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4_PLAN FOR_THE MAREETING OF HOUSING URITS

INTRODUGTL O

The purpose of thieg paper is to present a flexible
plan for the merketing of housing units whieh may be used
with certaln modifications by any retail building material
dealer. A dealer using the plan may sell completed houge
ing units such as houses, remodel jobe and repalr jobs,
end he can control the plamning, finencing, and ¢onstruce
tion of the units, Details of the plan apply to the mar-
keting of sll types of housing units, but reference is
eonfined primarily to thé house, which i1 perhaps the most
important type and requires the most detailed discussion.

Chapter I, "Presentation of the Problem,” includes
& summary of the historical trends in retail building ma=
terial merchandising and outlines the present status of
the bullding material business with special reference to
the customer's problems when buying housing units,

. Chapter II, "Suggested Plan for the Harketing of
Housing Units,” presents in detail the basic features of
a plan vhioch 1is designed to simplify the purchase éf houg=
ing unitsi | | |

Chapter 111, "Application of the Plan," presents adnp-

tion and modification of the plan sccording to the degree
to which it can be adopted under wvarying market conditions.’




Chapter IV, "Possibilities of Further Development
of the Plan,” ineludes suggestions for extending the funce
tions of the plans These functions include the following:
offsring trade«in aiieﬁgnaeg on 014 homes, establishing
§r9f1t4ﬁhnring accounts, and other merchandieing technigues
which will benefit both the retailer and the consumner of
housing units. |

Chapter V, "Summary and Recommendations," reviewe the
sagential features of the plan and recommends eareful anale
- ysis of the particulsr situstlon to which it may be applied

and intelligent use of the plan to obtain maximum results.



CHAPTER I
PRESENTATION OF TRE PROBLEN

A+ History of Building Waterisl Merchandtsing Policies

Hariy American homes were bullt of logs, clay and
stones obtained from nature's deposits of material wealth,
After the appearance of the sawmill, about 16251(5§1umber
for homes was bought at local mills, and asg transportation
feacllities lmproved, retall lumber yords sprang up whers-
gver there was a demand for bullding materialss During
this early period retail bullding material maxehanﬁiﬁiﬁg
gconsisted of a passive process of fllling orders for car-
penters and countractors. The nation's population was grow-
ing rapidly providing a steady demand for building materi-
als, and until recent decades the retailer had 1ittle reason
to stimulate hia business by sdvertising and otherwise ime
proving the bullding material business. ’%he_elament,éf'di~
rect substitution of goods appeared; however, in most other
retatling businesses; and highly effective merchandising
technigues were developed as a result of the competition
vhich developed between these goods: The building meterial
merchant having had 1little cause to improve his selling |
technique, until recently, is now confronted with a condis
tion of indirect substitution; that is, the consumer is
srending an inereasingly greater amount for other goeds

and less and less for building materials. A survey by the
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‘Us B¢ Gensus Bureau of the City of Portland, Oregon iu‘lﬁ)
1930, vevealed that 19,37 cents of the consumer's dollar
was gpent for automotive materials, while only 5,47 cents
were spent Lor lunber and other bullding materials; a cone
dition which was caused, at least partially, by the auto~
motive industry's intensive resesrch and sales promotions

Bue to the wnagsembled character of his goods, the

building moteriel dealer has not had the opportunity to
appeal directk@-ta the ultimete consumer of the boards,
nalls, etes he hag to sell. The carpenier and contractor
nave beon the intermediate agents between the customer and
the dsaler, and because they have besn trained as sraftswen
and not as SQEesmeﬁ, they have bé@n unsble to adsquately

presanﬁlthe dealer's products %0 the customer,

B» - Fresent Status of the Building Material Business

1. Pfroblems of the Customor,

An important probiem of the building material consumer
is his lsck of knowledge concerning the materials and their
uses. He is ususlly unfemiliar with gonstruction methods,
planning, maintenance, methods of finencing building and re-
pair projects, and many other factors associsted with asseme
bling bullding materials imte housing unlite,

Another problem is presented by the unorganised con=

dition of the factors necessary for creating housing units.

I
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When bullding & house the laypan must contact five major
sgencies 1o obtain the necsessary services and materials.

He 1s ordinsrily unfamiiiar with any of the operations of
these groups which include: (1) real estate agent, {(2) fi-
nancing agent, (3) house planning agent, (4) material deale
er, and (0) building contractor.

The layman's first problem is to determine what size
and guaiity house should be buill according to his needs,
income and sgavings. KRext the bulilding site must be chosen;
this should be done with due consideration for 2li personal
requirements of the pesrsons expecting to occupy the site,

A particular building site may be adequate for one party

and wholly inadequate for the next, depending on the indl-
vidual reguirements of sach for schooling; recreation, ete.
After the gite hag been chosen @efim&ig plans for the housge
must be determined: The assistence of a sapable house plane
ning agent should be employed et this point to insure cone~
venient arrangement of rooms, proper room sizes, proper
placement of cahﬁnﬁ%ﬁg furniture; etc: Plans must be dramm
and the specifications of materiel and workmenship deters
mined: During the construction praeaﬁé inepection of struc~
tural detaile shounid be earried out to insure proper usse of
materinals and grades as outlined in the plaps and specifil=
cationsi Following the planning process s competent con=
tractor should be chosen to erect the structure, and an ad~

egquate method of finaneing the project must be founds
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It 18 obvious that the layman must rely wholly on
the ability and integrity of sach of these asgencies for
satinfactory results. Unless the buyer can employ s con-
tractor vho will include these services as part of the
building contract, he must buy materials and services asbout
which he knowe very little, have them assembled under un~
organized conditions, and upon ccmpletién of the house have
no définita agency to hold responsible for the product.
These prabiems and uncertainties of building houses ere
also encountered to a certain extent when remodeling and

repairing are contemplated.

2e Problems of the‘Retailer.

The building materisl retailer 1z in a position some=
what simllar to that which an automobile manufacturer would
be in 4if the manufacturer sold only the unassembled parte
of the cars, relying on ihe customer to find the means to
complete the unfinished car. The automoblile is a more or
less standard product and can be completed by & mass-prow
duction process. The custom~-built characteristic of a house

prevents, to a large extent, its mese production. A house

puilder usually considers the desires of his c¢lients indi-

vidually. As o result of the somewhat complicated process
of bringing together the necessary house bullding factors,
the building meterial dealer has not found it convenient

to sell ready~to-use housing units.




CHAPTER 1I

SUGOESTED PLAR FOR FHE WARKETING OF HOUSLNG UNIES

As» Introduction

The following dlscussion is presented ag a poseible
course of action for the bullding material dealer {0 fae
cilitate the purchese of housing units., ObjJectives of the
plan, merchandising polisies, and functions to be performed
under the plan are included. Policles to be followed under
the plan should be developed fyom definite principles of
honesty, fair play, and cooperation between the retailing
organization and the customer, Polieies; however, must dbe

flexible so as to meet changing conditions.

B Objectives of the Plan

The benefits of home ownership are generally conceded
to exceed those of any other type of family tenure. A
family that owms its home takes a pride in it, maintaing
it better, gets more pleasure out of it, and has a more
wholesome, healthful and happy atmogphere in vhich to bring
up childrenc“(ag
he home=~owner is master of his dwelling. He eannot
be ssked to vacate, and his rent cannot be raised. He can
make repalrs and alterations ag he seeg f1t, and money spent
for improvements adds to the value of the properiye

it is assumed that a greater number of persons will

o
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realize these advantages of building and owning their omn
homes if they are offered an easy and convenient way to
obtain these homes. In view of this assumption the primary
purpose of this plén iz to make better bullit-to-order hous~
ing units obtainable by & simple and convenient process.

~ The building meterial retailer will also benefit from
the plan.A It will give him direct contact with the people
who use his materials after they have been assembled into
useable produets. He can develop his selling program with
a better lmowledge of the ultlmate requirements of hls goods,
and vill be guided to sell according to the use made of the
finished produet rather than sell on the merits of its indl-

vidual paris.

