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Sell with the newest glamour
Concept 70 I/zm/l Flooring

Congoleum-Nairn puts totally new beauty into homes:
a seamless expanse of sparkle and glow.

Something entirely new yet completely proved: that’s a real selling asset.
Install it with Flor-Ever Concept '70° Vinyl, newest improvement of
America’s first and most used inlaid vinyl . . . a finer sateen finish with
the greatest scuff and scratch resistance . . . excellent stain resistance . . .
and magical SPARKLES. See the popular Concept 70 colors (planned
to coordinate with your smartest interiors). And learn of all the selling
aids offered by Congoleum-Nairn.

ALL PATTERNS ACTUAL SIZE. To the
left 6105, upper right 6101, below 6103.

SPECIFICATIONS: By the yard, &6 feet

wide. May be used on obove-grade ,

floors of wood, concrete or ceramic file, ‘ y FINE FLOORS
including those with radiant heating.

sTrademark (©) Congeleum-Nairn Inc., Kearny, New Jersey, 1960




NuTone Presents a New Combination ...

Wall Electric Heater plus Exhaust Fan.!

INSTANT HEAT FOR CHILLY MORNINGS OR OFF SEASONS

KEEPS AIR FRESH, ODOR-FREE AND MOISTURE-FREE

L =
Newest idea for your bathrooms — =
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Electric Wall Heat PLUS Ventilation :
BATH ROOM

Exhaust Fan

DdUBEE_ELEMENT = l —=
Electric Heater ‘

,mws—‘""‘snr_“
2 armored heating elements . .

use hoth for instant 5460 BTU . .
or single element for 2730 BTU.
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Saves installation cost . . avoids double cutouts and double wiring. Heater and
fan operate at SAME TIME or separately May be wired to 120 or 240 volts.

Super quiet cushion-mounted motor. $56.95 listt = SEE NEXT PAGE%
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HEAT-A-LITE #9010
Circulating Heater plus light.
New flush with ceiling design.
Thermal protected. $49.95 list §

HEAT-A-VENTLITE #9090 &

Heater plus Light plus Exhaust pi

Mounting
Brackets

Enclosed

Heating Coolin
Element - l ystérﬁg

RADIANT HEATER #9200
The perfect answer for fast,
effective, safe bathroom heat.
Radiates healthful Infra-Red
heat throughout the bathroom.
Thermal protected. $26.95

Blower
Exhaust
anaus = 3" Dia.
discharge
Anodized
Aluminum - : “Plug-in"
Grille S— z Motor

BATHROOM FAN #8330
Fits in Ceiling or in 4 Wall . .
for draft-free, odor-free and
moisture-free bathroom. New
cushion-mounted blower fan
is super quiet. $23.95 list

VENT-A-LITE #8660
Exhaust Fan plus Ceiling Light
both for cost of a single unit.

. Blower is quiet . . exhausts just

the right amount of air without

‘ ; chilly drafts. $36.95 list

: erte Dept. HH-8, Cincinnati 27, Ohio

FREE CATALOGS Write NUTONE, Inc.S

e Dhost ?W %m%/mw@/m%zm

All products shown are protected by U. S. Patents

-<— See Other Side




to custom-built

or mass produced

homes, B&G
Hydre -Fie
HEATING
ADDS EXTRA VALUE

Designed and owned by Mr. Harry Weese, Chicago architect,

this home was selected for **Record Houses of 1960".
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300 Hydro-Flo heated homes in this development were sold over one week-end.

BsG
BOOSTER

The key unit of a B&G Hydro-Flo
System—a quiet automatically
controlled electric pump which
circulates hot water through the
heating system. Hydro-Flo equip-
ment can be installed on any hot

(

To homes built without regard to cost, B&G Hydro-Flo
Forced Hot Water Heating brings comfort which matches
the highest standards of design and construction. Where
homes are built to sell competitively, B&G Hydro-Flo
Heating adds distinction which gives them a strong selling
edge over less adequately heated homes.

A builder who is installing B&G Hydro-Flo Heating in
thousands of homes says this—

“In deciding on this type of heating, we were guided by
the need in this highly competitive market for a feature
of outstanding sales power. Radiant heating, with its sun-
like warmth can’t be equalled for genuine comfort and
cleaner, quieter operation. Its warm, draftless floors guard
against usual winter ills.”

""Hydronic Homes" Sales Promotion for Builders

Every builder should see this presentation! There’s no
obligation in getting the facts on this comprehensive pro-
gram of ideas and sales helps for utilizing the outstanding
and exclusive advantages of hydronic* heating.
Write, phone or wire today.

*Modern hot water heating.

BELL & GOSSETT

C O M P K N %

Dept. GH-10, Morton Grove, lllinois

water heating boiler. Canadian Licensee: S, A, Armstrong, Ltd., 1400 O'Connor Drive, Tavonto 16, Oriario)
HOUSE & HOME August 1960 Volume 18, Number 2, Published monthly by TIME INC., Rockefeller Conter, New York 20, N. Y. This issue is published in
- AUGUST 1960 Nutional, Speclal and Western editions.. Second-cluss postage pald at New York, N. Y.

and at additional mailing offices.  Subseription price $6.00 a year.




Interiors by Charles Anna Marsh For above doors, specify Float-Away "“Colonial,” 8'-0" height, any width required.

Photographs by Hulin of Alderman Studios

Does $14.97 Extra Profit
per Closet Installation Interest You?

With a pre-packaged Float-Away door . . . 20 minutes time . . . a hammer and screw driver . . . you can
make $14.97 additional profit on every closet you build. Float-Away metal closet doors completely

eliminate unnecessary framing, wall finishing, costly labor. Write or wire collect today for proof of the

Float-Away profit story.

FLOAT-AWAY ;. .5]) DOOR COMPANY

1173 Zonolite Road, N. E. \ A Dept. H-84 Atlanta 6, Georgia

Float-Away metal closet doors are made to fit all standard modular openings — available in Flush
2D Panel, Louver or Colonial, prime coated — also prefinished Lauan and Birch. Five-year guarantee.




DAVE FOX, FOX and JACOBS CONSTRUCTION CO., DALLAS says...

"TFoodonama hos Temendous
appeat kon women”

“In Fox and Jacobs model homes, we insist on outstanding product in the refrigeration field.
outstanding furnishings—both to interest We believe it has tremendous appeal for
prospects and to reflect the basic quality women particularly. They seem to love the

of construction. That is why we feature the idea of having a 12 cu. ft. refrigerator and a ONE OF THE NATION'S TOP
Foodarama by Kelvinator in our model 6 cu, ft. upright freezer right in the kitchen— BUILDERS, Dave Fox and his partner,
kitchens. In our opinion, Foodarama is the all in just 41 inches of wall space." Tke Jacobs, have won national recognition

with eight major building awards. Mr. Fox
ts now the National Chairman of the
Merchandising Committee of NAHB.
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No ordinary refrigerator helps sell homes like Foodarama by Kelvinator!

Builders are reporting exciting sales results with many ordinary. refrigerator-freezers! Write or wire
Fabulous Foodarama by Kelvinator. And with all its  today for the special Foodarama Builder Plan. Let
terrific sales appeal, it’s actually priced lower than  Foodarama help sell your homes.

thene's a Salles Plus o1 you i @&

Division of American Motors Corp., Detroit 32, Michigan
Refrigerators = Electric Ranges » Automatic Washers « Clothes Dryers « Home Freezers « Disposers « Room Air Conditioners « Dishwashers « Electric Water Heaters « Dehumidifiers

‘ AUGUST 1960



RUBEROID gives you quality where it will be seen!

FRED C. SPROUL, Sproul Homes Inc., Colorado
Springs, Colorado: “Here at Sproul Homes we
believe the picture a home buyer gets the moment
he drives up to a house is worth a thousand sales
words. That is why we desire both quality and
appearance in our roofing and sidewalls. Use of
RUBEROID roofing and siding lets the buyer
know right away that Sproul Homes specialize in

quality construction. And the way RUBEROID
products stand up over the years helps Sproul
Homes build their reputation while building sales.”

500 FIFTH AVENUE

®

NEW YORK 36, N.Y.

