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This repnort presents the findings of two weeks of intensive
investigations into the field of housinc renovation activities
in Winnipegc. A number of techniques were used for collection
material including: a literature and statistical review,

an analysis of building permit records in Winnipeg, a telephone
survey of households having recently undertaken renovatisns,
and the conoucLGo of & number of interviews with selected
individuals knowledgeable in the field. Sections 2, 3 and 4
summarize the results of this work. Secticns 5 and 6 relate
these findings soecifically to Embla Ltd. as a renovations
business and discusses some aresas for chance. Finally Section 7
presents a summary of recommendations drawn from the rest of
the study.
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The curpese of the report is threefold as follows:

a) to provide Embla Ltd. with & basic understanding
of the renovations business and the renovations
market

b) to investigate the feasibility of Embla's success

in this field

(@]
—

to accompany and support Embla's zoplication for
extenced LEAP funding through 2 orocess of impartial
analysis and documentatﬁon.

—




SECTION 2

RENOVATION TRERDS IN
GENERAL: WHERE AND WHY




2-1 RENQVATION TRENDS ACROSS THE COU!\‘TRYT

The renovation phenomenon is a rapidly growing consequence of

our conservation oriented society. Rehabilitation has been
supported and encouraged through various government incentive
programs namely, N.I.P. and R.R.A.P. in Canadz and Neighbourhood
Preservation, Urban Homesteading and Heritace Conservation programs
through H.U.D. in the Uaited States. In a study cenducted by the
Department of Housing and Urban Development to determine the

extent of publiicly assisted rehabilitation in the United States,
600 cases of locally initiated neighbourhood conservation were
reported.

Furthermore there is considerable evidence of private sector
investment in the rehabilitation field. A study conducted by

the Urban Land Institute determined that of the 260 United States
cities with a population over 50,000, aimost half had examples

of private-market non subsidized housing rehabilitation in pro-
gress in their oldar city areas. A similar survey of thirty-
eight Canadian cities with a population greater than 48,000
revealed that thirty-six cities had some degree of renovation
activity. (See Table 8)

1. Discussion in Part 2-1 is bas
mation as follows: Sybil Frenette, "The Evolution of the
Whitepainting Phenomenon in Canadian Urban Centres," (unpublished
MJA. Thesis, University of Waterloo, 16738},

d on unpublished infor-
o

~Ny



The City of Toronto has experienced the greatest incidence of
renovation. In terms of only residential rehabilitation, the
City of Toronto Non-Profit Housing Corporation is responsible for
1,800 units of renovated housing. In addition to the non profit,
cocperative and RRAP rencovation work, it was reported that an
estimated 60,000 people have bought and renovated older homes

in Toronto. Moreover, private rencvation has proven itself as

a Tucrative business in the city. Two Toronto renovation firms,
P.H.C. and Innercity Developments Limited have acgquired and
renovated 1,000 rental units of older housing.

If the above statistics are any indication of the growing interaest
in rehabilitatieon in North American cities, it would appear that
there is subseguently a growing demand for persons skilled in

the rencovation trades.

2-2 WINNIPEG - DEMOGRAPHIC AND HOUSING FACTORS RELATED
10 REHABILITATION ACTIVITY

The housiﬁg situa

There is always a danger in transposing the experience of other

places and applying it to our local situation without under-

taking a careful analysis of the factors underlying the rehabilit-
ation activity in Winnipeg. Because of constraints of time and
resources, this report cannot provide a definitive or comprehensive
analysis, but it can provide indicaters about the Tikely future
of rehabilitation activity in Winnipeg.

tion in Jgnn1pec particularly in connection with
clder nousxngiappe ars in many respects t¢ be unique in the
Canadlan context. Factors include the following:

- sTow annual population growth but major internal
populatien shifts %nvoIvin% migration from the
inner city to the suburbs.

- recent high rate of housgho1d formation, particularly
small, young households.




Table 1
AVERAGE ANNUAL RATE OF GROWTH

POPULATION HOUSEHOLDS

WINNIPEG  CANADA WINNIPEG  CANADA
1961-66 1.37 1.97 2.3% 2.77
1586-71 1.27% 1.57 3.7% 3.37%
1871-76 0.97 1.37 3.97- 2.77
'HINNLPEG’S POPULATION HAS SHIFTED AWAY FROM THE CORE=*

CORE 7 CHANGE OUTER CITY 7% CHANGE

—_— t

1841 128,217 - 387 171,725 + 1807 ;
1876 /9,334 LR1 54N ]

HOUSING INEXPENSIVE CCMPARED TO OTHER CENTRES

f‘(‘\‘vy \ InE TR n Hf\’ I "e; T ~hnOT e haad! 7
¢ COMPARING SIMILAR HOUSES, WINNIPEG LEAST COSTLY
— ROYAL TRUST_SURVEY /AVERAGE MLS SALZ_
' — { . . _—— T (3
June, 1877 (ZND QUARTER, 19,
. - 1 atale TN Yate!
FMONTREAL $40,000 $41,200
ﬁﬁﬁﬁﬁﬁﬁﬁ N C7oan
TORONTO 80,000 67,900
N ALE == a7 nry Iy K aY
VANCOUVER 81,000 69,400
WINNIPEG 56,000 Lz,000
R -y — i MM ! -
= ’”&UNiOf\ 7_§_IUOO DD;lOO
~
CALGARY 6/7.000 70.600
—— i~z ~
OTTAVWA DﬁlODD SO/HO‘V
~ QTTiY O UpTC CUDDONT TQTINAC MDD <in N
s STILL HALF CURRERT MLS LISTIRGS UMDER $4C,000
Scurce of Tables 1-5: Peter Barnard and Associztes, Defining Housing
Research Needs. Consultants Repori undertaken
in connection with the Greater Winnipeq Develon-
ment Plan Review 1577, i ’
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a large proportion of Winnipeg's inner city housing stock
reaching a critical threshhold in terms of age and con-
dition. '

- with the exception of Montreal, Winnipeg has the hicghest
percentage of poor quality housing and of housing built
before 1940 than does any other Canadian city.S

- ¥innipeg has a high ratic of single family dwellings
available at sale prices much lower than the Canadian
average.

- owners on average pay a similar proportion of their house-
hold income on housing as Toronto households and a 1ittle
over the national average.

- the cost of both new and resale housing has increased by
almost 250% between 1971 and 1977.

What are the implications of these factors for future rehazbilitation
activity in Winnipeg?

Until recent years, the pattern of population movement seems to
ndicate migration from inner city areas to the suburbs and

3
families moving to new and resale housing. It is suggested in
the analysis with companies in the renabilitation industry,

set out in Section 4 herein, that in the past people would move
rather than undertake rehabilitation work on their homes.”
There are several indications, however, which suggest that

this trend may not be nearly zs strong in the near future and
that rehabilitation activity will gather momentum.
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Table 4

INCREASED COST OF NEW OR RESALE HOUSING
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Table 5
PROPORTION OF TOTAL HOUSEHOLD INCOME SPENT ON HOUSING
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MONTREAL 24% L7
TORONTO ) 18
OTTAWA/HULL i2 18
WINNIPEG i3 18
EDMONTON il 17
CALGARY 14 13
VANCOUVER 12 20




2-3 LIKELY REHABILITATIJN TRENDS IN WINNIPEG

The analysis quoted abovaB reports that almost all the res-
pondents interviewed felt that rehabilitation and rencvation
uf existing homes was a growing business which was increasing.

Reasons for this are 1ikely to include the follewing:

- House prices Tor both new and resale homes have increased
exponentially during the past six years. People may
therefore find it more financially expedient to alter or
renovate their existing home rather than move, especially
if they like their “elgnbo irhcod environment.

- Many houses particularly in the inner city are getting
old and are in poor physical condition. There will
clearly be a renovation/rehabilitation markst amongst
owners who wish to retain their present dwellings.

- Qwner occupation is attractive in Winnipeg. Prices are
substantially Tower th a the national average and owners
do not have to pzy a more than proportionate amount of
their housshecld income on housing costs. Should renovation
be desired, the cost should be less of a financial burden
on owners than in many other places.

- Because of changes 1in household formation, there may be 2
growing market for older, cheaper property reguiring
rehabilitation aﬁ“*csL young pecple and smaller W”USE%OTLS
on limited incomes. This potential market may also be
affected by very Tow vacancy rates in cheapar rented
accommgdation.

Winnipeg has a long way to go before the kind of rehabilitation
activity exnerwenced in Toronto takﬂs p?ace. There is no area
in Winnipeg where “whitepainting” is going on, at least not on

a scale comparable tec that found in other major centres. Recent
work underiaken by the Institute indicated that there are
tockets of rehabilitation activity nowever; for example in parts
of Fort Rouge. From 1951 tc 1971, census data reflects Fort

Rouge as a relatively stadle, perhaps modestly declining, but mos

unchanging area of pradominantly low-to-middlie-income residents,

t1

¥
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with a diversity of housing types. A process of change accelerzated
in the 1970's, and with its proximity to downtown, the area has
become an increasingly desirable neighbourhood for those who prefer
an urban Tifestyle. Informal knowledge of the area shows an
increase in family and upper-middie income houssholds. Families
with children are moving inte older, single detached houses,
previously occupied by elderly residents and are often carrying

out extensive physical rehabilitation.® In other inner city areas
such as Balmoral West, some rehabilitation of housing is also
taking place, probably Ly members of new immigrant groups in

the area.

Information collected during the course of this study indicate
the kinds of rehabilitation activity that are taking place in
different parts of the city. Several interviews with individuzls
involved in housing rehabilitation are included in Appendix F.

Most of the information assimilated in connection with
renabilitation activity in Winnipeg suggests that the prognosis
for rehabilitation business looks good. It is clear from
experience in other cities that scuare footage costs of renovation
are substantially lower than new construction. Tables 6 and 7
illustrate this factor in the case of Toronto. Information
therefore suggests that there will be an increasing market for
renovation and rehabilitation activity in Winnipag although
perhaps not on the same scale as in other mejor centers such as
toronto.

9. C. McKee...Innovative Strategies for the Renewal of
Qlder Neighbourhoods, 1.U.S., Nov. 19/7, p.b5-60.

10. Op. Cit., p.56.




TABLE

6

CLTY NON-PROFTT REHOVATTON CONSTRUCTTON PROJECT COH'TS

Land and
Holding Cost

Construction
Cost

Total Cost

Por Per Per
Dale of Date of Number Total Sq. P, Total Sq. Fr. Total Sq. Fr.
Project Contract Completion of Units $ § $ S $ $

Dundas/Sherbourne Pacember July
Phase | 1974 1975 o4 788,199 13.64 1,374,275 23,74 2,162,474 37.37
Hydro Block December November
Mase 1 1975 1976 19 422,566 7.08 1,363,229 22,90 1,785,795 29,98
PYoeubroke/ June and December and
Sherbourne March Aupust

1976 1976 7 139,025 14,49 200,206 20,87 339,231 35,136

Source: Clty of Toronto Uousing Department, 1976

Source: Unpublished Thesis. Op.cit.
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TABLE 7

CLIY_NON-PROFLT MEW CONSTRUGTION PROJECGT COS'TS

Land and Constructlion

e e
“od{um Rise

Holding Coat Cost Toral Cost
A Per Por Poy
Projecty Typa of Date of  Date of Mumber Total Sq. T, Toval 84, Fr. Total
Comp leted Gongtructlon Contract Completion of Units $ $ $ $ $
bDundas / Medfum Rise Marech November
Sherbourne Apartment 1975 1976 302 2,735,055 16.65 5,057,000 30,78 7,792,055
Pape/Cavell Townhouses August August
1975 1976 38 502,878 15,18 768,500 23,19 1,271,378

Pape/ Low Rige March December
llarcourt Apartment 1975 1976 15 135,854 14,43 287,000 30,48 422,854
B.
Under Construclkion
1884 Medium 109%
Davenport Rise Apartment July November AL
Road and Townhouses 1976 1977 261 2,787,267 15,51 5,302,000 27,73 8,809,267
Pembroke/ Medium 174%
Sherbourne Rise Apartwment June October 2%k

and Tawnhouses 1976 1977 ' 196 1,931,299 16,98 3,534,049 31,10 95,665,948

1

Hydro Block Medium Rise October Mavch
Phagse 11 Apartment 1976 1978 113 927,002 9,20 3,303,915 32,81

4,230,997

*ATownhouses

Source:

Unpublished Thesis.

Source: City of Toronto Housing Department, 1976.

ngcit@




Cities with...

WHITEPAINTING INVENTORY CATEGORIZATION BY CITY

Table 8

Whitepainting Commercial Sporadic Government No Evidence of
as Defined# Whitepainting Whitepainting Assisted Whitepainting
Montreal Winnipeg Hamilton Quebec St. Catherines
Toronto Brantfori?///’/¢ Edmonton Chicoutimi Oshawa
Vancouver Hamilton Calgary Calgary Dartmouth
Ottawa Burlington- London Peterborough Oakville
Kingston Saskatoon Halifax Saint Toy Gue lph
Sudbury Mississauga
Sault Ste. Marie Thunder Bay
Peterborough’¢ Regina
Fredericton
St., John's

Kitchener
Charlottetown
Windsor
Sherbrooke

*Whitepainting is the gradual takeover of central city neighbourhoods by renovation

entrepreneurs,

Source: Unpublished Thesis. Op.cit.