Cs Features of the Plan

1. QOmplate‘Houaing Unit Service.

The outstanding feature of the plan is that ell geoods
and sorvices necespary for consummating housing units are
made available at o gingle sourcss Instead of having to
locate and engage meparntely the realtor; the architect,
the building material demlser, the finsncier, and building
contractor, the buyer will find all services snd materials
at the local bullding materisal marahaﬁté office, where a
complete housing unit may be purchases under the terms of
a gingle contract.

-
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2+ Real Estate Service. Real Estate Service embraces

two functions, namely: (1) offering recommendations to the
buyer regarding characteristics of the proposed bullding
site; and (B) aiding the dustomer sslect the bullding site,

The buyer should recelve certain benefits if he is
ﬁroperly advised concefning the many details whieh should
be congidered when selecting & building site. To properly
sarry out this function the following date regarding build-
ing site characteristics is included to serve as a basis
“from which to offer recommendations to the buyert

(1) If land is bought to be improved, it should
not be purchased more than three or four years before the
time improvements are contemplated. Holding land for future
improvement involves the payment of taxee and the expense
of the risk of holding land prior to improvement. These ex«
penses could be avoided if land was not purchased until
ghortly before the time improvements were made.

(2) The section in which the bhullder wisghes to
locate should be appropriete to his seale of living, and
reasconably safeguarded against daterioration.(s}

(3) The location, eguipment, and teaching stane~
dards of the schools in the vicinity should be satisfectory,
both for present and future needs of the familyp(e}

(4) Educational, religious, shopping, transpor~

tation, amusgement, and recreational facilities should be

adequates
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(8) Taxes should be ressonsble and not apt to
incresse excessively.

{6) It ts not desiradble to live too close to an
pirports Quite often eirports are found in or neer resie

dential sections, end noise from incoming end outgoing

plenes is objectionable to nesrby residents.

(7) Property servicea should inciude or provi-

sions ghould be made for the following:
{e) Pevement or adequate rosd in front of

houses

{(b) Sidewalks.

(6) Sewers.

{(d)} Pure water supply,; which should be
below ground freezing level end should have sdequste pres=

sure for fire protection end genersl use. |

{e) Gas, telephone, end electricitys

(£) Postel and delivery service.

(8} oOrientation should provide edequets gsunlight
end protection from wind and storme. | )

{9) Shepe and size of lot should eonform to
house snd yard requirementa.

{10) When purchesing the site the following
egsentials for plamning the home grounds should be kept in
minds » -

(a) Play eress should be included in baek
yerd.
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{b)} Ground should be fertile and well

graded. ,
{e} It 1s desirsble for trees to freome the
house,

(d) Rosds snd walks should be fow, service-
gble and inconspicuous.

{8) Service and garden olements should be
a8 well concesled ag possible.

(£) Shrubs should be planted agsinst the
foundation of the house, st corners; end in angles; also
at intermediate points of long straight eides. _

To effectively aid the buyer select & buillding site,

it is necessery for the desler to cooperate with the locsal
real estate sgents. Listings of building sites ars kept
on file secured from the resl estste agents. When & prose
pective buyer inquires regerding e desirsble building eite,
the listings ere mede evajlaeble to him, and au desler repre-
sentative sccompenies him to the various sites at the buyer's
converilence. When & gite hes been selested the buyer may
purchage the site plus the emtilcipeted improvements et a
pingle prices In this cosse the dealer purchases the site
et & price known to the buyer and resells it to the buyer
et the same price, with all title cleering snd sbstract new
gotiations carried out end guersnteed by the dealers This
service 18 designed to relieve the dbuyer of the uncertainties
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and inconveniences of purchasing the site and site improve-
ments separately,

b. Planning Service. & housing unit which will fuily

gerve the purpose for which it is intended must be devel-
oped with every consideration for the owner's needs and
desires. # well plenned home ig a home so thought out that
everyday gétivitisa may bs carrisd out with the least pose«
8ible irritation and‘monotbny;‘?}

Planning service ie divided into the following funo-
tions: (1) Anslysis of the buyer's requirements and desires
regarding a proposed housing unit; (2) Offering recommendaw
tions regarding proper planning methods; (B) Preparation
of plens for the housing unit drawn according to agreement
between the buyer and the desler; and (4) Preparation of
proper specifications of moterials and workmenship for the
housing unit.

(1) Analysis of Buyer's Keeds mnd Desires. Anale

yela of the buyer's needs end desires includes a study of
the size and make-up of his family, a study of the activie
ties to be carried on in the household, and a survey of the
requirements of the individual merbers of the family.

{2) oOffering HAouse-Plenning Recommendations.

After a careful analysis has been made of the buyer's reqge

uisites, he is advised regarding proper planning procedure.

The following houge«planning fundamentals serve as the basis



from whigh to offer recommendations to the buyer.

{a) Pederal Housing asuthorities indicate
that a fourth to a £ifth of the monthly inecome may be spent
on shelter, or a person may safely afford to bulld a home
valued at two to twc~aﬁ&60naﬁhalf‘£imé$ his amual in¢ome.(5)

{b) Economically it is better to bulld the
lesst expensive hovee in & vicinity rather than the most
expensive. Housing valuesg depend to some degree upon enw-
vironment. ‘The value of the least expensive house in a
vicinity will be higher than 1t would be if the same house
was the moet expensive house in another vicinity, because
of the préstige ereated by'the other more expensive houses.

{e} Hodern economlec house planning essenw
tials should include:

(¢4) Standard materials, fixtures and
equipmantg Expenge g kept at a minimum with standard mate-
rials because repalrs and replacements are easily made, and
the investment is safeguarded over a long period of time.

(co) Eeconomiec grouping of fixtures.
Fxanmples of aeanﬂmic grouping of fixtures include planning
a gsecond floor bathroom directly above first floor bath, and
grouping two or three flues into one chimney, otc.

| {¢3) Heonomle grouping of rooms. A
squere or rectangular house is less expensive to build than

cther types such as the Z, T, L, or U types. A square or
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reotongulay bullding requires less muaterials and labor pewr
aquare foot of floor area than other bullding types because
less outside and inside wall lengths ere necessary, and
roof and foundation elements avre shortened and:simylifiqﬁs

{Gé} Plamning for possible expansion.
frovisions should be made to facilitate the addition of
roomg agcording to futurs neoeds.

{d) ®herover necessary and expedient, pro=
visions should be made for general entertaining, both ine
doors and outdoors; convenient facilitles for entering and
leaving the house; individual study and hobby requirements,
and physical relaxation.

(e} SButrance aud entrance hall inelude the

following essentials:

{e4) At the entrance there should be
a protective covering or Loggla.

(@2) Street nunbers or house numbers
ghould be well lighted at night.

(e5;) There should be a bell or kmocker
at the front door.

{64) There should be a railing on the
poren edgé;

{es) 'There should be a maii box at the
front door,

(eg) Walks to the front and rear
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sntrance should be ss shorti and direct as possible.
(av) The front door ghould be protected
from driving rains.
(ag) Access should be made possible
from the entrence hall to the Living Room, Kitghen, Bath
or Lavatory, Guest Room, Dining Boom, Stairs, and coab
¢losets
{eg) There should be werm end éold air
openingg on opposite gides of the entrance hally the cold
air opening should be on the side toward whieh the door
opens. |
{e35) Colors should be in hermony
with the other rooms of the house. |
(ell) 4 ceiling lower than the Living
Room celling is desirable to show relative seele and pro=-
portion,. ‘
| (e35) View from the hall should be
exiel into other rooms. |
{ejz) Floor msterisl should be capeble
of withstending considerable wear.
| (e14) For convenience entrsnece hell
should not be less than five feut sguars.
(£) Bteir and steir hell include the fole
lowings
(£3} 4 comforteble rise for first floor
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stairs is 7"; stalr run may be 10" to 117,

{(fg) The rige for service stairs may
be slightly more than 7" and the run slightly less than 10,

ﬁfag Bagement stalrs, if possible,
shéuld be bullt under first floor stairs Yo save space.
Hend raile should be providgsd for safsty.

