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PREFACE 

This book is a course guide on com­
munity development. It purpose is 
to enable community development 
groups to thoroughly discuss ccmmu­
nity development projects before 
they undertake them. 

HOW TO USE THIS BOOK 

We suggest that each member of your 
group read one chapter each week, 
and that your whole group get to­
gether to discuss the issues raised. 
At the end of most chapters you will 
find a list of questions to start 
you off, and in some chapters you 
will find exercises and checklists. 

This book made possible through a grant from the 
Dolfinger-McMahon Foundation. 



INTRODUCTION 

The Case for Community Development 

I. Neighborhood Organizing 

lNe~ghborhood based community development activities are housing, employment, 
and business programs that are controlled by the neighborhood in which they are 
J.,_ocated: During the past ten years community development of the inne;..· city and 
middle d1ass neighborhoods has been a priority of most community and neighbor-
hood based organizations. This interest has taken many forms, including multi­
million dollar development corporations, agitation to redirect federal dollars 
into specific neighborhoods, and small local initiatives like housing rehabili­
tation and construction. In this book we will be fo~using on community develop-v-­
ment activities that can be controlled in one neighborhood This means that in 
the early stages they should require relatively little investment in money (but 
a lot in time). It means that as many people in the community as possible should 
participate in decisions about what to do. It will often mean that the activities 
will be labor-intensive, and use small-scale technology in their development and 
operation. Most important, it means that these activities will take place with·­
in a framework that valu~s the preservation of the neighLorhood as a permanent 
home for the people wlfu live there, that values democratic control over cleci -
sions that are made, and that accepts the right and the authority of the neigh­
borhood collectively to determine its own future. 

Recently a flurry of activity has centered on saving the neighborhoods. 
And many people who live in neighborhoods have become quite active in their be­
half. But much of this activity, on the part of prof~sional plann~rs and bu·­
reaucrats, and on the part of ordinary citizens, has been defensive. It is as 
if we fear that unless the neighborhoods are saved, the cities will degenerate 
into ch~os. For that reason alone city plannep ar~-fetreating somewhat reluc-
tantly from a f.t.wenty year strategy of savingr'center~Q.f_ citi~ and are begin- (~S /«nc.J.,-
ning to concern themselves with saving the neighborhoods on ¥~' eµphe~ While l/ _ 
this is happening in i~c.i.t¥-nei-ghl>ernoods, a different process has started ~ 
in ethnic neighborh_gees. Ethnic ~eighborhoods are seen as beginning to crumble fli?se/vq,~ 
at the edges as "outsiders" move in. If something isn't done, the feeling goes, 
then the ethnic neighborhoods will go the way of inner city neighborhoods as the 
residents flee. 

What these cries of doom lack is any sense of the positive value of neigh­
borhoods. Most of the people outside of the neighborhoods do not understand 
what it is that people value about neighborhoods, and, when asked about the im­
portance of preserving their neighborhoods, residents respond in terms of de­
fending what little they have, rather than speaking of the positive value of a 
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These responses are not surprising. The American dream as presented to 
us in school, through the mass media, and through the encouragement of many of 
the people around us, sees mobility as the solution to all our problems. You 
can escape, the dream goes, y6u can make money and go live in the suburbs. 

- ~ You can move out of the old, stifling neighborhood--you can become free of it. 
~- ~ ~om itself, an idea which originated in this country as the freedom to do 

,7rV""'~what is right, has become the pursuit of happiness through isolation from all 
ifJ, real connection with people. There is little to value in a neighborhood com­

munity from this perspective. In fact, the only people who seem to have any-
~ thing to gain from a neighborhood are those with almost nothing else going for 

them, such as the very poor. 

But while not surprising, this response is wrong. Anyone who examines the 
figures on income distribution, u~employme~t, ccime, and so on, can see that 
private salvation has not worked for many, many people. In addition, we believe 
that the growth of fad therapies, cult religions, the divorce rate, and other 
social indicators shows that while people can become richer and move to the sub­
urbs, they cannot escape their problems along the way. 

We have lost a sense of meaning, a sense that anything ultimately matters. 
Meaning is disappearing in American life as three institutions break down. These 

are the family, religion, and communities. The work of the Institute for the 
Study of Civic Values and of this book is to find specific ways in which we can 
restore the meaning of community to the proper place in our lives. 

-, 
As a positive force, community can restore a sense of belonging and roots,../ 

a sense of sharing our lives with others, and, if local communities were to be-~ 
come poi:-~ul, a sense of control over our lives. 

In a modern urban industrial society the neiqhborhood is, for most people, 
the most logical place to try again to find that positive sense of cornmunity--to 
come home. 

In order for a neighborhood to become more than a location where people hap­
pen to live, those who live in the neighborhood must find out what they ~e. 
All people in all neighborhoods share some common needs. These are the ~d for 
mutual..security and safety the need for reciprocity or to know what is expected 
of neighbors and institutions, the need for~fellowship or the feeling of belong­
ing to the community, and the need for a comm6n__:5~d~of ~ustic!. against 
which t~e behavior and ideas. Most neighborhoods have not achieved these 
~andards. In most Mighborhoods many people are afraid to venture out of 
their houses; they are constantly annoyed by the behavior of their neighbors 
and angered by the behavio~ of institutions like banks; they feel isolated and 
alone rather than part of a community; and the idea of justice within the neigh­
borhood is far from their minds. 

Yet most efforts to improve life in the neighborhoods have centered on one 
of these four ideas. 

) Security is the area in which this is easiest to see. Block organ­
izations and organizations like C~P (Citizens' Local Alliance for a 
safer Philadelphia), are organized for the explicit purpose of making 

( 2. ) 



neighborhoods safer. Other groups organize for changes in the criminal justice 
system; to support the police or to oppose policy brutality; to aid ex-offenders 
or to prevent a drug treatment center from moving in. Groups organized around 
security often disagree with each other about the causes and solutions of crime, 
and even groups who agree about causes and solutions may take different strate­
gic approaches. But all are united in their conviction that security problems 
are the ones that must be solved. 

':, 9 Reciprocity organizations work for more e~ab_le. distribution-of aellars 
~~ services. These organizations are also common. Outside of Philadelphia 
t is appears to be the most usual form of organization. Reciprocity organiza·­
tions work to get some outside institution or the government to give the communi­
ty what it believes is due it. Reciprocity organizations demand concessions, 
and usually engage in conflict to achieve these concessions. 

In Philadelphia the outstanding example of a reciprocity organization is 
~OACT, a coalition of groups in Logan, West Oak Lane, and other areas, whose 
first united action was to force~ to rehabilitate and sell hundreds of aban-_ 
doned houses. COACT demanded this concession--they picketed, arranged explosive 
confrontations with government officials, and used other tactics designed to in­
crease the anger of neighborhood residents while increasing the nervousness of 
government officials. Another reciprocity organization in Philadelphia is the 
Tenant Action Group. This group believes that while tenants owe some things to 
~dlords (rent,proper care of property) landlords owe certain things to ten­
ants as well. This group is therefore working for laws that will increase 
tenants' rights until they are equal to those of the landlords--in other words 
to get reciprocity for tenants. 

The great limitation of reciprocity organizations is that people don't lik~ 
conflict. Long periods of war are uncomfortable and unpleasant to people, de­
manding total commitment which many are not prepared to give. And the victory 
often appears hollow after it was won. Dozens of people marched on HUD over and 
over again in 1975 and 1976 and won a significant victory. HUD repaired and 
sold hundreds of vacant homes. Yet, how much changed in those people's lives 
as a result? Very little. 

This is the difficulty faced by the reciprocity organization that aims to 
create conflict. No community organization has the power, through deliberately 
generated conflict, to win victories over the major issues that oppress people 
in neighborhoods today. These issues are ~nornic: they are unemployment,_in­
dusgy moving away from the city, in~i0n._the breakdown of public services, - -and the collapse of the urban public schoots. We cannot simply demand that un-
employment be stopped. Of whom can the demand be made? In a free enterprise 
economy, we cannot demand that jobs remain in the Northeast when companies move 
to Phoenix or Singapore. As a result, when groups do march to City Hall, they 
ask for what they might be able to get, such as community development funds, or 
a bit and a piece of the capital budget. Even in these limited cases, we usual­
ly lose. But even if we win, a few more houses may be rehabilitated, or a new 
recreation center built, but most people's lives remain essentially the same. 

It is for this reason also that we believe many neighborhood residents have 
been reluctant to engage in the kind of constant warfare advocated by the con­
flict organizations. Most people in neighborhoods have many pressures on their 
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time, and must work for a living. They set priorities. Given what they believe 
can be accomplished, they may feel relaxation after work is more important than 
the constant round of meetings, marches, and confrontations that most organizing 
entails. In fact, those who are active in their communities base their activity 
on a conviction that political activity is important for its own sake, rather than 
on a belief that anything will actually be won. 

Thus, while organizing around security and reciprocity are necessary first, 
more is needed. We will argue that neighborhood based community development acti­
vity, including housing development, economic development, credit unions. cottage 
industry, food crops, and similar initiatives are the next logical st~p in the 
orsanizing communities. \_,, 

II. Neighborhood Based Community Development "' I ~,Lil 

:\ . ( \_"'" Neighborhood community development focuses on fellowship. When reciprdcity't . .J~Jl, 
is at issue, citizens are willing to put out to the extent that they get back. _ 
They feel institutions should do the same. But ~hip takes the process f11r- ~D / 
ther. It assumes an emotional or spirtual ~ith others in the group. It as-~ I 
sumes that people might be willing to do something for somebody else because they .,:pi, 
care about them and the community, not because they will get something back. As ·, v',°i 
'su-cn-it moves people toward the kind of positive vision of community with which 
we began. 

A person investing in a credit union, for instance, must understand that the 
interest earned may be lower than bank interest in the early years. Patrons of a 
food coop or customers of a neighborhood store must be willing to trust the quali­
ty of produce or other goods even when they are not packaged in the expensive 
wrappings we have all come to expect. And in dll cases, citizens must be willing 
to undergo a certain amount of inconvenience in order to make these projects suc­
ceed. This may be as minor as adjusting shopping hours, or as major as being wil­
ling to spend volunteer hours at various tasks. The common bond, which must be 
present to some degree before this kind of process can start, will be strengthened 
by the process itself until enough people understand the importance and necessity 
of cooperation and active participation. 

As the foregoing has implied, not every neighborhood is ready to undertake a 
community development project. Neighborhoods that are completely fragmented, 
where no one knows anyone else, are bound to fail in the attempt. The reason is 
simple: if no loyalty to the neigborhood exists, then individuals will simply 
make rational economic decisions (reciprocity decisions) about how to relate to 
the economic development activities. They will not feel any special obligation 
to patronize neighborhood businesses, let alone help set one up. They will not 
regard the search for new homeowners in the community as important when a com­
munity rehabilitates housing; they may not help guard empty houses against van­
dalism. After all, their immediate economic interest will not be served in the 
early stages, unless they happen to be employed by the enterprise. 