The target nelghbourhoods are often those which are vulnerable to change
due to their high tenant population and comparatively low housing costs.

2L
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3-1 (ALYSIS OF BUILDING PERMIT RECCRDS: 1877

The only existino source of hard data pertinent to this study and
readily available for analysis, was the City of Winnipeg's

building permit records. Special arrangements were made with

City personnel facilitating access to permit ledoesrs and individual
permit files. This work would not have been possible without
willing co-cperation and zssistance from City steff.

a) Discussion of Records - Format and Content

It must be stated at the outset of this discussion that building
permit records rebresent on?y a fraction of all constiruction
activities that occur in the ﬁby. Permits are actually only
recuired when the estimated vaiue of the work is $500 or greztier,
or when structural changes or chances involving health and SC:et}
are undartaken., Excludad then are all minor construction activi-
ties not requirinc a permit and 21l activities possibly recuiring

g permit but undertaken without either in ignorance or by chowce.T
A Tedger of all building permits issued by the City of Winnineg

is maintained by the permits department on a daily basis. The

1 Most of these are 1ikely to be renovation type activities.

Although not significant in an analysis of total censtruction
tivit

activities Tn,une City, it was impossible to estimate their scale
and importance in respect of this study of renovation activities
specifically.




permits are Jisted accordinoc to six categories as follows:

Dwellings (Residential new construction)
Commercial

Industrial

Public Buildings

Apartments

Miscellaneous

Summary information recorded includ

e date of issuance, the
vrc;L address of the subiect proper

s

[=%

the Community Committes
ted dollar value of the
ntion of the proposed

Lrea® in which it is located, the e
proposed construction and a brief ¢
activity.

The miscellaneous activity is a catch a11 categcory which include

a2 wide variety of permit types not readily placed in any of the
other categories. Interpretation of this cctegor is, therefore,
very difficult as it is impossible to etmr'r ne exactly what

tvpes of activities are included without doing & detailed analvsis.
A1 renovations, repairs and a1berauwons to existing residential

oroperties are includec but so are activities such as sion con-
struction. Tabie 9 summarizes yearly permit activities by dollar
value for Winninec from 1973 - 1877. The miscellaneous catecory
shows a steady inbrease in value over these years, however,
significant znomalies appearing in this data for 1976 immediately
caution dependence on & superficial review of such information.

The total number of miscellaneous pevrmits in 1977 was 6,612.3
Information on a specially selected sample of 860 permits was
cathered and analvzed. Althouch this is only a 13% samnle of

the total permits, it is estimated that it is, in fact, zpproxi-
mately a 50% sample of permits re1evanb to this study. Aonendix C

2. Community Committee

13 former Communities tha
into the present 5 Communities
Winnipeg Act in 1977.

eas referred to in this report are
yiszed prior to restructuring
with the amendments to the City of

(~f~\:

3. From Chart supplied by Winnioec Economic Develooment
Board.




TABLE 9

Breakdown of Yearly Building Permit
Values for all Categories in the
City of Winnipeq: 1973 - 1977

Permit Cateqory 1977 1976 1975 1974 1973
in $1,000's | in $1,000's

Residential dwellings $118,056 $123,866 $ 81,725 $ 75,753 $ 55,946
Commercial 3,375 12,775 18,238 7,734 6,662
Industrial 35,179 18,792 24,218 37,934 24,259
Public Buildings 70,456 h2,388 50,323 64,047 36,736
Apartments 72,865 53,976 27,171 19,903 34,536
Miscellaneous (includes 28,022 88,343 21,870 19,175 15,709

renovations, repairs

and alteration's)
TOTALS $327,921 $350,138 $223,546 $224,546 $173,849

Source: Winnipeq Economic

Development Board




documents sampling orocedures and selection criteria used.

The sample data were initially summarized intoc actual numbers
of permits issued in each Ccdmunwtv Committee Area. Table 10
shows that 29% of all renovations permits issusd were located
in the nredominately inner city areas. Since this percentace
was so low, it was decided to include the entire city in 2ll
the building permit analyses.

TRELE 10

Location
of Buildina Permits: 1977

Total
Area Numbers %
predominately Inner City 2L8 28%
Predominately Suburban 612 71%
TOTAL CITY 860 1in 100
ScuTD e

Source: opano1A C includes totals for

1 ,
h Community Committee Area.

Permits sslected for an

is were groupad into four sub-
categories of misc :

o sincle family dwellinos

~4
-T
1))
3
=
g
o)

ermits issued in each catecory in each month

corded and plotied in coraph form in Figure 1.

d, this graph succests that there are

cnding on the nature of the permit
eration activities psaked in February
surmer months, while exterior alteration

ns to sincgle faﬂiiy dwellings showed
Trends. g Pesawr permits were so few in number that

nds couid be detccbed
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This general indication of seasonality should be rzad in
coniunction with interviews conducted with individuals actually
in the renovations business. (See Section 4, Part £4-8). It
seems that seasonality is not a significant factor in the
interior rencvations business while firms involved in both
interior and exterior work regsuired 2 certain elzment of orcan-
izatjon.

A picture of the total buildino permit breakdown by activitv
is presented in Figures 2 and 3. These ficures illustrate the
significant differences in the breakdown by numbers of permits
vs. value of permits. For example interior alteration pcrﬂit
represent 71% of the number of cermits issued but only 47%
the value of permits issued. By contrast, fire repairs reores
2% of the number of permits and 5.5% of the value of permits.
These differences are further explained in Table 11 which shows
the averace values of building permits by aczithv.
TABLE 11
Fverage $ Values of Buildino
Permits by Activity
ﬂveréqe
S Value
Interior Alterations 52,075
Exterior Alterations §2,06°
Interior and Exterior
3 x> " ~
Literations SL,7C0
Edditions to Single
Family Dwellings $7.,330
Fire Repairs S,,,,
Source: Table C-4, Appendix C.
Fire repairs and additions average sionificantly hicher than the
averazce individual interior or the individual exterior permit.
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re 3
1977 RENOVATION AND REPAIRS
BUILDING PERMIT BREAKDOWN BY & VALUE OF ACTIVITY

\Ww: BE

Read: 39% of the total value of renovations and repairs buildina permits :
in 1977 were taken out for additicns to sincle family dwellines o
Estimated Total Renovations Building Permit $ Value in Winnioeg
in 1877: $5,687,100,

Scurce: Table C-4, Anpandix C.




3-2 SURVEY OF HOUSEHOLDS HAVING UNDERTAKEN REMOVATICNS 1IN

o
O
~J
~

In addition to the building Dﬂrmﬁt analysis, 2 subsamnle was
drawn from the building permit sample for the purpeoses of makin
direct contact with actual permit applicants. Aopendix D detai
this exercise. A guestionnaire was administered over the
telephone, to those individuals who were both traced (ie. located
at address and telephone indicated on the permit) and willing to
be interviewed. Since only 26 interviews were actually completed,
the sample is too small to dreaw any concliusive resuits. However,
the exercise was not a wasted one. Preliminary rasulus indicate
efinite trends.

\G
ils

a) Summary of Preliminary Results

The follewing trends started to emerae from the survey:

- rec room activities were located predominately in
suburban areas

- a large proportion of building permit activities were
not carried out by contractors. (g closer analysis of
this point would be verv useful)

~ most revonations were done for more space or for general
uokeep, not for resale

~ actual costs ¢f contracted renovat.ons were approximately
123% higher than declared costs on the building hernwts

{(Confirmation of this fiocure very important for totz
market discussions - see Section 5)

- 1o unexpected -excenses were enccunterad by homeowners
when work contracted out

- referrals and cood reputations important in choice of
contractor decisions

- 3 or more cost estimates were received by most
respondents who hired contractors

- most self done renovations planned futu

- most respondents jndicated women c> nen
gualified.

- no definite age or dincome charact
emerged, however, most respondent
with 4 or more persons

istics of respondents
households were Tarce

er
S

The above points can only be considered oreliminary. An expanded
survey in terms of acditional numbers may be considered by Embla
in the future. The specific information that it is possible to




nNY
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gather using this sort of direct technique would be invaluable
to Embla for planning detailed marketing and oromotional
stratecies. The investigators feel that the telephone approach
was quite satisfactory and had the advantages of immediacy of
response over a mail out approach. Even in a possible expanded
survey, a telephone upproach would be recommendced.

e
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CRITERIA FOR SELECTION

The most important criteriz used for selection of companies

for interview purposes were: a) nature of their work and

b) size of coeretion. Primarily exoerts wers made to select
companies that were obviously in the business of interior
rencvations. In z2ddition to the vellow page Tistinos, refzarrals
from architects, desioners and ocovernment oersonnel involved in
some way in the field of renovations and rehabilitation of
older houses vare used. Secondarily, & range of sizes of oner-
ations were ssiected. In total, nine interviews were conducted
with individuals In the rencvations business.

4-2 SI7E OF COMPANY

The companies ranged in size from one or_ two men operations to 3
Tzrce company with over fifty emplicvees.~ The five larger
commanies in the sample (12 emplovess and over) seem to operate
with similar staff structures: such as one or two senior manage-
ment rersonnal who are likely fo be the owner and/or oresident
of the comnany, a core office staff and a core staff of carpenters
working on a full-time, vear round basis. There were exceplions
to this, for examrle one company with a core staff of ninstesn
has four cwners, each responsible for one of the following
asnects of the business:; commercial constructien renovation and
remodeilings new residential and cottages and lake camns. A
tvpical manageament/staff estzblishment model for companies with
twelve or more empioyees is set out below.

Ny
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; 1n busy veriods
The four smaller companies (1 to 10 employees) tended to work
out of Their nomz2, using this as & base for taking orders and
organizing taeir work, often utilizing family nelpn. Like the
Tarcer companies, most nad sub-contracting arrangsments witn
other tracespesopls or companies wnose work was Krmown to them.
Almost all companies who discussed hiring staff (5) stressad
The nee€d to initialiy sslect permanent staff carefully and
cioose people wino would have a oride in their wori and de
trustwortiy. Several companies (4) hire casual or part-time
nelp during busy periods. Threze interviewees mznitioned that
tney prefzr to hire oermanent and casual nen-union iabour. Ho
formal training for new or uncualified tradesmen was specified
oy interviewees. liost training consisted of on the Job super-
vision by an established staff member, aithougn one larger
company was training men in new areas of business such as in-
sulation and swimriing pocl installation.
£-3 TYPE OF WORKL
Type of work undertaken by tihe nine companiss interviewsd in-
cluded recreation rooms, renovations (wnich involved Gathrooms,
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kitcnens, additions, restructuring floor plans estc.) custom
cabinet making and Tire repairs. Hork of three of the four
sma]]eg companies involved rmostly renovation work as defined
gbcve.“ One of the Tarcer companies (19 staff) spacialized
entirely in Tire repairs, 60% - of work being in nrivate

homes and 40% - in cormercial establisnments. They worked
mostly in the core aresa. Anotner Targer company (50+ staff)
devotes 25% of its work to fire repairs, 25% to new construciion
and 20% to renovations. One company spacializing in additiaens
and renovations at the uprer end of the market mentioned that
they were freguently called pack by wzalthier clients for sub-
sequent maintenance work.

1 5 £h 1w T TRy
4-4  MARKET TRENDS

ATl but one of the nine interviewses felt that there was an
increasing market Tor renovation work and rehavilitation of
oloer homes. Tne one dissentér who felt the rencvation
pusiness was “"slow" at present statec that he personally
“zTvays hac more work than he could handie." That experiencs
mzy be related tc the fact that he nas been working in WIP
areas Tor the past four vears and business in the older iIIP
areas is ciminishing.
Reasons for predicting an increasing market for renovation work
were related to costs of new housing versus renovating an older
nouse; the importance of established neighpourhoods and the
quality of clder homes versus new. Quotes such as the following
vare recorded.

"It's expensive to renovate but still cneaper than

buying a new house.®

" If people uOJJﬂL a home Tif een years ago it probacly

cost $10,000- ]} 00. On today's market it costs

$45,000. Ps on]e can spena $15.000 on rengvation

and still be ahead.”

"Pecople get used to their surroundings. People Tike
their own neighbourncods.’

. 2. 1wo of thzse smallier companies nad worked or are workinc
in ieignoournood Improvement areas, on RRAP rogram work. )




At one time, 1T a client recguired a major
renovation, ne would sell instead and buy
a new nouse. iiow clients are building

expensive additions.”
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TYPE ©

The subjsctive impressions of clients of the
appsar to suggest a client group which is or
class, likely to be in the ags bracket of 35
in nouses of five years of age cr oider. Ot

ticularly reqguiring rec.room are young

in a home for four to five years, wno need sp
tamily; and retired people building a rec.room for investment
purposes. Two of the Targer cowpanies solicit business Trom
the upper end of the market. However, two of the smaller

S
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cperations underiake z significant amount of work in HIP areas
and on Tow income housing projects for Winnipeg Regional Housing
Autnority. The majorﬁty of companies do not confine their work
tc a particular csogrannical arsa.

i-5  PROMOTIONAL TECHNIJQUES

Five of the nine comnanies relied entirely on “word of
advertising and perscnzal referrals, supp 1te adv

in the vellow nagss. These included tw the est

and two smallest. A1l these interview mpha 1 the im-
portaznce of this tvrpe of refarrail, i mal Tects a
reduction of time soent on estimates r te uUes use
considered effective were T.V. ads and periodic page ad-
vertisements in newspapers. dne or tv pecialist Tirms mentioned
referrals from insurance adjusters and architects. Word of
nouth advertising t2s nowever considered the most effective by
almost all companies interviewed.