{£4) Minimum head clearance for stairs
ghould be not less than &' &%,

{f5) Movement of furniture must be con=
sidered in desipgning stelr hall.

(fg) Width should be not lesa than
three feet.

(£,)

the tendency is to remove them from entrance hallss

Etalirpays sre for private use and

{fg) "peneing Steps," or wedge shaped
steps, should be avolded at éqrners.'

{(f4) Tne stair hall should be as com=
pact as pogsible. |
. {g} Iiving Room essentinls include the fole
lowing: ‘

(gl) The Living Room 1s just what its
naﬁa implies; the people who expect to occupy it must be
considered.

{go) It should face the street and gar-

den or a controlled view.

e
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{gz) The Living Room should have a
gouth exposure and at least one other exposure.

(gg) It should not serve as & helle
way to other rooms in the house.

{gg) 1If = sofe is placed before a
window, the window sill height should be from 12" to 18",

(8g) The aversge height of & person's

eye is 5', therefore horizontal window bars should be at 4'

or 6' levelss

{gg) Bhutters or the south end west
may be made maveabie to give reltef from sun and give pro-.
tection; shutters else glve color.

{gg) Wall space should be provided for

radio, books; tables, sofe, chairs, desk, and a nosk for
| geme tadbles, ote. . -

(gg) Lighting requirements include
medium intensity for general 1llumination with more bril-
lisnt light sources for verious points.

(510) A fire plece mey be desirable
for heasting and providing a center of interest.

{(r) Dining Room essentialg ineclude the fole
lowings

(hy) If there is no Dining Alcove the
Dining Room should heve an east sxposure with south expo=

“sure if possible.




, 18"

(ny) Entrances to Dining Room should
be as direct as possible from Living Hoom and Kitchene.

{hg} Window aills should be approx-
1mately 30" above the floor. Top of windows may be placed
a8 high as possible.

(hy) Vainscoating or dado should be
approximately 30" above the floor ito provide protection
from chair backs.

(ﬁ } Wall gpace for furnitore should
be provﬂdaa for buffet, serving table, china closet or cab~
inet, pasg opening, tea cart and extra chalrs,

(h } 1If there is a terrace door lead-
ing from the Dining Room, it 1g preferably sitvated near
the door leading to the Kitchen.

(h,) If doors are desired between the
Dining Room end Iiving Room, they may be of the French,
siidlng, hinged; or folding, typess.

{h ) It is prefsrable t6 have A cenw
ter ceiling light in the Dining Room. A floor cutlet (eless
trie) should be provided near the table {may be in the
floor)s - A wall outlet should be placed in the dado for con-

venience.
(1) EKitchen esszentianls include the fol-
lowing:

(1) an exposure providing some

.
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sunlight during part of the day is dozirsble.

(ip) The storage center should be
close to the service entrance. Adequate storage spece
for gix peraons includes approximetely B0 squere feet of
shelf gpace and 10 liniel feet of base esbinet sﬁcragegilﬁ}
Storege bins may be of the tilt, drawer, or rotating Lypes.

113} The preperetion eenter logleally
follows the storsge aénter; ﬁveragé'Eaﬁﬁanieﬁt gounter
surface heights ares preparstion center,36"3 mixing eoun-
ter, 32"; snd rolling pin surface, 334", ‘

(14} The cleaning center mey inelude
e single or double sink locsted along & wall or seross a
cornetrs

- {1g) Stove storege mey be in the stove
and above the stove. ' _

(15} The serving center adjacent to
the cooking conter should hoeve & metal top for hot dishes.
The door to the Dining Room sbould be of the double-acling
type and located near the serving centopr.

€i7} Wall space should be provided
for cook books and the like. ,

| (1) Vertiocsl storage bins for pot
and broom storesge sre desirsble, |

{15) Lighting essentisle imclude gen=
eral 111umination.bhrmugh@ut with eseh work surfsce woll
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lighteds |
(1) Desireoble Bedroom features ineclude
the following:
| {43) Bedrooms should have sunshine
at least pert of the day.
(§g) Trey should be sccessible from a
hall and be situated near & lsvatory.
(§3) They should be situnted to pro=
vide pz*ﬁmy for the oscupents.
(14) COross-ventilation is desirable.
(Jg) For e double bed which iec 4' 8"
x 8' 8", the room should heve &t lesst two foet of cleapw
ance on three sildes of the beds Space must slso be pros
vided for such things as a dreasing tsble, chest of drawe
ers, and cheirs. | ,
{15) Closet facilities should provide
& minimum of 3' of aigthasuhangermpola length per porson,
end the pole should be not less then 6' cbove the floor.
(Jn) Closets should have shelves above
the poles and have clothes hook strips with approximstely
10" between hookss
(Jg) Lighting essentials include gen=
erel 1lluminetion with h1g&er intensity of loesal iighting
Bt certain éreasa Unshaded light socurces should not be tole

eratcd.
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{k) Desirable Bathroom festures ineclude
the followingt

{k;} The Bethroom should be suffici-
ently large to agcomodate & 5' bathtub, or 4' gquere show-
er, & 20" tollet, 20" weter closet, and perhapg a smsll
dressing tavle.

{k;) Entrance to the Bathroom should
be mede from & hell, not directly from enoiher ¥Yoom. It
1s not desirable Lo have to passg through snother room to
enter the Bethroom,

(k3) If lesundering is done in the bose-
ment, & elothes chute may be located in the Béthmf}m,

(k4) socess to the Bathroom should
be essy [rom sny pert of the house.

(kg) 2n slectric outlet should be pro-
vided near the shaving mirror and side lights erc desire
able.

(8) Erepsration of FPlans. During the initial

gteges of plenning a housing unii, preliminery sketches are
meda. These sketchee are particulerly well sdapted for
study end for msking chonges acdording to the desires of
the buyer,

When corrections end additions are corpleted on the
preliminery sketches, the final plans sre drswn snd blue

prints sre made. The finished working drewinges should be
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geourate and complete. These drawings are extremely im«
portant ag they are the basic documentd of the construecs
tion contract. Drawings for a house should gonsist of
a plot plan, shouwing the loeation of the housge on the lot;
a wall gection showing the foundation oconstruction and the
construction of the side-wall and cornice; bassment plang
& first floor plen3 and if any, additional floor plans,
together with elevations of eoch slde of the dwellings
Plans and elevations of the garage, if &ny, should be in~
cluded. If stock items of milliwork or c¢abinets are not
used, deteiled drawings should be provided for these ftemd.
The number of sets of working drewings made depends on the
wishes of the bullder snd the requirements of the finan-
cing institution.

{4) Preparation of Specifications. Specifica-

tione are developed to amplify the plans and to deseribe
fully all process of the work, the guality of the motere
ials, and quality of workmanchip to be reguired. An exam=
ple of "Speeifications of Materlals and Worlnmanship” may take
the form of the fﬁllawingexamgle.(ll}

VATERIA LS AND WORKMANEHIP:~ ALl materials and work~
manship must be in strict conformence with the MIBINUM
CONBTRUCTI OF REQUIREMEINTS OF {city end Tinancing instituve

EXCAVATI NG AND GRADING:« The contractor shall
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accurately lay out the bullding as directed by the ovmer
and provide all tools, equipment, stakes, lines, and guldes
88 may be necessarys

411 trees and ghrubs, eto.

411 back grading shall be, etc.

E&Sﬁﬁﬁ?
Details ooncernings '

Cement Walls; Plers, Areag
Sand . & Footings
Gravel Cement floors
Conereto Conorete foundations
Forms Fireplace
Chimney

PLASTERTNG

Deteils concerning!

Seope of work
Interior lathing
Plastor, surfaces, eto.

