision, the lobby is graded B+.
The formula has a numerical evaluation
for the B+ grade, and multiplying this
times the weight factor for lobbies grades
the subject building lobby on the com-
petitive market. By continuing this proc-
ess, all characteristics are graded and if
sufficient time and care are given, the
results are amazing with respect to the
valuation obtained by this study.

This process of determining market
value is quite helpful when taking over
a building in another city or an unfamil-
jar location. If the building under con-
sideration is within the area of our pres-
ent knowledge of market values, we
probably know what the rental rate should
be and what improvements are needed in
order to increase the rental income.

Up to this point we have been accum-
ulating figures and facts upon which we
can submit intelligent recommendations
to our owner or client for future planning.
The report will include a newly prepared
operating budget. The previously sub-
mitted statement will have been verified
and some items of income of income and
expenses changed or added to the report
by reason of the survey. We can support
our opinions and recommendations on fact
instead of "guesstimates."
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The adjusted income from the stores is
supported by a credit report analysis on
all local merchant's gross sales volume and
the rent each merchant is paying. We will
include a comment on whether store in-
come can be improved on new leases or
whether we can expect requests for rent
reduction.

The income from offices and from mis-
cellaneous sources has been actually de-
termined, based upon current leases; and
by our analysis of the market survey on
office space, we can express an opinion
on whether an increase or decrease of
rate is justified. From other property man-
agers we can submit an opinion on cur-
rent demands for office space and at what
rate office space has been absorbed over
the last year or two.

The inspection of the building has re-
vealed an evaluation of management's per-
sonality and efficiency as it affects the
income and we have noted how its policy
will reflect future costs of repair and
replacement. Having met the building
employees, we may be able to make rec-
ommendations for increasing, decreasing
or changing personnel. The physical con-
dition of the building is properly noted
in detail. Any major repair or replacement
will be brought to the attention of the
owner or client with the recommendation
that a further investigation be made by
a competent professional man in whatever
field of work may be required.

We have talked to the tax appraiser
about current tax problems and future
trends. The building inspector's comments,
whether good or bad, have been noted
and submitted in the report. Other in-
formation is accumulated regarding the
decentralization of various types of busi-
nesses, proposed new buildings, new park-
ing garages, extension of expressways and,
in general, any outside influence that
would affect the future flow of income
to our building. And, last but not least,

it includes our specific recommendations
on what is required to improve the rental
income.

Let's stop here and review a few do's
and don'ts:

Do find out as much as you can about
your new client as soon as possible.

Do find out what is required of you;
outline your work and stick to it as much
as possible. Too many property managers
are accused of knowing everyone's busi-
ness but their own.

Don't base any opinions on limited ex-
perience; do base your comments on study
and facts. Know what you want to see
and the questions you want to ask before
conducting a building inspection. Have
these questions written out so that you
do not forget any of them. At the prop-
erty, ask lots of questions and let the
other fellow do most of the talking. Some-
one once said that a man's intelligence
is best determined by the questions he
asks and not the answers he gives. How-
ever, I would rather ask a foolish question
in order to gain experience than not to
ask a question and remain uninformed.

Don't assume anything. If you are in-
specting a building during the winter,
don't assume the central air conditioning
is in perfect condition because the equip-
ment looks polished and clean. The same
is true of the heating equipment when it
is not operating during the summer, so
any comments regarding the equipment
should be clarified as to its being in use
or not at the time of inspection. Don't
assume the fire escapes are in safe con-
dition because they were recently painted.
We almost lost a vice president a year
ago when a step gave way on an exterior
fire escape! Keep your comments and your
feet on solid facts.

Don't fail to look into the possibility
that irregular leasing has taken place. The
practice of offering excessive concessions
and free rent to tenants to key a building
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up to a sale may be occurring and I, for
one, would not want to be in a new
owner's or property manager's shoes when
these fraudulent leases expire.

The recommendations submitted to in-
crease the income should be followed
through immediately upon receiving own-
er's approval. These include recommen-
dations to make the building more de-
sirable through modernization; to offer
the tenants additional services such as the
acquisition of a neighboring lot to pro-
vide tenant and customer parking at a
reasonable charge; for an adjusted rent
schedule and an advertising and leasing
program for the filling of vacancies; and
for the replacement of obsolete equipment
in the building.

Some projects are planned programs and
additional paragraphs to new and renewal
leases have to be prepared in order to
anticipate a major improvement for some
later date. Owners like to know that every
tenant has agreed to pay an additional
rental the day the central air conditioning
is installed and what the total additional
income amounts to. This type of anticipa-
tion can be applied to many major build-
ing improvements. We have inserted an
additional clause in leases in one of our
major office buildings for over two years.
The proposed rental increase is for future
corridor modernization. Within another
year we will proceed with the construc-
tion and the additional tental income will
pay for this within three years. The cash
requirement for this modernization is be-
ing anticipated by us and the owner be-
cause this expenditure has been included
in the operating budget for the coming
year. This brings us to the need for in-
cluding an operating budget in our report
to the owner -client.

When times are bad, a budget is neces-
sary to maintain solvency. When times
are good, a budget is necessary to avoid
wastefulness. In all kinds of business,

budget planning is an integral part of suc-
cessful management-our business is no
exception. A good budget is the necessary
tool to help make real estate expenditures
produce instead of reduce net income.
Budgets that are abandoned due to inef-
fectiveness are those that either have been
poorly planned, or through their use as
a compulsory rigid control, have distorted
and upset the better judgment of man-
agement and employees.

In the analysis we have just reviewed
for the taking over of an existing building,
we have sufficient knowledge to prepare
an intelligent and workable budget. Plan-
ning the budget is a process of rationaliza-
tion, forecasting the income and anticipat-
ing the expenditures. In other words, how
well do we know our building and present
trends in order to plan for future net
profits? If for no other reason, the budget
will serve the property manager to seek
more efficient methods of operation, to
stimulate the required action needed to
lease vacancies, and to anticipate future
expenses by more frequent building in-
spections. Good budgets keep property
managers constantly on their toes, leaving
no room for complacency.

John D. Azzara is presently executive manager
of real estate for the Gator Manufacturing Com-
pany, Washington, D.C. A candidate for mem-
bership in IREM, Mr. Azzara has been directly
involved in property management since 1963.
Prior to this he was administrative assistant and
superintendent of buildings for the Washington,
D.C., Department of Health.
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Building Metamorphosis:
Department Store Converts
To Office Space

by Ted I. Kleisner

This seven -story office
structure was once a major
retail outlet in downtown
Cincinnati; studies showed
conversion to office space
was necessary to maintain
profitability; renovation in-
volved items as escalator
removal and lowering ceil-
ings.
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In 1948, shortly after the opening of the
Terrace Plaza Hotel, a major trade publi-
cation printed an article entitled, "When
they built Cincinnati's new Terrace Plaza
Hotel.. . they dared to be different." One
of the major "daring differences" was the
fact that the 12 -story, air-conditioned,
400 -room hotel was erected on top of two
large chain stores. This unique idea had
a dual purpose. It not only stilted the
hotel up above the noise and dirt of the
streets but also and, more important, the
long-term leases with the two major chain
stores furnished a sturdy financial base
for a type of building that is, at best, ex-
pensive to build and risky to operate.

After 18 years of operation, the Terrace
Plaza became the Terrace Hilton and the
windowless, seven -story monolith housing

J. C. Penney's and Bond's department
stores was somewhat staggered in its at-
tempt to provide the projected financial
base for the hotel. The long-term leases
signed in 1948 were grossing approxi-
mately 98 per square foot, yet the small
proportion of office space, with more cur-
rent leases, was averaging $4.25 per
square foot.