HOUSE & HOME




What are the big ideas
. in your latest bath-
rooms? Are they ordi-

THE
bl

nary rooms? Or are they ‘“idea’ rooms that cash in on the
growing trend to extra convenience and beauty...the trend
that 1s making bathrooms the most newsworthy rooms in the
home. Bathrooms are the only completely furnished rooms in
the homes you sell. When designed with imagination, they
are second to no other rooms in their appeal to buyers...and
w the way they can set your homes apart from other models.

HERE ARE SOME WAYS TO PUT BIG IDEAS INTO YOUR BATHROOMS...

AUGUST 1960
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SIOP PROSPECTS
WITH AN

ORIGINAL USE

OF FIXTURES

Imagine the luxury look of a bedroom that has
a dressing table with storage space and the
convenience of running water. A Gracelyn cabi-
net-lavatory does the trick. Install it back to
back with another Gracelyn in the bathroom,
to cut piping costs. Buyers stop, look and re-
member your new home when you feature this
Norwall wall-hung toilet. It makes a bath-
room look bigger and makes cleaning easier.

T

|2,

I"EA_ PLAN A BATH WITH
= CHILDREN IN MIND

Install fixtures that are easy for chil-
dren to use. For example: The Restal
receptor bath has sides 4" lower than
most tubs—making it easy for Junior
to step in and easy for Mom to bathe
him. The Restal is an ideal shower
bath for anyone. Side-by-side lava-
tories can be placed at different heights
(or a fold-out step installed) for chil-
dren of different sizes. The 14"x 14"
Dentaledge can be an extra lavatory
just for brushing teeth. Here's a way
to “customize” a home without add-
ing extra cost.

m . ADD A BATH WITH-
= OUT ADDING SPACE

You can find space for the extra bath-
rooms people want without increasing
floor area. Check your plans, and you
will find that space. Example: The
end of a hall plus the corners of two
adjacent bedrooms can become a bath-
room, with doors to each room. Ex-
ample: Build a mud room off the
kitchen or as part of the utility room,
with a space-saving Viking corner
lavatory. Example: Install a powder
room, or half bath, under the stairs
leading to the second floor or under
the basement stairs. Use a Compact

HOUSE & HOME




toilet and a small cast iron Ledgemere
lavatory. The space is there when you |n = Top OFF THE BATH'
= ROOM WITH GLAMOR

|
‘ look for it. Why not build in the solid
A single-lever lavatory faucet will

half bath?

sales appeal of an extra bathroom or
catch the eye of model-home visitors.

Place a sign nearby that encourages
them to try the fingertip control.
Nothing of comparable size packs the
interest and convenience of this glam-
orous American Standard fitting.

IDEA: BATHE YOUR BATHROOMS IN COLOR

Get professional help from your American-
Standard representative. He has decorat-
ing schemes planned around fixture colors,
with samples of tiles, flooring, walls,
towels, shower curtains and a brand-name
list that’s a helpful buying guide.

BEDROOM

AUGUST 1960 7



AMERICAN-STANDARD MONTHLY REPORT

WHAT'S NEW FROM AMERICAN-STANDARD?

I" . NEW GAS FURNACE DESIGNED
= FOR HEAVY COOLING LOAD

This new gas-fired furnace is designed to handle the
extra volume of air required for air conditioning in
warmer climates. A real space saver, it fits in an alcove,
closet, under stairs—almost any place. The typical
basement installation shown has a cooling coil on top
of the furnace connected to an American-Standard con-
densing unit outdoors. The furnace arrives assembled,
wired and tested, ready to hook up and start up. All at
a price below many units with fewer features.

II][A. TWIN APPLIANCES COOK THE
= DINNER—WASH THE DISHES

Youngstown Kitchens’ beautifully matched DianaOven-
Range and Dishwasher-Dryer are “built-ins” —with
quality built in. The Oven-Range installs in minutes,
as easily as a base cabinet. It’s versatile, too—range
top and oven can be installed for use as one unit or
separately, giving you maximum flexibility. The new
24" dishwasher features vinyl-coated racks with
capacity to wash and dry service for ten. Both come in
Monterey Beige, Chrome, Antique Copper and White.

Inm_ NEW LAVATORY HAS TRIM
= LINES—COMPETITIVE PRICE

The New Ledgewood lavatory of durable enameled
cast iron has the smooth, modern lines so popular today.
It is attractively priced, too. The Ledgewood features
a deep, roomy bowl, anti-splash back, hidden front
overflow, handy back shelf and gently rolling rim.
Available in a variety of decorator colors and white,
and in 19" x 17" and 22" x 19" sizes.

L For more information write to:
- AIR CONDITIONING DIVISION PLUMBING AND HEATING DIVISION
40 West 40 St., New York 18, N.Y. 40 West 40 St., New York 18, N.Y.
CHURCH SEAT and cover { Y 4 5
snap off. without remov- C. F. CHURCH DIVISION YOUNGSTOWN KITCHENS DIVISION
p ’ Box 471, Holyoke, Mass. University St., N.E., Warren, Ohio

ing hinge posts, for easy
cleaning. Seat No. 300 is
smartly designed and has
a streamlined cover. Both
of high-impact plastic in
white and colors.

. HOUSE & HOME
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HOW MANY
HOMES COULD
YOU SELL,

IF YOU PAINTED
ALL OF THEM
BLUE?

Yoziowa! Hardware

cabinet hardware gives you 21 different
finishes to please discriminating buyers

Today’s home buyer has some very definite ideas about
color, style, and finishes. That’s why so many builders
choose National Mfg. Co. cabinet pulls, ornamental
hinges, door butts and other items that help make a sales
impression. You can please them all from the big selec-
tion of styles and finishes you will find at your National
hardware dealer. Look for the familiar blue cartons . . .
they're your guarantee that the hardware inside is quality

you can rely on.

NATIONAL MANUFACTURING COMPANY

19008 First Ave. Sterling, Illinois

AUGUST 1860




Put Andersen’s creativity
to work for you!

An Andersen Flexivent— The same Flexivent— The same Flexivent—
Hopper Style! Awning Style! Casement Style!

Flexivents® help you parlay builders’ benefits into
sales stimulants

Every so often, you find a building produet of such So is its installation. So is its operation.
excellence that it offers you significant savings . . . Wisely, Andersen glazes its Flexivent line with gual-
yvet offers your customers feature after desirable fea- ity glass. When you demonstrate a Flexivent window,
ture. Example: the Flexivent window line—from the there'll be no disturbing flaws or distortions in the
guality shops of Andersen! glass to mar your sales story!

Versatility is the key advantage of Flexivents, You The standards set by Andersen, and other leading

can install each unit in any of three ways: as an awn- ‘ sash manufacturers, are high ones. American-Saint
ing, hopper or casement sash. You can use it (1obain, as a supplier of glass to practically all

alone . .. or in ribbons, stacks or an infinite va- ‘ ‘ pre-glazed sash makers, is proud to serve the
riety of groupings. Its design is simple and elean. window makers of America.

Creative ideas in glass

HOUSE & HOME




ENTRANCE TREATMENT.
Patterned glass ponels
framing the door let in natural
light, add o feeling of
hospitality and warmth—yet
protect privacy. This glass is
Doublex® by A-SG.

PRIVACY — AND
PROTECTION. Aliernate
panels of Corrugated and
Muralex® glass, framed in
rich redwood, screen a patio

against onlookers . . . and
ward off unwanted breezes.

These creative ideas in glass
add value far exceeding their cost

Time and time again, builders have dis-
covered that decorative glass can be a
powerful sales stimulant. ‘Extras’ like
those pictured here are low in cost, yet
highly merchandisable. In fact, func-
tional glass can replace costlier instal-
lations. A Blue Ridge patterned glass
wall, for instance, eliminates lathing,
plastering and decorating on both sides
... calls for far less labor.

The Blue Ridge glasses shown here
are a small sampling from the dozens
of available designs. If you wish, you
can give a prospect his own choice of
patterns . . . or individualize each of
your houses by varying the patterns
yourself.

Whether you offer a dramatie ex-
panse of glass or just a glamorous ac-
cent, remember: you’ll find no broader
line, no higher quality, than patterned
Blue Ridge glass by A-SG ! Contact your
local glass jobber, or our distriet office
nearest you.

ROOM DIVISION. A divider
glazed with luxurious
Velvex® separates living and
dining areas . . . serves as a
smart display for plants,
bric-a-brac, glassware, efc.

LIGHT TRANSMISSION.
Panels of Flutex® screen
this living room from the
street, yet admit plenty of
light, Colors and shapes
of the neorby planting
come through too.

