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are two principals in the company’s Cramerton land-use planning development.

Avoiding the curse
of the company town

Burlington Industries wanted careful development of a
1,600-acre tract it owns in North Carolina, but it didn’t
want to get paternalistic. So it found a new method

The scale model (above) is part
of a detailed and fully-documented
master plan that Burlington Indus-
tries, Inc., working with architects
and consultants has devised to turn
some 1,600 acres the big textile com-
pany owns at Cramerton, N. C., into
a model community—one that avoids
the taint of being a mill town.

In order to avoid any touch of pa-
ternalism, Burlington will own noth-
ing in the proposed community.
Cramerton itself is a non-incorpo-
rated town 20 miles east of Char-
lotte. But Burlington does expect to
see the gently rolling, heavily
wooded acreage transformed into a

48 MANAGEMENT

community following its plan. The
company expects to sell the land to
a private developer, one who is
willing to promise to toe the Burling-
ton line and follow the master plan
in detail.

Specific goals. The company op-
erates two mills in Cramerton and
without getting directly into the real
estate business, it wants to protect
its own investment and its 1,700
employees by seeing the area de-
velop in an orderly manner. Its mas-
ter plan calls for nearly 1,300 private
homes, more than 1,500 apartment
units, a golf course, a small shopping
center, and also a marina, located on

the south fork of the Catawba River,
which splits the tract.

Additionally, space has been al-
located for an industrial park, an
office park, two churches, and mu-
nicipal buildings such as schools
and hospitals. When completed after
10 years and at a cost of some $100-
million, Burlington feels the Tnew
community will fit neatly into the
rapidly developing Cramerton area.

New look. When the textile indus-
try moved south in the 1920s and
1930s, it sprouted hundreds of “mill
towns,” often shabby little villages
where workers lived in company
houses, bought from the company
store, and borrowed, when they
could, from the company bank.
While some industry officials arguz
such facilities initially were neces-
sary to lure rural people off the land,
they became symbols of industrial
exploitation.

Years ago, progressive textile pro-
ducers began selling off this un-
wanted property and today most
major companies shy away from any-
thing like a company-owned town.

But often, a company like Burling-
ton cannot avoid becoming involved
with company towns. In becoming
the country’s largest textile concern
—mostly by acqurisition—Burlington
took on company houses and stores
that often were thrown into the sale.
The Cramerton Mills purchase in
1946 is a case in point.

Landholder. Cramerton is a typi-
cal small town of about 3,200 people
with the big house of the Cramer
family, which founded the mill, still
standing atop_a_hill overlooking the
settlement below. As part of the
Cramerton Mills pa;:kage, Burlingé
ton became owner of 1,000 acres o
unused land and a flock of workers’
homes.

Burlington began selling off the
houses and in 1962 bought the 800-
acre Cramer estate. The company
fiow has a 1,600-acre tract, largely
undeveloped, Tying along a main
highway in the fast-growing section
between Gastonia and Chaslette.

The problem of doing something
with the property fell to J. C. Cowan,
Jr., vice-chairman of Burlington’s
board and head of the real estate
committee. At that point the land
was drawing attention from a di-
verse group of investors.

“Many people wanted pieces of
it,” says Cowan. “A filling station
here, a drive-in there. One group
wanted a plot on which to build a
church.

“We wanted to sell off the prop-
erty, but we saw that if we didn’
have a plan, there would be a hodge
podge, and that much land being
sold helterskelter might have de-
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...1he new type V-beit that
IS amazing the auto industry

Accelerated tests of Gates Poly-Flex V-Belts are
being conducted today by leading automobile
manufacturers. Early test results have already ex-
ceeded initial estimates as to the remarkable capa-
bilities of this entirely new type V-Belt.

Automotive engineers are finding that Gates
Poly-Flex V-Belt stays like new throughout today’s
long warranty periods, even on problem drives—
and then continues to run for many more thou-
sands of miles.

It eliminates warranty costs for replacement

and retensioning. It handles greater horsepower
than any other automotive belt . . . for a longer
time. . . over smaller pulleys. .. permitting higher
accessory speeds. It is the answer to the ever in-
creasing electrical and mechanical demands of auto-
motive accessory equipment.

Gates Poly-Flex is a design opportunity no
automobile manufacturer can afford to overlook.
For complete information, write Mark T'. Gilkison,
Vice President, The Gates Rubber Company, 999
South Broadway, Denver, Colorado 80217.

*Gates Poly—one of the Gates family of Poly products to better serve our customers' needs.

Gates Poly-Flex V-Belts
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executives all over the world about it.