A neighborhood is ready to undertake community development activity when cer­
tain pre-conditions exist. The community should have formal or informal n~tworks 
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of~; people should know each other. Most people in the neighborhood 
should know which neighborhood they live in,and what its boundaries are. People 
should have worked together in the past on some activity fike block organizing, 

t negotiation with the City, or at minimum social events. All of these things should 
have built up a commiqpent to the neighborhood on the part of a substantial number 

L-
of residents. One easy way to tell whether this is true or not is to try to decide 
how your neighbors would answer this question: "Would you move if you could afford 
to?" If everyone would answer "yes," more work needs to be done before you can 
begin a high risk activity like community development. But if the community has 

~ 
people who are determined to stAy__and make- the neighborhood a better pl.ace_t.o J i ve ;­
who know they cannot solve their problems by escaping to another neighborhood, then 
community development activities can work. 

When there is a feeling of fellowship in a neighborhood, the rewards are more 
than simply material. People get a sense of belonging, and a sense of meaning a­
bout their life in the community. This is very important because otherwise people 
lack the experience of casual day-to-day contact and occasional friendship that 
are the texture of a community. People living this kind of life find that activi­
ties that bring them together can be tremendously rewarding. 

Community development activities directly attack the real economic injustices 
that afflict communities. --Lo.w--iflcome-aoillil\\.iifi-ti~s hrck-jut,-s": CQmm_unity development 

,..-e.oxporations generate jobs. Low income conucmnities lack neighborhooal)usi-
~sse2. Community development corporations start neighborhood businesses. 
LGw income communities lack credit. Credit Unions prov.ide_c_x:edi.t. -r 

Community development activities, and particularly credit unions, work by cap­
turing the we.alth that flows through-.a...neigbborheed. Comrnon sense will tell yo~ 
that even the poorest neighborhood has mil~ions of dollars floating through it ev­
ery month. Most that flows in, flows right out again--in purchases, loan payments, 
etc. But if the neighborhood controlled its own businesses, and its own credit. 
then those same dollars would flow into the neighborhood and work for the communi­
ty again. Thus, community developnent activities work to redistribute wealth 
within the neighborhood. 
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Chapter 1 Your Neighborhood 

Before embarking on a strategy of community development, you must 
know a great deal about your community. This knowledge falls into two 
areas: its needs, and how orga~ed it is. The first section of this 
chapter will~deal with the le~l of organization your neighborhood has 
already achieved. 

I. Organization 

We start with organization because without a st~e in the 
community, no community development effort can hope to succeed. Many 
people overlook this important aspect of community development. They 
think that if one or two people are willing to devote a lot of time 
and energy to their efforts, the efforts will bear fruit. But this 
attitude is incorrect. One or two people, acting as volunteers, can­
not possibly have the time to acquire the necessary knowledge and 
skills, raise the money, and oversee any significant project. Even 
if they did have the time, no outside source of funding will look ser­
iously at a project that does not appear to have a real community base. 
And even if you could raise the money, you would almost inevitably find 
yourself the target of others in the community, who, feeling left out, 
become suspicious of your motives. People may start asking who is mak­
ing money off this deal. 

Even more important than these practical objections, is the fact 
that an effort to ~vitalize the neighborhood must involve an emotion­
al or spirtual transrctrl"fiation in the community as well as a physical 
transformation. In the end, people's attitudes and their willingness 
to work together make a community, and new bricks and mortar simply 
won't do the job alone. Many presumably strong communities with decent 
housing stock have collapsed, physically and spiritually, because the 
people in them did not care enough about each other to work together 
when outside forces threatened. 

This is not a book on neighborhood organization (several are in­
cluded in the resource section at the end.) But we can provide a brief 
description of what neighborhood organization means and a quiz to test 
what stage your neighborhood has reached. 

The following article by Edward Schwartz originally appeared in 
the Evening Bulletin in response to the "triage" strategy for communi­
ty development. Jria~means that only certain neighborhoods are to 
be assisted--thos1 already doing fairly well:::> This article suggests 
an alternative way of looking at whether a neighborhood could be saved. 
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~'Po Ii ti ca I Development: An A I ternat i ve to Tri age" 

Edward Schwartz 

,,.--~ 
Let this, then, be the rule, if a neighborhood can be ~rganlzed, it can be 
saved, no matter how poor; if a neighborhood cannot be~ize-if, it cannot 
be preserved, no matter how rich. Other factors are important, to be sure-­
economic level, ethnic characteristics, age of housing stock, family size, 
community location. Yet they are important, in this framework, only insofar 
as they influence and can be influenced by organized community activity. 

Political organization may be less likely In a poor neighborhood that in a 
rich one, but it is not impossible--as the Welfare Rights Organization has 
shown. 

A I ternat i ve I y, the so-ca I I ed "stab I e, mi dd I e-c I ass" ne l ghborhood where res i -
dents refuse to work together on common problems would vanish overnight the 
moment real estate speculators or developers decide to terrify the homeowners 
into leaveing. The difference between $tabi llty and instability In both 
cases, then, ls not economlcs--it is~tic~, defined as the abi..LI-:ty-of­
peop I e to organ i~hei r co I l-ee1 Ive , e . ._ - -
Through po.lJ.tlcal actio12._or _sbt..i..c-act..i...o~people can save themselves; with­
out It, there is almos-fnofning anyone can do to make a difference. 

A com~y dev.e..lggment strategy that took politics seriously, then, would 
restore the term '~oriimuriity developme~to its original meaning--namely, 
a proc~uni,y polftical eoucation. A Community Development Office 
would'rank neighboFITT:5oos not 1n terms of the economic or physical charac­
teristics, but In terms of their level of civic organization. 
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Consider the fol lowing five stages of politlcal development, moving from the lowest 
level to the highest: 

Stage I: Disorganization 

The neighborhood has no organized c1v1c groups. There are a few neighborhood in­
stitutions like churches, with some members who live within the neighborhood but 
these are doing nothing to solve community problems. The political parties are 
not wel I organized in the neighborhood and the voting turnout is low. 

Stage 2: Fragmented 

The neighborhood has certain strong local institutions, like churches, but 
do not work together, nor do they focus on the problems of the commurity. 
may also be a few block clubs dealing with immediate issues of cleanliness 
security, but there is sti I I no civic organization trying to cope with the 
borhoorl as a whole. 

Stage 3: Organizing 

these 
There 
and 
neigh-

A civic group or local party organization is working actively to pul I the neigh­
borhood together. It boasts a sma I I membership, runs a month I y meeting, and has 
begun to deal with government and private institutions around problems like hous­
ing and service delivery. The neighborhood institutions--churches, agencies--are 
aware of the organization, support it, but do not give it much help. The voting 
turnouts are better than average. 

Stage 4: Organized 

The civic group or party boasts a strong membership, including representation on 
every block and at least 10% of the families. It is meeting regularly with city 
officials and private institutions on issues of neighborhood improvement, and its 
monthly meetings bring out at least 25 or 30 people. The neighborhood institu­
tions contribute actively to the work of the organization, either by donating 
space, or by encouraging their own members to belong, or both. The group period­
ically brings members to City Counci I meetings to testify on important neighbor­
hood issues. 

Stage 5: Communal 

• The civic group or party involves virtually everyone in the neighborhood and 
runs an elaborate program of economic and social development. Belonging to the 
neighborhood group would be almost a requirement of citizenship in the neighbor­
hood, and its members would be involved in things like a local food co-op, or day­
care center, or credit union, or community development corporation. lhe neigh­
borhood would have a block counci I whose members would attend at least one month­
ly meeting, and whose captains would get together regularly as wel I. The neigh­
borhood voting turnouts would be quite strong. 
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Look over the preceeding article and try to determine what stage your 
neighborhood h~s reached. We have prepared the following question­
naire to assist you in deciding. As with all questionnaires in this 
text, they are far more useful if a group discusses the questions be­
fore filling in the answers. 

Questionnaire 
YOUR NEIGHBORHOOD 

1. Does your neighborhood have a civic group? 

2. Are local churches trying to solve community problems? 

3. Is the voting turnout in elections over 45i? 

4. Do most reople know who their committeemen are? 

5. Do you know of any block clubs in your neighborhood? 

6. Do more than half the blocks have block clubs? 

7. Do most blocks have regular block clean-ups? 

8. Does the civic group meet at least monthly? 

9. Do delegations from the community meet regularly with 
elected officials and/or city agencies? 

10.How many members regularly attend civic group meetings? a.) 
.., C.) 

11.What percentage of the population belongs to the c~vic 
group? 

a.) 

b.) 

7 

., 
' 

--=:::_yes 

t../ yes 

___ yes 
7 

-cvf yes 

\, yes 

V yes 

yes 

" yes 

yes 

5-10 b.) 
20-35 d.) 

Less than 
Over 10% 

12.Do local institutions assist the civic group in any 
way (donating space, etc.) ( yes 

13.Does the civic group run a summer recreation program? Lyes 

14.Does the civic group run fairs, parties, or other social events? ,/ yes 

15.Does the civic 
bo,,rds such as 
simply run on 

on other 
members 

16.Does the civic group have an office in the neighborhood? 

17.Do over half of the civic group members vote in the election? 

___ yes 

/ yes 

___ yes 

no 

no 

no 

no 

no 

no 

no 

no 

no 

10-20 
over 35 

10% 

no 

no ---

no 

no 

no 

no 

18.Does the civic group publish a newsletter? ..,/ yes no 
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19.How much does the civic group charge in annual dues? a.) __ free b.) __ $1-$1.50 
c.) __ $1.50-3.00 d.) $3.00+ 

20.Do block captains attend regular captains' meetings 
in addition to neighborhood group meetings? 

21.Are the same people officers today as three years ago? 
President 
Vice President 
Secretary 
Treasurer 

22.Does the community run programs to serve specific groups 
such as senior citizens? 

Scoring: 

\ 

-- yes no 

__ yes no 
__ yes no 
__ yes no 
__ yes no 

__ yes no 

A yes answer for questions l,2,4,5,8,14,15,18 and 22 is worth 1 point 
each. 

A yes answer for questions 6,7,9,12,13,16, and 17 is worth 2 points 
each. 

A yes answer for questions 3, and 20 is worth 3 points each. 

On question 10, a=l point; b=2 points; c=4 points and d=5 points. 

On question 11 a=l point and b= 3 points. 

Question 19,a=l point; b = 2 points; c= 3 points and d=4 points. 

Question 20--1 point for each no answer. 

If you scored under 5 points, your neighborhood is Fragmented. 

If you scored 5-15 points your neighborhood is Emerging. 

If you scored 16-25 points your neighborhood is Organizing. 

If you scored 25-35 points, your neighborhood is Organized. 

If you scored 36 points or more your neighborhood is Communal. 

No test is perfect. If after answering the questions you feel that 
your group scored in one category but belongs in another (higher or 
lower), then discuss your reasons for thinking this. Use this dis­
cussion to come to a decision about where your neighborhood fits, in 
the judgement of people in the community. 
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Now that you have determined what kind of neighborhood you have, 
what should you do? If your neighborhood scored Fragmented then you 
are under no circumstances ready to undertake a community development 
poject. The community is not ready for it. Instead, spend your time 
organizing block clubs, or bringing groups together to work on the 
pressing problems faced by the community. Your goal should be TO IN­
VOLVE MORE PEOPLE. The Institute's text, Building Community may give 
you some ideas, and some of the organizations listed in the resources 
section might be able to help you. 

