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Why I Am in the Real Estate Business 
St. Louis, Missouri  January 29, 1937 

Bicycling over Europe in 1900, having worked my way over on a cattle ship after 
my sophomore year at Kansas, my interest was aroused by the stability, beauty, charm, 
and orderliness of the villages and cities as compared with our American communities. 

Later, in Harvard, Dr. Sprague was most convincing that land was a precious 
possession, basic in all civilization; that relatively our urban population would grow 
rapidly; the reckless opening of new areas was passing; an opportunity was offered for 
careful, studied development of land use. 

Out of college; in debt; a little syndicate was formed among farmers for whom I 
had worked, and a number of scattered cheap lots were purchased in Kansas City, Kansas 
for the building of some hundred small $500 to $800 houses. 

Accepting as a part payment on a lot, the right to put my desk in the back end of a 
drugstore at $5.00 per month without telephone; trading another part payment to keep my 
horse and buggy in a stable nearby; (teaching us early in the business to first sell people 
nearby rather than chase distant rainbows); sleeping on a narrow couch in the living room 
of my carpenter; working days, nights, Sundays; ringing doorbells from house to house; 
personally soliciting buyers in the packing houses and stockyards; the project made 
money for both the farmers and me. 

Within a year, J.C. Taylor, now our vice-president, was added as a salesman; we 
moved to Kansas City, Mo.; formed another syndicate and began acquiring land south of 
the city limits, contrary to the expected growth of the city and in a direction in which 
apparently no one except uninformed newcomers, would be foolish enough to erect the 
first city home. 

Ten acres were purchased on a 3-year payment plan – then an adjoining five 
acres, to get rid of an offensive hog feeding lot – next 15 acres, to remove a dairy – 6 
acres to remove an old Negro razor park; a coal and lumber yard and quarry lot were 
forestalled by other purchases. 

We soon learned that 3 years to pay for subdivision land was entirely too short.  
This bitter experience had much to do in our ultimate plan of insisting upon a term of 10 
to 15 years for land acquired for subdividing purposes.  Getting rid of the hog yard, dairy 
farm, and Negro park, although it loaded us heavily with carrying charges, was valuable 
in pointing out another cardinal principle in land development – the necessity of 
controlling large areas to give proper protection to buyers and retain the accruing values 
for yourself. 
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I moved into one of the first two houses, a mile from the carline; a quarter of a 
mile from the nearest spring; no street improvements, water, gas, sewer or lights. 

We met our prospects at the end of the carline with a horse and buggy.  Yet we 
were near a good growing city and I can well recall that each daybreak seemed to mark 
the dawn of new opportunity. 

Our first mistake was to sell without restrictions – and then with very meager 
control for only 10-year periods.  Later, it cost us thousands of dollars to repurchase 
certain lots, to bring about a universal extension of proper protective restrictions, 
extending over long periods with our self-perpetuating provisions. 

Our next mistake was to sell the naked land without street improvements.  When 
these improvements were installed, piece-meal, the cost was excessive for our buyers and 
the outs and fills were damaging to homes which had been built.  It became evident that 
developing even small tracts without a complete plan was fraught with serious loss and 
injury. 

Another error was our failure to employ good architects to design our first houses, 
to give character to the place and set a good example.  In laying out our first streets we 
simply plowed furrows and failed to regard the rough topography of our land – blindly 
following the checkerboard street plan then common in our city. 

Our lots were narrow, all the same size, giving no individual appeal to fit varying 
needs of our customers; or preserving an interesting view – an attractive ledge of stone – 
a stately tree or historical feature. 

It was difficult to affect the trend of growth of a large city.  Sales were slow.  
Mortgages were coming due.  It took many years and much money to get utilities 
extended. 

We built our first board sidewalks, two feet wide, from the material of a 
demolished barn.  We worked on the grounds in the morning, doing physical labor and 
devoted afternoons to sales – occasional and far between.  Our competitors compared our 
sites to cemetery lots – some people might buy them, but none wished to use them. 

The only Country Club lay beyond our holdings, so we named the group of 
assembled tracts, “The Country Club District.  Our youthful imagination never dreamed 
the time would come when we would build four country clubs within our properties, and 
our holdings would comprise 4,000 acres. 