One of these ads can be about your product. Every month Pan Am’s magazine, CLIPPER®
CARGO HORIZONS, carries hundreds of ads like these to more than 166 thousand busi-
nessmen all over the world in six languages.* CLIPPER CARGO HORIZONS is read by manu-
facturers, importers, exporters, buyers, suppliers, agents—anyone, in fact, who is
interested in trading internationally. If you would like your products or services listed,
or if you would like to receive this unique publication free every month, send off the
coupon opposite, today. There is no cost—no obligation.

*English 125,000 world-wide; Spanish 13,000; German 10,000; Japanese 8,000; French 5,000; Italian 5,000.

WORLD'S LARGEST AIR CARGO CARRIER « WORLD'S MOST EXPERIENCED AIRLINE




SWEEPS ... up to 100,000 sq. ft. per hour.

SCRUBS ... up to 30,000 sq. ft. per hour.

NEW! Only a Tennant Sweeper does both jobs:

Here’s cost-saving news in maintenance
equipment: The TENNANT 85 Sweeper
now does both floor-cleaning jobs . .
takes only 15 minutes to change.

Sweeps ultra-clean both inside and out.
Instantly removes dirt, dust and bulky
debris in a single pass. Cleans a 53"
path 12 to 23 times faster than a broom.

Scrubs automatically with new rollaway
unit that attaches in about 15 minutes.
Cleans a 50" path. Applies detergent,
scrubs soilage loose, and picks up—all
in 1 operation. Easy to use.

Even removes snow! Clears snow away fast
with optional plow, blower or broom.
Werite for illustrated Bulletins.

Industry’s most widely used

[ENNAN]

POWER SWEEPERS

G.H.TENNANT CO.,703K N. LILAC DRIVE, MINNEAPOLIS, MINN. 55422

the savings in insurance premiums.

obligation. Or write.
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What could be
more business-like?

THE MORE HAZARDS YOUR PLANT HAS
THE MORE YOU PAY FOR INSURANCE.

It also follows that it would be just as business-like if rates went down when
hazards are reduced. That’s exactly what Blackstone does by its program of
engineered loss prevention. M Blackstone field engineers identify your hazards,
show you how to neutralize or eliminate them. The expense of protective
equipment then becomes a self-liquidating capital investment paid directly from
B Why not take a second look at your
insurance program. You could be paying to preserve the very hazards which
could cause a major loss. Contact your Blackstone man for details, without

BLACKSTONE

MUTUAL INSURANCE COMPANY

229 Waterman Street, Providence, Rhode Island 02904
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stroyed values in the entire area.
So we decided to back off for a
while.”

Planners score. What Burlington
backed into was quite a project, un-
usual for industry even in this day
of business investment in real estate.

¢ Many companies find themselves
olding large chunks of land, often
A '

or water rights or for expansion.
Usually it 1t 1s"determined such Tand
isn’t needed for corporate purposes,
it is sold for the best price it will
bring. Thus, what Burlington did, at
an outlay of $35,000, is a worthy ex-
ample of land-use planning.

Recommendations from Burling-
ton’s bankers sent Cowan first to
Charlotte realtor Ed Vinson, one of
the leaders in the area. Vinson, in
turn, brought in A.G. Odell, Jr., a
local architect, to figure out the best
usage for the Burlington tract. Not
long before, Odell had worked out
a similar though smaller-scale plan
for P. H: Hanes Knitting Mills Co.—
a plan that calls for a hospital, a
school, light industry, and a retail
and office area on a 258-acre tract
in North Carolina.

When Odell got together with the
Burlington people, “we decided,”
says Odell “that we ought to fit use
of the land to the projected growth
of the surrounding area.” Gaston
| County, in which Cramerton is lo-
\catod, expects its population of 127 -

000 to jump more than 40% in the
next decade.

Aware of these facts, Burlington
hired Hammer & Co. Associates of
Washington, D.C., to work up an
economic study of the section. Aerial
photographs were taken and analy-
ses made. From all this flowered a
thick book replete with charts, sta-
tistics, and maps, as well as a step-
by-step construction program.

Next step is to sell the land, ap-
praised at _$2-million, to a
developer who will accept the plan.
Realtor Vinson, who is handling the
sale, says several prospects are in
sight, including two major Charlotte
interests.

Trumps. Though Burlington will
have no direct control once the land
is sold, two paths are open to insure
compliance with its plan. The least
preferable would be to include deed
restrictions. But Burlington is going
before county zoning authorities to
ask that the plan, in effect, be in-
corporated into zoning regulations.

This will provide sufficient guar-
antees, Cowan believes, and also
provide needed flexibility in case
later changes appear desirable.
Cowan feels, though, that the plan
is so well suited to its purpose that
“it’s in the interest of the developer
to follow it.” End

BUSINESS WEEK August 22, 1964
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