If your neighborhood scored Unorganized then you should think very 
carefully about whether you are ready for a community development pro­
ject. Although some people in the community are probably working hard 

o make it a better place to live, they may need more help. Your base 
f support may__u_ot be _.Q__i9 enough t the same time, yoq might feel 

Cv that cf..communi~_de.velgmnent Qroie.ctl is just the thing to get more 2eo-
~I ple ac~ involved. If after careful discussion you believe that 

· his method, rather than the more traditional community organizing_ 
~dis the way to get your neighborhood to the next stage, then 
go ahead with your project. But remember two things. One is that you 

~Jc need at least io people to make your project work. The other is that 
\~~ you will have t~arder to persuade people to join you than if 
~\~ · your neighborhood already had a string of success behind it. 

If your neighborhood scored Organizing you may be ready to begin 
a community development project. Your problem here may be different 
from those described before. An organizing neighborhood is probably 
organizing around some issue. All the active people may be very in­
volved in fighting City Hall, or challenging a local bank. They may 
not have time right now to take on another task. Once again you must 
find 10 people who will make this project their priority. If you 
can't, perhaps you should join forces with the people working on com­
munity development. If there is no big issue in the community, or if 
people are ready to take on a new task, then you are ready to go on. 

If your neighborhood scored Organized you may already have a com­
munity development project or two. If not, you are ready to begin. 
Be sure that people in your community group are preparec to make a 
real commitment to the project, and not expect that just a few people 
will carry the burden for the entire group. 

There are few neighborhoods in the United States that have reached 
the Communal Level of organization. If you are lucky enough to live 
in one, community development activities, are among the many projects 
your organization alnost certainly has the capacity to undertake. 

II. Neighborhood Needs 

Now that you have decided to go ahead with community development 
activities, you must determine what your neighborhood nee&s. The fol­
lowing questions should help you~::---
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1. Neighborhood Boundaries 

Your first decision should be exactly what neighborhood you are 
concentrating in. In making this decision you should take into ac­
count: 

a. The generally recognized boundaries of the neighborhood. 

b. The boundaries of any existing civic group or organiza­
tion with which you are cooperating. 

c. The number of people you think should live in the community 
in order to most efficiently accomplish your goal. (Effi­
ciency means the most result for the least effort.) 

Once you have finished this book, you might want to revise your an­
swers to these questions, but a working definition will be helpful 
to you now. 

What is the name of the neighborhood you plan to work in? 

write name here 
(1b. 2 <> rJ / ,j 

What are its boundaries? 

north south east west 

On this page, draw a map of the neighborhood. At this stage just 
include the boundarie~ If the space is inadequate, use a separ­
ate sheet of paper. 

~ J 
.;.J l'F\.., 

' ' ... -,, 

~ "' .i. 
'- \ii 

y ~ 'Z I ,___, 

-- --
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Fill in the following information. If you do not know the answer to 
a question, discuss how you could go about getting it. All of this 
information is necessary in order for you to plan intelligently, and 
most of it will be asked for by any funding source you consult . 

. \f,.. DEMOGRAPHIC DATA 

1. What is the population of the neighborhood? 

(if you don't know the answer_to this and 
up in the cen§_US-data. ) l L v-< I,.., .. 1.. 

2. What is the median income? 

3. How many people are low income? 

4. How many people are unemployed? 

5. What kind of work do the employed people do? (What skills exist in the neighborhood?) 

-work? 6. Where do people 
(in a few local 

v ti 
factories? downtown? all over the metropolitan area?) -

7. Where do people shop for food, clothing, and other necessities? 

\... IV l:... 

food 

--~_t_l ----'-1_1 u._a_1 ... r._. __,._/'_I.._ • ..._,~'--• ____ _...1--._.' 4' ' J.c. 
other I 

*************************************************************************************** 

B. THE NEIGHBORHOOD 

8. Whi"..t are the best kept blocks in the community? 

(before answering, discuss why these are the best blocks) 
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9. What are the worst blocks in the community? 

10. What are the three or four major issues right now in the community? 

\~)c,.,1''° fh.Q_ - r ;UA-O I tkfo ffv('. . ,· ., . f [ 1 
,.. t ) Ji//!,:.,,:; .~,,,~J 14"'' If,;.('_ l•tAJ;,,.,,..tl.,.;,t_, ,·l·.,.,_,,,,) r Sc'' 11'-, rec.,, 'd ,, ,, . ., ... 

11. Do any of these issues relate to community development? }--:7_ [ · 

12. What do people feel is the best part of living in the community? 

13. How can you build on these strengths in a development project? 

14. What institutions are located in the community? 

,~c-...,v\'v:-~ 

15. What organizations are located in the community? 

0 

~ \j;-{, v 1,~ l,j 
(, 

After answering these questions, you are ready to discuss what 
sort of project your neighborhood wants to embark upon. You probably 
already have some ideas of what you want to do. The preceeding sec­
tions should have helped you decide if what you want to do is realis­
tic. Later sections of this book should begin to give you some idea 
of how to go about starting a project. 
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Chapter 2 Community Development-An Introduction 

Community development is the process by which your neighborhood 
moves from one stage to "f:1'ie next. It includes ph ~al development 
but is not limited to that. In fact---rn- r al eaning of community 
development is not physical, b olitical tis important that 
people gain a sense of their commun - sap ce wh~e they belong, 
and where they have some control over the environment~ Two ~ays that 
people get control over the environment are hy irrprovj'ng tre ~ing 
stock, and by establishing financial institutions. Such physical 
improvement is essential, bot you should not lose sight of the real 
goal, which is building a neighborhood communit~. Community develop­
ment, therefore, includes both the process of organization__3nd phy- /") 
sical development, although this textconcentrates on physical deve,-1 
lopment. 

I. Government Programs 

When most people).=-ly.ink of coiunity_development they think of 
the federal fCdmmuni ty '(9,evelopment lock Cr ant (rrogram. This program 
has provide~ $60 rnil!ton mm al~phia during the 
past three years. Many neighborhood groups have been extremely crit­
ical of how the City has spent these funds, charging that the money 
has gone largely to administrative costs, and has not resulted in 
any new housing for neighborhoods. We share that criticism. With 
a few exceptions, we think that any neighborhood that expects to 
solve its problems through the Community Development Block Grant Pro­
gram will be in for a rude awakening. 

Whil you may not be able to accomplish everything by working on 
your own, you can accomplish far more than you might expect. While 
you can't solve every problem, you can solve some problems. If you 
keep this in mind--if you can approach the city fnr belp without ex­
pecting such help to solve the problem, then the City'sprograms may 
be useful. While the purpose of this book is not to assist you in 
dealing with the City, we will briefly explain the two programs that 
might assist your neighborhood: 

1. Neighborhood Sponsored Projects. Approximately 10% of the com­
munity development budget each year has been set aside for 
neighborhood sponsored projects. These are projects initiated 
by a community group, which the City funds. It often takes 
years to get this money--but if you perservere you may be able 
to sponsor and control your own project. This program is just 
like going to any funding source for a grant and should be 
viewed that way. Before writing a proposal you should: 

a. Contact the Community Development Office in City Hall. 
Try to meet with soweone tbere. Have a few ideas 
about what you would like to do. Ask the staff which 
idea interests them. (They are handing out the money 
and won't give it to a project they don't like.) 
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b. Check with other community-based groups to see what 
their experience has been. Read proposals that were 
funded to see how they were written. 

When you are ready to write a proposal you should: 

a. Find someone with planning experience to help you 
write it. 

b. Be clear and specific about your goals. What exactly 
do you intend to do? 

It is impossible to predict what sort of proposals will be funded 
in any given year. This is why you should ask the staff. In the 
past, planning grants, followed by proposals for physical deve­
lopment (such as housing rehabilitation) were looked upon more 
favorably than other kinds of projects. rhe program will not 
fund socjal services. 

2. Conservation Areas. Each year the City chooses five or six neigh­
borhoods on which to concentrate part of its spending. These 
neighborhoods are supposed to be in the early stages of decay, 
where a little help might go a long way. There is no published 
statement of how the City actually makes this standard determin­
ation in choosing the neighborhoods, however, so any neighbor­
hood can try for these funds. 

Neighborhoods appear to have been chosen in three ways: 

a. Some neighborhoods were picked by the area planners 
in the City Planning Commission without consultation 
with the community. 

b. Some neighborhoods were picked after quiet lotbying 
with the staff of the Community Development Office or 
through a City Councilman. 

c. One neighborhood, Point Breeze, was chosen after it 
mobilized hundreds of people to atteno a series of 
meetings, persuaded the Director of Housing to take 
a neighborhood tour, and in other ways brought the 
problems of the area forcibly to the attention of 
its Council Representatives and other City officials. 

Routes b. and c. are open to you. If you are chosen, it will 
probably mean that a tar~et area in or around your neighborhood 
will be chosen by the city for housing rehabilitation and other 
physical improvements. It also will mean that low interest 
loans and outright grants will be available to homeowners to 
fix up their properties. These loans and grants are a good 
reason to try to get your neighborhood declared a conservation 
area. But the competition will be stiff and rrobably will in­
crease each year, so we urge you to examine the record of other 
conservation areas before deciding if you want to take the 
trouble. 
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Most neighborhoods that have been declared conservation areas 
in the program's first year have complained that community re­
sidents were not consulted adequately in the formulation of 
plans. Insist on real participation. 

II. Self-Help Activities 

WHY SELF-HELP? 

Although it is tempt.ing to think of city community development 
funds as the solution to a neighborhood's problems, it is unlikely 
that most neighborhoods can be saved in this way. The reason is 
simple. There is not enough money to go around. Decisions are 
made every day that exclude many neighborhoods from all access to 
these funds. Even when large programs are announced for sections 
of the city, very few people will directly benefit. In the final 
analysis, nobody is going to save your neighborhood but you. 

1. Triage vs. Preservation 

In recent years, a debate has surfaced among planners and neigh­
borhood activists about how to save cities and neighborhoods. An­
thony Downs, a political scientist who heads the Real Estate Research 
Corporation in Chicago developed a strategy called triage for deter­
mining where limited funds should be spent. In this system neighbor­
hoods are grouped into three types: 

a. Those neighborhoods where conditions are stable, the 
housing stock is in good shape, real estate prices 
are constant or rising. 

b. Those neighborhoods where decline is beginning, but is 
not far advanced. There will be some abandonment and 
real estate prices are starting to drop. 

c. Neighborhoods are in an advanced state of decline. 