We raised a bonus to persuade the street railways to electrify an old steam railroad 
running through our properties like a “Toonerville Trolley.” 

Limited in capital, we approached the owners of nearby farms and for a time 
made contracts to subdivide their lands and impose rigid building restrictions of long 
duration. 

We had soon learned that it is unwise merely to place restrictions on each lot as it 
was sold, and established the practice – from which we have never varied – of filing our 
restriction covenants with the recording of our plat, binding upon the developers and the 
buyers.  These restrictions should be a prior covenant to any mortgage on the land. 
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We made a complete survey of future needs for churches, schools, business 
centers; playgrounds, parks, etc., that accrue in accelerated ratio as population increases. 

We eliminated the use of alleys believing they have no place in residential 
subdivisions. 

As we began to get a number of houses, we were astounded by the lack of 
harmony in architectural design.  A group of lovely homes often was marred by one 
design or roof color unfitting to that particular neighborhood.  This led to our reserving 
the right to control architectural design, color, location, and grade elevation of houses and 
outbuildings on each lot. 

Suddenly we awoke to another serious blunder.  We had started a subdivision of 
beautiful land and succeeded in getting it fairly well covered with homes – after all lots 
were sold, we were transferring our efforts to newer subdivisions beyond, without having 
set up any organization to “carry on”. 

So, we organized a homes association, collecting a land tax to be expended by 
five directors elected by the neighborhood and serving without pay; for the enforcement 
of building restrictions, and to supply any neighborhood services not available from the 
city, which by this time had extended its limits.  Today, our properties are divided into 
fifteen non-profit chartered homes associations, which expend nearly $50,000 annually. 

The indelible picture of the loveliness of the little English villages and 
countryside still remained in our memory.  As recently expressed by our great Executive 
Secretary, Herb Nelson, certainly, beauty and orderly arrangement should be capitalized 
in residential values so largely sentimental.  So, we abandoned our checkerboard plan of 
streets.  Blind conformance to standardized size of lots, blocks and street widths, is one of 
the greatest curses in American city building.  They should vary as greatly as the size of 
water mains, according to their functions. 

Blocks in residential areas may well be two or three times the length of blocks in 
business sections.  Major and minor streets should be established. 

Excessive outs and fills were avoided by winding our drives through valleys and 
up slopes.  Little streams were kept open and where land was only sparsely covered with 
trees, more were planted – always a wise investment. 

Triangle and circular parks were installed at many street intersections to give cozy 
domestic character to residential streets.  They relieve monotony – break the sweep of 
winds – alleviate glare of a continuous stretch of paving – give ever-changing color and 
create a street scene invaluable to the neighborhood. 

Easy accessibility to main arteries of our city became essential to tie our property 
to its plan.  No realtor should make any plat without due consideration of his city plan.  
One unnecessary jog entails enormous costs in residential or business property. 

It became apparent that we had not thought along the lines of group planning.  So, 
we developed a comprehensive scheme of gradation from the smaller house to the larger 
one; arbitrarily holding certain areas to much higher restrictions and larger lot sizes. 
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We frequently grouped English, Colonial, or other chosen designs.  One-story 
bungalows were not permitted among two-story homes, nor two-story homes among 
bungalows. 

Still remembering the beauty of the foreign plazas, and little squares, we 
endeavored to make our property sort of an outdoor museum, and have installed in some 
200 locations, garden ornaments comprising fountains, vases, statues, well heads, and 
other objects of art.  They give distinctive tone to the neighborhoods, creating a certain 
pride in the hearts of the dwellers, stimulating an aspiration to further beautify their own 
premises. 

We oppose the erection of large gateways subordinating nearby homes, though it 
is advisable to mark your boundary lines with some kind of planting or architectural 
treatment. 

To further weld the interests of our residents, meetings were organized with free 
lectures on landscape art, architecture, interior decorating; preservation of bird life and 
kindred subjects.  Children were interested through prizes in the building of birdhouses; 
2,000 being erected in one year.  Shrubbery was distributed to encourage more abundant 
planting. 