PARTITIONING. The rhythmic
lines of Blue Ridge
Corrugated glass give a
striking drapery eftect to this
partition . , . make two rooms
lighter, brighter, more
spacious in feeling.

A
AA

AMERICAN-SAINT GOBAIN CORPORATION
Dept. HH-30, 625 Madison Avenue, New York 22, N. Y.

District Sales Offices: Atlanta * Boston * Chicago * Dallas * Detroit * Kansas City, Mo. * Los Angeles * New York * Pittsburgh * San Francisco

AUGUST 1960 ]

BT e




RCA WHIRLPOOL DISHWASHERS

Filter-Stream Dishwashing . . .

eliminates tedious scraping
and pre-rinsing. Water is kept
free of food particles by the
Filter-Stream® system wash-
ing action that constantly fil-
ters the wash and rinse water.
*Tmk.

Your family will love our family of home appliances

Products of WHIRLPOOL CORPORATION St. Joseph, Michigan

“Random-Loading” ...

racks that permit loading and
intermingling of dishes in the
most efficient manner for max-
imum capacity. It's almost im-
possible to load the dishwasher
incorrectly.

Use of trademarki @g§ and RCA autherited by trademark owner Radio Corporation of Americe

provide the real work-saving
conveniences today’s buyers demand!

Home buyers are becoming more demanding.
Whirlpool is working with you by providing dish-
washers with deluxe features buyers want such as:

¢ Built-in water heaters

¢ Capacity for up to 14 place settings

e Select-A-Door* front panels
plus four automatic dial settings with exelusive Dial-
A-Cyecle* control, two automatic detergent dispensers
and automatic wetting agent dispensers. And
RCA WHIRLPOOL Dishwashers are very modestly priced.
There is also an RCA WHIRLPOOL companion Food
Waste Disposer with quiet, positive action, three-
position cover control and built-in reversing switch.
It installs easily.

Mail coupon for full details

Contract Sales Division,
Whirlpool Corporation, St. Joseph, Michigan HH-8-0

Please send me complete information on the new RCA WHIRLPOOL
Dishwashers and Food Waste Disposers.

Name. Title
Firm Name

Firm Address

City Zone
County State

HOUSE & HOME




FOLLANSBEE STEEL CORPORATION
Follansbee, West Virginia

WILLIAM E. BOYD RESIDENCE, EL PASO, TEXAS
ARCHITECT: RAY PARRISH, SCOTTSDALE, ARIZONA

ROOFING CONTRACTOR: L. & K. SHEET METAL
ROOFING CO., EL PASO, TEXAS

Beautiful Roofing and Beautiful Dreamers

AUGUST 1960

It used to be that the roof of a house was a very unimaginative thing—installed
mainly to afford protection against the elements. It was given little considera-
tion in the overall aesthetic expression of the house.

Then, a number of beautiful dreamers—architects and builders who felt that
the roof was a significant design feature—began to design roofs that became
the focal point of the house’s beauty.

Follanshee Terne, an architectural roofing metal, has been used as the roofing
material for many of these houses because its use places no limit on the imagi-
nation of the designer. Terne is versatile, allowing the desired expression of
form, function and color because it can be applied in so many ways.

Follanshee Terne is a very practical roofing material, too. Properly installed
and painted, it will last more than a lifetime. It can be painted any color, any
time, to harmonize with other aesthetic changes. Painted a light color, it will
reflect most of the sun’s heat. And Follansbee Terne is completely fireproof.

Materializing a beautiful dream with Follanshee Terne is the practical way to a
distinctive roof —one which makes a house an outstanding and beautiful struc-
ture. If you do not have the latest information on Follansbee Terne, we would
be very pleased to send it to you.

Follansbee is the world’s pioneer producer of seamless terne roofing,




MODEL HOMES ARE BETTER HOMES WHEN YOU USE

Let your creative desires take over . . . and you’ll find a Qualitybilt window
treatment available to match every inspired idea perfectly! The builder
of this model home did!

Hundreds of delightful combinations like this model home kitchen and
dining room can be created from Qualitybilt's complete line of over 120
types and sizes of units!

Qu alitybil
WOODWORK

Successful home builders know that the only
way to sell more homes . . . profitably . . . is
with new ideas, like this well-attended Better
Homes & Gardens IDEA HOME in Mil-
waukee, Wisconsin. The imaginative use of
Qualitybilt Kitchens, Windows, and Millwork
in this model home stimulated the interest of
home prospects tremendously . . . put them in
a buying mood. Best of all . . . these builders
have found that Qualitybilt lets them sell
Quality without the usual extra price tag.

Why don’t you plan to capture more home pros-
pects with Qualitybilt! Your nearby Qualitybilt
distributor can show you how!

FARLEY & LOETSCHER MFG. CO.
DUBUQUE, IOWA

ENTRANCES / DOORS / FRAMES / SASH / BLINDS / CASEMENTS / SLIDING DDORS
SCREENS / COMBINATION DOORS / STORM SASH / MOULDINGS / INTERIOR TRIM
SASH UNITS / LOUVERS / KITCHEN CABINET UNITS / CABINET WORK
STAIRWORK / DISAPPEARING STAIRS / “FARLITE" LAMINATED PLASTICS.

HOUSE & HOME



Loox HOW STRONG! A 200-pound man can stand on the
knobs of a “California” lock without causing the slightest
damage. That’s because this lock has far and away more
bearing surface than average. In each knob of a “Califor-
nia” lock the spindle is supported by two bearings spaced
scientifically for maximum strength. Result: no droop.

It’s one of the reasons “California” locks are so trouble-
free, and why they save you a big part of their cost by
eliminating call backs.

All “California” locks have cold rolled zinc-dichromated
steel parts, compression springs, and non-ferrous trim. They
~an be installed in a 2” or 2%%” lock hole, are self-align-
ing, and can be adjusted to varying door thicknesses with
equal knob projection. Available in Tulip and Plymouth
designs, in bright brass, dull bronze, brushed aluminum.

“California” locks are ideal for interior use on develop-
ment homes — perfect companions for the famous Schlage
wafer key cylindrical locks.

The low-cost interior lock for community developments

AUGUST 1960
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Electrical outlets aplenty!

More flexible office layout

with new 3UUULQ, E‘)Q ctn 0STU

New 3-Wire Electrostrip® grounds office machines . . .
gives you handy outlets you can move.

Here’s absolute electrical safety combined with an abun-
dance of outlet convenience. New 3-Wire Electrostripis UL
listed and meets the electrical code requirements for equip-
ment grounding. Electrostrip outlet receptacles twist into
place anywhere on the strip. When you relocate machines,
you can relocate outlets right where you want them!

See your electrical contractor about 3-Wire Electrostrip.
He'll install it swiftly, economically—without mess, with-

Installs quickly on wall surfaces

PATENTEDY (B)

out disrupting work schedules. Electrostrip is the safe,
modern system for wiring offices, showrooms, shops and
institutions. It provides electrical outlets aplenty!

BullDog Electric Products Division, I-T-E Circuit Breaker
Company, Box 177, Detroit 32, Michigan. In Canada: 80 Clay-
son Rd., Toronto, Ont. Export Division: 13 E. 40th St., New
York 16, N .Y.

%

% BULLDOG ELECTRIC PRODUCTS DIVISION
_‘A ) I-T-E CIRCUIT BREAKER COMPANY

Qutlets anywhere you need them

HOUSE & HOME
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How a house looks usually determines how it will sell.
.S 1l ‘L That's why so many successful builders feature

Bk St genuine cedar shingle roofs and cedar shake walls.
! h o Because pride of ownership is a mighty potent force.
v B LG And pride begins with exterior appearance. The

21 f,: (1QP natural character and unmistakable thick-
(LT OIS E : '
iy § BRI ness of a cedar shingle roof .. . the rich shadow-

lines, deep-etched striations and cheerful factory-
applied colors of cedar shake walls . .. appeal to that pride of
ownership. When you build with
cedar, you build with pride.