£-7 SUBCONTRACTING

As was mentioned in Part 4-2 of  this revori, the majority of
companies have subconiracting arrangements with other trades-
negple whose work is known teo them. The importance of using
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dependable subcontractors who  contracters know and trust
Was stronoly emphasized. Smaller orerauxows and again

‘non- unxon ubcontractors tended to be Tavoured. Ability to
“do the job", Jewdauility, and ne atrecs were considered
important facbors in hiring subco nurachrb. One of the larger
operations puts subcontracts up for bid to ensurs a fair price,
but he too tends to use the same subcontractors all the time.
Work wnich is contracted out includes plumping, electrical
work , roofing, plastering etc.

4-8 SZASONAL LIMITATIOH

[
|
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Seazsonal Timitations wera related o the type of work being
undertaken by ditferent companiss. Those specializing in
inside work ;epﬂrued nc serious seasonal 71ritations(4). Those
wno had experienced "slack” periods, particularly in the winter
months, January to March, stressed *Ee importance of “going

out to lock Tor jobs", particularly naw business such as in-
sutlation during ‘stow' reriods. xhose who undertock both
inside and exterior work mantionad the importance of organizing
throughout the year. Cne of the smailest cperaticons Tound
summar the busiest time.
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4-10  SAMPLE PRICES

icn on sample wacas per square foot was simi

Some respondants were reluctant to discu
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ore precise Tiguves were available for recreation room con-

SZPUCr101 Pn contractor (12 staff) cuoted a minimum of
$10-512 a square foot. The best information was obtained

from & company specializing in rec.rooms. He pointed out
that recreation rcom co:rs have doubled ddrwr: the last

eight years and guoted & sirilar minimum of $10-512 of square
foot inciuding Iabour and "atcrlcTQ and $17 & sguare foot for
recrzation rcom, bathroom and bar. Alse, the minimum cost for
a 14' x 18" house addition was cuofed at $50/scuare Toot, which
could =sasily run to §75 iFf Tuxurious.
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STREHGTHS AND WEAKWESSES

In assessing strengths and weaknesses of tneir companies, several
responaewbs discussed the cuesticn of critical size of a company.
Une or two respondents discussed the dangers of bocamxu too
big. Problems WEHVIO ied included supervision of staff, f“R.T.
control and cap carrying ccsts. One of the smallest companies
(1 oaqar/ca"a:nter) felt it was best to “work by vourself or
have tan to twelve pecple.” QOther tactors mentionad as being
impor<ant in develoning & viable business were diversificatio
and the fliexibility of staff and ccad statf/management relation-
ships. The follawing gquoted illustrated these points.

“lhen there is no rac.room bUSTPESS, &ook Tor new

business in insulating and installing swimming pools.”

"Becazuse of versatility we ars able to carry on.

Carpenters are versatile too. liany have been with

the company fiftesn to twenty vears.- there's ce-

operation between employee and company. If a

carpsnter neads to dig a ditch he doss it.®
One company specializing in Tire repairs clearly did not con-
sider diversificztion important in tneir case. There strengtn
was in specialization, but this was an excention.
4-12 STRATECGIES FOR SUCCESS AND PITFALLS
It was sugcgested by r°spond“nfs that an important component of
succaess was persistence, determination., and the initiative to
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look fTor work, particularly when first Suarulng up. A
company is Tikely to experience problems of "getting known”
at this stage. Comments such as the following were recordsd.

"Don't give up. e had hard times - sometines

JoDS €OST us money. {15 staff)

“Have determination to make z go OFf the business.

be stubborn.”
One larger company stated that “carpenters are & company's most
important “"p.r." - not bzcause of what they say but bscause of
the nualwuy ot work they obrfcrm.“ Honasty, 1w;cgrity, high
guality work, cood service and willingness to work long hours
vera considered important Dy poth larger and smaller companies
in leading to a2 successful business. The need for at least a
small amount of capital to 'fall back on' was also mentioned.
One of the major pitfalls in the renovation business was related
to estimating. Comments were recorded such as:

“You never know wiat vou ars going to find whe

you open up a wall."

Rec. rooms were cons idered to be & much safer risk in relation
to estimeting. Another problem was the number of estimates
twa- are reﬁwnred t0o generate 2 Job and the problem of people
“shopping around.” Another factor which could present difficulty
was home-owners with hign ex:ects-10w< and a low budget and tne
problem of colilecting money Trom HOmMEe-OWRErs.
The company which specialized in fire repairs had selected this
spaciatization because of "less competition.” The foliowing
comment was recorded.

“You're probably competing with one or two other

comnanies whereas the remodelling owner will

sometimes get eight to ten estimates, some from

nandymen doing Jobs on & moonlighting basis.
4-73 REACTION TO MOMERN
The companies interviewad had mixed reactions to women in the
trades. The cwner of the largest company was rather negative




about women entering t aaos although conceeded that women

are quite capable in interior decorating, planning and layout.
The two smallest coroanwes 21so had reservations about both
employing women or seeing them enter trades.  The reactions of
other companies ranged from very positive to some reservations
5ecause of the need to profide special Tacilities such as
washrooms. One company nad a Women carp anter presently in its
employ but she doesn't "swing & hammer” but works inside on
Orders, bookwook. timeshests etc. The following comments were

3

recordad.

“Can't see anything wrong with women as carpenters.
The wihole world is run by women.”

“1 am contident emale ca raeﬂ er smployee couid
wing a hammar" if necessary.”

“Prospects for women in th
L women belongs ir the hous

rages not that rosy.

C_ (D

£-14  SUMMARY

In surmary, the following significant factors emerged from an
analysis of interviews with members of the renovation business:

-There is Tikely to be an increasing demand in Winnipeg for
renovation in the future.

-Personal referral and "word of mouth" were the most effective
promotional scurces.

-The importance of offering subcontracting arrancgements to
clients and of using contractors whose work is known and
trusted was stressad.

-New companies were advised to be determined to succeed despite
inevitable setbacks. It is T1ikely that in "sTow" periods they
will have to vigorousiy solicit work.

-In most cases, diversification and the need to build up a
company gradually were seen as definite sirengths.

-The positive and negative reactions to women as carpenters were
fairly evenly balanced.







5-1 MARKET AREA AND SIZE

For the purpcses of this study, the market arez for Embla Ltd.
was limited to the City of Uinnipec. An attempt was made to
investigate all renovaiion activities relating to existino resi-
dential dwellines, including new additions, in thz City of
HWinnipeg. New residential construction was _excluded. The limi-
tations of the only comprehensive secondary’ source of data,
ie. building permit records, has alreadv been discussed in
Section 3 herein.
Based on this analysis, the investicators estimated that the
total S value of the renovations merket in | lkinnipsc is aporoxi-
mately $13 miilion dollars. {See table 12). This Ficure is
considered a conservative es? xmabe since it is based on an
analvsis of buildine permit activities only. A1l rencvetion
activities not resuirinc i UWwﬂlnﬂ nermits are notl included in
the analysis. £ny sincle renovaticn activity that does not
involve & building permit is not 1ikely to be high in value,
howaver, the acgrecate vaiue of such activities is probably high
in terms of totaT doilar volume. Howaver, no estimate of this
to“] could be made, and th2 total market value of $13 million
in 1877 rmust be read with £his in mind.
fdditionally, this figure includes rencvations undertaken by
contractors and renovations undertaken bv the individual properiy
ovner themselves. The investicators were unable to conftidently
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Teble 12
ESTIMATED $§ VALUE OF REMNOVATIONS
MARKET IN WINMIPEG IN 1877

Total Buildinc Permit
S Value in Sampie (1977)
$ 2,678,200

Estimated Total Renovations
Buiiding Permit § Value
in Winnipeg (1977) $ 5,667,100

Estimated Total Renovations
Market $ Value in
Hinnipea (1977) (plus 123%)* $12,751,000

ddition of 123% is based on an analysis of the housshold
rey interviews whereby & compariscon of $§ delcared on
<+

Source: Table C-4, Appendix C
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estimate, from the data gathered in the time allowed, the spolit
of the total defined market into these two catecor1ps. However,
preliminary indications seem to succest a higher oroportion of
self-executaed renovations.

5-2 STRUCTURE OF THE GEZRERAL MARKET
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The potential demand for Embla‘'s services has been l
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for creatinc tnis market in the Tirst nlace, ie. on site train-
ing. Projects should be selected to orovide, initially, for a
wide variety of experience. Selection could then Focus down on
particular tvoes of projects as ventures into Markets B & C
dictate in terms of opportunity.




b) Market B: Government Program Related

If Embla goes for a share of this market it will be competing with
other renovation businesses. The relevant government procram
presently operatino or proposed in Winnipeg are geared princinally
LO older prooerties either by providing loans and crants to low
income owners and Tandlords (CHIP, CHRP, Rm)2 or by dwrecL Dur-
chase, rehabilitation and resale or rentinc (City Non-Profit -

not yet operative). Details of procrams are included in Appendix

B.
This market is also unusual in that no direct soliciting of the
actual customer is done. A1l activities are directed towards

the intermediary program administrating acency.
Presently, the long term future of three of these programs is
uncertain. CHRP may be cancelled, RRAP may be seriously modified,
and the City HNon- Drorit may never get started. As Appendix B
irdicates, howaver, the procrams sponsored a demand for the con-
tracting services of smailer businesses, like Embla, and the
opportunity for Embia's participation should be periodically
monitored. Particular attention should be paid to the City Hon-
Profit Corporation. This infant agency represents a tremendous
potential demand for renovation specialists, It is impossible
however, to put a $ ficure on this potential market. Appendix B
:wcTu;es information on past dollar expenditures for CHRP and

RRAP programs, however, not even a guess could be made at this
time as to what the S volumes mi icht be in the future.

v far the greatest amount of renovation cr1v1uy in Winnipeg,
and the most difficult to pin down, falis into what is dzscribed
as Market C: Private. This market includes ail the renovatian
activities undertaken by private property owners and fully
financed by same. The exception to this would be fire repair
2. CHIP - Canadian Home Imorovemsnt Program (fedzsral)
CHRP - Critical Home Repair Program (Crov1rc7aﬁ)
RRAP - Residential Rehabilitation Program {federal)




d by insurance companies but neverthelesss included in
C. Most o‘ the renovation activities included in the
lefined market of $13 M. are considered Market C activi-
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This market 1s nsidered the most imoortar
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emainder of this sect

e

)3 Ocr
jal}

ck =4 oF
o —ae
|

ri
Orl
-
m I
O

5-3 MARKET COMPONENT CLASSIFICATION SYSTEM

During the process of doing this study it became evident that
the ceneral renovations rarket could be described using a

number of parameter - each describing the market from a
different perspective. The following summary (Figure ) is
preli inary and should not be considered & definitive classific-

ation system. It does, however, provide a framswork for a
more detailed market analysis - one that will be important for
Embla in the future, as a more refined understanding of the
ceneral market becomes necessary.

Figure 5

THE RENCVATIONS MARKE
SYSTEH

KET =
COMPONENT CLASSIFICATIOR If (PRELIMINARY)

1. TYPE OF WORK

a. Building Permit Classifiation

- Interior renovations
- Exterior renovaticns
- Fire Fepaﬁrs

- Doors/windows/walls
- Porches/decks

35




c. Level of Activity Classification (See Appendix A for

definition)

General repairs
Renovation
Rehabilitation
Restoration

d. Complexity Classification

- Single trade
- Multiple trade

TYPE OF CLIENT

a. Property Qwner

~ Resident-owner occupied

- Landlord - owns to rent-tenant occupiad

- Daveloper-owns to rehab. and sell-unoccupied
- Public Agency - owns to rent or sell

b. Acent for the Property Quner

- Public agency-government assistance program etc.
- Insurance company or adjustor

- General contractor

ect HManager

gner-architect, interior designer etc.
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6-1 DISCUSSION OF EMBLA'S GOALS AND OBJECTIVES

A review of Embla's goals and objectives as established for the
Embla Developmental Phase was made by the investigators. In
Tight of the overview of the renovations business in Winnipeg,
it is felt that there should be a shift in emphasis in establi-
shing principle goals for Embla's Operational Phase.

The principle gcals of Embla‘s Developmental Phase as originally

established were as follows:

1. To assist low and fixed income people with housing
repairs by providing free labour and offering
information on loans and grants to cover materials.

2. To provide employment and cn-the-job cxpﬂrience
for three women carpenters in the fields of
renovation, marketing, management and accounts.