This strategy argues that the bulk of funds should go only to 
neighborhoods in category b. Downs believes these neighborhoods can 
still be saved, whereas neighborhoods in advanced state of decline 
cannot be saved. Neighborhoods in good shape don't need money be­
caus there the private market operates effectively. Because it is 
politically impossible to ignore the poorest neighborhoods (cate­
gory c.), Downs advocates spending some money there, but only for 
jobs and social services. He opposes spending money in declining 
neighborhoods to improve housing or other physical conditions. 
The plan is that once the neighborhood has completely collapsed, 
it can be razed to the ground and an entirely new neighboarood con­
structed in its place. 

In response, neighborhood activists argue that people often 
want to remain in the place where they live and grew up, and that 
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funds ought to be available for those who need them most. Those 
with greatest need are usually the ones who live in the most de­
tericrated areas. 

We have proposed an alternative strategy to triage in an 
earlier chapter: the neighborhoods which have organized should 
receive first priority for funds. Neighborhoods with a strong 
community spirit are more likely to benefit from public funds 
than are neighborhoods which are fragmented. 

Neighborhood leaders should remember, however, that the plan­
ners making funding decisions are unlikely to adopt either stan­
dard. They will not fund the poorest areas first; and they will 
not fund the best organized areas first. Therefore, if you want 
to see community development activities started in your neighbor­
hood, you may have to start them yourself. An additional benefit 
to self help is that once a neighborhood has demonstrated that 
community development activities are possible within its borders, 
the City may agree. In future years, City money then may be forth­
coming. 

RECYCLING 

The recycling of your neighborhood is the second reason you 
should consider self-help strategies. Recycling means poor and 
moderate income people are forced out of a neighborhood and wealth­
ier people move in. In Philadelphia, such recycling has already 
occurred in Society Hill and is well underway in Queen Village, 
Fairmount, and Northern Liberties. Recycling occurs when an area 
suddenly becomes attractive to a new group of people--often because 
it is located near the center of a city. Speculators buy aban­
doned properties, rehabilitate them, and sell them to the newcomers. 
Landords, realizing they can charge higher rents, evict their ten­
ants, improve their property, and bring in new tenants. Meanwhile, 
as property values rise, property taxes also rise. Low income 
homeowners often cannot afford the increases, and are forced to 
move. As the newcomers increase in numbers, they bring their way 
of life with them as well. This often leads to tension in the com­
munity. 

It is quite naive to believe that government intervention 
will prevent or halt recycling. In fact, local governments tend 
to support it, since one effect is an increase in property taxes. 
If a community wants to prevent or contain the recycling process, 
it must act on its own. 

What does this have to do with self help community development 
activities? Just this: if your neighborhood makes it possible for 
people to own and upgrade their own properties there will be no 
abandoned buildings for speculators to buy, and fewer absentee land­
lords ready to evict tenants. This can occur through sweat equity 
housing projects (described in the next chapter), through credit 
unions, and other financing mechanisms. 
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The range of self-help activities open to your community is 
enormous. Anything the city can do, you can also do, although 
probably on a smaller scale. In an ideal world, the government 
would live up to its responsibility to citizens to rebuild our 
cities. But this is not an ideal world. If neighborhoods qre to 
be saved, neighborhood residents must do it themselves. 

Included among the range of possible self-help activities in 
neighborhoods are neighborhood-based community development corpor­
ations, neighborhood-based co-ops and businesses, and credit unions. 

Community Development Corporations are legal entities usually 
set up to do physical development projects in neighborhoods. They 
are usually non-profit, although they can be organized for profit. 
These corporations can buy and sell property, rehabilitate it for 
rent or sale, demolish property, or do anything else a private de­
veloper would do. Some community development corporations also 
have branched out to sponsor neighborhood-based businesses. 

Co-ops and Businesses can be set up by a community for economic 
development. Some, like food co-ops are largely service organiza-­
tions, although they may employ a few people. Other neighborhood­
base_d businesses can be quite large, and employ dozens of people. 
These might involve manufacturing, agriculture, or retailing. 
They may be set up by a community development corporation. They 
may operate on a non-profit basis, or allow residents to invest in 
them for profit. Or they may be started by a local entrepreneur 
with assistance from a neighborhood-based financial institution. 

Credit Unions are neighborhood-based financial institutions. 
They allow people to open savings accounts and draw interest on them. 
Members of the credit union may also borrow money at reasonable in­
terest rates. Although most credit unions are set up by unions or 
businesses, Philadelphia has many church-related credit unions and a 
few based in neighborhoods, Gray's Ferry and Southwest Germantown 
among them. 

Questions for Discussion 

1. Compare Anthony Downs' model with the 5 stages of growth in Chapter I. Where 
does your neighborhood come in each one? Which is more useful to you in 
making decisions? 

2. Have any self-help projects started in your community? How are they working 
out? 

3. Has your community approached the City's Housing Office and Community Develop­
ment Office? What was the result? 

4. Do you want to approch the a.C.D.Office now? For what project? 
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Criar,tr.r 3 Housing Development 

Section I. 

The most common form of community development activity in Phila­
delphia is housing develnrwent. With esti~ates of abandoned struc­
tures running as high as 40,000 in the city, and with many people liv­
ing in substandard housing, the need for housing rehabilitation is ob­
vious. 

Two basic methods of housing rehabilitation exist. One is home­
steading or s,··eat equity. This method allows the individuals to ac­
quire title to a property and fix it up themselves. The other method 
is rehabilitation for sale or rent. Community development corporations 
or the City re~abilitates the property, then sells it or rents it to 
an individual. 

Sweat Equity 

A very successful example of <" c:1,,,eat. equity or hOT'1C'!=i::€!tlc1ing !)raj cct 
in Philadelphia is the Southwest Germantown Community Development Corp­
oration. This corporation began on one block in Lower Germantown in 
1975 and has expanded since to the entire Southwest Germantown area. 
It now employs two full time staff members and one housing counselor, 
owns its own building, and sponsors a variety of other activities. 

The corporation started on one block in Southwest Germantown, Rock­
land Street, which had several abandoned 3 story row houses. Their 
number was increasing. Most of the abandoned properties were owned by 
HUD (the Department of Housing and Urban Development) which at that 
time had an inventory of about 4,000 abandoned houses in Philadelphia. 

The first thing the residents tried to do was obtain funds under 
the Community Development Block Grant Program. They were turned down. 

At about the same time, however, HUD announced a program as "as 
is" sales of its abandoned properties. Although many neighborhood ac­
tivists criticized this program saying that HUD intencled to "dump" 
houses on the private market so that the govern~ent would not have to 
be responsible for them, the people on Rockland Street were able to 
take advan~age of the policy. They found buyers for the abandoned 
houses, before the Corporat~on bought them from HUD. Then, they per­
suaded p·; H-D. C. ( the Philadelphia Housing Development_ Corporat._i<;m) to 
lend them $12,000 for omonths at no interest. They used the $12,000 
to buy the houses from H.U.D. They immediately sold the houses to peo­
ple who planned to live in them. Some of the money was used to pay 
back P.H.D.C, while the small surplus earned by the Corporation was 
used to buy more houses which, again, were sold immediately. 

The Corporation has stuck to the homesteading ~c~le since its 
founding. It discovered that more peopfe were interested in homes 
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they could rehabilitate themselves than in buying a finished house. 
Homesteading, even when one adds in the cost of contracting some of 
the work, is cheaper than buying a finished house. This has also 
meant that houses can be turned over quickly, showing demonstrable 
progress in the community. About 50 HUD owned properties have been 
sold by this Corporation and are now occupied by homeowners. 

The most important lesson that can be drawn from the experience 
of S.G.C.D.C. is that housing development can be accomplished without 
a large infusion of outside funds. Neighborhood groups without access 
to substantial sums of money can still feel confident that they can 
accomplish something. 

The homesteading principle need not stop with turning over pro­
perties. S.G.C.D.C. has helped many new owners obtain bank financing 
for needed repairs. This financi~q, in effect, puts a mortgage on the 
property for its value after rehabilitation and enables people with­
out large financial resources to become homeowners. 

Housing Rehabilitation 

Several organizations in Philadelphia have carried out housing 
rehabilitation projects successfully, and one organization, the Phila­
delphia Council for Community Advancement is specifically set up to 
help groups accomplish this goal. Unlike homesteading, housing rehab­
ilitation projects sell the new owner a finished house in move-in con­
dition. Community groups wishing to undertake housing rehabilitation 
must be prepared to manage large sums of money (and be able to arrange 
large scale financing). They will need to find contractors, oversee 
the job, and market the houses afterwards. 

Which Strategy Should You Choose? 

The following checklist may help you choose your strategy. Check 
the statements that apply in each case--

1. Homesteading may be better if: 

Your neighborhood is or is becoming a desirable place to move to 

You have in mind or can easily find buyers for properties in a 
state of disrepair (who will fix them up). 

Your group has few financial resources. 

Your neighborhood is redlined by banks. 

Housing abandonment is scattered throughout the neighborhood, few 
blocks have more than 10 abandoned houses. 

You are not yet incorporated. 

You have no paid staff. 
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2. Housing rehabilitation may be better if: 

Your neighborhood is not considered desirable. rt would take a 
finished house to get people to move in. 

Your potential buyers do not have money or skills to 
rehabilitate the houses themselves (but they can 
make mortgage payments). 

Your group has access to substantial financial resources. (at 
least $40,000) 

Entire blocks are abandoned. 

Government sponsored rehabilitation programs already exist in your 
neighborhood. 

You have paid staff. 

If all your checks are in one section or the other, this may help 
you to choose a strategy. Another suggestion is this: The City of 
Philadelphia now has a program to turn over two abandoned houses to 
any neighborhood group that requests them. If you succeed with the 
first two, you can get more. For help with this, contact: 

Joe Marcano 
Philadelphia Council of Neighborhood Organizations 
CES-2720 

Starting small may give you needed experience and help you to choose. 

Other resources include: 

Philadelphia Council for Community Advancement 
1601 Walnut St. 
LO3-7260 

For Rehabilitation Projects; 

and 

Citizens' Local Alliance for a Safer Philadelphia (CLASP) 
732-4288 

For Homesteading 

Section II. 

Getting Started 

Before you start any project you should have a clear idea of what 
you hope to accomplish and what it will take to accomplish it. The 
rest of this chapter outlines steps to reach this goal. 
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Step 1: Know Exactly What the Housing Problem Is. 

Take a block-by-block survey of your community. An example of 
the kind of survey you should take is reproduced below. On an im­
aginary street, information has been filled in for the even numbered 
houses. From this survey, you can see that the block has a serious 
abandonment problem, and that most of the abandoned properties are in 
poor repair. 

Your survey should list every house and its condition. You might 
also want to add information such as the names of the occupants, if 
known. This kind of survey will identify the blocks with the worst 
problems, as well as those blocks that can be saved with a little ef­
fort. 

Step 2: Determine What Resources You Have. 

You have two kinds of resources. These are: 

a. Money 

b. Time 

In this step, you should try to determine the following: 

How much money do you have access to? (This question is important 
when thinking about the homesteading/rehabilitation issue) 

How many people are prepared to work on the project? How many hours 
are they prepared to donate? 

Step 3: Decide on Your First Priority. 

