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In this study of how an ethnie invasion and an accompanying 

complex of social relations, especially between landlords and 

tenants, upgraded a neighbourhood close to the centre of Montreal 

are shown some of the difficulties involved in providing modernized 

housing for low-income citizens. It is explained that good low­

income housing is not provided through market structures as the 

priee of improving older housing using goods and services purchased 

from the market eeonomy is too high to gain an adequate return 

rate from low-rent housing. On the other hanq it is demonstrated 

that good housing is provided by those who can cireumvent the high 

priee of market labour and expertise by ealling on the advise, 

experienee and labour of friends and relatives and by contributing 

their own labour and expertise. 
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Cette ètude d'une invasion ethnique, et le complexe de 

relations sociales qui l'accompagnait (surtout entre propriétaire 

et locataire), qui a caus~e l'amelioration d'un quartier dllabr~ 

pr~s du centre ville de Montréal expose quelques obstacles qui 

empèchela fourniture d'habitations modetnisees pour les citoyens 

à revenus modestes. On explique que le march~ ne fournit pas de 

bons logements à loyer modéré parce que le prix du réaménagement 

des edifices vétustes en utilisant des materiaux et de la main 

, ~ , ~, 

d oeuvre achete sur le marche est trop eleve pour rapporte un 

benefice acceptable. Or, on démontre que des bons logements sont 

fournis par ceux qui peuvent lviter les prix ~l{vet de la main 

d'oeuvre et des conseils techniques achetéS sur le marché'libre 

en utilixant les conseils, l'experience et la force manuelle de 

leurs amis et parents, et en se fiant à leur propres efforts et 

connaissances. 
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CHAPTER l 

INTRODUCTION 

This is a study of how an ethnie invasion and anaccompanying 

complex of social relations, especially between landlords and tenants, 

upgraded a neighbourhood close to the centre of Montreal. Government 

agencies are making heroic efforts to reverse the pro cess of housing 

decay, often without success. Yet without any direct government or 

private intervention, within a period of ten years, the process of 

housing deterioration which reached a peak in the late fifties in the 

1 St. Louis Square area has been halted and to a certain extent reversed. 

Landlord-tenant relationships were examined as one of the forces 

which shaped the personal strategies of both parties. This focus on the 

general strategies open to landlords and tenants made it possible to 

show how owners' orientations to their buildings and tenants' personal 

needs and reactions to conditions in the area have affected the quality 

of local housing. 

Located on the Northern edge of Montreal's business and entertainment 

centre, the area is a classical "Zone of Transition,,2 its inhabitants too 

poor or otherwise unable to compete for better dwellings. 

Many of the Portuguese, who have recently settled in the area, 

though lacking in market resources which would enable them to afford 

housing in better areas, had non-market resources which enable 

1 
So named because St. Louis Square is the dominant land~ark ~n the area. 

2 
The concept was introduced by Robert E. Park and Ernest W. Burgess:1925. 

1 
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them to transform the area's housing. Their non-market resources were 

building ski11s, a wi11ingness to exchange labour - both ski11ed and 

unski11ed - access to information on renovation methods and materia1s, 

and in sorne instances cheap access to the materia1s themse1ves. A 

further non-market resource existed in the manner in which information 

networks within the area cou1d be used to obtain good tenants. The 1and­

lord who cou1d tap kinship and friendship networks was practica11y 

guaranteed a supp1y of trustworthy tenants. 

Housing in the St. Louis Square Area and in Montreal 

The viabi1ity of present strategies can on1y be appreciated br 

understanding the economic, social and eco1ogica1 forces which have 

acted upon the area and on the city in genera1. The St. Louis Square 

area (officia11y designated as census tract 137) is bounded by St. 

Lawrence Boulevard on the West, by Laval Street five b10cks to the 

east, Sherbrooke Street on the South and Pine Avenue two b10cks to 

the North. The area is on the southern section of the immigrant 

corridor which stretches northward on either side of St. Lawrence 

Boulevard to the Rivière des Prairies. The housing in the area is 

typica1 of the type of working c1ass housing found in Greater Montreal. 

The housing in the area and in most of the city owes its pecu1iar 

nature to the manner in which Montreal deve1oped. From a financia1 and 

conunercia1 centre with a numerica11y unimportant lower c1ass, the city 

quick1y grew into a major manufacturing centre. Claude Langlois' des­

cription of this transformationof the city is direct1y applicable to 
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the area. 

The deve10pment of the manufacturing industry attracted a 
large number of immigrants from surrounding rural are as and im­
migrants from abroad. 

The social structure changed rapid1y as the 10wer-c1ass 
working population grew in importance and soon becarne predominant. 
This large influx of people had to be housed quick1y: more than 
150,000 dwe11ings had to be supplied to the new city dwe11ers 
between 1901 and 1931. The 1ack of initial capital and the low income 
of the newcomers prevented them from becoming home owners. At the 
sarne time, those who had funds, being motivated by the values of 
sound investment which was the outgrowth of their rural background, 
and seeing the profit opportunity, invested in mu1ti-unit buildings. 
Houses erected during that period were genera11y of the row type, 
three stories high, with exterior stairs. Because of this particulâr 
situation Montreal now ho1ds a unique characteristic for North Amer­
ican cities; it is bui1t predominântly with renta1 units. In fact, 
sevènty percent of the 500,000 dwe11ings in Greater Montreal are 
occupied by tenants. Furthermore, of these 350,000 renta1 dwe11ing 
units, over 200,000 are in buildings containing fewer than six units, 
whi1e on1y 135,000 are apartment units proper. CLanglois:1961:p.5) 

Two streets in the research area were chosen for their representative-

ness,. Using data provided by the Department of Public Works of the City 

of Montreal, Table 1 was drawn up to show how c1ose1y the proportion of 

renta1 units of various sizes resembles the pattern in the city as a who1e. 

Fifty-eight percent of renta1 units in the area are in buildings with 

1ess than six units, compared with fifty-seven percent for the city as 

a who1e. 

TABLE 1 

NUMBER OF DWELLING UNITS PER·BUILDING IN THE AREA AND IN THE CITY 

Number of Units 
S t. Lou i s S qua r e Are a 

Number of Buildings Percent of Renta1 Units 
Mon t r e a,l 

Percent of Renta1s 

Single family 
Rooming house 
2-5 units 
6 or more units 
Vacant 
Total 

28 
7 

109 58% 
26 42% 
5 

175 ·100% 

Rource: Map of "Occupations du Sol", Service des Travaux Publics, 
Cité de Montreal, October, 1970 

57% 
43% 

100% 
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Given the simi1arity in number of units per building between 

Montreal and the St. Louis Square area it is probable that Langlois' 

history of Montreal app1ies to the research area. 

Change in the Area 

Previous Degeneration 

To understand the degree of change one must appreciate the extent 

of previous housing decay. The 1961 Cens us gave a c1ear picture of 

deteriorated housing and an economica11y weak, uns table resident population. 

Seventy-one percent of the buildings were bui1t before 1920 (25% for 

Montreal), and eighteen percent were in need of repairs (2.7% for Montreal). 

In twenty-four percent of the buildings the number of persons exceeded 

the number of rooms occupied - the census definition of crowded - (on1y 

16.5% of dwe11ings were considered "crowded" in the city of Montreal). 

Over a third of the tenants had been living in their f1ats for 1ess than a 

year and over one quarter had been living in the same apartment for one 

to two years. (Montreal figures: 1<yr.--19%, 1-2 yrs,--23%). Such 

residence patterns indicate a high degree of instabi1ity. The residents' 

1ack of market resources is ref1ected in the low incomes in the area. 

The average fami1y income for the census tract was the seventh lowest of 

the 440 cens us tracts in the Metropo1itan Montreal area. ($3,317 vs. 

$5,292 for Montreal). The proportion of incomes spent on rent was a1so 

one of the highest in the city (18.5% vs. 15.4% for the city). The area 

was c1ear1y an immigrant area, 65.8% of the population being of neither 

French nor Eng1ish ethnie origin. The census data indi.!'!ates that the 
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number of resident owners was insignificant. The more prectse water 

tax records show a dozen resident owners within the census tract in 

1961. 

The Area Today 

A1though there is no current census data to a110w direct comparisons 

of conditions in the area, other evidence suggests that the area no 

longer resemb1es an area of threatened housing and exp10ited immigrants 

as recorded in the 1961 Census Report. The most striking evidence is 

visua1. Rouses with bad1y maintained exteriors are the exception. 

Looking down a b10ck on a Saturday morning one can common1y see ha1f a 

dozen groups of men or individua1s working on the exteriors of houses. 

Professiona1s servicing the area gave usefu1 information on 

residents of the area. Policemen and social workers indicated that the 

area had long been occupied by a varied mix of immigrants. The police 

officia11y designate the area as "un quartier cosmopolite". Social 

workers at the local sett1ement house more perceptive1y commented that 

the heterogeneous ethnic character of the neighbourhood has recent1y 

given away to the increasing dominance of the Portuguese immigrants. Many 

others invo1ved in the area stressed the increase in the number of 

Portuguese inthe area. 

There fortunate1y does exist a source of hard data from which 

an index of ethnic change cou1d be drawn. Table 2 shows that the Po~­

tuguese have recent1y become the predominant ethnic group in the area. 

Table 3 shows that the turnover of residents in the area ia higher 

than ten years ago. In 1970 on1y twenty-eight percent of residents had 
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1ived in the same apartment for more than two years, whereas thirty-nine 

percent had more than two years residence in the same apartment in 1961. 

TABLE 2 

PERCENT OF EACH DOMINANT ETHNIC GROUP IN THE AREA IN 1964 AND 1970 

E t h n ici t Y Y e a r 
1964 1970 

Portuguese 16% 41% 
French 16% 16% 
Eastern European 39% 14% 
Other 29% 29% 
Total bnits inhabited 223 228 
Total units vacant 21 7 

Source: Derived form water tax ro1es. Inc1uded are on1y those units which 
were inhabi~ab1e in 1970 for which the tenant, not the owner, was 
responsib1e for paying water taxe Ethnicity was identified by a 
panel of four. Ethnicity of identifiers--Po1ish, Ukraniân-Russian, 
Portuguese, Bi1ingua1 Quebecer. 

Y.·e a r 

1961 
1971 

TABLE 3 

LENGTH 1 ~OF RESIDENCE IN 1961 AND 1970 

Percent of Residents Who Have Lived in Present Apt. for: 
Less than 1 year 1-2 years More Total 

35% 
39% 

26% 
33% 

39% 
28% 

100% 
100% 

Source: 1961.--1961 Census data for census tract 137 
1971.--Water tax data for 1968, 1969, 1970, 1971 

Table 4 shows that, as might be expected, the recent Portuguese 

immigrants have spent the 1east time in their apartments. Although the 

short residences of the Portuguese ref1ect the newness of the Portuguese 

to the area itse1f, it is c1ear from Table 5 that Portuguese indeed tend 

to stay in an apartment for a short period of time. Although such a pattern 
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of short residence would be troublesome and expensive for landlords under 

most circumstances, the regularity with which Portuguese tenants find 

tenants to replace themselves when they move out has eliminated the high 

cost tO,landlords (and to housing in the area) of such turnover. The 

landlord is never left with a vacant apartment, nor with the bother and 

possible expense of finding a new tenant. In this respect the Portuguese 

are unique, and the importance of this unique dependability is increased 

by their now being the most numerous ethnic group in the area. Note also 

in Table 2, that the number of vacancies in 1970 was one-third the number 

in 1964. 

TABLE 4 

ETHNICITY AND LENGTH OF APARTMENT RESIDENCE 

Eth n L~c i t Y L e n g t h 0 f Res ide n c e 
New-2 yrs. 5-9 yrs. Over 12 yrs. N (100%) 

Portuguese 84% 16% 0% 99' 
French 60% 13% 27% 38 
East European 53% 12% 35% 34. 
Other 66% 18% 16% 66 

Source: Water tax data as in Table 2 

Another indicator of an increasing Portuguese presence in the 

area is derived from sàles data. Table 6 shows that the number of 

sales to members of the major ethnic groups in the area has been 

gradually shifting to favour the Portuguese. 
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TABLE 5 

THOSE WHO HAVE VACATED THEIR APARTMENT SINCE·1964· 

Ethnicity Percent of Each Group Living in the Area in 1964 Who Are: 
In the same apartment Have moved N (100%) 

Portuguese 
French 
East European 
Other 
Total N 

37% 
42% 
19% 
35% 
73 

Source: Water tax records;for 1964 and 1970 

TABLE 6 

63% 
58% 
81% 
65% 

150 

36' 
36 
86 
65 

223 

TRENDS IN PURCHASES BY ETHNIC GROUP 

y e ars Portuguese French 

1947-54 0.0 
1955-62 3.31 
1963-70 35.71 

Total 

Source: Teela -Ma'rket: Surv.eys~ ~f 
Deed Registry Office 

33.96 
37.76 
26.19 

East Europe Jewish Other 

50.00 10.38 5.66 
40.82 13.27 5.10 
23.81 2.38 11.90 

Notice that the abso1ute number of sales per year has been 

N 

decreasing steadi1y. The high turnover in the fifties was a resu1t of 

speculation. The present low number of sales ref1ects the joint forces 

of little demand for buildings coupled with owners' satisfaction with 

present returns on their buildings. This somewhat paradoxica1 state of 

affairs will be explained during the course of the paper. 

Whi1e no Portuguese bough~ any buildings before 1954, by 1970 

(100%) 

106 
98 
42 

246 

seventy-five percent of annual sales were to Portuguese buyers. Meanwhile 

the sales to members"of other ethnie groups has been decreasing. This 
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indicates a trend of increasing hegemony by Portuguese owne~s in the 

area. 

It is thus evident that concurrent with improvements in housing 

in the area the Portuguese have become the dominant ethnie group. lt will 

be shown that the unusua1 resources of the Portuguese 1and1ords and 

the housing attitudes and social re1ationships of Portuguese tenants 

were central in the upgrading of the area. 

Exp1anation of Change 

There are two opposite processes which must be exp1ained, the 

previous degeneration of housing in the area and the recent regener-

ation. The behaviour of pnoperty owners 1eading to the degeneration of 

the area's housing can be ~xp1ained by c1assical economica1 theory. 

Behaviour 1eading to recent regeneration of the area can best be understood 

by considering re1ationships governed by social rather than market 

forces. 

Degeneration 

As previous1y mentioned the area has been, unti1 recent1y, a. 

"zone of transition". St. Lawrence Boulevard on the western border of 

the St. Louis Square area is the official (and linguistiel dividing 1tne 

between (French) East and (Eng1ish) West Montreal. The boulevard t8 

1ined with 1ight industry, warehou8ing, wholesalers, and dtscount and 

regu1ar retai1ers. The area is nine b10cks north of Montreal City Hall, 

the Court House, and the heart of Montrea1's old financial centre on 

St. James Street. The area is three b10cks north of Ste. Catherine Street, 

the':core of Montreal' s shopping and night club district. In the 1950' 8 
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the intersection of St. Lawrence and Ste. Catherine Streets was the 

heart of Montreal's entertainment district. I:t only seemed a matter 

of time before the business district would spread north and engulf the 

area (see map). 

The Ravages of Speculation 

The effects of the strategies of speculators have been weIl 

docurnented by sociologists (Robert E. Park and Ernest W. Burgess:1925, 

and Paul Hatt and Albert J. Reiss, Jr.: 1957). Many of those who bought 

property in the area ~n the 1950's must have done so with an eye to the 

possible expansion of the central business district. Anticipating the 

higher rents and priees that this expansion would bring, owners would 

have tended to withhQ~d any major investment in their properties, min­

imized maintenance costs and awaited the "inevitable" engulfment of the 

area by business and commerce. 

A definite indication of the degree of speculative buying 

exists in the records of deed registrations kept by Teela Market 

Surveys. A graph of the change .. in average sales priee over time, shown 

in Table 8, indicates that in the years 1946, 1954, 1955 and:1956 

the average annual increase in priees for aIl buildings bought 

before or during any one of those four particular years and sold 

during or after that year increased by more than twenty percent. 

In the late fifties a further impetus for an even sharper burst 

of short term speculation occurred. The area i8 directly north. of what 

was once Montreal's most notorious sIum. The are a was the target for 

Montreal's first "SIum Clearance" project. In the late fifties aIl 

housing in the area to the south was r.azed and eventually replaced by 
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~ 
Annual 

Increase 
35 

25 

20 

1 

10 

5 

TABLE 8 

AVERAGE ANNUAL INCREASE IN SALES PRICE OF ALL RESIDENTIAL BUILDINGS 
ON COLONIAL & DEBULLION 

" 1,OOO~ 
htY: 

45 55 

12 

1/YR 
~ Annual Increase -r(Final )] _ 1 

l(oi-ig l/;YR ) 

Final= Price at last sale 
Orig = Price at Previous sale 
YR • Span of time between sales 

N.B. computation of increases 
involving sales less than five 
months apart involved numbers 
greater than 10137 and hence were 
too large for hand1ing by the 
computer - they were interpolated. 

Year 



13 

government subsidized low-income housing, first available for occupancy 

in October of 1959. The whole project was completed late in 1961. The 

displaced residents flooded into the surrounding area. This added to 

the housing shortages in the are a being studied. Rent control kept 

prices from skyrocketting, (average rents for the census tract were $51) 

but long time residents tell of paying up to $550 for worthless furniture 

or exhorbitant prices in "key money" in order to rent an apartment. 

Quite a few investors speculated that the urban renewal project 

would come further north. Rumours of an expressway passing through the 

area further boosted speculation. It is quite evident that the building 

deterioration reflected in the 1961 Census Report was brought on by _" 

overcrowding and speculation. 

The short term bubble burst when it became clear that the 

government would not be clearing the area. By 1961 buildings were 

being sold at a loss. In that year out of a total of nine sales,eight 

buildings, aIl bought after 1952, were sold at a loss. Comparing 

analogous data for the Ste. Famille area to the west and for lower 

Westmount, it is evident that the extent of the drop is greater than 

would be expected from the political unrest of the period. l Evidently 

the long term speculators were taking another look at their investments. 

!wo factors slowed the northward expansion of the business sector, thus 

making the are a less attractive for speculators. First and 

1 
The Ste. Famille sales data are from data compiled by Marilyn Roberts, 

and the Westmount figures were compiled by Mitchell Pressman. Moreover 
the first price decline occurred before the first terrorist bombings 
which ushered in the most recent separatist era. 



14 

foremost the business expansion of the aixttes w~s abrupt1y dr~wn west 

by the deve10pment of Place Ville Marie, the Hydro Québec Building, C.I.L. 

House, the Imperial Bank Building and the Queen Elizabeth Hote1. Second1y, 

these skyscrapers set a new trend for Montreal documented by Claude 

Langlois. 

Alors que dans le passée les cités grandissait selon l'horizontale, 
de nos jours, la tendance est l'accroissement vertical et l'expansion 
dans l'espace des uti1izations non-residentie11es dans les quartiers 
du centre est beaucoup plus lente qu'elle avait l'habitude de l'~tre. 
(Langlois: 1964: p.19) 

The expected northward expansion of the business district was 

thus dissipated westwards and upwards 1eaving no forces to intensif y 

the economic uses of land and hence drive up land priees in the area 

for the benefit of specu1ators. According to severa1 owners interviewed, 

and the sales data (graphed in Table 8) the resu1t of this change was a 

weakening of the market for buildings in the area. 