For complete application details see your Sweet’s File, or write . .,

RED CEDAR SHINGLE BUREAU

5510 White Building, Seattle 1, Washington
550 Burrard Street, Vancouver 1, B.C.

CERTIGROOVE |
CEDAR SKAKES

SHINGLES

o Al




Only Hotpoint gives you so

Model RJ76-A right-hand contrl panel Model RJ77-A left-hand control panel

Only Hotpoint @.:Guc REST | Ovens
give you all of 1960’s newest, most exciting features

NEW hood-fan automatically removes cooking odors NEW mirrored window gives a clear view inside when
oven lights are on, but with them off the window acts as

a mirror, hiding the oven interior.

during broiling and barbecuing.
NEW control panel comes mounted on side that fits your

kitchen plan best. NEW full-width door lifts off; new chrome floor liner,
NEW ventilation system circulates more even heat over oven units and broiler spatter guards remove for faster,
every inch of each shelf for better baking. easier oven cleaning.

PLUS—Rota-Grill for recipe-perfect barbecues, Roast-Right Meat thermometer for just-right roasts.

Mol RUTS-A uei : : K- New Hotpoint CPLoucrE ST | Surface

L iy

Section with Cook Book Controls and
Calrod®” Recipe Heat Units

Now you can offer your prospects an end to cooking guess-
work and an aid to recipe-perfect meals every time. One
glance at Hotpoint’s simple Cook Book instructions on the
control panel shows how to enjoy the easiest cooking ever.
One touch of a button lets your customers cook with Recipe
Heat . . . heat as accurately measured as the ingredients of
any recipe. And with the temperature-controlled Super-
matic unit any pot becomes an automatic cooking utensil.

HOUSE & HOME




much MORE TO SHOW
MORE TO SELL

in the showplace of your home

Selling homes is really a “show” business and
Hotpoint’s business is to give you more to show and
more to sell. That’s why 1960 Hotpoint built-ins
have more exciting, sales-boosting features than
ever before. Features that say quality and better
living the minute your prospects see them. Fea-
tures that put new beauty and convenience in the
showplace of your homes — the kitchen.

Never before has Hotpoint offered you so many
models to choose from—all competitively-priced
s0 you can build famous Hotpoint quality and con-
venience into even your moderately priced homes.
And Hotpoint built-ins are available in four colors,
classic white, stainless and brushed-chrome finish.
Put the extra salespower of 1960 Hotpoint built-ins
in your home today.

DIFFERENCE!

A Division of General Electric Company, Chicago 44, lllinois

ELECTRIC RANGES * REFRIGERATORS » AUTOMATIC WASHERS « CLOTHES DRYERS * CUSTOMLINE®
DISHWASHERS * DISPOSALLS* *+ WATER HEATERS ¢« FOOD FREEZERS +* AIR CONDITIONERS

LOOK FOR THAT

AUGUST 1860




The ONLY paneling
protected with the

st Bruce-PlyWelsh hardwood paneling

for walls that look their beautiful best
when buvers visit your homes. Because it
was originally developed for use on hard-
wood flooring, the PlyWelsh finish has
maximum durability . . . is without peer in
the paneling field. Scratch, mar and chip
resistance are ach d with pressure im-
pregnation and infra-red baking. This proc-
ess makes the finish part of the wood itself,
enhancing the natural beauty of grain and
color for walls that look new for a lifetime.

Prefinished moldings to match

hing moldings, panel stretchers, putty
sticks and stains simplify installation and
reduce vour costs. Get the facts today from
your local PlyWelsh distributor or write for
literature. Welsh Plywood Corporation,
Subsidiary of E. L. Bruce Co., 1680 Thomas
St., Memphis 1, Tenn.

PLYWELSH
prefinished
Hardwood
Paneling

The finish won't chip off!
Bruce-PlyWelsh Antique Birch

HOUSE & HOME




Forgive me if I'm carried away by my Progress Electronic Range Hood. Imagine a range hood that requires
no duct work, no charcoal filters, no complicated installation that is magically electronic. That's my Progress
Electronic Range Hood, engineered to outperform all previous ductless hoods. It works through electrostatic
action that disintegrates millions of microscopic, grease-laden particles, neutralizes them. Then air is returned,
purified! That, my friends, is science, not magic, but it all adds up to the same wonderful result. With the
push of a button, smoke vanishes, grease and soot and cooking odors disappear. My kitchen becomes so fresh
and sweet and cool I can close my eyes and imagine myself floating over a sun drenched field of mountain flowers!

That’s my Progress Electronic Range Hood.

PROGRESS ELECTRONIC HOOD
Available in three sizes and a
choice of four finishes:
Anodized Copper, Copper-
tone, Solid Stainless Steel
and Platinum. Superior
performance,

PROGRESS MANUFACTURING CO., INC., Dept. HH-8, Philadelphia 34, Pa.
Please send me information about your El2ctronic Ductless Range Hood

NAME

COMPANY
ADDRESS,

-
.
.
-
.
.
-
-
-
-
-
-

AUGUST 1960

EFFECTIVE FILTRATION
Blower fan draws smoke and
soot particles across electri-
cally charged ionizing grid,
then to collector plate where
they adhere. Air returns to
kitchen deodorized, pure and
clean,

[00ISS
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Aluminum
fastener
eliminates
face

nal/] "g ! NOW YOU SEE IT! NOW YOU DON'T! |
Hidden fastener in place befare Fastener cannot be seen after
overlapping panel is applied. overlapping panel is applied.




CKING OR SPLINTERING

of Upson Primed Siding in o
LIFETIME * of outdoor exposure!

Here's the most durable, neatest looking ;X(Here s proof! Read what brutal punishment

and completely practical lap siding! And Upson Primed Siding withstood during the ASTM
PR R et i kol i accelerated aging tests estimated to be eguwalent
you can Y am g g to 30 to 50 years of natural weathering. (The
either. Upson Primed Siding is cut to following six torturous steps were repeated six
uniform size—12" wide by 12’ long. These times.)

precision dimensions permit exact layout.
Edges are uniformly true and straight, too.
Surface guaranteed knot free. No grain to
raise or hide. Both surfaces and edges are
primed for longer life. One side gray, one
white . . . and this paint will positively not
peel! Upson Primed Siding is waterproofed
throughout. And the hidden aluminum fas-
teners (see illustration, left) not only elimi-
nate face nailing and improve appearance,
but provide automatic venting that pre-
vents moisture build-up in the wall.

QOur technical staff will gladly consult
with you on your requirements. Phone,

Soaked in water Sprayed with steam Freezing storage  Heated in dry air

3 : 1. One hour at 2. Three hours 3. Twenty hours 4. Three hours
wire or write. The Upson Company, Upson 120°F. at 200°F. at 10°F. at 210°F.
Point, Lockport, New York. 5. (Repeat of 8. Eighteen hours

No. 2 above.) at 210°F.

...ll.l!..'t...0‘..0..........l..l........"I.t......i‘t......l...

Please send me the FREE illus-
trated brochure about dura-
ble, strong and money-saving
Upson PRIME SIDING and
related Upson products.

11
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THE UPSON COMPANY

180 UPSON POINT + LOCKPORT, N.Y.
NAME:

COMPANY:

ADDRESS:

CITY: STATE:

.‘........I...l....'.........'.ll.-...l....l.....

THE UPSON COMPANY <+ UPSON POINT ¢ LOCKPORT, NEW YORK
PRIMED SIDING + DUBL-BILT « TRIM-BILT - SOFFITS - ALL WEATHER +« STRONG-BILT




“NO SUBSTITUTE FOR
QUALITY-SO WE FEATURE
GENERAL ELECTRIC

HEATING AND
CENTRAL
AIR CONDITIONING”

says busy Buckeye builder

Typical home of the Sepper Corporation’s project at Parkview, Ohio.

1 &

“Having over thirty-five years of experience in building homes
and apartments in the greater Cleveland area, we have found
there is no substitute for quality, either in the construction of a
house, or in the products we feature in the house. Trouble-free
installations, together with a quality G-E Furnace or Central Sys-
tem Air Conditioning, enable us to be sure that our customer
will have the proper indoor climate to enjoy all the many features
that we build into our homes.

“For these reasons, we are featuring General Electric heat-
ing-cooling equipment and appliances in our Valley Forge and
Park Overlook Sub-Divisions.”

So writes Robert P. Sepper, Secretary-Treasurer of the Sep-
per Corporation at Fairview Park, Ohio. Mr. Sepper currently has
a magnificent 235-home project under way at Parkview—and a
premium-quality 139-home project about to start at Fairview Park.