GARPENTRY
Petails concaraling:

¥reming and dimension lumber Finich floors
Sheathing for outside walls  Door & window
Sub-flooring frames
Building paper Doors

Roof sheathing Inpide finigh
Siding » Cabinets

Wood shingles for roof Stairways
Bxterior finish and trinm Scuttle
Hardunars Protection
Sheetmetal Flaghing

ELEGIRICAL WIRLNG

Scope of work
Code rules ,
Fiztures (detailed)
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PLUMBL NG

Seope of work
Gode rules
Sewage digposal and water connections
List of fixtures (deotalled)
HEATING
Heating system Water heating
SPECIAL SPRCIFICATIONS AND REMARKS:=

Then developing dwelling specificationg care cshould
be taken to obgsrve the following suggestions to minimlze
subcontracting d@lays(2§a prevent misunderstendings betwesn
the doaler and buyer.

POOTINGS. Desoribe the construction of footings and
the moterisls to be used and pive the sizes, if not showm
on drawings, for each elass of footing for walls, plers,
chimmeys, etc.

FOUNDATION WALLS. Deseribe the foundation walls,
plers, otc., giving the materials end methods of construce
tion to be used, an&(describe the method of ventllation for
gﬁexcav&ted areas and the distance from the first floor
joists to the ground level.

CELLAR FLOORS., Describe the cellsr fioor, its come
poaition, including finish, thielmess, reinforcement, if
any, method of drainage, etc.

CHIENEYS, State the materials to be used in the con~
struction of the ¢himney; how [lusse, cap, fireplace, énﬁ

hearth are to be built; what thimbles, cleanouts, etc.,
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ars to be used. If the ﬁ?ﬁse ig of wood, describe how
the frame will be formed around the masonry of the chime
neys
| OUTSIDE STEPS, PORCHES, TERRACES, AND WALLS. Dese
eribe the construotion of amy>ﬁutsi&e steps, masonry, pors
- ¢heg, and terraces; to be included.
| MIALES AND DRIVEWAYS. State vhat wolks and driveways
are included and describe thelr construction.
- FRAMING. State whet material is to be used in frame
ing. If wood 1s to be used, give the kin&a, grades, and gle-
zes to be used for sills, plates, girders, jolests, studs,
corner posts, bracing, bridging, fire stops, rafters, ridge
poley sheathing aubflcpring, otes; and describe the manner
of erection.

BXTERIOR WALLS. Descridbe the materlels to be used
for exterior ﬁall fintehes, stating quality end sizes,
and methods of erection. |

ROOF« BState the kind of roofing to be used, glving
the grade and the manufacturer's name, ené @escribe the
method of layings

SHEET METAL., State what kind and weight of metal
i1s to be used for flashing chimneyes, dormers, vents, wine
dow and door heads, valleys, intersections of roofs with
walls, ete., and describe the moethods of installation.

Deseribe leaders and gutters and how they are to be
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connected to the draines.

IBTERIOR WALLS AND CEILINGS. &tate the kinds of wall
and celling finlshes 4o be used and ﬂesﬂribe methods of
finlshing.

TRIM. State the kind and guality of materiasl to be
used on exterior and interior trim, such as baseboards,
mouldings, etc.

WINDOWS AND DOORS. Give the style, material, quality,
thickness, snd siges of windowg, and exterior and interior
doors and frames 1f not indicated on drawings.

CLOSETS. Deseribe the 1nteriﬁr fittings of any closets
that may be included.

BUI L9=IN ACCESSORIES. Deseribe fully, kitchen cabin~
ets, bookcases, medicine cobinets, and other built-in ac~
cesgories, giving the aiges, kinds, and gquelity of mat-
erials. |

FINISH FLOORS., State the kinds of meterial for fin-
ished floors to be installed, giving the’quality;.siz@sg
and methods of laying for sach room and by whom they are
to be laid.

PAINTING. SBtate the mixture of paint materlals to
be used, gi%ing the gualities and manufescturer's name,
also the number of coats to be applied on the wvariouvs parts
of the work, and eolors to be used.

FINISY HARDWARE. State the amount to be allowed for
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" the purchage of finish hardware, or list the different

ftems to be used and give the manufacturers' names and
catalog nuwdbsrs for all items.

PIUMBING. Describe the fittings and methods of in=
stallation and state who 1s to make connections with
public water gupply and sowage systemse List 2ll fixe
tures, giving the manufacturer's name and catalog numbers
of sach item, nnd describe the system of hot water supply.

AEATING, Describe the heating system, gliving the
nemes of the manufacturers and the catalog numbers of the
heater and other parts of the system.

ELECTRIC ¥WORE. State the allowance for lighting fix-
tures, and by whom they are to be installed, and llst all
outlets and switches and where they are to be locateds

MISCEILAKEOUS. Any other items of work not specific-
ally covered hers should be fully describade

Two or more copies of the specificationg are usually
requireds They are signed by both parties to the contraet
and one signed copy of each is retained by each party.

¢, Finance Service., Under the proposed marketing

plan the buyer obtains funde {0 purchese a housing unit
by dealing with the retailer who negotlates all detalls
eoncerning the loanes

Today & majority of housing units are belng financed
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under the Fedeval Houslng Administration program. The
Federsl Housing Adminietration insures loans made by ap=
proved lending institutions for ﬁﬂveloping:cer%ain.alaéses
of housing units.

For units scld under the FHA insurance program, the
folliowing finaneing @rﬁﬁeéur@ may be follewed:

Forms essential to conswmating a losn ere provided
by the FHA and are cbtained by the dealer from local lends«
ing institutioneg. Thege doouments include {1) Credit
Ztatement, (2} Hortgagee's Application for Insurance, (3)
Yortgagor's Property Description, (4) Hortgage, and (5}
Hortgage Note, All details eesentisl to fllling out these

documents are carried out at the dealer's office end proper

forme sent together with plans and speclificatlions for ine

gpection and commitment for insursnce to the local FHA Insure

ing Office. After the documents have been returned with
commitment for insurance the mortgsge is recordsd in the

sourt house and the way is clear for construction to begin

- on the housing unit.

For non~insured losns, financing procedure will vary
according to the requirements of the lending instiltution.
The functions necessary for obtaining the loan, however,
are carried out in cooperation with the lending institu~
tion through the retailer's office.

d. Construction Serviece. After plans and other
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documents have beon returned by the insuring office or
lending institution, cells for bids are sént out to all’
subeontractore necessary for completing the housing unit.
The dealer is the major contractor, but all work is done
by subcontracted lebor. By this method the dealer, who is
familiar with all sub eontraéting firmg, can easily nego-
tiste the construction details and thus relieve the buyer
of thie responsibility which to him would be a @ifficult
and arduous taske '

e» Construction Inspection Service, During the

eourse of construction the work 1s closely inspected to ine
sure proper use of matericls and proper methods of construce
tion as outlined in the plans end specifications.

The buyer may ¢all for special inspections at any
tire he feels 1t is necessary in order to gafeguard his
interests.

f. Hpintenance Bervice. # clause in the construction

contract may be included to guarantee free inspection sere
vice of the housing unit for any number of years after com«
pletion of the unit. %he purpose of the serviee being to
insure value and long life of the unit by suggesting proper
measures for maintenance and repair. Inspection intervals
may be desided upon by the dealsr.

Thig form of waintensnsge is as important to the hous-

ing unit as lubricaticn and overhauling is to the automobile.




30
Proper management of tangible property of this type calls

for a definite program of maintenance and repeir.

2. One Price for All Services.

Under the terms of the e¢ontrsct one consideration pays
for all services rendered and materials used in developing
a gingle housing unit.

During the plamning process the buyer is informed as
to what amount he should logieally spend for the unit
according to his capaclty to buye With this sum in mind
he can alter the size and quality of the unit within the
limite of the amount. e knows in advance definitely what
to expect for a certain sum and will not be confused by
having to gather . together and add the individual charges

mede by all the various contractors and service agencles,

3« Responsibility for All Serviecesg Held by the Dealer.

since a single sum is paid to the retailer for all
gorvices reundered pertaining to a particular housing unit,
the retailer must stand responsible for maintalning the
guarantes of the product. The buyer csn protest to the
potaller under terms of the contract for any and all grieve
ances concerning the housing unit. During the course of
eonstruction the retailer and buyer will develop personal

interests which will promote sympethy and undergtanding
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for each other's problems, and grisevances can be eagily

corrected.