This decision should be based on the answers to steps one and two. 
In other words, your group can probably think of several likely pro­
jects. But you may only have enough money or time for one of them. 
And you may want to choose the likely projects based on which will save 
complete blocks, which will attack the worse problems, or some other 
criterion. This whole question should be thoroughly discussed within 
your group. Remember, ANY decision you make will leave out SOME BLOCKS. 
People on those blocks should know why they are not selected first--and 
they should have participated in the decision. 

The kind of decision you make should be something like this: 

We will rehabilitate and sell to new owners the vacant houses on 
the 1600 block of Glen Street, namely, 1600, 1608, 1610, and 1614 
Glen Street. 
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SURVEY FORM (sample) 

(1600) Glen 
Block: 

(number) (name) 

ADDRESS 01 v2 R3 0-0 4 cs 

1600 X Poor 

1602 X X Fair 

1604 X X Good 

1606 X X Good 

1608 X Fair 

1610 X Poor 

1612 X X Fair 

1614 X Poor 

1616 X X Good 

1618 X X Fair 

etc. 

1. Occupied 

2. Vacant 

3. Rented 

4. OWner-Occupied 

5. Condition 

Step 4: Decide on Your Organizational Form. 

Most organizations form community development corporations in or­
der to carry out their projects. 

You might also consider using an already existing corporation, find­
ing an organization to sponsor you, or even establishing a partnership. 
If you don't incorporate or find an existing corporation, however, your 
committee members may be personally liable in case of financial trouble. 
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Incorporation is not as complicated as some people think it is, 
but you must have a lawyer who is familiar with the tax laws. The 
real issue here is not your ability to incorpornte (which is a matter 
of filling out a form and paying a fee) but your ability to be de­
clared tax-exempt and tax-deductible. Without this sDecial tax status 
(called 501 (c) (3)) you cannot raise foundation grants; nor will in­
dividual contributions to you be tax deductible. And if you are not a 
non-profit organization, you will have to pay taxes. 

Many groups have wasted months of precious time by making one of 
two mistakes: 

a. Failing to consult a lawyer 

b. Failing to consult a lawyer who is expert in this field. Do 
not consult Joe's brother who usually handles insurance claims. 
He probably doen't know the first thing about tax status. Do con­
sult Community Legal Services if you qualify. If you do notqual­
ify you have two other options: 

1.) The Public Interest Law Project (1315 Walnut Street) 
may be able to refer you to a lawyer who will do the 
work for a reduced fee. 

2.) Consult a lawyer familiar with this type of work and 
pay his or her regular fee. It is worth the money. 

Some people will tell you how they got their tax status by getting 
together with a few friends and filling out the forms, needing no law­
yer. They were either extraordinarily lucky or lying. The tax law 
specifically excludes civic groups from the tax-deductible status you 
really need; you must have a lawyer to show you how to present your 
program in such a way as to conform to the law. 

Organize your corporation carefully. We believe the best possible 
organization for a community development corporation is a geographical­
ly-based membership organization. Each individual living in the com­
munity may vote for the board of directors, which has legal authority 
to make all decisions. In addition, you may want to allow locally 
based institutions or businesses to appoint representatives to the 
board. For example, you might have a nine member board, of which six 
were elected from the community, and one each appointed by a local 
church, a local settlement house, and the local merchants. 

Some neighborhoods organize non-membership corporations. In this 
case a few people get together, appoint themselves to the board or 
look for volunteers, and have no formal mechanism for consulting the 
community. While easier in the short run, in the long run this method 
can lead to problems with neighbors who think a small group of people 
is trying to take control. If your board is elected, then you have 
a ready answer for anyone who complains: run for the Board, and if you 
have the support, the policies will change. 

Finally an elected board is simply more democratic. 
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Your corporation need not be limited to housing, of course, and 
if you think you might want to branch out into other areas, then be 
sure to include them in your original charter. Some neighborhoods 
prefer to set up separate corporations for each activity. 

Step 5: Develop a Plan. 

You can work on your plan while waiting for your incorporation to 
go through. ~he more definite and specific your plan, the better. 

Your plan should include (a.) a timetable and (b.) assignment of 
responsibilities. 

a.) The timetable will tell you when each part of the project 
must be accomplished for the whole to finish. One way to do 
this is to make a wall chart, divided by months, with the tasks 
for each month listed. To stay on schedule you must accomplish 
each goal in the month it appears in. 

REMEMBER: Timetables are constructed backwards in time, not for­
wards. In other words if your project should finish in Decem­
ber, you start filling in the chart with the final goal listed 
in that month. Then, figure out how much before December each 
other goal must be accomplished to finish the whole project on 
time. 

FOR EXAMPLE: If your goal is 4 houses occupied by December 15, 
and you think people will need about 2 months to fix them up 
to the point where they can move in, then you must sell your 
houses by October 15. If you miss this date, you cannot finish 
on time. Continuing backwards you determine the date at which 
your corporation must acquire the houses in order to sell them 
by October 15, say, September 1. If you miss that date, then 
you will have to push everything forward. Eventually, by this 
process, you will arrive at your first key dates. 

b.) Every task should have someone in charge of it. Pnt that 
person's name next to the goal on your timetable chart. 

NOTE: If you cannot get anyone to take charge of all your tasks, 
possibly your project is too ambitious. 

The next page contains a sample timetable chart. 

Also ncte that you may need help in developing a realistic plan. 
This help is available from organizations mentioned earlier in this 
chapter. 
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TIMETABLE 

MONTH January February March April May 
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this chart is an example of how a timetable might look. The 
schedule and events listed should not be taken as an example 
of how to run this sort of project. ) 



Step 6: Gain Final Approval from the Community. 

The community as a whole should be as involved as possible at 
every step. If your corporation board is elected by the neighborhood 
as a whole, it may already have made its wishes known through its 
votes. But once you have a formal plan which will effect people on 
specific blocks, they should be allowed to approve or disapprove it, 
make suggestions for changes, and participate in its execution. 
While this can be a difficult process, in the long run involving 
people will make your whole project go more smoothly. 

SUGGESTED DISCUSSION TOPIC 

Pick any reasonable project you might like to accomplish in your 
neighborhood. 

1. Determine through discussion: 

What you need to know to begin. 

What resources you already have. 

What other resources you need. 

2. Assume you have acquired the information and resources. 

Develop a timetable, listing responsibilities and who will carry 
them out. 
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Chapter 4 Capturing Money--Neighborhood Credit Unions 

Every neighborhood has a neighborhood income. This is all the 
money that comes to all the people in the community. Even poor neigh­
borhoods have incomes of millions of dollars every year. 

For example, if your neighborhood consists of 10,000 peo1•le earning 
as little as $5,000 a year, a total of $50,000,000 in income comes into 
the neighborhood. This happens every year. Much of that money goes 
for necessities, like food, clothing and shelter. In some cases, it 
is spent outside the community. Many people have come to understand 
this relationship in recent years, and favor shopping as much as pos­
sible within the community. 

The same is tr~e for credit. Most people borrow lo oay for some­
thing at some time in their lives. In fact, the lower a person's in­
come, the more necessary borrowing becomes. But wh~re do they borrow? 
From banks outside the community. From chain stores whose profits end 
up somewhere else. From loan companies. All of these make a lot of 
money, even in poor neighborhoods, from the interest payments of their 
borrowers. 

How responsive have these institutions been to the neighborhoods 
whose credit needs they presumably serve? Extensive documentation 
exists on redlining, the denial of mortgage loans to people within a 
certain community. Similar kinds of redlining prevent neighborhoods 
from receiving other kinds of loans. As a result, lower-income peo­
ple often are forced to pay exhorbitant interest rates because they 
cannot get credit at banks. The fact is that in general, lending in­
stitutions are not responsive to many neighborhoods. They don't have 
to be. 

Credit unions can begin to change that. A credit union is a fi­
n~ncial institution whose purpose is to capture all the money chang­
ing hands in a neighborhood. The credit union captures this money 
for the benefit of the community. The funds of depositors in the 
credit union are used only within the neighborhood--in the form of 
loans to other membc~s of the credit union. As a result, the neigh­
borhood has one financial instituion accountable only to the communi­
ty. The credit union cannot redlire its own neighborhood. It can­
not deny its members credit merely because of where they live. And 
its profits, instead of traveling to some distant place, are returned 
to the neighborhood in the form of interest on savinss accounts. 

HOW DOES THIS WORK? 

A credit union is a fjnancial institution--like a bank. As with 
a bank, you can open a savings account, earn interest, and borrow mon­
ey. But credit unions are unlike banks in that they serve not the 
general public, but their own membership. 
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Until recently, credit unions were usually set up around work­
places. Companies established them for their employees, or unions 
established them for their members. In recer,t years, however, a new 
form of credit union has been legalized by the F'ederal Government. 
This is the Community Development Neighborhood Credit Union. It is 
formed to serve the residents of a "well defined" neighborhood. In 
addition, the National Credit Union Administration (the Federal Reg­
ulatory Agency) has approved the charter applications of some neigh­
borhood based organizations. The Southwest Germantown Association 
recently formed a Federal Credit Union on this basis. 

When a neighborhood or or9anization establishes a credit union, 
residents are ellgible to join by opening an account--or, as it is 
called, buying a minimum number of shares. Usually this minimum is 
$5.00 or less. These credit union members are then eligible to bor­
row from the credit union, at interest rates that are often lower 
than those available at banks. Some credit unions also provide an 
interest rebate to their borrowers at the end of the year. The sav­
ings accounts earn interest, just as they do in a bank. 

Credit union savings accounts are insured up to $40,000 by the 
Federal Government. Credit Unions usually purchase group insurance 
for their borrowers so that the loan is paid off if the borrower 
dies. Some credit unions also purchase life insurance for their 
members. These policies, which automatically cover all members, 
provide life insurance up to $2,000, based on the member's age and 
the size of his or her savings account. 

Thus, credit unions have many of the advantages of larger finan­
cial institutions--safety, interest on savings accounts, available 
credit. They also have a major advantage that other institutions do 
not have. By helping individual members, they help the neighborhood. 

For example, home rehabilitation loans are aifficult to obtain 
in many neighborhoods. Credit unions can provide these loans to 
their neighborhoods. When people can get home rehabilitation loans, 
they are encouraged to maintain and improve their own property. This 
is good for the neighborhood. But it is not only home construction 
or mortgage loans that help the neighborhood. Any loan helps. Even 
vacation loans are good for the community because the interest paid 
is then available to lend to another neighbor. 

Finally, credit unions can be managed by people without previons 
experience in banking or lending. In Pennsylvania, the Pennsylvania 
Credit Union League will send a representative to take you through 
every step, one at a time, at minimal cost to credit unions just 
starting out. The Federal Government also has published a series 
of handbooks for every function of the credit union, from bookkeep­
ing to lending policies. And because credit unions start small, you 
can learn the process with manageable amounts of money. As your ac­
counts grow, so does your familiarity with procedures. 
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SHOULD YOU START A CREDIT UNION? 

In spite of this rosy picture, not every neighborhood should start 
a credit union. First of all, if your neighborhood did not score or­
ganized in the quiz on page , do not undertake a credit union. -
Your community is not ready for it. Credit unions need a lot of sup­
port that can only come from a well organized neighborhood. 