Whether you're planning 5 homes or 500, you'll find it's
good insurance to include General Electric heating and central-
system air conditioning for complete customer satisfaction. For
full information on G.E.'s new Air of Satisfaction builder sales
program that helps you promote, merchandise and sell your

24
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Bob and Pete Sepper of the Sepper Corporation.

.2
OPEN HOUSE '
HOO.000
Ve fos e Flemmat
e

PRl Al il S

homes, contact your nearest General Electric heating and air
conditioning distributor. He's listed in the yellow pages of your
phone book. Or send coupon today.

GENERAL @3 ELECTRIC

Air Conditioning Department, Tyler, Texas

T e TR W S e [ T S e
P. 0. Box 3236, Station A HH-5
GENERAL ELECTRIC COMPANY

Air Conditioning Dept., Tyler, Texas

Attn.: Mr. J. J. Heffernan

I'm interested in teaming up with General Electric’'s “Air of Satisfaction” program.
Please give me full details.

Name et e o e e

| R S R P S o SR g o el

Address_____ e — et —

i e e Al S R T R e e
County State
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HARNVEY Bronze Hardware
has sales impact you can see and feel! Har-Vey's* beautiful

808 Facia Series adds new excitement to sliding door installations. Its
delicate Bronze Tone blends naturally with traditional or modern decor
and is a superb visual sales aid for your building.

Operation 1ts “matched” V-Groove track and Twin Nylon Roller
Hangers guarantee you a lifetime of smooth, quiet door control.

Remember . . . for beauty and unexcelled operation, use Har-Vey's*
Decorator Bronze 808 Series. It sells for you.

Write for Bulletin No, 27

beautifully quiet...
@

; HARDWARE
808 SERIES |

*another great Homeshield product.

a HOMESHIELD“product

190y AMERICAN SCREEN PRODUCTS COMPANY ¢« CHATSWORTH, ILLINOIS
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Air conditioning

“Gas Cooling and Heating
Has Become Synonymous
with Quality.”

helps sell homes—
the SUN VALLEY All-Year _

helps sell them faster because it's Gas!
Says Donald M. Arnold, Shreveport, Louisiana builder

FOR THE BUILDER—Homes sell faster with Arkla-Servel Sun
Valley* All-Year® Gas Air Conditioning Systems! Most buyers
today want quality, combined with economy. “That’s what we
give them in our Sun Valley Gas units,” states Mr. Arnold, “plus
efficiency, with no moving parts in the cooling-heating cycle
to wear out.”

Mr. Arnold Shows a
Prospective Buyer The
Compact Arkla-Servel
Gas Unit.

FOR THE BUYER—AIl the comlort and the convenience of all-year
Gas air conditioning! The buyer enjoys air conditioning in every
room, yet monthly bills are lower than many pay to cool a couple
of rooms with other type units. And the full 5-year warranty |
pleases both the buyer—and the builder. Comes in sizes to fit any ONLY G A S f
house. For complete details, contact your Gas company or write
Arkla Air Conditioning Corp., General Sales Office, 812 Main

Street, Little Rock, Ark. AMERICAN GAS ASSOCIATION does SO mUCh more...

sk, for so much less!

HOUSE & HOME




The Gracious Life
Of Ceramic Tile
Fashion...Made ¥
Practical For Any
Setting. .. WALLS, M
FLOORS. ..
INTERIORS And
EXTERIORS

VICO GLAZED BUCKSHOT
Now in new Designer Patterns. This
Cushion-Edged, Finely Grained,
Hi-Luster Tile is amazingly
durable and even Frostproof, Mix
or Match as preferred . . . can be
color co-ordinated with
any other VICO tile. Exclusive
“Perfo-Mesh” backing for speed
and easy installation, In 2 ft. by 1 ft.
sq. sheets of 1 inch sq. tiles.

VICO UNGLAZED LARGE RANDOM
Assorted rectangular and square
tiles are combined to make this
Random Pattern. Satin-Smooth
Surface in clear Luminous Colors Yo
Cushion-Edged and Frostproof, Wy iy
Impervious to Liquids, and ==

J P d
| v~ 3

Permanently Durable. Available .
in 2 ft. by 1 ft, square sheets g
Df 2:! X Zn. 1” X 2:1 and - Y
1" x 1" tiles, backed with o

“Easy-Off" paper.

GLAZED BUCKSHOT UNGLAZED LARGE RANDOM

Always Specify VICO Ceramic Tile, The Right Tile
To Suit Every Requirement, For Every Job!

Contact Your Local Distributor For Samples, Prices,
And Further Information, Or Write [Direct To:

AMS TERD.ADM

CORPORATION
Awarded The Seal Of
Approval Issued By
The American Standards 285 Madison Avenue - New York 17, N. Y.

Testing Bureau

CUSHION-EDGED

VIGO0 is 2 Reg. Trade Mark of the Amsterdam Corp.




built today...

the key to sales and profits!

The recognized quality of genuine lath and plaster construction
is the wise builder’s answer to a customer demand for assur-
ance of quality...will quickly turn prospects to buyers...will
enhance the reputation of the builder who wants to be known
as “the man to do business with”...

When prospects knock on the wall...be sure it’'s GENUINE LATH AND PLASTER

:

«LATH

PLASTER
NATIONAL BUREAU FOR LATHING AND PLASTERING, INC. + 311 Tower Bldg.,1401 K St. N.W., Washington 5, D.C.
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HONEYCOMB
HEAT EXCHANGER
- Continuous inherlnnl:in;ﬂm; |

from element to air. it

Reflective aluminized

‘steel baffles enclose
W Fast action, reliable .
| exchange cell.

rod-type heating element.

y o b_le.snniag—-mpuﬁts_ absorb
| expansion and cantraction silently.

FEATURES

High and low density—Low wattage systems ideal for
residential use. Higher wattage units primarily designed for
institutional or commercial application. U.L. approved.
Automatic controls—Built-in thermostat sections control
comfort levels in each room.

Thermal cut-out—Each section has thermal cut-out switch
to prevent any over-heating if air flow through unit is cut off.
Accessories—Convenience Outlet Sections (240 or 120

volt), Dummy Sections, *Matching End Plates and Corner
Pieces, Built-in Thermostat Sections, Wall Thermostats.

Other data—Heating sections operate on 240, 277 or 208
volts. Section lengths: 32" and 48", 63%"high x 214" deep.

New, exclusive

HONEYCOMB HEAT EXCHANGER
increases warm air delivery

In the new R&M-Hunter Convection Baseboard,
heating engineers have combined a fast-action, high-
ly efficient heating unit with newly designed Honey-
comb heat cells of non-corrosive aluminized steel.
The result is greater metal-to-air ratios, providing
more efficient heat transfer at lower surface temper-
atures. This means more comfort at less cost.

AIRFLOW DESIGN DELIVERS
HEAT WHERE IT'S NEEDED

Directional outlet speeds circulation of
warm air into room, away from wall. The
advanced design of the R&M-Hunter Con-
vection Baseboard achieves a 9-to-1 ratio
of warm air delivery to radiant heat.

For complete data, write
HUNTER DIVISION—ROBBINS & MYERS, INC,
2458 Frisco « Memphis, Tennessee

Write for
color literature.

ReM-Hunter BATHROOM TRIO

This new R&M-Hunter unit provides any combination of
licht, ventilation and heat for complete bathroom con-
venience. The beautifully designed chrome and glass grille
is flush mounted. Lights give brilliant diffused illumination
through Alba-lite glass panels. An electrically reversible
axial flow fan distributes 1450 watts of heat instantly, or
exhausts air to ventilate bathroom. U.L. approved.

Light—Ventilation—Heat in one unit

5)

HUNTER

AUGUST 1960
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Won't corrode, won't rust,
Every operating part ither
stainless steel or heavily
plated for rust and cor-
rosion resistance.

Two easy-to-see positions.
It's either “on™ or *'off."”
No third “tripped" posi-
tion to cause confusian.

The only circuit breaker
with modern styling, fin-
ished in neutral sandal-
wood, Cutier-Hammer Safe-
tybreakers will blend with
any decorative motif,

Double protection. Both a
magnetic trip for short
circuits and a bimetal trip
for sustained overloads.

HOUSE & HOME
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Here's the new way to
show that youve installed

Full Housepower

(it's the new Cutler-Hammer Safetybreaker Center)

Here's the smartly-styled load
center that says quality and Full
Housepower to prospects.

Now Cutler-Hammer presents you with
a powerful new selling feature for your
homes—the new Cutler-Hammer Safety-
breaker. It’s styled in attractive sandalwood
color for main fleor installation.