The originally submitted program alsc included a number of
short and long term project objectives, the last of which was:

...to eventually operate a commercially viable and
self-sustaining carpentry business.*

It is Telt by the investigators that if this Tast objective is
to be achieved, given the positive but competitive nature of
the renovations business, it must now become of primary concern
to the group. Following are suggested principle goals for

1. Schedule 1 - Application for funding under Local
EmoTovnant Assistance Program, January 4 1878.
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Embla's Operational Phase Tisted in suggested order of
priority:

1. TO PROVIDE EMPLOYMENT AND ON-THE-JOB EXPERIE
STAFF IN Hc FIELDS OF RENOVATION, MARKETING
AND ACCOUNTS.

2. TO OPERATE A COMMERCIALLY VIABLE AND SELF-SUSTAINING
CARPENTRY BUSINESS.

On-the-job training and experience for project staff must occur
before the group can successfully compete for business in either
Markets B or C as defined in Section 5. Quality of workmanship
and carpentry skills were of primary importance to success in
discussions with people familiar with the business. This on-
site exposure is additionally important in the field of renc-
vation because each job must be tailor made to suite the parti-
cular circumstances of the existing inTrastructure of the
buiiding., Not only basic skiils must be Tearned, but versati
and adaptability must also be developed for success in renova

}itv
tions.
This suggests that Embla must place first priority on training

the present personnel by on-site exposure in order to be able

to achieve the second goal of self-sufficiency.

A new set of secondary objectives should be developed for the
Operational Phase based on the primary goals as set out.

€-2 EMBLA PROFILE AND AREAS FOR MODIFICATION

A comparisen
information
business sug

between Embla's current structure and profile, and
athered on esLabzwsbed companies in the renovation
ests several arsas of change fTor Embla.

a) Structure

Vnere companies hire apDrent
re almost exclus ve]y assig

ic rpenters, it ssems they
ne iti
1 1 ra»io Embia's current 1:
ca
es

ed carpenters on a

_razue°S) may require modifi
going to take place. A sugg
with 1:1 be1ng the ia_al

[ S I S W ()]
-3
o]
ot

Additionally, business management is viewed as a definite and
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separate component of an overall operation. Very small businesses
operated without office support staff. These were, however, cases
where the individuals involved were already skilled and csmpbtent
carpenters. There may be a need for Embla to separate actual
on-site carpentry activities from marketing, management, and
accounts. This could be done in one of two ways, the fTirst

being the most preferable: first, hiring of office management
personnel or managemznt services and, second, allocation of one

of Embla's existing personnel to this role. The Tlatter would,
however, compromise the basic goal of achieving carpentry skills
for all the program participants and would not solve the need for
basic clerical skills. It is therefore not a recommended

-~

alternative. Two modified structural opuwows are summarized
below:

Option 1 (preferred)
Ratio of 1:2 Journeyman:Trainee
Hiring of office management perscnnel or
Services
Resultant Structure:

2 Journeymen - full time
£ Trainees - full time
1 Management, Cec-ordination,
ffice Person (pcssibly part-time)
or
Riring management services as
required.
Option 2 (not recommended)
Rau1o of 1:2 Journeyman:irainee
£17ocaticn of one of Embla's present
participants toc office manacement role
Resultant Structure:

1 uour;eg man - Tull time
2 Trainees - Tull time
1 Hanage ment, Co-ordination pevson
and hiring of clerical skill
as reaquired.
b) Services Offered
A second area where Embla‘’s present profile c]ear?y does not
match up with other businesses is actual services offered. All
individuals in the renovation business had established sub-
contracting arrangements with the other trades. Renovation




work often requires input from a cross-section of trades in order
to complete any particular job. Establishment of contacts with
other trades is strongly recommended.

6-3 CONSTRAINTS TO SUCCESS

In carrying out this study it was possible to oatalT a Tormat
for identifying potential constraints to Embla's success. It
is presented below in point form and should be reviewed
periodically by Embla to assist in monitoring and pinpointin
problem areas:

a) Internal Constraints

) Structure and organization,
Rationalizing training and management needs,
i1) Commitment to goals,

Setting priorities respecting self-sufficiency.
i1 Personal motivation,
iv) Carpentry skills and abilities.

b) External Constraints

General economic

) climate.
ii) Awareness of the general problems of the renovation business
C {as presented in Section 4).
iii) Understanding of the market demands.
iv) Availability of Financing
{not & problem provided LEAP funding is available during
trensition to seif sutficiency).
v) Prejudice against women in the trades.

€-4 CVERALL MARKET POTENTIAL

A1l indicetions are that the renovation market is an expanding
one. Discussion in Sections 2 and 4 support this general
“statement and also suggest that the nature of renovation acti-
vities may be under-going a subtle shift. The traditicnal
HaSQP:ﬂL Tinishing and additions to houses are still occurring.
However, additionally the purchase and comprehensive rehabili-
tation and upgradinc of older properties is also occurring at
an increasing Tevel in Winnipeg.
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Embla is facing a transition period and it is only sensible to

relate Embla to the demand for services as indicated in the

market analysis. This study was able to identify a large and
increasing demand for renovation services in general in Winnipeg

and was able to outline a preliminary classification system (Section 5)
identifying components of this general market. However, with the time
and resources available, it is unable to direct Embla, with

confidence, to specific components  of the overall market.

It is felt that a modified Embla profile, as outlined earlier
in this Section, will provide satisfactory basic structure for
Embla's immediate fTuture, both in terms of the demand in the
general renovations market and in comparison with other reno-
vation businesses. It is, however, highly recommended that
additional time be spent on refining and understanding the
general market components, using the preliminary classification
system, so that Embla can begin to real?y focus on the winning
combination both in terms of personal interests and marketl
demand, It is, in fact, eppropriate that this more detailed work

be undertaken until _1oia has more experience participating
~ 1 m +

rt
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7-1

CONCLUSIONS

N

(S)]
.

There will be an increasing market for renovation/rehabili-
tation activity in Winnipeg althouch probably not on the
scale of some other places such as Toronto.

—h
D

There appear to be seasonal variations related to different
types of work, ie.. interior alterztions bzing more prevalent
in winter months, particularly January to foril and declining
in the summer; exterior zlterations and zdditions showing
reverse trends. This should not present orobiems for com-
panies such as Embla if the work load is cavefuTTy managed
and work is acgressively solicited durinc siow periods.

-
i

The volume of annual renovation activity esti
report ($13 million) sucgests that the marke
of new companies such as Embla, although com
business is Tikely fo be keen.

In developi
functions T
consicdered

ng an optimum oraganizational structure and defining
or & new cowoanv the following fTactors were
imoortant

71
(D

Beveloning & network of contacts and 'word of mouth
re‘erai
- Developing linkages with subcontractors.
- Gradual growth basad on analysis of the market.
-

- Good workmanship and client service.
Diversification of functions.

bla is to achieve its s
=Y

T Em iectives, g heal
ance must be sought betwe men
ar

e a
come, governme
e selection of

Tha
T

U r‘fwn

ba
r work in

1
ogram related and private w rL




N
)

two former areas must be cTosery related to training needs and
g realistic proportion of time must be devoted to private work
if the objective of uTtimate viability and self-sufficiency as
a orivate company is to be achievad.

7-2  RECOMMEMNDATIONS

Adaption of the following goals for Cperational Phase in order
of pricerity:

the-jiob experiznce for project

1. To provide e Dioy anc on-
renovation, marketing, management,

-~

staff in th fields of
and accounts.

(AN

. 10 operate a commercially viable and szlf-sustaining
carpentry business.

Recommendations Relataed to Oroanization Structure and Functions

3. Adoption of a 1:2 ratio of Journeyman to Trainese.

&. Adoption of Cption 1 as outlinad in Section 6, Part 6 - 2.

5. After the zbove modifications, adoption of a no or slow
growth nolicy until seif-sufficiency reached.

6. Establishment of capital fundinag for carrying costs related
to private work through acdiustment of LEAP financial
arrancement or independentiy raisad loan cacital.

s on diversification of functions and services o
pective clients.

7. Emphasi
to oros

Market Involvement Pecommendations

8. First priority to Emble particioation in the Private Market C
on @ competitive basis. Uses of LEAP fundinc to suppisment
actual Tabour costs over and zbove coing market rates.




10.

11.

Developmznt of an onocoinc promotional campaian to compliment
8 above.
Close monwvor1nc of public acencies inveolved in Market B and
second pricrity to particivation if opportunities arise.
Use of Free Labour Market A as Tast oriority, 2s time permits
or as trainino needs recuire.
Development of selection criteriz to aoply to recuests for
viork in Market & abpve basac on trainino needs first, neseds
apoiicant second.
Establishment of tarcet split between activities in Market &
and 'arkets B and C based on time spent on-site respectively.
Ppossible target for last € mo. - 50%
of I1st year of Uperational o
Phase. 2

- L

/: £

Ppssible farget for last & mon. - 1007 of time snent
of 2nd vear of Mnerational on Market B & C
Phase activities.

- LEAP Funding supplementing

costs &s reguired

Evaiuation of nrogress at end of ist

Phass.

Haintenance of completed bproisct oro

followino:

- locations, ciient prefile, general

- photos - before and after

- surmary sheet of specifications of
detzils, costs, etc.)

Fxpanded analvsis of ceneral market

in Section 5, Part 5-3.

e 4

compenents as detailied




<

Investigation of feasibility of eventual Embla invoivement

in creatinc housing rehabilitation activities through purchase
and resale of properties. Including a travel budgel to survey
and interview known successful rencvation companies in other
Canadian centres - notably Torento and Ottawa.




APPENDIX A

DEFINITIONS AND GENERAL
INFORMATION




DEFINITION OF TERMS

When used in reference to housing, the terms rehabilitation,
renovation, repair,. remodelling etc. are often vaguely defined.
The following definitions are based on a cursory survey of
refiabilitation literature arnd they provide a fTrameswork within

a housing context. c&tven taroughout the body of this report
terms are not used in the strictest sense of the definitions,
however acceptance of somz basic 1limits in the use of words

is important.
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propbruy, gercra1 properby maintena ce ('.e. rep
worn floorboards etc.)

RENOVATIONS: means gencral restyling or updating of particular
component of the property (i.e. replacing kitchen, bathroom
etc.); adding living space (i.e. rec.room). GQther terms;
remcdelling, reconditioning.

)

REHABILITATION: means restyling and updating of all t
components of the property. Two types of rehabiiitation
can be identified:

or mos
T

a) fundamental rehabilitation - with the objective of
overall property upgrading (i.e. wiring, plumbing,
foundations etc.)

b) cosmetic rehabilitation - with an objective of
superficial upcradinc often masking rather than dezling
with the more basic needs of the property.

RESTORATION: means recreating features of historic or
architectural merit with the objective of maintaining
elements of zuthenticity conservation and preservation.




CHRP PROGRAM - REPAIR ACTIVITIES RELATED TQO AGE

Table A-1

CF

HOUSE 1875 - JUNE 1976

T

1960- 1945- 1930 1915 Pre- .
LETIVTY 1975 1959 1944 929 1015 || Tetml = Projects
9.1% 30.8% 21.9% 26.1% 12.12ll /&8 4 Al

Wiring 5.1% 19.0% 22.0%  39.3% 14.6% 1l jec T 33
[ . - . e O of Q4
Feating 13.2 37.3 19.3 22.4 7.8 ;&S i # R
Sewer and
Viatce - - _ . -7
ater 13.6  30.0 23.5 23.2 0.5 | Jec e &5+
Heavy
Construction 11.7 31.5 21.4 .24.3 11.1 || /ec £¥3
Fave -~ z - - ,/,‘
Eaves 2.4 23.0 28.6 341 11.5 | ,ac% 156
Roofs 3.9 31.2  20.2  30.1  14.6 || jec® TLE
T T ard o < . a8
Insulation 9.0 30.9 21.4 29.4 9.3 || /oo 37¢
Windows &
Doors . - ) g
oors 6.8 31.3 21.9 26.2  13.8 | /ack §57
ACE OF BQUSE
» T BOUSE Al
AT TV 1960-75  1945-50 1930-L%4  1015-20 Pra-19015 | Aehuites
by e & & [ 4.
Hirine 4,37 4.5 7.4 10,5 % g9 73%
Heating 14,0 11.2 8.2 7.5 6.0 g Z
Sewer and
Vater 22,3 14,0 15.4 2.0 11.3 /42
Heavy
. . - —y A= ai
Construction 25.8 18,7 18.9 17.0 17.8 /7.4
Laves 0.7 2.1 3.6 3.4 2.7 2
Rocis 9.3 20.6 19.1 22.6 25.1 Z6.5
- ~ - . - 7oy
Insulation 9.0 3.7 £.5 9.3 5.7 (e
Virndows & } o
Toors 14.5 18,6 18.7 .7 21.5 | a5
Lozl fes % e vt e FEC SRS
Source: M.H.R.C. Final &nalysis of the 1875-76 Critical Home Rebzir
~ Ay LN Ar= T = Ty -~ o]
Program (CHRP}, Inter-departmental Memo.Sept.1876.




MAPS

Map 1: URBAN GROWTH PATTERH (Plate 4)

Only one copy of this multi-coloured map was available and
therefore it is not contained nerein. It has been given to
Embla as it is too expensive to reproduce. It is a mep of
Winnipeg, extracted from The Metropolitan Development Plan
(1968) and identifies the time of construction of different
parts of Winnipeg from nre-1872 to 1866. It provides a quick
visual reference for the age of housing stock.