Second, people in your community must be willing to put their mo­
ney where their convictions are. Your credit union won't work if 
everybody keeps their savings elsewhere. If your neighbors have sav­
ings accounts, they must be prepared to move the bulk of their funds 
to the credit union. If your neighbors don't have savings accounts 
already, they must be ready to establish them, even small ones. The 
credit union can work if all of your members save only $5.00 a month. 
With 100 members, this would amount to $500 a month, or $6,000 a year. 
With 200 members, it would mean $1,000 a month or $12,000 a year. 
With 300 members, it would bring in $1,500 a month, or $18,000 a 
year. Within one year, if you had 300 members, your annual shares 
would increase by at least $18,000 annually. If your neighbors are 
not prepared to maintain credit union accounts and keep them growing, 
however, you ,,ill not have enough money for loans. This, in turn, 
will discourage people from openin~ accounts since they will want to 
maintain accounts where they can borrow. On the other hand, if the 
amount in the credit union increases and funds are available for bor­
rowing, more people will be encouraged to maintain and open accounts 
for the same reason--they want to keep their savings at an institution 
from which they can borrow. 

But in the early stages, people must understand that they might 
earn less interest in the credit union than they would at a bank or 
savings and loan. They must care enough about the community to be 
willing to forego personal profit for the benefit of the neighborhood. 
Of course, the amount lost on an average $100 account will be only 
$3 or $4. And if your credit union succeeds, people will lose inter­
est only for one or at most, two years. But they must put up with 
this loss. 

Third, you must have at least 10 people willing to work hard. 
Credit unions take a lot of time. Large, successful credit unions 
can hire managers and staff. But small credit unions must work 
largely through volunteers. The minimal commitment involves open­
ing an office for a few hours at least twice a week (evenings and 
Saturdays); contacting hundred of neighbors through block meetings, 
newsletters, and personal contact; setting up books; processing loan 
applications; and holding monthly board meetings. The ten people 
should be prepared to give one evening a week, plus two, two-hour 
periods a month in the office. You might want to start with a larg­
er group, since some will drop out. Whatever the number, it is es­
sental to make it clear to the people that a lot of work is involved, 
especially at the beginning. This is the major reason why unorgan­
ized neighborhoods cannot successfully start credit unions--the few 
active people are probably spread too thin already. Your 10 people 
should make the credit union their major community activity, and 
avoid other commitments. For this to happen, you must have other 
people active in the neighborhood to do other neighborhood work. 
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Fourth, experience in some neighborhoods indicates that in addi­
tion to active volunteers, you need at least a part-time manager. 
Finding money for this may be difficult. Local foundations are not 
receptive. You might consider asking a local social agency to assign 
a person part-time for a period of six months, trying to get a CETA 
worker, or some simalar route. This is not a substitute for volun­
teers. 

HOW TO START A CREDIT UNION 

1. Find 11 people willing to work hard 

The most important element to starting a successful credit union 
is interested people. Without a minimum of 11 people willing to de­
vote considerable time to the credit union, it will fail. Thus, your 
first step must be to recruit people to the credit union organizing 
committee. When you have found interested recruits, list their names 
and phone numbers here below. 

1.) 

2. ) 

3. ) 

4. ) 

5. ) 

6. ) 

7. ) 

8. ) 

9. ) 

10. ) 

11.) 

Credit Union Organizing Committee 

-----------------------------------

-----------------------------------
Do not neglect this step. You need these people for the following jobs: 
at least 3 must be members of the credit committee which decides on 
loans, 
at least 5 must be members of the Board of Directors of which 

1 must be president 
at least 1 vice-president 
1 must be secretary 
1 must be treasurer 

and 3 must be members of the supervisory committee, which oversees op­
erations. While some people can hold more than one job (for example, 
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one of the supervisors may also be a board member) you can see that 
this adds up to eleven people if all held only one position. 

These people, besides attending meetings, keeping records, de­
ciding on loans, etc., will also be required to maintain regular of­
fice hours (at least 3-5 hours a week) and recruit other people for 
the credit union. 

Thus, we cannot emphasize this point enough: DO NOT PROCEED UNTIL 
YOU CAN lIST TEN NAMES IN THE SPACE ON P. 

Once you have found a group of people interested in establishing 
a credit union, here are your next steps. 

2. Contact the Pennsylvania Credit Union League 

Their address is: 

4309 North Front Street 
Harrisburg, Penna. 17110 

Your letter should say: "We are interested in establishing a cred­
it union to S8rve the neighborhood known as (or bounded by) ------We would like to meet with a representative to help us proceed." In-
clude the name, address, and phone number of your chairperson. You 
will need your official representative to officially take the addition~ 
al necessary steps. But we will explain the steps below, so that you 
can also plan on your own. 

3. Ascertain how much interest there is in the community 

The best way is to produce a pledge form, which people can sign. 
The Southwest Germantown Association produces a pledge form that looks 
like this: 

The Southwest Germantown Neighborhood Credit Union 
5300 Gennantown Avenue 
Philadelphia, Pa. I 9144 

Name ____________________________________ _ 

Address------------------------------------

Phone ____________________________________ _ 

I pledge to open an account with the Southwest Germantown Neighborhood Credit Union 
of approximately $ _____ and to save approximately $ _____ monthly. 

amount 11.mount 

Please note: Your pledge is not legally binding, but it will help us plan for the credit union. 
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Please note that the pledges are not legally binding. 
tell you if the credit union is possible. 

But they will 

It also helps to produce a 
credit union to the community. 

pamphlet explaining the benefits of thP 
One such pamphlet read in part: 

WHAT IS A CO~MUNITY 

DEVELOPMENT CREDIT UNION? 

A Community Development Credit Union 
is an organization to allow people in 
the Southwest Germantown Community to 
pool their financial resources for 
mutual benefit. Members save rr.oney 
in credit union accounts, and borrow 
money from the credit union. It is 
the instrument by which our neigh­
borhood begins to take control of 
their own financial resources. 

WHY A CREDIT UNION? 

The Southwest Germantown Neighborhood 
Credit Union has been established to 
enable the people of Southwest German­
town to democratically control the de­
velopment of our neighborhood. The 
credit rmion is an institution whose 
sole purpose is to serve the needs of 
its members and their neighborhood. 
As such, it operates democratically: 
the membership elects the Board of 
Directors, and the officers and loan 
committee on the basis of one member, 
one vote. As such, it is open to any 
member of the Southwest Germantown As­
sociation, which in turn is open to 
anyone who lives in our community. 

By establishing the credit union we 
seek democratic control over our own 
financial resources. Presently we 
lack such control. We deposit our 
money in downtown banks which are free 
to invest outside our neighborhood, 
our city, or our region. Downtown 
banks and savings institutions are re­
sponsible to their shareholders or 
their boards--not to their individual 
depositors. But our credit union is 
responsible only to its members and the 
community in which it is located. Our 
credit union cannot redline us; 
it cannot refuse to 
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lend us money because of where we 
live; it cannot shift our funds 
out of the community. Thus, we 
begin to capture the millions of 
dollars that flow through our com­
munity every year for the benefit 
of our neighborhood. 

CJI.N IT WORK? 

In recent years, the Southwest 
Gennantown Association has demon­
strated that a community improves 
when its residents work together 
to determine its goals. Through 
our efforts, abandoned houses have 
begun to be occupied, recreational 
opportunities have been provided 
for children and adults; jobs have 
been created for young people. In 
addition we have begun to recon­
struct a social network in our com­
munity through block organization. 
Through the efforts of its residents, 
our neighborhood has become a more 
desirable place to live. The credit 
union extends these cooperative ef­
fe.cts into a new area. We can make 
the credit union succeed the same way 
we organize our blocks or sell aban­
doned houses--by working together. 

It is important to understand that 
our neighborhood has the resources 
necessary. .l\.t least $32 million 
comes into our community as income 
every year. Many people have savings 
accounts now. Many more borrow reg­
ularly to meet their needs. If the 
portion of our income that is current­
ly used to pay back loans is saved 
in and borrowed from our credit union, 
the credit union will grow steadily. 



Members of your cornittee should also attend neighborhood and block 
meetings to explain the credit union to people. Very few people 
will join a credit union unless a person who they know tells them 
about it. Thus, the maximum number of people must be well informed. 

4. Hold an organizational meeting 

At this meeting, you choose your board of directors. It is very 
important that as many people as possible vote for the directors, 
even though this is not required by law at this stage. All you are 
legally required to do is get a few people together who have already 
agreed to be directors. But there is nothing to stop you from hold­
ing a meeting of all pledge signers, or of all residents in the corn·· 
rnunity, prior to the organization meeting. 

At the organization meeting, you will: 

"officially" elect the board of directors. 

fill out your formal application for a charter. In doing 
this, you must decide whether to apply as a community or 
as an organization. If you apply as a neighborhood, then 
any neighborhood resident may join the credit union. If 
you apply as an organization, then only organization rnem-­
bers may join. Decide in advance which way you want to go. 

5. Wait for government approval. 

In the case of neighborhoods, this can take months. Some things 
you can do while you wait include: 

looking for donated office space, 

recruiting more volunteers, 

continuing to spread the word. 

Some things you may not do while you wait include: 

accept money or open accounts, 

making loans or taking loan applications. 

If you are turned down, try to find out exactly why. The National 
Credit Union Administration may not have understood your situation 
and an explanation may be all that is needed. Or you may have unknow­
ingly violated a rule. For example, only one organization may form a 
credit union; if you applied in the name of a coalition, you might be 
turned down. Once you find out why you were turned down, try to cor­
tect the problem and apply again. 

(35.) 



When you are approved, you will receive a charter. Once it comes, 
these are your next steps: 

6. Open for business 

a. Establish office hours. Who will be in the office? 

b. Buy necessary bonds (your credit union representative will 
help you with this). 

c. Buy necessary insurance. All your accounts are insured for 
up to $40,000. For the first year this is free. But you 
will also want to purchase loan insurance (in case a borrow­
er dies); and life insurance (which is a policy worth up to 
$2,000 for an individual saver provided at the expense of 
the credit union.) (See previous sections for explanations). 

d. Learn how to open accounts. You will be provided with forms 
for this purpose. But before your first meeting to open for 
business, BE SURE TO INFORM YOUR CREDIT UNION REPRESENTATIVE 
THAT YOU ONLY WANT SAMPLES, NOT COMPLETE SUPPLIES. The forms 
are expensively printed, and you can go to a cheaper printer 
and get nany of them for less. Otherwise, your total bill 
will be about $350.00. Much of this is unnecessary. Don't 
accept any supplies that you don't want. 