In 1948, before inflation had sunk its
teeth into our economy, a long-term lease
averaging 98 per square foot with a ma-
jor tenant seemed to be a highly profitable
proposition. However, in 1967, the cor-
porate executives of the hotel viewed
these leases as producing a return wholly
inadequate in view of the quality of the
premises, the location of the building and
the opportunities for other uses. After
18 years, the Terrace Hilton Building was
ceasing to be "daringly different" and
ceasing to be profitable.

It was the task of Hilton Hotels Cor-
poration to find the highest and best use
for the majority of the space anticipated
to be vacated by the department stores.
The important consideration at this time
was not only the advisability of an addi-
tional investment with a desired rate of
return but also the question of spending
some money to protect the existing invest-

ment in the Terrace Hilton Building.
Prospects of extensive vacancie in the
building would not only result in direct
loss of income but would also have a
deleterious effect on the hotel food and
beverage facilities. The immediate ques-
tion was -whether office space or retail
space would produce this highest and
best use.

Much research and thinking went into
making a decision, which was based on
one overriding assumption: the reorgani-
zation of the building should be geared
to uses which would produce the highest
potential return on the available space
while still not requiring excessive capital
investment in a remodeffing program.

Other than the obvious advantages in
increasing overall rental potential through
conversion to office space, there was the
actual question of marketability of retail
space. It did not appear likely that any
other retail tenants could be found to
absorb the quantity of space being va-
cated-regardless of the asking price for
the space. This opinion was based on the
fact that the amount of space required
to perform the retail function in the
central business districts of typical Ameri-
can cities has been declining in recent
years.

This decline can be attributed to a
trends which are nationwide in scope.
Among these are modern merchandising
methods which have permitted retail
merchants to increase the amount of sales
volume that can be transacted per square
foot of sales area. Outlying shopping
centers and the increased ownership of
automobiles have also been factors in
reducing the amount of retail sales space
required in the central business district
on a per capita basis.

However, while there is a reduced over-
all need for retail space, the consider-
ations of location and quality have taken
on increasing importance. The downtown
shopper has become increasingly more
sophisticated and has been catered to by
a better prepared merchandiser in a lo -
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Exterior view of the executive office suites in the renovated office build-
ing, which remains as an economic as well as a physical base for the Ter-
race Hilton Hotel above it.

cation well -suited to select the major
portions of downtown pedestrian traffic.
The Terrace Hilton Building is located
in a position midway between the two
major shopping concentrations in down-
town Cincinnati. It produces ideal retail
frontage on its street level because it
is in a contiguous, uninterrupted belt of
retail stores.

In analyzing the availability of office
space in downtown Cincinnati, while
there was still a significant amount of
vacancies, some of which in first -quality,
Class A buildings, they were more preva-
lent and persistent in Class B and C
structures. We also found that in cities
that have experienced any amount of new
construction in their central areas, office
space has represented the dominant factor
in terms of construction expenditures and
impact on other types of facilities. The
economic factors and trends influencing
the creation of new office space in central
areas have resulted from the trend to
decentralize office functions in large
corporations and the creation of major
regional offices. These two factors, one of
breaking up large offices and the other
of creating a larger office from many
smaller, scattered locations, have created
a new demand for office space in cities
such as Cincinnati, which dominate a
particular region.

Since World War II, there has been a
marked increase in the amount of office
space utilized per office worker. This
trend has been caused by the elimination
of former office space shortages, the use
of increasing amounts of space for air
conditioning and for computers and busi-
ness machines and generally improved
"office living standards."

There has also been a trend to promote
operational efficiency and prestige. The
prospects for greater efficiency of opera-
tion often cause office -space users to
move into new facilities. Gains in effi-
ciency can be obtained by bringing to-
gether formerly separated functions, thus
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promoting maximum convenience of op.
eration. The improvement in morale and
reduction in turnover also have been
factors in improved efficiency, resulting
from new office facilities.

Viewing all these facts as objectively
as possible, it was decided that, with
the exception of the street -level area, of-
fice space was the highest and best use
for that area to be vacated by the depart-
ment stores and that further activity in
the leasing of space should be confined
to that use.

One final conclusion was drawn prior
to the actual work of converting the de-
partment stores into office space. The
additional office space in the building
would naturally increase the number of
persons employed in and visiting the
building on business purposes. This
growth in working population and busi-
ness activity would correspondingly pro-
duce increased demands for food, bever-
age and lodging in the hotel operation. It
was expected that demand for lodging,
both from sources within the building as
well as from the increased exposure in
the business community, would raise the
annual occupancy ratio of the hotel struc-
ture as well as improve the financial
picture of the commercial space. With
this "frosting" added to our other con-
clusions, we began laying the cornerstone
for our new financial foundation.

After having chosen the direction to
be taken, we were faced with the some-
what monumental task of converting two
department stores into office space.

First, due to the peculiar design of
the first floor of Bond's-it had a mezza-
nine level and a two-story height-we
had to deck over the mezzanine in order
to create a second floor for use as office
space. This project alone cost over $200,-
000. On the first -floor level on Penney's
side we were faced with another multi -
leveled floor typical of department store
operations which also had to be leveled.
However, since we were merely going

from large, single retail outlets to multi -
retail outlets, the conversion of the first
floor did not pose that great a problem.

On floors two through seven, due to
false walls, dressing rooms and curved
ceilings, demolition costs ran very heavy-
in fact, ruch higher than anticipated.
This alone ran approximately 25 percent
of the conversion cost.

The difference in air-conditioning
systems used in a department store and
that needed for office space produced one
of the biggest headaches. All new duct
work had to be installed, the air-condi-
tioning load increased and individual con-
trols installed for each office. A bay -type
of temperature was selected with each
bay running north and south with its
own temperature control, which provides
the office tenant with the ultimate in
heating and air conditioning.

The escalators in Penney's presented
another problem. Although worth $500,-
000 when initially purchased, they not
only had no value as far as resale was
concerned but would cost up to $25,000
per floor to be removed. The escalators
certainly did not lend themselves to
tenant use even if there was a multi -floor
occupancy because they take up valuable
office space, which at the going rate of
real estate is one luxury that no tenant
could afford-to say nothing of the fact
that they would cost $100, per floor to
install in a new location.

On the upper floors all ceilings had to
be lowered from the existing high, de-
partment -store -type ceiling to conform to
the normal, eight to ten foot office -ceiling
height.

All the elevators on the west end of
the building had to be converted from
manual to automatic, at a cost of $120,000.
The existing low bank of elevators on
the east side had to be converted to
service all floors rather than only the
sixth and seventh floors.

Finally, actual floor corridors had to
be installed on each floor and elevator
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foyers constructed. This added the final
touch and suddenly the floors under con-
struction began to look like office space.

The total cost of the conversion was
approximately $2.8 million and involved
198,370 square feet of space.

In spite of all the problems, there were
many existing physical aspects of the
department stores which worked to defi-
nite advantage in conversion to office

space.
Structurally, the building as designed

for a department store had the advantage
of a 100 -pound live load limit on each
floor, which gives a great deal of flexi-
bility as to the type of office tenant that
can be rented to in the building. Com-
puters, heavy printing presses, folding
machines and almost any heavy business
machine can be placed in the building
with no great concern for weight.

All the columns on the upper floors are
on 28 -foot centers-normal for a depart-
ment store and ideal for office space. This
gives a great deal of latitude in layout
and office design.