=

Map 2: DISTRIBUTION OF JWNER OCCUPIED DWELLING UNITS

This map has been prepared for Embla’s general information from

1976 Census data which nas not yet been finally released.

Access to the material was possible through the City of Winnipeg
Department of Environmental Planning. The map provides an up

to date visual summary of Winnipeg housing stock with respect

to owner occupancy, an important factor in the home renovations

business.
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Winnipeg Tribune,

May 13,

1978

feakin
usm gss Writer

2
£y
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group of umiversity stu-
r:s lﬂpytﬂma adem-

small b smssec consulting
servi ices at z nominal fee.
The program is called the

Y

MZA Student Management

= 43

ihe past six years It
n under the ZJQD;\.GS
istra-

‘SI‘E}.

0 students m\'on’od
I completed their first
the master of busi-

E

nistration program
eceiving dnafree~ in
own fieid -

hope 10w ~or’x\ with 40
small znd medium-

firms in and around
mipeg which reguire ad-
about some aspect of
ir operations.
zudems are

~—

paid under
:nwrarv Em-
ogram for
zh of the program,
began May 1 and will
TUD foz 16 weseks.

L rear, students man-
cmplete 3¢ proj-

were mel with

the

Lo
S, woick
v

b s
eTy Do

me
1S

rom bu

eI I (i I V5

S
S

usinessmen who

&
k5
o
£
®
.D“

sitive response -

dersou faculty director, the
student consulting service
meay be even more popular
than ever this year.

Objectives of the student
Z‘T.Culunﬂ program are 1o
offer a consulting service 0
L and mediurn-sized bu-
1esses maf may not be able
affor profeSCio 2l con-
iltznts, and at the same
ime 10 prov students
‘ith a useful 15@11?6 expe-
rience.

Businesses are cﬁgible if
ere Manitghe-owned
located. .AiplO:\’ na
e than 75 people. and
ge’}wate no more than §3
millon in sales.

Businessmen applying are
asked to indicate the zreas of
their cperations they would
like asqe:,\ed — Qa’;ec. ac-
plen-

tn N

bof At tn et
Wy e B
SR =

Lhe Lmormahon, 8o it's im-
portant for the students to
gain his eo-operation.

Businessmen are given full
assurence that all informe-
tion zbout their operations
will be handled in the stric-
test confidence,

A tvpical project might
take "'o to four student-

weeks. said Dr. Méerson.\
The ,zman onsultant
will prepare a .mal report

with the help of one or sev-
eral fzculty advisers and sub~

mit it to the businessman re-
viewed.
The cost of the service is

8150, helf payvable before
start of the project znd the
remainder after the report is
submitted.

This vear, the same

number of students as be-
fore will be attempting to
complete at least 20 more
projects, said Dr. Anderson.

In the past. students tend-
ed to take too much time Ty-
ing to solve all the ‘oromem

Dusinessmen listed. But this
vear they will evaluate the
zpplications and stick onlv to
priorities.

Also, it's hoped that stu-
dents can be teamed up 0

handle t Iree or four prejects
which mav be similar in na-

iure.

to undermine profec sional
consultants.
More Jm'mmm d""’”







Table B-1
Summary C.i.R.P. Procram Provincial {in 57,000's)
Total procram S volume S 6,500
Fell 75 - Spring 77
Total approved 7,731
applications tc Spring 77
Total 5 volume for fiscal 4,300
vear Spring 76 - Spring 77
dinnipeg S volums 1,070
Fall 75 - Spring 76

1877 and M.H.R.C. Inter-

Surmmary RRAP Procram Federal (in S1.000's)
Spent to fporoved Loans 5T
. ; o LAl
Date to Date

Centennial JIP area B4 782 51,436
St. Bonitace HIP 282 443 §35
worth Peint Dougles 1,453 2,073 3,526
Total YWinnipeg $ volume )
1972-1878 §5.657

Source: From discussion with RRAP personnel in Winnipeg.
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CONS2rvalion mazsures uuh air

provinciel participation in CHIP fe g
adoption of thzrmal efﬁc'ancv sizandards
in the building code and reduced spead
limits) in return for the provinces
OVETWw helmin g s5upport ] the pxlﬂClDl s

involved.

In addition. Urban A
announced that CMHC

André Ouellet.
will be conducting dis

ffairs Minisier.

cussions with the

]

Con
Mines and Res

ervation. Depariment of Ens
Sou W

Provinces

ACTIVITIES (1

Total no. of kits
reguesied

Dossiers gemandes

Sept.-25 Keov.1977)

Applications

received

Applicaiionsrecues

No.of Grants
No. Oe subsices

Newioundland

Terre-Neuve 1.388 Bg 18
New Brunswick
Nouveau-Brunswick 4,828 473 164
Ontario 47,845 3,189 5,450
Menitoba 40186 328 148
Saskeaichewan 2.9¢1 163 61
Britisn Columbia
Coiombie-britannigue 10.211 a2 231
NWT/TNO
Yukon 23 1 —_
Alberiz 13 — —_
Québsc 184 —_ —
ToiziCanzde sree 2.270
Spurce: Tebie A-1 and Teble Tebleau B

Opera: rRepor Csa Jletion Program

Rzppor dACtvit2s: P tion thermique des résicen

ApDpendice HWEA-2 alth. Weliare anc Social Af

Comité ce le sznié. bi effeires socizies)
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RPPENDIX C

BUILDING PERMIT ANALYSIS




BUILDING PERMIT ANALYSIS

Discussion of Sampling Procedures

The sampling was limited to the complete calendar year, 1977
in order to provide annual summaries and to monitor possible
seasonal variations. The sample was drawn from the 6612
Miscellanesous Permits issuved in 1977 by recora1rg all relevant
permits issued on the first ten working days of each month.

The selection criteria applied to determine relevance were
subjective to some extent but basically included the Tollewing:

- A1l single family renovation and
repair activities either interior
exterior.

- A1l residzntial addition activities
(which are often basically new con-
struction but related to existing
dwellings).

- A11 fire repair activities.

The basics for selection was limited to the information about
o

the nature of the propesed work actually recorded in the Tedger.
It was obvious as one progressed through the ledger that no

set terms for dascription of the work were usad. However, it

is felt that the total of 8580 permits actually recorded reprssents

mest of the permits from the first ten days of each month
relevant for Embla.

In order to convert the sample dazta to annual estimates a

factor was calculated based on the sample proportion of the
total number of working days in the year i.e. 2.116.
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Table C-1
MISCELLANEQOUS BUILDING PERMITS:
ETAIL SAMPLE DRAWN FOR ARALYSIS

1977 PERMITS

Total Number of
Miscellaneous Permits 1977 6612

Estimated total number of
Repair, Renovation and
Alterations Permits in 1877

e

820 (approximated)

Total Sample Size 60

o
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Total $ Value

in Sample (1977)

in $1,000's

Estimated Total
$ Value in
Winnipeg (1977)

in $1,000's(x2,17%6)

Fable C-

4

$ Values of Renovation Building Permits in Sample and

o s s

Average $
Value (1977)

Other
Roc Interior
Rooms Nterations
$016.70 | % 847.3
4881.7 $1792.9
$1811 $2150

__in_Minnipeg by Permit Type (1977)

Total ' Tnterior
Interior % [xterior | Fxterior Additions Fire TOTAL
Mterations || Alterations| Alterations | to S.F.D. | Repairs
51264, $ 122 % 107.2 $1033.6 $151.4 || $2678.2
P e e o e e Y e S fv—w s
$ 2674.7 5 758.,2 $ 226.9 $2187 .1 $ 320.4 | $5667.1
$ 2075, $ 1692 $2067 47330 $7968 $3162

1. The § split between rec roow and other interior alterations has been adjusted to compensate for

the rec room share of
total interior alterations, even as adjusted, is on the Tow side and that other interior alterations still
include some rec room $'s.

changes in record keeping style in Ist half and 2nd half of 1977,

The authors feel

Source: /nalysis of special sample of City of Winnipeq building permit reéords for 1977.

S5 Fob,

- Single Family Dwellings



HOUSEHCLD SURVEY




HOUSEHOLD SURVEY

Discussion of Sampling Procedures

A sub-sample of names was drawn from the Tlarger sample of 860
records drawn for the building permits analysis, using a

cluster sampling technigue. The purpose of cluster sampling
approach is twofold: to reduce sample size to managezble
proporticns and to deal with time constraints. Cluster sampling
is generally used when there are constraints of cost and time
and when no satisfactory sampling frame for the whole population
exists.

Since inner city permits represented only 30% of the total
universe of 860 (See Table C-2) it was decided to draw the
sample from all five innsr city areas (Lord Selkirk, Midland,
Ft. Rouge, Centennial, St.James) and draw from four randomly
selected suburban areas (St. Boniface, St. James/Assiniboia,
East Kildonan, Assiniboine Park) as summarized in Table D-1.
It was decided to draw a 10% samplie from the total universe

of 860. In fact, eighty-four were drawn, as summarized in
Table D-1 at this point. The procedure broke down somewhat as
it became evident that full information on names and telephone
number was not going to be readily available and as time
advanced. In the end, a total of twenty-six interviews were
completed as indicated in Table D-2. Due to the breakdown in
procedures and the small numbers, it became impossible to
document with confidence any inner-city/suburban differences
however, the overall results suggest the emergsnce cf some
deftinite trends.




Table D-1

COMMUNITY COMMITTEE AREAS - SAMPLE DRAHN

Totals Sample

Inner City Sample (1 in 5)
L. Selkirk 75 15
Midland a4 8
Fort Rouge 51 10
Centennial 24 11
St. James 54 5
248 50

Suburban Sample (1 in |‘D>
St. Boniface 78 8
St. James/Assiniboia 70 7
East Kildonan v 102 10
Assiniboine Park 90 9
341 34

[}
™)




HOUSEHOLD SURVEY:

SAMPLING

DETATLS

AND

) RESPONSE RATES

Inner City Suburbs Total
Name
Sample
Dravm from
Byilding Permit Sample 50 34 84
Portion of Sample
with names available
Self 33 25 5%
Contractor 14 4 18
Total a7 I 30 o7
|
E
Interviews Attempted |
Self 17 (50% of 33) | 13 (50% of 26) § 30
Contractor 10 (70% of 14) | __ 4 (100% of 4) | _ie
fota 27 17 Y
t
%
|
Interviews Complieted !
Seif 7 10 17
Contractor S {3 | e
Total 13 [ 12 S
|
) |
Success Rate (% of
zttemnted that were i
comnleted) }
Self 415 LT77% 56
Contractor 607 L 75% 84%
Total 48% | 78% 59%
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HOUSEHOLD SURVEY
TARULATIOQN OF RBFSULTS

D 2. Work donz in House.
Self done renovations - (17 responses)

Inner City:
- rac rgom

- rec room

- sun porch

- new walls, windows, rear addition

- new roof, insulation kitchen

- rec room, basement alterations

Suburb:
- Tec room
- rec room
- rec roon
- sun porch, enlarce livina room
- attached garage
- exterior front, straichien roof, remodel interior
- basement partiticns., rooms anc storacs
- garage
- insulate basement
- rec rocm
- rec room

Contracted renovations - {9 responses)

Inner City:
- interior and exterior rempdel
- ceilincs, rec room, bedroom, b
- rewiring, kitchen cabinets, doo
fence

- roof repair {(fire)
- rehabsd entire house excent frame
- insulate attic/bassment, rec room, kitchen cabinets

Suburb:
- rec room
- rec room, office, bathroom
- rec rcom, bathroom, laundry




Nuestion Number

Nuestion

Response Cateaories

Renovations

(&)

Was contractor
hired?

ltow heard ahout
contractor?

Why chose
contractor?

Number of estimates
received?

Ay unexpected
expenses?

How was work done?

Yes (self hired)
Yes (hired hy others)
No

newspaper

yellov paqes

referral

T.V./radio

HWired by outside aaency

Cheap price

Good reputation, interested
& professional manner

Random choice

Hired by outside aqgency

Lo N -3

A or more
hired hy outside aagency
- none

yes
no

Self .
Cwith family and friends

0
0
A7
17
N/A
N/A
M/ A
N/A
N/A

M/A

N/ A
H/A
N/ A

N/I
N/
N/A
N/A

N/A

N/A
N/A

Response Frequencies

T Self-None

Contracted
Renovations

\\®]



Question Number

fluestion

Response Frequencies

8 & 9 (combined
for contractor)

14 for self
only

What was total cost

of renovation in
19777

10 for contractor Problems

15 for self

encountered in
doing the work.

Response Cateoories Self-Done Contracted
Renovations Renovations
response  Dblda.  response bldq.
permit peymit
~$65,000  $1,200 16,000 10,000
? ann ?
? 600 2,100 300
3,000 3,500 3,500
1,000 20,000 10,000
500 800 14,000 5,000
100 1,000 1,000 800
2,000 5-10,000 4,000
200 6,000 1,500
1,500 2,500 70,100 371,500
300
1,000 permit as
2,400 declared plus
2,000 1,200 123%
H00
700
1,000
$23,000
none 10 5
disatisfied with
contractor 0 1
wiring 1 0
pTumbina 0 1
money 3 0
time ? 0
aqovernment agencies 2 0
weather 0 2
(multiple answers recorded) 18 9




Question Number

Ouestion

Response Cateaories

Response

Frequencies

T Self-Done

Renovations

Contracted

____Renovations

11.

12 for contractor

16 for self

17.

18.

Would they recommend

company?

What done
differently if
had the chance?

Why renovations
done?