A1though the degeneration brought on by speculative ownership 

has been a11eviated for the time being by the e1imination of the forces 

which feed speculative ownership, this does not sufficient1y exp1ain 

changes in the area. In fact a study by George Stern1ieb (1966) has 

shown that a weakening in the market for buildings in Newark produced 

degeneration of housing conditions. To understand why a weakening in 

the market 1eads to degeneration in Newark but coincides with housing 

improvement in the St. Louis Square area the first step is to examine 

Stern1ieb's findings. 
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Sternlieb' s Study 

Stern1ieb found that in deteriorating neighbourhoods the White 

resident owners were being rep1aced by Black resident owners, and areas 

previous1y taken over by Blacks were being increasing1y dominated by 

White large sca1e slum 1and1ords. This trend to ownership by outside 

investors increased the number of owners charging high rents but per~ 

forming 1itt1e maintenance. 

He found that the weak se11ers market discouraged conventiona1 

1ending sources, such as banks and saving and loan institutions from 

p1aying a significant ro1e in the financing of the purchase of buildings 

in the area. The bu1k of buildings are therefore financed by mortgages 

given by the vendor of the building for a short term, rare1y more than 

eight years. This situation puts a cash squeeze on owners for the first 

severa1 years. Owners thus 1ack money to make improvements when they 

first buy. To make matters worse, owners are very na1ve about home­

improvements and tend to get taken by unscrupu10us home-improvement 

contractors. 

Vacancy rates are high. Land10rds react by reducing maintenance 

to keep returns steady rather than reducing rents to attract tenants. 

In addition, weak resale and the previous1y mentioned financing diffi­

cu1ties inhibit rehabi1itation efforts because owners cannotexpect to 

recoup investments when the building is sold. 

Taxes are the 1and1ord's 1argest operating expense. The pre­

dominance of tax costs inhibits owners from making improvements for 

fear of reassessments that wou1d increase taxes. 
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Studies by Fleming' (1970) and Tiller (1969) and the present 

research were aimed at discovering the extent to which this vicious 

cycle, discovered by Sternlieb, influenced the landlords in Montreal 

and ultimately affected the quality of local housing. 

Previous Montreal Studies by'Fleming & Tiller 

In the two areas of Montreal previously studied the weak market, 

for flats, reflected in the difficulties landlords had in getting 

tenants, led some landlords to act in the same manner found so destruc­

tive in Newark. However, a significant number did not operate in order 

to maximize returns and adopted strategies which allowed them to main­

tain their buildings in good repaire 

The first Montreal area studied was in Eastern Outremont. In 

this declining Middle class neighbourhood of white collar workers the 

established French-Canadians and English speaking Jews were gradually 

being replaced by immigrants. It was found that building decline is 

retarded and resident stability enhanced by certain landlords who 

operate in order to fulfill goals other than monetary profit. For such 

owners - especially the resident landlord - rentaI housing is not an 

investment in the purely economic sense. Home ownership often confers 

status on the owner, gives him a sense of permanence and is a hedge 

against the uncertainties he faces in MOSt of his relationships with 

the market economy. (Tiller: 1969: pp.27-29) 

The immigrant landlords helped the area as they maintained their 
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buildings and kept their tenants' apartments in as good condition as 

their finances permitted. Their abi1ity to stem the tide of dec1ine is 

contingent on their getting responsib1e tenants. These owners had no 

way of se1ecting tenants. Getting good tenants for them was a matter of 

1uck. As long as they and other 1and1ords who kept up their buildings 

cou1d get good tenants they wou1d remain a force in the neighbourhood. 

Ti11er's evidence indicates that the immigrant 1and10rds' best tenants 

were thinking of moving. "If they do move, they may loosen the owners 

and precipitate another outf10w of the successfu1 1ike that of the 1950's. 

The neighbourhood and the buildings, a1ready 50 to 100 years old 

probab1y cou1d not survive this." (Tiller and Krohn: 1969: pp.30-31) 

In the second Montreal area studied, Pointe St. Charles, the 

non-economic (non-investment) oriented owner was found to be even 

more important for the provision of reasonab1e housing. It was found 

that the few owners from outside the area, operating under the condi-

tions of the main Canadian economy with its nationa11y determined 

interest rates and expectations of investment return cou1d not operate 

"efficient1y" in the Pointe economy. The strategies of 10w maintenance 

adopted in an attempt to gain an acceptable return rate vTere bad for 

housing in the area. Compared to such owners, the non-investment 

oriented owners were the sa1vation of the area. 

F1eming's area was simi1ar to Stern1ieb's in that the housing 

market was weak both in the sense of difficu1ty in raising rents and 

in terms of resale possibi1ities. The pressure of increased taxes, 
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again the largest single operating expense, could not be passed on the 

tenants, and buyers were difficult to find. "The general response to a 

weak market is, as Sternlieb sees it, to lower maintenance and services. 

In [the Pointe], there is a crucial difference between Home and 

Inherited owners [non-investment-oriented], who together comprise 

eighty-two percent of the sample. The Home owners' reaction to the weak 

market is to reduce their return even further in order to keep their 

'good' tenantry." (Fleming: 1970: p.90) 

Failure to raise rents in the face of rising costs leads to lower 

returns but assures good tenants and thus preserves the flats in good 

condition. Owners who have inherited their buildings also charge low 

rents, but main tain higher returns than "Home" owners by skimping on 

maintenance. This strategy leads to conflict with tenants which in turn 

breeds careless and even destructive tenant behaviour and a high turn­

over of tenants. 

Forces Shaping Landlord Behaviour in St. Louis Square Area 

Reviewing the effects of market forces ori the St. Louis Square 

area, it is evident that speculation on the eventual expansion of the 

central business sector and the concurrent demand for housing by tenants 

displaced by public housing led to building deterioration. The priee 

decline resulting from the Westward and skyward shift of the central 

commercial district which precluded business expansion northward into 

the St. Louis Square area, and indications that public housing would not 

be extended northward into the area has made housing improvement possible. 
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This turn of events is contrary to the predictions of c1assica1 

eco1ogica1 and economic land use theory which suggests that increasing 

property prices, after an initial period of decay, eventua11y force 

the building of new buildings to bring a higher return from the land. 

(Ratc1iff: 1949: Ch. 10-13) Housing improvements concurrent with price 

dec1ine is a1so contrary to the findings of George Stern1ieb (ibid) 

whose study of housing in NewarK showed that a dec1ine in the market 

for housing 1ed to deterioration of buildings in the area. 

How then can anyone in the area upgrade housing in the face of 

the economic forces working against him? Although the Portuguese are 

c1ear1y invo1ved in improvements it wou1d be wrong to attribute the 

improvements to a pecu1iar ethnic des ire for housing or to sorne stereo-

type of the hard-working immigrant. The Portuguese have not overcome 

the market forces working against the rehabi1itation of the area, they 

have mobi1ized different economic forces. These "other" economic forces 

can be identified through the perspective of economic anthropology. 

Theoretica1 Perspective 

The tradition of economic anthropo1ogy from which the theoretica1 

perspective of this paper is drawn stems u1timate1y from the c1assic 

works from Malinowski (1922), Marcel Mauss (1925), Karl Po1yanyi (1944), 

and from more recent books by M.D. Sah1ins (1965), Be1shaw (1965), 

and Nash (1966). Malinowski was the first to extensive1y explore and 

ana1yze the exchange and production systems of a non-market society. 

Marcel Mauss deve10ped an ana1ytic framework to exp1ain the widespread 

." . 

i ...... 
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ro1e of "gifts"l in social re1ationships in a large number of societies 

from ancient Rome to present day Me1anesia. Through carefu1 historica1 

ana1ysis Karl Po1anyi exp10ded myths which suggested that market 

economy was the most natura1 social context of exchange and production. 

His Trade and Markets in the Ear1y Empires shows that in a11 previous 

societies economic exchaqge and production were an inseparab1e and 

norma11y subordinate facet of social relations. In The Great 

Transformation he shows that the crises often today regarded as strug~ 

gles to 1iberate the market system from artificia1 feuda1 shack1es, 

were the resu1t of imposing this brand new market order on society. 

Both Nash and Be1shaw summarize a wide spectrum of ethnographie 

materia1 which supports the evo1ving perspective of the re1ationship 

between traditiona1 exchange and modern markets. 

The application of this perspective from economic anthropo1ogy 

was suggested in part by the works of B1au (1955 and 1964~ .Me1vi11e 

Dalton (1959). They have shown how persona1 re1ationships growing out 

of "gift-type" exchange (not their vocabu1ary) in bureaucratie organi-

zations take precedence over official re1ationships in many instances. 

Both writers point out the extent to which forma1 relations based on 

"rational" concepts of emp10yment contract and bureaucratie administra-

tion mask re1ationships which more c1ose1y resemb1e re1ationships in 

non-market societies. 

An understanding of M.D. Sah1ins' conception of reciprocity 

provides a basis for appreciating the perspective. Sah1ins' discussion 

1 
(A gift is) essentia11y a good or service exchanged through genera1ized 
reciprocity, see Sah1ins be10w 
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of the comp1ex feedback between social relations and materia1 trans~ 

actions is particu1ar1y relevant to the housing transactions investigated 

in the St. Louis Square area. Evidence to be presented in Chapter III 

indicates that 1ega1 sanctions traditiona11y used to bind trading 

partners in market society are not invoked by land lords and tenants in 

the area. In primitive societies which simi1ar1y 1ack centra1ized 

social contro1s the tendency to seek control through exchange re1ation-

ships is common. For Sah1ins, 

The indicative condition of primitive society is the absence of 
a public and sovereign power; persons and (especial1y) groups 
confront each other not mere1y as distinct interests but with 
the possible inclination and certain right to physica11y prosecute 
these interests. Force is decentra1ized. Legitimate1y he1d in 
severa1ty, the social compact has yet to be drawn, the state non­
existent. So peacemaking is not a sporadic intersocieta1 event, it 
is a continuous process within society itse1f. (Sah1ins: 1965: .. 
p. 140) 

In primitive society "the spirit of exchange swings from 

disinterested concern for the other chap through mutua1ity to self 

interest. The spectrum of reciprocities proposed for genera1 use is 

defined by its extremes and mid-point." (Sah1ins: ibid: p.146) Genera1-

ized reciprocity is the solidary extreme; ba1anced reciprocity, the 

midpoint; and negative reciprocity, the unsociab1e extreme. A re1ation-

ship in which a gift type exchange is embedded in a social re1ationship 

is known as genera1ized reciprocity. At the extreme, a one-way materia1 

f10w can be sustained by prevai1ing social relations. The materia1 

aspects of the re1ationship are subordinate to the social. Strict 

accounting of debt is not kept. Receiving foods 1ays on a diffuse 

obligation to reciprocate when necessary to the donor and/or possible 
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for the recipient. At any given time one partner is always in the other's 

debt. It is not "balanced" at any point as is exchange in the market 

place. The debt may be repaid in any form in any sphere of social rela­

tions; giving rise to the name "generalized". 

Sahlins called relationships of direct exchange "balanced 

reciprocity". The relationship is universalistic and recognized as 

existing solely or mainly for the purpose of making the exchange. Unlike 

generalized reciprocity, balanced reciprocity cannot tolerate one way 

flows over a long period of time. 

Relationships involving a flow of material goods in the absence 

of any positive social ties are known as negative reciprocity. "Negative 

reciprocity is the attempt to get something for nothing with impunity ••• 

The participants confront each other as opposed interests each looking 

to maximize utility at the other's expense." (Sahlins: ibid: p.148) 

Sahlins' typology describes the range of relationships that one 

can have with other individuals. Dne's position in the social and 

exchange structure is dictated by a complex of many such diadic relation­

ships. 

Many residents of the are a opt out of legally regulated market 

ex change in favour of such diadic relationships. The reasons for opting 

out of market-type relationships for the fulfillment of housing needs 

can best be understood by looking at an,individual's market resources 

and the resources which stem from his social relationships. Dne's 

supply of money, the universal market resource, stems from one's 

possession of skills or goods demanded on the market. Non-market 
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resources stem from direct1y uti1izab1e ski11s and one's abi1ity to 

deve10p ba1anced and genera1ized reciprocity. It will be shown that 

those unab1e financia11y to buy good housing can buy poor h.ousing and 

through persona1 effort and by ca11ing on the help of friends and 

relatives cheap1y make substantia1 improvements. In the language of 

economic anthropo10gy - those 1acking market resources which wou1d 

enab1e them to afford the housing they des ire can invoke and emp10y 

obligations derived from re1ationships of genera1ized reciprocity to 

fu1fi11 housing needs using on1y 1imited financia1 or "market" resources. 

Market and Non-Market Relation App1ied to Low Income Housing 

An understanding of the above described perspective forces a 

re-eva1uation of the studies by Tiller and Fleming. Both Tiller and 

Fleming were aware that many owners were not operating to maximize 

returns. Nor were they fo110wing the "ru1es of success" out1ined in 

standard economic textbooks. 

Tiller recognized that renta1 housing in Outremont "is in the 

hands of independent, sma11-time operators who ar~ neither financia11y 

very secure nor economica11y rationa1." He reports that in such 

circumstances "renta1 relations usua11y take on an individua1istic, 

intuitive character ••• " (Tiller: 1969: p.84) Fleming a1so discovered 

that ownership and renta1 of property in Pointe St. Charles was not 

carried out to maximize profits. (Fleming: 1970: p.89) Both then, 

recognized that 1and10rds in the areas they studied operated in a 

different manner from professiona1 rea1 estate operators. The St. Louis 
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Square area study shows that there are two dimensions to the difference 

betloJeen connnercial operators and sca1e ovmers of renta1 f1ats. The 

most striking is still the low returns earned on a11 the renta1 units 

studied. The second difference derives from the inputs the owner 

receives from the main connnercial system, through job or property 

ownership. In Outremont the older owners were retired and no longer had 

a strong cash inf1ow~ The innnigrant owners in Outremont and in the St. 

Louis Square area had low-paying or uns table j0bs as did the owners in 

Pointe St. Charles. The weak position of these 1and1ords within the 

market economy 1eads to strategies which emphasize social rather than 

cash transactions. 

The tie betloJeen an individua1 and the rest of the economy is 

often represented by a variant of Diagram 1. In order for an individua1 

DIAGRAM 1 
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Source: Samuelson & Scott:1966:p.195 
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(one of the "Public") to obtain "Goods and se:o:vices" fram the main 

economy ("Business") he must have "$H which he can obtain by providing 

"Productive Services" to the main economy. If his services are in low 

or sporadic demand his resource inputs (cash) from the main economy are 

tenuous. Given the weakness of this important tie with the main economy 

it is in such an individua1's interest to divorce from the the main 

economy, as much as possible, the important goods and services he needs -

such as housing. 

The homeowner with a mu1ti-unit dwe11ing has severa1 ties with 

the main economy. Two ties, the financing of the building and the 

recruitment of tenants are under his control in certain respects. 

Mortgages can be paid off quick1y whi1e the owner still has a job to 

provide incorne. (Five owners stated that a paid up building was a 

hedge against sickness or 10ss of job.) The 1ink with tenants is 

cushioned from the market in many instances by social ties. A third 

tie - taxes and certain expenses brought on by municipal or provincial 

authorities are beyond the control of1and10rds in the areas studied. 

The by-passing of the main economy through interpersona1 

channe1s can be visua1ized as in Diagram 2. 
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DIAGRAM 2 
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The ultimate bypass of the main economy is for the owner to 

improve the building using his own.labour, relying of course, on social 

ties or the market economy to obtain the necessary materials. However, 

as will be seen, those most successful had relied on the advice and 

labour of others. The lone improvers complained of how difficult the 

work had been and how they had been forced to rely on professionals for 

the jobs for which they lacked tools and equipment. The Portuguese who 

received help, spoke happilyof the improvement experience and always 

managed to obtain the necessary tools. 

In the St. Louis Square area avoiding the market system involved 

both the replacement of market relationships by generalized reciprocity 

in the case of housing improvement and the sh~ping or controlling of 

the market through information networks,particularly with respect to 

the recruitment of tenants. It is important to realize however, that the 
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replacement of market mechanisms was not as pervasive as the sustaining 

of low returns. Although almost al1 owners earn half the return 

commercially expected from real estate ownership, not a11 replace 

impersonal market relationships with special non-market re1ationships. 

The reasons for these differences and a more thorough exposition 

of the nature of non-market exchanges will be given in the following 

chapters. The uniqueness of economic conditions in the area and their 

importance for the maintenance and improvement of housing in the St. 

Louis Square area becomes apparent in the fo11owing description of its 

residents. 



OWNERS AND TENANTS 

This chapter focuses on the characteristics of owners and 

tenants which affect building care in the area. However, as the 

Portuguese, both owners and tenants, are such a dominant force in the 

area, an understanding of the special characteristics of the Portuguese 

is a prerequisite to understanding the behaviour which has led to the 

most significant changes in.the area. Therefore before separately dis­

cussing the landlord types and the characteristics of tenants, the 

Portuguese of the area will be introduced. This chapter then describes 

landlord resources and strategies of building care, and tenant types. 

The Portuguese 

As the first chapter shows, at the same time improvements in 

housing conditions became noticeable, the Portuguese became prominent 

in the area. As owners, Portuguese possess the skills, knowledge, 

contacts and attitudes to improve their property. Some landlords of 

other ethnicities have similar resources which allow improvements, but 

not to the same striking degree as the Portuguese. It is significant 

that neither financial resources, nor real estate or financial expertise 

nor political influence are among the resources possessed by those who 

make improvements in the area. 

Even more distinctive than the Portuguese landlords are the 

28 
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Portuguese tenants. Their view of 1and10rd-tenant relations as co-

operative rather th an exp10itative, and their high value on a we11 

kept home make them idea1 tenants. In addition, a1though they do not 

stay for long periods in the same f1at, persona1 information networks 

make possible the widespread practice of giving over apartments ~o 

others rather than simp1y abandoning them when the 1ease is up. This 

practice saves the 1and10rd the bother and possible expense of finding 

new tenants. It a1so saves the 1and10rds from vacancies. The resu1ting 

increase in revenues can, in certain cases, 1eave the 1and10rd with 

more money for repairs or make improvements possible. 

Portuguese immigrants to Canada have a genera11y high 1eve1 

of manua1 ski11s. The first wave of Portuguese immigrants arrived 

during a period of high se1ectivity by the Canadian government. Those 

with the highest ski11 1eve1s were accepted first. Immigration statis-

tics for 1969 (see appendix) indicate that thirty-six percent of 

Portuguese immigrants were ski11ed in construction trades, and e1even 

percent indicated farming ski11s. Many of the residents interviewed had 

been.peasant farmers who had owned their own land in Portugal. Such 

people are ski11ed in performing odd jobs and repairs with a minimum of 

specia1ized materia1s. 