We kept our vacant land clean and orderly.  Nothing is more uninviting than 
disorderly real estate merchandising.  Travel in and out of any city in America and you 
will be affronted by unsightly rubbish dumps; piles of junked automobiles; screaming 
billboards; abandoned rock quarries; hot dog stands, and a heterogeneous mass of 
incongruous property which introduces your visitor to your city through a line of ugliness 
rather than one of beauty and order.  You might as well enter a guest to your home 
through your coal chute! 

This is a problem confronting every realtor.  He may be a subdivider of lands; 
manager of a brokerage or industrial office; or a builder of homes or business property, 
but he must be interested in the appearance of ‘fresh merchandise’.  You may be offering 
office space, and the view across dirty, cluttered rooftops defeat your deal!  You may be 
endeavoring to lease a storeroom, and find it impossible to overcome the riot of 
projecting signs of all sizes, shapes, and colors down the street. 

Cities are in keen competition in their race for commercial supremacy; inmarked 
rivalry as to the place where a man may wish to bring his family, or to live and rear his 
children.  We should endeavor to make our cities and towns so orderly in appearance; so 
dominant in beauty that they will appeal to the visitor from afar, and implant such a 
feeling of civic pride in the bosom of every citizen that he will never for long remain 
away from the city he calls home.  This is a just aspiration of a realtor. 

Through our experience of thirty years we definitely advocate diversified activity 
for realtors.  I am aware of all arguments for specialization; but I do believe one of the 
depression lessons is that a realtor should not devote his entire interest to one particular 
activity, which may be the field that suffers most during economic upheaval. 

No other profession is so confronted by changing conditions and so subject to 
habits, desires, and whims of clients from year to year. 
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Reflect on the inventions and progress which has taken place during the lifetime 
of our older members, and then forecast our surroundings, methods of transacting 
business, and mode of living twenty years from today! 

The automobile revolutionized the fundamentals affecting our wares; just as 
tomorrow the aeroplane and the trailer may do.  Downtown traffic congestion, coupled 
with outlying pictures shows; the building of suburban apartments; the change of much 
travel from railroads to incoming highways, can quickly shift a part of the downtown 
retail trade to outlying points.  And, don’t forget that certain business property is created 
by every successful residential subdivision. 

This trend should be foreseen and these centers foreplanned and placed at 
intersections of important lines of traffic at least half a mile apart with intervening land 
restricted against commercial use, thereby giving certain protection of over-production.  
There is too much land set aside for business use in our cities.  In few fields can values be 
so easily destroyed as in the over-supply of unnecessary business structures. 

After demonstrating that beauty, order, and attractiveness enhance the value of 
residential sections, we endeavored to inculcate the same sort of appeal into our Plaza 
and other shopping centers.  A chosen type of architecture was decided upon for each 
center. 

It is difficult to make space above two-stories pay in outlying centers.  Our 
records indicate greater relative income from 1-story buildings.  We declined to permit 
erection of a 10-story medical building, feeling these super-layers of population would 
only further overload street traffic, create unpleasant relation of buildings, and destroy the 
dignity of the group as a whole. 

In these centers, projecting or roof signs should be prohibited and all signs on 
buildings or in display windows controlled.  As long as every tenant is required to abide 
by the same sign regulations, no one suffers.  The minute you permit a larger, blaring 
sign on one shop, it places the adjoining tenant at a disadvantage. 

Parking of cars of employees should be regulated.  One such car parked for 8 
hours at the curb absorbs space that may serve 20 or 25 customers during the day. 

Wherever possible rear loading courts and rear doors should be provided. 

Lower maintenance costs justify good original construction.  Such little items as 
wooden rear steps and doors prove costly. 

Every realtor developing retail business property should carefully study proper 
shop widths; depths and ceiling heights.  Much can be lost in unnecessary heights.  Many 
shops are designed wider than necessary for shelving on both sides and one side counter, 
and not wide enough for two side counters. 

Few shops should be built without basements.  Innumerable uses develop for such 
space.  As a center grows, many merchants find it expedient to use basement space for 
sales rooms. 

The saving from insurance rates, less cost of maintenance; better control of 
vermin and termites, as well as dust, dirt and noise frequently justifies fireproof 
construction. 
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There is an obligation upon realtors building outlying shopping centers to give 
them residential appearance.  Street trees can be introduced in the sidewalks; unfriendly 
solid walls should be avoided, as well as unsightly exposed rears. 