Reaction to
hirina women.

yes
no

Nothing

Hire contractor

Hire different contractor

Use different materials

Would do more

Wouldn't do it again

Ignore advice from building
inspector

Resale

More space
General upkeep
Other

Yes

Fine if qualified

Fine if qualified and stronqg
Fine if cheap

Unsure

No

(multiple answers)

M/A
N/

12
?
N/A
0
3
0

8

Li-@
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Response Frequencies

Question Number Auestion Response Categories Self-Done Contracted
e o Renovations Renovations

23. ' Number of peonle Single 0 1
in houschold. ? 3 2
3 q 2

4 or more 10 4
17 9
24. Total household under $9,999 0 0
income 10 -~ 14,999 2 il
15 -~ 19,999 1 1
20 - 24,999 5 1
25,000 or more 3 2

no ansver 6 1
17 9
] Aae of house N - 15 years 10 4
16 - 30 2 2
over 30 1 3

unknovin 1 -
17 9

(W)

(O]






APPEMDIX E

INTERVIEKS WITH INDIVIDUALS IN THE RENQVATIONS BUSINESS

Following are summaries of interviews conducted over the
telephone between May 8 and May 18, 1978. In most cases

the snt:rvwews vere wWith the owner or chief manacement
personnel and in all ceases the individuals were assured of
anonymity with respect to their personzl and company
identity. An azttempt was made to achieve & cross- se:twcn of
company types particularly with respect to size. of operat tion.
Below is a 1list of companies interviewed - identified b

number in rank order of size.

—h

Company Numbar Size (full time
emplovees)

1 50

2 24

3 15

4 14

5 4

S 4

7 1

8 1

) former owner of
larce company




rm

[Ea]

NTERVIEW WITH: COMPANY 1 - 50 full time employees

—ty

ch is painting and

TYPE OF WORK: 50% renovations -~ 1/2 of wh
decorating

25% new homes

25% repairs after fires

50 % of work requires building permits

O
—
—

ENTS: Majer part of renovation and new construction is in
Tuxedo, River Heights area but do not work entirely in this
area. Interviewee claimed his clients represented a pretty
complete cross-section of geocraphical location and income
groups.

Fire repairs are ecually distributed throuchout the city.

Homeowne only - no work done for pzonlis who buy, mske
LOSH°L1C cwc ges, then sell.

MERKET TRENDS: Interviewse Teels there is no oguestion that thers
is an increasing trend to renovais and improve and add to
existing housina as obposed to moving to newsr arsas -
"this is ocur busiest vear ever." Hz concedsd that his
firm's reputation would be a factor in increasinc volume of
work, but saw other Tacters as socually important.

{a) "You can buv z house for $£0.,700 in River Heichts, make
$30,000 in improvements and end up with e house that woul
cost $140.000 in Tuxedo.

(b) A1l the choice lots in th Heights arez are
developed, so if you wan vou have to build
“"out in the boondock”. o stay in the choice
egrsas, don't Tike commu suburbs. Housss are
selling briskly in Rive

interviewee finds that vou have fo porice carefull

cood advice, so that irmorovements can be made

cally as nossible without cuttine corners. Lz

are high and are bounc to cet hicher. People

that the prics of housing can only increase sc¢

nas to be done, ie. make the necessarv improve

¢




m
1

In the River Heights area people are doing both additions
and renovations to exisc'ng space.

SEASONAL LIMITATIONS: "I vou handle the work properly" men

can be kept busy all year round. Foundations and outside
work are done in cood weather, inside work in winter. Has
a regular contingent of tradesmen whom he employs a1l vear
round, hires casual help in summer

PROMOTICNAL TECENIOUES: No media advertisinc. Restric

B
CS
promotion to word-of-mouth, advertising in yellow paces.
His firm also.sponsors, or donates to worthy causes, benefits.

-

SIZE OF COVPENY: 50 constuuction emplioyess - 70 in surmer.

BREAKDOWN: 16 carpenters, 25 painters, 10 helpers plus 4

estimators, 4 girls who work in office, 2 partners.

here is no official traininc orogram. It is imperative
t0 make cood initial selection of perspective employees,

-

=

=]
iew employees are sent out to work with experienced men.

STRENGTHS & WEAKNESSES: In business since 1953 - Goal to be in
business 35 yesars. Will consider self a success then.
Consicders own company a middle size in relation to construc-

tion companies as a whole, one of the bicgest in the Fi2ld
in which they specialize. "You can't stay at a certain size
when the work is there," althouch company does turn down
work that is not in their :ier ie. heavy construction,

ie. apartment blocks. Sees self as a "genzaral contractor”

- feels that peopnie don't ;wxy to deal with a1l kinds of
contractors when they have work done. It's easier
with one person.” He sub-contracts electrical, pl
etc., but he supervises and is responsible for thei
formance.

]

LS: Renovatinc and decor
n construction". If you

ing is "the toughest busirness
tisfy the husband, you can't
satisfy L.e nousnuirn ana vice-versa. They pick out
plumbing Tixtures and when fixtures are installed, home-
i 1o
S
a

l/) [o}]

wner comp] ains they Gon" ok the same as they did in
he piqure. Homezowner picks out paint colour, which he/
IS 3 .

hates when it's on the wall, etc.

w




Problems with tradesmen - want to be paid well for doing
“othine or as 1ittle as possible. Those not successful
“don't pay attention to business - they're out driving

around tovm chasing women - have other interests”

REACTION 70 WOMEN IN THE TRADES: "Women are guite capable in
interior decorating, planninc and lavout" - Pe' women
tradesmen “VQTT I Tike to keep my wife at home where
she should bpe. dher asked if he would consider hirina
a2 female tradesmen, he rep11eo that no such had cﬂDroachod
him for a job and he hoped they never would. That would be

y
a problem that I hope I never have." He added that he did
not wish to answer any more gusstions on this subject.

ATEGIES RELATED TC SUCCESS: Keep plugainc away.

PRICES" "I don't cive any prices over the telephone."
T

do any hiring over the telephone.”

LES VOLUME: Does "thousands of jobs/ vear." ranging from
S100 to S2092,000."
Probably takes cut mere building permits than any other
company in town.
BUILDING PERMITS REQUIRED ONLY WHEN STRUCTURAL CHANGES ARE
INVOLVED.

SUB-CONTRACTING: Uses 2 electrical firms, 2 plumbing firms,
whom he has worked with for 25 vszrs. Also sub-contracts
roofinc. Knows these pesonie fo be deaencab?e, trustworthy
- coesn't worry about their cvar-charcing - “we all know
what the orice should be - they just go in and do the work.
dorking with same companies allows for aualitv contrel.

"Not encuch younc peonle are going intoc the business - very
few cood caroenters.” Universily is not salvation. "I
hire strictly on conlwtv - don't worry about papers or
university.”

o>




Interview with: COMPANY 2 - 24 full time employees

MARKET: Company does everwthing in the construction field -
commercial, residential, new homes. €0% - 70% of business
is in additions and renovations. A very versatile
company "when we build a home we're 1ikz a caretazker for
the rest of our lives" - clients are wealthy. Czll con-
tractors back for maintenance work i.e. have built homes
outside the perimeter - if there is 2 flood threat owner
calls - contractor wiio orepares arsz for diking, does
sandbag g?nc 1T flood hapoens, tzkes re SDon51u777Ly Tor
security i owner evacuates, then cleans up atter flood.
Built seven private camps nesar Xenora - contr act&r opens
,nem up in SUrzng, closes them in winter. This year

art te.

built a rock garden for the Jaranese consul

TYPE OF CLIENT: Ue "go after people with money”. C(lients mainly
middle and upper class - i.e. did a renovation for Gusiittis
(architect) for $150,000.

lle "don't go out and initiate changss to the core

area" but wouldn't turn down jobs there."

MARKET TRENDS: Thers is a trend toWard renovations and additions-
it peoplie bought a home 15 yer rs ago TL nrobably cost
$10.000 - $17,000. On today's market §t costs $45,000.
People can spend $15,00C putting on an addition and still
be ahead. Peorle 1ike their owm neighbourhoeds. Peonle
get used to their surroundings. Thera's all kinds of
business there (in renovations and additions). No man
needs to be cut of work. People have better taste now -
there's quite a bit of remodelling in bathrooms and
kitchens where styles have changed most. Recreation rooms
are out of style. Peorle would rather have a Tamily room
addition. “To me a basement is z basemsnt.” People still
have money for Tuxuries - it's a case of hoarding it or not
hoarding it.

PROMOTIONAL TECHNIQUES: Oniy.agvertising is inm phons book. “Once
in @ while 1 take somebody Tor Eunch.“ Fost of cliients are in
business so "if we do their house, they'1l call us to do
their office” or vice viersa. le've worked with somz pzople
for 23 vears, we get recall aftier recall.
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SEASOHAL LIMITATIONS: ss is never slack in winter.

Last time anyone id off was 10 years ago.
OF COMPANY:- £ o 1 supervisas cormercial construc
1 in charoe of remodelling
1 in charos of new residential
1 in charce of cottages or lake
tach has own specialty. A1l workers are non-union. Fif

man craw vear round - 8 carpenters and 7 helpers, 5-6
additicnal men in surmer, 4-5 office staff-bookkeeper,
tynist etc. Considers company middle or below middle in
size. Training consists of hiring & new man, assicning
him to work with ons of regulars.

STREMGTHS & WZAKHESSES: eels company is neither big enough
nor small enough. %ith a 2-3 man operdtion you have no
overhead - 2bie to keep head above water. Can do over-
time yourself. foi at he a couple of times tried t
co big "camn near t broke®.

ELLS: Had 50 men tlere was too much sunsrvision invoivad
wow sticks with recular caroenters and helpers and fi
casual in summer. DBecause of versatility "ws are zble T
carry on". Czarpanters are versatile foo - Manv have bes
with the company 15-20 years. There's co-operation betw
emplovee and employer. If a carpenter needs to dig &
c¢itch he does it - he's not proud. HMaybe new blood is
needed though. Have been in business for 25 vears.

SELES VOLUNE: ==

STRATEGIES FOR SUCCESS: Versatilit
service. o

REACTION TO WOMEN: Can't see anything vwrono with women as
caroenters - “the whole world is run by women" - No
woman have aroroached him for 2 job but nerhans some
hesitation re: hiring because of nead for special facilities
i.e. washrooms,

SAMPLE PRICES: fio sguare foot basis for porices. No two houses
are alike, no two pecple have the same taste.

SURB~CONTRACTORS: Sub-contracters all healing plumbing and
slectrical work. Uses same sub-contractors all the time
to maintain cuality. ras a small pool of sub-contracior
in each trade - puis own sub-coniracis up for bid. That
wvay ensures a fair orice. Also their work volume is so
larce that one small sub-contractor nrobzhly couldn't
handie 211 the work.

[{0]
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Telephone Interview with: COMPANY 5 - 4 full time employess

TYPE OF WORK: Whole gamut of renovation and remodelling -
bathrooms, rec rooms, kitchens, additions as well as total
re-organization of floor plan - je. tearinc ocut all fi r<+
floor walls and relocating, etc. IFf the owner knows wha
he wants company will do a drawing and build from that.
Some architectural referrals but minimal number.

TYPE OF CLIENTS: Mostly middle class, but not necessarily in
suburbs - Tocated 211 over city. Would Tike jobs in core
areas - referred interviewer to Cam MNewman'and ask him why
he hasn't given me any work lately.”

o renovaticns and
New houses are
u don't get cood

MARKET TRENDS' Cefinite increase in
remodeliing rather than buying a
“too expensive and Lney re carbag
value for vour monev" - M141‘ueg u ky - you have nice
neighbourhoods.” Interviewee comes from States wheres nice
neighbourhoods in cities not so common. In Winniopeo, people
find that their houses are too small, they want more soace
or they want to "change ther sr -e”. ie. tear down walils,
etc. - "but they like their neichbourhoood, don't want their

children to have to chance schools, so iﬂqu ad of moving,
they add on or rencvate.
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SEASOMAL: Inm this business there is work all year round besczuse
it's mostly inside.
PROMOTIOKAL TECHNIQUES: Best is word-of-mouth. Company does
advertise in the newspaper. On cccasion take out a full
.’:.G

pacz acd in the TV times (Saturday edition Winnipeo Fr
Press). Some referrals from architects but forms only small

SIZE OF COMPANY: 4 - 10 people depending on volume of work. No
office staff - works from home office. There is self and
silent partner (vho is not active in nuts and bolts cf
business but provides capital). Employs from 2 - 8 tradas-
men - carpenters and helpers.

STRENGTHS & WEAKNESSES: xould Tike to be b1q er. Has bean in
business for 2% years. "Gettinc known" is a big oroblem,

[RE]

(AN
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especially since he is not oricinally a resident of this city.
Took his training, plus his trade (carpentry) in the States
so does not have contacts he might otherwise have.

ATEPIES RELATED TO SUCCESS: Attributes own success in working
ith private owners to his own perscnality. About 10% of
peop]e he encounters are “crazzed householders" who wan
something for nothing - are difficult to deal with. H
himself as a good sale esman, articulate where many trad
are not, able to project confidence that he doesn't re
feel.

£
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PITFALLS: 1In starting new business - finding capital and dealing
with banks can be difficult, also dealing with"crazed house-
holders”. So far as viork itself is concerned - estimating
for renovation is "a gamble - strictly guesswork” because vou
never know what you're going to find when you open up a wall.
Only when you're doing rec rooms or putting on an addition
do vou avoid those problems.