Vertical transportation of customers
was a critical item in relation to depart-
ment store design, so the building had
10 passenger elevators to serve the new
office floors. On the basis of one passenger
elevator for every 15,000 square feet of
space, and using the national average of
one office worker for every 125 square
feet of office space, we have one elevator
for every 120 persons employed in the
building. In addition to the passenger
elevators, there are three freight elevators
plus a large, van -type service elevator.
All of these add to the new conveniences
offered to the potential office -space user.

Windowless office space, although
seemingly and, in some cases, an actual

disadvantage, offered many points on the
plus side. It presents the tenants with
a quiet, subdued atmosphere-it offers
complete humidity control which is very
essential when dealing with data process-
ing equipment. There can be no chance
of a file clerk throwing off the humidity
control by opening a window on the far
end of the office.

First -floor retail outlets run $10 to
$12.50 per square foot plus 65 per square
foot for air conditioning, plus a 8 -percent
override on gross sales on all retail op-
erations, The upper six floors of office
space rent at $5.00 to $5.50 per square
foot.

The success of the conversion can be
judged by the fact that the building was
92 percent rented as of last fall-all of
which are new rentals.

Ted J. Kleisner is resident manager for the Ter-
race Hilton Hotel, Cincinnati. He is a graduate
of the University of Denver; he also did gradu-
ate work in business administration and econom-
ics at the University of North Carolina. Previous
to his position with the Terrace Hilton, he was
assistant to the general manager of the Albert
Pick Motor Inn in Greensboro, North Carolina.
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Fire Fighting in

Highrise Structures

With the increase of the cost per square
foot of choice city property, there has been
an accelerating trend in most communi-
ties to build upward rather than outward.
The problems of fire prevention and fire
fighting become much more complex in
such highrise structures although every
large city fire department has had to cope
with the problems of fighting fires in tall
buildings for almost a century.

With the recent construction of 50-, 70 -
and even 100 -story towers, we realize that
structures have finally reached a height
which not only makes elevators an im-
portant adjunct to highrise fire fighting
but makes them indispensable.

The first line of defense in eliminating
potential fire hazards in tall buildings
should be with the building design, i.e., the
architect. Competition in design among
architects today to develop unique build-
ings has engendered some truly exceptional
ideas in structural design. So quickly has
this transition been implemented that
those of us responsible for saving life and
property from fire have been caught in an
embarrassing position, leaving us no al-
ternative but to revise our old fire fighting
procedures and develop new ones. In the
case of buildings still on the drawing
board, we do have two alternatives: 1) to
revise our procedures to keep abreast of
current structural changes, and 2) to
develop a competent organization of ex-
perienced fire-fighters who will have an
important voice in the adoption of all
future structural and topographical inno-
vations.

by James B. Neville

Such training requires the functioning of
two definite phases. The first phase in-
cludes practice and drilling to develop
skill in all the standard approved fire
fighting and rescue procedures. The sec-
ond phase is devoted to continued investi-
gation into new problems as they arise
and the development of procedures and
equipment to cope with these situations
effectively.

In our Phase One training, every Chi-
cago fire-fighter is instructed and drilled
in the various methods of extinguishing
fires at any level through the use of hose
lines from the street or by the proper use
of building standpipe systems. They are
trained in the complexities inherent in
highrise rescue and they are thoroughly
informed on the details of highrise venti-
lation.

In Phase Two, all members are en-
couraged to present any thoughts or ideas
which might improve present fire -fighting
operations. Much time is spent in research-
ing and developing new and improved
procedures to be considered for future
operation.

In order to cope with the fires which
we encounter daily in highrise buildings,
we must have a standard operating pro-
cedure. Obviously, there are two goals in
fighting any fire in any structure: saving
life and extinguishing the fire; it is upon
these goals that we concentrate our train-
ing.

Let's consider a hypothetical highrise
fire (the details of which are based on an
actual incident): We received a pre -dawn
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fire alarm on a typical January morning-
no snow on the ground, outside tempera-
ture about 22 degrees and negligible wind
blowing. Responding with me to the call
were an engine company, a hook and
ladder company and a rescue squad. Upon
arrival at the scene, we found a 13 -story
hotel showing no evidence of fire from
the outside.

We entered the lobby and found all
calm and serene-guests were reading and
watching television. At this point I did
something which no fire-fighter should
ever do-I assumed. I assumed that the
fire could not be of any magnitude since
no one seemed excited or even aware that
a fire alarm had been turned in. Without
even bothering to put on my fire helmet,
I entered the elevator with the first con-
tingent of fire fighters with their hose and
equipment and called for the eighth floor,
the reported site of the fire. Fortunately,
the desk clerk came with us and operated
the otherwise automatic elevator with
manual controls.

As the elevator doors began to open at
the eighth floor, we were met by a
solid wall of hot, black, choking smoke
which might have proved fatally disastrous
for us had the elevator been on automatic
operation. We shut the doors and went
back down to the seventh floor where we
unloaded. This floor gave no evidence of
fire at all. After instructing some of the
men to make their way up the far stairway
to effect rescue and achieve ventilation, I
approached the eighth floor again with
several others by means of the outside fire
escape.

As we opened the fire escape door, we
were again met by a blast of hot smoke
and through it we spotted the bare foot
of a reclining figure about 10 feet inside
the door. Two truckmen and I dove in
and removed the person to fresh air. We
then began the heart -breaking, back -
straining and lung -bursting job of working
our way down the long smoke -filled hotel
corridor toward the totally involved apart-
ment. I dispatched a squad man to bring

up masks and as we worked our way along
the corridor, we kicked open only the
doors from which we received no response
to our imperative pounding in order to
open the windows and obtain ventilation.
In apartments where someone replied to
our knock, we gave explicit instructions
to stay inside, keep the door shut and
open their windows.

Halfway down the corridor, we stum-
bled on another body which was quickly
removed to the fire escape and fresh air.
Shortly, the diminishing red glow ahead
told us that the engine company was
hitting the fire and within a few seconds
all forces had converged upon the seat of
the fire which was quickly extinguished
and overwhelmed.

Because of experience and trained fire-
menship, there were only two casualties,
both victims of smoke and heat inhalation
who recovered in the hospital. The build-
ing, while not new, was of steel -reinforced
concrete construction and was well main-
tained. In such a building of good con-
struction and one which is properly fire -
stopped, we can be reasonably sure that
any fire will not leave the floor of its
origin if effective fire control is called for
quickly enough. As we noted, no evidence
of fire showed anywhere in the building
except in the apartment involved and in
the corridor.

However, the very nature of the build-
ing also confines the heat and could make
the corridor a death trap for any tenant
who might open his door to venture into
the corridor. It also creates a difficult
problem of ventilation for the fire fighters.

Any fire above the reach of ladders,
snorkels and other rescue and access de-
vices must be fought with total depend-
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fire escapes. Above a certain point, we
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liability under fire conditions, especially
with the advent of our first 100 -story build-
ing, and we are trying to do something
about it. About a year and a half ago, after
a series of highrise fires in which norm-
ally excellent elevator operation was to
some extent rendered inoperative because
of fire conditions, the Fire Commissioner,
Chief Fire Marshal and I called a meeting
at the Chicago Fire Academy of repre-
sentatives of five of the largest elevator
manufacturers plus the key men of the
elevator section of the Chicago Building
Department. At this meeting we detailed
very clearly all of our problems in fighting
fires in highrises, particularly as they per-
tained to existing elevators. Our problems
were basically four:

1. Accomplishing and maintaining com-
plete and perfect control over the
movement or immobility of the ele-
vator when it becomes necessary to
free a person pinned between the
car and the floor or wall or is en-
tangled in any way in the machinery.