Opening an account entails properly filling out a passbook 
and a membership card, plus whatever other records you are 
required to keep and want to keep. Several volunteers should 
learn how to do this. The bond you purchased protects you 
from mistakes or theft on anyone's part. 

e. Publicize the opening of the credit union. Inform all your 
pledge signers, by mail or phone, that they may come in and 
open accounts. Attend block meetings. Hold parties. Do 
anything else you can think of to get the accounts open. 
It is more important to have many small accounts than a few 
large ones. 

f. Join a credit bureau. The Philadelphia Credit Bureau.., loca­
ted at 1211 Chestnut Street currently charges a $30.00 mem­
bership fee for credit unions, plus $1.65 for credit reports. 
Joining a credit bureau gives you access to credit records. 
These are useful in determining whehter a person is a good 
risk. However, it is important to remember that many people 
have no credit because they are black, or women, or poor, 
or young, and the absence of credit is not always sufficient 
reason to turn a person down. Also remember that credit bu­
reau records are often wrong. Give the person with a bad 
credit report the opportunity to challenge it. 
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g. Open a bank account. You need a checking account. You may 
also want to open a savings account either at a bank or with 
the Mid-Atlantic Credit Union. 

7. Begin making loans 

When you have a sufficient amount of money in shares, you can be­
gin to give small loans. Basically you can lend only 10% of the value 
of your shares to any one member. This is a good rule. It prevents 
tying up all the money with a few people. In general your loan limit 
should be low enough to make as many loans as possible, but high enough 
to make the loans worth something. Most credit unions start out with 
limits of about $300.00. 
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I Chapter 5 Money 

The first question often asked by neighborhood groups seeking to 
begin a development project is: "Where will we get the money?" While 
this chapter cannot give you a complete answer, we will try to sort 
out some of the categories of funds and how to begin to raise them. 

Money comes from three major sources: the government, private foun­
dations, and the grassroots. 

PRIVATE FOUNDATIONS 

Private foundations were set up by a wealthy philanthropist at 
some time in the past. Some, like the Ford Foundation, are enormous. 
Some are very sm2.ll. Philadelphia has several locally based founda­
tions, listed at the end of this chapter, that have provided help to 
community-based groups. 

Most neighborhood groups start out with high expectations that 
they can raise foundation funds. And while in some cases these ex­
pectations are justified, raising money from foundations is difficult, 
and requires a lot of work. 

Here are some thinqs to consider: 

1.) Foundations have priorities for how they will spend their 
money. Find out what these are before you ,approach them. Ask 
for their annual report, or proposal guidelines. These will 
tell you what the priorities are. If your program doesn't fit 
their priorities, then either alter it to make it fit, or try 
another foundation. 

For example, if a foundation says it will not fund capital im­
provements, that means it will not fund capital improvements. 
If it says its priority is programs for retired, low-income 
people, then it is less likely to fund projects for working 
young people. 

2.) Try to talk to someone at the foundation before you sub­
mit a proposal. The larger Philadelphia-based foundations 
have staffs; the smaller ones usually don't. If you can qet 
an appointment, come prepared with a few specific ideas. ·· 
Listen to their reactions. Write up your proposal for the 
idea they like best, not the idea you like best. Don't write 
a proposal at all if they tell you that none of your ideas 
has a chance. 
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If you don't know anybody at the foundation, get to know some­
body. That is the purpose of asking for an appointment. If 
you can't get one on your own, enlist the support of a promi­
nent resident. Ask your Councilman to accompany you, for in­
stance. Even if you fail to raise money the first time, come 
back again a few months later. Become part of the staff offi­
cer's life. Eventually, as he gets to know you, he might ac­
tually start looking for a way to help you--and in any case 
you have lost nothing. 

3.) Write a good proposal. Foundations want clear, simple pro­
posals, without an excess of jargon. They do not want overlong 
proposals. (neither of these statements is true for government 
grants, but it is true in foundations.) Therefore, the worst 
person to write a private foundation proposal is an individual 
who has worked for a city agency tor 10 years writing bureau­
cratic memos. The best person would be a newspaper reporter or 
anyone else whose job it is to write simply and clearly. If 
no one in your group can write this way, get help. Foundations 
have accepted or rejected proposals based on the clarity of 
their language. They believe if you can't write clearly, you 
can't think clearly. 

A foundation proposal should contain the following points: 

a.) A statement of the problem you are trying to solve. 

b.) A legitimacy statement--why is your group capable of solving 
the problem? 

c.) A plan of action. 

d.) A statement of expected outcomes and why they will be 
important. 

e.) A statement that your plan is original, but sufficiently 
similar to other projects that have succeeded that you be­
lieve yours can work, too. This is a subtle but important 
point. Foundations want to fund new departures, but not 
so new that they might be throwing their money away. 

f.) A statement of how the project will be supported after 
the foundation funds are used up. 

g.) A staff plan and a budget. 

h.) Your incorporation papers and tax status should be xeroxed 
and included. For all practical purposes, only 501 (cl (3) 
operations will be funded by foundations. 
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~ Exc~ption: Some foundations send out explicit guidelines 

/ telling you exactly what to include in a proposal. In kr that case, follow their guidelines, but try to fit this 
information into them somewhere. 

4.) If they say no, find out exactly who said no and why. Not all 
negatives are really rejections--it might be that the staff offi­
cer never took your proposal to the board because he saw some prob­
lem in it. You can often solve the problem. 

GOVERNMENT GRANTS 
Many government agencies, including H.E.W., C.S.A., L.E.A.A., and 

H.U.D. have funds for neighborhood based projects. All of them pub­
lish guidelines and information on how to apply. Get their guide­
lines and see if any project you want to do fits in. 

When applying remember: 

1.) Fill out the applications correctly. Large bureaucracies 
tend to reject applications if everything isn't in the right 
numbered box. 

2.) Government agencies usually don't look for the kind of 
clear, simple proposal that a private foundation wants. They 
want a lot of detail, often to a ridiculous extent. Take the 
time to give them what they ask for. 

J.) Try to talk to someone on the staff first to find out if 
your idea fits in with theirs. Then show a draft of your pro­
posal to that individual to make sure you have filled it out 
correctly. 

4.) Enlist the support of local politicians. Your congressman 
should be asked to send a letter of support to a federal agen­
cy. Your state legislator should be asked to support you with 
state agencies. These elected officials control agency budgets 
and agency personnel are quite aware of that. 

GRASSROOTS FUNDRAISING 

The possibilities in grassroots fundraising are often overlooked 
by neighborhood groups. Grassroots fundraising has one advantage. 
The money you raise is controlled by you and not by the wishes of 
some foundation or govern~ent agency. But many organizations are 
convinced that they car never raise enough money from the grassroots to 
make the effort worthwhile. This is not true. 

In Chicago, Boston, and other cities grassroots organizations raise 
budgets in hundreds of thousands of dolJars annually through canvassing 
their communities. The organization hires a staff of canvassers who 
are motivated by an interest in the work of the organization, and a 
commission they receive on funds raised. These canvassers go door­
to-door, explaining the work of the organization and asking for dona­
tions. In this way, the organizations that have developed canvassing 

( 4 (). ) 



projects have extremely large budgets, which cannot be taken away from 
them unless they cease to represent the community. If that happened, 
people would no longer give. 

While canvassing may be beyond the scope of many neighborhood or­
ganizations, the idea that large sums can be raised from the communi­
ty is not. The main issue seems to be what you think you can do. All 
sorts of events from bake sales to community fairs and benefits can 
raise hundreds of dollars; and, if you have some funds to invest in 
these efforts, you can raise thousands. In addition, your communi-
ty development corporations can be seen as a way of raising cap-
ita~ tor the community, as can credit unions. Please react the chapters 
on these subjects. 

An excellent reference on grassroots funding is The Grassroots 
Fundraising Book, published by the Youth Project in Washington, D.C .. 
Copies are $5.25 if ordered from the Youth Project (send money to 
the Youth Project, 1000 Wisconsin Avenue, NW, Washington, D.C. 20007) 
and $4.75 if purchased in a bookstore. You can also get a bookstore 
~o order it from the publisher, Swallow Press. We urge you to read 
this book before you undertake any form of fundraising. 

Finally, do not be afraid to charge dues for your organization. 
If people like what you are doing, they will pay. In fact, many 
people distrust free services. 

QUESTIONS FOR DISCUSSION 

1.) Has any member of your group written a foundation proposal or government grant 
in the past? Were they successful? 

2.) What is your group's program? What is unique about it? How can you emphasize 
its unique aspects? 

3.) How would you describe your program<s). 

sociRl service ✓ 
physical development 
community organizing-~ 
economic development 
other 

4.) List all possible sources of funds. Investigate to see if they are interested 
in the~ of program you offer, and in the specific program they offer. 

5.) Ask each person in the group if he or she would contribute to the organization 
if asked. 
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Chapter 6 Neighborhood Based Economic Activities 

Important as decent h~ng is to the health of a neighborhood, 
if the neighborhood lacks~ it cannot be economically viable. 
Philadelphia neighborhood residents have always recognized this fact, 
but this city lags behind some others in trying to solve the problem. 

Philadelphia has lost 180,000 jobs in the last decade. There 
are many reasons for this. Industry has moved to the South or over­
seas. The Federal government has removed many jobs, as they recent­
ly did by closing the Frankford Arsenal. The economic development 
strategies of recent administrations have been too little and too 
late. Most plans that are proposed now are grandiose, will rely on 
millions of dollars of investment, and will take years to put into 
effect. 

At the same time, smaller, simpler plans could be put into ef­
fect in neighborhoods in a matter of months. While these plans 
would not create the total number of jobs needed, they would create 
jobs, and they would begin to point in the direction of developing 
neighborhood economies. 

The ideas presented below are not just theory. In other towns 
and cities, neighborhood groups are experimenting with farming in 
the city, with developing solar technology, with recycling of urban 
wastes, and with establishing community-based business enterprises. 
Philadelphia is behind these cities in this area, but we do not have 
to remain behind. 

Here are some of the ideas: 

1. FOOD 

Everyone needs to eat. Foo~ prices are spiralling out of sight. 
There is no evidence that this will stop. The ideas presented here 
could save everyone money, and some could begin to make money for the 
community. 

Penn State University already has an Urban Gardening Program at 
work in Philadelphia. This program gives advice and assistance to 
neighborhood groups that wish to establish community gardens in va­
cant lots. Because of the housing problems in Philadelphia, virtu­
ally every neighborhood has vacant lots. The people who have parti­
cipated in this program in the past have grown high quality vegeta­
bles saving money on food over the summer months and brightening 
their communities. 
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Now let's take this idea a step further: the Institute for Local 
Self-Reliance--a Washington, D.C. public interestorganization--has 
been-working in an inner city neighborhood in Washington to develop a 
more elaborate food production system for the community. The pro­
gram includes gardens in empty lots, but goes beyond gardening to hy­
droponics and growing fish in basement tanks. Hydroponics, which 
sounds like a concept out of science fiction, means only that the food 
is grown in something other than soil. One advantage in the city is 
that the growing medium can be lighter than soil. You can place hy­
droponic tanks on rooftops. This immediately increases the available 
space. As long as you have a flat roof, you can grow food on it. 
Hydroponics are used already to grow some of the vegetables we eat, 
with great success. The Institute for Local Self-~eliance produced 
tomato yields higher than the national average in 1974, using this 
technique on city rooftops. 

