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| Foreword

Martin Luther King Jr. used to say, “You can’'t expect people to
pull themselves up by their own bootstraps when they haven't any
boots.” It was his way of telling affluent Americans of what it
means to be poor and disadvantaged in this country. It was also
his reminder to the poor indicating what they needed to start with
to build a better life.

Dr. King would be pleased to see that the disadvantaged are in-
deed making great strides to become self-sufficient. People are
learning to unite, to organize, and to find practical ways of meet-
ing their own very pressing needs for jobs, for social services, for
education, for better housing, etc. They are indeed learning to
create their own “boots”—through creating hundreds of success-
ful self-help projects in our inner cities and rural communities.

Although self-help necessarily involves a great deal of trial and
error, it also leads inevitably to self-education. And the intrinsic
value of the research presented here through Project UPLIFT is to
encourage this educational process. For the first time, people in-
volved in successful self-help efforts are sharing their experi-
ences on a large scale to encourage others to follow in their foot-
steps and to help others to avoid their mistakes. Furthermore, we
have here a means whereby society as a whole can gain new in-
sights into the role it could play in assisting our disadvantaged
citizens, while preserving the pride and dignity of all individuals.

M. CARL HOLMAN

President
The National Urban Coalition
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Editorial Note

This book has been prepared—under a
grant from the Office of Economic Opportu-
nity to the United States Jaycees Founda-
tion—by The Washington Consulting Group,
Inc.

The book represents one phase of Project
UPLIFT, an ongoing research effort to identi-
fy, analyze, and disseminate self-help pro-
gram ideas throughout the United States in
order to further the development of the seif-
help movement.

For additional information write to:

Project UPLIFT

The Washington Consulting Group, Inc.
1800 Wisconsin Avenue, N.W.
Washington, D.C. 20007
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Preface

“Self-help” essentially means what people themselves can do.
And what increasing numbers of disadvantaged people are now
doing throughout the United States is developing and operating
their own—nongovernment—projects to deal with the myriad
problems that have long afflicted their communities.

New business enterprises, farm cooperatives, health clinics,
job-training programs, drug and alcohol rehabilitation centers,
housing programs, multi-purpose community organizations—
these and other self-help projects demonstrate the remarkable
achievements of small groups of people who, in the words of one
self-help project leader, ‘“had nothing . . . [and] went ahead and
built on that.”

The existence, let alone the success, of many such projects
seems to have been largely unknown until very recently, not only
to the public at large but also to people at all levels of government.
What is more, there has been little communication among the
self-help projects themselves, which means they have not had the
opportunity to learn from one another’s experience.

The principal purpose of this book, therefore, is to make all
segments of society aware of both the scope and success of the
burgeoning self-help movement, as well as to spur the devel-
opment of new self-help projects and to help bring about a dia-
logue among the existing ones.

The book describes, in nontechnical language, one hundred of
the most representative and successful self-help projects in exis-
tence. It is inevitable, though, that these stories have already been
overtaken by progress, for the hallmark of the best self-help
projects is their ability to adapt and change as needed. Never-
theless, it is hoped that an updated and expanded version of this
book will be published in order to add the stories of other suc-
cessful projects, and to keep the American people abreast of the
growth and accomplishments of the self-help movement.
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Introduction

SusaN A. DAvis
Director, Project UPLIFT

The late President Franklin D. Roosevelt once remarked,
‘“As new conditions and problems arise beyond the power of
men and women to meet as individuals, it becomes the duty
of the Government itself to find new remedies. . . .’

Although government has enjoyed a measure of success in
improving the social conditions of most Americans, a number
of problems affecting disadvantaged citizens seem too large
or complex for government alone to correct.

But if these problems represent a bureaucratic frustration for
public officials, they certainly constitute a very real difficulty for
the more than 25 million disadvantaged Americans whose pov-
erty is both product and producer of a social and economic
environment that seems to offer little hope for solutions.

This difficulty is compounded by the fact that disadvantaged
citizens are estranged or isolated from the mainstream of soci-
ety. Their financial position is insecure, many of them live in
homes that are substandard, they constitute the largest portion
of the unemployed, and they have found the basic amenities of
a healthy life to be a luxury. For them, the system—the mecha-
nism that produces for most Americans a comfortable life of
economic security, adequate housing, proper health care, and
full employment—remains either a mystery or a mirage.

But disadvantaged people are not helpless. No contemporary
view of poverty is complete unless you consider what is being
done by a large number of people who want to move from the
periphery of society into the mainstream. Their stories tell of
the collective efforts of small groups of disadvantaged people
getting together to solve their own problems. While their
chronicles are widely separated by distance and type of ac-
tivity, they all find some common ground in the understanding
of what people themselves can do.
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UPLIFT

Although members of the general public, as well as people
in government, have long been aware of self-help initiatives un-
dertaken by disadvantaged citizens, there has been no detailed
information available until recently on the scope and success of the
self-help movement. A number of elementary questions—such as
how many self-help projects exist, how did they get started, how
are they funded, how are they organized and for what purposes,
who do they help, and how successful have they been?—had
never been the subject of study or analysis.

UPLIFT, sponsored by the United States Jaycees Foundation,
was launched in mid-1973 to begin to find answers to these
and other questions about the self-help movement. As the
initial phase, representative and successful self-help projects
were selected for case study to provide a basis for identifying
analyzing, and disseminating successful self-help program ideas
throughout the United States.

The project was made possible by a grant from the Office of
Economic Opportunity to the United States Jaycees Foundation.
The research for the foundation was directed by The Washing-
ton Consulting Group, Inc., which also prepared this book.

UPLIFT's initial step of identifying ongoing self-help projects
was accomplished by distributing some 10,000 project kits to the
nearly 7,000 chapters of the United States Jaycees and to 75 other
major service and community organizations across the nation.
Using these kits, the organizations provided UPLIFT with data
on close to one thousand self-help projects, together with
information about the existence of many more.

Rather than simply publish its findings in statistical form,
UPLIFT felt that the most effective way to provide both the
general public and all levels of government with a clear under-
standing of the achievements and potential of the self-help
movement would be to publish the stories of one hundred of
the most representative and successful projects. Such an
approach, it was thought, would also make it possible to at
least suggest, if not pin down, some of the more elusive
qualities of the projects and their members—such qualities as
dedication and purpose, a sense of commitment, the ability to
organize volunteers and programs, and the will to confront and
overcome adversity.

In screening projects considered for this book, the UPLIFT
staff was assisted by specialists in the field of social action.
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Their combined recommendations were then submitted to a
board of review, which made the final selection.

The one hundred projects discussed in this volume are
intended to be representative of both the scope and success
of the self-help movement. They serve in effect as repre-
sentatives for the hundreds of other worthy projects that could
not be included.

in order to structure the book for the convenience of the
readers, the project accounts have been arranged according
to eight functional areas, each of which is accorded a separate
chapter: economic development, education, employment op-
portunity, housing, social services, health services, offender
rehabilitation, and community organization.

It is important to realize, though, that many of the projects
are active in more than one functional area. Furthermore almost
all of them, in one way or another, contribute to the economic
welfare of local residents.

Summary of Findings

A representative profile of successful self-help projects
emerged from UPLIFT's research showing that, while unique
in their approaches to common problems, successful self-help
projects share a number of basic qualities.

To begin with, successful self-help projects may resemble
federal and state anti-poverty programs, but their origins are
rooted in independence. They are not substitutes for govern-
ment programs; they are unique alternatives that have evolved
as a way of meeting continuing and unsolved needs within a
given community.

Almost without exception, the successful self-help projects re-
ported in this study began as a result of meeting internal needs,
rather than responding to outside intervention. Self-help proj-
ects have evolved in disadvantaged communities and they have
done so in answer to disadvantaged needs, and at the direction
of disadvantaged people.

Some self-help groups completely shun government support
and its attendant controls. Others incorporate minimal govern-
ment grants into their projects, but maintain a balance that
heavily favors private support.

While government-instituted programs rely on paid staff,
self-help projects more often rely on volunteers. (Analysis
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revealed that self-help projects utilize an average of seventeen
volunteers for every paid worker.) And when many volunteers
are willing to give their time to a project, it is an indication
that the endeavor is valued by the community. Moreover, most
of these volunteers, as well as the paid staff, come from the
local neighborhoods, which means the projects have strong ties
within their own communities and they can create roles and re-
sponsibilities for the people themselves.

Nearly all the projects were organized by persons living within
the community they served. Strong leadership and the quality
of the staff are particularly important in projects that have to
deal with the policies of local officials in order to succeed.

The average operating period of the selected projects is
close to five years so far. This means that these projects as a
whole have had time-tested experience in overcoming problems
of planning and financing, as well as of meeting continuing
needs within their communities.

The analysis also revealed that the successful self-help
project tends to be one having the following features:

® The enterprise is self-sustaining and is often a spur to the
development of community programs.

® There are tangible benefits for the community (i.e., im-
proved quality of life, more social services, increased employment
opportunities, increased income, better health facilities, better
housing.)

® The ratio of private to public monies is high.

e The project was community-initiated and remains commu-
nity-controlled.

® There is significant cooperation and integration with other
community organizations.

e There is effective leadership, effective use of volunteers,
and sound fiscal management.

Summing up, the representative successful self-help project
shows a strong reliance on volunteerism, independence, and a
significant input from the disadvantaged themselves.

The Evolving Story of Self-Help

The first-year resuits of UPLIFT suggest that a great many
low-income and other disadvantaged people recognize the
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to”’ rudiments to people seeking to learn how to improve or
begin projects. Based on the data already collected, manuals
and training films could be developed to provide instruction
and guidance in the development of each major functional type
of self-help project.

Systems Bank. Projects need counseling by both outside
experts and experienced project members in such matters as
how and when to incorporate, fund-raising strategies, making
and marketing products, and the techniques of community
organizing. A systems bank operating on a regional basis could
give the projects a ready source of expertise and guidance.

Funding. A self-help service organization could effectively
work for the acquisition of funds from private and public
sources to further the self-help movement.

Training Seminars. Training seminars of both a general and
specialized nature could be organized as an effective way of
sharing and communicating ideas. Such an undertaking would
not only involve self-help project members as both teachers
and participants, but would also be coordinated with the
systems bank as needed.

It is imperative that the self-help movement be neither or-
ganized nor wholly serviced by government or any outside or-
ganization. Self-help projects are not—and cannot be—a rigid
network of identical programs imposed on or handed to the
people. The worth of the projects rests in their individuality
and independence and natural growth within their local
communities.

Some two centuries ago a number of disadvantaged Ameri-
can colonists, struggling under the British yoke, banded to-
gether and proved what people themselves can do. Today, as
the United States nears its 200th birthday, it is appropriate for
Americans to reconsider the past and future of their country.
And in doing so, they would do well to reflect on the words of
a 19th-century writer named Samuel Smiles:

“The spirit of self-help is the root of all genuine growth in the
individual; and, exhibited in the lives of many, it constitutes the
true source of national vigor and strength.”
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4 UPLIFT

It was time to become part of America. We
wanted to have some voice in the community. We
wanted to better our conditions. And by uniting
together we felt like we might be able to.

Humphreys County Union for
Progress Farmers Cooperative

Belzoni, Mississippi

A farmers’ cooperative that started in a tiny backroom office is
helping rural blacks in the Mississippi delta break the chains of
economic servitude that have been their lot since the Civil War.

Operating with little government aid, the Humphreys County
Union for Progress and its cooperative have brought a previously
unknown degree of economic security to almost a hundred farm
families. They have provided the things that many Mississippi
black farmers have been used to not having—credit, reasonably
priced supplies and fertilizers, equipment and machinery, and a
more stable market and earnings for their crops.

On the map, and in spirit, Humphreys County lies deep within
the Mississippi delta, some 70 miles northwest of Jackson. Two-
thirds of its 14,600 residents are black and most of them live on
farms or in small communities. The largest community, Belzoni,
has only about 3,200 inhabitants. Agriculture is the main source of
income for half of Humphreys County’s people. According to the
1970 census, however, only 119 blacks are farmowners, and their
land holdings average only 40 to 80 acres per unit. These owners
are supposedly on the top of the black economic ladder in the
county, yet their median income was only $862 in 1969; a man
could earn more working in the underwear factory in Belzoni or as
a truck driver on a big plantation.

Twenty-five years ago the economic opportunities for blacks in
Humphreys County were even worse. In those days, soon after
World War I, a number of blacks left the county to look for work in
the cities, especially Northern cities. But some men, such as Er-
nest White, remained, hanging on to the small farms they owned
and struggling to keep their families together. White attempted to
build up his farm, but fought against heavy odds. In 1954, at a time
when many whites were still unwilling to see blacks participate in
the electoral process, White registered to vote. The result was that
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he lost his bank credit, and then had his name removed from the
voter rolls. Despite these difficulties, he managed to develop his
property into a well-run, 120-acre farm. But the white-controlled
Humphreys County cooperative never asked him—or any other
black farmer—to join.

Time passed, and conditions in Humphreys County did not im-
prove appreciably.

So five years ago, Ernest White and a few other black commu-
nity leaders in the county decided to organize. In White’s words:

“It was time to become a part of America. We wanted to have
some voice in the community. We wanted to better our conditions.
And by uniting together we felt like we might be able to.”

Humphreys County blacks began organizing on a formal basis,
with some help from the Mississippi Action for Community Educa-
tion of Greenville, which helped train two fieldworkers to canvass
the county and enroll members.

Some 850 members were enrolled by the end of 1969 in a new
organization that became known as the Humphreys County Union
for Progress (HCUP).

At the time that HCUP was organized, the black farmers in the
county were having problems obtaining both farm supplies and
loans. What is more, they were also being forced to pay very high
prices for what supplies they did manage to get.

The members of HCUP discussed the problem at length. Ten of
them, including Ernest White, met in December 1969 to discuss
one possible approach: the creation of their own cooperative.
They had many reservations and some fears about their business
ability and lack of experience, but against those drawbacks they
weighed the advantages to be gained from a collective effort that
would help them acquire both economic and political power. The
group sought legal assistance from the North Mississippi Rural
Legal Services (funded by the Office of Economic Opportunity),
and in March 1970 the cooperative was formally chartered as the
Humphreys County Union for Progress Farmers Cooperative.

The cooperative began with somewhat limited resources—a
$950 loan from the Greenville community group, 80 farmer mem-
bers, plus an experienced fieldworker, an accountant, and an of-
fice manager. It carried on its business out of a backroom in a
building rented by HCUP. Fertilizer, seed, and other supplies were
kept in a member’s barn.

With $450 from the first loan, the cooperative bought stock in
the Mississippi Chemical Corporation of Yazoo, both to be able to
purchase fertilizer and also to obtain the rebates that are part of
the delta farming system—a part previously limited to whites.
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Even with that small investment, the cooperative saved its
members $6 a ton on ammonium nitrate, in addition to obtaining
the patronage rebate. These kinds of savings were persuasive evi-
dence. “We would go from community to community,” recalls Er-
nest White, “and show the farmers what they could do if they
united together and the savings that they could make if they com-
bined their efforts.”

The co-op had a remarkably successful first year. It handled
sales of $35,000 in supplies and products to the farmers, and it
ended the year with a $2,500 profit.

Determined to expand its activities, the co-op secured $20,000
from a private foundation and set about establishing its own stor-
age and warehouse buildings, plus offices for the co-op and the
Humphreys County Union for Progress. The members used
$6,000 to buy a site in Belzoni, and then spent $10,000 to build a
5,000-square-foot structure for crop and fertilizer storage.

An arrangement was made whereby almost all the farmer
members would keep half their rebates in the co-op to fall back on
in a bad crop year. That decision paid off in 1972. With late rains
and floods, the harvests of both cotton and soybeans were way
below normal levels. The co-op had a paper debt of $22,000. lts
fertilizer surplus provided the margin for survival. It sold $11,000-
worth of fertilizers to co-ops in neighboring counties, and so
weathered the year with total sales of $46,518 and rebates and
earnings of $5,487.

Despite the 1972 setback, the co-op’s annual sales figures were
good. The high point was reached in 1973, when the organization
achieved a $7,100 profit on sales of $55,000. The profits, as usual,
were distributed among the members, largely in patronage re-
bates.

Beyond the co-op’s balance sheet are the individual co-op
members. Consider, for example, the experience of a typical
small farmer, Tommy Nalls.

A 40-year-old father of ten, Nalls has managed, thanks to the
cooperative, to buy a mechanical cotton picker.

“If the cotton is just right,” he says, *“l can pick as much cotton in
a day as we used to pick by hand in a month. My family appreci-
ates it, too, because there’s no more bending over. That's a job—
bending over picking cotton.”

For farmer Nalls’ account books there are benefits too. As he
says, “l can get it much cheaper here [at the co-op . | buy fertilizer,
oil for my tractors and picker, cottonseed, and poisons.

“Fertilizer cost me $59 in the co-op, and then | get the $12 re-
bate. In town | would have paid $63 and no rebate.”
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We began on a wing and a prayer. No funds,
no experience—just enthusiasm.

The Franklin Dairy Co-op

Detroit, Michigan

e A mother with seventeen children buys her weekly supply of
dairy products—including thirty-four half-gallons of milk—for
$22.82.

e A retired factory worker is now able to afford not only milk
but real orange juice on his limited monthly income.

e Fresh eggs and enough milk for five growing children are on
the weekly menu of a mother trying to stretch her welfare check.

All of these Detroiters have something in common. They are in-
ner-city black residents who shop at the Franklin Dairy Co-op—
and all are happy to see their food dollar go so far.

The co-op opens its doors each Wednesday. It is manned by
volunteers who sell milk, eggs, cheese, and other products at re-
duced prices. If the mother of seventeen children had purchased
the same amount of milk at one of the small neighborhood gro-
cery stores in the area, she figures it would have cost her over
$30—more than 25 percent above what she paid at the co-op.

The co-op has the benefit of occupying rent-free quarters in the
Franklin Settlement building, an old Victorian structure in the
middle of Detroit's prime poverty area. It is an area of narrow
streets and rundown buildings situated between the downtown
business area and a wall of highrises erected under an urban re-
newal program, with scattered gaps of cleared spaces awaiting
low-income housing to be built someday.

Until the co-op started, residents of the area were wholly de-
pendent for food on small, family-owned stores. And the small
stores, because of low sales volume and high losses, put a high
markup on their goods. The people had little choice as to where
they bought food, for the supermarket chains had already begun
moving their stores out toward the city’s boundaries and beyond.

Complaints about high prices in low-income areas won the at-
tention of the Mayor’'s Committee for Human Resource Devel-
opment (MCHRD), as the city’s anti-poverty agency is known, in
1968. The agency made a decision to help launch a cooperative
food store to serve the people of the Franklin Settlement area.
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The newly founded co-op did have one advantage, though. The
free operating space on the first floor of the Franklin Settlement
meant no rent, no utility bills, and no overhead.

Like any business, the co-op found some routines workable
and others not. One of the first lessons it learned was that a good
check doesn’t always go with an honest face. The organizers
voted unanimously for strictly cash transactions, plus the use of
food stamps.

Bookkeeping presented more headaches. From the beginning
the co-op kept business records, but did not treat the matter with
great importance. Consequentiy it was a shock when bills began
to pile up faster than they could be paid. The solution was to as-
sign a salaried MCHRD community worker to keep the books.

Having established a good dairy products line, the co-op de-
cided to expand its operations in 1970, with the introduction of
vegetables to be sold on the same buik-buying basis. This experi-
ment, though, was not destined to succeed. Women volunteers
could not cart heavy sacks of potatoes and other vegetables from
the produce terminal to the co-op. Furthermore, as the rising
prices of fresh commodities filtered down to the nation’s stores—
and the co-op—the demand for fresh vegetablies tapered off.
Consequently the co-op ended its vegetable sales in June 1973.

At one point some customers began returning spoiled milk to
the store. It was then that the shoppers and the co-op workers dis-
covered that the dairy was bringing them unsold products that
had been removed from other stores. The co-op acted quickly,
and soon made arrangements for delivery with another dairy.

Satisfaction with present service and an absence of major
problems—other than the universal one of rising prices—have
been the picture since then. Jeanice Edwards says unhappily that
she has had to call several meetings to shift prices upward.

Funds available through federal programs were an attractive
idea to the co-op participants, and they applied for and received
two federal grants in 1972. And a $435 grant from the New Detroit
Committee, Inc. bought a mimeograph to help fill a stipulation in
one of the federal grants that the co-op assist consumer educa-
tion by distributing hints, budgets, and bulletins about food.

The feeling that the co-op is a true neighborhood operation
persists as some families forced to move by urban renewal return
to shop there. The Franklin Dairy Co-op means more than dairy
products to the people of inner-city Detroit. Assessing the co-op’s
effectiveness over the past six years, the director of Franklin Set-
tlement says he finds people who shop at the co-op take advan-
tage of other services at the Franklin center. In a neighborhood
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| sat around for years looking at my family, and
wondering how my people were going to make
it. . .. | think this Tract cooperative will help us
out because it's something we can do.

Tract Handcrafts

Webster, South Dakota

The old fashioned quilting bee is bringing new prosperity to a
hard-pressed area of South Dakota.

“Qrders are pouring in every day,” says Gladys Knudson, presi-
dent of Tract Handcrafts, Inc. And she adds, happily, “We have to
keep hiring more and more people to take care of the backlog.”

The orders are for handmade quilts, and they are being placed
by 350 major department stores around the country. The high-
guality colorful patchworks come in thirty-eight distinctive de-
signs, ranging from contemporary to traditional Sioux, German,
Russian, and Scandinavian—designs that reflect the heritages of
the women who are making them now in Day, Marshall, and
Roberts counties, in the northeastern part of the state.

Since production began in 1971, the quilts have grossed more
than $650,000 for the quilt makers, all of whom are from fow-in-
come families; 20 percent of them, including Gladys Knudson, are
residents of the Lake Traverse Indian Reservation of the Sisseton-
Wahpeton tribe of the Sioux Indians.

Tract Handcrafts owes its existence to a series of events that
began with an economic survey of the area undertaken in Decem-
ber 1970 by a tri-county resource and development program
funded by the Office of Economic Opportunity. Robert Pearson,
who was one of the program’s coordinators, says attempts had
already been made to attract outside industry to the area. But they
had failed.

“We decided instead,” he says, “to concentrate on working with
what was already here—the native skills of the people—and to
find and develop a market for those talents.”

One of the VISTA (Volunteers in Service to America) people as-
. sisting in the survey, George Whyte, noticed that many of the
women, both Indian and non-Indian, were skilled quilt makers.

“| was fascinated by the artistry of the designs,” he says, “but
also with the care and workmanship evident in their creations.”
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Whyte started by organizing a series of meetings to determine
whether the women wanted to join a quilt-making cooperative. He
was surprised by the turnout in Webster and seven other small
communities. Altogether more than 500 women showed up, in-
cluding Gladys Knudson, whose age and lack of formal training
would have prevented her finding a job in most other industries.

At the meeting in Webster, she said: “I sat around for years
looking at my family, and wondering how my people were going to
make it. Everything just seemed to get harder for us, no matter
how hard we tried. | think this Tract cooperative will help us out
because it's something we can do.”

Gladys Knudson’s decision to donate her time and sewing ma-
chine to get the project rolling inspired others at the meeting. Be-
fore long, every sewing machine in the area was donated or
loaned to the fledgling cooperative.

Whyte, Pearson, and the local junior chamber of commerce
were quick to gauge the extent of community support, and they
spent weeks canvassing other businessmen, civic clubs, and
churches for building space. They also took the initiative in work-
ing out certain basics, such as establishing the membership as a
nonprofit cooperative, soliciting funds for larger machinery, and
searching for a market.

The quilts that Whyte had seen during the survey had been
pieced together from parts of other household articles—drapery,
linens, and used clothing. These recycled fabrics were not plenti-
ful or consistent enough to use in large-scale manufacturing. To
provide for a large and ready supply of materials, the Northeast
South Dakota Community Action Program transferred $38,000 to
Tract Handcrafts.

A concerted drive by five churches netted Tract $19,000 in
less than six months. In addition the American Lutheran Church
made a grant of $20,000. All of the money collected in 1971, the
first year, was spent on wages and materials.

Buyers proved to be much harder to obtain than materials. In
June 1971, Pearson and Whyte took a traveling quilt display to the
major Eastern department stores in an attempt to establish outlets
for Tract's wares. It was a frustrating experience. The buyers at
the stores would not see the quilts or the Tract men. “As we now
know,” Pearson says, “unless the product’s name is well-known,
or the buyer knows the representative personally or by reputation,
there is no opportunity to do business.”

Stopping by Dayton’s in Minneapolis, Minnesota, on their re-
turn trip, Pearson and Whyte managed to impress the sales man-
ager of the store with their display. Still, no sale was made in that
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the store’s buyer was on vacation.

Several weeks later Dayton’s sales manager phoned Pearson
and advised him to contact a prominent manufacturer’s represen-
tative, Park B. Smith, of New York. Pearson was told that Tract
could be assured of success if Smith took them as a client.

“Naturally, we had our doubts after our experience with the
stores. But we had nothing to lose, and called him. It proved to be
the most fortunate contact we ever made,” says Whyte.

Park Smith arrived in South Dakota on Labor Day, 1971. He
liked what he saw, and he spent four days with the Tract staff eval-
uating their organization and planning two products displays for a
New York exhibition in November. Smith was skeptical that Tract
would be able to meet the November deadline.