2. To bring a car quickly and easily
to a safe level and open it to remove
any person or persons trapped in the
car through any failure of power or
of the control devices.

3. To quickly obtain and maintain full
and unrestricted use of at least one
elevator to bring fire-fighters and
their equipment up to a safe level
from which to initiate rescue and
fire-extinquishing operations.

4. To provide some method by which
at least one elevator car, whose fuses
and safety switches have opened the
circuit through the shorting effect of
water used in fire -fighting operations,
may be restored to service for the
use of the fire department.

The meeting was very fruitful in that
the elevator industry has. recently come up
with what promises to be an exciting solu-
tion to one of the most important problems
we face. Following is a proposed revision
to the elevator code by the elevator safety
committee:

A. All automatic passenger elevators with a
travel span of more than 65 feet shall be
equipped so that those in service may be re-
quired to cancel or bypass all car and corridor
calls and return to the main floor. The return
to the main floor shall be initiated by the
operation of a keyed switch and may also be
initiated by the functioning of heat and/or
smoke sensing devices. The key shall be kept
on the premises by the person responsible for
the maintenance and operation of the eleva-
tor(s) in a location readily assessible to quali-
fied persons in case of emergency but where
it is not available to the general public. If an
elevator must stop and reverse in order to
return to the main floor, the doors at the
reversal floor shall not open.
B. After the elevator(s) has been returned
to the main floor, it may be put into service
as follows:

1. Firemen or other qualified personnel
shall be able, using the key which fits
the main floor switch, to put one or more
cars into service to answer calls regis-
tered by the use of car buttons only.
The keyed switch shall be located in
the face of the car station. The opening
of the doors when stopped at a floor in
response to a car call shall be controlled
by a continuous pressure door -open but-
ton in the car station. If the button is
released before a door is fully open, the
door shall automatically reclose.

2. It shall be possible to return an eleva-
tor (s), not in use as described in (1)
above, to normal service by moving the
switch at the main floor to a position
which will restore normal service for
these elevators, cutting out if necessary
the heat and/or smoke -sensing devices.

C. Manually -operated elevators shall be
equipped with a signal device, operated from
switches at the main floor, to indicate to the
operator that he should return to the main
floor.

Should this code be adopted, fire-fighters
can enter any highrise building and take
over as many elevators as necessary to

perform their fire -fighting and rescue
duties.

I would also like to see a law passed
that a sign be posted in or near every
elevator notifying building occupants not
to use the elevators in leaving a building
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in the event of fire, but to use stairways
and fire escapes. We have found people
overcome by smoke lying near an elevator
door where they had tried to wait for the
car to come to their floor. We have found
elevators still hanging in the shaft from
the time the power failed, jammed with
people either unconscious or dead, where-
as a safe stairway or fire escape door was
only a few steps away.

As a precaution when going up on an
elevator to fight a fire in a highrise build-
ing, all fire-fighters should always stop at
least one floor below the fire floor and
walk up since the elevator may open
directly into the fire.

Another unusual situation, which to my
knowledge has not been fully explored,
deals with the automatic door opening
devices. Automatic elevator doors operate
on the electric -eye principle: if a person's
hand or body is in line with the doors,
they will not close-an absolute must as
a safety measure. Some smoke detectors
employing the same electric -eye principle
are regulated so delicately that a 3 or 4
percent obscuration will break the electric
eye and actuate the system. Could it be
possible, then, for the electric eye on an
elevator door be set so fine as to operate
(and keep doors open) if there is an in-
rush of smoke into the elevator when fire
department personnel opened the doors?
We have conducted experiments in several
of our elevators with some smoke (short
of actually starting a fire in the hallways)
and the doors did not close while the
smoke interrupted the beam of light!

The use of the elevator is not restricted
to fire -fighting personnel. All too often,
these elevators have been pre-empted by
the occupants of the building in their
haste to vacate the premises-and who
can blame them! However, this compli-
cates the situation further until fire-fighters
are forced to find other means to gain
access to the fire floor. These include
walking up many flights of stairs, fire
escapes, ladders and even using the snor-
kel to hoist them quickly to its fully ex-
tended height and to continue from there
in any manner possible.

Fighting fires in the upper floors of
highrise buildings requires many special
techniques differing from the normal pro-
cedures employed at fires occurring in
other types of buildings. One thing, for
instance, is the fact that the fire -fighting
operation may be a long distance from
the fire apparatus located at street level,
making it imperative that needed equip-
ment be brought up to the level of the fire
at the start of the operation. This requires
the establishment of procedures and train-
ing to assure that the fire department man-
power on the scene is effectively employed
in carrying the needed equipment with
them on their initial ascent to the fire.

Obtaining necessary ventilation usually
is another special problem encountered in
fighting highrise fires. Because of the type
of building construction, vertical ventila-
tion is seldom practical or even possible;
therefore, lateral or horizontal ventilation
is usually the ony remaining possibility.
Often intolerable heat and smoke condi-
tions will prevail, making ventilation
necessary but difficult to achieve.

We are, at the present time, working
on a manual which will include a chapter
on what I like to call "extended fire rescue"
which encompasses rescue of people from
heights, which are beyond the reach of our
present equipment, such as aerial ladders,
snorkels, life nets, etc. Some of these
methods which may be feasible if stair-
ways, fire escapes and elevators are in-
accessible include the use of helicopters
to transport people from the roof of a
building and the use of various extension
ladders from aerial and snorkel ladders.

While these comments cover only a few
of the problems facing fire departments in
learning how to cope with highrise fires,
I hope my sketchy review of the situation
will be of some value.

James B. Neville is Second Deputy Fire Marshal
and Supervisor of Training for the Chicago Fire
Department, which he has been serving since
1937. He was promoted to his present office in
1966. Chief Neville has lectured on the subjects
of fire safety and fire fighting techniques at
numerous conferences and seminars.
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Management Pays*

The chief problem with property man-
agement is that those thinking about
entering it or those who dabble only
slightly in rent collecting think too much
about the problems and not enough
about the enormous and steady profits
which can be derived from it. Manage-
ment involves a great deal more than
collecting rent, deducting a commission
and remitting the balance every month to
an owner. It is the duty of a competent
property manager to relieve the burden
of management by professional know-how
and to take an owner's problems and

quickly and
The solving of problems is really what
property management is all about. A suc-
cessful manager thrives on routine, on
others' impatience and on others' looking
for a fast dollar that is spent just as
swiftly. He attacks problems because he
has been trained to handle them. FIe
knows his product well.

The real estate man sells service and
property management is just that-a serv-
ice to landlord and tenant alike. The name
of the real estate game today is diversifica-
tion. To satisfy the public's wants, the
Realtor must offer the diversification that
property management can afford. This is
especially true right now in our somewhat
slow sales market where every small
Realtor must contend with Big Brother
up the street. Management generates
more than rental commissions; it increases
sales, it makes investors reinvest and it
opens the door to even more diversified
areas which, more and more, are becom-

* From time to time the Journal receives material
that is especially worthwhile for the Realtor who
is just entering the field of real estate manage-
ment. It is to this audience that this article is
particularly directed.

by William R. Rueter, ci

ing associated with the real estate profes-
sion: insurance, financing, construction,
planning and fiduciaries.

A property manager is a jack -of -all-
trades but he defies the old adage in that
he must master every one of them. In a
sense, he is a lawyer, a janitor, a plumber
and a electrician. He must have tact, an
ability to communicate, and a liking for
detail, records, files, calendars and ledgers.
He must be an economist, a politician and
a community leader whose goal is to en-
hance his town. He must possess leader-
ship, good sense, knowledge.