Interviews indicate that the Portuguese were very different from 

the refugees of sorne ear1ier immigrant waves. 1 For most, the move to 

Canada was carefu11y considered before 1eaving Portugal. Un1ike many 

previous immigrants they were not driven penny1ess from their home1and 

1 
Pointed out by Professor Malcolm Spector of the Department of Socio10gy, 

McGi11~ 
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as a resul t of poli tical or economic upheava.ls. (Al th.ough sorne have 

come partly to save their sons from be~ng conacripted into the Portuguese 

army fighting in Africa). Many alsomaintained des in Portugal against 

their possible return. For instance, two landlords bought buildings 

five to ten years after arriving in Canada. They very recently sold 

their property in Portugal to aid in financing the purchase of their 

buildings. One had sold a small sawmill, the other a tavern and a farm. 

Several tenants and owners still own tiny farms in Portugal partly 

because they could not get the price they wanted, and partly because 

they contemplate returning to Portugal for retirement. One tenant had 

been an important wine merchant in Portugal. He had closed his business 

~o avoid bankruptcy and come to Canada eventually to work as a night 

shift officecleaner at Place Ville Marie to pay off his debts. 

The high proportion of peasants with conservative views and 

rural patterns of reciprocity, interspersed with skilled craftsmen from 

the urban areas and a few entrepreneurial types, sorne with a small 

amount of capital, seem a mix ideally suited to participating in the 

upgrading of an area. 

It is not enough, however, to know that the Portuguese are 

equipped to uplift the area; there must be a reason for their settlement 

in the particular area. 

On the surface, the decision of a group of people seeking good 

housing to stay in an area of run-down buildings is paradoxical. Martin, 

whose father owns two buildings in the area, and has lived in the area 

for eight years speaks of his neighbourhood: 
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As you can see it is not a very nice place to live. l't's almo$t 
a slum. Most of the Portugueae live h.ere sO that they can save 
money to better themse1ves. It's; a sort of a 1a.unching pad for 
the new1y arrived immigra.nta. 'l:hey live h.ere because it is cheap. 
That way they can save up for some project to better themse1ves. 

This suggests Jane Jacob's image of an area of degenerating housing, 

whose residents 1eave as soon as possible, and whose tenants 1ack 

commitment. Those who stay are economica11y or socia11y weak. Land-

lords are not inc1ined, or not able because of low returns, high 

vacancy rates and rent skipping to make improvements. In turn such 

properties have no attraction for stable tenants. Jacobs fee1s that 

this vicious cycle can on1y be reversed if residents decide to stay 

in the area. Most often it is the diversity of the area that causes 

those responsib1e for "uns1umming" to, 

stay in the area by choice, after it is no longer economica11y 
necessary ••• [The choice] has much to do with the slum dwe11ers' 
persona1 attachments to other people, with the regard in which 
they be1ieve they are he1d in the neighbourhood and with their 
sense of values as to what is of greater and what is of 1esser 
importance in their lives. (Jane Jacobs: 1961: p.279) 

Both the Portuguese youth and Jane Jacobs raise an important issue: 

why do immigrants come to an area and what causes them to stay? 

Attraction of the Area 

Forces that Bring Portuguese to the Area 

Information networks and social ties are the specifie forces 

which introduce Portuguese to the area. However, they probab1y wou1d 

not be drawn to the area if the housing in the area did not suit their 

needs. The spacious f1ats at reasonab1e priees are certain1y attractive. 

1 

. \. 
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They are not the sole attraction of the area, however, as other areas 

offer similar housing at comparable pri,ces. When asked "How did you 

find this particular apartment?" Portuguese typically answer thus, 

"It was too small for my sister, we have only one son so we moved in 

her place." Recent arrivals are particularly likely to move into an 

apartment vacated by a friend or relative. A young, recently married 

woman explained, "We lived across the road in a nicer place, but we 

gave it to my sister. Neither she nor her husband, who just arrived 

from Portugal, speak any English or French. Sorne friends passed this 

apartment to us." New arrivals from Portugal may spend their first 

few days in a relative's apartment, or even, as one family reported, 

the first five years. Coming to the area, then, depends strongly on 

having contacts in the area. 

Not all Portuguese immigrants move into the area. The inter-
,-------

preter observed: 
...----

l think there are at least three kinds of Portuguese who come 
to Canada. Those who speak both English and French when they 
arrive will move anywhere. Now these would probably be 
intellectuals or professional sorts. They often move to the 
suburbs. Then there are those who have relatives in the suburbs. 
Even if the y only speak Portuguese the y will move out to the 
suburbs with their friends or relatives. Then the third kind 
has relatives in here, and can't speak English or French. Also, 
those with no relatives here and only Portuguese will often 
move here. That is a fourth type. 

:'t.) .tlj ' .. '.1.: J'" • 

What Makes People Stay 

The most uni'Tersally stated reason for staying in the area 

was the des ire to stay close to relatives living in the area. Proximity 

to work is also mentioned. Although seldom clearly articulated by the 
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Portuguese, the abundance of spacious apartment& at r~&sonab1~ henta 

is a1so a factor. This is imp1!c~t ~n tQe!r recognition that the 

areas that they might prefer wou1d be beyond their budget. In contrast, 

the Canadians living in the area c1ear1y recognize the reasonab1y 

priced housing as the most important attraction. In genera1, though, 

the fai1ure to specifica11y mention the favourab1e rents in the area 

stems from a scanty know1edge of renta1 conditions outside the 

Portuguese area. Severa1 distinct1y stated tbat housing conditions 

in the area were typica1 for the city and one respondent, in reference 

to a question about redecoration and repairs stated, "Oui, j'ai 

peintur~ les murs. Ici, au Canada, c'est partout la ~me chose. 

C'est moi qui fait tout." 

Few are attracted by the actua1 physica1 environment of the 

neighbourhood. Most find the area noisy and dirty and dream of moving 

to a quiet neighbourhood. The fo110wing excerpt from an interview 

with the twenty year old daughter of a Portuguese tenant shows the 

nature of such dreams. 

Interviewer (I): How did they [her parents] find this apartment? 
Respondent (R): Al1 right compared to some that l have seen, 
but it is not the best. We're planning to move. 
I: When? 
R: In the near future, maybe next year or so. 
I: What wou1d you 1ike to get? 
R: This neighbourhood is not very interesting. It's not a peace­
fu1 neighbourhood. We'd 1ike our own backyard. 
I: So where do you think you wou1d move to? 
R: l don't know -- a bit outside the city--
I: Do you know if you wou1d move to where other Portuguese are? 
R: No, not particu1ar1y; but we wou1dn't want to move to an area 
in which we didn't know anybody. 
I: What about your parents - that must be quite important to them. 
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R: No not really -- because we live in a Portuguese community 
and '"we hardly -- 1 don' t visi t any of these neighbourS. 
1: What about your mother? 
R: Sne doesn' t ei,ther. She Call1es home ;f'rom work and she doesn' t 
have time. 

1: l still don't understand why you want to move. 

R: Weil l'm not saying we will definitely because we said we 
would this year and we didn't. It's Just the streets are very 
dirty and many kids around and it's not a peaceful area. You 
know -- go outside and stay in peace. Because we like the 
house -- except it's old. We'd like a better house too. 
1: A newer one? 
R: Ya, sort of. 
1: What's wrong with this one? 
R: Weil the walls are cracked, so we would Just like to have a 
better house. 
1: Have you parents looked around a bit? 
R: Weil, once we did. 
1: Have they gone to the suburbs to look at houses to rent? 
R: To look to rent we never did, but we looked around. 
1: So how do you know there will be a nicer place? 
R: Weil because we've gone around and we've seen nice places. 
Still, at the moment we don't have any idea. 
1: Do you think it wou id cost much more to live elsewhere? 
R: It would cost a bit more. 
1: Is there anything good about this district? 
R: 1 don't know. 1 don't have much to complain. 1 mean nobody 
ever bothers us here. 1 don't have any problems. You know every­
body here -- because you're Portuguese, and everybody elso is 
Portuguese, you're not kind of scared or anything. 

Some have more definite attitudes towards the area; perhaps 

because of their situations. 1 was talking to Martin. As he was 

telling me how he would like to leave the area and how crazy his 

father was to buy in the area we were joined by his friend Jos~. 

(To his friend) Martin: This gentleman is here to do a study or 
survey or something. He's come here to study the Porks and the 
other immies. 
(To me) Martin: José's father is buying a house in the country. 
That's what l would like. To get out of here into the country. 
Jose: 1 don't know, 1 feel really attached to this place. 1 plan 
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to come back whenever l can. 
I:nterviewer: That sure is different from what he saya (poi.nting 
to Martin). Are you putt:i:ng ,me on? 
J oal: No l rea.11y :l;ee1 l g'rew up h.ere. T' 'Ve 1i'Ved in this neigh­
bourhood since T was a 1:i:ttle kid. r have friends here and 
everything. I: like :i:t here. 

Know1edge of French and Eng1ish 

For two reasons language ski1b may dete:rmine whether a 

fami1y ~i11 stay in the area. Know1edge of French or Eng1ish 

a110ws the immigrant access to more stable higher paying jobs and 

frees him fromPortugueseinformation networks. They are thus 

aware of other housing opportunities and are socia11y and economic-

a11y competent to take advantage of them. This independence from 

the Portuguese community can a1so be achieved if the unmarried 

chi1dren gain access to good white co11ar jobs which require 

Portuguese as we11 as French and Eng1ish. On1y those with a Canadian 

education and sufficient Portuguese contacts can gain such jobs. 

(e.g., Portuguese exporters, air1ine and shipping companies, social 

agencies). Such chi1dren know of better areas and can he1p pay the 

rent in a more expensive area. 

Those who do move away do not 10se contact with the area as 

it still fu1fi11s the social needs of the parents and the practica1 

needs of the fami1y. A boy whose fami1y moved away was asked, 

Q: Are there lots of special Portuguese stores in the area? 
A: There are hundreds of stores. Portuguese come from a11 over 

the city to buy their food here. Especia11y the fish stores. 

The reasons for staying are a close weave of social and 

economic factors. Many do not know of other areas with simi1ar renta1 

/ 
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conditions. Even tf they did know of such hou~ing there would be no 

point in leaving the Portuguese cOl'QlI!.unitY' for si1ntla'r housing. It i.s 

not surp'rising then that those who cannot afford better housing stay 

in the area. What is striking ts that those who can afford to move 

to another area also remain. The following conversation with the 

only Portuguese real estate agent in the city sums up their reasons 

for staying. 

Interviewer: In what area do the Portuguese usually buy? 
Agent: In this central area. 
Interviewer: Why is that? 
Agent: WeIl l have tried to interest sorne of them in buying 
more in the suburbs like LaSalle or Ahuntsic and Montr~al Nord, 
but often they don't speak English or French and they feel lost 
in such communities. Also there are Portuguese stores and they 
have built up a conununity here. They say to me, "Why should we 
move and leave aIl this, we like where we live now." 
Interviewer: Are many of them moving to the suburbs? 
Agent: l would say about five percent are moving out to the 
suburbs. 

The Portuguese have a strikingly high level of manual skills. 

They participate in information networks which lead them to the 

spacious, reasonably priced housing in the area. The Portuguese 

hegemony in the area provides additional attractions. They naturally 

feel more secure and at ease in an area dominated by those of the 

same culture, with stores catering specifically to their needs. 

Particularly for those unable to speak French or English, the 

"services" formally and informally offered in the area are very 

important. 

The following discussion of landlords and the subsequent 

sections on tenants and landlord-tenant relations will show specific-
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ally how these social assets of the Portuguese contribute to hous~ng 

improvements in th~ area. 

Làrtdlord Resources and Strategies of Building Care 

The building-care strategies of owners ranged from extensive 

renovation to virtual neglect depending on the goals and resources. 

Those who bought their buildings as residents made the most improvements. 

The important resources were not, significantly, those generally con­

sidered necessary for success in advanced industrial society. Expertise 

in real estate or finance, financial and political power did not appear 

important for the rehabilitation of the old and damaged buildings in the 

area. On the other hand, resources flowing from the personal experience 

and social relations of individual owners were mobilized by those with 

limited financial resources. For those willing to utilize such resources, 

the improvement strategy provides an acceptable return. If market 

resources were used, for the same improvements any increased return 

would not normally meet the additional costs. Improvement is therefore 

not undertaken by those investment oriented owners able to accurately 

predict the marginal increase in return. 

The landlord's ability to keep his units constantly rented to 

good tenants also plays an important role in making improvements practi­

cal. The manner in which this is achieved is explained in the following 

chapter. 
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Typology 0:1; Building·Care 

Landlords hqd a prett:y' clear ide a of the strategy they would 

adopt toward their building when they made the decision to buy the 

property. Those resident owners who bought buildings in poor condition 

planned significant improvements. Absentees however, made improvements 

only when they despaired of getting tenants any other way. Those who 

bought houses which had been kept up or renovated by previous owners 

maintained. An investor and an inherited landlord acquired badly 

maintained buildings and continued the previous policy of neglect. There 

were thus three types of building care noted in the area: 

Improve, MaiILtain, and Neglect. 

Those who made improvements were primarily interested in home 

ownership. Maintainers were only slightly more likely to own the building 

as an investment than as a residence. Those who neglected their building 

expected to take advantage of increases in land value. Table 9 shows that 

resident land lords were twice as likely to make improvements as absentee 

landlords. Eight out of the thirteen who did not make improvements were 

absentees. 

TABLE 9 

IMl?ROVEMENT STR,ATEGY BYRESIDENCE 

Residence Building Care 
Improve Maintain Neglect 

Resident la 5 a 

Absentee 5 6 2 

2 X = 3.62, significant at .20 level 
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Whether a landlord owned the building as an investment or as 

a resident h.ad an important effect on the e:xtent of work done and the 

length of time taken to improve the bu:t1ding. Exc.ept for one owner who 

renovated while still a resident, the absentees who made improvements 

did so while the units were empty, and the work was completed in a 

relatively short time. As the resident owners (and one ex-resident) 

worked in their spare time and did not buy materials for improvements 

on credit, the process was drawn out over a period of several years. 

Depending on his resources and the type of building, a resident owner 

either worked on the whole building at one time, or on one unit at a 

time. The strategies adopted to accomplish improvements fall into three 

categories --renewal of the owners fIat, renewal of aIl flats one at a 

time, and renewal of the whole building. 

Renewal of Owner's Flat 

Three of the fifteen improvement oriented owners have only 

renovated one fIat and paid little or no attention to others. One of 

these was an absentee owner. The most recent purchaser has renovated 

his own apartment and repaired and redocorated the two remaining units. 

To create a handsome residence out of a derelict fIat he refinished aIl 

the floors, built a modern bathroom,rearrangeè partitions to enlarge 

some rooms and create cupboard space. He replaced the old plumbing, in­

stalled new do ors and frames in each room and rewired the whole fIat. 

In the fIat of the tenant interviewed he helped patch and paint the 

walls and (with the help of the tenant) rebuilt the front entryway with 
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gy'p;rock. 

Th,e owner who bought a better' 'Il1aintained building i..~proved his 

own apartment by rebuilding the kitchen, replacing the plumbing and re­

decorating the rest of the apartment. 

'Flat by Flat Renovation 

Four owners moved into one flat and some time after it had 

been renovated moved into another flat and repeated the process. Until 

moving into a flat the owners made only small improvements or neglected 

it totally. Two such owners report having renovated their first fIat 

solely for their Ol~ use. The move to improve another fIat was a change 

in their original strategy. It is possible that those who have renovated 

only one fIat may eventually make a change in strategy and renovate 

other flats in their buildings. 

Renewal of the Whole Building 

Five of the eight who renewed the whole building owned cottages 

and rented out rooms and lived in the building while renovating. (In 

the sense that the whole building in such cases is really one large 

unit, these owners' strategy resembles that of the simple improvement 

of the owner's personal flats.) It was a slow room by room process for 

resident owners. Absentees who renovated their buildings while vacant 

had the work done as quickly as possible to avoid lost revenue. For 

resident owners who faced no revenue loss, it was a slow room by room 

'} 
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process. Two qbsentee owners of rooming.houses renewed aIl the. ~poms 

together. rh~ eighth owner, an absentee, renewed aIl si~ of the furnished 

apartments in his bu±lding at one ttme. 

These patterns are interesting in that they show how resident 

owners' des ire for improved housing has eventually led them to provide 

improved housing for others in eight out of ten cases. They also 

indicate that the two newest and deviant resident improvers may eventual­

ly follow suit. 

Reason for Improving 

Except for one ex-resident Portuguese landlord, the absentee 

landlords renovated their buildings to improve profits. The two apart­

ment owners did so in a somewhat desperate attempt to eliminate losses, 

and the two rooming house owners to increase profits. 

The resident landlord's first reason for improving his 

building is to provide for himself the standard of dwelling he desires 

without overextending his budget. The reasons for moving into another 

unit and impvoving it in turn are more diverse and obscure. Pride and 

the pleasure derived from renovating a fIat seem as important as any 

prospects for increased return. 

Landlord Resources 

The landlord's improvement strategy is closely limited by the 

resources at his disposaI. Regardless of the reason for improving a 

building it is clear that only those possessing certain resources are 
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able to carry out iJllprovements successfully. Mi.nimal financi:al resources 

and the inte·rper'3onalresources to skirt th~marketmechani.sms are. th~ 

prerequisites for i~provements. Th~ nature of such resources and an 

analytic framework to understand such systems were discussed in Chapter 

I. We are now in a position to apply the perspective to the unusual 

exchange relationships involved in low income housing in the St. Louis 

area. 

As oQtlined in the first chapter, special relationships allow 

access to low cost building materials, the help of skilled tradesmen at 

low rates or for free, and access to information on the best methods of 

carrying out renovations and repairs. In one exceptional case an owner 

obtained a mortgage of $5,000 to cover the cost of renovation from 

friends at 7 1/2 percent -- weIl below the 9-12 mortgage rates offered 

by financial institutions at the time. 

Much "free" labour can also be obtained through such relation-

ships. Among the Portuguese it is taken for granted that good friends 

and relatives will help with renovations. One afternoon the interviewer 

and the translator were sitting in the dining room of a house in the 

process of being renovated, waiting for the owner to return from work. 

The owner's wife was asked if her husband had done aIl the work himself. 

She: Up until now he worked alone; now he has hired a man. He 
can't do the more specialized things like an electrician does. 
--Just then the door bell rings. We are introduced to the new 

arrival.--
She: This is my brother. He cornes to help paint the house. 

In fact the owner "works alone" with the help of his brother-

in-law. Relatives that help with the renovations may not even be 
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mentioned un1esa specifica11:}" referred to by the i,ntervi.ewer. 

Now, a11 these reaources are ;f'X'ee of direct ;financ:l:a1 expense, 

but there is a cost fnvQlved. A1though hous:lng help fa i~bedded in the 

social re1ationship, and is given in the name of friendship (or kinship) 

no he1p wou1d be forthcoming if the owner present1y in need of he1p, 

had not been generous in the pasto Thus some who he1p are repaying past 

"social debts" and others he1p, knowing that the owner has a reputation 

for he1ping his friends. Simp1y stated, the owner who he1ps others when 

asked is we11 1iked, and those who he1p him do not fee1 they are "being 

used", and enjoy he1ping him. 