Smith explained that the New York market showings attract
both American and foreign buyers who come to select merchan-
dise for the next season and to see what is new in home furnish-
ings. In anticipation of the crowd of buyers, the Tract members
voted unanimously to change their corporate status from non-
profit to profit.

The next four weeks in the work center were hectic. Tract bor-
rowed $25,000 from the local community development corpo-
ration for materials. “They worked tirelessly, day and night, just to
meet the show deadline. It was exhausting and beautiful labor to
behold,” recalls Pearson.

Tract’s quilts were not only presented at the show but they were
a great hit. Home Furnishings Daily, a trade newspaper, said:
“The freshest idea in home furnishings in 100 years.”

Over $50,000-worth of Tract merchandise was ordered at the
show by some of the country’s best department stores, and one
such store, Lord & Taylor’s of New York, gave the coilection one of
the biggest promotions in the store’s history.

This New York success was a fine debut for a group that had
such a difficult time making inroads into a seemingly closed mar-
ket. Tract's perseverance—and good luck—had paid off.

Tract Handcrafts managed to break even in 1972, with orders
totaling $260,000. In 1973, buttressed by $150,000 in Small Busi-
ness Administration loans, Tract reached $400,000 in sales.

There remains a constant need for working capital to fill in the
gap between production costs and payment for merchandise, but
the staff and workers are optimistic.

“I'm very confident of the future,” Whyte says, “I think within two
years we will be the largest quilted bedspread manufacturer in the
United States. It’s destiny, given the dedication of the workers.”
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The Self Help Action Center is something else.
it’s for those who cannot afford the frills
but need the food.

The Self Help Action Center

Chicago, lllinois

One hot July afternoon a pair of farmers drove into the parking
lot of Antioch Missionary Baptist Church with a pickup truck half-
filled with eggs, fruit, and vegetables.

An hour later the truck was empty, and the farmers had $300 in
their pockets, nearly twice what they would have received for the
same produce at a regular farm market. And the dozen or so Chi-
cago families who bought the food spent more than $175 less than
they would have in the supermarket.

This impromptu food fair in 1968 was strictly an experiment.
But it was the start of what has grown into a remarkable food-for-
the-poor program organized as the Self Help Action Center
(SHAC). This nonprofit Chicago group carries cooperative buying
to the ultimate—eliminating not just some but all the middlemen
who make up the food price chain between barnyard and city din-
ner tabies.

Starting with the Antioch Missionary Baptist Church, SHAC has
formed hundreds of food-buying clubs that deal directly with
small farmers in the Chicago area. The chief organizer of the
clubs is Dorothy Shavers, a former teacher, who conducts food
fairs around the city, bringing organizations into contact with
farmers who want to sell to them directly. Like the city folks who
feel they are paying too much at the store, the farmers feel they
are being shortchanged by the middlemen.

“We're not against supermarkets and the middieman,” Dorothy
Shavers adds. “There is nothing wrong with a wide selection of
prepared, portioned, and packaged food, neat aisles, uniformed
checkout girls and delivery-boy convenience. That's great for
those who can afford it. It provides a lot of jobs, as checkout girls
and delivery boys, for poor peopile.

“The Self Help Action Center is something else. It's for those
who cannot afford the frills but need the food.”

The SHAC idea dates back to 1966, when Paul Horvat, a Slove-
nian immigrant who had come to the United States fourteen years
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city poor startled him. It was a situation nearly identical to one that
had landed him in jail (for the first of several stays) as a teenager
before World War | in what is now Yugoslavia.

“It was like in my old country fifty years ago and more,” he ex-
plains. “The farmers in my village of Bratonei were paid one dinar
for the apples in their orchards. But the city people were paying as
much as ten dinar for the same apples. What happened to the
nine dinars? They went to the man who owned a cart and carried
the apples to town. Communications were not so good then, and
nobody in the village knew what happened in the city. It was the
sort of abusive treatment that made Communism sound good to
the peasants.”

As a teenager, Horvat organized the neighboring farmers to
carry their own fruit and vegetables to market, where they col-
lected five and six times what they had been paid by produce buy-
ers. That worked well until the buyers complained to the police,
and Horvat, as the ringleader of the farmers’ action, was jailed for
two weeks. Thus began a long and colorful career of political dis-
sidence in which Horvat was twice condemned to death, only to
escape each time, and served in the underground during World
War |l before finally fleeing Eastern Europe for the United States.

Horvat's curiosity of 1966 persisted. Off and on for two years he
traveled from ghetto to farm to ghetto, studying the familiar, paral-
lel problems. On vacation trips to Florida he stopped along the
way and talked to farmers, always finding them struggling with the
economic dilemma of modern farming—get bigger or get out!

Horvat was at home in the farming communities. But in Chi-
cago’s mostly black inner-city areas, he encountered more suspi-
cion and hostility than he had expected. Still he kept going back,
visiting different neighborhoods each week, meeting civic leaders
and ministers, ward politicians and businessmen.

“Do you know that within twenty miles of where we are standing
there are farmers who cannot find decent markets for their food?”
he was fond of asking.

One of those who listened in 1968 was the Reverend Wilbert
Daniels, pastor of the Antioch Missionary Baptist Church. “Okay,”
the minister agreed one day, “let’s see you get those farmers of
yours in here with some of that food. We'll sell it right off the
church parking lot.”

It was as much a challenge as it was an invitation.

Two weeks later Horvat arrived with his two farmers and their
half-loaded pickup truck. The congregation of the church fol-
lowed up by forming a co-op food club to buy from the same two
farmers every two weeks.
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Because of our success in running the village, we
knew we could do bigger things.

Kah-Nee-Ta Vacation Resort

Warm Springs Indian Reservation, Oregon

The tribal council of the Warm Springs Indian Reservation was
wrestling with a very difficult decision. The federal government
had just awarded the 1,800 members of the tribe a total of $4 mil-
lion for the loss of their Columbia River salmon-fishing grounds,
which were disappearing for good under the rising waters of the
reservoir of a new hydroelectric power dam.

What should they do with the money?

They knew that other tribes receiving reparations for lost fishing
rights were dividing up all the money among their members. But
Warm Springs’ tribal manager, Vernon Jackson, argued against
taking such a course. He wanted to put the money in a bank and
use it to develop alternate economic resources that wouid benefit
the entire tribe. Other council members disagreed.

“Vern had terrific opposition,” recalls the present manager,
Kenneth Smith. “There was tremendous pressure on the council
to distribute it all as a dividend.”

Ultimately the council members arrived at a compromise. They
decided to distribute $1 million to the members and put the other
$3 million in the bank.

This has proved to be a farsighted decision, for since that fate-
ful day in 1958 the residents of Warm Springs Indian Reservation
have achieved considerabie success in the world of business. In-
vestment of the banked money, together with effective use of their
human resources, have given the Indians several flourishing en-
terprises that now provide employment for many tribal members
and generate a total payroll of more than $5 million annually. The
profits are being used for child care, education, housing improve-
ment, rehabilitation of alcoholics, and other programs aimed at
promoting tribal welfare.

The Indians own and run:

e Warm Springs Forest Products Industries, a lumber mill pur-
chased for $4.9 million in 1967 with the help of a bank loan

e The Warm Springs Sub-Assembly Plant, where electronic
components are assembled for major industrial corporations
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e Kah-Nee-Ta Vacation Resort, a complex of cottages and
other facilities built around bubbling hot springs, plus a recently
completed 90-room convention lodge, valued at a total of more
than $6 million

Two earlier steps enabled the tribe to make good use of its gov-
ernment award. The first, in 1938, was incorporating as the Con-
federated Tribes of the Warm Springs Reservation. “Incorpora-
tion gave us the necessary tools to handle our own affairs,” says
Smith, “placing the Bureau of Indian Affairs in an advisory posi-
tion rather than telling us what to do.”

The second step came in 1958, while the decision was pending
on what to do with the reparations money. The tribal council com-
missioned Oregon State University to do a detailed study of the
reservation’s human and natural resources. The university study
made it clear that the Indians needed to embark on a plan for eco-
nomic development.

The tribal council, in considering economic possibilities, de-
cided to buy back a small resort that had been built on the reser-
vation at the hot springs 11 miles north of the town of Warm
Springs. A physician who had worked at the reservation had
bought the site from the Indians in 1935 for $3,500. He had
erected a small lodge complete with bathing pool, which came to
be patronized by people with medical ailments who believed in
the curative powers of the hot springs.

The repurchase question was put to a general vote in 1963, and
the members approved the idea—although the price of the prop-
erty was now $165,000.

Next the council proposed spending $750,000 to expand the re-
sort. This idea, though, was turned down by the members in an-
other election held to resolve the matter.

“Our people didn’t want to open our reservation to the public,”
recalls Smith. But Vernon Jackson was a persuasive manager,
and his renewed campaign in favor of the development resulted in
victory in a second tribal election.

“We opened in 1964 and have been financially successful
since,” says Smith. “Presently, we have an investment of $1 mil-
lion in the Kah-Nee-Ta Village complex, which consists of thirty-
one cottages, bathhouses, three pools, a restaurant, snack bar,
house trailer space, camping area, picnicking area, miniature golf
course, craft shop, riding stable, and twenty-one teepees.”

Teepees? “Large, handcrafted, they may be rented to accom-
modate as many as ten occupants each,” a promotional brochure
explains. Designed to lure the non-Indian tourist, it goes on:
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“These are traditional Indian teepees, with a wood floor and fire
pit in the center. Dew flaps around the sides control extremes of
temperature, summer or winter. The teepees require the use of
sleeping bags and camping facilities, but they may be securely
closed at night.”

Neither traditional teepees nor modern trailer homes are out of
place at Kah-Nee-Ta Village. As the brochure stresses, “Every ef-
fort has been made to combine modern and pleasant vacation fa-
cilities with the colorful culture of the tribes.”

The combination has been successful, attracting visitors from
many parts of the country. But within a few years of its opening,
the tribal council had begun to realize, as Ken Smith says, “that
the resort was profitable, but it was rather seasonal.” This meant
that the profits were seasonal, as well as that the employees were
without jobs in the winter.

The tribai manager, Vern Jackson, had an idea. He had read a
study showing that Oregon was in need of facilities to handle con-
ventions of 200-300 people for between three and five days. So
why not an addition to Kah-Nee-Ta Village aimed at catering to
the convention business? After all, conventions are held at all
times of the year, and what better place than an Indian reservation
with a dry and sunny climate. And year-round operation would
mean year-round earnings and year-round employment.

“Because of our success in running the village,” says Smith,
“we knew we could do bigger things.”

The bigger thing turned out to be a 90-room convention and re-
sort hotel called Kah-Nee-Ta Lodge, about a mile down the Warm
Springs River from the village. It was opened in June 1972. Unfor-
tunately the man who had conceived the idea did not live to see its
realization; Vern Jackson died in 1969.

The lodge was built at a total cost of $6.2 million, with $5 million
of that being financed through a loan and a grant from the Eco-
nomic Development Administration (EDA). It is an eyecatching
building made largely of wood (much of it coming from Warm
Springs’ own lumber mill), with a full complement of meeting
rooms, lounges, dining rooms, and so on. There are also outdoor
facilities, including tennis courts, a golf course, a semi-enclosed
swimming pool, and hiking trails.

The lodge did not prove to be an immediate financial success.
Largely because of slack times in the convention business, the
lodge did not meet expenses in 1973. Nevertheless Ken Smith is
confident that it will succeed.

His fellow Indians at Warm Springs all share his confidence. in
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1 think part of our success was that we didn’t try
to start big, didn’t try to take on too much at once.
We felt our way along pretty slowly at first,
learning the tricks of the trade.

The Warm Springs
Sub-Assembly Plant

Warm Springs Indian Reservation, Oregon

The sparsely populated semidesert of central Oregon, on the
eastern flanks of the Cascade Range some 60 miles southeast of
Portland, is an unlikely place for an electronics plant.

More unlikely to an outsider is that the plant is run by a 33-year-
old reservation-born Indian with only one year of college. But this
situation seems unlikely even to the supervisor himself, Everett
Miller, who had planned to be a diesel mechanic.

Yet this enterprise with Miller at the helm does indeed flourish
—in a former dairy barn on the Warm Springs Indian Reservation.

The reservation is 564,000 acres of mostly rock and juniper, set
aside in 1855 for the Wasco and Warm Springs tribes. The land is
too dry to farm, too dry for much of anything except marginal
stock-raising—a gift of the white man to the Indians.

Making any kind of living in such a setting is difficult. But the In-
dians are as resourceful as they are industrious. In 1964 the tribal
council opened Kah-Nee-Ta Village, the nucleus of what has be-
come the Kah-Nee-Ta Vacation Resort, which caters principally
to non-Indian visitors.

But theresortis 11 miles from the town of Warm Springs, where
most of the reservation’s 1,800 indians live. Commuting is a prob-
lem for mothers who need employment and have the additional
responsibility of caring for small children.

In the late 1960s the tribal council was becoming increasingly
worried about many of these women who headed households.
Some were being forced to resort to public welfare to support
themselves and their families.

“They were widowed, or perhaps the father was crippled and no
longer could work,” Miller says. The problem was aggravated by
the fact that some frustrated mothers were turning to alcohol.

Casting around for a solution, one member of the 11-man tribal
council suggested starting a manufacturing enterprise.
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“There was some talk,” says Miller, “of an umbrella factory.”
That fell through, though, and the council turned to Tektronix in
Portland, broaching the seemingly wild idea of a subplant in
Warm Springs. Tektronix is one of the nation’s leading manufac-
turers of oscilloscopes. The firm is noted for the high quality of its
product, achieved by rigid quality control on the production line.

In September 1968 the land use and industrial development
committee of the tribal council met in Portland with Tektronix offi-
cials, and a month later the Tektronix officials met with the council
in Warm Springs. On December 15, 1968, the firm agreed to a
one-year trial of a subassembly plant on the reservation.

The tribe at this point didn’t even have a place to put it. “There
was really only one building that was available,” says Miller.

That was the old barn, 50 feet by 30 feet, which had been the
machine shop for the reservation’s utilities department.

The tribal council loaned its new enterprise—the Warm Springs
Sub-Assembly Plant—$10,000 to remodel the structure. Work-
benches were built and intensive lighting put in. Air conditioning
was installed. “We paid back the loan within the first year and
haven't borrowed since,” Miller says proudly.

To learn how to assemble the components the new plant was to
produce, Miller and two reservation women—Maxine McKinley
and Adeline Miller—went to Portland to be trained. They became
part of Tektronix's trainee class at no cost to the company. To pay
for their travel and expenses, the council appropriated $2,000.

Upon their return from Portland, Adeline Miller recalls, “We
hired five ladies and started teaching them, one thing at a time.”
That was February 10, 1969, when the plant opened.

During 1969 the work force grew to an average of thirteen. The
figure was fifteen during 1970 and 1971, leaping to twenty-seven
during 1972, and dropping back to twenty-three during 1973.

The employees, all women but for Everett Miller, range in age
from 19 to 55. They have all had at least some schooling, ranging
from the fifth-grade level to college. Their pay scale at the reser-
vation plant ranges from $1.75 to $2.43 per hour.

Miller has been fortunate in having had a generally stable work
force in the plant’s formative years. He says one of his employees
who has a serious nervous problem is nevertheless successful at
the plant. Another who came to work with a drinking problem “has
kind of straightened out and is doing pretty well.”

Indeed, in the first three years of operation there were only two
“turnovers”—Muiller's euphemism for firing. The stability of the
work force was exceptional until late 1972, when there were a
number of “turnovers,” many due to absenteeism.
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left for two years in the U.S. Army, and upon his discharge he re-
turned home to work on the Warm Springs Indian Reservation.

Employed at the reservation sawmill as a laborer, he was al-
ways thinking of trying to better himself. Then one of his sisters
told him that the tribal council was looking for a supervisor for a
new enterprise. He was interested, and was among eight people
who applied.

When the council, after extensively interviewing the 28-year-
old, chose him for the job, he almost felt like backing out because,
as Miller recalls, “every one of the other applicants had a better
education than | did.”

Today he admits that “l really didn't know what | was getting
into.” The closest thing he had to any business education was ac-
counting in high school—"and | got that by accident,” he laughs.
“| wanted to be a mechanic.”

But, Miller says, that bit of accounting proved to be valuable in
his role as a businessman—"At least | knew the terminology.”

Today, after five years of running a business, Miller is back in
school learning accounting and managerial skills for two hours a
week. He attends a class taught at the reservation by a business
teacher from Central Oregon Community College at Bend.

Everett Miller's skill as a supervisor is reflected in the award
given to the plant in November 1973. The Warm Springs operation
was cited by Boeing as one of ten recognized by Boeing as its
most outstanding subcontractors.

“There was a minimum of rejections,” says Jerry Day, Boeing
purchasing agent, in making the award, “and a maximum of good
performance.”

The Boeing and North Pacific contracts are fulfillment of a pre-
diction made in March 1969, just as the Warm Springs operation
was getting under way. Wayne Roberts, industrial specialist in
Portland with the Bureau of Indian Affairs, said at the time: “When
the tribe can look to corporations like Tektronix, which really be-
lieve in helping minority groups to gain job skills, it opens many
doors. Hopefully the Warm Springs plant will grow and seek con-
tracts with other companies.”

A measure of Tektronix’s trust is that it has never signhed a con-
tract with the Warm Springs plant.

“It was and still is a verbal contract,” Miller laughs. “Nothing
was ever written down.

“I think part of our success was that we didn’t try to start big,
didn’t try to take on too much at once. We felt our way along pretty
slowly at first, learning the tricks of the trade.”
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If we can take a low-skilled person, teach him a
job, pay him a decent salary, and run a business
for profit, others may decide to get into business.

Fine Vines

Greenville, Mississippi

There had been one distressing failure after another—Freedom
Village, a crafts center; Strike City, an attempt at teaching dis-
placed farm workers to make bricks; the Graflex Project, a lav-
ishly financed training venture to give local people job skills.

Then there had been the vegetable-processing enterprise, the
self-help housing program, and the concentrated employment
programs; they, too, had fallen by the wayside.

Every effort made by the people in the Greenville area to im-
prove their economic well-being seemed destined only to deepen
their despair. Lack of jobs was and is a serious problem in this
part of the Mississippi delta, especially for black people and most
of all for black women.

At last, though, the pattern of business failure is being broken.
A garment-manufacturing project—Fine Vines, Inc.—has es-
caped the biight of failure and is now flourishing as a black-owned
and black-run economic enterprise. What's more, to the delight of
both the community and local officials, the project has managed
to obtain 90 percent of its work force, mostly women, from the
local pool of people on public assistance rolls.

“l think it's great that women finally got involved in business,”
says city councilwoman Sarah Johnson. “Fine Vines not only
serves a purpose in the community, but it also encourages people
in other counties and states.”

The corporation owes its initial success mostly to a group of
representatives of fourteen civil rights and church organizations
and civic groups. Determined to work for the economic develop-
ment of the Mississippi delta, these people organized the Delta
Foundation, which was incorporated as a nonprofit, tax-exempt
enterprise in 1969. The group members began their endeavor by
embarking on a study of the reasons behind all of the previous
failures. They found that most of the other projects had been too
ambitious and too unrealistic, as well as lacking in both the pro-
fessional management and technical skills needed to start them.
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Consequently the members of the group embarked on a much
more methodical approach to developing a new project.

The foundation solicited the assistance of outside industry to
help it to select an enterprise that, from the start, would have a
fighting chance of succeeding. Ten companies formed an advi-
sory team, which drafted a list of standards and requirements to
determine the nature of the future enterprise:

® The social priorities (providing employment for the poor)
have to be compatible with the economic objectives (operating a
profit-making concern).

e The enterprise must accommodate low-skill-level employees.

e The project should employ as many people as possible and
be designed so all receive training in skills and managerial tasks.

e There should be alow initial capital investment per employee.

e The products manufactured should be exportable and not
compete with existing local industry.

e There should be ready access to raw materials.

e The project should allow a quick turnover of capital so the or-
ganization can start other projects without heavy refinancing.

“We have to establish a business that can at least break even,”
was the way that project counselor Vance Nimrod phrased it at the
time. Applying its criteria, the advisory team came up with nine-
teen possible choices. After more screening and deliberation, it
was decided to establish a plant that would produce blue jeans.

“Jeans seemed realistic,” Nimrod recalls. Furthermore, it was
agreed, the plant would not attempt to sell the denim jeans
through retail outlets; rather, it would sell them to a wholesaler.

Having selected the type of project to be set up, the Delta Foun-
dation embarked on a search for funds. It was fortunate in being
able to secure a loan of $346,000 from a Greenville bank—the
largest commercial loan ever granted a black-operated enterprise
by a Mississippi bank. As the bank’s senior vice-president com-
mented, “We were very impressed with the low-profile, business-
like approach of the organization. They presented us with a well-
prepared loan request. We were only too happy to oblige.”

The project’s organizers were also able to secure grants from a
Presbyterian church and the Office of Economic Opportunity, to-
gether with a loan from a private foundation. All told, the orga-
nizers raised $736,000 in funds to start the new plant.

Now came the complex task of setting up a plant and putting it
into operation. Drawing on the advice and resources of the advi-
sory companies, the foundation brought in two experienced con-
sultants to set up the factory. In addition it also acquired quarters
for the new plant (barracks on a former air base), plant equipment,






Economic Development 33

status and, using the profits generated by Fine Vines, to sub-
sequently back more new businesses.

Fine Vines reached the profit-loss break-even pointin 1973. “Its
sales for that year were over $750,000 and, if denim shortages
and the energy crisis don't get too severe, sales should be sub-
stantially higher in 1974,” observed financial comptroller Bennie
Marshall that year. And by that time the plant had a total of about
100 employees, and it anticipated that it would add twenty to fifty
more workers during 1974.

Although the blue jeans plant has still not made money for the
Delta Foundation, it has nevertheless more than doubled the an-
nual income of its employees, many of whom had previously lived
on only $1,800 per year. Working at the plant has also given the
employees skills that they can eventually use to seek better-
paying jobs with other companies.

Fine Vines has also proved that, despite past failures, eco-
nomic self-help can succeed in the Mississippi delta. One mea-
sure of that success is that the Greenville bank that originally lent
money to the project recently offered to extend a line of credit to
Fine Vines; normally it is the industry that takes such a proposal
to the bank, not vice versa.

And Scott Daugherty, assistant director of the foundation, sums
up both the beliefs and hopes of the project when he says:

“If we can take a low-skilled person, teach him a job, pay him a
decent salary, and run a business for proift, others may decide to
get into business.”

The blue jean operation has also met with widespread approval
from officials in the area.

As Pat Dunne, mayor of Greenville, says, “Fine Vines is one of
the best developments in our city. Everything | can say about them
is positive. More than 90 percent of their employees were on wel-
fare and now they are all contributing to the tax rolls. They are
strictly an example of the free enterprise system at its best.”

Fine Vines general manager Clarence Antoine says, “The two
biggest lessons | have learned are, (1) don't try to make it by the
skin of your teeth, and (2) don’t be too ambitious. You must be
sure to leave a margin to cover unforeseen incidental costs and
be willing to meet your failures and cope with them when they
come up.”

In other words, apply the same practical business principles to
a self-help project that are employed by hard-headed business-
men to make any enterprise go. This is how Fine Vines has suc-
ceeded where so many of its predecessors failed.
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Indians, especially Navajos, had been tragic
victims for years of a system they could neither
control nor understand. Pure and simple, they
were getting ripped off.

The Dineh Cooperatives

Navajo Indian Reservation, Arizona/New Mexico

Indians on the Navajo Indian Reservation are struggling for
control over their economy, long dominated by the white man’s
system of trading posts. The Indians, for a change, may be win-
ning, because a system of Indian-owned and operated coop-
eratives seems to be taking root in the Navajo territory.

The reservation, the largest in the United States, covers some
25,000 square miles of semiarid land in eastern Arizona and
western New Mexico and is the home of about 135,000 Navajos.
Most of the people are poor, unemployed, and living in substan-
dard housing. Being far removed from department stores and
other conventional businesses, they are forced to rely on the
trading posts on the reservation as a source of food and supplies
and as a market for their farm goods and handicrafts.

The trading posts have been the economic backbone of the
reservation for decades. They have been a good business for their
owners and operators, all of the posts on the reservation doing a
combined business of close to $20 million a year. The posts have
not proved to be as profitable for the Indians, as documented
in a 1973 Federal Trade Commission report. High prices, credit
abuses, garnisheeing, withholding of government and welfare
checks, refusal to negotiate Navajo checks for cash—all were
allegedly practiced. An Indian, for example, was allowed credit at
only one post on the reservation. Credit was usually granted only
if the trading post was given control over the Navajo’s check. He
was, in effect, tied to the trading post.

“Indians, especially Navajos, had been tragic victims for years
of a system they could neither control nor understand. Pure and
simple, they were getting ripped off,” says a Navajo social worker.

Navajo attempts to gain more control of their economy had
been ill-starred. In the 1950s they tried to establish competitive
trading posts, but their lack of business experience doomed the
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ventures. A uranium mine was opened on one reservation, but
failed and left the area a ghost town. A proposed auto trailer plant
at the same site also failed. No self-help projects, with the ex-
ception of one very small semi-welfare program, were attempted.