Have your electrical contractor put the
new Safetybreaker in or near the kitchen
of the next home you build. It will indi-
cate to prospects that the wiring is modern
and high quality. It ties in with all
the advertising and promotion about Full
Housepower. And, it's the best looking cir-
cuit breaker you've ever put in a home!

But, the Safetybreaker’s good looks aren’t

WHAT'S NEW? ASK...

the only feature that distinguish it from
the crowd. Due to its ingenious construc-
tion, it's the safest circuit protection you
could offer.

And, it’s so easy to understand for the
housewife. Only two easy-to-see positions
on the Safetybreaker unit—‘‘on”’ and “‘off.”
No tripped, mid-position to cause confusion.

For more details on how the new
Cutler-Hammer Safetybreaker can help you
sell your homes faster, have your electrical
contractor get in touch with the Cutler-
Hammer electrical distributor. Or call the
distributor yourself and ask him what’s
new with the Safetybreaker. He'll be glad
to tell you. So would a representative from
the Cutler-Hammer sales office nearest you.

CUTLER-HAMMER L=

Cutler-Hammer Inc., Milwaukee, Wisconsin « Division: Airborne Instruments Laboratory « Subsidiary: Culler-
Hammer International, C. A. Associates: Canadian Cutler-Hammer, Ltd.: Culler-Hammer Mexicana, S. A.

CONTROL
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TUBE AND SOLDER-TYPE FITTINGS
CAN SAVE YOU UP TO 15% AND YOU

GET A BETTER INSTALLATION TOO!

COPPER

You can install STREAMLINE DWV COPPER TUBE AND FITTINGS at savings up to 15% and get the most modem
. a compact, space-saving system that's lightweight, sanitary, non-rustable and clog proof.

drainage system possible . .

COMPARISON WITH RUSTABLE MATERIAL PROVES INSTALLED COST
OF STREAMLINE DWV COPPER TUBE AND FITTINGS IS LOWER!*

3” ALL COPPER DWV DRAINAGE 3" GALVANIZED AND DURHAM 3" IRON DRAINAGE INSTALLATION

INSTALLATION DRAINAGE INSTALLATION COST TO
COST TO COST TO PLUMBING
PLUMBING PLUMBING CONTRACTOR
CONTRACTOR CONTRACTOR
Stack Fittings and Tube $62.46 Stack Fittings and Pipe $53.01 Stack Fittings and Pipe $26.52
Drainage Branch Lines 50.89 Drainage Branch Lines 30.91 Drainage Branch Lines 30.78
Solder and Flux 1.31 Lead and Oakum 1.00 Lead and Oakum 4.87
Labor 60.00 Labor 120.00 Labor 120.00
TOTAL COST OF * TOTAL COST OF * TOTAL COST OF *
INSTALLATION INSTALLATION INSTALLATION :
*This comparison 1s based on actual
material and labor costs in effect on Complete technical information on Stream-
Jcm»l-ﬁ-v 7, I’P:"“i‘._'ir” & mid-west metra. ine DWV Copper Tube and Solder-Type
politan area of 75,000 population. Fittings is included in big, new 32-page

Bulletin D-459. Send for your free copy today.

“ MUELLER BRASS CO., PORT HURON 10, MICHIGAN

294
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this is

SCHOIL.Z D.

. . and this is the MARK ’60 . . . from the famed Scholz Design Collee-
ion. Your own copy is now available.

Use of these famed designs have sold tens of thousands of homes in
ecent years . . . at the highest profit margins in their builders’ experience

. . largely pre-sold from leads furnished by Scholz Homes in its con-
inuous promotional programs.

This same world renowned distinction of design, this impeccable
quality and craftsmanship can build your prestige reputation as well as
srovide a continuous pre-sold building program at pleasantly surprising
profit levels for you.

Call or write today (coupon at right) on a franchise for your area.

Wl;?r bwn book of these _'

Please forward the 36-page, full color * Famed Scholz Design Collection™

O [ would also like more complete nformation
an the Authorizged Custom: Burlder Franchise

O fwo

Scholg 60 North American Homes

like tnformation on lower priced

NAME

STREET

TATE PHONE

Mail 10: SCHOLZ HOMES, Inc., P.O. Box 156, Toledo 7, Ohi







TRANSLUGENT VINYL DESIGNS SO POPULAR IN FLOORING

—NOW AVAILABLE IN

Low material costs, fast installation,

of the other advantages of

Practicality and good looks—those are the things prospects
and buyers expect in counter-top materials. You, in addition,
seek low product cost and fast, economical installation. New
Armstrong Counter Corlon—a thoroughly flexible vinyl
material—provides you with all these advantages. And it
enables you to offer counter tops backed by the best known
name in vinyl products for the home.
1. The interesting designs and smart colorings dress up any
kitchen. Counter Corlon comes in varied stylings. The photo
at left gives you an idea of the distinctive decorative effect
of the Supreme Series. It’s made of colored vinyl particles
and pearlescent chips, with metallic accents scattered in
“pools” of clear vinyl. This gives Supreme an intriguing
third dimension that charms your prospects.

Two other design effects in Counter Corlon merit special
mention, In the Starglow Series, metallic flecks sparkle in
rich, plain backgrounds. The Granette Series has a gentle

“pebbly” graining. In all series, the variety of colors enables
you to use any of them in any type of home.

2. Toughness and easy care impress prospects—keep buyers
happy. In the Supreme and Granette Series, the colors and
designs extend all the way through the thick vinyl wearing
surface; in Starglow the pattern is heavily coated with a
layer of clear vinyl. These features, combined with the flexi-
bility of Counter Corlon, prevent chipping, delamination,
and blurring of the design.

Counter Corlon provides superior resistance to boiling
water, wear, abrasion, staining, strong soaps, household
chemicals, and soil. A damp sponge cleans away spilled
foods and grease. And because the surface “gives” slightly
under impact, Counter Corlon greatly reduces the clatter of
pots and pans.

3. Installed cost less than most counter-top materials. The
price of Counter Corlon material is surprisingly low: about
65¢ sq. ft. before installation. More important, the extreme
flexibility of Counter Corlon—and the fact that it comes in
long rolls instead of rigid sheets—greatly facilitates installa-
tion and reduces mechanies’ time on the job. Counter Cor-
lon can be coved snugly around the edge of a counter and
up a backsplash, providing a seamfree installation from the

AUGUST 1860

COUNTER TOPS, T0O

unique decorative styling are some
Armstrong Counter Corlon

lip of the counter, across its surface and up the wall. (You
can do this without wasting material on counters of almost
any size, because Counter Corlon comes in long rolls 307,
42” and 72” wide.) By eliminating the need for metal trim,
expensive in itself, the flexibility results in a gracefully flow-
ing, molded effect.

4. Exclusive backing prevents moisture and mold damage.
Because of the exclusive Armstrong Hydrocord Back (the
same backing that permits the use of sheet vinyl floors on
and below grade), Counter Corlon is completely resistant
to moisture. Hydrocord also prevents mold from building
up under the surface and breaking the adhesive bond or
staining the surface. So you won’t be plagued by callbacks
to repair damage caused by mold growth or moisture.

5. Added convenience: Counter Corlon can be installed by
your flooring contractor. You can have Counter Corlon put
in at the same time your floors are installed by vour flooring

contractor. Fashionable, exclusive matching effects can be
achieved by combining Supreme Counter Corlon with one
of the newest stylings in Armstrong sheet vinyl floors,
Futuresq Supreme Corlon. Or fetching “mix” effects can be
had by co-ordinating Starglow and Granette with other
Armstrong Vinyl Floors. The colors in dozens of materials
are decorator planned to be used together. If you have a
fabricator make up vour counters, his post-forming equip-
ment can handle Counter Corlon to your advantage.

6. Free builder’s kit: Counter Corlon installation demon-
strator, color samples, complete specifications, The Archi-
tectural-Builder Consultant in your Armstrong District
Office will give you this valuable and useful kit. The dem-
onstrator—a section of a counter covered with Counter
Corlon—makes it easy to show home buyers the unique
features of this new counter top. And, if you desire, your
Architectural-Builder Consultant can provide you with free
display signs and hand-out literature. Call him, or write to
Armstrong, 108 Sixth Street, Lancaster, Pennsylvania.