An absentee Greek 1and10rd exp1ained that he k.ept his improve-

ment cost down, 

because l acted as my own contractor. l hired Greek craftsmen who 
work twice as hard as they wou1d for Anglo-Saxons because they 
are friends. If they weren't friends they wou1d slack off one 
quarter of the time. For a friend they work a11 the time they are 
paid. l a1so get my supplies who1esa1e. In fact cheaper than the 
average contractor. [1 bought my supplies from friends.] They 
gave me a price such that they only make about 3% profit. They 
cou1dn't afford to give such prices to a contractor who buys in 
rea11y large quantities. [1 a1so get better prices because l am 
more flexible.] If l need three-by-fours and they have a lot of 
two-by-fours, then they'll give me a special dea1 on1y on the 
two-by-fours and l can take it because l am doing my own work. 

A further resource which is important for anyone to consider 

before renovating is the abi1ity to get good tenants who will not undo 

improvements, skip out, or otherwise make the proposition expensive. The 

nature of this resource will be considered at 1ength in the discussion 

of 1and10rd-tenant relations in the fo110wing chapter. 

There is a strong correlation between a man's occupation and 
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his abi1ity to circumyent the market. The ski11ed work~r ~s used to 

dea1ing with too1s and -materia1s. Th.e.wtite ca11ar ~d professiçma1 

worker may have know1edge of :einancia1 techni~ues, but fs 1ess faII\i1iar 

with too1s. The membexs of diffexent occupations make different con-

tacts in their work 1ife. The type of persona1 contacts avai1ab1e 

effects the strategy owners can adopt towards their property. Table 10 

shows that b1ue co11ar workers are twice as 1ike1y to make improvements 

as those of other professions. 

TABLE 10 

OCCUPATION AND IMPROVEMENT STRATEGY 

Occupation Building Care 
Improve Maintain & Neg1ect 

Blue co11ar 10 3 

White co11ar & prof. 2 8 

Retired 3 2 

x2 
= 7.48, significant at .05 1eve1 

The owner who uses his occupationa11y derived ski11s to improve 

his building is comp1ete1y short circuiting the market mechanism. For 

the six construction workers who improved their buildings the strategy 

was particu1ar1y suited to their occupation. By the very nature of the 

construction industry (Go1denberg: 1967) the men with housing ski11s 

have periods of free time to work on their own dwe11ings. 

Persona1 ski11s, the abi1ity to ca11 on the ski11s, labour and 

know1edge of others and access to tenant recruitment networks are a11 
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prerequisites to successful housing improvement. Table Il shows that 

access to such market-circumventing resources is strongly related to 

the likelihood of an owner adopting an improvement strategy. 

TABLE Il 

IMPROVEMENT STRATEGY AND NON-MARKET RESOURCES 

Building Care Availability of Non-Market Resources 
Yes No 

Improve 13 2 

Maintain or Neglect 3 10 

x2 Il.59, significant at .001 level 

The two improvers without non-market resources opera te rooming 

houses in the area. Although non-market resources were not available to 

them, they continued to operate the houses successfully because they had 

learned to modify market relationships with roomers. These two rooming 

house operators adopted a strategy which closely parallels the Pratik of 

Haitian traders. 

In the stern competition of Haitian markets, a trader trying to 
break in needs to establish personal relationships of a client­
patron sort to insure steady customers. The bond of pratik is 
created by granting concessions of credit, by reducing prices, 
or by giving the baker's dozen to favoured buyers. Pratik sets 
up obligations between buyers and sellers which transcend the 
impersonal market forces and provide some hedge against risk and 
seme mitigation of unbridled competition. (Manning Nash: 1966:p.88) 

The dominant characteristic of such peasant markets is the large number 

of small transactions made. Similarly the operation of a rooming house 
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is based on weekly contracts. The significance of the difference between 

many small deals and the once a year or biennial lease common in fIat 

rentaIs will be developed in the chapter on landlord-tenant relations. 

For the present argument it is enough to point out that the returns to 

capital of over twenty percent received by the rooming house opera tors 

are difficult to maintain unless vacancy rates are kept low. The owners 

do this by developing personal loyalties with roomers by doing special 

favours. A trusted roomer may go for several months without paying his 

weekly rent. Owners report several ways in which such strategies pay 

off. Roomers return to these owners when they again need a room in the 

area, and take better care of the owner's property. This situation does 

not ho Id true for landlords renting by the year as too few "business" 

transactions are available for manipulation over the few years that most 

tenants have been renting. 

Landlord Ties with the Main Economy 

Although non-market relationships are very important for the 

rehabilitation of housing in the area, renovating owners are obviously 

not completely independent from the market economy. For"those who do 

not have the cash to buy a house outright, the availability of mortgages 

at a rate of interest they can afford and the ability to get a job pro­

viding the steady wages needed to pay off a mortgage are market facts. 

A man's wage income cons trains the housing strategy he can 

successfully adopt. Too limited a demand for his particular skills 

brings low wages or underemployment and makes it impossible to contem-
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plate owning a home. On the other hand, those who earn enough to afford 

a building in good condition would not bother with a building needing 

extensive improvements. For those with an income falling between these 

two levels a building in poor condition is within their range. The 

individual within this income range, but without personal skills and 

the aid of friends would be limited to the rather substandard housing 

he could afford. For the man possessing both these minimal financial 

resources and non-market resources, badly cared for buildings are an 

excellent source of good housing. 

Mortgages to finance the purchase of a building are even 

further remûved from the control of narrow social networks. Few within 

the sphere of buyers' social relations have money to lend. Money must 

come either from financial institutions or from the vendor. The willing-

ness of a vendor to of fer a mortgage to a given buyer is heavily a 

function of why he is selling, how quickly he wants to sell, and the 

availability of other buyers with the cash or the ability and willingness 

to pay commercial mortgage rates. 

Sternlieb suggested that the policies of government and private 

lending institutions toward mortgages and loans in "blighted" areas was 

a contributing factor towards their continued degeneration. Similarly, 

only seven of the twenty owners who reported their financing arrangements 

financed the purchase of their building through lending institutions. l 

However, the low participation of lending institutions seems not to 

l 
Three owners inherited their buildings and could give no information 

on financing. Five owners refused to reveal financing arrangements. 
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have discouraged building care, as there was no relationship between 

source of mortgage and building care. 

Three methods of financing were reported. Four purchasers paid 

cash, seven obtained mortgages from financial institutions and nine 

obtained mortgages from the vendor. Three of the eight Maintainers and 

one Improver paid cash. Mortgages from financial institutions were more 

expensive than those from previous owners. The rates of lending institu-

tions for first mortgages ranged from 7.5 to 9.25 percent and averaged 

8.3 percent. Previous owners charged between six and seven percent and 

the average such rate was 6.5 percent. No resident owners obtained 

second mortgages. Two absentee owners paid twelve and eighteen percent 

for second mortgages. 

Profitability of Each Strategy 

Because most owners in the area do not keep accurate accounts 

of costs, and because many avoid market relationships as much as possible 

in operating and improving their housing, it is difficult to calculate 

the economic measures of success, return rates. Thus, the major di ffi-

cult y in assessing profitability stems not from lack of co-operation on 

the part of respondents but rather from the manner in which they manage 

their properties. 

The first problem was to de termine the price of improvements 

to be added to the value of the building. At first an attempt was made 

to base the increase on the sum of the cost of materials and the labour 
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invo1ved. A1though those who had made systematic and extensive renova-

tions cou1d state a figure to the nearest thousand dollars of the total 

cost of materia1s and the incidenta1 ski11ed labour hired, they had no 

idea of how much time they and their friends and relatives had put in. 

Most were a1so indefinite about the actua1 cost of materia1s. At the 

beginning of an interview one owner mentioned he had spent $11,000 on 

renovations, 1ater he stated that they had cost him $6,000. 1 

Another prob1em of this method 1ay in the difficu1ty of putting 

a cash value on an owner's surplus labour. Particu1ar1y if a man is 

underemp10yed, the market value of his labour is very 10w. If an owner 

has a ski11ed friend who cornes and works for friendship and a beer, what 

price shou1d be accounted for his labour? Given these prob1ems and the 

nature of the data, this method was c1ear1y unworkab1e. 

It was fina11y decided to use the Charleston Rehabilitation 

Price Book, (B.R.A.: 1971) to estimate the price of improvements to the 

building under the fiction that the materia1 and labour had been bought 

on the market and that the project had been carried out by a contractor. 

This method had the advantage of not on1y pricing the mate rials and 

labour used but a1so effective1y adding into the final price a market 

value for the "non-market resources" used (in a sense a price factor 

for the use of non-market mechanisms). 

A further difficu1ty arose in using rate of return to assess 

the economic viabi1ity of each strategy. In order to judge this "market 

1 
He origina11y thought l was interested inbuying and may have exaggerated 

his estimate according1y, nevertheless, such inconsistencies made estima­
tions based on reported cost very tenuous. 
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rationality" it was necessary to put absentee and resident owned 

buildings on the same footing by "charging'l the owner a fictitious rent 

for the apartment which he occupied in his own building at the average 

rent ch~rged the tenants of his building. 

Consequently the net return brought by the building was the 

sum of rents collected for the year, plus the assessed rent of the 

resident owner's apartment, minus the cost of taxes, insurance, 

maintenance, and any other costs. The rate of return was based on the 

value of the building arrived at by adding the estimated price of 

renovations to the original price of the building. 

Table 12 

RETURN RATES OF BUIIDING CARE STRATEGIES 

Rate of Return Building Care Strategy 
Improve Maintain Neglect 

Under 9~ 8 0 1 

Over 9 % 5 11 1 

Average rate 7.3% 12.0% 7.0% 

X2 = 15.63, significant at .01 level 

Total 

9 

17 

10.3% 

The above table excludes the two rooming house operators from 

the improve column. Their returns of 21.43% and 25.90% respectively, 

dis tort the profits for the improvement category (9.5% if the y are 
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included. Table 12 clearly shows that improved buildings bring lower 

returns than maintained buildings. 

The figures show that few of the buildings studied would be 

particularly attractive for professional investors. 

The most common investor today is a knowledgeable hard headed 
business or professiona.l man who demands a return of 10% after 
aIl debt service - and by debt service we mean interest and 
capital repayments. (Corporation of Real Estate Brokers, 
Province of Quebec: November, 1967: pp.7-8) 

Clearly anyone restricted to market resources and aiming at monetary 

benefits would be unwise to improve buildings in the area. Even the 

return available on maintained buildings would not attract such "hard 

headed" investors. Similarly, the lack of viability of the neglect 

strategy is indicated both by the low rate of return and by the in-

frequent use of this strategy. 

Financial Attitudes, Real Estate Expertise and 
Housing Behaviour 

In the light of the above discussion on rates of return it is 

not surprising that the lack of participation of local owners within 

the main economy is balanced by a lack of participation in the area by 

those professionally involved in real estate. Only five out of the 

twenty-eight landlords interviewed were recognized as possessing real 

1 estate expertise --aIl were absentees. Significantly four out of the 

five market oriented owners made no improvements. The one exception (to 

be discussed below) did not rely on purely market ties to improve his 

1 
This judgment was based on their involvement and experience with 

rentaI buildings and on the manner in which they based their rate of 
return on their own equity and compared it to the returns available 
through other uses of capital. 
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building. 

There was only one really "professional operator" in the sample. 

A young man with a family, he made his living by operating residential 

buildings. He was the only landlord who specifically mentioned the 

desirability of keeping his equity as low as possible in each property 

he owned. The seven other absentee landlords without real estate exper-

tise were primarily interested in a secure income. For example, 

l am a working man, and if l get sick or something 1 still have to 
look after myself and my wife and kids. Insurance is not enough, l 
want an income which l can fall back on. 

The resident owner's prime interest is in a residence. The 

difficulty even the English speaking owners had in understanding the 

interviewer's questions on rate of return indicates that this concept 

is unimportant for resident land1ot'ds. The fol1owing table indicates 

that only one of those who improved their building had real estate 

expertise. This renovator was the only absentee owner who possessed 

both real estate expertise and non-market resources. He obviously had 

ample real estate experience as, in addition to owning several furnished 

apartment buildings, he had contracts for the operation and maintenance 

of several large office buildings. This deviant case highlights the 

difference between non-market resources used in building improvements 

and those used in the recruitment of tenants. The owner's experience 

and contacts in the Greek community enabled him to save greatly on 

labour and materials involved in improving his building. However, he 

had no position in any informaI tenant recruitment network and up to 
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TABLE 13 

REAL ESTATE EXPERTISE AND IMPROVEMENT STRATEGY 

Strategy Possession of Real Estate Expertise 
Yes No 

Irnprove 1 14 

Maintain 4 7 

Neg1ect 0 2 

Chi2 = 4.3, significant at .20 1evel 

the tirne he was interviewed had not been able to gain access to one. 1 A 

Portuguese grocer whose store is in the adjoining building shows the 

furnished apartments to those attracted by newspaper advertisements or a 

sign in the store window. There is no 1ease and renta1 is on a month1y 

basis. He finds that on the average it takes two w'eeks to find a new 

tenant in the winter and up to three months in the summer. With no 

vacancies the building wou1d earn him nine percent on his investment. 

(Which he considers breaking even.) With his present vacancy rate he 

netted on1y two hundred dollars 1ast year and experienced a 10ss the 

year before that. A1though month1y agreements without a 1ease for fur-

nished apartments are unusua1 in the area and do not in themse1ves tend 

to attract long term tenants, his experience strong1y underscores the 

importance of a good source of tenants. 

1 
The recent engagement of the neighbouring Portuguese grocer to find 

tenants on a commission basis is an attempt to do so. 
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The Non-Market Extreme: The Portuguese Land10rd 

The first clue to the social sources of building renovation 

that professiona1 investors cannot tap lies in the ethnicity of the 

improvers. The important contribution of the Portuguese 1and1ords to 

housing improvement in the area stems from their unusua1 resources. As 

will be shown in the section on tenants, it is primari1y the Portuguese 

who find apartments through informa1 networks. We might therefore expect 

the Portuguese 1and1ord to be more c1ose1y p1ugged into an information 

network than other 1and1ords. Table 14 shows that ten out of e1even 

Portuguese owners recruit by informa1 market-avoiding means. 

TABLE 14 

ETHNICITY AND TENANT RECRUITMENT 

Tenant Recruitment 

Market 

Non-market 

x2 = 9.8, significant at .01 1eve1 

Land10rd Ethnicity 
Portuguese Other 

1 12 

10 5 

In addition we find that Portuguese have the types of jobs condùcive to 

the possession of non-market resources such as ski11s and access to 

information on home improvement. Table 15 shows that eight out of-e1even 

Portuguese worked in b1ue co11ar jobs in contrast to five out of seventeen 

"others". 
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OCCUPATION AND ETHNICITY 

Occupation Land10rd Ethnicity 
Portuguese Other 

Blue co11ar 8 5 

White co1lar and professiona1 3 7 

Retired o 5 

x2 6.29, significant at .05 1eve1 

It is not surprising, th en , that the fo11owing table shows 

that nine out of e1even Portuguese adopted the improvement strategies 

whi1e on1y six out of the seventeen of bther ethnie origins have made 

improvements. 

TABLE 16 

ETHNICITY AND IMPROVEMENT STRATEGY 

Ethnicity Improvement Strategy 
Improve Maintain and neg1ect 

Portuguese 9 2 

Other 6 11 

x2 = 5.82, significant at .02 1eve1 

Degree of Improvement and Occupation 

In understanding the process of improvement it is usefu1 to 

distinguish the degree of improvement. There was a marked dividing 1ine 

between owners high on the sca1e of improvements and those who made few 
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improvements. Thus improvcments could be easily classified into either 

the category of Rejuvenated, or the category of Renovated. Rejuvenated 

buildings were less intensively improved as they were generally in 

better condition when bought than the more thoroughly improved Renovated 

buildings. In most Rejuvenated buildings the previous owner had 

completed one or two major steps, such as rewiring or installing new 

plumbing, and the present owner had completed the modernization of the 

units. Owners of Renovated bûildings had such basic improvements to 

1 make in addition to other changes. 

The distinct difference between Rejuvenated and Renovated 

stems not so much from the original condition of the building as from 

basic differences in the occupation based resources of owners. Although 

there was no distinction in improvement between retired, white collar 

and blue collar workers, if the retired and white collar workers are 

ommtted there is a distinct difference between the strategies of 

skilled and unskilled blue collar workers. AlI the si~ blue-collar 

workers who renovated were skilled. Only one of the four b[ùe~collar 

Rejuvenators were skilled. 

1 
Although most cases were clearly a case of renovation or tejuvenation 

there were several borderline cases. Using the Charleston Rehabilitation 
Price Book, (B.R.A.: 1971), the value of improvements to buildings was 
calculated on the basis of the cost of actual changes had the materials 
and labour been bought'on the ·market. (The book is used by Architects 
and Contractors in Montreal to predict rehabilitation costs.) None of 
the obVious cases of Renovation fell below $3,000 per building, and no' 
clear cases of Rejuvenation were evaluated at over $3,000. Thus, 
owners making improvements valued at over $3,000 were classed in the 
Renovation category. The greatest improvement was valued at $9,000 and 
the average was about $6,000. 
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AlI three manual workers interviewed worked for an office 

cleaning contractor. They made a steady $80 per week. The seven skilled 

workers generally earnéd more but were subject to periodic layoffs. 

Having a greater but less stable income, Renovating landlords tended 

to p~y off their mortgages more quickly than Rejuvenators. l Four of 

the six Renovators paid off their mortgages in less than four years. 

Only one of the four Rejuvenators did so. 

Although these landlords resemble those OD Sternlieb's (1966) 

study of Newark in that they p~id off mortgages very quickly, they 

differed markedly in that this heavy initial drain on cash flow did 

not prevent landlords from making improvements soon after purchasing 

the property. Although further explanation is given later, the contra-

diction is partly explained by the differences in building skills 

between Newark owners and the owners interviewed. Sternlièb found that 

Newark home-owners were so ignorant about housing care that they were 

commonly cheated by home-improvement racketeers. This difference 

underscores the consequences of dependence on the market for housing 

improvements in areas such as central Newark and St. Louis Square. 

Within the St. Louis Square area evidence suggests that those 

with the greatest skills made. the greatest improvements in the area. 

Those with greater skills bought buildings in the poorest condition and 

1 
From experience such workers know that the high income of today may in 

the near future be no income at aIl. While he has the available cash he 
will put it towards the paying off of the mortgage., In this manner an 
uns table dollar-input tie with the macro-market economy is countered 
byremoving, housing ties (the mortgage) with the main economy as fast as 
possible. 
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Renovated them. For this reason, buildings in the best present state 

of repair were purehased for the lowest priee. Two-thirds of the 

Renovators paid 1ess than $12,000 whi1e the two-thirds of the Rejuv-

enators paid over $12,000 for buildings of an equiva1ent size. More-

over, the $1,000 lower average priee paid by Renovators bought 

buildings averaging 600 square feet more f100r spaee. This meant that 

Renovators paid $5.65 pet square foot whereas Rejuvenators paid an 

average of $6.64 per square foot for their buildings - Renovators 

bought eheaper buildings in a worse state of repair. 