CHAPTER III
APPLICATION OF THE PLAN

A Introduotion

Applying the plan to a bullding material/?etailing
firm may require certain changes to-be mede in }hﬁ;xirm’§ 
organization and the adoption of new functions by the per-
sanﬁel; A typienl example of applying the plan isg inéludad
in this discussions Variations from the typiecsl case‘are
algo presented to inelude contyacition and expﬂn@ian of the

plan ag it is affected by various market conditions.

B+ Typical Example

of Organtzetion and Procedure Under the Flan

1. Ioeation, layout, end Bquipment.

_ To create optimum conditions for consumer contact
might nacéssitaﬁe egtablishing an offlice in the downtown
businesé distriots Since this sotion is perhaps beyond the
irmmediate teach of the average bullding meterial retaller,

business procedings may be carried on at the presont gtore

gite.

& planning room should be provided whers the customer
gan study plans and other litersture pretaining te housing
units, Desks and drawing equlpment ghould be provided for

the customer to use when working out personal houslng
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problems. Freliminary sketches and finighed plans may also
Be worksd out here in cooperation with the desler's planning
agents Pictures of houses and various housing unlt die=
?iays should be shown and kept up to date in gtyle and de- ‘
signs FPlamning room facilities might also include a libras }
ry system for loaning plens to the customer for study at
home. | .

An office should be providsd inkwﬁﬁeh.the real ﬁstét&
‘end finance functions cen be carried out. This cfficé and
the planning room may be combined if necessery. No @thé?

- ghanges in layout are required.

2. Pasis of Organization.

Functione of the plan bave been analyzed sufficlently
to ﬁ#rrant setting up relationghips within thevarganizatibn
to most efficiently aarr? ocut these functions. In assign-
ing duties to individuals, fundamental functions of organi-
zation should be applied, nemely, ‘specializstion, responsie
bility and provision for check of one anit on anather*(az

It must Ye kept in mind thet an organization pl&ﬁ '
ghould be o general one and its applicstion to partieular
gituntions ghould taks into consideration individual cir-

cumstances.

B+ Departments.
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The organization will include two major departments:
The Centract Sales Department, ineluding a planning agent
and & renl estate and finance agent; and the Naterial Sales
Department, including the géﬁér&l manager the.accﬁuntantg.
truck driver, an&‘a-materia& salesman. Employees of both
départments‘are dirvectly responsible to the gencral man=
agere

The Contract Sales Department deals only with sales
requiring contracts. These are housing unit sales ond one
price covers all servieces 1nazudéd in each transection.
The Material Sales Dapartment»c@ntroia material purchases
and material sales, and assures delivery of all materials

for both material mnd eontract ssless

4. General Nenager,

The general manager's gualifications may perhaps be
hest aﬁpl&ine& by listing the duties for vhich he must
be qualified. The general manager’s duties in e-brcad.éense
are to promote lasting consumer good will and to develop a
gound business program. Kore definitely he must Aevelﬁp
a1l major polieies of the firm; attend to important prob-
lems arising from both external and internal relatlons;
determine the position of the firm in the cormunity and
148 relation to other organizations. He is the responsible

representative of the organization regerding 01l sales and

A
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purehases and ghould plan the functions of both departe

ments,

Be FPlunning Agent.

4 plenning esgent will be employed who in his capscity
ag an architect at the game acte as & salesman for the
firm, He helps the customer decide what will properly £iil
hia needs, prepares preliminary sketeches in eooperation
with the custumsr, énd carries out the funetions described
under "Plamning Service” in Chapter II.

After final plane for a housing unit have been agreed
upon, he rofers the customer to the real estate and linance
agent for his gervices in commecilon with the proposed -
housing unit, If an agsistent drefteman i not employed
thé-ylanaing agent also prepares plans and specifications
for the unit.

. hen a construction contract hes been gigned by both
the dealer and the customer, the planping agent pleces

cards in the mail which invite subcontractors to call at

- the drafting office and submit bids on various parte of

the work to be done. A1I subcontracting details are handled
by the planning agent who also inspects and supervises con-
structions

A person t¢ gualify for the position of planning asgent
should have had ennaiderabie experience in designing and
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building homes. He ghould also have the ablility to proe
mote confidence and good-will whén dealing with customers

and subsontractors.

6« Finance and Real Estate Agent.

inothep person will be employed to capry out the
functions outlined under "Finance and Heal Estate Service®
in Chapter 1IX.

If a customer's firet iﬁterest ig to purchase 8 build~
ing site, he may contact the renl sstate agent for his sers
vices before bveginnlng the planning progcess. In this case
the agent presents the marketing plan to the customer and
serves a8 & salesmoen for the fime. He also cooperates with
the planning agent to progerly coordinate their reabective
functions regarding & particular housing unit.

Gualifications for this position require considerable
house planming and finance exXperience and also the ability

to promote a good-will relationship with the customer.

7. Basis for Price Quototion.

An pecurate estimating system is necesasry to safely
quote the price for which a proposed housing unit may be
sold. The sysiem should be the fesult of a study'mad@ on
total costs of housing unite in the vieinity of the partice
ulsr firm. The study will provide local c¢ost data which
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san be effectively used in future estimates.

Probebly the guickesti and essiest estimating method
1e the use of the per squere foot costs {floor sree),
which ere found by éiviaing total house sosts by the number
of square feet of floor area of the-unit¢' Experience and
study of sccurate cost records should improve the sceurscy
of this type of estimeting, and it may be used for guoting
approgimete prices with very little figuring.

A Job EBstimete form is used by the plenning sgent for
determining the actuel contract Qriaé to gquote to the euse
tomer Guring the plenning process. This form mey inelude
the following it@ma%{l4)

JOB ESTIMATE

Job __ Rs Cs Brown Cerpentey
8ge Fts of Bstimator

Flr. fArea _1266
Quoted Price _$3800,00

Date

THE WATSRIAL BSTINATE _ Eot. Gost Reteil hotu:

Cless 1 Dimension
B 2 Oome Bdiﬁ#

o 3 Finish Lor.

" 4 ﬁhingles:

" 5 PFinish Flr's.
" & Mouldings

" 7 #iliwork




GClass 8
" 9
10
"1l

Metal Mat'is,
¥inish Hdu.
Built-~Ins
Kisce
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Tolals

TBE_SUBGONTRACT ESTTNATE Ests Cost Retail Actus:

Cless 12

Excaveting
Concrete
{earpenter
Plumbing
Wiring
Hasonry
Plester
Painting

Ploors

e ...il?ﬁ 2 ,1

Balerisl

3094..00.

ABAT.BY .

Saies Dept. Grops Profit

Quoted Price
Retail value less service charge

gontract

Sales Depts Gross Profit

2505,00
682,81
23800.09
S2H87:81
'ﬁlé&lg

¥hen the plenning esgent has sdded the estimeted cost

column, he must edd an smount thet will inelude an estis

mated profit on materiels plug = charge for ell services

to be rendered in comnection with e partiecular ssle. The
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additional amount will vary according to the amount of ser-
wvices necessary to develop plens ete. The quotéd selling
price will then include a normel profit for materials pluse
a charge for gervices It must be remembersd that the sell-
ing priﬁe}rspresents only ean estimate and that the total
actual profit mey e more or less then the aatimatad'prurit
depending on actual costs.

Experience and eareful study of cost records will make
estimating easy and glve the estimator confidence to quote
quickly, selling prices that will return falr profits.

Tae actual cost and retail price columme are filled

vhen true costs for the job have been determined, and when
the job is finished a record of the acouracy of the esti-
mate 1g avallable for future refercnce, Total gross profit

for the sale equale guoted price leéss actual costs.