The grievances and discontent were there, but little specific
was done about them until 1971, when a group of Indian crafts-
men complained they were being cheated by some trading posts.
The idea of a cooperative came out of discussions among a group
of young men working on the reservation. The principal instigator
was Robert Salabye, an Indian social worker with the Navajo aid
organization Dinebeiina Nahiilna Be Agaditahe (DNA). Joining
him were VISTA member Jon Colvin, DNA attorney Robert Hil-
gendorf, and Miller Nez, who had had previous co-op experience.

The first step was to sell the tribal councils on the idea. They
had to be persuaded that cooperatives, unlike so many earlier
Indian business efforts, would not fail.

There were other problems as well. In October 1971 the na-
tional economy was in a tailspin, which like many business down-
turns, hit the Indians severely. Fierce resistance was also ex-
pected from the trading post monopoly.

“When we first got together,” Salabye recalls, “there was a col-
lective feeling of helplessness.”

DNA and the Navajo Office of Economic Opportunity helped
tackle some of the basic legal work. In December 1971 a Navajo
Co-op Association was established. The name was later changed
to “Dineh Cooperatives, Inc.,” using the Navajos’ name for them-
selves. At the same time the legal aid office on the reservation
had persuaded the Los Angeles office of the Federal Trade Com-
mission to investigate the trading post monopoly.

By September 1972 major funding had come through. The
Campaign for Human Development of the U.S. Catholic Con-
ference made a $34,650 grant and Food Advocates of the Univer-
sity of California at Berkeley made a $15,840 grant to cover co-op
staff salaries.

Co-op backers took a calculated risk by avoiding both the state
tribal councils and Bureau of Indian Affairs (BIA) for land use ap-
proval. Instead they obtained permission to build co-ops from lo-
cal councils. Going to the BIA for permission, they feared, would
delay the co-ops for two to five years. The BIA and state councils
never tried to stop the co-ops, however.

To no one's surprise, the trading posts threatened to cut off
credit and other services to any Indian using the co-ops. This ha-
rassment, although initially effective even with the co-op board
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members, lessened as the Dineh Co-ops began taking root. The
trading posts have obviously lost business to the co-ops, but they
have never revealed any figures.

By the end of 1972, eight co-ops were operating. The number
has now grown to eighteen, and seven are self-sustaining. Selling
food, dry goods, hay, arts and crafts, and gasoline, the co-ops
serve almost 8,000 Indians a month. Average monthly sales are
almost $65,000. The co-ops pay annual wages of almost $160,000
on annual sales of more than $750,000.

Grants have increased, but more importantly the co-ops are
becoming part of the Southwest business community and econ-
omy. One example is their membership in Associated Grocers,
which gives Dineh Cooperatives access to major wholesalers.
Bread companies and other wholesalers have also discovered the
co-ops can provide them with far more outlets.

The Dineh Co-ops are now managed and operated almost en-
tirely by the Indians. All volunteers and paid staff come from the
Navajo nation. State employment programs are training store
managers. Co-op credit unions are encouraging Indians to save
money. Co-op board members are obtaining business experi-
ence that will eventually benefit the entire reservation.

Navajo life is being changed in other ways, too. Co-ops have re-
placed trading posts as gathering and social centers.

“The co-ops have brought a lot of people together,” Salabye
says. “For many it has given them a new excitement and enthusi-
asm about themselves and their future.”

There is some concern that Indian habits may be changing too
fast, perhaps to the detriment of Navajo culture. Navajos, for ex-
ample, have always lived by the sun.

“Now,” says Salabye, “they are opening and closing on time. |
don’t know if that's good or bad yet.”

The co-ops hope to expand. There are plans, for example, to
establish an automobile cooperative on the reservation, since
Indians have frequently been overcharged when buying cars in
communities off the reservation.

Whether that plan goes through depends partly on the energy
shortage. The reservation has been suffering gas shortages for
both cars and generators. Some stores might be forced to close if
sales drop too low.

The overall mood, however, is buoyant and optimistic. The Na-
vajos are taking control of their economy. And the key to that
change is proving to be the Dineh Cooperatives.
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People—no matter what their past economic,
social, or political status—can improve
themselves by working together.

The Southeast Alabama
Self-Help Association

Tuskegee, Alabama

Houston Everett clapped his hands and beamed happily as the
auctioneer banged his hammer and called out: “Sold for $49.94!”
It was a record high price for a feeder pig in Everett's co-op.

Everett is one of more than a hundred small farmers who have
found a healthy new source of income: raising pigs to be sold to
pork buyers for fattening and processing. The farmers are mem-
bers of a feeder-pig marketing and management cooperative
started in 1969 by the Southeast Alabama Self-Help Association
(SEASHA), a tax-exempt, nonprofit organization that operatesin a
twelve-county area of southeastern Alabama.

Since 1969 the pig cooperative has grown from nothing to a
flourishing business. The first pig sale netted a total of $76 for four
pigs. By early 1974 the co-op’s pigs were bringing an average
price of $27 each. On January 14, 1974, for example, the co-op
sold 555 pigs for $15,348, with buyers coming from three states in
addition to Alabama.

Hope and despair have been riding a seesaw in Alabama’s
Black Belt counties for generations. Most of the poor blacks, be-
cause of inherent racial prejudices, could not utilize existing social
service programs. This sentiment is reflected in the thoughts of
one community volunteer: “It seems that in our area poor people
are made to feel unwanted and unwelcome in what they attempt to
do to gain support for their families.” In the late 1960s, as the civil
rights movement gained momentum in the rural South, hope be-
gan to gain the upper hand when the Tuskegee Institute’s Com-
munity Education Program (TICEP) initiated a self-help plan for a
community development organization called SEASHA. TICEP was
an Office of Economic Opportunity (OEO)-funded program in
which Tuskegee Institute students tutored the children of poor
families in surrounding counties. The tutors also helped with other
family problems.

SEASHA'’s director, John Brown Jr., was on the TICEP staff at
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the time. “My job,” he recalls, “was to form parent-tutor organiza-
tions to deal with the results of poverty, malnutrition, and disease
that impaired the child’s ability to learn. The same parent-tutor
groups became the nucleus for SEASHA's county branches when
we decided to start the self-help program after TICEP lost its OEO
funding at the end of 1967.”

Since then, SEASHA has grown in size to approximately 6,000
members, each of whom pays $1 for a lifetime membership. The
organization’s young and aggressive staff of thirty-three is head-
quartered in a small building and a house trailer in Tuskegee. The
staff is supplemented by some people from VISTA (Volunteers in
Service to America), who are serving as field workers. These
same volunteers have helped SEASHA's staff to identify commu-
nity needs and to recruit low-income people to utilize SEASHA
services. As Taylor Harmon, SEASHA's assistant director says,
“We work together like a family, helping each other as needed.”

SEASHA currently runs three major programs: the feeder-pig
co-0p, a credit union, and an economic development component
aimed at providing technical assistance to existing small busi-
nesses and developing new business ventures. Future plans in-
clude the institution of a low-cost housing project.

Two farmers from each of the twelve counties in the area were
selected to start the feeder-pig project. They attended classes
conducted in each county by Tuskegee Institute, and received ba-
sic information in swine husbandry, necessary facility construc-
tion, and veterinary medicine.

The participants were granted five-year loans of up to $2,500 to
purchase a boar and ten gilts (young female hogs) and to pur-
chase materials for building farrowing and feeding pens. In 1971
the loan amount was doubled so the sponsored farmer could ini-
tially purchase more livestock.

The project has been so successful that a feed mill has been set
up to provide farmers with feed at cost. And a new marketing cen-
ter has been erected nearby for conducting the monthly pig sales.
SEASHA anticipates that the pig cooperative will become finan-
cially self-sufficient in the next two years.

The credit union is SEASHA's answer to farm stores and fi-
nance companies that have kept low-income people continually in
debt. Directly involving the membership in its operation, the credit
union teaches members how to save and borrow wisely. Counsel-
ing services are provided by the staff, offering guidance in general
money matters and family budgeting.
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Although the first year, 1969, was rocky, in the last two years
the credit union has doubled its assets, reaching a high in Decem-
ber 1973 of $102,525. Membership now totals over 1,254 people.

In 1973 the SEASHA credit union was granted a certificate of
permanent share insurance by the Bureau of Federal Credit
Unions, certifying that each member’s share is insured to a maxi-
mum of $20,000. The organization also received the Thrift Honor
Award for 1973 from the National Credit Union Administration.
The credit union is a strong and growing element of SEASHA, and
it too is expected to be totally self-supporting. An indication of its
promise is the decision by the board of directors to declare a divi-
dend of 5 percent on shares for the calendar year 1973.

SEASHA’s economic development program has proven to be
the most demanding and the most rewarding of the different
projects. In addition to providing technical assistance to small,
black businesses in the twelve-county area, SEASHA's staff has
made known available private and government monies and man-
agement expertise. This well-designed technical assistance pro-
gram, relying upon the fine resources of Tuskegee Institute, can
offer the necessary assistance for the establishment of minority
business ventures that strengthen the impoverished economic
base of southern Alabama. Since its inception, the two staff mem-
bers have helped ten new businesses get on their feet. Several
new applications are currently being processed by the Small
Business Administration.

Economic development implies employment, and SEASHA
performs an additional service to the community, acting as an in-
formative clearinghouse for both employer and employee be-
tween black and white. Under SEASHA's directions the unskilled
worker may successfully obtain an on-the-job training contact.
During the 23-month period ending November 1973, SEASHA
was responsible for 242 direct job placements and 85 indirect
placements. Field workers give individual attention to the un-
skilled workers, accompanying them to the employer agencies
and assisting them in finding their way through all the red tape, as
well as in dealing with various legal matters.

In the area of low-cost housing, its newest field of interest,
SEASHA is pulling together a consortium of talent in the fields of
architecture, construction, sociology, finance, and management.
The goal is to provide a complete housing delivery system for low-
income rural residents in the twelve-county area.

Plans call for construction of a low-cost housing unit in Coosa
County, to begin when sufficient low-interest federal loans have
been approved. The housing staff also has started on the initial
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We were better off not to have government funds.
They tell you how to use them, and it all ends up
in a lot of overhead. . . .

Appalachian Fireside Crafts

Berea, Kentucky

A chain saw salesman happened upon William McClure in
Berea, Kentucky, a while ago, using one of his company’s saws to
skiilfully roughcut a buckeye bowl from a log. He took some pho-
tographs and asked the mountain craftsman if the company could
use them in advertising.

The salesman suggested the ads would not only sell chain saws
but would also be good for the buckeye bowl business. The shal-
low bowls of buckeye wood have long been used in the “hollers”
of Appalachia to let bread dough rise, and their graceful shape
has come to be prized as decorative tableware by cityfolk.

The bib-overalled McClure agreed the photos would make nice
ads. But he said the buckeye bowl business was about as good as
he could handle. He said he could use a new chain saw, though.

The saw man held out for mutual advertising, but he wasn’t able
to make a deal with the Kentucky farmer. .

William McClure, 52 years old and the father of thirteen chil-
dren, has been a subsistence farmer in Rockcastle County most
of his life. He turned to woodcarving seven years ago to make ex-
tra money, and he has since learned something about letting his
talent go cheaply. He recently recounted how he had a hard
lesson along those lines from the federal government:

“They was going to set up this woodworking shop at Mount Ver-
non and use some men from Rockcastle County to make mini-
barns. Well, we got funded—%$50,000, | think—and a few pieces of
machinery, and we all donated time to set up. We hauled coal free
and one thing and another.

“But it ended up with all the money in two or three people’s
pockets, and there wasn’t enough left to make a go of it. They was
making $10,000-15,000 a year and we was getting $1.69 an hour.
Mostly we spent our time running back and forth to see if they had
anything for us to do.”

On the other hand, McClure has learned that working by him-
self in crafts has its drawbacks, too. “When | started out, | only
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without going too far from home. The organization’s founders, in
fact, were mountain women who wanted to sandwich money-mak-
ing activity in with looking after their children and taking care of
other household responsibilities.

Five such mothers in Kentucky's rural Wolfe County came up
with the idea in a 1968 meeting with a fieldworker for the Save the
Children Federation (SCF), well-known for over four decades for
its services on behalf of children around the world. Why not make
craftitems and sell them? It was a notion that sounded good and it
caught on.

Charles Wesley, who heads the federation’s Berea office, re-
lates how the project got off the ground:

“The first thing we decided was that all the money would go im-
mediately to the families. We didn’t want a lot of equipment, be-
cause we wanted to keep costs down, and we decided on natural
materials.”

The project was geared to the federation’s child-sponsorship
program (in which donations are solicited by SCF and go directly
from an outside sponsor to a child’'s family), and it did not use
money from any other source.

“We were better off not to have government funds. They tell you
how to use them, and it all ends up in a lot of overhead without
support,” says Wesley.

The women, with some SCF instruction, started working on
Christmas wreathes of pine cones and other materials from the
woods. And Jerry Workman—on loan from SCF to administer the
project—got authority to “risk the money right there.” He guided
participants in setting quality standards, and when the first wreath
met them, its maker was paid on the spot.

“A lot of shops have tried to get these people to work for con-
signment sales, but that's no good,” Workman says. “They use
you. You risk effort and materials, and they risk shelf space.
Sometimes you wait months. Then, if it doesn’t sell at all, they're
not out anything—but you are.”

SCF thought it could avoid those shortcomings with immediate
payments that could be recouped later with craft sales. The risk
was, of course, that the crafts wouldn't sell and the federation
would be out the money.

But of course, SCF didn’'t want to do that, not only because it
would lose federation money but also because that wouldn't really
alleviate the problem in the long run. So, working with the crafts
project people, Workman set out to make sure they had more
than a “make-work” program. They kept the standards high.

Workman helped develop the project along with eleven area
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women and William McClure. The project was formally organized
in March 1971, with SCF's backing, as a nonprofit corporation,
Appalachian Fireside Crafts, Inc. All of the board members were
craft producers, and they set a policy of letting the marketplace
decide what would be produced. They also decided to market
their wares by making use of direct mail advertising.

In 1969 the only items offered were the pine cone wreaths, and
they brought in a total of $9,000 in sales. Broadening out the next
year to such craft items as quilts, cornshuck and cloth dolls, pil-
lows, and woodcarvings, AFC boosted its annual sales to about
$30,000in 1971 and to $62,000 in 1972.

During the past few years, AFC has not only increased its sales
but has also spread to a much wider area. The craftmakers now
represent close to 200 families living in twelve Kentucky counties
and one Tennessee county.

There have been problems along the way, of course. For ex-
ample, members of the standards committee were reluctant to re-
ject crafts made by their friends, even if the goods were shoddy.
“It took maybe six months to straighten that out,” Workman says.

Project members soon saw that inferior craftsmanship would
ruin things for everybody, and they decided slower producers
should get more help on technique. They also established a
smaller, tougher quality control committee.

Various decisions had to be made as the project grew in mem-
bership and in craft lines. Should quilting material be given to the
women, for example, or sold to them at wholesale and covered in
the price of the quilt? (The latter was the ultimate route, because it
avoided minimum-wage complications.) And growing problems
with financial records led to employment of a full-time bookkeeper.

The AFC board of directors—chosen on a one-man, one-vote
basis by the membership—presently plans to build a $70,000
headquarters and warehouse near Booneville, Ky. Sales are up
and the company is looking forward to hiring its own full-time
manager and ending its financial dependency on the federation.
“There’s support for that overhead now,” Wesley says.

The support is made up of people like Joyce VanWinkle, of
Rockcastle County, who finds it “awfully easy to sit down and just
make a pillow while the baby plays on the floor.” And the sup-
port is there because Appalachian Fireside Crafts has given the
people a chance to fulfill their basic needs as they could not
before. Incomes are still low, but the many talents of the mountain
craftspeople are gaining wider recognition across the country.
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“People on our payrolls are spending their money at local busi-
nesses, and this is new money from outside the county injected
into the local economy,” West says. The CDC enterprises, particu-
larly the furniture factory, have created a labor base of trained
workers; two light industries established factories in Knox County
largely because of the labor potential. The factories may even-
tually employ a total of 500 people. “We're starting to get credit
from the public for some of these things,” Helen Schalet explains.

The best gauge of the CDC’s success, however, has been its
impact on its employees.

Before landing a job with the furniture factory as a woodstainer,
Melvin White was an unemployed construction worker living in di-
lapidated housing.

“l carried my water in a bucket from a well,” White recalls. “Now
| have running water. I've added a room to my house, I've im-
proved my lot, and I've added a lot of appliances.”

The CDC’'s employees have gained intangible things like re-
spect and pride that may be more important to them than material
gains. As Charlie Hobbs says of local merchants, “When | don't
have a good job, | can’t get any credit. Now | have credit, and
they'll treat me like a human being.” Al Brafford was an unem-
ployed coal miner with a bleak future before he joined CDC'’s
payroll: “I just don’t know what would have happened if this job
hadn’t come along, but the future’s looking mighty good now.”

Hollis West and his associates aren't trying to kid anyone that
they have a final solution to poverty. As West says, “That'’s still go-
ing to take massive funding.” But he believes the CDC invites
imitation. The ingredients, West believes, are:

e no-strings-attached government or private financing to get
started

e a level of organization that can command local respect and
draw upon local ideas and talent

e a broad enough following to be able to exercise local political
power

e professional managerial help

e careful consideration of what products can be produced at a
profit in a given community

“We've proven that people with little background, training or
experience can be trained to run a business with indigenous lead-
ership and indigenous people,” West notes.

“And that can be done anywhere.”
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agreed to supply the agency’s existing groups. It was a windfall.
Not only did Cornucopia gain additional member co-ops at a criti-
cal time but $33,515 as well.

Those early days are remembered fondly by Cornucopia’s
founders. Claudia Meyer, a prime mover of the task force, is now
the program’s full-time staff coordinator. “Suddenly we had all
this money and it seemed as if it could never run out,” she recalls.

“After almost a year of hard work and dreaming, we were about
to get off the ground. We were all so excited—I think we expected
that in another year there wouldn’t be any hungry people left in
"~ Chicago. . ..” That was the vanishing edge of innocence.

“We on the task force may have been a little naive,” she now
concedes. “We had our political and economic philosophies all in
order. But what we didn’t have then was any idea of how torun a
business of this size. And whether it was a word we liked or not,
that's exactly what we had—a business. There’s a lot more to it
than just ‘help your brother’. There's pricing, storage, accounting,
legal problems, funding. . ..”

As the task force fanned out across the city to find a warehouse,
there was a temptation to look first along a north-south line that
ran through downtown Chicago and connected most of the exist-
ing co-ops. “But if part of our mission was really to encourage
food clubs in the black inner city as well as in the medium- and
low-income white areas where most of us had roots, then we had
to move the warehouse search west, into the black neighbor-
hoods,” Claudia Meyer says.

“We knew that could cost us support from a few of the smaller
existing clubs, from people who simply would not feel safe coming
into an all-black area every week with a substantial amount of
money. But at least they could come. Those in the real poverty
belt are too immaobile to come out to us. If we were going to reach
them it could only be by setting up shop on their doorstep. It was a
very hard decision. We wanted to do it, but we also wanted to as-
sure that Cornucopia worked. Looking back now, all of us are
proud of the way we went.”

“People in this part of town are cynical about projects like this,”
she continues. “They have seen storefront projects come and go.
We felt Cornucopia would gain a measure of credibility just by
keeping its doors open a few months and not making a lot of
promises that later got broken. Once we accomplished that, and
once the neighborhood people realized what we were up to, we
figured it would be easy to organize them into co-ops. And that's
exactly what has happened. What’s more, we didn’t lose a single
one of our original co-ops because of moving west.”
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Today the intersection of Willow Road and Newbridge Street is
the site of a shopping center, where blacks and whites shop under
the sign of the Christian Community Progress Corporation
(CCPCQC). The sign shows a white hand touching a black one.

A black minister with strong powers of persuasion, working with
white clergy and backed by local businessmen, put together the
corporation as a nonprofit, interracial organization. Running as
much on enthusiasm as on money, it is trying to train and employ
young people in the community, as well as ease tensions and ra-
cial friction.

The black minister and guiding force behind the organization
is the Reverend Albert Williams, pastor of the Second Baptist
Church in nearby San Mateo.

“l saw the need,” Williams says, “for blacks and whites to work
together in a close relationship—going to church, building up a
rundown neighborhood, bringing the community together.”

Seeking out white audiences, Williams responded to a call from
a white minister who was looking for two blacks—one anti-white
extremist and the other not—to address his congregation. After
Williams gave his views, he was besieged by church members
wanting to know how they could help in the black community.
They said they could not believe such poverty and physical and
human destruction existed.

“So | showed them; | took them on a tour,” Williams explains.
“That was the beginning of CCPC."”

Williams had ideas for the riot-wrecked intersection of Willow
Road and Newbridge Street, envisioning a shopping center,
stores, and job-training projects. The local community certainly
needed shops; the closest shopping center was three miles away.

The minister began translating his ideas and the community’s
needs into action by buying up property around the intersection.
From chuch groups he raised the $10,000 down payment needed
for the $100,000 parcel. That was just the beginning. Williams
went on to obtain contributions from private citizens, church
members, and businessmen, with one individual giving $35,000.

With the money came help from professional construction com-
panies, as well as volunteers for painting, cleaning, and lighter
chores. The corner of Willow and Newbridge became engulfed in
a flurry of building and repairing activities as the wreckage of the
intersection was transformed into a shopping center.

The first two businesses to be opened at the new shopping cen-
ter were the Crossroads Market (July 1970) and a laundromat with
thirteen washers and eight dryers (late 1970). Both enterprises are
wholly owned and operated by CCPC.
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1 hope these cattle can be as helptul to us as the
buffalo were to our grandfathers.

Sisseton-Wahpeton Oyate
Tokataya Ptemanuyanpi Ecahyapte

Lake Traverse Indian Reservation, South Dakota

Where herds of buffalo once roamed the land, young people of
the Sisseton-Wahpeton Sioux tribe are now raising new strains of
prime beef cattle as part of an ambitious program aimed at solv-
ing the principal economic problems facing the tribe.

Two of the most serious problems are lack of income and lack
of jobs. The tribe’s average per capita income, for example, is
only about $650 a year. And the unemployment rate, which varies
from season to season, averages 71-91 percent over the year.

A third major problem has been the exodus of young aduits.
The population of the reservation has declined about 30 percent
over the past decade, as young Sioux have left to try life in the
cities—a trend that, unfortunately for the reservation, has been
helped along by the Bureau of Indian Affairs’ relocation program
of manpower training and empioyment.

The young cattlemen are all members of an organization called
Sisseton-Wahpeton Oyate Tokataya Ptemanuyanpi Ecahyapte
(“Future Ranchers of the Sisseton-Wahpeton Sioux”). The chief
purpose of SW.O.T.P.E., as it is known, is to develop scores of
competent, self-employed ranchers over the next decade and
thereby improve living conditions on the Lake Traverse Indian
Reservation. A successful cattle-raising venture will mean more
income, more jobs, and more people staying on the reservation.

There are many large ranches on the 900,000-acre reservation,
but most ot them are white-owned. Over the years the Sioux have
lost (through homesteading) or sold off much of this land and are
now down to about 107,000 acres, most of it fertile pastureland
containing many lakes and creeks. Sioux men by and large have
not been successful in starting their own ranches. Individual ailot-
ments of land have been too small, and the men have been unabie
to obtain bank loans to meet operating costs.

In 1935, the Bureau of Indian Affairs operated a program de-
signed to alleviate the effects of the Depression on the Sioux.
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full ownership of its calves, while the corporation would recircu-
late the breed cattie to new members.

The breeds of cattle selected for this project were two strains
developed in Europe—the Gelbvieh and the Chianina. Both of
these breeds are noted for their ability to put on weight rapidly
while growing to maturity—a valuable quality in beef cattle.

The members of SW.O.T.P.E. undertook to use a progressive
breeding program designed to give the corporation excellent
breeding stock within a few years. Furthermore they acted in the
knowledge that the market price for each generation of the cattle
will increase along with the purity of the strain.

Meanwhile the members of S.W.0O.T.P.E. had received funds
from the Freedom from Hunger Foundation to enable them to buy
needed agricultural equipment. The corporation used these funds
to buy a tractor, a rake, and a baler in order to be able to produce
hay for the livestock.

Another grant from the Campaign for Human Development in
1973 enabled the members to further improve the facilities on
their ranches, as well as to purchase much-needed machinery
and other equipment. The grant also carried funds that enabled
S.W.0O.T.P.E. to hire a paid project coordinator.

The number of families participating in the cattle-raising project
is increasing year by year. Irene Gronau believes that the total
number of people involved in the program will reach more than
450 within a decade—which is to say, some 40 households will
have become self-supporting through their ranching efforts.

In addition to the direct benefits to be obtained from raising
cattle, the members of the corporation are also discovering that
they can profit from their dealings with local non-Indian ranchers
and farmers. Since the S.W.0.T.P.E. members now need their
pastures and fields for their own livestock, they can—and do—
charge the non-Indians considerably more for renting land.

Sisseton-Wahpeton Oyate Tokataya Ptewanuyanpi Ecahyapte
has proved itself to be a successful economic venture that has
won widespread acceptance on the reservation—and not just
among the younger people. As one elderly member of the tribe
reflected, “We have been so anxious for a program like this that
will help the economy here . . . and develop the good things the
tribe has.”