(Armstrong COUNTER CORLON
1860-71960 Beginning our second century of progress
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In celebration of our 60th year of world-wide progress . ..

Special Anniversary Offer to Builders

A Genuine Coleman
gas-lite

with the installation of

(oleman

America’s Only Bonded Line
Heating and Air Conditioning

The Coleman Company, Inc.
Wichita 1, Kansas

HOUSE & HOME




Be assured of QUALITY
in Fibre Duct

... always install F. H. A. accepted

Addition to MNorthwert Junior High, Kemas City,
Kansas, Contracror; Haren &  Laughlin  Construction
Company. Heating Contraciar; Malnar Plumbing

& Heatlng, MHeating Subs-controcipr: Bloke Haoting &
Alr Candlitioning Co. Architec: Radatinski-Meyn-Deardarfl,

Before you buy ANY fibre duct, protect yourself,
your reputation, and the interests of your customers. ..
by making sure the duct has been tested in accordance
with F.H.A. requirements and found acceptable.

You are sure with SoNnoaIrRDUCT! Especially designed
for use in slab perimeter heating or combination heating
and cooling systems, SoNnoairpucT Fibre Duct has been
subjected to F.H.A. testing procedures—and meets or
exceeds all F.H.A. criteria and test requirements for pro-
ducts in this category. And, Sonoco quality control as-
sures you of uniform high

standards on every order!

Lightweight, economical _FREE
SonoairpucT Fibre Duct is INSTALLATION
easy to install—saves con- MANUAL
tractors and owners time, —
labor, and money! Available
in 23 sizes, 2"’ to 36" 1.D.,
in standard 18’ shipping
lengths —special sizes to or-
der. Can be sawed.

Contains latest, detailed,
step-by-step installation
data for SONOAIRDUCT
Fibre Duct. For copy,
- ° send us name, address
See our catalog in Sweet's, or on company letterhead,
write for complete information and

prices fo:

HARTSVILLE, S, C.

LA ‘PUENTE, CALIF,

FREMONT, CALIF,

MONTCLAIR, N. J

AKRON, INDIAMA .

ATLANTA, GA,

BRANTFORD, ONT,

ATRE R R SONOCO PRODUCTS COMPANY .7
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You ean build better homes
for lege with

Aluminum Siding

HASTINGS
ﬂ."’PIv"‘()VL-’ (2}

As a builder you're always concerned with building better

structures for less money. Here's how Hastings Aluminum
Siding does just that.

Whether you select insulated or hollow-back, vinyl-clad
Hastings Aluminum Siding will give you substantial reduc-
tions in cost of labor and material; it will increase the value
of the home; and it will give you the “‘eye-catcher” to get
people in the home and close sales faster.

We'd like to tell you more — and we will, if you'll take
one minute to fill out and mail the coupon. No cost, no
obligation, just a straightforward, no-nonsense answer about
how you can build better homes for less money.

e HASTINGS
ALUMINUM PRODUCTS, INC.
Hastings 2, Michigan

Manufacturers of aluminum siding, awnings and
palio covers, columns and slare front materials,

| |
]l Hastings Aluminum Products, Inc., Dept, 9H, Hastings 2, Michigan :
I Yes, I'm interested. Show me how Hastings insulated and hollow-back |
I aluminum siding can help me build better homes for less money. 1
: Name :
: Company. I
| Address |
| |
| City Zone State |
A il e S i e T b L o B

39



http://Northw.il

f‘tfl:




5 O
Lo

SIDING

. APPROVED )

HERE TO STAY...
THAT'S THE BEAUTY
OF ALUMINUM

When scores of America’s leading professional
builders adopt aluminum siding like this for their
homes, they have the best reasons in the world.*
B Homes build easier. ..to last longer. Quality
siding approved by Kaiser Aluminum is easy to
install and eliminates call-backs. Its color is
factory-applied and will last up to 15 years.
B Homes sell easier...at better prices. Aluminum's
lasting beauty and freedom from maintenance
sell homes! These points are recognized by lenders
and reflected in higher appraisals. ® No wonder
aluminum is today's most talked-about new home
building material! Dozens of building products
made with Kaiser Aluminum—from siding to nails
to sliding glass doors—are helping the new home
industry to build and sell better. For complete
information on Kaiser Approved Siding, write to:
Kaiser Aluminum & Chemical Sales, Inc.,
Dept. HB-275, Kaiser Center, Oakland 12, Calif.

i 1€

g HidaUt

) displ

ALUMINUM

@i

—

TO BUILD BETTER...TO LIVE BETTER
Kaiser Aluminum & Chemical Sales, Inc.

Kaiser Center, 300 Lakeside Drive

Oakland 12, California

*We'll supply names, facts and figures if you like,




Floor shown above—one of 11 sparkling Metal Leaf™ colors—features Copper on Buff with
Bright Copper and Black feature strips. Wall Base is economical-to-install Beige KenCove ™.

BUYERS WILL SEE this Kentile” Metal Leaf Solid Vinyl Tile Floor...
featured in Kentile advertising that appears in Life, Look, The Saturday
Evening Post, and 17 other leading national magazines, plus This Week.

That’s why they know and respect any Kentile Floor as a symbol of

quality construction. Tie in with Kentile advertising . . . put this same,
distinctive flooring design in your model homes. Talk to your flooring
contractor. Remember: “You Get Much More in a Kentile Floor.”

A N Byt
‘\ ;
S %)
. .
> '.'N'J
A
W
'\vv

SIGN OF GOOD VALUE!

Let Kentile's big national ad-
vertising help you sell. Get
your Free Model Home Dis-
play Kit. Write: Kentile, Inc.,
58 2nd Ave., B'klyn 15, N. Y.

CHOOSE FROM OVER 200 DECORATOR

T|I|LIEfF|L :
EEm .E.E ..m m E E RUBBER, CORK AND ASPHALT TILE,

IN SOLID VINYL, VINYL ASSESTOS,




Rou nd u p' First solid hints of a market upturn
™

Some signs of the expected response to easing mortgage money are beginning
to appear. FHA reports that insurance applications on new homes turned up for
the first time this year in June. VA appraisal requests, too, hit an eight-month
high. Finally, Census’ revised figures for May show the year-to-year starts gap,
which has widened steadily each month so far, began to shrink again (for details
on housing statistics, see p 69).

The trend gives some backing to growing hopes that 1960’s showing will improve
as the year continues. New home starts declined from May on, last year, so any im-
provement this year will close the gap more. But sales are still only so-so over most
of the country. Warns Economist Miles Colean: “The time is past when easier
money can solve all problems.” Some hint of why is contained in the University of
Michigan’s latest Index of Consumer Attitudes, taken in May. It shows consumers
cutting back plans to buy new houses or cars from the last Index taken in Feb-
ruary. Though some 26% of the sample said they felt mortgages are hard to get,
interest rates higher, the big reason, says the University, is edginess over a coming
recession. Only 35% of all families expect to be better off next year than now
(vs 40% in February).

In its semi-annual market survey, NAREB showed its realtor panel evenly split
on whether demand for new houses is up or down—27% said up moderately,
28% said down. Listings of new homes at $12,000 or over is about the same as
last year, but volume under that price down in 43% of areas surveyed, vs 20%
where it was up. Sales in under-$12,000 bracket are down in 42% of the areas,
up in 21%; for houses up to $20,000, sales lag in 36% of the areas, are ahead

NEWS INDEX in 27% ; houses over $20,000, down in 39%, up in 27%.
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sponding decrease in required stock purchases
from the Home Loan Bank system—from 2%
to 1% of assets. . . . FHA finally lost out in
its battle to get more budget flexibility in the
operations of field offices. Tts request to be
allowed to exceed its non-administrative
budget by 15% if necessary was stricken out
of the Independent Offices Appropriations bill
by the House, restored by the Senate, but
thrown out again by a conference committee.
For FHA, flexibility is academic this year

Renewal Commissioner David M. Walker is
trying a new tack to solve the problem of
producing lower middle income housing in
urban renewal projects. The tack: electronic
computers. Under a $66,266 grant to the
Pennsylvania State Department of Commerce
(augmented by $33,134 in state funds),
Temple University in Philadelphia will use its
data processing center to sort out all possible
combinations of costs, standards and financing
programs. NEWS, continued on p 42
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HOUSING POLICY:

FHA takes a big new step to
broaden the mortgage market

When Commissioner Julian Zimmerman approved sale of FHA mortgages to
individuals last month, it was no surprise—FHA had been ironing kinks out of
the idea all spring. But it may be the biggest housing news of the year, because

It opens the way for a return to the market by investors who once dominated it.