Cost per Square Foot 

TABLE 17 

COST PER SQUARE FOOT BY 
IMPROVEMENT STRATEGY 

Improvement Strategy 
Renova te Rejuvenate 

$1-$4 5 1 

Over $4 4 5 

Average $5.65 $6.64 

2 
X - 2.27, signifieant at .20 1eve1 

Cost per Unit 

$1,000-$4,000 

Over $4,000 

TABLE 18 

COST PER UNIT BY IMPROVEMENT 
S'l'RATEGY 

Improvement Strategy 
Renova te Rejuvenate 

7 2 

2 4 

Average Cost per Unit $4,581 $6,389 

X2 ='6.41, signifieant at •. 02.1eve1 
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Although in several cases the Renovators and Rejuvenators end 

up with the same quality housing the particular resources of the Ren-

ovating landlord make it advantageous for him to buy a house in poor 

condition and make extensive renovations. The Rejuvenator's resources 

dictate closer reliance on the market economy. 

Future Plans of Owners 

As shown in Chapter l, the turnover of houses is very slow at 

the present time. No one is eager to buy in the area at the priees 

Sellers are willing to accept. Although three absentee-maintainl,owners 

have For Sale signs on their buildings owners are not particularly 

eager to sell. 

l'm keeping it as a revenue - for two reasons. You can't sell 
today, and l'm not so miserable with it. l collect my rente 

During another interview--
Question: That For Sale sign looks pretty old, is the building 
still for sale? 
Landlord: Yes, but l won't sell unless l get my price,- l get 
my ten percent. 

Two resident maintainers intend to sell. A Portuguese grocer 

is selling his house to finance the recent: purchase of a combination 

grocery store and residence in the area. Another Portuguese owner is 

vaguely contemplating selling, as a recently expanded fish-packing 

plant next door has driven away aIl his "good Portuguese" tenants. 

Neitherrresident nor absentee owners are eager to sell. 

Residents are content with the area, while Portuguese tenants have 

propped up the demand for rentaI housing giving absentee owners an 

acceptable return. Absentee owners with Portuguese tenants will not 
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sell unless the transaction involves a substantial capital gain~ As 

long as there are no prospects for the conversion of the area to higher 

use, ownership for rentaI return will remain more viable than purely 

speculative ownership. 

Tenants 

Among tenants interviewed, only the Portuguese stood out as a 

unique and self-consistent group. Unlike other tenants who are attracted 

to the cheap, roomy housing, the Portuguese are primarily attracted by 

the presence of friends and relatives in the area. Many were limited 

to interaction with fellow Portuguese through lack of language skills. 

Portuguese were also more inclined to find apartments thDough acquain­

tances th an from the usual signs and newspaper advertisements. 

The Portuguese tenants were also uniquely reliable, which 

eliminated much of the risk involved in the ownership of rentaI housing. 

This situation supports owners interested in maintaining a steady return 

by keeping up their property and drives out those interested in high­

risk, high-returns as they cannot attract tenants. Moreover, Portuguese 

tenants repair and maintain flats of those owners speculating on 

increases in land priees, which also softens the effect of the the poor 

maintenance of these owners. 

The following analysis of interviews with 19 tenants shows 

how Portuguese differ from other tenantsin the forces which brought 
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them to the area, and which keep them there. 

Attraction of the Area 

Tenants were asked why they chose to live in the area. Fort y-

two percent 1iked the area for the spacious and reasonab1y priced 

housing. Thirty-two percent cou1d not c1ear1y articu1ate reasons for 

preferring the area. Twenty-six percent had chosen to live there 

because"they had relatives or friends'in the area. 

TABLE 19 

ETHNICITY & REASON FOR PREFERRING AREA 

Ethnicity 
Housing Friends & relations Don't know 

Portuguese 

"Other" 

2 

1 

7 

5 

o 

X 20.37, significant at 1ess than .001 1eve1 

4 

2 

Table 19 shows that, exc1uding those who didn~t know why 

they prefer the area, five out of:Jsix Portuguese live in the area to 

be near friends and relatives whereas a11 seven of the "Other" 

tenants are attracted to the area by the housing. Sorne of those who 

cou1d not answer were ignorant of conditions, or 1acked experience in 

other areas. Three of the four'Portuguese who cou1d not articu1ate a 

reason were unab1e to speak either Eng1ishor French. Five of the six 

who had "no reason" had 1ived in the area before moving into their 

present apartment or had arrived direct1y from Portugal. Probab1y, 
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even when not stated, the presence of relatives in the area was a strong 

attraction for Portuguese tenants. Ninety percent of the Portuguese had 

relatives in the neighbourhood; none of the "Others'had any. 

As previously discussed, those limited to the Portuguese 

language are dependent on others for social and practical needs. Six 

out of the ten Portuguese spoke néither French nor English. Three 

spoke French and one spoke English. With the exception of one uni-

lingual Yugoslav, aIl of the "Others" spoke French (3) or English (5). 

Manner in Which Apartment Found 

The presence of relatives in the area and language dependence 

reinforced social networks as a means of bringing landlords and tenants 

together. Five of the ten Port~guese tenants took over their present 

apartment from a friend or relative or heard of it from such a person 

while only one of the nine "Others" did so. Six "Others" as opposed to 

l three Portuguese learned of their apartment from a sign placed outside. 

In the following chapter the informaI methods used by the Portuguese to 

find apartments will be seen to play an important part in the improve-

ment of housing conditions in the area. 

Moving Intentions 

A tenant's attachment to his apartment and to his neighbourhood 

is indicated by his moving intentions. The moving intentions of tenants' 

lvere classified as "soon", someday", or "none". 

l 
Two of the "Others" had a new landlord since moving into their fIat and 

were thus not included in this tally. One of the Portuguese was in this 
situation. 



TABLE 20 

MOVING INTENTIONS BY TENANT ETHNICITY 

Ethnicity Moving Intentions 
Soon Someday None Total 

Portuguese 3 5 2 10 

Other 5 o 4 9 

x2 
6.30, significant at .05 1eve1 

The "Other" tenants have more definite moving plans. Over ha1f 

intend to move soon whi1e ha1f the Portuguese express on1y vague dis-

content and intend to move "someday". However, twice as many "Other" as 

Portuguese intend definite1y to stay in their present apartment. The 

Portuguese who do intend to move are not dissatisfied with the area. 

One is moving into a more favourab1e apartment in the same building, 

a second has bought a house in the area, and a third intends to return 

to Europe because "there is not enought work in Canada". 

The Portuguese who wanted to move "someday" thought it might 

be nice to move into a better building west of Guy or in the suburbs. 

They admitted they wou1d probab1y be unab1e to afford such a move. In 

essence they had not serious1y considered a move, they were s~mp1y 

expressing dreams which they never rea11y hoped to achieve. 

Whi1e it is the application of persona1 ski11s and social 

resources which enab1es 1and1ords to achieve good housing at a reason-

able priee, it is re1iab1e Portuguese tenants in the area who make 
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improved buildings practical. Their intention to stay in the area 

encourages landlords to believe that the cost of their improvements 

may be recouped when the building is solde 

However, the mere presence of Portuguese tenants in the area 

is not enough to enable landlords to improve (or even main tain) 

successfully. The tenants must be recruited. The manner in which this 

is done is the subject of the following chapter on landlord-tenant 

relations. 



CHAPTER III 

LANDLORD-TENANT RELATIONS 

Having introduced our principals, landlords and tenants, we 

can now view the dynamics of their relations. The social character of 

the relationship is especially dominant in the St. Louis Square area 

as the principals confront each other directly, without the mèdiation 

of an effective legal definition or even a common social definition of 

landlord-tenant relations. Although most landlords require tenants to 

sign a lease, the legal system is not at their effective disposal. 

Landlords therefore seek tenants they can trust. Even more than trust, 

however, landlords seek out tenants with a common definition of land­

lord-tenant relations. Where a common definition does not exist at the 

beginning of the relationship the actual terms of the relationship 

must be worked out during the rental periode The resident-Improve 

landlord who is unwilling to risk the trouble of such an accommodation 

process seeks a tenant he can understand and trust; otherwise it is 

not reasonable to rent out the unit he originally so carefully 

improved for his own enjoyment. 

Defining the Relationship 

The Lease: A Legal Definition 

The lease is the accepted method of defining the legal obligations 

65 
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of landlords and tenants in Canada. Except for relatives and landlords, 

aIl tenants renting flats in the area signed a one year lease. However, 

any le gal contract is only as strong as the legal system which upholds 

it. In the case of rentaI contracts the· court system is complex, and 

the aid of lawyers too expensive to be of service to either landlords 

or tenants in the area. Thus, lack of knowledge and lack of funds to 

pay legal costs leaves both landlords and tenants effectively outside 

the legal system designed to uphold contracts. 

Both the provincial and municipal laws regulate land lord-

tenant relations. These laws play no part in the definition of landlord-

tenant relations in the are a as they, like the lease, are not operational 

l without the machinery of the legal system. Only one tenant interviewed 

had heard of or contacted the RentaI Control Board, a government agency 

designed to intervene in landlord-tenant disputes. She had not found 

it useful in solving her problem. 

Among small scale landlords in the area, even those who know 

about tha legal system do not use it. The son of one owner is a lawyer. 

He explains: 

l 

My parents have had much more luck with the buildings on Colonial 
than they had with the buildings on Esplanade. Up until recently 
it was paying for itself. But now we have had some hippie types 
here. The first group was fine. They painted the place nicely and 
paid the rent on time. We had no trouble with them. Then we got 
in another group of hippies. We had a verbal agreement with them. 
They paid the rent aIl right, then some of their friends moved in 
after ten months. There were a whole lot of them. They paid the rent 
alright, but they were really damaging the apartment. My mother said 
they should leave. They wouldn't so my mother took a big stick one 
day and just smashed the window to show that she meant business. 
They left within a couple of days. You know the tenant has aIl the 
legal breaks. You can't get rid of them if you want to. We have a 

Quebec Civil Code. Revised Statutes of the Province of Quebec. Bylaws 
of the City of Montreal, Quepec Bill 7: An Act to Promote Conciliation 
between Lessees and Property owners. 
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fellow on the lower floor of the building you are talking about. He 
is a welfare type. He knows aIl about the rentaI control board. We 
haven't had any trouble with him, but he is aIl keen on organizing 
the tenants and telling them their rights. If he wanted to stay we 
could never get rid of him. There is only one thing you can legally 
do. If you send the tenant a letter absolving him from paying aIl 
the rent he owes, he must leave within five days. Now, no one can 
leave within five days. So at the end of that time you can send the 
bailiff in to seize aIl but one thousand dollars of their household 
goods. We did that once and they left. l have gone before the 
rent control board for my mother several times. l really feel that 
the laws are loaded against the landlord. 

Another owner telling of the problems he had with a tenant who paid no 

rent was asked: 

What would you have done if he hadn't left? 
Landlbrd: l would have gone over with a couple of strong friends 

:land we would have thrown him out. l told him when l rented him the 
apartment that l expected him to act as the contract stipulated. 
If he didn't l would throw him out and l wouldn't waste my monèy 
with a lawyer. l have had experience with lawyers. In this building 
there was quite a nice man. He worked for a construction company. 
But the company went bankrupt. He came to me and asked if l could 
advance him the rent until he got a new ~ob. WeIl l let him stay, 
and aIl the while he kept his shiney car and lived quite weIl but 
didn't get a new job. l called a lawyer, and we had the furniture 
seized. WeIl, you know what happened - he moved to another place, 
and then declared himself bankrupt. The furniture was in his wife's 
name. So there l lost aIl the six months rent and $200 of lawyers' 
fees as weIl. l don't use a lawyer any more. l've learned my 
lesson. If they're one month behind in the rent, out they go and 
l don't worry about the lost rente 

Force or the threat of force is used by the tenants as weIl as 

by the landlords in the absence of recourse to the legal system. One 

evening the living room ceiling fell down upon a Portuguese tenant and 

his family. He called two o~ his biggest friends and went over to see 

the landlord that very night. Four days later, the landlord sent someone 

over to repair the ceiling. The tenant felt that the landlord's past 

performance indicated that a show of force was the only method of getting 



a quick response, if any at aIl. 

The main function of the lease is ceremonial. Beyond looking at 

the rent and the dates before signing most tenants do not ·even read the 

lease before signing. Many Portuguese and members of other groups could 

not understand it if they did. The lease is regarded by most as a 

ceremony which clinches the agreement over the period of occupancy and 

the amount of rente Verbal agreements made on such an occasion with 

respect to redocorations are not always respected by landlords. In two 

cases (out of aIl interviews), such agreements were reported broken. 

The practical limitations of the lease to the narrow field of 

rent and time leaves much of the relationship undefined. In an area of 

cultural homogeneity, one would expect many remaining aspects of the 

relationship to be defined by social convention. This assumption is in 

fact made by several tenants. Such tenants believe that the rentaI 

experiences they have had are typical of rentaI relationships throughout 

Canada. One tenant stated, "Ici au Canada c'est partout pareil, c'est 

le locataire qui fait tout." Because his land lord and the few landlords 

he had heard about never redocorated the apartments of their tenants, 

and because he put aIl non-Portuguese together as "Canadians" , he 

believed this an accepted Canadian arrangement. 

However, a shared definition of landlord and tenant obligations 

does not exist in the area. The diverse patterns of relationships and 

the heterogeneous ethnic population explain why no neighbourhood 

definition of landlord-tenant re~ations exists. 
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The Importance of a Common Definition of the Relationship 

Although the partners may not share common definitions to start 

with, if interaction is to continue smoothly, a set of common definitions 

must eventually be worked out. The bridging of disparate definitions was 

in several cases, a conflictual process. Two examples of such conflicts 

are dmscussed below. 

The Portuguese expect the land lord to provide a clean apartment 

in good repair. A Portuguese tenant was at:-first quite shocked by the 

behaviour of his absentee land lord who, despite glowing promises before 

signing the lease, regarded anything short of a leak in the roof as the 

tenant's responsibility. Because he imagined the landlord to be typical 

of aIl Canadians, the tenant eventually changed his expectations, and 

spent $200 in materials putting the apartment in what he considered an 

adequate condition. 

Portuguese and "hippies" differ widely on their conceptions of 

proper housing behaviour. Portuguese in Montreal value order, cleanliness, 

sober public behaviour, and place a high value on a well-kept home. They 

place a high value on prompt payment of bills and abhor indebtedness. 

The "hippie" by definition holds such values in low estéem. One 

Portuguese landlord, despairing of finding a good tenant, rented to a 

"hippie". The tenant was la te in paying rent, stayed up aIl night play-

ing loud Rock music, drove nails into a newly plastered wall and tore 

down a plaster wall because he felt the exposed brick ~vall was aestheti-

cally pleasing. The owner vowed never to accept such a long-haired 
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tenant again. However, after several months of waiting for a "good 

Portuguese" tenant he finally acceptl~d a "hippie", but charged him $10 

more per month than he would have charged a more "desirable" tenant. 

Landlords try as much as possible to eliminate such uncertain-

ties by tryillg to anticipate the tenant's definition of the relationship. 

Four major categories are used by landlords to judge potential tenants. 

Three types are easy to recognize, the four th is a residual category of 

people reqûiring further screening. Landlords are confident in their 

ability to predict the housing behaviour of Portuguese, relatives and 

"hippies". They found that Portuguese tenants were rel~~le, that rela­

tives were convenient and that "hippies" were often a liability. Both 
--_.~'~-".-" .. -

Portuguese and non-Portuguese, resident and absentee preferred Portuguese 

tenants fo~ their reliability. Only the Portuguese landlords rented to 

relatives who were frequently siblings, and less often siblings-in-law, 

children, or parents of the owner. In one case a cousin was expected to 

arrive shortly from Portugal to take up residence in one of the owner's 

flats. "Hippies" are people exhibiting the uniform of the "counter 

culture", and to be avoided as tenants if at aIl possible. Six landlords 

reported personal bad experiences with "hippie" tenants. Several others 

could report the experience of other landlords. This aversion was univer-

saI enough that only one landlord (already mentioned) had ''Hippies'', and 

only because he could not get "good" tenants. 

The following excerpts from interviews show how these categories 

were seen by landlords. 



71 

Interviewer: How do you find new tenants? 
Jewish Absentee Landlord: You see over there there is mostly 
Portuguese people and they sublet. They decide ta go somewhere 
else they sublet. l never had trouble. 

Another Jewish Absentee Landlord was asked: 

Are you kind of choosey about the tenants you get? 
Landlord: Once l have them and they are reasonable l don't rent. 
They pick up the tenants for me. It's usually somebody downstairs 
who doesn't want somebody upstairs. Sa l say, 'Fine you pick the 
tenant, and you calI me.' --and invariably it works. Rather than 
put a sign outside, because the district is infested with hippies. 
Hippies, let's use the ward loosely - bums. If you let one of them 
in your building you're in big trouble. l've done that several times 
being kind hearted - and it doesn't work." 

The same two land lords were asked if they had noticed any change in 

the area. 

Landlord 1: It used ta be more French, occupied by French, now 
it's Portuguese. They are good people the Portuguese. They take 
good care. They keep nice inside. They pay the rent weIl. 
Interviewer: The others were sometimes a little late? 
Landlord 1: A lot, a lot of times, but it's long aga. l tell you, 
l have confidence. With these people you don't have ta be afraid. 
Because today they are honest people the Portuguese. They know 
they have to pay their rent. But five years aga when l had French 
people l wasn't happy. l lost rent. But now the neighbourhood has 
switched: and these Portuguese newcomers, they obligated ta pay 
the rent - with them no problem. 

Landlord 2: There has been a fantastic change. Once the French are 
gone; you have a very poor class of French in the area. l guess it 
is because the Portuguese and the Spanish are there. The French 
that do remain are not the most desirable kind. In fact l have one 
French tenant in aIl my property because he works for me. Otherwise 
l won't take them. l took several French tenants - impossible -
absolutely impossible. 
Interviewer: What Happened? 
Landlord 2: l got some bad ones, social welfare types, they drink -
never have drunkeness among the Portuguese; but they must drink 1 
They don't fight, there's no drinking in the halls, there is no 
stealing or thievery. l've seen something l never thought was possible. 
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You come to co11ect rent and the man's got $40 in his pocket and 
the rent is $50. He'll ring the doorbe11 next door - 'Can l borrow 
$107' - Now this among poor people. You won't get a French Canadian 
1ike that. You're living in an apartment and to go next door and 
say 'Can l borrow $10'- and it's not a relative, and not a thought. 

The Building of a Common Definition 

Frederick Barth (1966) has shown that in a situation in 

which the partners do not share a common system of moral constraimts 

and incentives the terms of a re1ationship agreed upon at the begin-

ning of the relationship, will probably be found disadvantageous by 

at least one member of the diad. Only after renegotiations in the 

1ight of a c1ear understanding of what is invo1ved can the costs and 

benefits be ba1anced by those invo1ved. 

Land10rds who do not find tenants with the same definitions 

of the 1and10rd-tenant re1ationship are in such a position. A1though 

1and10rds and tenants genera11y must wait unti1 the lease is up before 

renegotiating the rent, a certain amount of negotiation go es on with 

respect to repairs, damage done by tenants, 1ate rent payments and 

sma11er incidental aspects of the re1ationship. If the costs of the 

relationship are too high, the 1andlord can on1y try to get rid of 

the tenant and the tenant can on1y 1eave. (In St. Louis Square area 

such actions are taken without recourse to the 1ega1 system, the 

1ease is simp1y ignored.) 