Property management, of course, re-
quires proper training to develop the
many taletits needed. There are many
schools, seminars and home -training
courses available which can teach the
management of real property, all of which
are most helpful. So is the careful selec-
tion of office personnel to handle the
reams of paper, the inquisitive and cranky
calls from irate tenants, irate owners, irate
housing inspectors, irate contractors and
even irate real estate men.

The initial outlay in money and time
is considerable but once these problems
are solved, management does become a
day-to-day process. And so do the com-
missions.

Consider, for example, a $10,000 home;
if sold, it would ordinarily result in a
commission of $600 and in most cases a
net to the office of $300, after the sales-
man's share and other usual expenses are
deducted. The rental commission on an
average monthly rental of $125, including
acquisition fee, would be $152 a year. This
means that in two years, the commission
realized from a rental exceeds the com-
mission of a property sold. The manage-
ment of 100 units is like selling 50 houses
a year-guaranteed! If the agent manages
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a property more than two years, he reaps
more and more profit.

Management profits do not come over-
night, it's true, but just knowing that
they will be coming in makes any com-
missions from sales easier to make,
easier to take, and easier to spend.

Management does generate more sales.
A survey taken of 80 firms in the Dela-
ware Valley area revealed the following
interesting facts: Of all the sales com-
pleted, 12 percent were made directly to
tenants of the listed property or they
bought another home from their rental
agent. Note that this involves little or no
advertising costs. Again, a direct mail ad-
vertising program made by one firm re -
suited in 37 sales in one year, for a gross
income exceeding $28,600, This did not
take into consideration the additional
benefits (the "buttons" in our trade) of
conveyance charges, insurance commis-
sions, etc., which follow such transactions.

From my own experience, I have sold,
resold and am in the process of reselling
again three multi -unit apartment houses,
not to mention many duplex properties,
resulting in sizeable commissions, insur-
ance accounts, previous rent commissions
and a great deal of publicity from sold
signs, newspapers, and old-fashioned
word-of-mouth advertising, which is prob-
ably the best of all. More than this, in
almost every instance, I was successful
in retaining the management business of
the apartments. Nothing was really lost
but I had a lot to gain from the service
given my clients.

Investment benefits of real property are
well known. The monetary reward for
owner and agent alike can be seen simply
by examining the inflationary tendencies
of our national economy-rising costs,
fluctuating stock and high taxes. Man-

agers offer a curb against inflation by ad-
vising their clients of the good things of
apartment ownership. The manager can
also use his service to save that new
owner money in repairs and tenant place-
ment. The money saved through careful
and prudent management is justly com-
pensated by the commission paid to the
agent; it is well-earned, well -deserved and
surely it winds up in the right pocket!

In his community, the real estate
manager can boost his name and fortune
by demonstrating his concern for his area
by seeing that it is kept in its best condi-
tion and by commerce of
the community. Good management raises
the standard-not the cost-of living and
makes a town a more enjoyable, more de-
sirable place to live. He is able to satisfy
the wants of his townspeople either by
providing them with decent housing or by
making their ownership of a part of that
town mutually beneficial. Management
pays in more ways than one.

William R. Rueter, CPM, is president of the
Rueter Realty Company, a real estate and in-
surance firm that has been located in Phila-
delphia since 1900. He has served as vice presi-
dent of the Philadelphia Board of Realtors and
was president of the Northeast Philadelphia
Realty Board in 1966.
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William R. Rueter, CPM, is president of the
Rueter Realty Company, a real estate and in-
surance firm that has been located in Phila-
delphia since 1900. He has served as vice presi-
dent of the Philadelphia Board of Realtors and
was president of the Northeast Philadelphia
Realty Board in 1966.
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EDiTORIAL:

The Money Squeeze
by Lloyd D. Hanford, Sr., CPM

In the words of a successful real estate
developer, today it's no longer "location,
location, location;" it's "money, money,
money" that is in the forefront for real
estate activity. Obviously, under normal
conditions, both location and money go
together; however, in these unsettled days,
the cost for money is so excessive that
even the best location becomes economi-
cally unattractive for development.

The money market for real estate bor-
rowing and investing is a complex thing.
The cost of making and servicing loans
has risen to the point where major invest-
ment lenders confine themselves to loans
in the millions of dollars. It is far less
expensive to process and service one loan
of $5,000,000 than it is to process and
service 100 loans of $50,000 each. Addi-
tionally, the instability of interest rates
raises concern as to future yields com-
patible with the future money market.
This has created such gimmicks as "float-
ing" interest rates, points, and a variety
of approaches to "a piece of the action."
Money can be had but the cost is eco-
nomically prohibitive!

Most developers are reither land poor
or so heavily committed financially that
they can only operate with very minimum
equities. The cost of money literally
squeezes out most entrepreneurs, particu-
larly those with smaller projects.

Underlying the seeming scarcity of
money is the waivering of permanent
savings in favor of such items as consumer
goods and leisure -time activities, treasury
bills, certificates of deposit and other high
interest bearing securities or speculative
opportunities. Mortgage funds depend to
a very large extent on long-term savings
with banks, savings and loan associations
and insurance companies, and the totals
of these monies have been consistently

shrinking during the past several years.
With few exceptions, the costs of pro-

duction and maintenance have spiralled
upwards with no limit in sight. Rising
taxes and the vicious circle of living cost
vs. wages confront the developer with the
dilemma of compensatory rents or dis-
continuing his development activities. The
investor is in an even worse position;
his dwindling operating income can only
be offset by rent increments or by re-
duced maintenance and repair or by a
combination of both.

All of this leads us to a very unhappy
conclusion. People need housing but the
production of new housing is becoming
economically unattractive, creating an
alarming decrease in housing units in
almost every urban area. Tenant unions,
rent control and other such expedients
only compound the problem as evidenced
by the tens of thousands of units that
have been abandoned by owners whose
equities have disappeared with negative
cash flows.

While tenant unions demand a voice
in management, they often offer little
responsibility or awareness of the prob-
lems the owner is faced with in obtaining
some reasonable protection of his invest-
ment. They demand maximums in main-
tenance but they do not provide the
means by which the necessary money can
become available; they resent discrimina-
tion against children and pets yet they
are the first to complain about noise,
vandalism and other nuisances. They pro-
test against evictions but they ignore the
financial problems involved. They justly
react against discrimination because of
race or creed but they are unmindful of
the need for some reasonable control to
avoid the creation of ghettos.

The web of all societies consists of a
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complex mixture of needs, wants and
incentives. Our needs and wants include
a vast array of material things and social
opportunities. None of these benefits can
accrue on any permanent basis if they are
realized at the expense of others and none
will be created without incentives for the
producer. Unless we wish to return to
a do-it-yourself society, we must provide
reasonable incentives.

Housing will not be built without just
rewards to the developer; automobiles
will not be available without reasonable
profits to the manufacturer; utility services
will only be provided if a fair profit can
be realized; churches, educational and
cultural institutions can only survive if
properly supported by their beneficiaries.

Socialism says that all of these things
should be the responsibility of govern-
ment but government has displayed its
inability to provide these needs and
wants without taxing a major share of
personal benefits. Our post office operates
at a loss; our transportation facilities must
be subsidized; our educational system
lives on taxes and private contributions;
our hospitals and health centers operate at
a loss. Even the most dedicated commu-
nist nations recognize the need for incen-
tives.

While the problem is complicated, there
is a solution possible under certain condi-
tions. First, we must establish a reasonable
incentive for all human activity, which
then must be strongly defended. We must

subscribe to equal opportunity for all
and religiously attempt to understand
each other. We must actively participate
in conservation and avoid waste wherever
possible. We must advocate economic
measures for both ourselves and our
government. We must also realize that our
civilization cannot survive if we seek to
impose our will by force of any kind. All
of these points will demand some sacri-
fices on the part of each of us.