The shop-building realtor should get away from the old idea of dedicating only 
the customary amount of land for streets.  Doubling the amount of street area available 
for parking helps to meet traffic demands.  Making blocks shorter makes it easier to shop 
around the block, gives greater front exposure, and provides relatively more corner 
stores. 

Free parking stations of park-like appearance are advisable.  Molding heights of 
buildings to one or two stories and spreading a center horizontally rather than vertically, 
has a direct relation to traffic congestion. 

Realtors developing both residential areas and shopping centers should carefully 
consider ‘step-ups’ or ‘buffers’, such as churches, schools, or apartments, from 
commercial use to residential use, making a pleasant transition. 

Open land between shops and other property uses gives a clear vision and identity 
value for the shops and provides light, sunshine, and air for apartment dwellers, schools, 
and churches.  These ‘buffer’ uses may bring mass trade to the shops. 

No greater challenge confronts realtors than more scientific study of retail 
structures.  The question of refrigeration, modern fronts, and improved lighting and sales 
value of color offers an immense field of leadership.  The remodeling of old stores in a 
small town on a new through highway spells new opportunities.  Roof garages may be 
coming. 

Wise developers of apartment land will provide more open space for playgrounds 
and garden areas.  Constant occupancy will be favorably affected by open spaces.  Better 
built apartments; carefully selected occupancy, and attentive management providing 
greater homelike atmosphere, have proved themselves during the depression.  

Perhaps apartment buildings in the future will be air-cooled; more homelike in 
arrangement and convenience of closets; wall space; room sizes; ventilation; fireplaces, 
garden areas and other features. 

A new field of opportunity is open today in the erection and maintenance of 
apartment buildings which will hold their values and prestige through long periods of 
time. 

This field commands the attention of our best men.  The Property Management 
Division of our National Association, along with its other studies, is accomplishing much 
good in focusing attention to their better management.  No realtor in our 8 states can 
afford not to keep abreast with the surveys of the educational courses provided by this 
Division on management problems. 

The same is true of our brokerage division, whose studies in modern percentage 
leases alone is of untold value to every realtor.  Percentage leases deserve consideration. 

Do you realize the outstanding work of our Appraisal Division?  Every realtor 
today should know how to intelligently appraise property. 
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Throughout America the once beautiful landscape just beyond the towns and 
cities is being woefully desecrated by the erection of a conglomerate mass of hideous 
roadside buildings.  Frequently with no greater cost, but with a little regard for order and 
good design, these wayside inns, barbecue stands and filling stations can be made an 
asset to the neighborhood rather than a sacrilege. 

Does not the responsibility of the realtor extend into all uses of land and its best 
development?  Are we content to simply follow the practice of those who have gone 
before? 

If we are a profession, does not responsibility rest upon us to constantly improve 
the product of our hand?  Cities are handmade – whether physically good, or physically 
bad is our responsibility.  If we simply serve as a medium for the mere barter of real 
estate, then we are not a profession.  The world does not recognize any calling as a 
profession unless its membership intelligently works to add knowledge and betterment.  
Even the farmer boy constantly strives to raise better corn and produce better stock; the 
factory hand tries to improve the quality of his product; the physician works to alleviate 
pain and master disease; the scientist attacks hidden mysteries and gives to the world new 
facts; the engineer, the botanist, the chemist, all render service to humanity, oft-times 
sacrificing their lives in advancement of knowledge, making them truly entitled to be 
called a profession.  By our achievement alone may we be an honored realty profession.  
Realology demands a place in every university and college. 

The greatest good that can come from this assembly is greater feeling of 
responsibility as to the character of all the physical elements that make up our cities and 
towns; and yes, the character of the improvement and intelligent use of the land in our 
farms. 

Let us realize that a major portion of the support of our region is derived from 
agriculture. 

The venturesome spirit of our forefathers conquered a wilderness of prairie and 
plain to give us this great agricultural empire. 

Today we are confronted with declining population on our farms; improved farm 
machinery constantly decreases the number of farmers to buy articles made in our cities.  
This problem faces even the realtor in the smallest town. 

No realtor can ignore his relation to farm property.  We cannot go forward on 
static conditions.  We must be interested in dynamic progress.  We must look for new 
frontiers, new fields for our creative genius. 