The Portuguese 1and10rd who cou1d not attract Portuguese 

tenants did not at first rea1ize the full value of having a "respectable" 
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tenant who looked after his apartment, until he had rented to tenants 

lacking these qualities. Only b~ actually renting out the apartment 

to such people could he begin to gauge the equivalence. At the time 

he was interviewed the landlord in question doubted whether the 

increased rent compensated for his trouble. Only the actual renting 

experience thoroughly conveys each party's definition of the relation­

ship, and only then can each party calculate the priee he is willing 

to pay in order for aspects of his own defin1tmon to prevail. 

It is to avoid this uncertain groping for common ground that 

landlords develop the three previously discussed categories. Tenants 

naturally also tend to develop stereotypes, not always accurate. For 

instance, sorne Portuguese tenants with experience with Neglect land­

lords believe that Canadian landlords do not provide an acceptable 

apartment and adjust what they will pay and how they will.act accord­

ingly. 

How much better if one could really accurately predict the 

behaviour of a landlord or a tenant before making an agreement. In 

fact, an information network exists in the area and is used for 

exactly this purpose. On the surface the system is simply a method of 

acquainting the two parties with their mutual needs. However, in most 

cases the referral system does more than simply bring landlords and 

tenants together. First, people using an information network are 

likely to share a common definition of the rentaI relationship. 

Secondly, it provides the parties with information on each other's 

reliability and therefore provides a basis for trust. Thirdly, the 
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same network serves as an instrument of social control. Both the 

landlord and tenant know that if they wish to use the information 

network again they must behave properly. In addition those who formed 

the links in the information chain have a stake in the behaviour 

of those they brought together. Their credibility (and perhaps their 

reputation in general) may be jeopardized by the poor behaviour of 

those whom they have sponsored. They might exert pressure to ensure 

1 that a tenant lives up to their expectations. Finally, the social 

network can often procure a tenant when open market recruitment fails. 

Landlords who had put immense effort into creating an 

attractive fIat were even more eager to find a tenant who would not 

damage his apartment, drive away other good tenants, or make life 

unpleasant for him. For this reason, eight out of ten resident-Improvers 

rented to relatives or to tenants who learned of the apartment by 

personal contact. Conversely, absentee-Maintainers were less likely 

to recruit through social networks; four out of six recruited tenants 

through newspaper advertisemer-ts or by posting a sign outside the 

fIat to be rented. Table 21 shows that aIl five absentee landlords 

with Imp~oved buildings can rely on the open market recruitment of 

tenants, whereas both of those with Neglected housing must rely on 

informaI methods. These landlords being in a weak position because 

they offer only poorly maintained apartments gain no information 

about tenants. They must simply trust tenants to find reasonable 

1 
The research of Boissevain (1969) in Malta, Kenny (1961) in Spain 

and Paine (1970) in Norway shows that information networks destroy 
anonymity and exert social control. 
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TABLE 21 

BUILDING CARE, LANDLORD RESIDENCE 
AND TENANT RECRUITMENT 

Tenant Recruitment Building Care and Land10rd's Residence 

Improves housing 
resident absentee 

Maintains housing 
resident absentee 

Neg1ects housing 
absentee 

Open Market 2 5 2 4 o 

Social Network 8 o 3 2 2 

replacements. The system works we11 because tenants are moving into a 

c1ear1y defined situation - a 10w rent in exchange for 10w maintenance. 

Because such dwe11ings are in demand by those who can afford nothing 

e1se in the area, previous tenants pass them on to friends as a favour. 

The referra1 network carries a bad reputation as re1iab1y as 

a good one. The previous1y mentioned 1and10rd who cou1d on1y get 

"hippie" tenants is reasonab1y we11-known Within the Portuguese 

community, and reported1y keeps his apartment in good condition. The 

researcher's visit to a tenant's apartment confirrned this. But both 

his Portuguese tenants recent1y 1eft, giving weak excuses for 1eaving. 

Thereafter he cou1d get no Portuguese tenants. No Portuguese responded 

to the sign he p1aced outside. Here, the communication network appears 

to have worked'~gainst him. He suspects that his unpopularity stems 

from the recent1y deve10ped fish-packing plant next door, which he 

comp1ains is sme11y and noisy and is constant1y fronten by trucks. 

The fish plant however, operates only interrnittent1y and is not so 
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obvious that it would be noticed by the average apartment hunter. 

Whereas others benefit from the network he seems to be the victim. 

The ASymetry of Information Flow 
in Non-Market Recruitment 

Information do es not always flow in both directions. The 

Neglect landlord does not learn about his potential tenant, while 

the tenant is filled in on the landlord's behaviour. Similarly, the 

tenants of absentee maintainers were told what to expect from their 

landlords, but the owner received no information on the tenants. 

This is probably because information flow is impeded at ethnie 

boundaries because few Portuguese have friends, and even fewer have 

kinship ties, to transmit messages outside the ethnie group. Portuguese 

landlords always recruited Portuguese tenants by informal means, but 

never recruited "Others" by this method. 

Recruitment 

Market 

Non-market 

TABLE 22 

MODE OF RECRUITMENT, ETHNICITY 
OF LANDLORD & TENANT 

Lan d 1 0 r d 
Portuguese 

tenant ethnicity 
Portuguese Other 

o 1 

10 o 

Eth nie i t Y 
Other 

tenant ethnicity 
Portuguese Other 

1 11 

3 2 

Although non-Portuguese landlords who recruited Portuguese 

tenants by word of mouth received no information about potential 



77, 

tenants, they have learned to trust the network from past experience. 

Question: How do you usually get tenants? 
Maintain Landlord: From referrals by the people who live there. 
If they are happy with you they are happy to bring in brothers, 
sisters - whoever cornes in is a brother, but it may not even be 
a brother, it may be a close friend but it is cla'ssed as a brother. 
So it is always through a referral. 
Question: I see, so you have no troubles with vacancies? 
Landlord: I have one on Colonial, it's the first one lever had 
in five years. l'm waiting because l am sure they'll bring me some­
body else. If you're patient maybe somebody will come in from Spain." 

In summary, neither the legal system nor the local social 

conventions provide a working definition of landlord-tenant relations. 

Neither the landlord nor the tenant can assume that the other shares 

his definition of legitimate behaviour. The referral network can 

provide this information. The Improvement landlord who strongly feels 

the need for reliable tenants would be qui te insecure if he had to 

rely on public advertising for the recruitment of his tenants. He 

needs more val id and personal information about tenants and can 

virtually eliminate uncertainty by relying on his private recruit-

ment network. Those who are not plugged into such a system must rely 

on a faulty screening process. 

Factors which Govern the Expansion of Market Exchange 
into Generalized Inter-Personal Exchange 

In investigating the non-market aspects of landlord-tenant 

exchange it is useful to compare the forms of relationships evolved 

by landlords and tenants in urban situations.: such as those found in 
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the St. Louis Square area, with simi1ar forms of exchange found in other 

societies. By examining simi1ar exchanges in non-market societies it is 

possible to predict the existence of para11e1 situations among land lords 

or tenants attempting to escape market structures in Montr~a1. F1emruDg 

and Tiller have compared the genera1ized exchange invo1ved in urban 

renta1 housing to that found in peasant economies. The comparison, 

a1though suggestive was not entire1y fruitfu1 as neither referred to any 

particu1ar peasant economy, nor did the y specify sufficient1y the common 

characteristics of peasant economies relevant to their comparison. 

However, the present ana1ysis found sorne of the more specific findings 

of economic anthropologists in certain societies as well as the genera1 

cross cu1tura1ly identified human re1ationships to be usefu1 for the 

ana1ysis of land1ord-tenant relations in the St. Louis Square area. 

For example, it has become axiomatic that social re1ation­

ships are built up through a continued exchange of prestations. 

(Malinowski: 1922; Mauss: 1925). In Haiti, the previously mentioned 

"Pratik" re1ationships are built up through many small "special deals" 

over an extended period of time. This is normal1y not possible in the 

case of the exchange of renta1 housing in the area studied. The deal 

is made once a year at the uppermost, and the common institution of 

automatica1ly renewed leases may further reduce the number of business 

transactions which can be manipulated to invoke social ties. 

A closer analysis of the nature of social ties shows the 

importance of the number and size of transactions. The Rey-stone to .j 

social ties, relevant to this discussion, is trust. Failing binding ties 
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through third parties, or other outside ties, trust between two individuals 

is norrnally built up in the following manner. One individual does a small 

favour for the other who eventually recruprocates. As faith in the other's 

willingness to reciprocate is built up the value of favours or goods 

exchanged may escalate rapidly. Studies of exchange relations by 

Malinowski (1922), Mauss (1925), Romans (1958) and Dalton (1959) aIl 

indicate that a sma1l first exchange is followed later, as the partners 

gain confidence, by larger exchanges. The case of rooming houses in 

which diffuse social ties do grow out of housing exchange was discussed 

in Chapter II. The rooming house owner has fifty-two chances per year to 

make "special deals" through, which the business relationship could 

develop into a "human bond". He can thus start by making small conces­

sions and gradually escalate. The regular landlord-tenant relation 

starts off with an agreement of relatively large dimensions. Later inter­

action is limited to paying the rent and arranging the occasional repaire 

Repairs may be needed relatively often, but not once a week. Thus the 

landlord renting flats with a yearly lease has only one bargaining 

occasion per year. The consequences of misplaced trust last but one week 

for the rooming house operator, but such consequences for the fIat owner 

must be endured for a whole year, and stakes are much larger as the 

rent for a large fIat is greater than for a single room. 

It must be remembered, however, that progressive changes in 

the behaviour of the partners is not necessarily an indication of a more 

generalized exchange relationship. It also results from the process of 
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working out a common definition of those aspects of the relationship 

which were not understood or even discussed when the lease was signed. 

The bargaining over specifie details such as repairs is simply part of 

creating a common definition and does not lead to the formation of new 

social ties. Any other relationships arising out of interaction between 

the two parties are supressed. Social ties do not normally grow out of 

the exchange of housing as they do out of business de aIs màde in Haitian 

markets. 

Behaviour which might otherwise be construed as an attempt 

to gain loyalty of tenants is better interpreted as a reflection.of the 

importance of trust and common definition for the landlord. The land-

lord who postpones a rent ratse to keep a tenant is not aiming to 

strengthen a social relationship. Other factors far outweigh this 

Ipossib~lity. The first is trust. The landlord knows he can trust the 

tenant to uphold his end of the bargain. Secondly, the landlord knows 

that the tenant shares his definition of the responsibilities of each 
" '\ 

partner. The loss of revenue resulting from a postponed raise in rent 

is far outweighed by the risks involved in getting a new tenant and 

working out the norms of reciprocity. In contrast, the landlord who 

takes hippies in desperation charges $10 extra per month as a hedge 

against the uncrrtainty of the relationship. 

This does not rule out the importance of social ties in land-

lord-tenant relations. The important qualification is that social ties 

do not normally develop out of housing exchange. The order may, however, 
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be reversed and those deve10ped in another sphere can be used to faci1i-

ta te housing exchange. Kinship ties are heavi1y invoked by Portuguese 

in this way. Six out of thelten Portuguese in the samp1e rented to 

relatives. No other social ties were noted to have existed between 

1 1and1ords and tenants prior to the housing re1ationship. 

There were on1y two contrary cases, where since moving into 

the building of Portuguese resident 1and1ords, tenants had deve10ped ; 

social ties with the 1and1ord. However, both 1and1ords f1at1y stated 

that a1though their wives and their tenant's wives looked after each 

other's chi1dren and visited often, they still regarded their housing 

re1ationship as simp1y a business. This suggests that social ties 

deve10ped after thestart of a housing re1ationship through social 

exchange other than the actua1 housing exchange cannot be converted 

into the sphere of housing exchange. 

Rate of Exchange and Time Span Necessary for 
the Development of Genera1ized Reciprocity 

In adapting Mintz's mode1 of the development of Pratik to 

1andlord-tenant relations it is necessary to focus more precise1y on 

the Ume factor. In the Haitian model, thel',creation of social bonds in 

a market situation is through many small favours within the market 

sphere over an extended period of time. A para1lel exists only among 

the two rooming house operators interviewed. Thus, except for those in 

rooming houses, 1andlords and tenants cannot extend generalized reci-

1:" . 
'The role of so'ctat ti~s in recruitment must not, however, be forgotten. 
Although informaI recruitment does not necessari1y imp1y a previous social 
bond, the access to a common information network binds those involved more 
than they would be if they had met through anonymous market channels. 

\ 
1 

1 
\ 
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1 procity to involve the housing relationship. The key difference 

between rooming house and fIat rentaI lies in the number of exchanges 

made in a given period of time. Since the number of exchanges made in 

a given time period is much higher in the rooming house case, Pratik 

can be developed within a reasonably short period of time. Its' 

development is therefore directly related to the number of balanced 

rer;:iprocities that can-be treated in such a way as to create a bond. It 

is thus possible that over a long period of time generalized reciprocity 

could be established within the housing relationship. Thus although the 

landlord offers to main tain the same rent as a practical manoeuver to 

keep the tenant, the tenant may feel some obligation toward the landlord. 

This feeling of debt could be repaid by the tenant within the housing 

sphere thus setting up the possibility of increasingly generalized 

reciprocity over the years. 

Only three of the tenants in this study had lived in the same 

apartment for over five years. The Outremont study did, however, include 

some long term tenants. Tiller found that "Relations take on a more 

personal dimension when, a) the owner and the tenant are relatives or 

b) when the tenant has been renting for a long time and he and his owner 

prove compatible." Otherwise, "[owners] do not become involved in the 

maintenance of tenants' flats, and also avoid close social relationships. 

1 
This is in accordance with the general findings of economic sociology. 

Among the Trobrianders the main reason for the Kula voyage was for the 
exchange of Vagua (valuables). Gimwali (commodity) exchange occurred on 
the side, but was totally divorced from the main ex change • A '~gift" of 
Vagua would never be repaid in Gi~vali, and vice versa. (Malinowski: 1922) 
Similarly among the Tiv, the .. :conversion of goods from the sphere of pres­
tige exchange to a lower one was avoided. A man who had to ex change copper 
bars for subsistence goods was "on the skids". (Bohannon: 1955) 
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On the other hand, they accept low rents, and are co-operative in other 

ways." Krohn & Tiller: 1969: p.23). 

The exchange relationship may be expressed as a function of 

time as in the following eqtiation. 

EQUATION 1 

[~.T] + P = Degree of Reciprocity 
r.p 

where: E=Number of exchanges E = Rate pf ex change 
T=Length of relationship (time) T 

P=any apriori ties between Landlord + Tenant 

In the rooming house situation the rate of, exchange is high; 

in Eastern Outremont and Pointe St •. Charles the length of·the rentaI 

relationship may be long. Where the rate of balanced exchanges is high 

(rooming houses) generalized reciprocity can be developed in a relatively 

short period of time. Where the rate of exchange is very slow (fIat 

1 
rentaI) it takes a long time before generalized reciprocity can develop. 

Summary of Chapter 

Due to lack of legal and socially accepted definitions of 

landlord-tenant behaviour, the rentaI relationship is primarily influenced 

by the degree of common definition and trust between the two parties. 

1 
Taken to the limit T ~-----7) 0, the relationship would be: 

dE T + P = Degree of Reciprocity 
dT 

Also, the reader will recognize that if time (T) is factored out of 
equation 1 the degree of reciproéity will be proportional directly to 
the absolute number of exchanges made over the span of the renbal 
relationship. 
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Because year leases are long and rental relationships relatively short, 

the development of generalized reciprocity out of landlord-tenant rela­

tions themselves is not prevalent in the area. Although this is possible 

in circumstances where gradual escalation of obligations can occur, the 

low number of balanced exchanges involving relatively large agreements 

allows little possibility for "special deals" to accumulate into ties 

of generalized reciprocity. Reciprocities and social ties may develop 

between landlords and tenants,but ties developed outside the housing 

exchange itself, can only be converted into the housing sphere if they 

precede the rental relationship. 
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CHAPTER IV 

COMPARISONS AND CONCLUSIONS 

Three comparisons made in this concluding chapter show the 

strength of the non-market resources used by building improvers in the 

St. Louis Square area to escape market constraints. The first compatison 

shows the similarities and differences between the St. Louis Square 

area and the area of Newark studied by Sternlieb. The second comparison, 

between the small improving owner and a powerful real estate company 

show that market power is not as useful as non-market resources for the 

rehabilitation of housing in the area. Finally a parallel will be drawn 

between the resources of Improvement landlords and those supplied to 

landlords by an agency sponsoring rehabilitation in Rochester, New York. 

St. Louis Square vs. Newark 

Sternlieb's analysis of Newark uncovered the importance of 

resident landlords in stemming the destruction of housing. In the St. 

Louis Square area, we have also found this to be true, but contrary 

to the Newark situation, the number of resident landlords is increasing. 

Neither is there a takeover by "large scale slum landlords" as in Newark. 

The financing of housing shows another such contrast within a 

general similarity. In neither area do lending sources such as banks 

1 
and savings and loan institutions play a major role. However, the 

1 
Such owners receive little support fromwvernment mortgage programmes in 

either country. CMHC reports that only 2% of NHA guaranteed loans benefit 
those in the lower third income group. 

85 
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private mortgages obtained by St. Louis Square owners are at lower 

interest rates than those of conventional lending sources. In Newark, 

private sources charge high interest rates. In St. Louis Square, 

mortgages were typically of an even shorter term than the predominant 

eight year term for loans in Newark, but this heavy burden on cash 

flow did not deter St. Louis Square landlords from making improvements 

as it had in Newark. This was mainly because the non-market resources 

of St. Louis Square landlords facilitated improvement strategies that 

did not in themselves put a heavy squeeze on owners' cash positions. 

Finally, unlike Newark home owners, St. Louis Square resident owners 

had access to sound improvement advice and many are themselves well­

versed in renovation techniques. 

The supply of good tenants ia in contrast with the high 

vacancy rates and high proportion of careless tenants found in Newark. 

Although several landlords commented on the improvements in returns 

brought on by the arrivaI of reliable Portuguese tenants in the St. 

Louis Square area there is really no way of judging whether this has 

led them to change toward a strategy of better maintenance. It has 

clearly made improvements possible for those who acquired buildings 

more recently. 

Although those who are tryillg to sell have commented on the 

weakness of the resale market, the increased return resulting from good 

tenantry has prevented vendors from lowering prices drastically. This 

firm demand for rentaI units on the part of tenants may partfY counter 

the improvement process by limiting the supply of buildings of the 
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sort that improvement oriented residents wou1d buy. According to vendors, 

Portuguese have made 10w offers for such buildings. If such offers were 

accepted the evidence suggests that these new owners wou1d improve their 

housing. The unwi11ingness of owners making a good return to se11 

buildings at a price that wou1d make improvement rational may cut down 

on the number of those who buy to make improvements. 