Several organizations have experimented with growing fish in 
basement tanks. Fish are an excellent source of protein; and if 
neighborhood production systems can bring the cost down, everyone 
in the community benefits. The Institute for Local Self-Reliance 
has experimented with spawning trout in this way. Another organi­
zation, the New Alchemists in Woods Hole, Massachusetts, have in­
vented a closed system using a kind of tropical fish, algae, and 
clams in which the wasts from one part of the system are eatem by 
other parts. The only real expense comes in setting up the system. 

Several months ago, the Atlantic Monthly reported on an experi­
ment in California where people living in a city house with a large 
yard raised crops and livestock that was able to take care of most 
of their needs for food. rhe drawback with this method of farming 
was that it took up too much of the time of the people living in the 
house (just as a traditional farm does); but with more space and 
more people, this kind of farming could create jobs for a few neigh­
borhood residents. 

These ideas are important for two reasons. First, individuals 
can save money by growing part of their own food. Second, neighbor­
hoods can begin to generate income. For example, if your community 
group raises fish in basement tanks, the fish can be sold through 
a neighborhood food co-op at lower prices than at the supermarket. 
But since the fish cost almost nothing to raise, your fish farm can 
make a profit. 

2. ENERGY CONSERVATION 

Everyone is concerned about energy. Neighborhoods can take ad­
vantage of this new interest by investigating several business op­
portunities. 

The simplest is to establish a consulting firm that evaluates 
people's energy and heating needs, pinpoints problems, and provides 
advice on how to solve them. Many companies with a product to sell 
are already offering these consultant services; an independent, non­
profit corporation would have greater credibility in any neighborhood. 
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Another idea is to manufacture insulation out of old newspapers. 
Your neighborhood group can collect old newspapers, sell them to com­
panies that shred it, treat it with chemicals that make it fire-retar­
dant, and sell it as insulation. The newspaper could also be retained 
by your community development corporation and turned into insulation. 
Another branch of your corporation could go into the business of in­
stalling it. 

Storm windows provide another possible money-making idea. Many 
old houses have windows into which standard storm windows will not 
fit. Yet the installation of storm windows is probably the most im­
portant step a homeowner can take to cut down on heating bills. A 
neighborhood-based, non-profit corporation that made custom storm 
windows would thus provide a needed service and raise money for the 
community. 

The last idea, while not immediately feasible, should not be 
discounted. Solar energy technology is .becoming more accessible to 
everyone. Solar cells can be manufactured by small companies and 
installed in a relatively decentralized manner. As the techniques 
of production become simplified, neighborhood-based corporations 
can begin to think about going into all aspects of this business-­
manufacturing and installing solar collectors, heaters, hot water 
heaters, etc. In addition to making money for the people employed 
in the project, solar technology will enable low and moderate income 
people to become relatively independent of the large utility compan­
ies with their ever-increasing rates. And regardless of what these 
companies try to tell us, solar heat is becoming cheaper and cheaper. 
In a few years, as the cost of fossil fuels and nuclear power rises, 
ans as the cost of solar cells comes down, this alternative will make 
economic sense for the individual homeowner. It may alreadv make 
sense for any block willing to get together and use all of their 
collective rooftops. 

3. WASTE RECYCLING __,-

Garbage is a continuing problem in American cities. Waste 
treatment plants are outmoded; cities have nowhere to dump their _ 
garbage; costs continue to rise. Two alternative solutions to this 
problem have been proposed. One is to develop so caJled high tech 

tben use as . ese plants require a larg a outlay to lli
logy plants which turn the a:roa e into methane gas, which is 

:build and must oe II fed II by as much waste as the city can possibly 
nerate. One of these plants is currently proposed for Philadelphia. 

The other solution is ~~cycling. Recycling plants require much 
~ less capital expenditure and can be decentralized, serving individual 

neighborhoods. There is no question that the recycling solution would 
be more useful for people trying to create jobs in individual neigh­
borhoods. 
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Far from a pipe dream, at lea§.t_l.5..D.._p.aJ.itical jurisdictions al­
ready have some kind of recycling.° Although these projects are eas­
ier to start in rural areas, where residents usually have to pay in­
dividually to have their wastes hauled away, there are projects in 
such cities as Bridgeport, Connecticut, Fresno, California ambridge, 
Massa u ronx in City. Recycling pro-
jects provide jobs in two ways: First, peop e n e paid for col­
lecting the garbage; Second, people can be paid to work in the recy­
cling plants established in neighborhoods. 

On the simplest level, you can encourage neighborhood residents 
to save their paper. You can hlre young people to sort the paper 
into various types, which makes it worth more (Block Grant and CETA 
funds are being used in other cities for these projects). Then your 
neighborhood corporation can sell the various types of paper to be 
recycled, turned into insulation, or for some other purpose. 

On a more complex level, neighborhood corporations can establish 
their own recycling plants, since the technology for automatically 
separating metals, glass, etc., already exists using magnets and laser 
beams. Or, if residents would cooperate, sort their own trash, and 
make it available for collection or bring it to the central collection 
point. The neighborhood corporation could sell paper, metal, glass, 
and even plastics, for new use. 

The foregoing are just some of the creative ideas arising from 
the movement for neighborhood self-reliance. There are many others. 
What all these have in common, however, is their reliance on relative­
ly new ideas, new work, and new technologies. This is very important. 
Local economics expand when new work is added to them, when new markets 
are developed, when new connections are made. You cannot hope to com­
pete with older, established firms in older ideas--and the apparent 
determination of the City of Philadelphia's economic development plan­
ners to do just that will make little difference in the long-run in 
creating new jobs in the City. Your neighborhood cannot go into the 
steel manufacturing business. There are already many steel companies 
doing that. But you can think about manufacturing ins.].l.la~, be­
cause there are not already many companies doing that. 

Therefore when you think about economic opportunities, you must 
'-t:-l:rlnk about new departures, and new needs that aren't being met. 

Beyond small-scale manufacturing, you may also think about pro­
viding services. A non-profit, community-controlled ho~e repair ser­
vice could provide several people with a decent living and provide 
need~/assistance to the community. Many neighborhoods have marginal 
craftsmen living in them who might be willing to give up their inde­
pendent businesses in exchange for a guaranteed salary in a community­
controlled corporation. Others might be willing to work for the corp­
oration on an ad-hoc basis. In addition, young people could be trained 
in plumbing, electrical, and carpentry skills. 
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WHO SHOULD START ECONOMIC DEVELOPMENT PROJECTS? 

Unorganized neighborhoods should not begin economic development 
projects that require much time and energy. Unlike credit unions, 
however, an active committee can begin an economic development pro­
ject without requiring the participation of the whole community be­
cause there need not be anything to "join". 

Therefore, neighborhoods that are organizing, organized, or 
communal can start economic development projects, provided a group 
wishing to work on the project can be found. Their work should not 
be allowed to distract the community from its main organizing agenda. 
And the committee should be careful to talk to many neighbors in or­
der to ensure that the project will have needed community support. 

How to Start 

1. Non-profit corporations (described in chapter 3) can 
undertake economic development activities. In order for 
them to do so, their statement of purpose, found in the 
corporate charter, must include economic development. 
This might mean amending the charter of an existing corp­
oration. 

2. Economic development can also be undertaken by entre­
preneurs (individuals) or for-profit corporations. If 
you have a ,CJ'."edi)! _unJ.on, it--ean-,:end mo-ney-to such-pro-
j ects. '----::_:_ ___ _ 

3. Brainstorming sessions are essential. One plan for 
such a session goes like this: 

a.) Each member of the group name one product he 
or she travels beyond the neighborhood to buy at 
least once a month. 

b.) Make a list of these products. 

c.) Each member of the group name one service he or 
she pays for at least once a year. Make a list. 

d.) Each member of the group name one product or 
service he or she has difficulty in obtaining but 
would pay for. 

e.) Look at your lists. Check off those products 
you know how to make. Can you find out how the 
others are produced? 

f.) Are any products and services listed new as de­
scribed above? If not, try to name 3 new products 
and 3 new services. What is your competition in the 
old products and services? 
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g.) Make a list of skills and talents in the community. 

h.) Make a list of skills and talents you lack in the 
community. 

i.) Which of your existing skills could be utilized 
to produce your listed products and services? Which 
skills would you need assistance with? 

4. Contact organizations that can help you. Some of these 
are: 

Penn State Extension Urban Garden Project 
224-7870 (Libby Goldstein) 

Ohe Institute for Local Self-Reliance 
717 18th St. NW 
ashington, D.C. 20009 

Center for Community Economic Development 
639 Massachusetts Avenue V Suite 316 
Cambridge, Massachusetts, 02139 
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Resources 

Many organizations exist to help neighborhoods start up community development 
and other activities. Some of these you might want to contact are listed here: 

IN PHILADELPHIA 

/***Institute for the Study of 
✓ 401 North Broad, Room 810 

Philadelphia, Pa. 19108 
922-8960 

Civic Values 

/ 

---

(General Information) 

***Philadelphia Council of Neighborhood Organizations 
1S22 Girard Avenue 
Philadelphia, Pa. 19130 
CES-2720) 
(Neighborhood Organizing; City Homesteading Program) 

***Citizen's Local Alliance for A Safer Philadelphia (CLASP) 
260 South 15th St. (Fellowship Commission Building) 
Philadelphia, Pa. 19102 
732-4288 
(Homesteading) 

1 
***Philadelphia Council for Community Advancement 

1601 Walnut St. 
Philadelphia, Pa. 19103 
L03-7260 
(Housing Rehabilitation Projects) 

Programs 

I ---
--Office of Housing and Community Development­

Director's Office 
MU6-2184 

--Urban Homesteading 
MU6-3690 

--Gift Property Program 
MU6-2886 

--Loans and Grants 
MU6-8452 

--PHDC Home Repair Course (offered in neighborhoods) 
241-8461 

--Community Sponsored Projects 
MU6-2170 

OUTSIDE PHILADELPHIA 

***Center for Community Economic Development 
639 Massachusetts Avenue, Suite 316 

(CCED) 

Cambridge, Mass. 02139 
(Public Policy Research, Clearinghouse. SenJ 
list; also a newsletter emphasizing analysis of local projects) 
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r***National Federation of Community Development Credit Unions 
501 Mach Avenue 
Brooklyn, N.Y. 11206 
(212) 442-7077 or 643-1580 
(Assistance to Low Income Credit Unions) 

/***Institute for Local Self-Reliance 
1717 18th St. NW ---
Washington, D.C. 20009 
(202) 232-4108 
(Research and Assistance to Community Groups; also a Newsletter, Self-Reliance 
that emphasizes local projects and new project ideas) 

A**National Association of Neighborhoods 
V 1612 20th St. NW 

Washington, D.C. 20009 
(202) 332-7766 
(Advocacy for Neighborhoods; a Membership Organization) 

/.**Center for Community Change , ~ 
1000 Wisconsin Avenue NW {Xb(\t}\ iJ2,,,,i,1J. ~ ;,J.-,,-
Washjngton, D.C. 20007 ~ 

(202) 333-5700 
(Assistance to Community Development Corporations; also a Newsletter, Monitor 
that focuses on Federal Policy.) 
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