The staggering waste of raw products on our farms is well known.  There is no 
subject of wider interest to our region than greater industrial development within our area 
and a more intensive use of our raw products. 

We have a splendid Industrial Division in our association.  Its leadership is of 
immense importance.  Its studies should also embrace industrial opportunities in small 
communities. 

We are blessed with a great abundance of raw products.  Our forest, clay banks, 
lead, zinc, coal, raw wool, cotton, gas, and oil with its 3,500 by-products.  Cornstalks, 
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wheat and oats straw and other raw products challenge the synthetic chemists and 
industrial realtors to upbuilding our territory. 

This future industrial horizon adds to our frontier. 

As miraculous as it may seem, synthetic chemistry today is outdoing nature in 
breaking down molecules in matter and re-arranging atoms to make articles of daily 
usage and necessity.  This juggling of atoms spells future growth for our region. 

Nature works with catalysts, called ‘Enzymes’ which bring about reactions in 
living organisms. 

Our chemists delving into the mysteries of earth’s contents and products set up 
new compounds, re-arrange matter and outdo the soil and rays of the sun.  They bring 
into existence thousands of materials, creating a new epoch for the industries of our 
region.  Let’s take the soybean, a product of our soil – little known a few years ago.  
Articles that can be made from it are almost limitless. 

Do you realize that all kinds of plastic materials and fabrics of silken character 
have been successful y developed from this bean? 

Thousands of acres of our land, taking in the free nitrogen from the air, can grow 
a bean which transformed by the wand of the chemical engineer can bring many new 
industries to our towns.  Certainly in tilling this little bean, the hand on the plow grasps 
the hand on the loom. 

Why should so much of our corn, wheat, oats, rye, barley, and flax be shipped 
elsewhere for refining into cereals, liquors, linen and other articles? 

Dry ice and ammonia, lacquers, ingredients for safety glass and more than 100 
other items can be made from our corn. 

Reflect upon the immense waste of raw products of our farms – stacks of straw 
and cornstalks – potential gold mines burned on the ground!  These are rapidly becoming 
the basis of new industries. 

In Atchison a new corn alcohol plant has been started, in St. Joseph a building 
board factory on cornstalks and oat straw!  In Lawrence is a plant making paper from 
farm waste mixed with wood pulp.  Even our despised corncob is being used to make a 
substance called furfural from which doorknobs and bottle caps are manufactured.  The 
fountain pen you carry in your pocket was probably made from the products of coal. 

Do you not see that the end of the furrow leads to the smokestacks of the town?  
Is there not here an opportunity for every realtor to help promote growth and prosperity 
for his town or city, as well as benefit the farmer? 

One of the most amazing discoveries is by-products from milk.  We are a great 
dairy region, and should conserve our soil erosion.  Today from casein in milk comes 
white reflectors; paints; pencils; waterproof glue; penholders and pipe stems.  Chemists 
have found that silk-like filaments, artificial wool, and draperies can be made from it.  
Yes, even dishes, tooth brushes and carpets.  A Kansas City factory is making some 100 
objects from buttermilk. 

The old family cow may one day feed and clothe us at the same time. 
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From cotton cellulose is manufactured toilet ware; lampshades; shoe heels; 
crayons and motion picture films.  There have been some 565 miles of cotton woven, 
fabric reinforced, bituminous highways built. 

From glass we have fibers which can be woven into silk and yarn used for 
sweaters, hats, purses, rugs, and even glass bathing suits are becoming popular. 

More than 300 ingredients are available from our coalmines.  Yes, we are 
battering down the atomic gates and with this knowledge of articles made of our every 
day products, the future of every realtor in this region is vitally linked. 

Why am I in the Real Estate Business? 

1st – I am interested in land use. 

2nd – Since ‘29 I couldn’t get out of it if I wanted to. 

3rd – I love its romance and unlimited horizon. 

4th – It offers a greater field for creative work. 

5th – There never was a time so much real estate was owned by bankers, 
insurance companies and the Government, who need trained realtors to handle it. 

6th – Because there is money in it today – there will be money in it tomorrow. 

Let’s answer the drumbeat and bugle call of our times. 

Ours is a calling which challenges the souls and red blood of men.  It calls for 
backbone and stamina. 

Let’s get all chips off our shoulders – throw off our traditional inertia which is 
resistant to change. 