S.W.O.T.P.E. represents a real hope for the future. As one
rancher said when he received his stock, “I hope these cattle can
be as useful to us as the buffalo were to our grandfathers.”
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and training (which MACEP would obtain, in turn, from estab-
lished institutions throughout south Texas).

MACEP began slowly, carefully feeling its way through the
maze of obstacles that lie in wait for all new enterprises.

One of the first problems the council faced was obtaining funds
just to get started. Deciding the best approach would be to seek
small donations from many would-be givers, the founders under-
took a door-to-door campaign among the churches, large busi-
nesses, and banks of Corpus Christi. Their efforts paid off to the
tune of $66,000—not a huge sum but certainly sufficient to put
MACEP on its feet and also to give it the means to seek out federal
government funding.

Another probiem confronting the council was the need for busi-
ness expertise. A major factor in MACEP’s surmounting this diffi-
culty was the presence of Arturo Casillas. In addition to his ex-
perience with his own business, he was one of the first Chicanos
to take advantage of a training program sponsored by the Na-
tional Council for Business Opportunity. That program gave him
the skills needed to put together loan packages from financial
institutions to finance new business ventures.

MACEP began its first economic development program in Cor-
pus Christi. In 1971 the Economic Development Administration
came through with a $68,000 grant for MACEP to set up the Cor-
pus Christi Economic Development Corporation.

Although the principal milestones in MACEP’s short history
have involved government agencies, the council's greatest
strength and influence are in the assistance it gives to individual
businessmen, principally minority group businessmen. More than
200 businesses have opened or expanded as a result of MACEP
involvement, creating an estimated 2,000 new jobs and a con-
servative estimate of $8 million in incomes. The success-to-failure
ratio of MACEP-aided businesses is phenomenal: only one out of
sixty-eight fails, as compared to the national new business failure
ratio of eight out of ten.

Basically MACEP helps individual businessmen by first com-
piling feasibility studies, together with complete records of assets,
liabilities, and equities, in a prospectus. This package is then
taken to a bank where it is used to secure a loan for the estab-
lishment of a business.

A business established through MACEP belongs entirely to the
individual, but MACEP provides technical assistance in estab-
lishing the business and trains the owner and personnel to make it
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Poor people, like everybody else, need
capital. .. . In this area they even need it
to be admitted to hospitals.

The Missouri Delta
Ecumenical Ministry

Hayti, Missouri

“In a way, last year was our worst year—and also our best,” Wil-
liam L. Jones was telling the group of farmers seated around the
table. This was the annual board meeting of the Bootheel Agricul-
tural Services Incorporated Cooperative (BASIC), being held in a
weatherbeaten shed amid the soybean fields of the “Bootheel” of
southeastern Missouri.

Jones, the president of the cooperative, continued: “Because of
the floods, we could not plant on time. Only five or six members
raised vegetables. The remaining acreage was planted in soy-
beans, and we made over $8,000 profit after gathering only half
the beans.”

This was encouraging news to the men at the table, all of them
ex-sharecroppers and tenant farmers. Their cooperative had
been losing money ever since it started in 1967. Now, with a profit
for the year 1973, it looked as though their hard work and deter-
mination were paying off—and the bad times were behind them.

And in iooking back over those times they knew they could not
have survived if it hadn’t been for the co-op—and especially for
the Missouri Delta Ecumenical Ministry (MDEM). It had been
MDEM that had started the co-op, that had covered their financial
losses during the lean years, that had given them advice and en-
couragement and hope for the future.

The Missouri Delta Ecumenical Ministry is an interfaith social
action agency dedicated to improving the economic conditions
and overall quality of life in the poverty-stricken area known as the
Bootheel.

The three counties that make up the Bootheel form a narrow
band of fertile bottomlands along the Mississippi River. But the
fertility of the land is of small consequence, for the Bootheel, ac-
cording to the U.S. Department of Agriculture, happens to rank as
one of the worst poverty pockets in the United States.
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The credit union was formally chartered in July 1971 and
opened its doors in October of that year. With initial funding of
$10,000 from the Fund for Fifty Million, a Presbyterian group, BCU
spent several months recruiting members.

Initially, though, the poor people were reluctant to take part in
the credit union activities. As Noma Fisher recollects, “Some of
the welfare recipients felt that, if it was discovered that they had $5
in the credit union, their checks wouid be cut off. We had to as-
sure them that it was perfectly legal to have money in the credit
union, that we were working for them, not against them, and that
our files were confidential, anyway.”

Since that time there has been a considerable change in the
people’s attitude.

“People now feel that they own the credit union,” Noma Fisher
says. “They also feel free to talk over all sorts of problems with us.
And they now tend to pass the word about the benefits of belong-
ing to the organization.”

She also believes that BCU has increased the feeling of unity
among the Bootheel’s residents.

“By being a member of the credit union,” she says, “the resi-
dents show a common bond. They know that it doesn’t matter
whether you have $5 or $50 in the organization—you're all mem-
bers and you're really investing in the community. You're helping
the community, yourself, and others.”

The credit union currently has more than 600 members. They
own more than $107,000-worth of income-producing shares.
Since 1971 they have been granted close to 500 loans for such
purposes as health care, home improvements, school needs,
clothing, cars, and consolidation of bills. The credit union mem-
bers are charged only 1 percent interest per month on their un-
paid loan balances. And they receive free budget counseling and
free income tax advice.

Although the credit union has expanded steadily, it has still not
reached the point where its deposits exceed its demands for
loans. Its assets total more than $118,000, but it has made loans
amounting to about $174,000.

“Membership savings are not enough to meet the demands for
loans,” Noma Fisher says. “The reason we can’'t make it on mem-
bership deposits alone is because this is a low-income area. We
need more outside support in terms of additional payroll deduc-
tions and deposits.”

Payroll deductions for credit union shares are already being
made by more than a dozen local businesses and factories, and
BCU is busy drumming up support throughout the tri-county area






78 UPLIFT

The supermarket was opened in 1973, representing a total in-
vestment of close to $100,000. Since then more than a hundred
local families have become members of HACE, for they, like
MDEM, have come to recognize that the store meets a basic com-
munity need.

As Rich Male says, “Before the residents got their own super-
market a lot of people who didn’'t have adequate transportation
had to travel as far as 25 miles to shop. And they had to pay as
much as $5 to get a taxi or neighbor to make the trip.”

Henrietta Grant, the local woman who manages the super-
market, believes that HACE can expect a considerable increase in
membership. We get a lot of community support, but some
people are so accustomed to buying all their goods at a particular
store that it's hard to get them to change their shopping pattern.
We have to convince them that this is their store, that they only
have to purchase five shares of stock to become full-fledged
members.”

Since 1971 the Missouri Delta Ecumenical Ministry has also
been' instrumental in the founding of a number of other projects:

e Health and Welfare Rights, which was started so volunteers
could work with welfare recipients on health and welfare issues.

e Local Leadership Development, which is aimed at having
MDEM staff members work with other people in the community in
order to develop new leadership.

e The Health Advisory Committee, which works with local
people in the area of health education, with the goal of eventually
establishing a community-controlled health facility.

® The Neighborhood Improvement Force, which operates in lo-
cal neighborhoods in order to help deal with such common prob-
lems as substandard housing and poor drainage.

o Missouri Delta Community Corporation, which finds perma-
nent jobs for migrant workers.

e The Bootheel Ministries for Better Mental Health, which con-
ducts educational programs in the field of mental health.

e The Bootheel Area Legal Assistance Program, which serves
the local two counties of the Bootheel region and offers assistance
in consumer and tenant-and-landlord problems, and conducts a
legal education program for area residents.

MDEM realizes that it must begin projects only at the rate that
residents are willing to accept them.

“We must develop programs according to the dictates of the
community,” Male says. “We must never impose our values on the
community. Sometimes what we want and what the community
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Maurice Weir, who grew up in Harlem and on the Lower East
Side, and had taken over leadership of the organization a few
months before the crisis, insists, “We had no mastermind, no
strategy. ... We looked at what we needed and scrounged
around until we got it.”

The scrounging, however, required immense tact, and multiple
written and verbal proposals. With Morgan Guaranty Trust's ten-
tative support, the staff went to the New York City Board of Educa-
tion, which helped to procure state urban aid funds (appropriated
for remediation of educational problems associated with poverty)
to hire teachers.

“| went to the Foundation Library every day to pore through the
list of foundations to find additional sources of financial support,”
Weir says. “Everyone went to all sorts of meetings—community
meetings, church meetings. The Collegiate Reformed Dutch
Church decided to support the project and give us space—two
floors of an office building located in Wall Street, just outside the
community, at $1 a year.”

Various other schools agreed to give the Break Free school ex-
tended accreditation.

Break Free also looked to its own community for support.
Streetworkers hung out on the streets and on basketball courts,
and knocked on doors. Larry Hester-Bey, Break Free's head
streetworker, organized a mothers’ group to provide community
support.

Break Free leaders approached the disparate communities of
the Lower East Side—the blacks, Puerto Ricans, Chinese, Italians,
and Jews—to sell the idea of the school being a community
project that would include everyone. “But there was really no
credibility problem,” says Hester-Bey. “Almost everyone involved
in the program grew up in the community—they knew us, trusted
us, and, because of that, supported what we decided to do.”

“We began to learn that organizations which could not give
money would give in kind,” Weir notes. “Morgan Guaranty also
contributed financial advice and legal services. Schools contrib-
uted books. Weyerhaeuser Company Foundation contributed
lumber. We hired a carpenter, and we set to work painting, mak-
ing repairs, building partitions for rooms in the school.”

The people working directly for Break Free also gave in kind.
Recalls Weir: “There was no money for salaries yet—our teachers
and staff gave up good jobs to live off their savings, or they drove
taxis, sold cosmetics, parked cars, worked by night to support
themselves while they worked to build something they believed in.
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such as smoking or chewing gum, are also held irrelevant by the
alternative school. Students have a real voice and real power in
the school. An advisory group makes recommendations on
school policy and disciplinary action before it is taken. Two of the
seats on Break Free's board of directors belong to students, who
have full voting rights.

Furthermore the school tries to meet some of the special non-
educational needs of its students. A cooperative child care center,
for example, is being organized to allow mothers without child
care to go to school.

A staff of streetworkers, currently four full-time and two part-
time people, deals with what have been traditionally called “per-
sonal” problems. Such matters, as is recognized by the street-
workers, are frequently the causes rather than the effects of aca-
demic failure. So it is that the staff thinks it important to help the
students deal with family problems, drugs, pregnancy, and finan-
cial difficulties.

The streetworkers are all community people. Larry Hester-Bey
stresses the importance of having had experience with such prob-
lems. “We've been there; we know. And they know we know.
When the father comes home, instead of helping with the house-
work, he beats the mother. When you’re scrounging for food,
wearing last year’s sneakers in the snow, and have inadequate
medical attention—you're going to school after that? Social work-
ers fresh out of college just don’'t know what it's like.”

The school cooperates with local methadone programs, health
and welfare agencies, and the police. Larry Hester-Bey insists,
“It's important to have community contacts, and to deal with prob-
lems honestly and frankly. It's important, when a kid thinks he's
got VD, to simply say, ‘Go see Dr. so and so’. Or when someone
tells you he’s on drugs, it's important to deal with the problem and
not just lecture. Or to go straight to the parents when you need
to—because you know momma and poppa personally; now, that's
validity.”

Streetworkers visit the homes of students once a term. Like ad-
ministrators, they are on a first-name basis with the students.
Jackie Robinson points out, “The school has a history of breaking
down barriers between students and teachers. You mustn't nec-
essarily see yourself as a teacher or youth worker—but rather as a
person.” Also, like the administrators, their doors are always
open, they are always accessible, and available for “just rapping.”
Don Schwartz evaluates their role: “A streetworker can say, ‘I'm
not your teacher, coach, disciplinarian; I'm your friend'. It helps
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Homemaker Skills concentrates its efforts in two low-income
areas of Pittsburgh. One is the Homewood-Brushton district
which is predominately black; the other is the Perry-Hilitop dis-
trict, about one-third black, on the city’s North Side. Although AC-
TION-Housing says the program is available to the general com-
munity without regard to place of residence or income level, the
primary thrust of Homemaker Skills is clearly directed toward
families living in new or rehabilitated housing that is sponsored by
ACTION-Housing and other nonprofit leasing enterprises.

The twin driving forces of Homemaker Skills are a pair of dedi-
cated, energetic women: Cora Raiford, who works in the Home-
wood-Brushton area, and Aurelia Demus, who is active in the
Perry-Hilltop area.

“They, not us, make Homemaker Skills tick,” says Jonathan
Zimmer, director of supportive services for ACTION-Housing.

What makes the approaches of Cora Raiford and Aurelia
Demus tick is sensitivity. Both know the problems of poverty. Both
have seen the deterioration of their neighborhoods and commu-
nities. They have different ways of going about it, but they both
know how to develop a sense of self-confidence and dignity in the
“ladies” of the program.

Their constant reference to “ladies” reflects the importance
they attach to human dignity in their overall attack on the prob-
lems. A lady is a symbol of achievement, and to Cora Raiford and
Aurelia Demus all the women in Homemaker Skills are ladies.

The Homemaker Skills program provides the ladies with free
classes in a great variety of subjects. These include the basics of
homemaking, such as sewing, cooking, and interior decorating,
as well as more advanced topics, such as nutrition, budget
stretching, upholstering, and art.

“Our hope is to build the necessary skills for people to live in
public housing so that they can become self-sufficient,” says Far-
kas. “This is the real bread and butter of housing programs.”

It is also what sets ACTION-Housing apart from other housing
programs.

Homemaker Skills classes are conducted on an informal basis,
without rigid structuring. In general they have had no official be-
ginning or ending point. Some participants tend to drop out after
reaching a certain level of skill, while others continue to attend
over a long period of time. The classes are held in a variety of
places—in the four Homemaker centers, in the homes of the “stu-
dents” themselves, or some other place.

All of the class sessions are kept free of anything that would
lead to them being mistaken for welfare or social development
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We decided to just go ahead and open a school—
not wait until the board put up the building. Just
open a school on our own and try to demonstrate
what we were talking about.

The Committee for a
Comprehensive Education Center

New York, New York

The first thing that strikes a visitor about Park East High School,
located in what was once a music school in East Harlem, is that
the walls are bare. No graffiti.

One also learns that the student body of 475 tends to get along
without drugs and without violence. ]

But there are other, more important differences that set Park
East apart from most New York public schools.

Park East is an experiment in alternative education. It is the
city’'s only community-controlled public high school, the creation
of a handful of resolute women who formed the Committee for a
Comprehensive Education Center to find the most effective way to
educate their children.

Essentially the school is aimed at providing educational alter-
natives to youngsters who otherwise may be assigned to tradi-
tional schools—with inflexible curricula and with few or no re-
sources to provide the personal attention and special help that
students need to develop their own interests and skills.

“We want to give these kids what they need—not what some
curriculum guide says they should have,” explains Thelma King,
the school’s director (the committee does not care for the title
“principal”).

Park East’'s student body is generally the same as that of any of
the city’s larger high schools.

The youngsters are mostly from low-income homes, and the
majority of them are black and Puerto Rican (at Park East the pro-
portions are blacks, 40 percent; Puerto Ricans, 40 percent; and
whites, 20 percent). At Park East, however, all of the students are
young people who have asked to be enrolled there. Many have
been there since the school first opened in February 1971 in the
basement of a local church.
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contrast with East Harlem, with its majority of low-income blacks
and Puerto Ricans, Yorkville is a well-to-do, almost-all-white
neighborhood that includes an affluent middle-class population,
plus some upper-middle-class and lower-middle-class groups.

The parents’ association learned that a Yorkville community
planning board was already planning for renewal of the brewery
site and seeking a commitment from the board of education to
construct the East Side new school in the Yorkville area. Sub-
sequently the association came to support the planning board’s
attempt to locate the school in the Ruppert renewal area.

In 1966 the board of education agreed to the Ruppert location,
and the planning board designated a committee to help design
the school. This committee envisioned the new school as a com-
munity center to funnel a variety of social services to East Har-
lem and Yorkville residents. And it was this group that began con-
sidering the kind of education young people would be getting at
the new school.

Out of the committee’s deliberations came a proposal for com-
munity control of the new school. Although New York’s elemen-
tary and junior high schools are “decentralized” (that is, con-
trolled by local school boards in the various sections of the city),
all the high schools are operated by the central board’s Office of
High Schools.

“At the time, parents had no influence at all over which public
school their children would be assigned to, let alone the kind of
education available,” Elizabeth DiTrapani explains. “But we were
dissatsified with the system and began to discuss the kinds of al-
ternatives there could be. We wanted to see what we could do
about providing the kind of school that would best meet the needs
of the students.”

Once its plan was formulated, the committee began seeking
support from the board of education and the community. “We
wanted to work within the system and help devise a new kind of
public school,” says Mrs. DiTrapani. “We needed the board’s ap-
proval and the community’s support.”

In 1968 the board designated the proposed Ruppert school as
the city’s pilot “comprehensive” high school. It officially asked the
committee to help develop plans for the new structure. Armed
with the board’s approval, the committee began recruiting sup-
porters in the two communities that would be served by the new
school—East Harlem and Yorkville.

The committee reorganized itself, hired a planning staff, and
decided upon a name for itself—the Committee for a Comprehen-
sive Education Center (CCEC).
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We give them practical advice—like not endorsing their pay-
checks until they are ready to cash them at the bank.”

Each weekday Margaret Hirsch conducts a 20-minute class
over a local television station that covers roughly the same course
content that is presented in the neighborhood classes. This
broadcast helps stimulate enroliments in the individual classes,
but is otherwise independent of them.

LIFT was started in 1961 as a pilot project of the National Coun-
cil of Jewish Women, which was intent upon trying to do some-
thing about the rising number of illiterate people in the Dallas
area, then estimated at 45,000. Pat Peiser, president of the coun-
cil’'s Dallas section at the time, says the council’'s impetus came
from the Foundation for World Literacy, as well as a desire to help
the disadvantaged. The foundation had devised instructional
techniques based on televised films and supplemented by class-
room instruction that were being used successfully in Memphis,
Tennessee, for adult illiterates. This system was employed in the
pilot project, which had 200 students and was continued until
1964. At that time a new curriculum was developed by Margaret
Hirsch, who had taken over the direction of LIFT in 1963.

Margaret Hirsch, a refugee from Nazi Germany, grew up in
Australia and has lived in Dallas since 1949. Over the past decade
she has made LIFT an expression of her own personal philoso-
phy: “If you've been lucky enough to get an education, you've got
an obligation. Most of the good volunteers feel education is some-
thing to share.”

Margaret Hirsch is not at all fazed by LIFT’s critics, who claim
that the students would be better served by paid professionals,
and who point out that the number of illiterates in the area has
doubled since the project began.

Margaret Hirsch simply responds by saying that the population
also has grown enormously in that period, and the public schools
haven't been able to cure the problem. Moreover, she adds, “we
would get less work done with paid teachers—that would take
away from the whole idea of LIFT.”

She is presently trying to expand the program. Finding money
is difficult, however (LIFT currently gets along on an annual bud-
get of $3,000, the money coming from individual donations and
foundations).

“But a little progress is better than none,” she says, firmly. “The
need is so great.”
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confrontation that left 35 dead, 883 injured, and more than $200
million worth of property in rubble and ashes), the outside world,
perhaps shamed by the conditions that had sparked the upheaval
or afraid that next time the fire might spill out of the narrow con-
fines of Watts, poured millions of dollars into the long-neglected
ghetto. Like flowers that emerge in California deserts only after in-
frequent rains, dozens of programs and agencies suddenly blos-
somed in the Watts wasteland.

But despite this sudden show of concern by the outside world,
community workers—black professionals as well as volunteers
who gravitated toward these newly founded organizations—felt a
subtle, undefined depression permeating Watts. Along Central
Avenue, where unemployed men, outwardly impassive, talked in
small groups on street corners, as well as in the side streets where
women gathered on the front steps of old, weatherbeaten frame
houses, there seemed to be an inescapable feeling that the 1965
outbreak, aithough it might have been justified and might have
brought some money and attention to Watts, had somehow
robbed black people of something and that it had established vio-
lence and looting and arson—in short, “fury”—as the black man’s
last and only recourse.

“Something had to be done to show the positive side of the
community, something that would stress to people the black cul-
tural heritage,” says Jacquette, a high school dropout who once
served time for burglary. “Some of us who had gotten involved in
the various agencies decided a festival might be the right thing.”

Community workers who discussed the need for a morale-
boosting event decided the festival would feature concerts, pa-
rades, and carnival rides. But more importantly, the festival would
include exhibits and shows featuring black art and handicrafts.
Social agencies of all kinds would be invited to set up booths in
the festival grounds, where Watts residents, who hate to battle the
impersonal city bureaucracies, would be able to find out about the
old and new services and programs open to them.

“Once we decided on a festival,” recalls Jacquette, who at the
time was doing volunteer work for a church group in Watts, “we
decided that the Jordan High School Alumni Association would be
best suited to run the festival, because they had an established or-
ganization. We went to the mayor’s office for help in cutting red
tape to get parade permits, and to the county board of super-
visors for permission to use a park that belongs to the county.”

The Los Angeles business community was canvassed for finan-
cial support. The Schlitz brewing company found $40,000 in its
coffers to support the festival’'s musical activities. Coca-Cola
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a $165,000 grant from the federal Model Cities program. But the
check came with a proviso: Jacquette, the high school dropout
who had obviously not had the benefits of even a rudimentary
education, much less the sophisticated training allegedly neces-
sary to administer a sizable chunk of federal money, had to step
aside in favor of a supposedly more “expert” administrator cho-
sen by Model Cities. Under this arrangement, though, the Watts
Summer Festival rang up its first loss in six years of operations (a
$27,000 loss to be exact) and almost folded permanently.

Explanations vary. Some observers blame the bureaucratic
mentality of the Model Cities administrator and his staff—all of
them black, by the way, which perhaps iliustrates the leveling in-
fluence of bureaucracy. The Model Cities people, it was felt, were
not up to coping with what was essentially an operation depen-
dent on its street wisdom for success. Other observers point out
that Jacquette, who in a compromise agreement remained with
the festival organization in a minor capacity, did not go out of his
way to give the new management team his full assistance.

As the grant was only for 90 days, the Model Cities people soon
left, and Tommy Jacquette resumed his position as executive di-
rector. Even so, the episode left its mark on the organization,
prompting it to give serious thought to restructuring itself so as to
make it less vulnerable to outside influences.

The most pressing problem currently facing the Watts Summer
Festival is one confronting a number of other self-help projects
around the country: the dwindling sources of financial support.

The 1972 festival, because it included a concert that resulted in
the successful movie “Wattstax,” managed to gross as much as
$1.5 million. These earnings have provided some hedge against
future expenditures, in addition to sustaining other projects.

The Wattstax benefit concert packed 100,000 people into Los
Angeles’ Memorial Coliseum for six hours of headliner entertain-
ment. The Stax record organization syndicated an album of the
concert, with proceeds going to the festival. Performances during
the week included contemporary jazz, dance, and drama. Smaller
in scope, these exhibitions of black culture featured local artists.

The Watts Summer Festival is ambitious. Continuation of pre-
vious efforts, though, will require even more resources.

“Part of it,” sighs Jacquette, “is the economy. Things have got-
ten progressively worse since 1969, and people say that they just
don’t have the money anymore. But part of it, too, is that seven or
eight years ago people were willing to give money because they
thought that for a couple of bucks they'd buy ten or twenty years
of calm. But the ashes have cooled, and they have forgotten.”
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preventive medicine, plus an on-the-air referral service

e issues important to the Chicano community, with a wide
range of guests and panel members discussing such matters as
the energy crisis, welfare problems, and the economy

e spot announcements that alert the sometimes unsuspecting
Chicano to legal injustices and consumer frauds; these spot ads
also provide job information and important tips on available serv-
ices in the area

e youth programs, undertaken in cooperation with the Neigh-
borhood Youth Corps, to provide young people (Chicanos and
members of other minority groups) with a channel to reach a large
audience of their own age with news and discussions

e an experimental children’s program that presents its young
listeners with a variety of information and materials relevant to the
Chicano experience

e a plentiful selection of Latin music and entertainment

The Bi-Lingual Broadcasting Foundation is also involved in ex-
panding the Chicano community’s foothold in the world of broad-
casting. It has, for example, started a training program for low-in-
come youths in the broadcasting field. And ten of the foundation’s
students have already received third-class radio broadcasting li-
censes, and more are being trained in such skills as oral commu-
nication and technical familiarization.

Money remains the chief problem for the station, which oper-
ates on a yearly budget of only about $50,000. This is simply not
enough to provide all the services the group would like to offer the
Chicano community. The station has developed a membership
program, with an annual fee of 50 cents per membership for indi-
viduals and $100 per membership for organizations. With only
360 members (most of them individuals), though, the station
knows it must find other sources of funding.

Despite the money problems, the station’s backers remain en-
thusiastic and optimistic. They are in the process of developing a
series of programs and classes that could be packaged and sold
to other stations. This would not only provide the station with addi-
tional sources of revenue but it would help develop a sense of
unity among widely scattered Spanish-speaking communities.