Taxes are the 1and10rd's 1argest operating expense both in 

Newark and in St. Louis Square. Four Montreal 1and10rds report signifi­

cant tax increases as a resu1t of improvements. Severa1 owners have 

expressed fear of tax increases and urban renewa1 as reasons for not 

making imp~ovements. However, other evidence suggests. that they 1ack 

both the necessary cash and the requisite non-market resources to improve 

their buildings. 

The strategies of owners in the Montreal area differ fiom 

those of owners in Newark because of differences in the avai1abi1ity of 

mortgages, tenants and non-nlarket resources. A1though Stern1ieb gives a 

picture of the forces shaping strategies in the areas of Newark studied, 

he deve10ped no systematic account of the non-market resources of those 

invo1ved in housing. This possib1y stems from the 1ack of such resources 

in the areas of Newark studied, but may a1so be a resu1t of his approach. 

Stern1ieb set out to determine how American public po1icy in housing 

affected property owners in Newark. His research, designed to explore 

how government contro1s on the market and corporate planning influence 

owners, was not equipped to focus on how owners escaped these constraints. 
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Large Real Estate Company 

The comparisons made between market and non-market relation-

ships dealt with small owners who operate under conditions of near-perfect 

competition. As economists recognize, this is somewhat of a rarity in 

modern industrial society. Monopoly and oligopoly are common features of 

the Canadian economy. Would very powerful economic interests make up 

for their lack of non-market resources with their immense power in the 

market place? 

It happened that one of Quebec's largest real estate companies 

owned eleven separate buildings\1on the two sample streets. Three of the 

buildings are vacant. The remaining eight house thirty-four separate 

families. The extent of the French Real Estate Company's (pseudonym) 

market power is shown in Table 23 and their holding in the area are 

described in Table 24. 

TABLE 23 

FINANCIAL POSITION OF 
FRENCH REAL ESTATE COMPANY 

Year Ended December 31: 

Total revenue 
Net Income 
Earnings per common share 
Fixed as sets (net) 
Total corporate assets 

*Restated to 1971 basis 

1971 *1970 
-------$000---------

24,904 
3,806 
$4.44 
8,527 

324,807 

19,395 
2,780 
$3.25 

(·fr~62l 

257,009 

Source: Financial Post summary of Annual Report: P. 24, 1 July, 1972 
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TABLE 24 

HOLDINGS OF FRENCH REAL ESTATE COMPANY 
IN THE RESEARCH AREA 

Category of Building 

Abandoned 

Neglected 

Maintain (Old) 

Recently Built(1950) 

Assessed Value 

$16,400 

$21,300 

$13,000 

$39,000* 

Number of 
Buildings 

3 

3 

1 

2 

'1 : Number 
of Units 

9 

9 

4 

12 

or 13 units outside the area sampled. 

Average 
Rent 

$34.15 

$44.50 

$71.00 

*Includes 3 buildings 
Profit was calculated 
by the assessed value 
costs. 

by.:dividing the net return on the company books 
of the building. Naturally there are no financing 

Source: Company Records 

There are four possible policies for the company: 

l--Buildings could be renovated. 

2--They can be maintained. 

3--Buildings can be neglected until they are no longer inhabitable. 

At this point two alternate strategies present themselves. The 

vacant buildings can be a) sold for the land, or 

Profit 

8.64% 

7.31% 

8.23% 

b) torn down to make way for the building 

of a new one. 

4--At any point the building could be solde 

Alternate Policies 

l--French Real Estate Compnay officiaIs insist that it is not 

economical to renovate or improve their buildings in the area. To see 

why this is true, let us compare the steps taken by a commercial 
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organization with the procedures of a resident owner. 

Large Sca1e Organization 

1--The unit must lie vacant 

2--An architect is hired to de­
sign the changes to be made, and 
to specify materia1s 

3--A contractor is hired to co­
ordinate the work, obtain mate­
rials and hire workers. 

4--A1though the contractor (or 
the organization) may have close 
money-saving ties with materia1 
supp1iers he must buy the mate­
rials specified. 

5--The contractor must pay un~mn 
wages, or subcontract to building 
craftsmen. 

Resident Owner with Non-Market 
Resources 

The owner lives in the f1at whi1e 
working on it. 

The owner designs his own changes. 

The owner acts as his own contractor. 

The owner can adjust his project to 
take advantage of market conditions 
or the position of an individua1 
supplier. He can get good qua1ity materia1s 
at a saving because of his own 
f~ëxibi1ity. 

The owner does much of the work him­
self. Some is done by others, for 
free, or for a minimal fee. On1y the 
most difficu1t work is done by fu11y 
paid ski11ed workers. 

2--Maintenance is "on1y in proportion to the revenue that 

they [the buildings] bring in."l As Table 24 shows, on1y four f1ats which 

wereiin an old building fe11 into this category. Tenants seemed happy 

with the renta1 situation. A tenant who recent1y turned her maintained 

apartment over to her sister states, 

1 

Chaque fois que nous leur demandions quelque choses ils étaient 
bien gentils. La compagnie envoie des hommes pour arranger 
toutes les choses - très gentille. J'ai bien aimée l'appartement; 

The Secretary of the French Real Estate Company. 
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, ~ , 
ils sont tres gentils. Ils ont monte le loyer seulement a 
$38 l'an dernier. 

3--Neglect: As shown in Table 24, the company neglects three three-

unit buildings. The company has been trying to sell these properties 

and at the same time has been exploring the possibilities ofrreplacing 

them with new buildings. The executive secretary states, 

We tried to develop that property. But as you can see, the 
parcel is very narrow. 80 we tried to buy the parcels to the 
north and south. To the north is an old Chinese fellow. He 
Just ~qouldn' t sell. He said "1 live here happily wi th my family. 
l'm content. Why should l move from here?'J 

3a--Three buildings were allowed to deteriorate until the 

city declared them uninhabitable and shut them down. These buildings 

were sold to ther'city, which plans to tear them down and replace them 

with subsidized housing. 

3b-- The company succeeded in replacing sorne old buildings 

about twenty years ago. The new buildings were somewhat of an experi-

ment in the area. The project was not considered, entirely successful 

The secrenary explainèd: 

It was quite difficult. loJ'e had to buy that property on Pine 
Avenue in order to have enough terrain for the building. In 
such an area you don't find people who are willing to pay 
$200 per month. "Birds of a feather flock together." So you 
can't charge very high rents if you expect to get people 
living in your building. They are doing it over on Jeanne 
Mance and Milton, but you're reâlly cut off from the main 
market. McGill University is a real barrier. It's Just as if 
you had a railroad track and we were on the wrong side." 

The profit column of Table 24 indicates which strategy the 

company would adopt in the short rune The neglect option has the highest 

return rate, but eventually leads to abandonment. For a large company 



abandonment is not an extremely expensive proposition. 

We still have to heat the building and carry out certain minimal 
repairs. Insurance costs for such a building are usually high, 
but it doesn't set us back that much. You see we have a master 
policy. As long as we inform the insurance agent about the change 
it is aIl right. As long as it is on the l1st there is only a 
slight increase. 

4--Selling the building is always a possibility, 

if offered the right priee. You see, because of taxes these 
buildings have a low book value. We would have to get quite a bit 
more than the assessed value in order not to take a loss in selling 
them. 

Present trends in the neighbourhood do not indicate that su ch an 

opportunity is very likely. 

If company planners are to bring any improvements to the area 

it will not be in the form of improvements to existing structures. The 

most reasonable policy for them is to let a building deteriorate until 

it is uninhabitable. A vacant building is an eyesore and a fire hazard. 

One owner whoae building is adjacent to an abandoned building reported 

that he could get né~ther fire nor theft insurance because of the 

possibility of children setting fire to the abandoned buildings and 

because thieves had already broken through the wall of the adjacent 

building and ransacked his_building. The existence of vacant buildings 

might make it easier to purchase a neighbouring:,building in order to 

gain sufficient land to build a new building. 

Rebuilding is more rational for the company than renovation 

because of the different mixes of labour and capital in the two processes. 

Renovation is heavily labour intensive. On the other hand the Canadian 

National Research Council found that the cost of labour amounts to only 
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13.8% of the sale price of a new residence. l Large scale certainly 

gives a company the advantage in buying large quantities of materials, 

but the large scale company attracts the countervailing power of labour 

unions. The small owner cannot match the large company in rebuilding, 

but he certainly has the advantage in the improvement of existing 

structures. 

Institutional Manipulation of Market vs. 
Individual Avoidance of Market 

Similar reasons for the high cost of relying on market resources 

for the rehabilitation of low-income housing have been recognized by 

Better Rochester Living, an organization based in Rochester, New York. 

Rolph.Goetze (1971) explains the necessity for intervention in the 

market providing housing for lower income central city residents. 

Many separate actors are involved in the delivery of housing services'~. 
Owner, manager, tenant, financier, and various service suppliers 
each have potentially separate roles and act individually, each to 
obtain his own benefits. In principle, markets handle the complex 
interrelationships among these many roles and interests. But where 
market processes fail to meet the needs of the low in come consumer, 
intervention is called for. 

The complex content of the "intervention" is revealed in Goetze's 

comparison of two agencies providing housing for low-income inner city 

residents. 

1 

One approach, espoused by Better Rochester Living, Inc., made 
dweller participation and "sweat equity" a oornerstone in a 
social program facilitating homeownership. Families eagerly self 
selected themselves into this program because they saw it offering 
more than just rehabilitated houses. The other approach, developed 

Laval Industrial Relations Review, Sept., 1968: Laval University, Quebec 
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by the C.P.T. Housing Corp., rehabilitated houses under conven­
tional contracting procedures. These houses were only shown after 
completion to the applicants for rentaI. The C.P.T. approach 
attained physical results that were substantially similar at the 
outset, but were much more short-lived as poor tenant living 
practices hastened the subsequent deterioration of the units. 
(Goetze:1971: p.3) 

"Sweat equity" is similarly important for resident owners in 

the St. Louis Square area. But the similarity goes far deeper. The B.R.L. 

program provœded information and contaots thus fulfilling the role of 

the Portuguese owner's information network. Just as the Portuguese 

information network is not cut off as soon as the renovation is complete, 

so the volunteer advisors from B.R.L. continue to advise owners on 

maintenance and any further modifications. Although most of those 

starting off in the B.R.L. programme start off with few building skills, 

after completing the initial renovation of their homes under the 

guidance of B.R.L., they are capable of handling most home-repair jobs. 

In sum, the B.R.L. owner does not perceive maintenance as a 
problem. He accepts routine repairs, even enjoys them as part 
of owning his home. (Goetz: 1971: p.2l) 

In Rochester, B.R.L. combines diverging roles in the housing 

rehabilitation process to unify objectives anà hence lower costs. In 

St. Louis Square, social networks and social ties perform this function. 

Summary of Comparisons 

Although the financing of building purchases and the tax situa-

tion were similar in Newark and in the St. Louis Square area, the 

residents of the areas were very different. The Black tenants were· 

weaker both socially and economically than the Portuguese tenants in 
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the St. Louis Square area, and had less developed interpersonal 

support structures which left them open to exploitation by land­

lords. This situation coupled with the high reliability of Portuguese 

tenants minimized risks of vacancy and building damage, making lower 

returns more acceptable and building maintenance more via~le than in 

Newark. In addition resident owners in the St. Louis Square area had 

personal and socially based resources for housing rehabilitation not 

evident among owners in Newark. The examination of the French Real 

Estate Company showed that such resources were more important than 

financial power for the improvement of bui[dings. The B.R.L. study 

shows that the personal and collective resources of the Portuguese can 

be stimulated institutionally to provide better housing improvements 

than can be achieved through direct expenditure within the market 

system. 

Parallel Institutions 

Using the knowledge of naturally occurring non-market structures 

which provide viable alternatives to failing market systems in the St. 

Louis Square area it is possible to construct a model of an institution 

to fulfill the functions of the unusual resources found in the Portuguese 

community. Such a model could be applied in an area in which residents 

lack both the financial resources for better housing and the non-market 

resources used in housing reh~oilitation in the St. Louis Square area. 

An agency could be set up to fulfill the functions of the 

Portuguese social networks by advising residents on renovation techniques 
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and sources of tools and materials. The consequences of lack of access 

to information networks is illustrated by a skilled owner - he was 

German - who said that he would have repointed the brickwork and 

renewed the flashing on the front of his house if he had owned a 

scaffold. Not knowing that scaffolds could be rented, he had hired a 

contractor to do the work requiring a scaffold and did the lower brick 

work himself. 

Particularly in areas of underemployment, a labour exchange 

system would be useful. Participants could exchange labour rather than 

having each owner spend income from marketing his own unskilled labour 

to pay for the labour of others. It is probable that such low-income 

residents would be unable to obtain jobs at a net hourly rate as high 

as the rate for hiring workers to help with rehabilitation. 

Such an exchange system might be in the form of a labour bank, 

(like Blood Bank Systems employed in sorne hospitals such as the Royal 

victoria Hospital, Montreal) as those needing labour would not be in 

the position to pay it back immediately. This would parallel the 

function of generalized reciprocity which storés the value of a pres­

tation until the giver needs a return favour and the receiver of the 

original prestation is in a position to reciprocate. 

Advisors might be made available to identify jobs which should 

be done by professionals (for insurance reasons of because of hidden 

difficulties) and classes might be given ta explain how to perform 

medium-skilled jobs such as repointing, replastering, plumbing. 
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A pool of reliable skilled craftsmen should be available for electrical 

work and complicated plumbing. 

A Tenant Information Network 

Except for landlords who are part of an informaI network 

providing information on tenants, the tenant information network does 

not directly facilitate housing improvement. It does, however, lower 

conflict between landlords as previous tenants can explain the rela­

tionship that has been worked out. In addition, the passing on of an 

apartment from one tenant to another eliminates advertising costs and 

lost revenue resulting from vacancies. The informaI network also makes 

it possible for tenants to change apartments at a more convenient time 

than the established provincial moving dates of May first and October 

first. 

An agency could be set up to perform the functions of the 

informaI network. AlI tenants wïshing to sublet or té find a new apart­

ment would fill out a form descrihing the apartment and the rentaI 

relationship with the present landlord. A file of these apartment 

descriptions would be availahle to aIl participants. Direct exchanges 

or multiple exchanges of apartments would free tenants from the bonds 

.of their lease without creating legal difficulties or vacancies so 

expensive to landlords. Tenants would have a better understanding of 

the exact nature of the relationship and thus the conf li ct of working 

out the working terms of the relationship cou Id be avoided. 
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The above descriptions are not intended to specify working 

mode1s of agencies to replace informa1 information and exchange net­

works, but are aimed at showing possible practica1 applications of 

our know1edge of social systems which are adapted to compensate for 

inadequacies of institutiona1ized markets. 

A Final Sunnnary 

This paper has shown sorne of the difficu1ties in the provision 

of modernized housing for 10w-income citizens. We now see that good 

10w-income housing is not provided through market structures as the 

price of improving older housing using goods and services purchased 

from the market economy is too high to gain an adequate return rate 

from 10w-rent housing. On the other hand, it is a1so c1ear that good 

housing is provided by those who can circumvent the high price of 

market labour and expertise by ca11ing on the advice, experience and 

labour of friends and relatives, and by contributing their own labour. 

However, a1though these improvers are successfu1 in their own terms, 

any investor used to current national return rates wou1d be very un­

happy with returns in the area un1ess he anticipated substantia1 

capital gains. (Un1ike1y in the foreseeab1e future in the area.) 

Further proof of the importance of social ties lies in the areas 

in which owners cannot ca11 on close social ties (Newark, Easter.n 

Outremont and Pte. St. Charles) to make improvements. The Better 

Rochester Living experience shows that the supportive social ties of 

the St. Louis Square area can be simu1ated by a supportive agency with 
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similar results. 

The overriding impor~ance of a reliable tenantry or sorne manner 

of controlling tenants (Newark) was evident in aIl previous studies. 

The reliability of the Portuguese tenantry should be appreciated as a 

force which encouraged landlords to maintain and improve in the St. 

Louis Square area. One should also realize the importance of informaI 

networks in eliminating market uncertainties and making improvements 

viable. 

It is thus evident that the use of social relationships both 

in the improvement process, and in the important tenant recruitment 

process is crucial for the success of those providing good housing in 

the St. Louis Square area. 
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APPENDIX l 

SELECTION OF THE RESEARCH AREA 

Reasons for Se1ecting the St. Louis Square Area (Census Tract 137) 

The original intent of the study was to examine 1and1ord-tenant 

relations in an area which exhibited housing deterioration as found in 

Newark by Stern1ieb. The Montreal equiva1ent of the exploitable Blacks 

of Newark were therefore sought. It was thought that the poorest and 

most recent1y arrived immigrants wou1d be the most exploitable tenantry 

in Montreal. It was assumed that an exploitable tenantry wou1d inc1ude 

a high proportion of immigrants, with a low average income, living for 

short periods of time in cDowded dwe11ings with low average rent, in'] 

old buildings in need of repâirs. A Census Tract exhibiting these 

characteristics was sought by considering a11 tracts in Greater Montreal 

in which the average fami1y income was under $4,000 according to the 

1961 Census Report. Other indices of an area of deteriorating housing 

found in the 1961 Census Report were ordered as in Table 25. Table 26, 

a summing up of scores derived from a tract's position in Table 25 

gives a more compact overview. From this the four areas of the worst 

housing conditions with high ratios of fami1ies to occupied dwe11ings 

were identified. (See Table 28 for ratios). Not on1y did residents of 

Census Tract 137 seem to stay in an apartment for short periods, but a 

high proportion were immigrants and paid high rents in propo~tion to 

their in come as shown in Table 27. 
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Colonial and DeBu11ion streets were chosen as the interview 

streets because they exhibited the lowest average assessment values, 

and were representative of:uhe types of housing in the tract. Within 

the 1imits of the cens us tract the two streets contained the varia­

tions in building age, size and assessed value characteristic of the 

Census Tract. 