Let’s not let little things get our goat. 

Lets steer for difficult ports. 

Lets not be afraid to set up a distant goal. 

Lets go home; scan a new horizon; begin to grasp our infinite potentialities, and 
find happiness in our chosen profession. 

Let’s break down the economical handicaps of our region. 

There is no reason why we should have 5 to 25 persons per square mile while the 
eastern seaboard averages 75 to 100. 

The research work of our Real Estate Foundation under the direction of Walter 
Schmidt will give us basis factors and knowledge of inestimable value to our business 
based on the universal right to own land – an inherent right, the human race fought 
thousands of years to gain. 

Whether we hail from a one-man office of a small town, or a large city office, let 
us realize that our business depends upon our individual, creative, intelligent planning 
and execution of ideas.  Study the growth of the business of our new president, Paul 
Stark, or Walter Rose whom he succeeded, both started in one-man offices in small cities. 
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Let’s lift our business from the level of a trade to an art.  Application of thoughts 
and ideas obtained from this convention should be applied to our own respective fields. 

We must particularly heed the morale of the salesmen.  Remember, “If it had not 
been for the salesmen of Detroit and Akron, we would still be bumping over 
cobblestones, or toiling through mud on iron rimmed wheels.”  Our salesmen are the men 
who take the buffets of the storm.  They are the men who go home to a disappointed 
family when the deal falls through. 

If every man in this room who employs a salesman, rental or management man, 
will go home with the avowed purpose of doing everything in his power to assist, boost 
and stand by his salesmen through thick and thin, this meeting will be worthwhile. 

During the past 7 years it has been difficult for the head of a company to throw 
off his depression-smoked glasses; to be cheerful and wear a smile.  The fog has been so 
thick we have failed to hear the sirens of opportunity.  Perhaps we little realize how much 
our concern, woes and worry have been reflected in the attitude of our associates.  Yet we 
should be the cheerleaders of our organization.  Remember, even trees die from the top! 

Implied criticism of a faithful salesman may unfit him to approach another 
customer for days to come.  It may have been better to send flowers to his wife.  After all, 
she is the silent partner in your business. 

Salesmen are creatures of opportunity.  In fact, every employee in your office 
each time he makes a purchase from a store; each time he meets a friend in the street or at 
social gatherings, should be a constant source of prospects. 

A certain home building realtor has on his desk a sign – “We expect one prospect 
from every firm from whom we buy materials.” 

Certain mechanical routine to be followed for gathering and handling of prospects 
should be followed.  However, let us try not to pin down too rigid a system on the 
salesman who should be pliable to the whims of his customers; the weather; and the news 
of the late afternoon papers.  He must be able to adapt himself to the joys of his clients, or 
sympathize with their sorrows – in summer, in winter, in war, in peace, in depression or 
prosperity. 

He may just have received word that the most important deal of the year has gone 
by the board, and the next minute may answer the phone with a lack of personality, 
friendliness, and assurance in his voice that drive a customer away from your door never 
to return. 

Yes, our temperamental salesmen constitute our army.  Upon them depends 
success of our battle. 

Supply them and yourself with the best periodicals on salesmanship; advertising; 
development; appraising and management of property.  They and you should be able to 
eliminate all fears from the mind of a prospective buyer by knowing and giving all the 
facts on the property. 

We too often give prizes based upon sales achieved.  We should reward a 
salesman who made a good intelligent effort and still lost his deal.  He may have kept the 
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lost customer your friend; more important ultimately than the deal made by a 
representative who made the sale and not a happy customer. 

We are changing our salesroom to a more inspiring color; comfortable chairs; 
carpet on the floor; an attractive floor lamp; beautiful pictures and mottoes, and a bouquet 
of flowers on meeting mornings.  The sales meeting, or frequent conferences of even a 
two man, office, should be the mortar which holds the business together. 

If we believe that beauty and good order pay in the development of a home; a 
commercial building; apartment or factory; or the orderly arrangement of a farm, should 
we not apply the same principle to our daily surroundings?  This is just as important to a 
one-man office as to a large organization. 