B Qontract Agreemont and General Conditions,

The experisnce of the Federal Houeing Administration
has ghown the importance of well<«drawn and complete con-

troct documents upon which it can, with confidence, 1ssue

ite commitment to insure a mortgags involving new construes
tions 1t has been found that many progpective home ow#ers
permit looge and irregular contractual agreements when
building their homes., Such practices usually lead to un~

necessary misunderstandings, legal entanglements, and

o o
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other avoldable difficulties resulting in loss to the
OWNers ﬁﬁaaua%ﬂ-doaﬂmEnta are a protection to the home
pwmer, the mortgegee and the matseriasl dealer.

The following form includes essentlial detalls to be
included in a small house construction contract embracing
inclidental serviaes-gf the marketing plan*(iﬂj

CONETRUCTI ON_CONTRACT

THIS AGREEWENT made on this __ day of 4 19

by and between ____ Holt Lbr. 8o, s party of the first

part, snd __ Ry Os Brown =, party of the sece

ond part, tﬁ*ﬁité

For and in consideration of the sum of £3800, to
be paid by the party of the seeond part, the party of the
first part hereby agrese to furnish all material and all
iabor necessary to complete a __ room reeidence to be lo-

cated at —2ccording to plens, specis

fications and notations agreed upon and prepared for the

purpose by ___ Holt Ibrs Co.  , and by this reference

made a part of this contract. The plans snd specificae«

tions shall be signed by both parties heretos There is

no other sgreement than that set forth in this coantract,

and included plang, speeifieationg, and notations.

GINERAL GONDI TIONS

CHARGRES ARD GPECIAL WORK: The ownsr shall have the

right during the progress of construction to meke any

S
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alterationsg, additlions or ommisions that he may desire.
These changes.ﬁhall be carried intc effect by thelaantrﬁca
tor without violating or vitiating the contrsct. IF SPE-
CIAL CHANGES ARE MADE TUE VAILUE OF THE BAME WMUST BE AGRLED
TVPOR 1Y WRITING BY TIE OWHER AND CORTRACTOR. HNo ommisions
will be allowsed or extra work included unlesgs ordered in
writing by the owner.

RELEASE OF LIENS:~ The Conmtractor shall furnish the
owner before final peyment i¢ made mith a full velease of
liena signed by all subeontractors end material men asgso-
clated in any way with the work.

OMMISSI0NE1+ The drawings and specifications are
intended to cooperate, and anything not shown on plans or
mentioned in specif&catiana but whieh is neceasary to make
a complete job shall be furnishéd,fha some as though showm
or mentioned in both.

PAYHENTE:~ Payments are ;a-be made during the prog-
ress of work as follows:

Down payment, Casgh

— % of total contract, less cash down payment,

when the roof is on,

% of total contract when the plestering is
completeds
The balance of % of total contract vhen the

building is completed and accepted.
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The first party shall notify the gecond perty in

‘ writing when the building is éemgl&med, and the owner

| shall have ;““zdays within which to secept it end if

cbjections are not made by the second party to the first

party in writing within that time, detailing the objecw

tiong to the construction of said building, the bullding

ghall be deemed accepted and final payment shall immediw

& ately become due and payable.

ACCEPPANCE CLAUSE:= fThe house shall not be occupled
until_aeeapt&d by the owner and the final payment made
therefore, Occupancey by the owner or snyone holding under
him ghall constituts full and complete acceptance of the

work, and the baslance owing under the contraet (including

authorized extras), shall be immediately due and collec~

| .
| table, The party of the first part shalil be entitled to

the sum of ___ per day as liguidating damages if by reason
of second parties aécupancy until firet perty hes been paid
in full. ' |
EXTRAS AND ALTERATIORS:~ Any alterations, extras, or
departures from this, the original, shall be agreed upon

in writing; the price for such alterations, extras, or dew
|  partures from the plans and specifications shall be stated
thoerein and attested te by the signatures of both perties
of the contract. '

ARBITRATION:= In the svent of any dispute relating
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or pertaining to this contract, sald dispute will be re-
ferred t0 , ~ whose decision shell be final and

binding to both parties of this contract.

INSURANCE:« 1In all instonces, all labor performed
on gaid econstruction shall bhe protected by Ilablliity In-
surance provided by the party of the first part, insure
ence on the bullding itself shall be pald for by the party
of the second part.

HOLT LBR, CO. J. R. Holt
Farty of the first part

Subjeect to final approval
by J. R. Holt _Rs C. Brown _,Husband

APPROVED _J. R. Holt _Ella Brown _,Uife

If the gale includes land in addition to improvements,
the coniract agreement will vary to conform somewhat to
following form:

THIS AGREEMENT made on this _ dey of __ __ , 19
by end between »Ealt_Lbr,“Ga._ 3 party of the first

part, and ___Rs C, Brown __, rerty of the second part,

to wit:

For and in the aonaiéeratinn of the sum of .
to be pald by the party of the second part, the party of
the first part hereby agrees to convey fres of all encum-

brance by & good and sufficient deed the following described
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real property.

Tot___, Block__,  Addition to the City of

s County of =, Stateof _ .

o be improved by the sonstructlion of & residence according
to plans and gpecifications agreed upon and prepared for

the purpose by the Holt ILbr. Co. , and by thise reference

made a part of this agreement. The plans and specificetions
ghall be signed by both parties hereto.

O Subcqntractora.

Yhen both parties have signed the contract the plan~
ning agent contracts subcontractors whoge activities are
outlined as follows:

a. QCavpenter. For a certain job the carpenter 1s

asked to submit & bid for all carpenter labor. With his
bid he must submit a liat of the materials he will need
for the job acocording to the plans and gpecifications.

The carpenter who is awsrded the carpenter ledbor con-
tract is given a 1ist of all other subcontractors for that
job #o0 he can call them vhen he is ready for them.

ba Al;yﬂtber Subcontractors: A&11 other subcone

tractorts bids are made for both labor and materisls.

If the dealer c¢an furnish any of the materials such as
paint or cement, a bidding provision requiring the use

of the contracting desler's materials will insure quallity

materials, and all bidders will be bldding on an egqual



ST T M. 843T

45
material cost basis. The dealer will make profit on theege
items which might otherwise be purchased elsevhere by the
subcontraciors.

Haterial lists, which are submitted by the carpenter
and other subcontractors, are used by the gensral manager

to prepore a Haterisl Control for the job.

10, HMaterisl Control.

For keéping records of mateorlals needed, ordered,
and delivered for a particular job a form of material
cen;rel mist bo kepte iﬁa form for thiz contrel ig ile
Justrated as fallcwa:(15)

WATERIAL CONTROL

Total 1813.81

Owner ;R;“Gg Broﬁg

Carpenter
contractor _

HATERIALS {adjustments)

Class 1, Dimension

ords Del. ___Pe., Size Feet Fhotall Additlional A
__ ___ Oirders o B material 10.11
Wil ﬂ e o o o

e — i m— e — Haterial
T poats ) - — not req. 9.01

~ LsJdeist
—— T RKte. B

B T T Tim




Class 2, Common Boards

Bub«{loor
Sheathing
Bhiplap
Bridging
o . Ete.

- Class 3, Finish

Gornlee
Barge
Biding
Corner Bds.
Frieze
HWisc.

Total , 252,00
ikl , » _ — A A St d

Class 4, Finigh Floors

Totel eo.m

Class 5, Shingles and Shakes
Total —— T5.70

Clasg 6, Houldings
Total | o 62.40

Clazs 7, Millwork
Total . o 354,02

Class B, Netal Materials

Total | _ 54,01

$lags Y, Finish Hardware
Total A 58471

{(Concluded on next page)
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Clage 10, Bullt-ins
Potol 28450
Class 11, Mise.