How can we reduce the money
squeeze? First, by saving, paying cash or
using credit very sparingly, and also by
buying those things which we need
limiting the acquisition of items purchased
only for the sake of status. We must elect
economy -minded public officials and re-
sist public expenditures for unnecessary
improvements.

We have created the money squeeze
and we alone can relieve the pressure.
Although it may be politically unpopular,
an immediate freeze of all prices and
wages will take us a long way toward
solving our money problems.

Lloyd D. Hanford, Sr., CPM, is one of the
principals of Hanford-Freurid & Co., San Fran-
cisco. He was 1958 national president of IREM,
and he is currently faculty director of IREM's
Course II and editor of the Journal of Property

Management.

148 JOURNAL OF PROPERTY MANAGEMENT

complex mixture of needs, wants and
incentives. Our needs and wants include
a vast array of material things and social
opportunities. None of these benefits can
accrue on any permanent basis if they are
realized at the expense of others and none
will be created without incentives for the
producer. Unless we wish to return to
a do-it-yourself society, we must provide
reasonable incentives.

Housing will not be built without just
rewards to the developer; automobiles
will not be available without reasonable
profits to the manufacturer; utility services
will only be provided if a fair profit can
be realized; churches, educational and
cultural institutions can only survive if
properly supported by their beneficiaries.

Socialism says that all of these things
should be the responsibility of govern-
ment but government has displayed its
inability to provide these needs and
wants without taxing a major share of
personal benefits. Our post office operates
at a loss; our transportation facilities must
be subsidized; our educational system
lives on taxes and private contributions;
our hospitals and health centers operate at
a loss. Even the most dedicated commu-
nist nations recognize the need for incen-
tives.

While the problem is complicated, there
is a solution possible under certain condi-
tions. First, we must establish a reasonable
incentive for all human activity, which
then must be strongly defended. We must

subscribe to equal opportunity for all
and religiously attempt to understand
each other. We must actively participate
in conservation and avoid waste wherever
possible. We must advocate economic
measures for both ourselves and our
government. We must also realize that our
civilization cannot survive if we seek to
impose our will by force of any kind. All
of these points will demand some sacri-
fices on the part of each of us.

How can we reduce the money
squeeze? First, by saving, paying cash or
using credit very sparingly, and also by
buying those things which we need
limiting the acquisition of items purchased
only for the sake of status. We must elect
economy -minded public officials and re-
sist public expenditures for unnecessary
improvements.

We have created the money squeeze
and we alone can relieve the pressure.
Although it may be politically unpopular,
an immediate freeze of all prices and
wages will take us a long way toward
solving our money problems.

Lloyd D. Hanford, Sr., CPM, is one of the
principals of Hanford-Freurid & Co., San Fran-
cisco. He was 1958 national president of IREM,
and he is currently faculty director of IREM's
Course II and editor of the Journal of Property

Management.

148 JOURNAL OF PROPERTY MANAGEMENT



YES, ONLY YOU CAN HELP HER!
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Georgia Zografos wants to help you if you'll only help
her. She's been mailing out report forms for the
1970 Apartment Building lncome.Expense Analysis.
She'd be only too glad to send you one or more so
that you can set down the operating figures for the
apartment buildings under your management during
1969.

When Georgia receives your anxiously -awaited re-

ports, they will be fed into her giant IBM computer
and the resultant analysis of your building(s) will be
sent to you in printout form so you can easily com-
pare your cost percentages with report averages.
(You can be sure that Georgia will handle all reports
in strictest confidence and only averages will be

Published.)

You'll also receive a complimentary copy of the
Analysis to which you contributed (its sale price
is $20).

During the coming year, the Analysis will help you
to determine how your apartment building(s) com-
pares with others in your area of comparable age.
The figures reveal an almost endless variety of per-
tinent data about buildings: how age affects income -
expense ratio, the way expenses are trending, va-
cancy and turnover, etc. The Analysis presents
buildings in four different categories: low-rise 12-24
units; 25 units or more; high-rise elevator buildings;
and garden -type complexes.

The current Analysis contains reports for some
1,850 buildings. Surely you can visualize the in.

creased effectiveness of such a research project
through an increased number of reports.

So, contact Georgia's boss today. After all, we

wouldn't want to send her on vacation now when
she's so eager to do something for you .

Henry G. Kiggen, CPM
Institute of Real Estate Management

155 East Superior St.
Chicago, Illinois 60611

(312) 664-9700

APARTMENT BUILDING
- INCOME -EXPENSE ANALYSIS
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New Products
WHEN REQUESTING INFORMATiON, PLEASE REFER TO KEY NUMBER
SEND INQUiRiES Tth JOURNAL OF PROPERTY MANAGEMENT, 155 E. SUPERIOR, CHICAGO 60611

5-1 SECURITY SYSTEM

The Detex Entry Control (DENTCO)
system, a high -security system that uses
invisibly coded cards instead of keys, is
now available with code readers that
mount flush on the wall. With an elec-

tric latch release installed in the door
frame, DENTCO is designed to limit
the use of a door to authorized holders
of the proper card. This system is of
special use in research laboratories,
hospitals, dormitories, office buildings,
and similar installations. Standard fin-
ish of the No. 1609 unit is satin alu-
minum.

5-2 PARKING CATALOGS

"How to Plan Parking Areas" is a guide
to the layout and design of off-street
parking facilities and includes engineer-
ing drawings, specifications, and park-
ing tables for determining angle, stall
width, aisle width, curb length per car,
etc. "Parking Control Equipment" con-
tains photos and drawings of equipment
from Federal Western Parking & Secu-
rity Controls division of Federal Sign
and Signal Corporation, publisher of
both catalogs.

5-3 WASTE BALER

An illustrated brochure is available
describing the floor -mounted, closed -
chamber balers from the Economy -
Lake Baler Division of American Hoist
and Derrick Co. A bale size selection
table and specifications are included.
These horizontal, hydraulically -operated
balers are designed primarily for han-
dling waste paper and may be installed
for either automatic or manual feed.
They are adaptable for operation with a
shredder and air conveyor system; a
belt conveyor feed can also be employed.

5-4 PORTABLE POOL

A self -leveling, above -ground portable
pooi is offered by Modular Aquasys-
tems, who reports that installation can
be made in eight hours by semi -skilled
labor with minimum surface prepara-
tion required on irregular ground. Avail-
able in all standard and custom sizes,
this modular, prefabricated pool is suit-
able for either indoor or outdoor loca-
tion. It is constructed of corrosion -
resistant galvanized steel and contains a
vinyl liner. Aquasystems pools come
with all necessary accessories, including
decks, mats, entrances, filters, and
ladders.

5-5 PAINT ROLLER

Construction Technology, Inc., is the
manufacturer of the C -S Pressure -Fed
Paint Roller, intended for home as well
as industrial use, indoors and out.
Lightweight and portable, the paint
cannister is mounted on wheels. A push-
button control valve feeds paint into
the roller as needed and graduated feed
holes in the roller head distribute an
even paint supply to the roller surface.
The equipment can be used with all

types of paint. Features include a plas-
tic extension hose and a two -foot ex-
tension to the roller handle.

5-6 REFRIGERATOR -FREEZER

Hotpoint introduces a side -by -side re-
frigerator -freezer that is 28" wide, de-
signed for use in single-family homes,

flJL
.f1 I :

-.--, lI!!i -

-.