The Bi-Lingual Broadcasting Foundation has proved to be a
useful tool in combating prejudice, ignorance, and illiteracy in
northern California. More fundamentally, perhaps, it has served
the dual purpose of giving the Anglos an awareness of the Chi-
canos and the Chicanos an awareness of themselves. As a KBBF
staff member once remarked, “Many didn’t know there were Chi-
canos out there until we started broadcasting.”
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and to train and to work—for equal employment opportunities in
the building trades.

The hammer is their symbol, not only of their trade but of the
impact they hope to make upon racial discrimination by labor
unions, upon public apathy, and upon the complacency of gov-
ernment agencies that allow discriminatory violations against
them to go unrecognized, unchallenged, and unpunished.

UCCW was organized in response to the threat of a layoff of all
black workers employed on a Boston urban redevelopment
project in November 1967. The reasons given by the contractor
were a lack of technological skill and poor work habits.

The organizers of UCCW knew that training was a major defi-
ciency, if not the fault of the blacks concerned. They embarked
upon a strategy for both training blacks and then getting the
trained workers hired. But the first priority was to correct what it
regarded as unfair labor practices in the building trades within
UCCW'’s own south Boston neighborhood.

In announcing its formation, UCCW issued a manifesto that de-
clared the area “off limits to racist unions, nonfunctioning com-
pliance officers, discriminatory contractors” and others. It de-
manded that minorities be given 50 percent of all the skilled jobs
and all of the unskilled jobs on projects in the area. And it staged a
series of demonstrations to back up its demands.

These militant actions produced an agreement from the rede-
velopment project contractor to train minority workers as sheet-
rockers, a trade then being performed in the area by imported Ca-
nadian workers. Twelve minority workers were chosen for the
two-month program. “The trainees were paid subscale wages, put
on the job with a journeyman on a one-to-one basis without any
counseling or supervision,” according to Errol S. Paige, one of the
trainees who later became director of training for UCCW. A follow-
up study showed that five of the men were still employed as
sheetrockers two years later and that the rest of them had sought
jobs in other areas of the country.

The training project was regarded as a step in the right direc-
tion, if not wholly satisfying. It at least gave UCCW and the build-
ing industry some experience in minority training programs. By
the fall of 1972, Paige was able to note with some satisfaction that
the UCCW program, originally planned to place twenty-four per-
sons in training, had actually trained fifty. UCCW increased its
placements by securing commitments for training slots from con-
tractors before they signed contracts on government projects, in-
stead of bargaining for such commitments iater.
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So many people think they have to get together,
have to agree first—politically, sexually,
religiously, everything—and then they might get
something done. | don’t do that. | don’t ask
anybody to agree with me or anyone else about
anything—ijust to work.

Home, Inc.

Atlanta, Georgia

Julia is a slim 17-year-old who ran away from home two years
ago and became a groupie, trailing rock music stars around the
country. Today she is learning how to become a business-
woman—who can support herself by making and selling intricate
pieces of wire jewelry.

Mike’s specialty is making etched leather goods, which are a hit
with the youth trade. He's quiet, and doesn’t want to talk about the
prison term he did for dealing dope.

Both are more concerned about their present work than their
past escapades. Along with about 140 other former delinquents,
spaced-out speed freaks, and homeless youngsters, they are
concentrating on developing skills that will make them self-reliant.
They are members of a commune-like self-help project known as
Home, Inc., founded by a self-employed social worker named
Samuel G. “Skinny” Watson.

“We have our share of fun, but we get most of it out of working,”
says Watson, who once led the somewhat rootless life of a well-
heeled, fast-moving traveling salesman.

Skinny Watson says his life changed when he grew concerned
about what was happening to youngsters caught up in the drug
.scene. One night he went with a friend to visit a home established
to help kids on drugs. It shocked him when he saw it was merely a
house, a place where the kids could sleep, eat—and do nothing
else. He became convinced that this approach would never give
young people a chance to learn what he had learned in his 36
years: self-reliance and self-confidence built from the work one
has done oneself.

Watson bought an old, rambling house at the corner of Arizona
and Indiana streets on the East Side of Atlanta in an area known
as Little Five Points. He, his wife Susan and his mother, who is in
her 70s, decided they would call the place Home, Inc.
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“What almost did us in back then was that old thing of every-
body having to agree on everything else. We had a day care cen-
ter then,” Watson explains, “and the kids running it wanted to use
it as a political class, sort of in socialism.

“l told them | had nothing for or against their socialism, but |
didn’'t see how we could make a buck out of it, and all | did see was
that it was going to alienate the community.”

Rather than keep up an argument about it, Home, Inc. simply
closed the day care center, letting another private community
agency open one in its place.

“You've got to watch that kind of stuff,” Watson insists. “That’s
one main thing people should remember when trying to set up
something like Home, Inc. The other main thing is self-reliance.
Sure, it's the point of our whole program, teaching these kids to
do for themselves.

“But I'll tell you one other thing. All these little merchants
around here, every hardware shop manager in Little Five Points,
saw me and my kids out working every day, rain or shine, and
that's what won them over to us—out there working, not asking for
anything from anybody.”

Fifteen of the youngsters live with the Watsons—all the room
the old home has—and about 125 more work at the shopping
complex.

Home, Inc. now grosses about $65,000 a year on sales through
the shops. Mortgage payments on the store and living costs at the
home take all of that, and although every week is a struggle finan-
cially, the project has convinced itself, to say nothing of downtown
Atlanta banks, that it is financially stable. Economically the proje'ct
remains very much a collective effort.

There are still no salaries, but no one complains. “Nobody’s
here to get rich. They're here to get themselves together, to stand
on their own,” Watson says. And a lot of the close to 1,500 young-
sters who have made Home, Inc. part of their lives for a few
months have learned to do just that.

Watson estimates that as many as half have stayed off drugs
and are now self-employed as craftsmen. He hasn’'t made any fol-
low-up studies to learn exactly what has happened to them. But
he does know that many of the workers left him after earning the
acceptance of the business community. His feelings are clearly
not hurt by such desertions, though.

“There’s a chance a lot of 'em might go on from here and get
rich,” he adds with his ex-salesman’s grin. “Lot of money in sales,
you know.”
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This has resulted in earned extra income rather
than mere do-good handouts, which only

make poverty easier to bear and

pride harder to hold onto.

Appalachian Craftsmen

Huntington, West Virginia

Most of southern West Virginia's poverty tends to be almost ex-
clusively rural. The communities and settlements scattered across
the countryside are characterized by poor housing (many houses
are simply shacks), little or no indoor plumbing, and junked appli-
ances and automobiles on front lawns, driveways, and along
stream banks. As indicated by these outward signs, a hand-to-
mouth existence is too often the way of life. In one four-county
area (Cabell, Lincoln, Mason, and Wayne counties), up to 37 per-
cent of the residents eke out a living below the federally defined
poverty level. Yet within a distance of about 60 miles lie the com-
paratively wealthy metropolitan areas centered on Huntington and
Charleston, the state capital. (Charleston, in fact, ranks among the
ten leading U.S. cities in terms of per capita income.)

There are jobs in Huntington and Charleston, and good hous-
ing and a great variety of social amenities. Nevertheless long-
range commuting is impractical, and moving permanently to the
cities means giving up a cherished way of life.

But there is another possibility: instead of getting the people to
go to the jobs, create the jobs for the people in their own moun-
tain communities. This possibility is currently being tried, with
considerable success, by Appalachian Craftsmen, Inc.

Appalachian Craftsmen is a self-help organization, headquar-
tered in Huntington, that is dedicated to helping poor families in
the four-county area supplement their incomes by working at tra-
ditional crafts in their own communities. This has resulted in
earned extra income rather than mere do-good handouts, which
only make poverty easier to bear and pride harder to hold onto.

Appalachian Craftsmen has capitalized on patchwork sewing, a
craft that is as old as the region itself and one that remains a
source of regional pride. Through training, a carefully chosen
product line, and a variety of marketing efforts, the organization
has been successful in turning this traditional craft into a real
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clerical help, sales trips, talks, letters, training, instruction, and
pickup and delivery that the volunteers have provided for the
project. It's this kind of enthusiasm and these donations that make
.the difference in anp undertaking.of this natyre.”

7 Carter Seaton also cités‘the expertise regresented by the board
of directors and especially the work of SWCAC's community orga-
nizers in the four-county area as primary reasons the project has
been as successful as it has.

“These community organizers have been our contacts and
most active instructors from the very beginning,” she says.
“They’re not outsiders. The people know them, live with them, and
trust them. | think this has been a most important element in the
fact that we have been able to provide this kind of service at all.”

In its less-than-four years’ existence, Appalachian Craftsmen
has been able to generate $27,000 in supplementary income for
its participants.

“We pay our workers through a piecework system,” Carter Sea-
ton explains. “The worker chooses an item from the product line
that she wants to make during the current season, and the organi-
zation provides her with the materials and any special training that
may be required. From that point, she's on her own. Her earnings
are governed only by the amount of time she is willing to devote to
manufacturing the item. Our average yearly income for each
worker has been about $240, but that has varied from $10 in one
case to about $800 in another.”

Appalachian Craftsmen has markedly improved the quality of
life for many of its participants. In a community where the lack of a
pair of good shoes sometimes keeps youngsters out of school,
supplementary income earned through Appalachian Craftsmen
can make an appreciable difference to how people live. The
craftmakers tend to use their extra money carefully—using it, for
example, to buy better clothing for themselves and their families,
as well as to pay for improvements on their homes and property.

The skills and output of the project’s participants have in a few
instances led to more than just a supplementary source of in-
come. A number of women, for example, have moved on to jobs
at a local clothing factory.

Appalachian Craftsmen, Inc., has brought a ot of hope to the
communities it serves in the four-county area. And just as impor-
tant as the hope it has brought is the fact that the organization has
not brought about unwelcome intrusions on the lifestyle of the
participants. The people of the mountain communities of southern
West Virginia have had to give up nothing of their traditional way
of life—other than a still all-too-small portion of its poverty.
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as a constructive force for change. Community-Action-Newsreel
and its members had scored their first big success.

Others followed. A year later a second “51st State” television
program detailed the lack of surgical and obstetrical facilities at a
new and much-heralded hospital on the Lower East Side. Like the
first show, this program attracted the attention. of city officials and
triggered at least the beginnings of necessary action.

Community-Action-Newsreel also turned its attention to the
schools and to police-community relations. “School District No. 1:
A Community In Change” focused on problems of community
control and a controversial locai school superintendent. It was
monitored at local showings as well as being aired on cable televi-
sion. “No More Words,” the videotaped dialogue between police
and local youth gangs, also was shown at C.A.N. headquarters to
police and city and community officials.

While these achievements obviously stand out, C.A.N. crews,
which use both videotape and film, have also prepared short news
features in English, Spanish, and Chinese on such subjects as
programs for the aged, birth controi, drug treatment centers, and
street festivals. A number of videotapes have also been produced
on performing arts groups such as the Urban Arts Corps, the Ne-
gro Ensemble Company, and the Teatro Campesino. C.A.N.
shows these tapes at community centers, schools, housing
projects, churches, hospitals, and libraries. And informal screen-
ings are held at markets, laundromats, social clubs, and on the
streets using the old moviebus.

The Community-Action-Newsreel has clearly succeeded, as
Barrios says, “in involving teenagers and adults from local com-
munity groups in using the media as a constructive force for
change.”

The center’s outreach program, for example, instructs commu-
nity leaders in the “how to” of successful video projects, and has
itself been so successful that it has been adopted by various civic,
religious, and neighborhood organizations.

The changes resulting from C.A.N.’s activities have not only af-
fected the community and the public’s perception of local issues,
but also the filmmakers themselves. Thirty of C.A.N.’s neighbor-
hood trainees, for example, have found positions in the world of
professional filmmaking.

As to the future of the Community-Action-Newsreel, Barrios
and the other members of the group are optimistic. As one young
man said, with a confident smile, “C.A.N. can.”
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The Urban Youth Action program in the Hill
district . . . is urban renewal . . . in its purest
and most direct role.

Urban Youth Action

Pittsburgh, Pennsylvania

Down the street from the Duquesne Club, where Pittsburgh’s
corporate leaders meet, young black people are striving to get
their cut of the free enterprise system’s employment pie.

They are participants in Urban Youth Action (UYA), a program
established in 1967 and overseen by a group of mostly young
black businessmen. UYA is primarily in the business of teaching
the young people of Pittsburgh about the business world and de-
veloping their employment potential.

Much of UYA’s work involves finding jobs and providing train-
ing for young people in the low-income Hill and Homewood-
Brushton districts of the city. Bernard H. Jones, the man behind
the idea and now the chairman of the UYA board, sees the pro-
gram as having a far more profound influence on young lives than
simply an economic one. “Coming out of UYA,” he says, “are a
cadre of revolutionaries. They will revolt against the dismal futures
their brothers and sisters have faced in the black ghettos. They
are building self-esteem.”

More than 4,000 youngsters have participated in the program
since its inception. The current “class” numbers 450—nearly all
elementary and high school students. There is also an active
“alumni” group that promotes UYA projects in its dealings with lo-
cal businesses and the community.

UYA adheres to the principle of “learning by doing,” and that in-
cludes the staff, which is composed for the most part of high
school volunteers. There is a full-time director, C. Richard Gill-
crese, who began with UYA when he was 19 years old and it was
just beginning. He has three full-time adult assistants, a secretary,
and a controller, all of whom were in the program as students.

UYA headquarters is a busy place, as can be seen by a glance
at the various department activities. It has departments for em-
ployment, and also for education, community service, and eco-
nomic development.
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them involved in math.

“One parent said she had always had trouble getting her son to
go to school but during that three weeks, he was getting her up in
the morning! There were kids waiting outside of school for the
teachers to arrive to get in there so they could go to work.

“This project was so successful that after the three-week period
the parents and teachers and all met with us and said, ‘You've got
to continue it’.”

Jones says that UYA, which exists primarily on donations, has
managed to come up with enough money to pay about twenty-five
of the school’s students 75 cents an hour for three hours a week.
UYA has also extended the program to other elementary schools.

“One of the best letters | ever received,” Jones says, “was from
a girl who had returned to school from pregnancy. She was able to
work [in the junior high school program |, and she tranked me be-
cause she was able to buy clothes and things for her daughter.

“By working she relieved the pressure she had of supporting
her kid at home. Although her kid lives at home with her parents
like she does, she still wanted to do something to support her.”

e Community Services. Work aspects of the community serv-
ices program are also administered by the employment relations
office. Service workers must be high school students and must at-
tend a weekly UYA training session conducted by a business pro-
fessional. These young workers perform a number of tasks de-
signed to help needy individuals or the entire community. They
may do housework for the handicapped, shop for the elderly,
paint houses, and weed lots.

Sometimes workers are employed on jobs that have been con-
tracted for with UYA by a major company or a government
agency. The entire program is intended to provide the youths with
valuable work experience, as well as money.

® Economic Development. Director Gillcrese administers the
organization’s economic development program for new ventures.
This program is financed partly by contributions deducted from
the paychecks of the UYA staff and student workers. Donations
from businesses, foundations, and other sources also go into a
fund to support the program, which includes assistance for stu-
dents who are going on to college and other schools. Another
source of revenue consists of the UYA alumni members, each of
whom contributes $6 a year.

Bernard Jones got the idea for starting UYA when he was a
community worker for the city’s urban redevelopment authority.
He saw the need for assisting young people to make the transition
from school to the world of work and, at the same time, to imbue
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I wanted to capture the potential of the graffiti
movement before it becomes self-destructive.

United Graffiti Artists

New York, New York

Works of all the great “masters” are on exhibit.

The name “Snake-1" done in large, bold letters leaps out of a
bonfire and is encircled by a string of tiny hearts. The technique
used in the painting is known as “Manhattan style.”

Complex swirls and ornamentation characteristic of “Brooklyn
style” make the name “Nova” all but indecipherable. But it com-
mands the eye.

“Phase 2" looks like a bubbly snake writhing in a cloud of
flames. It is executed in “Bronx style.”

There are many more embellished signatures—"Co-Co 144,
“Stitch-1,"” “C.A.T. 87" —all done in vivid reds, greens, purples,
orange, and shocking pink. They are a wild fantasia of super-
doodles mixed with shooting stars and sunbursts and arrows.

The surprise for most visitors on this September day in 1973 is
that the artwork on display seems out of place. Graffiti are cus-
tomarily the decorative art of public places—billboards, subway
cars, subway station walls, and just about any other vertical sur-
face. The strange thing is to see graffiti painted on canvas and
hung on the walls of an art gallery.

The strangeness soon wears off, though. Five minutes after the
exhibit opens a woman pays $200 for one painting. Other works
are snapped up at prices ranging up to $3,000 paid for a 30-foot
canvas bearing more than a dozen of the ornate signatures. The
show ends sixteen days later, having netted $12,000.

The 1973 gallery show was quite a change in fortune for the
dozen young graffiti writers, half of them black and most of the
rest Puerto Rican. They were being paid for what they had been
doing for free, if illegally. It also was a great change in status; their
midnight scrawls with cans of spray paint markers were being rec-
ognized as “art.” What's more, they had been launched on legiti-
mate careers in art.

All of this had come about because a 22-year-old sociology stu-
dent at the City College of New York, Hugo E. Martinez, had done
some work with street gangs in the summer of 1972 and he had
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As the graffiti styles of the various boroughs have evolved, so
has a certain code among the writers. It is against the code, for ex-
ample, for anyone to write over the signature of a WAR (Writer Al-
ready Respected)—a recognized master.

Martinez says there is one major criterion for a masterpiece—
“it can’t drip.” By way of illustration, he says, “Super Kool 223
does beautiful pieces, but his paint drips. He doesn't use the
spray can well.”

Martinez has arranged for all twelve writers to enroll, tuition-
free, in the Universidad Boricua, a “university without walls” which
has asked Martinez to find instructors to teach subjects that UGA
members want to learn. The writers, all of whom had been on the
verge of dropping out of high school, have also been given schol-
arships for four credit hours in the City College of New York High
School Enrichment Program.

An abandoned doll factory in Washington Heights was made
available to UGA in June 1973 by the mayor’s chief of staff at an
annual rental rate of $12. The 5,000-square-foot studio hums with
the sounds of hammers, power sanders, and the latest soul music.
And an occasional welcoming whoop signals the arrival of another
member to do a specific chore he himself chooses from a long list
of things to be done to make the building usable. Young neighbor-
hood kids, low on the membership waiting list of some 200 aspir-
ing artists, hang around the studio in hopes that one of the mas-
ters will take a look at their work.

Guided by a two-page list of bylaws and legitimatized by an ad-
visory board that includes college professors and a transit author-
ity representative, United Graffiti Artists holds weekly meetings at
the studio.

The group still looks for leadership and advice to Hugo Marti-
nez. Their leader is a strange mixture of insecurity (“l write lousy
proposals”) and cocky self-assurance (| can channel violence or
ambition, but not apathy”). He labors twelve hours a day for UGA
and swears his allegiance to and affinity for the working class. Yet,
occasionally, he spouts—and gets away with—curiously middle-
class platitudes, such as, “In unity there is strength” and “Through
work there is freedom.”

Martinez’ scenario for UGA’s future includes painting murals in
the city's Washington Heights section, and doing silk-screen
works to exhibit at Chicago’s Museum of Science and Industry
and in Puerto Rico. And after that? "l would also like to go to Ja-
pan, because of its tradition of calligraphy,” he says. “Japan buys
a lot of paintings—it’s second only to West Germany.”

The graffiti movement itself may well be the tail of a brilliant but
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Black people can do best the things that are
needed to alleviate black people’s problems.

The Roxbury Action Program

Boston, Massachusetts

In 1689 the colonists in Boston rose up against the royal gover-
nor, seized him, threw him into prison, and forced him to resign.
Today the place where the governor was seized, Fort Hill, is the
home of a group of people involved in another kind of revolution—
a nonviolent revolution aimed at ridding the area of the urban
blight that began at the turn of the century and has continued al-
most unimpeded until the present day.

The contemporary counterparts of the 1689 colonists are mem-
bers of the Roxbury Action Program, Inc., a community-based,
nonprofit, tax-exempt organization that, since 1968, has been re-
vitalizing a one-square mile area of Fort Hill and turning it into
what some day will be a model neighborhood.

The aims of the Roxbury Action Program (RAP) are to seek bet-
ter housing, increased local home ownership, and community-
based economic action. The force behind this is a philosophy that
goals can be best achieved by permitting, encouraging, and as-
sisting residents of an area to help themselves.

“We decided to concentrate on housing so we could control the
land,” says George Morrison, one of the two people who have
done the most to organize RAP and help it succeed. "But housing
isn't our only forte,” he quickly points out.

Morrison and Lloyd King, the other key man in the venture from
its start, conceived the idea of such an organization in the late
1960s, when there were many projects and programs in Boston,
especially in the predominately black sections such as Roxbury.
Morrison and King were actively involved at the time in attempts
by the American Friends Service Commitiee (AFSC) to improve
living conditions for the residents of Roxbury.

RAP began in 1964 as a component of the AFSC’s metropolitan
housing program, which had offices in the Blue Hill Avenue sec-
tion of Roxbury—a district where twenty-four other service orga-
nizations had sprung up with varying degrees of success.
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You can give all the grass seed in the world, all
the paint, all the peat moss, but if you don’t work
with the people inside the houses, you

have wasted your time.

Operation Better Block

Pittsburgh, Pennsylvania

Pittsburgh’s Homewood-Brushton section is a neighborhood in
transition.

On block after block the people are out repairing and painting
their houses. Lots have been cleaned up, grass seed planted, and
new lawns kept neatly mowed. Hedges and bushes are trimmed.
Sidewalks have been repaired, holes in the street filled in, and the
trash is gone.

This transformation of a once-decaying neighborhood is the
doing of Operation Better Block—an idea that never caught on in
the place it originated, New York City, but has flourished since
being transplanted to Pittsburgh. Carrie Washington, assistant di-
rector of Better Block, feels the project failed in New York’s slum
neighborhoods because it was sponsored by the city.

“Here, the people themselves are doing it—they are doing it be-
cause they want to take more pride in their community,” she says.
“And they are making more than just physical improvements—
they are bringing about change in their lives.”

Better Block was put together in 1970 by a coalition of Home-
wood-Brushton community organizations known as Forever Ac-
tion Together (FAT). The housing committee of FAT spent eigh-
teen months designing the project, then went from block to block
trying to organize the residents. These efforts eventualily resulted
in the creation of some thirty block associations or clubs involving
a total of about 6,500 people.

The effect of these associations has been widespread. The city
has been pressured into fixing sewers and streets, improving
street lighting, and removing trash. Absentee landlords have been
forced to repair and maintain their buildings. And the people of
Homewood-Brushton, as well as of other areas of the city, have
become much more concerned about their physical environment
than they used to be.
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are taken for evidence. On the day of the court proceeding, all
tenants and staff members go to court to show the judge their
unity and to show the landlord they mean business.

Recently thirty-six tenants went to court complaining the boiler
of their building was under ten feet of frozen sewage that had
poured into the basement from backed-up pipes. The ceiling in
the main hall, caving in at one place, was laced with icicles
stretching to the floor. The landlord insisted in court the tenants
were lying. The judge went to look for himself and was so horrified
he used a special court procedure and “gave” the building to the
tenants.

The tenants have since spent what used to be rent money on
building repairs. The heating works, the plumbing is repaired, the
hallways are clean. The basement has been made into a playroom
for the children. Under a city program the building will soon be-
come a cooperative. Tenant owners will pay off the city-held mort-
gage with rent money.

The association hopes to expand its cooperative program and
is now negotiating with the city for 300 buildings seized for failure
to pay taxes. The association has suggested the buildings be re-
habilitated by men from the community, employed by the associa-
tion’s new nonprofit construction corporation. After repairs, own-
ership of the buildings would revert to tenants who would pay off a
30-year mortgage.

The association’s expanded activity has been developed
through a democratic system. Board members are elected by ten-
ants. Decisions are made at monthly meetings. Staff salaries are
set on the basis of need, not seniority.

Outsiders are impressed by the way the organization functions.
“I've worked with other tenant groups, but I've never seen a group
quite like this,” says Ron Parker, a lawyer from Brownsville Legal
Services. “There’s virtually none of the inhouse bickering or
power plays you see elsewhere. What the group lacks in polish, it
makes up for in dedication and willingness to work together for a
common goal.”

The association works despite many frustrations and the feel-
ing that city and other agencies have little faith in the community
and are more interested in talking than action. It's impatient with
red tape, delays, and endless negotiations, such as those involv-
ing the 300 apartment buildings. It sees the chance to create a
thriving neighborhood, more employment, less welfare, good
housing instead of slums.

Much remains to be accomplished, and the association intends
to stay impatient until no more Angeliques die in their cribs.
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in the city is by their involvement. The struggle has been hard and
will continue to be that way. But the people have the willpower
and initiative to see the projects for their buildings through.”

Adopt-a-Building works in four different parts of New York—the
Bronx, the West Side, East Harlem, and the Lower East Side.
These are all areas where poor people—Puerto Ricans and blacks
and whites—live out their lives amid unemployment and poverty
and drug addiction and dogs foraging through garbage in the
streets. They are areas where fire engines wail as often as babies
and where crime is so commonplace that people don’'t even
bother to call the police (“Ours is the kind of building where
people don't report muggings to the cops,” says Penny Hunts-
berger, who lives in an Adopt-a-Building tenement on the Lower
East Side). And they are areas where almost the only housing
available consists of aging structures that are too hot in summer
and too cold in winter, and many of which are in the process of
being either ignored or abandoned by the landlords.