Table 25 
THIRTY~roUR CENSUS TRACTS ORDERED FROM LEAST TO MOST 

DESIRABLE 
Farnily Wage Crowded Dwellings Average Rent L e ri g t. ~ :·of. "é u .. p .<a·n·~ y . - Built before 1920 Need Repairs 
Tract Wage Tract Percent Tract Rent Tract <one year Tract 1-2 years Tract Percent Tract Percent 

.53 $2.527 43 37.45 63 $39 49 .53.82% .53 36.70% 70 98.56 61 26.49 

.52 2856 63 32.72 40 39 53 !JJ.67 48 31.31 45 97.3.5 70 26.04 
49 2929 62 31.16 62 39 137 34.54 61 28.60 61 97.17 41 25.05 
.55 2936 61 27.98 43 41 62 33.28 124 26.00 48 96.01 55 24.02 
61 3284 69 27.75 42 43 48 JO.88 137" 25.77 63 95.41 133 22.49 
50 3287 70 2.5.47 70 44 47 29 • .51 122· 2.5.76 138 92.28 62 22.34 

137 3317 134 25.05 44 45 69 28.98 60 24.61 71 91.62 71 21.46 
136 3:337 41 24.03 69 45 70 28.49 123 24.06 50 91.35 39 21.29 
54 3408 205 23.62 39 45 136 28.14 136 23.91 41 91.27 134 19.11 
45 34JO 136 23.48 41 45 124 27.87 138 13 • .53 55 89.74 40 18.75 
70 3465 39 23.43 71 45 122 26.61 40 22.34 62 89.36 38 18.18 
48 3475 137 23.27 52 46 60 26.56 39 21.29 40 88.83 137 18.04 
47 3503 44 22.78 133 46 50 26.13 134 20.91 46 88.10 69 16.76 
48 3475 55 22.71 38 47 135 2.5.08 49 20.85 39 86.84 136 14.91 
70 3465 40 22.65 45 48 138 24.63 41 20.43 47 86.79 44 09.59 
40 3576 71 21.31 136 48 134 24.21 70 20.29 60 86.72 54 00.00 
41 3.598 13.5 21.07 134 4S 43 22.77 46 20.24 54 85.60 47 00.00 
44 3642 123 20.97 50 !ft) 71 22.08 133 20.06 44- 84.96 60 00.00 

122 3645 42 20.87 .55 !ft) 39 20.62 44 19.47 69 82.28 48 00.00 
124 3655 38 20.78 53 50 44 20.20 54 19.33 123 82.23 43 00.00 
63 3656 124 20.68 137 51 205 20.03 47 18.03 136 81.74 63 00.00 

123 3661 47 20.54 47 51 41 19.20 205 16.52 42 81.00 50 00.00 
13.5 3700 54 20.53 205 .52 61 19.0.5 62 16.11 133 80.60 4.5 00.00 
39 3706 133 19.21 61 52 54 18.93 42 16.04 43 77.02 53 00.00 
42 3711 122 18.64 48 .53 40 18.82 69 1.5.80 135 77.01 122 00.00 
69 3712 49 17.38 46 53 133 17.99 71 14.69 38 74.84 123 00.00 
62 372.5 48 12.92 135 54 38 16.23 38 00.00 134' 72.26 124 00.00 

~6 3807 60 10.25 54 54 123 16.12 61 00 .. 00 124 71.51 42 00.00 

~~ ~ 00.00 1~ 1 5~ 00.00 ; 00.00 1~ i:~' 
46 00.00 

133 00.00 
~ 

00.00 00.00 
1~ 

00.00 

,~~ ~g 1~ 
00.00 1~ 00.00 

~ 
00.00 122 o:~ 00.00 

00.00 
6
5 00.00 00.00 205 00.00 

3918 00.00 l~ 45 00.00 00.00 ~ ~.8 ~ 5 
00.00 

38 3972 00.00 6~ 63 00.00 63 00.00 .85 00.00 



TABLE 26 

CENSUS TRACTS SCALED FOR RANK ORDER 

'h-act Wage Crowded Rent Less than 1-2yrs. Bllilt Be- Needs Re- Average 
Dwellings one year fore 1920 pairs Score 

)8 34- 20 14 27 N.A. 26 11 22.0 
39 24 11 9 19 12 14 8 13.9 
40 16 15 2 25 11 12 10 13.0 
41 17 8 10 22 15 9 3 12.0 
42 25 19 5 N.A. 24 22 N.A. 19.0 
43 14 1 4 17 N.A. 24 N.A. 12.0 
44 18 13 7 20 19 18 15 15.7 
45 10 N.A. 15 N.A. N.A. 2 N.A. 9.0 
46 33 N.A. 26 N.A. 17 13 N.A. 22.3 
47 13 22 22 6 21 15 li.A. 16.5 
L!8 12 27 25 5 2 4 N.A. 12.5 
49 3 26 29 1 14 33 N.A. 17.7 
50 6 N.A. 18 13 N.A. 8 N.A. 11.2 
52 2 N.A. 12 N.A. N.A. 30 N.A. 14.7 
53 1 N.A. 20 2 1 34- N.A. 11.6 

54 9 23 28 ~. 20 17 N.A. 20.2 

55 4 14 19 N.A. N.A. 10 4 10.2 
60 29 28 32 12 7 16 N.A. 20.6 
61 5 4 24 23 N.A. 3 1 10.0 
62 27 3 3 4 23 11 6 11.0 
63 21 2 1 N.A. N.A. 5 N.A. 7.3 
69 26 5 8 7 25 19 7 14.7 

70 11 6 6 8 16 1 2 7.1 
71 28 16 11 18 26 7 7 16,,1 

122 19 25 30 11 6 Jl N.A. 20.4 

123 22 18 33 28 8 20 N.A. 21.5 
124 20 21 34- 10 4 28 N.A. 19.5 

133 30 24 13 26 18 23 5 19.8 

134- 15 7 17 16 13 27 9 14.9 

135 23 17 27 14 3 25 N.A. 18.2 

136 8 10 16 9 9 21 14 12.4 

137 7 12 21 3 5 29 12 12.4 

138 32 9 23 21 22 32 N.A. 23.0 

205 31 N.A. 31 15 10 6 N.A. 18.8 

"N.A!,.lsignifies no incidence of this parameter 
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TABLE 27 

SELECT RATIOS OF MOST UNSTABLE TRACTS ACCORDING Ta TABLE 25 

Tract 

137 

70 

62 

41 

Tract 

53 
52 
49 
55 
61 
50 

137 
70 
62 . 
41 

AND TABLE 26 

Rent ta Incarne Ratio 
Rentl Averag. An. Incarne 

18.50 

15.20 

12.06 

15.06 

TABLE 28 

Immigrant vs. French & Eng1ish 
Ratio: Immigrantsl Total Pop~ 

65.8 

32.0 

10.6 

3.4 

SELECT FAMILY Ta OCCUPIED DWELLINGS RATIOS BY 
CENS US TRACT 

Ratio (%) 

72.1 
87.2 
65.2 
76.5 
90.3 
65.5 
74.1 
84.6 
80.0 
84.4 

Source: 1961 Census 
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Census Data 

APPENDIX II 

SOURCES OF DATA 

Census data was used sole1y in the selection of the area, as 

noted above. Census data was of no use mn identifying changes in ethnie 

composition as Portuguese are c1assed with "other European" in the 

census report. 

Assessment Data 

City records of the name and address of a bui1ding's owner, the 

area and assessed value of the land and the assessed value of the build­

ing are open ta the public. Records for the 1959-1961 period and for 

the years 1962, 1966, 1970 and 1971 were examined. (Before 1962 the 

records were updated entire1y every three years.) These data were used 

partia11y ta identify various characteristics of buildings and owners 

and a1so in arder ta track down owners for interviews. 

Water Tax Data 

The city maintains records for water tax purposes based on an 

annua1 census of the civic address of each dwe11ing, the name, address, 

age and occupation of the individua1 paying water taxe These records 

were consu1ted for the years 1958, 1961, 1964, 1967 and 1960. These 

data, in conjunction with assessment data, were used ta measure changes 

in ethnicity of residents. 
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Teela Market Surveys 

A company called "Teela Market Surveys" maintains records of the 

name of the vendor, the name of the buyerand the price - and in sorne 

cases the amount of mortgages - for building sales in the Montr~al area. 

The company obtains these data from the deed registration office. 

About 85-percent of ownership changes that can be noted in assessment 

recDnds are reported in Teela data. 

City Maps 

/ 
The Department of Public Works of the City of Montreal issues 

maps based on aerial photographs. The maps show the area of buildings, 

the number of floors and the number of dwelling units. 



APPENDIX III 

SELECTION OF LANDLORDS 

Using the assessment roles, the names and addresses of ail owners 

in the census tract were identified. Absentee landlords were së~ected 

in the following manner. Landlords were grouped according to the area 

of the city in which they lived. The landlord nearest a convenient bus 

stop was visited first. Others in the area were visited in succession 

until a land lord was found at home. None of those contacted in this 

manner refused an interview. 

Other methods tried were less successful. First, prior telephone 

contact had been made. Respondents either refused to be interviewed or 

demanded to be interviewed on the phone or not at ail. Such telephone 

interviews were worthless as sufficient rapport could not be developed 

to get even the minimum questions answered. The policy of limiting the 

iâterview to one landlord per residential are a was aimed at gaining a 

degree of ethnie and economic stratification. 

Resident landlords were divided according to ethnicity, those 

who had done repair-work on théir building and those that hadri't, and 

those who owned single cottages and larger buildings. The first land­

lord of each type found home was interviewed • 

. W8 
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APPENDIX IV 

CHARACTERISTICS OF LANDLORDS INTERVIEWED 

Use of Building 

Dwelling for owner only (no tenants) 
Mainly a Dwelling - sorne rooms rented 
Rooming House only (for profit only) 
Absentee Landlords (1 or more tenants) 
Resident Landlords (1 or more tenants) 

Total 

Sex of Manager 
(either owner or owner's spouse) 

Men 
Single or Divorced Female 
Married Female 

Ethnicity of Owner 

Portuguese 
Other 
Jewish 
French 

Improvement Strategy 

Improve 16 
No Improvement 13 

Employment 

Manual Worker 
Skilled Worker 
White Collar 
Professional 
Retired 

4 
Il 

6 
4 
5 

1 
4 
2 

11 
11 

29 

24 
2 
3 

11 
10 

6 
2 

N.B. Three landlords interviewed and included in the above statistics 
were not included in most of analysis because of their peculiar 
nature. One was a company, one had no tenants and one gave unreli­
able responses. 
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APPENDIX V 

LANDLORD INTERVIEW SCHEDULE 

1. Do you own this building independently? 

2. How long have you had this building? 

3. How did you get it? 

4. If resident landlord--where did you live before? 

5. Why did you buy this building? 

6. ls this still your reason for keeping it ••• If sale is hoped 

for how do es he intend to sell? 

7. tVhy did you buy in this particular area? 

8. What do you find about owning property that gives you the most 

trouble? 

9. Who else lives in the building? 

10. How long have they been renting? 

Il. Are they Canadian? 

12. How did you find each other? 

13. How do yeu usually announce vacancies •.• with a sign outside? 

14. When people come to look at the apartment, who shows them around? 

15. Do you usually accept the first tenants willing to pay the rent asked? 

16. What sort of tenant do you try to get? 

17. What are your" present tenants like? 

18. Do you have a lease? .•• How long? ••• why? 

19. Does it take long to find a new tenant? .•• Is the apartment 

ever empty between tenants? 
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20. Do you talk with many of your neighbours? ••• WQat do you usually 

talk about? 

21. How do you like this area as a place to live? 

22. Are you thinking of moving in the near future? ••• Why? ••• When? 

23. Will you sell this building? ••. Why? 

24. Has the character of this neighbourhood changed in recent years? 

25. Do you think that urban renewal is likely in this area? 

26. Is there anyone you talk to about the problems involved in running 

your building? • • . Do you know of any organization for property 

owners? 

27. Do you own any other property? 

28. Have you ever owned other property? •• How do the returns compare? 

29. What do you do? •.• , (if retired) do you have any other income? 

30. What are the .. rents for similar buildings in the area? 

31. How do you collect the rent? 

32. What do you do if someone is late in paying the rent? 

33. How often do you redecorate or paint and repair each apartment? 

34. Do you do this for aIl your tenants? 

35. If the tenant wants to redecorate or paint and repair his apartment 

who pays and who does the work? 

36. Who does repairs like plumbing, broken doors, windows and plaster? 

37. Do you put such things in the lease, or do you discuss them with 

the tenants? 

38. What do you tell the tenants about shch matters, or do you talk 

about it with them? 

39. Do you give the,' same lease to aIl tenants? 
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40. Has any painting or repair work tieen done inside or outside since 

you bought the building? 

41. Have there been any major renovations? 

42. What repairs have been done for your present tenants?' 

43. Do your tenants seem concerned with keeping the apartment in good 

shape? 

44. How often do you talk to your tenants about the apartments? 

45. Is your relationship with them businesslike or of a social nature? 

46. Do you ever visit socially with your tenants? 

47. Do you ever exchange or borrow things? 

48. Has your assessment changed recently? 

49. Has this affected your revenues or have you raised rents to cover 

the increase? 

50. Have you ever hesitated to make renovations because you thought it 

would raise the assessment? 

51. Have you ever lowered or not raised the rent for a tenant who 

might otherwise have left? 

52. When was the last time you raised the rent? 

53. What was the reaction? 

54. Have you any plans for renovating your building? How do you plan to 

pay for it? Mortgage? Source? Wou Id you raise rents? 

55. Does living in the same building create any problems or is it a 

good thing? 

56. Have you ever had one tenant complain about another? 

57. What are the other landlords in the area like? 
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Address of Building, ___________ ___ 

Owner' s Name ----------------------
Owner Supplies: Heat ___ , Hot Water ___ , Fridge ___ , Stove ____ ? 

S tor age Space ____ , P arking _____ , Furni ture ___ , J ani tor __ __ 

Use of Garden _____ , Electricity ____ , Water Tax ___ , Gas 

Other _______________ __ 

What was the original Cost ofè..the building? _______________ __ 

If you took out a mortgage what was the: 

Downpayrnen t $" ______ , Mortgage$ ____ _ Interest Rate ___ ~% 
Length yrs. Source -----------------------------------
2nd Mortgage _______ , Interest Rate. ___ ~%_'_ J._e.ll_gth~ __________ ____"yrs. 

Last Year's Expenses 
Fixed Expenses 

Source? ______ __ 

Mortgage payrnents? _________________ _ 
Property tax 
School tax 
(water tax) 
Insurance 
Janitor 

total 
Operating Expenses: 

Maintenance $-__________________ ___ 

Heat$ _____ ~-----------------------Electricity$ _____________ _ 
Total 

Monthly Rents: 

total Total "---------

x$ + x$, _____ + x $ ______ ? + x $ _____ _ 
Apts., Garage,etc. 
Yearly Renta! Incorne $ _____________ _ 
Surplus, (loss) $ __________________ __ 

Mortgage Lef t to Pay$ ________________ (M) 
Arnount paid already (eqù1ty) (EQ) 
Foregone Interest. (F.i) 

Return on Equity $ ________________________ ~S~~lOO 
EQ 

% -----------..: 
Return on Mortgage: i x 100=$ _________ % 

M 
Return on Building S 100= _______________ % 

Bui14ing CostX 

Last Major Expenditure? __________ Cost? ________________ When? 

, 



APPENDIX VI 

TENANT INTERVIEW SCHEDULE 

1. How long have you lived in this apartment? 

2. Where did you live before? 

3. How many years have you lived in Montreal? 

4. Why are you renting instead of buying? 

5. Have you ever owned a dwelling? 

6. How did you find this apartment? 

7. Is there any other district you would prefer? Why? 

8. Did you have many friends or relatives living here? 

9. Who showed you the apartment when you came to look? 

10. Why did you take this apartment? 

Il. Did you bargain over or discuss about the rent, the lease (contract) 

painting or repairs or anything before signing the lease? 

12. How often do you see the landlord? 

13. Is he difficult to reach? 

14. What has been done since the last tenants by: You? 

15. Is the landlord good at fixing things? 

16. How quickly? 

17. Is your relationship business or social? 

The landlord? 
Hired help? 

18. Do you ever lend or borrow anything from each other? 

19. Is your present landlord any better or worse from other landlords? 

20. Tell me about the best landlord you ever had. 
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21. How does this housing compare to other housing you have lived in? 

22. Have you had any difficulties or dis agreements with your landlord? 

23. When was the last time he raised the rent? 

24. Would you move if he raised the rent five dollars? 

If ethnicity or age not clear ask ethnicity or age • • • 



APPENDIX VII 

IMMIGRATION STATISTICS 

TABLE 30 

INTENDED OCCUPATION BY IMMIGRANT GROUP FOR ARRIVALS IN 1969 

Intended Occupation 

Manageria1 
Professiona1 & Technica1 
C"Ierica1 
Transport trades 
Commercial trades 
Commercial sales 
Finance sales 
Service & Recreation 
Farmers 
Loggers 
Fishing hunting & trapping 
Mining 
Construction trades 
Manufacturing trades 
Labourers 
Not stated 

Total workers 
Non workers-wives 

chi1dren 
other 

Total non-workers 
Total Immigration 

I:m1m i b r a n t 
Greek Po1ish 

31 
173 
142 

59 
4 

54 
4 

650 
68 
o 

° 6 
598 

1488 
872 
298 

4,448 
1,083 

985 
421 

2,489 
6,037 

1 
98 
38 

4 
1 

11 
1 

52 
25 

° ° 2 
22 

128 
6 
7 

369 
198 
144 
121 
463-
859 

G r 0 U P 
Portuguese 

4 
41 
96 
22 

1 
27· ;..! 

2 
264 
245 

4 
3 
2 

486 
810 
113 
122 

2,242 
1,745 
2,575 

620 
4,940 
7,182 

Source: Canadian Department of Manpower and Immigration, Information 
Bulletin, 1969. 
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TABLE 31 

IMMIGRANT GROUPS SETTLING IN QUEBEC FROM 1957-1970 

y e a r l mm i g r a n t G r 0 u p 
Greek Po1ish Portuguese 

1957 2,581 594 1,687 
:1.958 2,800 527 512 
1959 2,587 566 1,035 
1960 2,449 537 1,338 
1961 1,764 428 629 
1962 1,793 211 734 
1963 2,348 285 988 
1964 1,972 257 1,104 
1965 2,390 215 1,114 
1966 2,708 186 1,516 
1967 3,642 210 1,587 
1968 2,463 201 1,229 
1969 2,383 128 1,175 
1970 1,952 101 1,230 

Source: Canadian Department of Manpower and Immigration, Information 
Bulletin, for the years 1957-1970 
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APPENDIX VIII 

ALTERNATIVES TO INVESTMENT IN 
ROUSING 

What Money Earns 

Alternatives 

Federal government bonds 
Canada 4 1/4% due 1972 

Do. 4 1/2% due 1983 
Do. 5 1/4% due 1990 

Long-term provincial bonds 
Ontario 
Quebec 
Manitoba 

Long-term municipal bonds 
Toronto 
Montreal 

Long-term copporate bonds 
Bell Canada 
Domtar Ltd. 
Union Gas Co. of Canada 

Stocks 
Av. yie1d 64 common indus trial 

Do. 18 preferred and A shs. 

Real estate mortgages 
N.H.A single fami1y 
N.H.A. renta1 projects 
Conventiona1 
N.R.A. net investment yie1d 

Savings Deposits 
Chartered Banks (chequab1e) 

Do. (non-chequab1e) 
Trust companies (non-chequab1e) 

Term money (1-5 years) 
Trust and loan companies 

Yie1d 
1972 1971 
% 

3.59 
7.19 
7.44 

7.98 
8.30 
7.44 

8.10 
8.42 

8.14 
8.30 
8.08 

3.47 
6.40 

9-9 1/2 
9 :1/4-9 1/2 
9 1/4-9 3/4 

9.125 

2 3/4-3 
4 

4 1/2-5 

6-8 

% 

4.10 
7.11 
7.44 

7.99 
8.63 
7.45 

8.50 
8.55 

8.63 
8.57 
8.54 

3.85 
6.27 

9-9 1/4 
9 1/2-9 3/4 

9 1/2 
9.375 

3 
4 1/2 
5-5 1/2 

5 3/4-8 

Source: Financia1 Post, "What money earns now", Ju1y 29,1972, p.20 
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