LL]L1J '

apartments and mobile homes. Frost -
free throughout, the model CSF15AL
refrigerator provides 8.73 cu. ft. of
fresh food storage while the 6.58 Cu. ft.

freezer will store up to 230 pounds of
frozen foods. Exterior styling features
wood -grained vinyl on door handles,
bronze finish grille, and Calgioss en-
amel finish in white, coppertone, har-
vest and avocado.

5-7 SHELVING CATALOG

Equipto's 16 -page catalog illustrates
and describes in detail their complete
line of standard steel shelving units that
assemble without tools, nails, or bolts.
Charts provide complete specifications
and prices. Also shown are accessories
that permit the modular shelving units
to be customized for special storage
applications.
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5-12 AIR CLEANER5-8 AUTOMATIC SPRINKLER
SYSTEMS

Hodgman Manufacturing Company has
pul)hshed an 8 -page brochure describ-
ing its automatic sprinkler system. The
complete line of equipment described
includes dry -pipe systems to protect re-
mote unheated areas, deluge valves for
severe hazards, chrome- or cadmium -
plated fixtures where appearance is

important, and lead- or wax -coated
sprinkler heads for corrosive atmos-

pheres.

5-9 MICROFILM LIBRARY

The Showcase Corporation's recently re-
vised Microfilm Library for Construc-
tion (SML-C) now carries 91 cartridges
of technical information, specifications,
standards and design details from more
than 4,000 manufacturers of building
products, national associations of the
industry, and federal agencies. Special
cartridge No. 88 features information
from FIUD covering 42 booklets, pam-
phlets, and brochures circulated to those
involved in HUD activities.

5-10 SEALCOATING MACHINE

Model 5-A Seal -Master is a mini seal -
coating machine available from the
Wikel Manufacturing Company. De-
signed to seal and renew the surface of
blacktop pavement, it weighs 400 lbs.,
with dimensions of 30" x 60" x 30".
Powered by a 5 h.p. engine, the unit is
self-propelled and features a scrubber
reel with six neoprene rubber blades
that squeegee sealing compounds into
the pores of the pavement. The storage/
mixer tank holds 30 gal. of sealing
material.

5-11 CEILING CATALOG

An 80 -page catalog from the Arm-
strong Cork Company describes their
complete line of commercial ceilings.
Illustrated with four-color photographs,
charts, and drawings, the product de-
scriptions include complete specifica-
tions and application data. Covered are
Armstrong Luminaire, ceramic, fire -re-
sistive, accessible tile, Travertone min-
eral fiber, and wood fiber ceilings.

Climatrol Industries, Inc., announces an
electric air cleaner that operates on one
lighting circuit hookup. The Climatrol
basic 53-1 is designed for up to 1400

CFM and can handle 2200 CFM with
an optional 2" cell. The unit can be in-
stalled in an 8" space and has an over-
all length of 27 ¼" and height of 25 ¼".
In upflow, horizontal or counterfiow in-
stallation, it has a capacity of 220,000
BTU heating and a 5 -ton cooling capac-
ity.

5-13 HERBICIDE

The Ansul Company introduces "Broad-
side," a general post emergent weed
control agent that acts to eliminate
above -ground vegetation and also acts
on deep-rooted perennial weeds and
grasses. "Broadside" is recommended
for use in non -crop areas such as rights -
of -way, fence rows, along highways,
utility lines, pipelines, drainage ditches
and around buildings and storage areas.

5-14 FLOOR FINISH

A polymer floor finish, named "All
Ways," has been developed by the
Magee Chemical Company Research
Laboratories. The finish is designed to
be scuff resistant and can be used on all
types of floors. A spray buff material
may be used for maintenance of the
finish.

INVEST IN AMERICA'S

BOOMING OUTDOOR RECREATION
SERVICES INDUSTRY!

MEECO MARINAS
GIVE YOU ALL THESE

ADVANTAGES:

'1 Fast pay -out. Usually 3 to 5 years.

Quick profit potential. Often in as
little as five months.

Low maintenance and insurance.
Exclusive Polystyrene flotation ma-
terial. lifetime galvanized steel frames
and nonskid concrete for long life.

Flexibility in location and reloca-
tion. MEECO Marinas are FLOATING
structures that can be relocated as
needs change. No need to sink your
money in pilings and wooden "fixed
investments.

According to government projections,
fishing, boating, water skiing - . . all
water sport activities will keep grow-
ing at a fantastic rate!

Invest now in this fast-growing
activity! MEECO Marinas and other
floating facilities (boat slips, fishing
barges, service docks, boat houses,
etc.) are custom -designed. Start with
minimum investment and expand
later. Modular elements make expan-
sion easy, orderly and economical.

JSend in coupon NOW! Get all the
details from the nation's experts in
floating marine construction. MEECO
facilities have been installed across
the nation . . . from Coast to Coast
and from Michigan to the Gulf. Con-
struction demands increase every
year! Act now! Layouts and planning
available at no cost or obligation.

MEECO MARINAS
Dept. JPM4-O

P.O.Box518
McAlester, Oklahoma 74501
Phone 918-423-6833

Yes-I am interested in investigating
the growing marina business. Please
send me information on FREE Cus-
tom Planning and Design Service.

Na me

Firm

I Address

City State 7ip_
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5-10 SEALCOATING MACHINE

Model 5-A Seal -Master is a mini seal -
coating machine available from the
Wikel Manufacturing Company. De-
signed to seal and renew the surface of
blacktop pavement, it weighs 400 lbs.,
with dimensions of 30" x 60" x 30".
Powered by a 5 h.p. engine, the unit is
self-propelled and features a scrubber
reel with six neoprene rubber blades
that squeegee sealing compounds into
the pores of the pavement. The storage/
mixer tank holds 30 gal. of sealing
material.

5-11 CEILING CATALOG

An 80 -page catalog from the Arm-
strong Cork Company describes their
complete line of commercial ceilings.
Illustrated with four-color photographs,
charts, and drawings, the product de-
scriptions include complete specifica-
tions and application data. Covered are
Armstrong Luminaire, ceramic, fire -re-
sistive, accessible tile, Travertone min-
eral fiber, and wood fiber ceilings.

Climatrol Industries, Inc., announces an
electric air cleaner that operates on one
lighting circuit hookup. The Climatrol
basic 53-1 is designed for up to 1400

CFM and can handle 2200 CFM with
an optional 2" cell. The unit can be in-
stalled in an 8" space and has an over-
all length of 27 ¼" and height of 25 ¼".
In upflow, horizontal or counterfiow in-
stallation, it has a capacity of 220,000
BTU heating and a 5 -ton cooling capac-
ity.

5-13 HERBICIDE

The Ansul Company introduces "Broad-
side," a general post emergent weed
control agent that acts to eliminate
above -ground vegetation and also acts
on deep-rooted perennial weeds and
grasses. "Broadside" is recommended
for use in non -crop areas such as rights -
of -way, fence rows, along highways,
utility lines, pipelines, drainage ditches
and around buildings and storage areas.

5-14 FLOOR FINISH

A polymer floor finish, named "All
Ways," has been developed by the
Magee Chemical Company Research
Laboratories. The finish is designed to
be scuff resistant and can be used on all
types of floors. A spray buff material
may be used for maintenance of the
finish.

INVEST IN AMERICA'S

BOOMING OUTDOOR RECREATION
SERVICES INDUSTRY!

MEECO MARINAS
GIVE YOU ALL THESE

ADVANTAGES:

'1 Fast pay -out. Usually 3 to 5 years.

Quick profit potential. Often in as
little as five months.