Why did city officials choose Adopt-a-Building tenant groups as
recipients of those first, historic building deeds?

“Because they're economically and socially feasible,” says
Robert Hamilton, a housing specialist in the city’'s budget bureau.
“Adopt-a-Building impressed a lot of people downtown because
they didn’t move in and bust up a neighborhood, like urban re-
newal often does. And they're a buffer between the city and the
tenants. Eddy and the others understand tenants’' problems, but
they’re sophisticated enough to deal with us.”

Bill Eddy first came to understand such problems while living in
East Harlem, where he had moved in part to learn Spanish. He
joined the 100 Worst Buildings Committee in 1968—a volunteer
effort to improve ghetto housing conditions in East Harlem. It was
from this experience that the idea for Adopt-a-Building emerged.
Putting his idea into action, Eddy committed himself to the project
and became its first director.

Under his leadership the project worked out the basic tactics
needed to save the tenements—and the tenants—and give low-in-
come people a chance to obtain decent housing.

On the Lower East Side, for example, the project has a four-
member full-time staff that works out of a storefront neighbor-
hood services office in the heart of the run-down area.

Adopt-a-Building usually gets its foot in the door of a tenement
when it learns that the building is without heat, hot water, or other
basic services. The staff contacts the city’s emergency repair of-
fice, with which it maintains good relations, and assists repairmen
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staffers will aid tenants plan and carry out the next steps. If a rent
strike is called, the organization will secure legal aid for the ten-
ants, as well as assist in opening a bank account where rents can
be held out of reach of the landlord and eventually put toward
payment of repairs and renovation.

At times the necessary reliance on people inexperienced in
such complex efforts as tenant-landlord showdowns has led to
frustration for a number of Adopt-a-Building workers, particularly
when they see tenants making costly mistakes. Yet the staff knows
that true self-help is the only way to lasting success. The tenants
have to become involved in making the effort themselves, in deal-
ing with all of the physical and bureaucratic complexities related
to maintaining good housing in New York City. If that involvement
produces mistakes, then that is the way it has to be—in the hope
that the tenants will do better next time. The tenants must aim at
both self-help and self-reliance. And Adopt-a-Building knows that
it must, during the formative period, remain patient with—and es-
pecially accessible to—the tenants.

“Being close to the people is one reason it's worked so well,”
believes Richard Merrick, executive vice-president of the Bronx
Chamber of Commerce.

It was while he was with the Manhattan Chamber of Commerce
that Merrick got that group to sponsor annual luncheons to which
dozens of corporate representatives were invited to hear Eddy
outline the housing experiment. Partly as a result of such efforts,
Adopt-a-Building has been successful in winning financial back-
ing. At first, local churches and synagogues were the project’s
source of income. Then a few small foundations gave. Larger con-
tributions followed, in part because of the preceding support.
Gradually the seemingly impenetrable wall around establishment
sources was breached. Money came in from several banks,
among them Chase Manhattan, First National City Bank, Bankers
Trust, and Morgan Guaranty. Not only were these institutions in-
terested in the project as an expression of community self-help,
but they responded to the caliber and success of the organization.
In 1973, for example, Chase Manhattan gave Adopt-a-Building its
annual $35,000 award as the most worthy housing effort in the
city. Now Bill Eddy and the group’s board of directors (such a
board was thought unnecessary until recently) are looking to the
prestigious national foundations for continuing funds to keep the
Adopt-a-Building program going on a sound financial basis.

Adopt-a-Building’s skeleton staff, unencumbered by titles and
bureaucratic overlays, has proven itself extraordinarily cost-effec-
tive. “Their budget was terrific, very low,” remarked an officer of
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We just want to change the system that throws...
[handicapped ] people on the junk heap. Our people
are now learning to use community resources in
solving their problems and to help others with
common problems. But the real reason why this
thing has worked is that people are willing to try.

People United for Self-Help

Phoenix, Arizona

The hot Arizona sun is taking its customary toll of men and ma-
chinery, as the secondhand tractor strains to pull its load and the
workers bend tired backs to their work. Like the battered, grind-
ing tractor, the people themselves are secondhand. They are all
handicapped—cast-offs from society. The usual condition of such
people is unemployment, despair, and hopelessness. But the
condition of these particular fieldworkers is different. Not only are
they employed but they work with a willingness that belies the te-
dium and hardship of harvesting turnips.

The difference stems from the fact that this is a project of
PUSH.

The people laboring in the nine-acre turnip field are all mem-
bers of PUSH (People United for Self Help), and, as with the rest
of their projects, they are determined to make this one work.

PUSH is the creation of Barbara Norton, who, as a Salvation
Army worker, made the painful discovery one fall day in 1970 that
even charity discriminates. She found out that various govern-
ment agencies were turning away partially disabled people who
were willing and determined to work. “Many of the agencies,” she
recalls, “ostensibly were structured to help handicapped people.
Instead, they screened them out. What they didn’'t understand—or
at least deal with—was that a 50-year-old man still has fifteen
good years ahead of him, if you can just help him.”

Working at the Salvation Army, she began to take an active in-
terest in the welfare of disabled people. Yet she quickly discov-
ered she had no means of helping them beyond offering under-
standing and politeness.

But, as she says, “l never could say, ‘better luck next time'.”

So, on December 20, 1970, Barbara Norton left the Salvation
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When you can’t get what you need, you make do
with what you can get. . . . Only never stop
bugging the power structure for more.

Action House

Detroit, Michigan

The passerby’s impression says it's an abandoned store. Ex-
cept for a decorative paint job and a sign over the front door, it
could be just another vacant shell in Detroit’s inner city.

But to many of the 16,000 Detroiters who live in the one-square-
mile area known as the Gartiot-Van Dyke neighborhood, this va-
cant shell is a vital reminder that someone still cares. It's called
Action House, and it's one of the few places that people in this part
of Detroit can come for recreation, education, or advice in meet-
ing personal problems.

The area served by Action House is a textbook example of the
challenges faced by those working to prevent America’s large in-
dustrial cities from deteriorating.

Twenty-five years ago the Gratiot-Van Dyke area of Detroit was
a residential neighborhood where most families lived on steady,
middle-class incomes derived from blue-collar jobs, office work,
or shopkeeping. A majority of its residents were whites (both na-
tive Detroiters and European immigrants), with some blacks up
from the South.

A quarter-century has brought substantial change. The popu-
lation is now predominately poor and predominately black. It is
also disproportionately young, with close to half of all the resi-
dents of the area being under 21 years of age.

Urban blight and all of its attendant problems have settied on
the Gratiot-Van Dyke neighborhood, as they have on other inner-
city areas around the country. But Gratiot-Van Dyke also suffers
from being physically isolated from the rest of its parent city. The
combination of Detroit City Airport, a belt of light industrial plants,
and major thoroughfares form an almost triangular wall that shuts
off the area from what would otherwise be adjoining neighbor-
hoods.

Like many of the community service projects in Detroit, Action
House has its roots in the concern for neighborhood preservation
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The speeding car missed George. But Pedro was
not as fortunate. The impact flung him to the
pavement, fracturing his right leg. Wasn’t there a
better place for them to play after school?

Centro Mater

Miami, Florida

An elevated overpass arching high overhead casts a morning
shadow on a small frame house in Little Havana. A nun walks
swiftly to the door, peering through trifocals. Sheis in a hurry. She
is always in a hurry.

A sign on the house says “Centro Mater,” and in Spanish there
is an explanation: “Al Servicio De La Juventud.”

Five years ago there was another sign on the house: “Con-
demned.” The building had been abandoned. The roof leaked.
Someone had yanked out the floorboards for lumber.

This was a poor neighborhood in Little Havana, where living
conditions were going from bad to worse—where prostitutes
walked the streets, muggers made a good living, and drugs and
pushers weren’t hard to find.

It was no place to raise children. Yet, then as now, children lived
there—children mostly of Cuban heritage and mostly from low-
income families.

Conditions in the neighborhood have improved somewhat
since then, at least for the local children. They now have Centro
Mater. And they have Sister Margarita A. Miranda, more affec-
tionately known as Mother Miranda.

Centro Mater is an after-school community center for the chil-
dren of working parents. From 2 p.m. to 6:30 p.m. each afternoon
Centro Mater vibrates, as scores of Cuban youngsters aged 6 to
17 descend upon it in high spirits and youthful enthusiasm. Two
adjacent portable schoolhouses and the nearby Meyers Senior
Center also vibrate, in that they take the community center’s over-
flow; one small frame house, the staff has learned, cannot hoid
300 young people.

Under the firm but friendly guidance of some twenty-five adult
volunteers, the youngsters spend their time playing games, read-
ing, socializing, and learning. They learn arts and crafts, guitar,
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Mater also has a choir that sings at local nursing homes. It runs a
thrift shop for the convenience of the neighborhood. And it pro-
vides informal counseling for just about anyone who comes there
in need.

But finding enough money to keep itself going is a recurrent
problem at Centro Mater.

For those who can afford it, the cost of participating in the cen-
ter’'s programs is a dollar a month. But no one says anything about
the dollar when it isn't offered.

Mother Miranda has prevailed upon various service clubs,
churches, and charitable organizations in the Miami Latin com-
munity to help meet expenses.

The center’'s major source of funds comes from the staging of
an annual spring celebration called Gran Fiesta Guajira del Cen-
tro Mater.

The fiesta’s attractions include an art auction, with Cuban art-
ists donating their works for sale. And there is a fine selection of
Latin food. Seven booths representing the six provinces of Cuba
and the Isle of Pines sell such culinary delights as tortica de
moron (a sugar cookie), pan con lechon (pork sandwich), and
guarapo (sugarcane juice). (In 1973 there was also a booth selling
certain non-Cuban foods: ice cream and hot dogs.)

In April 1973, Mother Miranda and a group of neighborhood
children attended a meeting of the city commission. It pleased
them greatly when the commissioners voted unanimously to buy a
five-acre tract of land along the south bank of the Miami River in
order to create a community park—the first—for Miami's Latin
areas.

Although the park included the present site of Centro Mater, it
seemed very likely that the center would be allowed to stay there.
There was even said to be a chance that the center would be given
a new home within the park so it could serve as a full-fledged
community center for all of Little Havana.

Subsequently the people of Miami took sides on the park and
center issue, some opposing and some supporting the idea. As a
result the issue was still unresolved a year later.

On the same day that the city commissioners finally voted for
the park, a formal luncheon was held at a downtown Miami hotel
to honor Dade County’s outstanding personalities of 1972.

And when the woman of the year came forward to accept her
award, the chairman spoke in glowing terms of “the little nun who
gets things done”—"“the woman who saved 2,000 children from
the dangers of the streets.”
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At the other end of the job ladder, OPEN joined with Concilio, a
Puerto Rican self-help group in the neighborhood, to train and
place youngsters in various summer jobs, usually positions in-
volving school maintenance.

One of OPEN’s most successful programs was the credit union
it took over from St. Edward’s Church. Despite fluctuations in the
level of deposits, the credit union helped bring the savings habit—
and the skills of family budgeting—to the OPEN neighborhood. It
proved to be so successful a project that OPEN spun it off as a
separate activity with its own board of directors.

By early 1971 the organization had fifteen full- and part-time
employees, including its first executive director, and an annual
budget of $25,000. Local businessmen and members of VISTA
(Volunteers in Service to America) were contributing heavily to the
growing enterprise.

But as the organization grew, so did the difficulty of obtaining
sufficient funds. It was hard work to keep conducting raffles, din-
ners, contests, and an annual Christmas toy sale. And approach-
ing large private donors was time-consuming and not always fruit-
ful. Assessing the funding situation in 1971, the OPEN board of
directors decided to gamble on the rock music festival to achieve
financial independence.

It proved to be a terrible error, born of inexperience. Promo-
tional expenses for the project wiped out OPEN. OPEN's other lia-
bilities mounted rapidly, and liens were placed against OPEN'’s
properties.

OPEN's board of directors decided to seek an executive direc-
tor, and approached Edward McNichol, who had become involved
in OPEN’'s computer training program in 1968 and was now direc-
tor of the data division of the Delaware Valley Regional Planning
Commission. McNichol accepted (although he also arranged to
continue his commission job on a part-time basis), and he moved
his family into a house in the OPEN neighborhood.

The road back for OPEN wasn't easy. A repayment schedule
was negotiated with OPEN'’s creditors. McNichol and other mem-
bers of the board launched a series of personal meetings with
past major donors. Gradually they reestablished the trust and
confidence of the community of givers. By 1974, OPEN was debt-
free and even had $24,000 in the bank. What is more, a continuing
source of revenue was assured, and OPEN's programs were flour-
ishing again.

Not all of the programs were retained, though, for the organiza-
tion had wisely decided not to revive its marginal programs (such
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“You don’t know me, but 'm a woman in distress.
You’re my last resort.”

Women in Distress

Miami, Florida

Helga had her purse and passport stolen at a bus station. A
schoolteacher, she was enroute to Bogota, Columbia, to take a
position at the German embassy. When neither German nor Co-
lumbian officials in Miami could help her, Helga was directed to an
agency called Women in Distress (WID).

In a matter of hours the agency had paid Helga’'s way to Atlanta,
where it had located German officals who could issue her a new
passport and traveling funds. She was soon on a plane to Bogota.

Elsa, a 20-year-old wanderer, was cut up when she was at-
tacked on Miami Beach. She came to WID after her release from a
hospital and stayed three months, serving as house manager. She
saved her weekly $25 salary and eventually returned to school to
resume nurse’'s training.

“I really believe in this place,” Elsa says. “They helped me when
I was down, and its good that | had a chance to help other
women.”

Mary was broke and homeless when she came to the WID
home, which has a motto over the front steps reading “To Care Is
To Share.” When her confidence returned, WID sent her off to a
job interview. Mary is still giving WID a dollar or two a week out of
her pay as an office worker.

More than 3,000 women have been fed and housed temporarily
by WID since February 1971, when the agency was created by
Roxcy Bolton, one of Florida’s leading women'’s rights advocates.
Not all the women in distress have had their problems solved, but
in one way or another all have benefited from WID’s hospitality, its
financial and legal services, and its job-finding assistance.

it was a phone call in the night, Roxcy Bolton says, that “got me
into this thing.” She had been aware for a long while that there
was no place for down-and-out women to go in Miami except jail
or, if they were lucky, to one of the few beds for women at the Sal-
vation Army, which permitted them to stay only one night.

“You don’'t know me, but I'm a woman in distress. You're my last
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Entreaties to the United Fund, the Community Relations Board,
city and county commissions, among others, didn’'t bring any
monetary action. One public official was so frustrated with his
stubborn bosses that he managed to shift $600 from another bud-
get to WID.

By January of 1972 the future looked bleak for WID. Even the
Salvation Army was proving uncooperative—it turned down WID’s
request to keep its doors open 24 hours a day to women.

But then the group’s luck changed. Good fortune arrived in the
person of Maurice Ferre (now the mayor of Miami), who had busi-
ness holdings in Dade County, including The McAllister, one of
Miami’s principal downtown hotels. “Maurice Ferre had faith in
what we were trying to do,” recalls Roxcy Bolton. He made hotel
rooms available at far-below-cost—$4 per night—to shelter WID
“clients.”

During the spring and early summer of 1972 the Ferre gener-
osity provided many women with a temporary haven. But there
had to be a place more suitable than a dressy downtown hotel.

And at last there was. A rental house was found at 122 N. E.
24th Street, within walking distance of the heart of Miami and its
public services and stores. Insurance man Frank Gabor, who had
seen Roxcy Bolton pleading for WID on television, contributed
$600 for the first month’s rent for the old frame structure.

“It was the filthiest house | ever saw,” shudders Mrs. Bolton.
They had to shovel out junk and rubble and get busy with paint,
hammer, and nails. People pitched in with soap, time, and a great
deal of enthusiasm.

WID House opened on August 1, 1972, with four beds and a
couch. Department stores and individuals, reached by personal
contact and the media, contributed more beds, another couch, an
electric sweeper, a dining table and chairs, small appliances, and
sheets and blankets.

Then came a generous gift from Robert Pentland Jr., retired
businessman and philanthropist. Approached by friends, he
made a large donation and then went all the way, purchasing the
house for $19,742. Subsequently he turned over some stock to
support the house maintenance fund.

The resident acting as manager of the house has $26 a week to
buy the groceries, never knowing how many people will be there
for dinner. A produce market owner donates a bushel or a peck
when WID sends out one of its frequent crisis calls; other friends
help restock the larder from time to time. There are no federal












276 UPLIFT

Morris has come a long way since spending
his teen years as a gang leader and his early
20s as a drug addict.

The Southwest Community
Enrichment Center

Philadelphia, Pennsylvania

Al Morris speaks softly, his Borsalino hat cocked slightly to the
right, and fingers a pencil as he describes what the Southwest
Community Enrichment Center in Philadelphia has accomplished
in the past few years.

Morris has come a long way since spending his teen years as a
gang leader and his early 20s as a drug addict. Now, as the cen-
ter’'s associate director, he tries to prevent gang warfare, which is
a serious problem in the area.

Much of his effort has gone into redirecting the attention of the
youngsters. Which is why Morris has established four rock
groups, a football team, and a boxing team, and why he’s on call
when tensions are ready to erupt in the schoolyards.

The multi-purpose center, Morris explains, has been a most
useful tool for working with youth and for providing such services
as tutoring, distributing emergency food, dealing with housing
complaints, running senior citizen programs, setting up a special
prison program, and operating a medical clinic and learning cen-
ter for the residents of the neighborhood.

Back in 1969, the center was only a dream shared by three
Catholic priests and a nun. Having conducted the first of many
surveys of southwest Philadelphia, they had quickly determined
that this was a forgotten part of the city, an area that desperately
needed the services that other, more well-to-do areas take for
granted.

After four months of door-knocking, holding neighborhood
meetings, and careful planning, the nun, Sister Anne Boniface,
opened the first center in a dank, dark cellar that lacked a number
of necessities, including toilet facilities.

Six weeks later the local residents succeeded in helping to find
the center permanent quarters in a two-story row house at 1341
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You have to do something for a man before you

can do something with him. | can’t preach about
heaven far off when they have no comforts here.
The prayer says, “In earth as it is in heaven”.

St. James Baptist Church

Greensboro, North Carolina

As a boy the Reverend Prince Graves wanted to be a preacher,
but he happened to grow up to become a brick mason instead.
And yet in 1953, at the age of 31, he did become a clergyman, ac-
cepting the pastorate of St. James Baptist Church. But despite his
change of vocation, he never stopped building.

“l was not strong in rhetoric,” he recalls, “so | went where my
strength was—in building and helping others.”

Putting that strength to good use over the past two decades has
turned Graves and his congregation (which has grown in strength
to over 1,100 members) into architects of a great variety of
projects to assist the disadvantaged. These projects include:

o An apartment complex, St. James Homes, of 90 units, later
expanded to 114 units. Built with the aid of a loan of over $1 mil-
lion, the complex is limited to families whose low incomes qualify
them for federal rent subsidies.

e A day care center for the children of working mothers.

e A program to provide emergency furniture and food sup-
plies to the needy.

e A secondhand clothing store in a low-income neighborhood.

® A social services department, with a full-time caseworker
and a secretary to lend people a helping hand in finding jobs and
in solving personal and family problems.

Prince Graves' reasons for launching these services go back to
his childhood. “l fight poverty because | know what it is,” he says.
He remembers what it was like not to have enough heat in his fam-
ily’s small house, not to have a lunch to take to school or the
money to buy one—and the temptation to steal when he was hun-
gry and cold.

“But | was never poor,” he says. “My family was temporarily
broke, but there's a difference between being poor and being
broke. Being poor is a state of mind. My mother raised rich chil-
dren, rich in love and togetherness.”
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food and clothing and counseling, the St. James social services
department is serving as a bridge between low-income people
and existing public and private agencies that can help them.

There are a lot of specific ways in which the church helps meet
the community needs. In the general field of education, for ex-
ample, it provides transportation so that local school children can
participate in extracurricular school activities, as well as in free
public programs and events that they could not otherwise get to,
and it pays some school and activity fees for children whose fam-
ilies can't afford them. And during the summer months it helps lo-
cal youngsters who want to go away to camp.

The church also steps in to help people who have financial diffi-
culties. It works directly with businesses and loan firms to iron out
problems with people who have not kept up scheduled installment
payments. Sometimes this assistance is in the form of providing
funds to bring an account up to date, then counseling with the in-
dividuals on how to keep the account current. Sometimes it in-
volves working out a refinancing arrangement that is satisfactory
to the business or lending agency, and sometimes it is a com-
bination of the two methods.

In housing, in addition to operating St. James Homes, the
church sometimes takes over mortgage payments for individuals
to help them through a rough period. The church also leases indi-
vidual dwellings and then subleases them to individual families.
This way, Graves says, the church is able to see that the housing
suits the requirements of families, and is thereby able to help pre-
vent overcrowding. Another aspect of the church’s housing pro-
gram is the use of church influence to persuade landlords to fix up
substandard housing.

It is clear that in dealing with people the church does much
more than just talk or lecture to people in need. In addition to its
activist programs, it has also made efforts to meet the specific and
often demanding needs of individuals. So it has, on occasion, paid
for medical services, taken over outstanding bills, helped families
organize and maximize their financial resources, and provided
furniture or appliances—all on a current annual budget of only
$60,000, which is financed by the congregation and outside dona-
tions.

To understand the church’s impact on individual lives it is use-
ful to look briefly at the story of Hazel.

Hazel is a young woman who found herself at the crisis point in
March 1973. Her marriage of more than eleven years had broken
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The community center houses YFS's carpentry shop, plumbing
shop, and welder's shop, as well as the project's school. The
school is currently offering a broad-based education program
that is aimed primarily at 16- and 17-year-old high school drop-
outs. YFS’s priorities are to get the dropout to reenter high school,
earn a high school diploma or its equivalent, the General Educa-
tion Development (GED) Certificate, and subsequently enter the
City College of San Francisco.

San Francisco Community College provides the education pro-
gram with three teachers to conduct academic, commercial, and
vocational courses, and it has plans to add three more teachers.
The program includes reading, to upgrade reading skills ranging
from nonreaders to high school-level readers; mathematics, both
basic and advanced; and advanced general education, which cov-
ers the five academic areas required on the GED test—mathemat-
ics, English, literature, social sciences, and natural science. YFS
members can move into advanced general education only after
completing the reading and math courses or after passing a spe-
cial battery of tests.

For those who choose not to go the college route, the education
program offers vocational skills training, work preparation, and
referral to entry-level job opportunities.

YFS's adult work program (AWP) is designed to find employ-
ment for people over 18 years of age, especially those with fam-
ilies or dependents, as well as those handicapped by poor labor
skills and by little or no work experience.

AWP arranges with prospective employers to hire and train en-
rollees on a trial basis from two to four weeks at the program’s ex-
pense. Satisfactory performance means going on the permanent
company payroll at the prevailing rate of pay. Under AWP place-
ment, wages generally increase anywhere from $.50 to $2.50 an
hour above what YFS youths had earned before.

YFS is currently flourishing in San Francisco, despite a recent
change in leadership—long-time leader Orville Luster resigned in
1973. Al Herrick, the acting executive director, is conducting an
aggressive search for new funding and new permanent lead-
ership. Education program director Paul Schmidt enthusiasticaily
describes his students’ progress both in qualifying for high school
diplomas and finding good jobs. “Lefty” Gordon and Dawson
Leong, both ex-street gang leaders, are hard at work on their
streetwork and Neighborhood Youth Corps programs.

The creation of Carl May and Orville Luster goes on. Youth for
Service is alive and well in San Francisco.
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many volunteers that had joined her club, she launched two thrift
stores in 1967 to serve as collection and distribution points for
goods to be dispensed to the poor. The goods were either given
away or sold at a small charge. At the same time the stores be-
came places of employment for a number of low-income peo-
ple living in the neighborhoods served by the stores.

Hundreds of volunteers now contribute time to collecting cloth-
ing, food, furniture, and household items to stock the 'stores. They
also help support the club financially. Over the years thousands of
low-income people have benefited from the stores. The club also
had another reason for opening them. “We wanted to show we
could operate even if we were not accepted by the whole commu-
nity,” says Mrs. Moore.

Another major project was a “rescue house,” started in the fall
of 1968. But this soon became one of the more sobering experi-
ences of the organization.

The rescue house was intended to provide lodging for those
needing temporary help due to fires, evictions, and other emer-
gencies. The project got off to a good start, but then lost its footing
when the first house was acquired by urban renewal for expansion
of a medical center. The club found another home for the rescue
house but, unfortunately it was in a neighborhood in which the
city’s housing codes were being strictly enforced and in which an
ethnic transition from predominately white to predominately black
was taking place.

They bought a four-unit apartment house already occupied by
four white families. This caused some difficulties between the
local residents and the Help One Another Club’s members.