With improved business conditions every realtor has a right to assume that 
everyone he meets is interested in real estate.  Mr. Tom Grant (president of the Business 
Men’s Assurance Company) told me that he couldn’t remember in months past when any 
of his realtor friends had mentioned to him the favorable opportunity to buy real estate.  
Perhaps we have let the adverse conditions of the last few years warp our attitude so as to 
overlook the glorious opportunity of presenting the greatest investment in the world to 
friends or strangers, day or night, in or out of business. 

There is another reason why I am in the real estate business, and that is because 
we are handling a product of universal use.  No man, woman or child can live or survive 
without a relation to real estate.  The past depression has only proved its fundamental 
worth. 

There never was a time when national magazines and the press were doing so 
much to help us.  Good Housekeeping, Architectural Forum, Ladies Home Journal, 
McCall’s, House and Garden, American Home and others are devoting immense space to 
the cause of “Better Standards in Building”. 

Material concerns throughout the country are carrying on wide research for 
cheaper and more lasting products, equipment, and convenience.  The home of tomorrow 
should be the triumphal achievement of this modern age. 

The 1929 detour is ended – Time marches on – the streamline age is here! 

The lows in the real estate cycle are behind us; the highs are before us.  Millions 
will be our clients – the tide is on!  Pay-off days are here!  Step lively – start quickly – 
hitchhikers are gone – it’s ‘Lights on’! 

Retail and foreign trade, factory employment, building construction and national 
income are all on a strong upward swing. 

Steel production; freight loadings; corporate earnings, automobile production are 
climbing every quarter!  

Farm income, despite the drought, is away beyond recent years. 

Confidence is ‘cash today’. 

America, with 7% of world population, and greater purchasing power than all 
Europe is OUR COUNTRY! 
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Planning for Permanence:  the Speeches of J.C. Nichols 

Coming in a period of rising prices of building materials and labor costs, low 
interest rates, wide housing shortage; renewed interest in farm land; changing retail 
methods and growing demand for industrial buildings, few of us have ever had the 
opportunity to present such high character of investment as today. 

Both new and old houses are rising in costs and value.  We offer homes wherein 
the comforts for servants even surpass the conveniences of the White House – home of 
the President of our country – a few years ago, and the homes of our land will still be 
built by realtors and not the Federal Government.  We are not ready to become tenants of 
any Government.  We are the trusted guardians of the nation’s homes! 

Opportunity is not limited by the size of our town or the size of our office.  Many 
of the most successful men have had a one-man office. 

Opportunity is limited only by the intelligent effort, the constant work you put 
into our profession and the service to your clients. 

Let us know – let us do – our success depends on the extent to which we take 
advantage of the changes and opportunities of our time; our quickness to appreciate sales 
openings; our courage and determination to explore new fields under the leadership of 
our great National Association of Real Estate Boards, and our willingness to devote our 
time to go FORWARD – AND ON – AND ON – in absolute faith and confidence in our 
part of the greatest country on earth! 

As Napoleon once said, “Circumstances I make them, opportunities I create 
them!” 

The J.C. Nichols Company Records (KC106) – Speech JCN044 

Arguably Jesse Clyde Nichols (1880-1950) was the single most influential individual to the 
development of metropolitan Kansas City.  Moreover his work, ideas, and philosophy of city planning and 
development had far-reaching impact nationally – so much so that the Urban Land Institute has established 
the J.C. Nichols Prize for Visionary Urban Development to recognize a person or a person representing an 
institution whose career demonstrates a commitment to the highest standards of responsible development. 

Nichols’ objective was to “develop whole residential neighborhoods that would attract an element 
of people who desired a better way of life, a nicer place to live and would be willing to work in order to 
keep it better.”  The Company under Nichols and his son, Miller Nichols (1911- ), undertook such ventures 
as rental housing, industrial parks, hotels, and shopping centers.  Perhaps the most widely recognized 
Nichols Company developments are the Country Club District and the Country Club Plaza Shopping 
Center, reportedly the first shopping area in the United States planned to serve those arriving by automobile 
rather than trolley car. 

The J.C. Nichols Company Records (KC106) contains both personal and business files concerning 
J.C. Nichols' private and business life.  Included are personal correspondence, family related material, and 
speeches and articles written by him.  Business and financial files pertain to actions of the Company, 
including information about different developments and the securing of art objects;  and printed materials 
produced by and about the Company. 