Add Clags

Total 13.70
Class 12, Subecontractors! purchases
gonecrete, Contractopr
ﬁﬂﬁ@m, # ‘
Plaster, "
Painter, @ -
Total _580.00
SUMMARY, CLASS 1 to 12
Clase 1 Dimension ' 191.69 Adjuetments
_'“ 2 Come Bdse 1541166 o o
“ 3 PFinish Ibr, 252.01 Total Add. 10411
" 4 Finigh Floors 80.83
" 5 &hingles & Shk's 73,70  Total not
¥ 6 Mouldings 82,40 1required 0.0l
v 7 Millvork 354,02  Adjust to 1,10
" 8 Metal Mat'ls 54401 '
" 9 Pinish Haw. 48,77
b 10 Bullt-ins 82«50
711 pdse. A3.70
Total 1292.%1
Adjustments . 1.10
- 1293 .81

12 Suboontractora’

purchages 520;96
Potal contraoct mat. sales 1813;81

Total material sales, 1813.81, is the total vetail

price for

all materials furnished by the fdeslier for all

subcontractors. fThis figure is recorded in the Contract
Haterlal Bales Acoount.

When e sabcontractor orders materials for a job

the Ltems

are written on an order tickets Ihe name of

the job snd the subeontractor's name are written on the
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tiokets ¥When the material has been delivered the items
are checked off on the materiasl control.

if an ordsr comes in for material not stoscked by the
desler, such ag sand or gravel, the dealer calls a sand
and gravel oompany and orders them to deliver sand to the
jobe The sand iiem is written on an order form by the
building material dealer and the ticket is signed by the
contractor who ordered the sand. ¥%hen the concrete sub-
gontractor ig paid for fullfilling his contract the re-
tail price of the material used by him is deducted from
the contract price, and the subcontractor signs a release
lden against the property on vhich he worked. ‘

Every material item is listed on the Materiasl Control
Form so that vhen an item is ordered for delivery to the
job, that item ig checked under "Ord." (meaning ordered),
and when it has heen delivered the number of the order
ticket 13 written next to the item under "Del." (meaning
delivered)s. The number alds in ehecking details of the
delivery by refering to the delivery tieket having'that

number .

1le Pivision of Contract Seles Profite,

Profit from a housing unit sale to be eredited to
the Contract Sales Department ig found by subtracting the

true retail value of all materisls and subecontracts from
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the quoted price (Ses Job Estimate paée 37)s ‘The same
profit would result if the Contract Saeles Department actu=-
ally bought the materials for the housing unit at retall,
added their service charges and scld the completed units

For each contract sale the retail price total as
found in the Job Estimate is recorded on & ledger card.
Material sxtras are itemized individually at yetall in
the acoount and any other cost items that may occur are
sdded., The balance of this account 1s posted to the cus~
tomer's perasonal account. The sccounting procedure for
distributing this profit is 1llustrated in the following
Ledger Control.

CONTRACT LFDGER CARD ______ Rs C. Brown Job

¥hen scetual cogts have been
deternined retail extensions
are odded and the total
posted heres

3587.81

Authorized extras at retail
ars added here with other !
miscellaneous iteme. 00,00

Total — 587,81 3587.81 To R. C. Brown Acct.
TR C. Bromn Aesewnt . (5800.00)
. ’ t
3587,81 | Recelpts
212.19 To Contrsct Sales 100,00
Degto Salary Acct. 850,00
1600.,00
R BT — 950,00
3800.00 e, — 3800400
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cogtréﬁt Sﬁlea,vept, salary Ascount

Hithdrawals and other Contract Sales Dept.
dept. expenses gross profite from

Job Rstimates
Hs Jones Rs Jeff

R. C. Brown job 212,19

Jan. 150 180 Be Ks James ” 150,00
Kar, 150 150 Etcs
Ete.

At the end of the fiscal year withdrawals plus other

department expenses should approximately balance profits

. in this account: The balance of the seccount mey be car-

ried on from year to year or a bonus may be given to the
Contract Sales Department employees to balance a surplus

and salary reductions made to balance any deficiencles.

13. pSubcontragt Payments.

1# order to receive thely contract payments all work-
ergs on & job must obtain from the cafpentar in charge &
requisition signed by the carpenter. He 1s suthorized to
sign these reéquisitions for payment only when he has ine
spected and approved work done by these men. All payments

to subcontrastors are made st the deslerts office or by

mail upon receipt of requisitions signed by the carpenter.

The carpenter can requisition for himself an amount
equal in proportion to hig contract price to the amount

of work done. For instance, 1f his contraet price was
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$800 and approximately half of the sarpenter work was
finished, his total requisitions to dste sould not exceed
$400.

14, Contract Sale Control Summery,

Recelpts from contrasct sales sre debited to Cash or
Bank and credited to customers' receivable accounts.

Ree&ipts‘fram‘subcantractgrs for materisls are debe
jted to subscontractors’ receivsble sceounts and eredited
to Cash or Benk. “

Disburaements for subcontracts sre debited to Sub-
contract Expense end credited to Gaéh.

Disbursements for meterials sre debited to Materisal
Inventory end credited to Cashs -

Disbursemonts for Contract Sales Depertment expenses
are debited to the expsnse controlling sceount for that
depertment and eredited to Gésh; |

Contract material seles ere credited to Contract Mate
erisl Seles Account. |

- The method of prefit distribution is illustrated on
peges 49 and 50+ Methods of coet and materiasl control are
illustrated by the use of the Job Estimate on pages 37 and
38, and by uss of the Material Control on psges 456, 46, end
47, | -

For determining profit and leoss for the year the

o
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following outlined Profit and Loss form may be usaaw{ )

RETURNS FEOM SALES:

Contract laterial Sales XXRXRX

Gtore Material Sales XXXEX XXEXXX

Returne and Losgses o XXX
et Sales ‘ EXZIXEXK

COST OF GOODE BOLD: _

Inventéry, Jan. 1, 41 XXX

Purchnges XXX

Returng and Allowances XXX XXxXX

Freight In  XEX  RERX

Inventory, Dec. 31, 'él - HXXXK EXRX
Grosg Profit on Sales XXXx

OPERATI NG EXPENSES?
Selling Expenses:
Freight out
Advertising XXX
Delivery Expenses
Contract Sales Dept. Bxpensges
Deprecizstion on Truck
General Admin. RExpensess
Office Balaries
office Supplies used
Postage, Teleprhone & Tels
Ingsurance Expense
Depreciation on Equipmsnt

:

Banul hi

XXX EXXX
: XXX
ADD OTHER 1XCOME:
Cash Disecounts } XXX
interest on Hotes Recelvable xx
Other Inconme , XX XXX
: XXX
DEDUCT OTHER FXPHNBE:
losg on Bad Debts XX
Xnterest on Kotes Payable , ¥
Other Expense . _ xx _xx
Bet Profit for the Ppriod Ending Decs 31, 41 ' XXX
Cs Applying the Plan $o0 4n

Orgenizetion With 4 Iimited Housing Unit Market

In small communities the refurns from building mater-

4al and housing unit sales may limit to perhape three or

o
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four the number of employees in a local bullding moterisl
firm. Hany factors in addition to p@ﬁulation influence
the volume of housing unit sales; age of existing housing
units; general economie status of the peopls; and induse
trial expansion or contraction are vital factors, VGhere
these factors indicate that the number of employees should
be limited to three or four ln & locel building matariai
firm, certain variations from the typiecal case will ﬁe
necessary when applylng the marketing plan.

The general maneger will continue his functions and
also the duties of the finance agents If s planning agent
cannot be employed all three major services, financing,
planning, end real estate must be negotiated primarily by
the manager with some planning ald from the bookkeeper.
The guccess of the latier arrangement depends upon the
ability of the manager to carry out these functione. Iif
he is not sxperienced with one or more of these services
it may be to his adventage to acquaint himself with the
fundamentals of each and extend the ﬁaximum amount of gere
vice to the customer.

In addition to his planning duties the bookkeeper
will handle store material sales with the ald of the truek
driver when the latter is not out on deliveries. |

¥hen limiting applieation of the marketing plen the

uge of the #aterial Control and Job Estimate may be continued

B : | ‘
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and contract ssles controls will be fundamentelly the

Same .