“The worst part was that, as soon as we acquired the property
the city department of health officials brought pressure on us to
make improvements,” says Mrs. Moore. “They threatened to de-
clare the house unfit for habitation unless we made $6,000-worth
of improvements within thirty days. The insurance company which
had the policy on the house was white-owned and it dropped our
insurance. We went to a black agent and had it reinstated, only to
find out later he was an agent for the same white-owned com-
pany—and it was dropped again.

“All this stemmed from the unreadiness of people to accept the
project at face value. But we still have the house and recently we
found a way to rehabilitate it.”

In 1971 the club took a step in another direction. “We started
two radio programs,” says Mrs. Moore. “At first they were for the
purpose of providing spiritual help. One program interprets the
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In addition the mental health center provides bilingual therapy
and counseling, and the dental department provides general den-
tal treatment and also orthodontics.

The clinic:does not make money through charging fees. Most
patients pay a maximum fee of $2 a visit; those in financial diffi-
culties are not asked to pay anything.

The cIinicf’s staff numbers fifty-three, of whom forty-two are
paid. The canstantly changing, disappearing, tired and volunteer
medico hasibecome six dentists, six general practitioners, four
psychiatrists, an optometrist, six graduate mental health students,
six medical students, five nurses, and three social workers. And
there are two administrators, an accountant, three secretaries,
and ten community members (five of them dental assistants in on-
the-job training, and two of them administrative trainees).

The average staff member is 28 years old, completely bilingual,
and paid only one-third the wages of a person holding the same
position in a.regular clinic.

What is it that impels skilled people to work for only a third of
the money they could command elsewhere? It is clear that much
more than money is involved in their decisions:

e Dr. David Teegarden, 31, general practitioner, graduate of
the Stanford Medical School: “I wanted to work in a community.
I've learned as much during my year and a half here as | learned in
medical school. I've learned to be a doctor here.... Why do |
work here? To help it progress.”

e Julie Olguin, 30, a former doctor’s secretary, and La Clinica’s
internal coordinator for the past two years: “I could get a better
paying job but | wouldn't be as happy. | enjoy my job. Here we run
our own clinic, nobody runs it for us.”

) Ynocenéio Alcoser, 26, program coordinator: “The people
here, paid or unpaid, want to help the community. But without
community support and participation, we would be nothing.”

Looking back on the clinic’s short history, David Hayes-Bautista
observes:

“The clinic was needed. We had nothing, so we went ahead and
built on that. | stepped down as director in the third year because
people kept coming to me for decisions they didn’t want to make
themselves. It would have been easy for me to become a dictator.
Now they're finding out they really don’t need even a director.”

These thoughts of Hayes-Bautista’s express most clearly an es-
sential function and result of a community effort such as La Clin-
ica—the discovery in people, particularly in poor people, of pur-
pose, strength, and ability in themselves.
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canned vegetables to be distributed outside your home, we de-
cided that we would have to educate the families that we gave
fresh produce to in the fundamentals of home canning and pre-
serving. Therefore, locally grown crops would be available to
these families through the winter.”

Funding was now imperative. So Clara Peoples immersed her-
self in the technicalities of writing a funding proposal to be
presented to the local Model Cities planning board. The proposal
was duly submitted—and eventually approved. Community Care
received its: first major funds, $67,000, in 1971. In the following
years this sum was increased to $105,000 per year.

“With funding assured,” Clara Peoples explains, “it became im-
perative that we find permanent quarters for our program, and af-
ter searching throughout the area we found a landlord willing and
enthusiastic about renting his building to us.

“This building required extensive renovation to bring it up to the
standards set by city and county codes. We enlisted the help of an
interested architect who planned for best utilization of space, and
worked closely with the plumbers, carpenters, and electricians to
see that his plans were carried out.

“We installed a large walk-in freezer, and several large stainless
steel sinks, so vital to food processing. This, of course, necessi-
tated a larger hot-water tank, and subsequently more wiring and
plumbing. We were donated a few refrigerators and stoves, and
found that this also meant rewiring to bring our old building up to
code.

“Gradually the building began to take shape. A donation of car-
peting for the small reception area, some used desks and cabi-
nets, the purchase of office machines, and we all really felt that we
had arrived; and could lean back a little and rest from our labors.
Not so. We found that we had only begun to grow.”

In 1971, Community Care workers became farmers themselves.
They were given vacant lots in the city and the use of 11 acres of
land west of Portland.

“We were able, that first year,” recalls Clara Peoples, “'to raise
potatoes, tomatoes, greens, peppers, green beans, cabbages,
and other produce on these lots, and the fruit trees growing here
also yielded a fine crop.

“We also found a good source of vegetables and fruits came
from backyard gardens and fruit trees. Picking and harvesting
these residential gardens also gave us an opportunity to visit with
family people, and explain our program.”

That “raggedy” family truck used in the first harvestings soon
was augmented by the use of rented trailers pulled behind the
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East Mason Street, on the second floor of a building used by the
People’s Drug Abuse Center. The arrangement with the drug cen-
ter was that the clinic would not have to pay rent.

Equipment, furnishings, and small amounts of money were do-
nated to the'two organizers by local physicians and other individ-
uals. And two doctors promised to volunteer their time and ser-
vices, along with a number of medical support personnel.

The clinic opened in July 1971. Initially it was open just one day
a week, from 11 a.m. to 7 p.m. In September, though, with a larger
staff, the clinic changed its schedule to three mornings a week.

Although the clinic quickly began to attract patients, its associa-
tion with the drug abuse center hampered its efforts.

“In the eyes of the public and many doctors, the free clinic was
merely an extension of the drug abuse center,” one doctor recalls.
“They thought the only reason the clinic was established was to
deal with drug abusers and give abortions. Of course, nothing
could have been further from the truth.”

Despite the controversy the clinic continued to attract more and
more patients. In fact it provided medical and counseling services
to some five hundred people during its first six months of opera-
tion.

The clinic began overcoming its basic public relations problem
in March 1972, when it moved its quarters into a building provided
by a local Lutheran church. There it began expanding its opera-
tions, increasing its volunteer staff, and lengthening its hours—to
two full days a week.

It was also in early 1972 that a local pharmacy began making
drug samples available to the free clinic, thereby giving the center
a much-needed boost in being able to supply free drugs to needy
patients. v

Early the next year the clinic entered into an agreement with the
Northeast Wisconsin Technical Institute, under which local poor
people would receive free dental care at the clinic, with advanced
work being performed elsewhere through an arrangement with
the institute and its staff members.

The clinic is currently treating more than a hundred people a
month. They come in with a variety of medical problems and
requests, ranging from respiratory disease to venereal disease,
from pregnancy testing to prenatal care advice, from dental work
to physicals.:

The clinic's staff undertakes a broad range of diagnosis and
treatment—including some laboratory work, although much of
that, plus x-ray work, is done on a rotational basis by three local
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eastern Virginia as well as in two North Carolina communities,
Fayetteville and Greensboro.

His own experience, he says, taught him that God, an ordered
life, and hard work are “the cures” for alcoholism.

He also feels his experience gives him something that many
who deal with alcoholic rehabilitation do not have—identification
with the alcoholic: "It is difficult for an alcoholic to relate to a soci-
ologist who has been trained from a book.”

Stephenson had been at Glenwood Presbyterian Church in
Greensboro for four years when he resigned and opened his one-
man alcoholic counseling service in January 1966. It is here that
the Hope Harbor story begins.

“| felt that God was calling me to work with alcoholics,” he says,
with great conviction. “The need was there. There were the men
sleeping out in alleys, in parked automobiles, on railroad tracks—
men dying from exposure. And there was absolutely no place in
Greensboro they could go for help.”

Stephenson opened his counseling service in an office rented
from a local nondenominational businessmen’s religious group,
the Fishers of Men. During the first six months, Stephenson talked
with many alcoholics. But he soon saw that more than counseling
was needed. Consequently, on August 9, 1966, the first Hope Har-
bor home was opened, in rented quarters, with a capacity for
twenty patients.

Late in 1967, Stephenson arranged for Hope Harbor to pur-
chase an old ¢hurch building. This not only gave the project some
much-needed office space but it also provided a place to setup a
rescue mission program for transient men.

John Stephenson’s ability to help alcoholics was matched in
those early days by his success in dealing with the community at
large—and by his self-confidence. Although he plunged into the
task of organizing the project and arranging for quarters before
he found the necessary backing, he was eventually able to obtain
sufficient support from the community to put Hope Harbor on a
reasonably firm financial footing.

Since 1967, Hope Harbor has continued to expand its facilities
and services. Facilities for men have been opened in a number of
localities outside Greensboro. These include a farm at Snow Hill,
North Carolina, where the patients not only reside but actively
share in what is now a productive enterprise. Most of the men'’s
residences are small, being able to accommodate between 15
and 40 patients. The largest, a former YMCA building in down-
town Greensboro, has space for one hundred and four residents,
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These people are helping to restore faith in the
providers of medical care.

The People’s Free Medical Clinic

Baltimore, Maryland

“Medical Care is a Right, Not a Privilege.”

This is the slogan of a medical clinic that, on an annual budget
amounting to only about half of what a successful doctor earns,
provides free or low-cost health care to an entire neighborhood of
Baltimore. It is a slogan that has been carried into reality by the
People’s Free Medical Clinic.

The clinic is intent upon making this medical “right” available to
every one of the 25,000 residents of the Waverly section of the
city—an area where many people are not poor enough to qualify
for public assistance but are too poor to be able to pay for either
good health care or adequate medical insurance.

Operating in a pair of storefronts on Greenmount Avenue, the
clinic has provided treatment and counseling to some 10,000
people since it was founded in 1970.

The clinic came into being as a result of the antiwar and social
radicalism of the 1960s. In 1969 a group of political activists, feel-
ing that public protests and demonstrations were not succeeding
as methods of bringing about social change, began to look for al-
ternative courses of action.

“We were!looking for a social issue which touched the bulk of
the community—an issue upon which we could exert a positive
force. We settled on medical care,” said James C. Keck, one of
the clinic’s organizers.

Deciding what to do turned out to be far easier than doing it.

“We did awhole lot of talking,” says Keck, "but we weren't really
getting anywhere. | don’t think many people believed it was going
anywhere, and there were some pretty lonely times.”

The lonely times ended in the spring of 1970, about the same
time that the group formally chartered itself as a tax-exempt, non-
profit corporation called the People's Free Medical Clinic, Inc. The
organizers found an available storefront for rent.

“That was the turning point,” Keck recalls. “It was something
tangible. It showed people we had more than just an idea.”
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in the hallways, scrubbed and sanded the floors, painted the
walls, replaced sagging ceilings, papered the bedrooms, and
renovated all eighteen rooms. The people he invited to live there
were men discharged from an alcoholism ward at the state hospi-
tal for the criminally insane in Bridgewater. Many of them gladly
accepted his invitation.

As the months went by, Dineen discovered that he enjoyed
working with alcoholics as much as he liked working with young
people. As he says:

“l found by helping these men my life was becoming more
meaningful. | began to get more out of life myself. | saw people |
was helping change from human wrecks into persons contributing
to the community and helping to save themselves.”

After eight months, though, Dineen decided to leave. While he
got on well with the patients there, he was finding himself more
and more in disagreement with the policies and practices of the
organizers of the project.

So, again -calling on the friends who had helped him renovate
the broken-down building, he formed a corporation to set up a
halfway house that he would run more fully in accord with his own
philosophy about how unfortunates should be treated.

In August 1970 the corporation rented a building while Tom Di-
neen and his friends looked for a permanent location. On January
1, 1971, making use of Dineen’s $2,700 in savings, the corporation
opened at 13 Woodside Avenue in Boston’s Jamaica Plain sec-
tion, the first'of what has since become three houses that together
make up St. Jude Home.

St. Jude Home has had no opposition from the neighborhood
people. Fears that the community would oppose a facility for alco-
holics were dispelled when the Reverend Robert Gale, assistant
pastor of Our Lady of Lourdes Roman Catholic church, which
serves the area, went to the homes of Jamaica Plain residents to
explain St. Jude Home, and its goals, and the community’s need
for such a place. He emphasized that alcoholics are sick and need
help, that they should not be left on the sidewalks—or in anyone’s
private home—to suffer and shift for themselves.

Jack Doherty, a reporter on the local weekly newspaper, took
the same m?ssage to leaders of the community personally. Tom
Dineen and Elliot Lee, his chief assistant, explained the home and
its purpose at school assemblies, meetings of church organiza-
tions and civic groups, and on radio talk shows. The cordiality be-
tween St. Jude Home and the community has thrived as the
people of the area have seen for themselves that St. Jude Home
really does help individuals in dire need of assistance.
























336 UPLIFT

number are not; they've smuggled themselves into the country,
determined to have a chance at a decent life whatever the danger.
And they do.live in danger—of being caught and sent back by the
u.s. authorities, of being preyed on by unscrupulous individuals
who know thjat illegal aliens won't seek help from the law.

Legal and'illegal aliens alike tend to be community-bound. The
bewildering complexities of a strange large city make them hesi-
tant to venture beyond the boundaries of their neighborhood.

And even within those boundaries, they are fearful of doctors
and hospitals and medical care. To many of them, such facilities
have traditionally been the exclusive domain of the Anglos. And if
they, the Chicanos, sought treatment, there were all the fears of
the unknown, not to mention the threat of high fees.

Before 1972 the area in the shadow of the bridge relied chiefly
on two local;doctors to attend to the medical needs of its 10,000
residents. Since then, though, there has also been the Chicano
Community Center, and with it has come free medical care and
compassion and understanding.

Back in the late 1960s a group of local people had been upset
that construction of a nearby freeway had forced the demolition of
the building that housed the area’s only medical clinic.

Concerned about the future of medical care in the Chicano
community, the group decided it would be best to start a new
clinic. One possibility was a certain building on National Avenue. It
was owned by a social service organization, but for several years
had been relegated to serving only as an administrative office.

“It provided no services for the people,” recalls Dick Weiss, a
member of the group and also a city employee at the time. “We
formed a committee of people to talk to the agency about using
their facilities. We talked with them for six months, but nothing
happened.”

Finally a group of college kids who had grown up in the commu-
nity approached Weiss and the others and asked if the community
would back them up if they simply took over the building.

On October 6, 1969, while hundreds of community residents
marched outside, three college students barricaded themselves
inside the olb building. They were there for three months.

“It was an abrasive thing to do,” says Weiss, “but necessary. We
successfully demonstrated the public’s interest in having a clinic
in the neighborhood. After the facty however, nobody really
cared.”

The student occupation in effect gave the community the build-
ing it needed for a clinic. But it took a lot more time and effort be-
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Lifelong “takers” who are learning to be “givers.”
For their own sake—and for the sake of
society. In that order.

The New Directions Club

Houston/Galveston, Texas

At first glance there seems to be no social pattern to the group
of people lounging on the couches and chairs scattered about the
large, old-fashioned, and comfortable room. At first glance, it
could be a scene in a boarding house. But common sense rules
out even that impression. After all, blacks and whites and Chi-
canos just don’t board together. And the age differences are too
great; some: of the people are in their late 40s and 50s, a few are in
their 60s; others are obviously much younger—barely out of their
teens. Cultural differences show through in dress, too, with some
of the people wearing boots and Western-cut shirts; others are
modishly dressed, hung with beads and draped in fashionable tie-
dyes. As they speak the room is filled with the babble of soft-
edged Southern accents, clipped Northern syllables, and the
rumbling echos of deep black voices.

In this old, ivy-covered, red-brick house the routine inter-
personal conflicts of the outside world seem forgotten.

“Everybody is loved here,” murmurs a black woman to visiting
outsiders. “When one person hurts, every one of us hurts.”

“We gather strength from each other,” twangs a man in a
striped Western shirt. “If one of us in trouble, everybody is in
trouble.”

A 47-year-old electronics technician speculates that “ever since
I've been here I've been trying to find out why this place is so spe-
cial. I've tried to intellectualize it, but it's really just a feeling we
have, and it can’t be explained in an intellectual way. You get a
feeling that you want to do something for somebody. Not because
you have to—but because you want to.”

He pauses. “It's kind of what a lot of religions have, | guess.”

But this is not a religious organization. In fact it's a group of
thieves and thugs and dope-fiend whores, plus a smattering of
hot-check artists, pickpockets, narcotics addicts and pushers,
pimps, armed robbers, killers, burglars, and other assorted vari-
eties of lawbreaker. At least they used to be. Now they work as
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Directions has taken in and sent out more than 800 people. Of
those 800-plus ex-convicts, only a fraction over 3 percent have
subsequently gone back to prison—an incredible achievement
when it is considered that the national rate of return-to-prison av-
erages more than 50 percent.

New Directions offers not only a haven but a number of services
to the ex-convict (and on rare occasion to the socially troubled in-
dividual who has not been to prison). First, as its name implies,
New Directions offers a place of readjustment between one world
and another—between the world of self-satisfying criminal activity
plus its prison penalty and the world of the squares. It provides
the basic necessities of food, clothing, and shelter to those who
would otherwise be tempted to take them by force. It finds em-
ployment for the ex-convict—and it includes training if necessary.

But of farfmore worth than this material assistance is the help
that New Directions gives the takers to readjust to the straight
world in which they will now have to live.

“Man, before | came to this place all | did was scheme against
them dumb squares,” reflects a former pimp and narcotics addict.
“They were iso easy. All | had to do to live cool was to outsmart
them. But | was really outsmarting myself. Sooner or later 'd al-
ways end up in prison.”

The mental readjustment of ex-convicts is done so simply that
many psychologists might not believe the method could possibly
work. It is accomplished through an insistence on total reality.
And that br'ings with it a demand for total self-honesty. Reality,
reasons theiex-con, can't be disputed successfully by anyone with
good street sense. And if there is anything the underworld charac-
ter has in abundance, it's good street sense.

At first glance this emphasis on total reality may seem brutal—
as it often does to new arrivals.

“When | first came here they told me like it was,” says Peggy in
a husky voice. “They told me | was nothing but a dope-fiend whore
and that | was going to die that way unless | did something about
it. And nobody would give a damn. Sure, I’d been told that before,
but not by ipeople who had been through everything I'd been
through. And not by people who were standing by to help me
change, to really work at it, if | would give them half a chance.
They werenit trying to be mean or shocking. They were just telling
me like it was.”

Peggy is now totally straightened out and serves as part of the
administrative staff of New Directions. “It wasn’t easy,” she says
with a toss of her blonde hair, “but everybody here understood—
really understood—and helped me over the rough spots.
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formed New Directions almost by accident while working as a re-
porter for a Houston newspaper (where he worked his way up to
news editor before resigning recently in order to be able to give
the New Directions program his undivided attention).

Wells began the project by taking aimless dischargees from the
prison system into his home. In the beginning they were mostly
old prison buddies who had written to him in desperation. With
the help of his wife, Selma, Wells began to invite the ex-cons to
stay in his home while they got on their feet. In time, though, it got
to be too much of a crowd. So Wells borrowed some money from
his publisher and opened a halfway house. He paid the rent the
first month, and he helped the convicts find jobs with the idea they
could keep the rent going by chipping in. The idea evolved and
matured from that point. One night, while making an appearance
on public television with George Bush, a former U.S. ambassador
to the United Nations, Wells fired a few verbal blasts at do-gooder
operations that defied the reality of human existence with ever-
present and mind-boggling bureaucracy. Bush wanted to know
more about the halfway house, and he subsequently sent out let-
ters to his friends telling them of the Wells effort. So New Direc-
tions was born.

At first, Wells held New Directions together almost unnoticed by
the community. But the financial pressures mounted until, in des-
peration, he took his problem to the mayor of Houston. After hav-
ing New Directions investigated, the mayor helped Wells prepare
a grant application for seed money. In the meantime, the letters
sent out by George Bush on behalf of the project began to bear fi-
nancia! fruit. Wells started to receive invitations to speak at vari-
ous community gatherings. He was astounded by the reaction to
his appearances. Churches, civic organizations, and private indi-
viduals began to pitch in with money, labor, and gifts (such as free
rent and furniture). The police and sheriff's departments, seeing
the changes being brought about by the program, voiced support
for New Directions when inquiries came in.

Wells modestly gives the community the majority of the credit
for making New Directions work. “A lot of people wouldn’t believe
it could happen as simply as it has,” he says. “And a lot of people
wouldn’t think it could happen here. But it did, by God. This is a
fantastic community.”

“Furthermore,” adds Wells, “we’ve been practically adopted by
various groups. The Exchange and Rotary clubs help us build job
banks of our own. There are churches and private individuals who
are in constant contact with us to see if there’s anything we need
and to find out what they can do to help us.”
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When you're in the joint. . . you do things for one
main reason. That’s to get out.

Job Therapy

Seattle, Washington

The Camerons give an outward impression of being a fairly av-
erage suburban family. Gordon is vice-president and branch
manager of a Seattle area savings and loan association. Jean
takes care of running the Cameron household. And both of them
spend much of their leisure time with their two young sons.

For three months, though, the Camerons housed another per-
son. His name was Frank. He was an ex-convict, but he wasn't a
guest. For the three months Frank Smith lived with the Camerons
he was part of the family.

The circumstances that placed an ex-convict in a comfortable
suburban home in Seattie were brought about by a project called
Job Therapy. Since its beginning in 1965, Job Therapy has spread
to 20 states and has made 2,500 “matches” similar to that be-
tween Frank Smith and the Cameron family.

Job Therapy’s inventor is a slim, dynamic, and compassionate
United Presbyterian minister named Richard Simmons. He had
worked for two years as a missionary in the slums of New York,
and his experiences convinced him that the titie of “Reverend”
was a barrier rather than an entree into the world of people he en-
countered. So he became a layman while remaining a Christian
and a Presbyterian. Simmons is a frequent quoter of scriptures.
His favorite (Matthew 25:40): “As you did it to one of the least of
my brethren, you did it to me.” Simmons remarks: “"And those
people in prison are the least of these. They're society’'s rejects,
outcasts. There’'s no one lower on the scale.” His interests are the
high-risk convicts, the ones least likely to make it when they leave
prison.

Simmons had done a great deal of research and traveling be-
fore he hit on the idea of Job Therapy. He was especially im-
pressed with the results obtained in the Netherlands, where 90
percent of all ex-offenders succeed on probation, compared to
the United States’ figure of 50 percent.

Simmons remarked to his wife that “Holland has twelve mil-
lion people but only 1,500 inmates in maximum security. Our
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attorney talked about his experiences, his voice became choked.
“When | saw this man, an attorney who is accustomed to appear-
ing before an entire courtroom, having trouble communicating his
emotion, it made me think that this could be a very meaningful ex-
perience,” recalls Cameron.

Cameron’s intuition was right. Since that time, Cameron and his
family have become friends with three men serving time in Wash-
ington prisons. Frank Smith was the first.

Smith, 26, was doing time for a drug charge and burglary when
he was released on parole. The five years he's been out of prison
have been spent working as a draftsman for a construction com-
pany, a skill he learned in 1,200 hours of work in prison.

During Smith’s last year in prison, the Camerons-visited him ev-
ery two weeks. “I think the big difference in coming out was that |
had somebody to care,” says Smith. “And most of all | had a place
and someone to spend my leisure time with. We went to the beach
for picnics, or to swim in somebody’s pool—things like that. The
leisure time is the hard time when you’re broke, and | was broke.”

Cameron helped Smith find employment when he finally got
out. “Gordie did the talking when | applied for the job,” Smith re-
members, “and | showed my drawings.”

Smith met his wife, Anna, three weeks after he got out on pa-
role, and their son, Simon, is now three years old. The Smiths
have their own home in Seattle, and Frank, who grew up in the
rootless existence of military life, is busily making friends. “I just
bulldog them until they realize we'’re their friends,” he grins.

With a home, family, and job, Frank Smith can look back on his
years in prison and recall the motivations that made him piece his
life back together.

“When you're in the joint, and I'll call it the joint because that’s
what it is, you do things for one main reason. That's to get out. If
you want out, you impress the parole board and even though |
thought | might want to be a draftsman, | didn’t study for that rea-
son.

“Chances are, | wouldn’t have finished that drafting course, but
! had somebody who cared whether | was doing well, and some-
body who cared whether | finished. You can go out in the prison
yard, and if you tell someone ‘oh, | got an A in history’ they’ll say,
‘Drop dead, who cares? Who do you think you are?’ If you go to
the visiting room and there’s somebody there that cares, that's dif-
ferent. You can’t let somebody down who cares.”

In the five years that Smith has been out, he and Gordon Cam-
eron have made many talks before groups, telling about their ex-
periences and trying to recruit sponsors. “Usually, you have to






354 UPLIFT

The handshakes and the expressions on the
faces of these men when we were about to leave
was enough to change the mind and heart

of the worst dude.

Awareness

Buffalo, New York

The young man peered out the bus window and craned his
neck for a better view of the medieval-looking turret on the prison
wall. A stern guard stared back.

“Did you see the dude up in the tower with all that artillery?” the
teenager asked his companion.

The seatmate responded, “l don’'t want to ever be in this place.”

The “place” was Attica prison. The busload of teenagers that
pulled into the fortress that day was made up of gang leaders
who, until recently, had roamed various neighborhoods of Buffalo.

The youths were visiting Attica, the scene of the bloody riot of
1971, as part of a program called Awareness. The project was put
together by Buffalo businessmen to show gang members there
were both good and bad alternatives to street battles. The trip to
Attica was meant to persuade them—and it seemed to—that
prison is one of the worst alternatives.