SUB-CONTRACTING ARRANGEMENTS & RELATIONSHIP TQ OTHER TRADES: Has
reg ylar sub-contractors whom he uses for all jobs. It is
“super-important” to have sub- contraCLors you know and trust
- Finds these by "trial and error.”

Renovation carpenters are a "special breed." He doesn't hire
many young carpenters because they don't enjoy ths work.

Most carpenters hate the "dirt, dust and tearing out” involved
in renovations, and althouch he uO"Sn't ac*uaTTy have trouble
r-cruzt1ng help - he is careful to explain to each new prospect
that renovation and remodellino is the only work th ey do.

k Engct
s

Encounters problems only when people don't s Tish well
and who, despite his careful explanations, a rorised to
find that this is the sole work tThey will be d

At this point interviewse hefaﬂe rather suspicicus and curious
about the reason for the interview and interviewer, after
explanations and thanks, terminated same




LIENTELE: Works all over the city (about 30% in core are

TRENDS: Increasing demand for renovaticns and additions. AL

E- 14

INTERVIEW WITH

COMPANY & - 4 full time employees

TYPE: Basicaliy renovations and additions. 60% - 70% of work
requires buiiding permits.

(]

a).
50% of clients Tower micdle class. 50% of clients upper
middle class.

one time if client required a major renovation he wou?d
se1l instead and buy a new house. HNow clients are build
more expensive additions. HMost add one or two rooms
(mainly bedrooms) or enlarge existing rooms. Don't know
reason - meybe more people are putting down roots in 2

certain area and don't want to move. Some people who ars
building out of necessity may skimp on finishing detaiis
but people are still buying a lot of frills, ie. fireplaces.

tarted didn't have
er. Now thincs are
ut usvally has sz

ts more referrals.
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OMPARY: Interviewee and wife ar
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Has been in business 7 vears.
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SALES VQLUME: Varies - Tast year approximately $175,000.

STRATEGIES RE SUCCESS: Have to remember that running a company
is not an 8:00 - 5:00 job. Hours are lono. Have to be
prepared to work hard.

PITFALLS: Learned early to get & written contract. If possible
places a "Mechanics Lien" or a "Builders Lien" on orojects
- 2 or 3 tim2s on bigger orojects you know vou wouldn't cet
your money without something signed. '

PRICES: On new additions works on some kind of formula but even
that varies with shape of addition, ie. long and narrow or
square - how vou have to attach addition to existing roof -
whether you can cet machines into the yard to dig piers or
whether they have to be dug by hand - etc. On older additions
and renovations it's impeossible to work on a formula - every
situation is different. Have to be very careful when estima-
ting - use a little foresight. You have to bs interested
in it - it can never be abproached as just & Job.

~

REACTION TO WOMEN: Have hired women for clean-up work and they
“worked out gweat‘ In regards to regular work it would
depend on the job. As far as carpentry skills concerned
wouldn't hesitate to hire a2 women. For jobs requiring
strength, je. moving forms undercround - would be concernsd
about a woman's sirencth.

SUB-CONTRACTINEG: Sub-contracts electrical and plumbing work.
Hires basically the same people - Lhﬂ} give 2 cood price

and he knows them to be reliable.




May 10, 1978

Telephone Interview with: COMPANY 7 - 1 full time employee

STIPULATICONS FOR INTERVIEW:

. Fo personal cuestions.

2. Under no circumstances is name to be published in
any reports. 8

-

TYPE OF WORK: Interviewse is a carpenter by profession, works
in all types of construction involvina renovation and
remcdellinc of older homzs. Dozs no wo“k on new construc—
tion - finds rencvations interesting - "nothing is uniform" -
[ B it = H
you have to use your head” - would feel 1ike "a piece of
machinery"” building new houses in the suburbs for a large
construction company.

: For past 4 years maiority of work had been on RRAP and
IP projects - mostly in the cors area. Tso has work for
rivate owners ~ no pattern as to area - wo rks 211 over®
o

D
for orivate customers. Does no work where tenders are
advertised in paper.

MARKET TRENDS: Has no knowledce of new housinc starts but remarks
thet renovation construction has been siow since Jast fall
and he has noted no significant increazse this soring
Personally he zlwavs has more work than hs can handle.

SEASCNAL LIMITATIONS: Summers are usually busiest but it's
"up fo the individual when hes works. " He usually tries to
get time off for holidays but even durinc winters he some-
times finds he's too busy fo take time off. "There's always
work if you want it."

PROMOTIONAL TECHNIOUES: Does nc advertisina. A1l private business
he g=ts from word- o;-ﬂOULh. ie. referrals Trom previous
customers. He submits a bid for work with RRAP and NIP.
Used to to a Tot of estimating but wasted a Tot of tire
With private customers now he usually knows from experience
who really oTcns to hire him and 50% of the time he has the
job bafore he gives a price. For rest of time cives a orice
and gives psoaTe time to think, but peonis know his work and
are prepared to pay for good crafismanshic.

"
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SIZE OF COMPANY: Works entirely on his own. If he needs a
carpenter’'s helper he takes one of nis sons out on the
job. He hires sub-contractors for roofing, plumbing and
electrical work.

STRENGTHS: Has been a carpenter for 35 years - always working
entirely on his own. He feels it's good to do a 1ittle of
everything, i.e. tiling, oainting. If a room needs painting
he doesn't sub-contract that, he does i1t himself. If vou
have to hire sub-contractors there is a Tong of book-keeping
involved,"I might as well keep the money myself." Unless
sub-contracters are well known must be constantly supervised
to ensure quality materials used and aquality Tabour completed.

Specialized in all renovation - bathrooms, kitchens, additions
- no new construction.

SALES VOLUME: Refused to divulge.

STRATEGIES RELATED TO SUCCESS: “You just have to be honest” -

Reputation is extremely important. "You can't expect jobs
to come knocking on your door" - Although after 35 vears
work does come to him unselicited - his reputation having
been established.

REACTICN TO WOMEN IN THE TRADES: “Not that rosy" - "A woman

belongs in the house.”

SAMPLE PRICES: "I couldn't say" - "Depends on what people want.”
Ylakes own kitchen cabinets so price would depend on kind
of wood, layout and size of kitchen, etc. When bidding on
RRAP and NIP contracts uses cocod materials, withing certain
guidelines - i2. would probably not use walnut for cupboards.

SUB-CONTRACTING ARRANGEMENTS: Sub-contracts roofing, plumbing

and electrical work. He "has connections" with small sub-
contractors (all non-union) and uses the same pecple from
vear to ysar. "Dependability is the main thing." If you
pick contracteors off the street you can't trust them - too
many out for a fast buck. I he has to change sub-contrac-
tors for socme reason, always uses somsone he knows or some-
one referred by a trusted collsague.
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Interview with COMPANY 8 - T full time employee
Telephone Interview:
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TYPE OF WORK: 1. any kind of woocdworking cabinet rma
2. rec roors, renovations - not guite

PARKET: ‘Vorks all over city, primarily for orivate
Last vear did cuite a bit of work for Winnipeg
low rental arsas i.2. Burrows Deveioam:n; but n
this year - believes their budcet was cut back.
nostly middle income but has worked for some JTo
families, mostly re: UWinnipeg Housing.

MARKET TRENDS: Believes trend to ranovations will i
because of cost of new homes., It's expensiva €
but still cheaper than buying z new house. Peo
housass tend to chenge bathrooms and kitchens wh
become out-of-date-add naw vanities, new Kitche
and sinks and basemznt rooms.

PROMOTIONAL TECHMIOUES: Limited to telephone book.
out and really rant to cet mors business I can”
I'm not a big business promotor™. "I don't hav
for work. Does not bid on contracts, customers
reterrals Trom other custorers.

SEASOWAL LIMITATIONS: ODon't apnlv. 4171 of his work is insice
viorks all vear round.

SIZE OF COWPANY: Does all work himself unless he ogs
busy - tnen hires npart-time helo ("I have peop
who work in the evening”) or hires peorle from
Emnlovment Service - "I ask for people T know.
get the same people every time". All part-time
non-union.

STRENGTHS & WEAKMNESSES: 0Onz man operation is "not a
wey. 1t's not erticient" although he believe h
cet good service. It's "bettfer to be a bigger
you can produce more- but then vou got more hea

2]
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the helps”. "You gotta be bigger, 2 or 3 peonle are no good -
they go out on a job and waste their time, don't do much
work. VYou can't chargs that ruch. How much can pzsonle

nay? With 2 or 3 people to supervise I can't do that much
work mysel® - it's too much aggravation - not nrofitable.
You should either work by yourself or have 10 - 12 peopnle
on an assemdly line manufacturing a product - something

I v

they can sell in the SLOFDS i.e. coffee tables.

(D [ 3R (-t

ted - not

could be profitable i7 it (manufactures Droouct) Was

too expensive. With a Tarcer company vou would need a
salesman g oromoter, and vou would have to put in bids.
then you're on yvour own nobody is standing and watching.

I mzke a Tnvlng. I'r haopy because I don't have tna‘ much
heacaches.“ With a larger opsration "If I have people I
don't have work, If I have work, I don't have Daoale.“

There would be constant oroblems with help. Young people
are not interested in woodvCrking - they go to university
t Ti ne wﬂr& they are interes

ted
-take science. In
. at

SALES VOLUME: Did not zsk.

STRATEGIES RELATED TO SUCCESS: “You cotta start Small, work u
a clientele - vanities for small apartment blocks. If
vou are a good craftsman be Hones’, cive proper service,
do the job prorerly, be straicht-forward and the work will
come.

REACTION TOQ UOMEN: Carpentry is "not the best job” for a woman.
IT they like cust, rough work, I guess it's alright. I
wouldn't encourage my daughier to be a carpenter. In &
factory assembly Tine women are as good &s men. In con-
struction carrying and hanging would be hard but I ocuess
women could do it.

SUS-CONTRACTING: Gives sub-contracting to plumber, sleciricizn -
311 small, individual ovavators - non-vrion Thev're
"neonle I've known Tor 3 rs - reliable - I know they're
dependzble .* "You gotta know with who you're dealing.”

e
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INTERVIEW WITH: :
INTERVIE TH: COMPANY 9 - former owner of Targe company

TYPE OF VORK: Interviewee is the former owner of a Targe

construction company which soccwa117es in building
recreation rocms and Trea?acbd. He has recerus) sold
the company to his brobher who is now president of the
company.
Interviewee has writien az book on building recreation
rooms Tor the do-it-ycurselfer, zppears on open line
programs (radio) across the country and appears on a
CKY-TV program for the home handyman. He also writes
2 column for the Winnipeg Fres Press. He is a consultant
to his brother's comoany - because of his high profile
the company has no need to advertise.

SEASONAL LIMITATIONS: re: rec rooms - none

TYPE OF CLIENTS WHO BUTLD REC ROOMS: Vhole spectrum of inccme
groups but two groups mc1n1y
1)y
il

voung married pcopT: who have Tived in th homes
- 5 vears, have paid off debis re arapes
eca

mortgage, etc. and who nesd more room b

HMARK

I'T‘l

: Intervieweas diszareed that there was a zrend
om rec rooms to main floor family rooms or away
urious LO more functional family rooms. He cTazm
brother's constr ucrion company is busier than it
been and that many of the rec rooms built run

8,

ms

en S8,000 - $1€£,000. Many people now installing

m rooms, whirlpools, etc. It is energy saving {frend)
nish basement. He disagrees that the country is in
ession and that even if that were so, recsssion moti-
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c
s people to invest in real property, carticularly in

r own homes. Fact that more and more homss are tﬂwnc
t each yesar, population is increasing means that

<et s growing.
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On the prairies where it is colder, pecople tend to spend
money inside the house whereas in Vancouver, for instance,
they might be more 1ikely to spend money on the exterior,
i.e., decks, landscaping, etc.

PROMOTIONAL TECHNINUES: The most effective advertising is word
of mouth. Second most effective is T.V. advertising - It
is expons1ve and must be presented, on orime time cr on
a program where people interested in refinishing rec rooms,

modelling, etc. would be Tikely to be watching.

STRATEGIES RELATED TO SUCCESS AND PITFALLS: Most companies try
to take on too wuch cet too big too fast. They Tose

0

controi, begin to h1r; tradesman who are not COﬁch nt.

ther he was president of his construction company he would

not hire inexperienced carpenters. People would ask,

"Where do we get experience then?” "My answer was, from

ng with our competitors”. When carpentars have

¢ two-three vears in The field and know what they're
we'll pav them $2.00 to $3.00 uore/ﬁﬂu* than th

re. Not concernad whether carpe

ot, only if he had built recreatd

g
nter H=s his
[
—

QUALITY WORKMANSHIP IS THE
Carpenters are & comp
because of what the
work they perform.
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SAMPLE PRICES: Recreztion room costs have doubled in the iast
8 years. HMinimum cost Tor 1.-., 14" x 18' house addition
is $50/sa. foot - could easily run to S75 and if Tuxurious,
the sky is the Timit.
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Recreation rooms $10-$12/sg. ft. {(includes labour and
materials) for $17/sqg. ft. recreation room, bathroom and
bar.