De Applying the Plan To An

Organizetion With An Unlimited Housing Unit Market

& lerge city provides optimum conditions for employe
ing the houzing unit merketing plen. & dealer with suf-
vficient capital may locete his main office in the heart
of the busginess district to maximize customer convenlence.
Customers can be given expert individuel service covering
all features relating to housing problems, Individual
planning booths and many other customer convenlences may
‘be provided and the organizetion mey be expanded to ine
clude separate offices for each service department. sev~.
eyal planning agents may be smployed with aéaistan%s to
draw housing unit plens. & construciion forenman m@y be
employaﬂ to make all ingpections and supervise construc~
tion. GSeveral material stores mey be losated at strategle
}peinte throught the city to facilitate material delivery
'amﬂ'reduaa transportation costs. Housing unit sales may
also be made at each of the material stores to accommodate

1oaal customers.




CHAPTER IV

POSSIBILITIES FOR FURTHER DIVELOPHENT OF THE MARKRTING PLAN

As Intreduction

A marketing plan which shows promises of eresting
certain soeial and economic benefits should be carried
out to its fullest extent. The purpose of this chapter
18 to present certain possible additions to the basic.
functions of the plan which may be prgeﬁzeal and will add
to the general adventages ocreated through their use.

The suggested additions are but a few of the many
poasible ramificationsg that might be adopted in this con-
nection, but it is hoped that those mentlioned will point
the way for furither research and development in the fleld

of morketing housing units.

Be Gooperative Profit Sharing

To earn a profit sharing privilege & customer would
cooperate with the building material dealer by providing
him with prospects for contract sales. The customer's
profit share would depend on two factors: (1) Amount of
gales, snd (2) smount of profit made on thege sales. If

a customer's prospect sales totaled $1000 and profits on

81l prospect sales warvented a 4% cooperative dividend,

the customer's profit share would egual $40 in cash or
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& layger amount in eredit, depending on the dealer's prace

tico of marking up his ilnventory.

Gs Exchenge Selling

& provision in the sales.cantract may be moade pere
ﬁit%ing the market value of existing housing unit to apply
ag part of the consideration for a new units Under these
conditions a customer wishing to trade-in an 01d hﬁﬁsing

unit could do so,and the dealer would beeome owner of the

unsed unit. The dealsr could remodel and offer for sale

units tekeun in in t&ﬁa monner, or a prospeciive buyer could
direct the remodeling acscording to the latter's wishes, and
contract negotiations ¢ould be carried out in accordence
with the regular subcontracting procedure of the marketing
plans |

Los Angeles builder who hos practiced e form of
hauSing unit exchange selling found the following home
improvements necessary 1o ingure gulck profitable s&les:(g)
cleaning an&.pruning the yard and lewnj londscaping}
repsiring the roof} painting interior and exterior; in-

stalling linoleum and shades where neécesssry; and replace

ing lighting fixtures and locks where necessary. His

- sales inereased gubstantially through his practice of

exchange selling.
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The exchangs yrocess gives the home owmer added buye

ing power when using an existing housing unit as the down
payment for a new unite. It gives him the same privilege
entertained by the automoblile owner, and eliminetes the

process of engeging a real estate ggeut £0 dilspose of old

properiy when purchasing & new housing unit.

D« Selling Completed Housing Units

In addition to offering planning and other gervices,
bullding material dealers with gufficient capltel may |
build housing units whilch can be occupled or used Lrmedi-
ately after beling purchased. Hany buyers wlll not fing
1t convenient to walt for seversl ﬁ@aﬁhﬁ before they can
oceupy @ Awelling.

Analysis of buying trends will provide information
ag to what types of houeing units may be most easily sold.
The construction process for these uwnits may be carrisd
out on the same subcontracting bagis ag that used for con-
%méct aéles with money borrowed from locel lending insti-
tutiong. In this connection the ready~to-use housing units
may be fa&tura& and advertised as model homes, and some may
. be completely furnished in ecvoperstion with loscal furniture
and department storee, all homes being displayed “open for

inspection’ prior to sale,

|
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Be ?ramﬁting‘Subdivisian_ﬁmgrovemgnts

Certain dealers may find it convenient to purchase
tracts of land; subdivide them, and place minimnm.valﬁ@
resirictions on proposed housing unite to be developsd
on these tractg. This plan will enable the desler to
guarantee the neighborhood values for each subdivision,
and the customer can zonfidently dbuild on these sites

housing units conforming to the particular resgtrictions.

¥« Sponsoring A Future-Home-Omners' lub

in districts where prospects for future housing unit
gales sre good, the building material dealer may sponsor
a Future~Home-Cwners' Club. fThe object of the orgeniza-
tion would be to educate its members concerning meny vhases
of home ownsrship and instruct them in the art of planning

gnd developing economical and socially edeguate homes.



CHAPTER N

SURMARY AND RECOMMENDATIONS

ke Summery

The susteined demend for building materisls uwntil
recent decades made it unnecesssry for the bullding ma-
terial desler to promoie consumer educeilon and generally
gtimulsate the bullding meterisal business.

In meny other retsiling fields highly effective mere

chandising techniques were developed because of the come-

petition which developed betwecn subsatitute goods, and
the consumer begen spending en increasingly greater amount
for other goods end less and less for building materisls.

The process of assembling housing units presents
numerous obstacles to the consumer whe lascks the know=-
ledge necesssry to properly utilize building materisle.

.The preposed marketing plan to facilitste the pur-
chese of housing unite includes resl estate, plenning
finance, and building servicess

One price includes ell services and meteriasls for
each housing unit.

Respongibility for sll services snd meterials of
each housing unit sale is held by the building materisl
desler.

4 desaler must provide additionsl service fecilities
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wvhen adopting the marketing plan. Layout should include
plenning room facilities and quarters for finance and
real esiete egente.s

Trwo depertments cerry out the functions of the mare
keting plenj the Contrect Sales Department, which pro-
motes ealeg_raquiring éontrasta; and the Hateriel Sslean
Department; which controls material purcheses end sales
end sssures delivery of sll materials.

A Job Setimata is used by the plenning sgent to og-
tablish contract ssles quotetions end for recording re-
teil extensions and sctuasl costs of housing unit sales.

4 Materiel Control is used to record materiel orders,

deliveries and adjustments for contrest sales.

All contract sales labor is performed by subcon-
troctors. |

Contraet seles profits ﬂepehd on the estimsting sc~
curacy of the estimator and upon the total number of cone-
trect ssles. 4 housing unit seles price includes & pro-
£it on materials &nd & cherge for services necessary for
developing the unit.

When the marketing plen 1g epplied to & limited
housing unit market, functions of the plan must be re«
shuffled smong fewer employees, but the sontract gsles
controlling sceounts remein fundementelly the same.

An unlimited housing unit merket provides idesl

conditions for applying the marketing plan. Services
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may be extended and housing experts emplayeé.in each de-

pertment. Functions mey be extended to ineclude cooper-
ative profit shering, exchange selling, selling completed
housing units of vearious kinds, promoting subdivision im«
provements, and other funcilons designed to promote cone

gsumer and desler benofits.

Be BRecommendetions

4 building meterisl deslsr wishing to sdopt the
housing unit merketing plan must have access to réliable
cost records and trained personnel; without these, con-
trect sales gquotations cennot be mede sufficiently escour-
ate to proceed on a business~like basig. Very eareful
cost records should be kept of every housming unit sale,
snd fluctustions in material and lebor costs checked con-
stantlye

hen plens and spescifications are developed they
should be complete in every detesil to minimize misundere
standings, perticulerly with subcontrastors.

Perheps the best method of testing the fessability
of the merketing plen is to develop it gradually, scoum=
ulating ecgurste cost records end perfecting estimating
procedure. Vith these factors fairly well esteblished the
plenning service may be offered end smaell contrset sales
consummateds As estimating sccuracy improves and veriocus

organization problems ere sclved, services may be extended

o
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- to include all rhases of the housing unii msrketing plen.

Bxtensive azdoption of the msrketing plen should pro-
mote social and economic benefits for both the desler end

building materisl consumsrs
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