The presence of the youths on a field trip sponsored by busi-
nessmen was testimony that a community and neighborhood can
change. In the summer of 1971 there were few people, white or
black, who felt that way in the North Filimore district.

The North Fillmore district, part of Buffalo’s East Side, is an
area of substandard housing, limited job prospects, and an abun-
dant supply of street crime and drugs. It is close to 65 percent
black, with youth unemployment running above 7 percent. About
14 percent of the families are on welfare, 16 percent of the families
have incomes below the federally designated poverty line, and
only 35 percent of the adults have high school diplomas.

North Fillmore’s restless youths roamed freely during the sum-
mer of 1971. Gang wars flared at night; gang members were killed
and wounded. Other residents lived in fear. Storeowners ex-
pected to begin their mornings sweeping up broken glass and
then taking inventory of all the missing merchandise.

The people of the neighborhood felt something had to be done.
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The existence of street gangs turned out to be an asset in get-
ting the Awareness program started.

“The young people had more consciousness of neighborhoods.
That's what gangs are all about. The kids have a stronger instinct
for territorial imperative,” says the Reverend Joseph Davis, an
early backer of Awareness.

Awareness’ objective was to channel the energy and activity of
gang members into more productive and less violent pursuits.

The Attica trips were only part of a series of programs devel-
oped by the association.

The association president, Randolph Jordan Jr., arranged the
Attica trips with the help of a local bank loan. The youths, male
and female, talked with and questioned prison inmates. Descrip-
tions of prison life and confinement, of being allowed to watch
television only at certain times—these were things the youngsters
could relate to. The knowledge clearly jarred them. Some inmates
tried to encourage them to stay in school, a “square” message
that suddenly took on new meaning. Others stressed black pride
and economic power, urging the youngsters to make it within the
system and within the law.

As Jordan later wrote, “The handshakes and the expressions
on the faces of these men when we were about to leave was
enough to change the mind and heart of the worst dude.”

One of Awareness’ principal projects consists of its various
sports programs. These involve supporting eight football teams,
twelve basketball teams, and eleven baseball teams, as well as or-
ganizing track meets and tennis matches. The Awareness teams
play in parks around the city and in the suburbs. (It used to be that
the Buffalo city government refused to allow the teams to use the
city’s parks and playgrounds for their organized activities; it took
Awareness’ members a 5,000-signature petition to city hall plus
the support of a Catholic church program to get the city to permit
them to use public facilities.)

Another of Awareness’ principal projects is its job program for
teenagers. Awareness contacts local businesses to see if they will
hire neighborhood teenagers. It maintains a storefront job-refer-
ral center. And it has coordinated its efforts with those of the local
Model Cities office. The results have been that hundreds of North
Fillmore teenagers have been given the opportunity to work—of-
ten at what are their first jobs.

Awareness is a nonprofit organization that makes do on a bud-
get of between $20,000 and $30,000 a year. Expenses are held to
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About half of SCAN’s more than 55 volunteers are based in Pu-
laski County, the Little Rock area. Each of them receives $50 a
month from SCAN. Even so, as longtime volunteer Wanda Hamil-
ton says, “The money doesn’'t mean anything. SCAN is not like
other agencies that are bogged down in bureaucratic red tape.
We deal on a person-to-person basis. Sometimes some other
agencies aren’'t as human as they ought to be.”

The humanity of SCAN is evident, though, for each volunteer is
a dedicated individual who is willing to work hard without pay (the
$50 is intended simply to help cover expenses) and to give at least
80 hours of time a month to the project.

Experts figure that for every million persons there are 160
cases of child abuse and neglect each year. But Sharon Pallone,
pointing to Arkansas's rate, which is rising rapidly as the commu-
nity becomes aware of the problem, says that the estimate cer-
tainly now must be revised. There were 10 reported cases of child
abuse in Arkansas in 1967. In 1972, with SCAN in operation only
since April, 92 cases were recorded. In 1973 the number of cases
reported that involved serious physical injury to children rose to
360, with the prospect of an even higher total for 1974,

Itis clear that SCAN's existence is essential.

SCAN's role in both identifying the problem and dealing with it
has received widespread acceptance and praise from various
segments of the community at large.

To the Arkansas Social Services Division, which cooperates
with SCAN and sends it cases, the private organization means
over 50 volunteers working principally at their own expense; it is,
in effect, an effective specialized agency that operates without
needing to obtain large amounts of public funds.

To Judge Mary B. Nash of the juvenile court, SCAN is filling a
void by teaching the community about the problem and helping to
alleviate it through education and volunteer service.

To Detective Jim Green, SCAN is a valuable agency because it
“acts immediately and takes over from the police” when no
charges are filed. And thanks to SCAN, a person is not jailed in a
child abuse case unless it involves criminal charges.

Green concedes that he sometimes wonders what motivates
the volunteers to “take on the problems of somebody else. | guess
everybody volunteers for something. Some men coach football
and Little League baseball. The women of SCAN are dedicated.
They've got their own thing.”

And the people of Arkansas have SCAN.
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crimes, such as attempted breaking and entering—not for mur-
der, rape, or other major crimes.

“When the guy walks in,” Spivey says, “he sits down and we
rap. I'm concerned with his living conditions. How uptight is he? Is
he living with relatives?”

Spivey or his wife, Darlene, have the person fill out a brief form
listing education, work experience, address, and phone number.
That is about the only piece of paper to be filled out in an organi-
zation that dislikes paperwork and bureaucracy.

We Care’s original emphasis was on job placement. It has now
shifted to training and education, especially with the job slump in
the auto industry caused by the energy crisis. Spivey would still
prefer to place ex-offenders in high-paying auto jobs, but he must
take what is available. That often means lining up the man as a
day laborer, working at least three days a week.

“Even though | don’t agree with it, it [laboring] beats doing
nothing, and keeps him out here,” Spivey says. “Here” means on
the outside.

Spivey tries with his staff of volunteers to line up other self-help
programs. He worked out one deal with a bus company to trans-
port families to see their relatives in jail. It is currently out of oper-
ation because of insurance problems with the bus company.

Behind Spivey and the We Care operation is the Reverend
Louis Gerhardt, of the North Congregational Church in the af-
fluent suburb of Southfield. Gerhardt grew interested in prison
work fifteen years ago when a friend was convicted of murder. He
became familiar with the self-help approach through his experi-
ence with Alcoholics Anonymous, Gamblers Anonymous, and
even Weight Watchers. Deciding to apply the approach to ex-con-
victs, he persuaded members of his congregation and a reluctant
board of deacons to put up $13,500 to start a program in crime-
plagued Detroit. Gerhardt made the decision to hire Spivey.

Gerhardt and other church members have made a point of
staying in the background, despite the obvious temptations to be-
come more involved.

“If you're really going to take the risk, you've got to let him
[Spivey] do his thing,” Gerhardt says, describing his relationship
with Spivey and We Care. He notes, realistically, that ex-convicts
have “met 100 guys like me,” but “Jim is streetwise and stirwise,
and he talks their talk. They can’t con him—they know they can't.”

Gerhardt also appreciates We Care’s disdain for paperwork.
“We're not in the numbers game of statistics,” he says. “We would
rather Jim helped a few people in depth with jobs and families and
stay with that person than something superficial. it's strictly a
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outside performances, but not enough to cover the costs of doing
the programs.”

In the early days a typical Mother Goose workshop was a
simpte affair. A volunteer would visit an institution, bring along
some records, and everyone would dance. In time, of course, the
workshop program was expanded to encompass a variety of art
forms, but it remained a program set firmly within the institution.
In 1973 the project staff began to expand its services to focus on
getting the youngsters out of the institution. Trips were arranged
to theaters, concert halls, and other public arts places.

“We had to turn the kids on,” remarks Gibson. “They had to
have some understanding of what art and entertainment was be-
fore we could spark them to become involved.”

Full involvement came when Mother Goose set up a coffee-
house for the juveniles in its programs. The coffeehouse was a
place the youngsters could call their own—a place outside the in-
stitution, a sort of arts halfway house. The kids responded enthu-
- siastically, and began to devote as much time as possible to at-
tending performances at the coffeehouse, as well as staging their
own productions there.

Mother Goose reached full flower in the period between Octo-
ber 1972 and March 1973. During this period the project took
more than 180 groups to outside performances and ran over 270
workshops. This, however, represents only the measurable side
of the program. Most of the benefits accruing to the participants
cannot be quantified. In the words of Joe Brocko, co-director of
one of San Francisco’s institutions for girls, “Any program that
provides a girl an opportunity to develop a skill or to learn some-
thing new ties in with the idea of bettering one’s image of oneself
and developing a little more self-confidence. The girl comes to
feel a little better about herself for having done it. That's really at
the core of what rehabilitative work is about, because the lack of
self-confidence and the lack of a good self-concept highly corre-
lates with delinquency, poor school performance, and any other
type of adjustment problem.”

The performing arts have long been a tool for bringing about
social change in the community. The Mother Goose project in San
Francisco, though, is using art both to entertain and teach an al-
most forgotten segment of society—the institutionalized young-
sters. Whatever the success of such a project, it must be recog-
nized that social change comes slowly to such kids—but never as
slowly as would have been the case if the modern-day troubadors
of Mother Goose hadn’'t come their way.
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Youth Organization meeting.

“l got tired of waiting, so | went in. | was appalled at what |
heard. Here were all these kids, supposedly doing charitable
deeds, and all they were doing was talking about dances and par-
ties and things for themselves.”

Rihr says he got mad. “l said to them, ‘Let's do what What’s-His-
Name did and help some poverty people’.”

The next summer, on June 15, 1966, Robert Rihr led 21 teen-
agers armed with $2,000 of donated money, picks, shovels, and
goodwill down to Corbaca, Mexico. There they renovated a
burned-out nursery school and helped rebuild an industrial trade
school. Within two weeks they had helped a whole town recover.

Several more building projects followed—the roofing of houses
and barns, laying the foundation for a new church, and in 1968
and 1969 construction of a medical clinic and a house for the doc-
tor in a small community in Mexico.

Because Rihr would occasionally ask a friend for donations, he
had to incorporate as a nonprofit group if he was to comply with
the law. And that's how Operation SHARE was born.

When the group came back from Corbaca, Rihr began working
with delinquents. Through informal contacts with juvenile authori-
ties, he became a kind of one-man halfway house for kids in
trouble, out of trouble, or looking for trouble.

In 1972 SHARE worked on Phoenix-area housing projects for a
variety of ethnic minorities. The next year about 35 members of
SHARE spent the summer at Roberts Mesa, 76 miles north of
Phoenix, planting 10,000 ponderosa pine tree seedlings in an area
that had been destroyed by a forest fire several years before. The
seedlings were purchased with money the youngsters raised.

Join Hands started out in 1970 at Sacaton. Later that year, the
youngsters built a room addition for the house of an ill Navajo
woman, and then moved on to the Apache reservation at White
Rock, where they laid the foundation and floor for a library. After
that came the completion of the two houses at Sacaton in 1971.

Rihr says his group doesn’t just walk in and start building on In-
dian reservations. They first obtain the consent of the tribal elders,
as well as the U.S. Bureau of Indian Affairs.

They have encountered some initial hostility on reservations.
But by the time they are finished, the Join Hands members in-
variably have established good relations with the Indians, who ap-
preciate the improvement in their living quarters.

Rihr is straightforward and tough, but he is also capable of as
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SAY National thought that Seattle was a fine spot for another
SAY branch, and Larry Chornyak became its first director. SAY
Seattle was incorporated as a nonprofit corporation late in 1971,
and by April 1972 the new project was on its way. Looking back,
its director says, “We had no criteria in those early days. There
wasn’t much rhyme or reason to the way we went about things; it
was just helter-skelter.”

The Haigh-Scatena Foundation provided the initial seed
money. But in 1973 it was decided that Chornyak and his board of
directors would have responsibility for funding.

SAY Seattie has a small, closely knit staff. In addition to the di-
rector there are Linda McDonald, a social worker, who joined the
staff in July 1972; Marilyn Nelson, a family service counselor, who
joined in August 1973 to become the project’s coordinator of fam-
ily services and work with volunteers; and a fourth member, Cathy
Pryor, who recruits and coordinates the volunteer program and
edits the SAY Seattle newsletter.

In the early days of SAY Seattle, the dropout rate for volunteers
was 20 percent. Now, with a very careful screening process, which
includes three separate interviews, the rate is down to 14 percent.

Volunteers, who range in age from 18 to 32, are recruited con-
stantly through the media and through speeches at meetings and
schools, as well as by volunteers telling friends about the pro-
gram. Volunteer training has evolved into a six-week-cycle work-
shop geared to the problems and areas of interest of the volun-
teers, with assistance from outside professional peoplie. And
volunteers having problems are also encouraged to turn to SAY's
staff for help.

The principal activity of SAY Seattle is the one-to-one matching
program aimed at preventing troubled 8-13-year-olds from wind-
ing up in the juvenile court system. A total of 49 percent of the
youngsters in the program are referred to SAY by the schools.
Other sources are the state department of social and health serv-
ices, the family counselling service, King County juvenile court,
and the Seattle Police Department.

To date, SAY Seattle has made 107 matches between needy
youngsters and volunteer advocates. Says Linda McDonald:
“From what they tell us, 70 percent of the parents feel that the
one-to-one program has been a godsend. We do a follow-up to
determine the effect, and there is continuous contact between the
volunteers, the parents, and the children.

“We do a five-month evaluation of the match and a nine-month
evaluation, using the case worker approach to evaluate. In order
to make this work, you have to have people who have skills and
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It was in this atmosphere that Social Advocates for Youth pro-
grams began; and during their fledgling months they had to face
three primary problems: gaining the confidence of the local gov-
ernment agencies, families, and children; acquiring a dedicated
staff; and building a rich, full reservoir of volunteers.

There were major roadblocks in each of these areas. But VISTA
(Volunteers in Service to America) came to Trinidad, bringing en-
ergy long depleted in the community. They also brought a wealth
of confidence, knowledge, and sophistication that the town did not
possess.

The SAY center had its foundations in this energy. The VISTA
volunteers talked the city out of an old abandoned city garage with
grease-covered floors and sliding doors large enough to permit
entry of huge municipal trucks. Out of this old building was
created the Trinidad Youth Center, and the Juvenile and Youth
Services—now merged into Social Advocates for Youth. Funding
was provided from local sources, as well as from a seed grant
from the Haigh-Scatena Foundation.

The garage was turned into a recreation center with pottery,
leatherwork, sports, and activities that gave a sense of belonging
to Trinidad’s youth. For some of them it was the first time.

SAY’s programs in Trinidad revolve around the youth center
and the one-to-one program that proved so successful in Seattle.
The primary objective of the SAY one-to-one program is to iden-
tify the children who can most benefit from an interpersonal expe-
rience. Many of the children have been in trouble and are referred
to SAY by the schools, courts, or welfare agencies. The majority of
children, though, just need a friend.

SAY has been responsible for many families in Trinidad under-
standing the need for professional services that are now available
in their town. Of SAY, social worker Ray Lutz suggests, “If you can
put the children in a big brother program like SAY, then it is easier
for them [the families ] to accept help.”

SAY has also extended its influence to the state junior college
located in Trinidad. The school has established a credit course
entitled Social Advocates for Youth for which a student can re-
ceive full credit for participation in the one-to-one program.

Considering all of this, it is still very difficult to measure the suc-
cess or failure of a self-help program by conventional methods.
As Lutz says, “Service-oriented programs don't keep records like
research programs. So when we need data we count heads.”

A head count reveals that more than a thousand local youths
take advantage of the youth center run by SAY Trinidad, and that
85 youngsters are involved in the one-to-one program.
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We have power now, but we are well aware that
our power rests solely on the fact that we
represent 45,000 people and have their trust.
The moment we lose or abuse that trust,

we have no power.

The Tremé Community
Improvement Association

New Orleans, Louisiana

Tucked away behind New Orleans’ fabled French Quarter lies
Tremé, a run-down, half-forgotten neighborhood with a past. It
was here, around the turn of the century, that jazz was born—the
unique product of Tremé’s high life and low life, do-gooders and
no-gooders, of spirituais and blues. It was Tremé that produced
Buddy Bolden, King Oliver, Jelly Roll Morton, Louis Armstrong,
and so many of the other great jazz pioneers.

But Tremé’s place in history has been largely ignored, as has
the neighborhood itself. In fact, even since before the jazz era, it
has been Tremé’'s general condition to be ignored. And the ex-
ceptions to this rule have not usually benefited Tremé—as when
the city fathers cordoned off part of the neighborhood in the 1890s
to create block after block of licensed brothels.

Left behind by the course of progress, present-day Tremé has
most of the characteristics of a decaying inner-city neighbor-
hood—not enough good housing, too few job opportunities, too
much crime and drug addiction, inadequate city services, and in-
sufficient income (half the families live on less than $3,500 a year).

But Tremé also has a foundation of ethnic and social continuity;
most of the people are black, and most come from families that
have lived there for half a century or more.

And it has men such as James Hayes and Ronald Chisom.

Hayes and Chisom are the director and co-director respectively
of the Tremé Community Improvement Association (TCIA), which
is dedicated to improving the quality of life in Tremeé.

TCIA evolved from the concern of Hayes, Chisom, and other
Tremé residents. In Hayes' words:
“Ron and | grew up in Tremé, and all our life we had seen
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showed up. We figured this was pretty good, because the people
of Tremé didn't trust anybody. The only thing they trusted was
their experience that everyone else was on the hustle.

“We decided to do a project to give us visibility. A week later the
thirty of us took brooms and shovels and trash cans to a block on
Robertson Street and began cleaning it up. it was nine in the
morning, and guys came out of the barrooms to laugh. At the
middle of the block, one of the heckiers came out of the barroom
doorway, took up a rake and used it. Then more came. Guys who
hadn’'t worked in fifteen years got involved. By the end of the
cleanup, we were being served lemonade and sandwiches.

“That thing got the community to talking about us. So the next
thing we did was choose an issue so we could agitate around it. It
is one of the key tactics in organizational strategy.

“Qur issue was a double-edged one: abandoned junk cars and
the police. Junk cars, dirty and dangerous, and demoralizing,
were everywhere in Tremé because the city ignored 'is.

“And the police paid too much attention to Tremé. The people
hated them and were afraid of them.

“What we did was have a whole block of people cooperate to
push a junk car, the worst magotty car we could find, out in the
middle of a street so that it blocked all traffic. Then we stood on
the porches and watched. There were hundreds of us.

“A patrol car shows up. He sees all the people, the street
blocked, and he takes off with his blue light whirling, whoop-
whoop-whoop. Then come more police. They got wreckers. Two
wreckers, then three, then four. Now we got a big crowd of police
and a big crowd of people. Finally, the big man, the captain of the
precinct, shows up in all his gold braid.

“ ‘What's going on here? Who did this,” he wants to know. No-
body says a word. He doesn’t know what to do.

“Ron and | and some others stepped out and gave him our
bitch about the junked cars. Well, he made a deal. He took up the
bullhorn and asked: ‘Will it be all right with you people if we start
getting cars removed by 6 a.m.?’

“That was it. We had won. The police had made a deal with the
community. And we had shown the power of community action.

“From there on, we—that is, TCIA—were in business. We began
monitoring police brutality complaints. We followed those com-
plaints right into city hall. We got results. And now it is virtually
eliminated from the Tremé community.

“And throughout all this, we took the position that we would not
refer people to other agencies. That is bureaucratic bullshit and it
discourages people. If there was any running around to do, any
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matters as what to do in a grocery store and a post office

e distribution of government-issued weifare checks and food
stamps through local TCIA offices

e headquarters for a local Boy Scout troop

e counseling for drug users

e aclub and meeting place for senior citizens

e a subagency to secure work for minority contractors and
businesses

TCIA’s work is accomplished by massive use of volunteers, with
the equivalent of 150 fuil-time workers being drawn from the black
population of Tremé and 25 full-time volunteers being drawn from
New Orleans’ white liberal contingent. The core of the staff con-
sists of Hayes, Chisom, and the four other members of the found-
ing committee.

Hayes, Chisom, and other full-time workers support themselves
by holding outside jobs while devoting up to forty hours a week to .
TCIA. Neither Hayes nor Chisom draws a salary from the associa-
tion. In fact, the salaries that are paid—most for classroom teach-
ing—average only $600 a year per person.

TCIA operates on a budget of less than $3,600 a year. It has ac-
tually spent less than $18,000 over the five-year period since it
was founded. Of that amount, $3,000 has been raised through
rummage sales and neighborhood fashion shows ($1 admission
charge). Other funds have come from the Youth Opportunity pro-
gram ($4,500), the Council of Jewish Women ($3,500), Project
Hope ($3,000), and St. Charles Avenue Presbyterian Church
($3,000).

It is not that TCIA has all the funding it needs for its programs.
Rather, it has had difficulty in raising more, largely because of the
staff's lack of fund-raising experience. Currently, though, James
Hayes and Ronald Chisom are trying to learn the art of obtaining
funds, in the hope of being more effective in penetrating the walls
of the financial establishment.

In the meantime the association continues to work for the good
of Tremé on its customary shoestring budget. And whether or not
it does obtain increased financial support, it is already an organi-
zation to be reckoned with in New Orleans. As James Hayes says:

“The days of ignoring Tremé, of abusing Tremé are finished.
Now, city hall takes no action involving Tremé unless they first
confer with TCIA. We, in turn, inform the people. We have power
now, but we are well aware that our power rests solely on the fact
that we represent 45,000 people and have their trust. The moment
we lose or abuse that trust, we have no power.”
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As he tells it, some people were suspicious of him coming back
home, others were afraid there would be a repeat of the 1963 anti-
Allenville violence. His early efforts to get something as simple as
a public pay phone installed in town impressed his neighbors.

“When the phone company started stalling me, | simply called
them every day.”

The public pay phone was installed.

The questions now were—how to get a new well dug, how to run
water lines from the well to each house, and how to pay for all
this work that had to be done if the town was to have water.

Harris organized town meetings. Elections were held, and offi-
cers chosen. Harris and his colleagues, notably James Brown and
Clyde Cobbin (all officers in ACP) first approached leaders in
Buckeye, and then Maricopa County (which includes Allenvilie
and Buckeye).

“We got nowhere,” Abe Harris says. “We got the runaround.
There was no city or county money available. Buckeye wouldn’t
sell us their water. Nothing.”

In 1966, Harris decided to try for federal government money. He
learned that towns as small as Allenville must work through the
U.S. Department of Agriculture’s Farm Housing Administration
(FHA). So in February 1966, the Allenville Community for
Progress applied to the FHA—but the application was returned.

“We didn’t have the right estimates, forms, or anything,” Harris
recalls. “They told us to get a lawyer and an engineer—and they
recommended some to us.”

A lawyer named David Merkel, together with an engineer with
the firm of Williams & Ellis, were both retained on the basis that
they would be paid only if Allenville obtained money. They agreed.

An estimate was made that a new 200-foot-deep well and
pumping unit, plus water lines to the area’s homes, would cost
about $50,000, including legal and engineering fees. While Dave
Merkel continued the apparently fruitless task of trying to find that
much money, Harris and other ACP members began compiling
figures on what tap water actually would mean to the community
in terms of health, property values, and so forth.

The years between 1966 and 1969, however, were years of frus-
tration marked by the receipt of reams of paper conveying gov-
ernment interest—but no money.

Harris and ACP contacted all of the area’s local, state, and na-
tional officials, elected and appointed—but not one could or
would do anything for the waterless community.

As the town’s frustrations continued, its water supply dimin-
ished. “The town was going to die without water,” Harris says.
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It is a plan which involves individuals from the
grass-roots level up . . . an organized way to
detect and solve problems.

Virginia Assemblies

Petersburg, Virginia

Before Donald Louis Anderson’s ideas offered even the faintest
glimmer of hope, the rural blacks of Southside Virginia (a geo-
graphic area bordering portions of the Virginia-North Carolina
state line) were living in a world of poverty and discrimination
and neglect. In the six years that it has taken for the glimmer to
become a bright ray of hope, the impoverishment has gone un-
checked, but the discrimination and neglect have been greatly
reduced—thanks to an organization known as Virginia Assem-
blies.

“Since the assemblies came, people are being treated a little
more like human beings,” says Ora Clay, the welfare chairwoman
of the Nottoway County Assembly. Adds Delegate Ira Lechner,
a member of the Virginia state legislature, “You're talking about
a potentially powerful political group. . . . Not only political, but
economic as well.”

The principle purpose of the organization is to deal with the
myriad problems of the individuals and communities living in the
areas of Southside Virginia (and adjoining portions of North Caro-
lina) where there are substantial numbers of blacks. The orga-
nization currently serves some 100,000 people in twenty Virginia
counties and two North Carolina counties, all of them at least 35
percent black.

The method used to achieve this purpose is to establish local
community organizations, called assemblies, throughout the tar-
get areas. A community or whole county is organized into repre-
sentative districts of 50 people, called conferences. Each confer-
ence is represented in a “legislative” body, an assembly. The
combined assemblies are served by a parent structure, the Vir-
ginia Community Development Organization (VCDO). VCDO is a
church-sponsored, tax-exempt, nonprofit, corporation consisting
of full-time volunteers and a paid staff that acts as a strategic
reserve. VCDO organizes the assemblies, then supplies technical
assistance when requested.










































