Low maintenance and insurance.
Exclusive Polystyrene flotation ma-
terial. lifetime galvanized steel frames
and nonskid concrete for long life.

Flexibility in location and reloca-
tion. MEECO Marinas are FLOATING
structures that can be relocated as
needs change. No need to sink your
money in pilings and wooden "fixed
investments.

According to government projections,
fishing, boating, water skiing - . . all
water sport activities will keep grow-
ing at a fantastic rate!

Invest now in this fast-growing
activity! MEECO Marinas and other
floating facilities (boat slips, fishing
barges, service docks, boat houses,
etc.) are custom -designed. Start with
minimum investment and expand
later. Modular elements make expan-
sion easy, orderly and economical.

JSend in coupon NOW! Get all the
details from the nation's experts in
floating marine construction. MEECO
facilities have been installed across
the nation . . . from Coast to Coast
and from Michigan to the Gulf. Con-
struction demands increase every
year! Act now! Layouts and planning
available at no cost or obligation.

MEECO MARINAS
Dept. JPM4-O

P.O.Box518
McAlester, Oklahoma 74501
Phone 918-423-6833

Yes-I am interested in investigating
the growing marina business. Please
send me information on FREE Cus-
tom Planning and Design Service.

Na me

Firm

I Address

City State 7ip_
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THE REAL ESTATE DOLLAR
A new 1)00k by Lloyd D. Hanford, Sr., CPM,  Changing Investment Philosophy
author of INVESTING IN REAL ESTATE and
DEVELOPMENT AND MANAGEMENT OF IN.  Inventory of Land
VESTMENT PROPERTY

Think in terms of pounds or pesos, dollars
or drachmas, rubles or rupees, and you're
still on the same subject. . money. . how
to get the most out of what you've got or
simply how to earn more of it.

THE REAL ESTATE DOLLAR-which is
uppermost in your mind if you're reading
this-is a new book by Lloyd D. Hanford,
Sr., CPM. San Francisco. The knowledge-
able Mr. Hanford is a past president of the
Institute of Real Estate Management as well
as the Editor of the Journal of Property
Management.

In 23 terse chapters, THE REAL ESTATE
DOLLAR outlines today's real estate story
-the main subjects:

Available from:

 Posture of Real Estate Management

 Cash Flow and Feasibility Studies

After laying these foundations, a topical
study of what's happening today in real
estate is presented in chapters relating to
tax burden, computers, mergers, appraising,
the growing role of government, piece -of -
the -action financing, inflation and equity
clynam i cs.

The novice or the veteran can profit from
this eminently sensible manuscript specif-
ically written for the person who puts his
dollars in the fascinating, challenging field
of real estate investment.

THE REAL ESTATE DOLLAR is sensibly
priced, too, at only $1.95 per copy (paper-
bound).

The Institute of Real Estate Management
155 East Superior Street Chicago, Illinois 60611
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WHERE ARE
YOU GOING
IN THE 70's?...

Do you worry like an owner? Can you map your
property's success for its full economic life? More
than basic practical know-how, IREM provides the
professional skills to solve your building's ills
from planning to maintenance.

For more information and
an application, write to

THE INSTITUTE OF REAL
ESTATE MANAGEMENT of the
National Association of Real Estate Boards

155 East Superior Street
Chicago, Illinois 60611

COURSE ONE: PRACTICAL
METHODS FOR SUCCESSFUL
PROPERTY MANAGEMENT

The individual with some background in
real estate is introduced to the practical
methods of professional management
through its "operating" techniques and
strategic" analytic skills. The former

include rent collection, purchasing, book-
keeping, physical maintenance. The lat-
ter-as essential-is the ability to ana-
lyze the status of a property in the light
of local conditions, projecting its highest
and best use, and determining its long-
term value, Topics include: Management
Agreement & Fees - Accounting, Insur-
ance - Merchandising Rental Space &
Leasing - Real Estate Economics -
Neighborhood Analysis -Property Analy-
sis-Rehabilitation, Modernization, Con-
version.
Limited to 90 students; tuition: $225.

COURSE TWO: ANALYSIS
AND MANAGEMENT OF
INVESTMENT PROPERTY

Strategic problems are here defined in
terms of the protection and enhance-
ment of the real estate investment. Par-
ticipants are guided in the development
of the feasibility study and the manage-
ment survey for both residential and
commercial properties. Learn how to
examine a property before a commit-
ment is made, and once it is, know how
to tailor solutions to the problems of
your specific project. Topics include:
Investment Theories & Practices - Tax
Considerations & Problems - Use of
Cornparables - Neighborhood & Re-

ti I !r-i!id J'l1- 1 - '--

gional Analyses - Economics of Alter-
nates-Operating Statements & Budgets
- Cash Flow Projection.
Limited to 90 students; tuition: $225.

COURSE THREE: EXECUTIVE
MANAGEMENT SEMINAR
(Developing maximum potentials
in Investment Properties)

In seminar, the student is taught to pre-
pare the management survey. Perhaps
the most professionally demanding, use-
ful service that a manager can render,
the survey seeks to place an income -
producing building into proper perspec-
tive in terms of its physical condition,
management program, immediate and
area -wide environs, and potential as a
money -making operation. The conclu-
sions of a survey point out what best an
owner might do to enhance the value
of his investment and realize maximum
potential profit. An actual property is
studied; data is supplied for the building
and surrounding region and a class site
inspection is niade.
Limited to 60 students; tuition: $175.

COURSE ONE

May 17-23 Atlanta
Sept. 13-19 Pittsburgh

COURSE THREE

June 10-13 Minneapolis (Apt.)
Sept. 20-23 San Diego (Apt.)

COURSE FOUR: OFFICE
BUILDING DEVELOPMENT,
LEASING, AND
MANAGEMENT

IREM's newest course concerns itself
with the development of an office build-
ing, from the "idea" stage through the
leasing, merchandising, and manage-
inent of the complete working unit.
Through the "Management Plan," a pro-
gram is formulated considering market
and property analyses, an income and
expense study, proper means of financ-
ing - all to best fulfill ownership re-
quirements. Medical and special pur-
pose buildings are examined as well as
the renovation of older buildings. Topics
include: Economics of Office Buildings-
Merchandising, Promotion, & Advertis-
ing - Accounting & Monetary Control
Procedures-Parking-Security Systems
-Maintenance.
Limited to 90 students; tuition: $225.

Or, you may call - -

Area Code 312
Phone 664-9700

COURSE TWO

May 17-23 Cleveland
June 7-13 Seattle
Oct. 11-17 Los Angeles

COURSE FOUR

June 14-20 Toronto, Ontario
Sept. 13-19 Washington, D.C.

ENROLL NOW
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Dover doesn't make a no -maintenance
elevator yet. Nor does anyone else.

We probably never will, but that doesn't
stop us from working on it. With innova-
tions like printed circuits and solid state
devices we're building out some of the
bugs that can unbalance an elevator sys-
tem. And we're building in greater de-
pendability.

It's a modern approach to the nuts and
bolts of elevator technology. But then,
Dover has been an innovator for years;
developer of the Oildraulic Elevator for
buildings to six stories; originator of time

and cost -saving pre-engineered elevators;
designer and builder of special elevators
and lifts for a variety of installations.

When you're considering elevators,
consider maintenance as well as original
cost. Dover delivers dependability that
adds to building profitably through re-
duced maintenance requirements.

Write for color catalogs on Dover Oil-
draulic elevators for low-rise buildings,
Dover electric traction elevators for high-
rise buildings. Dover Corporation, Eleva-
tor Division, Dept. J-3, P. 0. Box 2177,
Memphis, Tenn. 38102.

the
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