SUB-CONTRACTORS: Only sub-contractors who had been recormended

couid be considered. A1l thines (i.e., cost, ability %o
do the job) being equal, neatness was a deciding factor -
did a plumber clean up the mess he'd made, etc. Tended
to hire same sub-tradesmen over and over esven if someone
came in with & lower bid. He found that a sub contractor
would bid Tow on the first few jobs, then his prices would
rise to the same level as evervone else's after he had an
"in" with the company. Best sub-contractors to hire are
small -~ with owner and a couple of helpers. With larger
companies, the employees usually don't care about their
work unless the boss comes along.
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APPENDIX F

INTERVIEWS WITH
INDIVIDUALS INVOLVED IN
HOUSING REHABILITATION




Interview with:
INSURANCE APPRAISER

01d Riv&r Heignts: from Kelvin High School, south
In this area 1ittle or no complete gutting of

and west.
houses.

Zoned for single family dwellings. People are replacing

plumbing, electrical wiring, outting in kitch
and adding closet space.

Fort Roucge: S. of McMillan - Corvdon, Cambridoe.
[wo types of renovations, 1) owner occupant u
own house, 2) converswon of single family to
rooming house if zoning allows. In this type
you see two entrances on front. HNecessary to
and kitchen to second storey or to add bathro
Tloor if oricinal house had a tath only on 2n
a2 rule bathroom is added to basement as well.
arise with adding plumbing lipes running thro

of your main floor livino room. IT you add a
bathroom it has to be tied into the existing
basement, flooring and weeping tiles must be
Foundations are pre-1920 - mostly stone. Fre
end up replacing nlaster and drvwall, asdding
which recuires new underlay (o:c;ncwwﬁ on flo

In mest czses in this area the home is ovner
builds suite to rent upstairs. He does pert
himseif - sub-contracts what he hasn't the sk

1]
wn
ot

tradesmen or are handy. They tend to do thei
renovations. Some homes are sincgle family -

End: Sherbrooke, west to the River, north to
This area occupied by ethnic grouos; many of

en cupbcards

pgrading his
duD1°x or
of conversion
add full bath
om to main
d floor. £&s
FProblems
ugh middle
basement
Tine. In the
replacad.
guently they
new floorinc,
oring used).

occupied - he
Fagis

of the work
i1l to do.

PR

whom are

r own

in other case

a2 suite is created for revenue purpcses - Depends pretty

much on size of house.

North End: HNot too familiar with this arsa. Prob
renters on welifarae. If homes are not
usually in terrible shape. City final
houses are structurally scund it's 50-5

demolition.

Tems with

owner occupied they're
v condemns them. IF
50 rehabilitation or




PROCESS:

(a) Typical Property: Frequently estate property or a house

where owner has lived 20 - 30 vears and has dorne 1ittle or

no modernization. Other types are the house that is a,
1) wreck or is, 2) really dirty - nesds painting and minor
repairs.

s. of Portace - older house, bungalow - fi
red by vounc couples as starter homes - larce
{00 much maintenance.
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Pri epends on location, condition of the house. If
in a cood Tocation and is in pretty good shaoe the
S ix it un. If the condition is really poor
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ocatﬂon not so desirable, ie. in north end, occunied by

e Canadians on welfare, the purchaser may demolish the
and start fresh.
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In West End interviewees Knows of one
en $15.000 and $20,000 on rencvation
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YOU HAVE TO BE CAREFUL MOT TO OVERDEVELCP.

In the West End i you ove dcvnToo, ie. put so much money
into irprovements that vour house is the best on the b1ocP
vou end up in financial trouble because the resale value

will not match vour investment in the house.

In River Heichts the area is sc desirable thet over-desveion-
ment is not the same concern.
SALE PRICE AFTER IMPQORVEMENTS: In West End -
800 sao. Tt. bunoalow - $30,000 - 540,000
1000 sg. ft. - $50,000 - S$50,000
TURNQVER TIME: If the urc‘a>9r is not occuoving the house he is
renovating he must turn it over withino 2 counle of months
- its’ too costly to hold Tonger. It's very easy to run
short of monsy before necessary imorovements are completed.
OWHER OF PROPERTY SHOULD EXPECT: 1%/month return on invesiment.
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HOW PROPERTIES A

ARE LOCATED:

and selling usually have a contact in the real estate
Lots of these properties are advertised in

business.

Peonle who are continually buyi

the

caper, many are private sales:
could alsc be soid by word-of-

D i .
1S — -
desirability of property, Tocat

FINANCING: CMHC home improvem
mortoage recgistration.
give a erqwoht 1oan o
cellateral oans {on 1
+ith 6 month interest
to refinance a 1st moricag
nd purchaser wishes
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PEOPLE WHO BUY & SELL:

(a) real estate peonle - o
and selling sometimes oet
-additional profit here as
nurchased.
(b) tradesmen

.
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ie. b
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BUYERS AFTER REHAB: In modestly priced houses it's frequently
people with children or pesople without time, money or skills
to do the renovations themselves.

In higher priced homes the new buyer may simply apnreciate

what the renovator has dons; 1ikes downtown location.
PMAJOR PROBLEMS IN REHABILITATION:

(1) Few people 1ikes to cuote on rencovations beceause they

don't know what thev're cetting into until they actually

begin the work.

(2) Financing: Lenders want to see all of the renovaters

money invested in the property before they Tend any monesy -

want to ensure thay the eauity is there.

ie. Renovator wishes to invest $20.000 in improvements o
his home. He can invest $10,000, a large portion of which

comorise his Tabour. He will need a $10,000 Toan Trom
the bank. He bszcins work, runs out of money. He hzas
invested, let us say $5,000 in cash, $5.000 in lzbour. Bank
will not lend him money, because he hasn't invested cash of
$10,000.

ZONING: no real problem

ADVICE:
(1) ¥ake sure foundation is sound
(2) DON'T buy most expensive house on street if yvou want
to impreve ancd sell. Do find structurally scund haouse that
is DIRTY; needs floor covering, paintinc and decoratino.
Lots of money to te macde in making cosmetic imorovements
and re-szllinc.

(3) Buv as much house as vou can afford &s soon as nossible.




Interview with: Individual (Who wishes to remain
anonybous) KWho renovates for
speculative purposes.

LOCATIONS: To date has weorkzsd orimarily in Fort Rouga,

Fort Garry area, has worked in Riverview({good area but
has trouble getting money out here), but is moving to

. Kildonan arez - Hnowles Bonmer. Warns acainst ends of
farsaw, Mulvey, anywhere in Fort Rouce within six blocks
of Pembina.

PROFILE OF INTERVIEWEE: Has been in business of renovating Tive
years. Carpenter by trads.  Started by doing rencvating
for real estate compahies. wo years age went o work in
Ottawa on Heritage Home restoration. Returnad to Winnipeg
and went into business for self. Has done 32 -33 total
rencvations. Has eight trades ("I just picked them up.")
Interviewsr renovates a house, tnen rents. He nas nene of
nis own money in house. Sese Financing below. Rental covers
cost of mortgage pavments plus a small profit. He is
presently selling a couple of houses in poor arzas. See
above. But as a rule is holds his houses, speculates on
their increasing in value.
re takes a wage out of the business as well “because I nave
to live too.”

TYPICAL PROPERTY: Interviewer's note: Uhat he's looking for

mignt be different because he's renting houses
atter rather than seliing.

{umerous combinations: 1. wugly, beaten up but has new
furnace, naw wiring
ii. really well maintained, good oak
showing but needs electrical work

i. Wiring - too ex;:n>1va to do &
total rewiring so look for some
rew VWork

ii. Jas1calty sound structure, roct
doesn't sazag,walls straight, eaves
troughs and soffits in good shape

i11. aluminium windows

wn



PURCHASE PRICE: Typical example in Fort Rouge, Fort Garry.

Buy small house for $20,000 - $25,000 .

DOLLARS SPENT: Spend $4.000 plus own labour (average 1 month)

SALE PRICE: Sell for $32,000, $35,000.

In Riverview recently spent 8500, eleven weeks on 2 house but
couldn't get value out of the house. Seemed to be z problem

with

the house itself rather than the area.

{EWEST PROJECT: Bought a bungalow in N. Kildonan area for

$37,5000. Surrounded by $100,000 houses. House is in
good shape but basement is only 6' x 2'. He will raise
house, put new basement underneath, convert house into
bi-level, He will tear down walls, add to bedrooms,
change Tocation of kitchen. Plans to spend $15,000.
Believes he can sell for $70.000.

TURNOQVER TIME: Averages about 1 month to do renovations.

Then rents house.

PROPERTIES LOCATED: By a couple of real estate agents when he

Tirst went into business.saw about forty houses/week.
Took same agents with him. Educated agents tc features
he was locking for. How they know exactly what he wants
and they contact him when properties come Uup.

AVERAGE RETURN: For every $1 spent, get $1 return. Interviewee
1S unusual because he can do so much of the work himself.
Would average about $4,000-/renovation.

FINARCING ARRARGEMENTS: E» mple. Bought a house on Lipton Avenue

Tor $27,000. Haae ¢4 .200 down payment (must be 15% because
he 1s a commarcial ¢1rﬂ). Spent $3300 plus three weeks of
nim time. Had house reappraised - appraiser appraissd it
at $36,000. HNow he takes out $9.000. 2nd mdr*cace which
covers his down payment, money invested and "small profit".
House on Lipton is rented fo cover mortgage payments.

Interviewee uses $9.000 to invest in new house.

If he seils, tries to persuade purchasers to assume existing
mortgage. However, if purchasers wish to re-finance, have
no trouble getting CMHC mortcage, as he folliows their
standards carefully i.e. headroom, stairways, Toundations,
furnaces, electrical.
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Doesn't always agree with their standards - "I use a lot
of carpet" - they don't care if the carpet is $30/yd.

or $5/yd. as long as the floor is covered. If I use

2' x 4% in the basement rec.roomor 2 x 2's, it is all
the same to them.

SEASQNAL FEATURES: You can work all year round but you have to
pick your houses right. HMight buy three houses in the fall
with possession dates, say Nev.15, Jan. 1st and Feb.lst,
all with work that can be done inside.

SUB-CONTRACTORS: Sub-contracts plumbing and electrical work -

"when you're renting a house you have to be really careful
about wiring in case of fires"

Contacts are really important. You have to know the right
tradesmen. Does a lot of work on the barter system i.e.
piuzocr is com:ng over to do a house for him next week,
thres weeks from now ‘nt rviewee is go%ng to Teke to do
work on plumber's cottage.

Also has contacts with people in carpet business - uses
same people, at least cnce/month - spends about $5,000/yr.
Dozs favours for them. Then he knows he can get a good
price in return.

Contacts re: other materials on same basis.

If he needs a sub-contractor "I don't look in the Yellow
Pages - I Took in a couple of the puos I know. I know

100's of tradesmen I can bargain OK." If the strike goes on
for a few more weeks, you'll be abie to get any tradesman for
$4.00/hour. Wouldn't hire an electrician or a plumber
because he has his regulars, but if he neseded some roofing

or a stucco job done will get it done cheaply this summer.
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MISCELLANEQUS: There will bw a definite trend
especially if the strike continues as tra
pick up a little money this way.

There's lots of competition in this area; but “I'm good
friends with people. I know when to buy lunch.

Can't pinpoint "a major problem.” The
different points to renovating, all in
Every place is different.

re are about 12
ter-relating”.




Renovating learned by trial-and-error. It's difficult and
costly if you don't know what you're doing. i.e. House

on Harrow was burned, “gross" job of renovation. People
need a renovation consultant. About six sub-contractors
are working at the same time. "They tore out oazk floors -
I drove by- some guy was digging it out of the garbage.

I checked it out, about 4 sg. inches was actually damaged.
So they spent money to tear out a good floor, paid somecne
to haul it away, now they have to install a new floor,
which will be plywocod, so now you have tc think about

carpet. That mistake cost them about $2,000.

Interviewee's method of operation most economical because
of flexibility it allows. If he were renovating for
someone else, he would have to give an estimate, provide
homsowner with a plan which he would have to follow. This
way, he has a plan, but if he gets halfway through the

job and sees a way which would be cheaper and better he
can do it that way.
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Interview with: REAL ESTATE AGENT

TRENDS: HMany young couples are buying older homes and fixing
them up. Many of them are do-it yourselves. Tradesmen's
wages are prohibitive. Most do their own carpentry -
hire electricians. There is a trend to taking courses
at Red River College.

When people buy houses to resell they tend to make
cosmetic chancges only. Uhen do-it yourselves get into
trouble they'll hirs a tradesmen to clean up the mess

AREAS OF INTEREST: West End - Polo Park to City Core - south

and north of Portags, but south of Portage preferred.
any of the houses in the area are sub-divided revenue
JSGS, often ruined by sub-division. These are now be
uE-COqVEFLQG to single Tamily dwellings - especially if
old wood is still there.

. ..3' =z

CORE AREA: Trend to conversions teo multiple dwellings if
zoning allows it. In areas Tike Armstrong Point, Home-
owner's Associations are blocking conversions to multiple
dwellings.

RIVER HEIGHTS: Trend te add extra rooms, sun decks, convertin
attached garages to family rooms. In this area people hi
tradesmen.

g
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Lots of work available - new tradesmen must do good work,
meke a name for themselves.