Before FHA revolutionized the mortgage industry by making the amortized, long-
term loan a standard attractive to institutional buyers, individuals were by far the
largest holders of mortgages. In 1925, says the Home Loan Bank Board, “individ-
wals and others” accounted for 40% of total dollars invested in mortgages; in 1959
only 12.8%.

Now, say mortgage men, a decline in bond yields, FHA’s relatively high return
(5% % after V5 % for servicing) and its insurance that at worst investors will get
4% % on their money through FHA debentures, should draw a substantial number
of individuals back to mortgages. Says B. B. Bass, president of the Mortgage
Bankers Assn: “Within a few years, this new source may well account for 25%

of the new money going into FHA loans.”

Realtors and mortgage bankers foresee important benefits right away.

They are among the most enthusiastic supporters of FHA's move. They say it will
do much more than channel more funds into home mortgages—and these bonus

benefits will be felt much sooner.

Says Bass: “Some effects in the tone of the
market will be noted immediately, especially
for higher discount loans. Few institutional in-
vestors want these anyway, and the high yields
will be particularly attractive to individuals.”

Says NAREB President C. Armel Nutter:
“It will help Realtors make more sales,
especially where the seller of a house doesn't
need the money right away. With the new
order, he can sell the house FHA, take back

the mortgage himself, and thus not have to
pay the discount he would if the loan were
going to an institution.”

Says Robert Tharpe, MBA's 1st vice presi-
dent: “It offers a great opportunity for smaller
pension funds that don’t want to bother quali-
fying [as approved mortgagees] with FHA.
And mortgage bankers can borrow their ware-
housing money from anybody, not only ap-
proved mortgagees.”

But the goal of much more mortgage money may take longer to achieve.

FHA figures it will take two months to “see where the program is headed.” But
mortgage men think this is optimistic. The reason: sophisticated investors and
dealers may move in quickly, but the bulk will need to be coaxed.

FHA has solved the problem of making
sure the loans will be serviced properly by re-
quiring that they be bought from one of the
10,000 banks, S&Ls, insurance companies, and
mortgage companies now on its list of ap-
proved mortgagees. These become “sponsoring
mortgagees,” who retain servicing and re-

sponsibility to FHA for the insurance con-
tract. Individuals, “investing mortgagees,” get
net proceeds, may sell their mortgages as long
as servicing remains with an approved spon-
soring mortgagee. FHA has put no ceiling on
servicing charges; but may if fees go too far
over the current Y2 % rate.

Biggest problems limiting quick acceptance, say mortgage men, are: 1) the
higher cost of servicing small accounts; 2) investors’ problems in handling an
investment where principal is returned monthly; 3) lack of liquidity.

Says Mortgage Banker Tom Coogan: “The
investment will be an annuity, not a fixed in-
vestment. And the investor will have a re-
investment problem each month as principal
returns. We will see some firms specializing
in this kind of thing. But the lack of liquidity

could cause confusion and reflect on FHA.”

Says Sam Neel, MBA general counsel: “We
hope that it will produce a different kind of
investor. It should be attractive to the long-
term investor. I don’t think it will be attractive
to savings bank depositors.”

Congress revives dying Gl programs

World War 2 GI home loans and the
$150 million per year direct loan program
get two more years beyond their July 25
expiration.

The bill sailed through both houses virtu-
ally unopposed, and President Eisenhower
signed it without comment. He opposed both
items in his budget message—especially the
budget-affecting direct loans to veterans in
outlying areas where mortgages are scarce.

Among changes in the law which rode
through with the extension are two that:
® Require builders to hold veterans’ down-
payments or deposits in separate trust ac-
counts until the loans are closed, to prevent
their loss in case the builder goes broke.
® Give VA all the time it needs to process
applications on hand at the end of the ex-
tender, instead of setting a cutoff date beyond
which pending applications die.

LOCAL MARKETS:

Second-time buyers
prop Milwaukee sales

Most builders and lenders are not optimistic
about prospects for the rest of the year. In
the first quarter, permits in the metropolitan
area for single-family homes were off 19.8%
from a year earlier (1.595 vs 1,989), and,
says a building executive, “1959 wasn’t any-
thing to write home about.” May indicated
no pickup. Sums up a realty expert: “The
bad weather hurt, but if the market had
been strong, houses would have been built,
weather or no weather. Land costs are so
high they are almost out of this world and
many of the suburbs do not help things with
restrictive controls like minimum half-acre
lots. So people say, “What the hell, it's cheaper
to rent.” And they do just that.”

Says an S&L executive glumly: “Our home
loan business is down 20% to 25%. There's
plenty of money., but the guy who buys a
home isn’t so dumb. He sees that things are
levelling off and maybe declining. So he says
to himself, ‘Let’s hold off awhile; maybe
prices are going down.' And he might be
right.”

Robert L. Fetherston, assistant FHA di-
rector, estimates that the unsold overhang is
at least as big as last year, which was a peak.
He adds: “It’s still a buyer's market here.”
But he disagrees with some industry men who
feel the area is overbuilt. “The inventory is a
healthy situation for the buyer,” he says.

More sanguire than most are President
Gustav Wand of the Metropolitan Builders
Assn of Greater Milwaukee and Builder S.
Daniel Tishberg. They expect a pickup in
sales in the next couple of months, largely be-
cause mortgage money, if expensive, is
readily available.

Best sellers are in the $16,000 to $18,000
range (compared to $14,000 to $15,000 a year
or so ago). Reason: most buyers now are
“second-timers™ who want a little better house
than they have, will shop 'till they find it.
Most popular still is the 3-bedroom, 1%2-bath
rancher,

San Antonio: Starts have dropped 16%, re-
ports the local HBA, but because of a sticky
sales market the inventory of unsold new
houses has shrunk only slightly since the first
of the year. Total unsold new houses, under
construction and completed, is down only 2%
since January, and the inventory of homes
completed more than 30 days has remained
almost static. The HBA is warning its mem-
bers to proceed with caution: prospects of a
pickup in sales soon are not bright.

Baltimore: “Everybody is feeling the slow
market in Baltimore,” says the local builders’
chapter. For the first time in its 40 years, the
HBA has started an advertising campaign
(theme: “Buy Your Home Now") to spur
sales,

Single-family starts were off 19.3% the first
quarter of this year from the same period a
year earlier (1,705 vs 2,112). Builders are
optimistic but do not expect to match 1959's
total of 8.504.

Most builders are playing it carefully,
selling from samples. Although several who
have gone ahead with large tracts without
commitments from buyers, have upwards of
100 unsold houses on their hands, the over-
all unsold inventory is smaller than a year
ago. Best sellers are in the $14,000 bracket,
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HOUSING MARKET:

National Homes does an about-face

Quality—not price
big push for 1960,

Why? First-half sales figures show
startling facts:

1. National's long-favored minimum-price
line has accounted for only 10% of sales
vs 40% in the same period last year.

2. The best-selling model this year is the
1,670 sq ft, $13,500 Estate, as against the
900 sq ft, $8,500 models in several lines last
year.

Result: National—in a major shift in mer-
chandising policy—is telling its dealers to
“sell bigger houses, aim above the economy
market.”

“There are fewer first-time buyers than there
have been in a good many years,” says Chair-
man Jim Price. “High land and money costs
are keeping the factory worker out of the
market. And about nine out of ten buyers
are looking for larger living areas.”

One important effect of the sales switch:
Though National's first-half unit volume prob-
ably will drop 20% from the same period
last year, dollar volume will be down only
10% to 12% because of the upgrading.

Company aides say National is enjoying a
prefabber’s advantage of a quick production
change to meet the market—something con-
ventional builders might find harder.

But the impact of the sales trend is also
reflected in compay plans for 1961. National
expects to produce more bigger, mid-range
houses than ever before, with emphasis on
bi-levels, splits, perhaps even two-story

STOCK MARKET:

is to be the company's

two

models. One line will offer 1,900 to 2,100
sq ft, with a target price of $16,500 to $20.-
000 including land.

The company makes it clear it does not
plan to give up the big market for economy
houses. One ‘61 house will offer 912 sq ft
at about $10,000. But “the spacious house
is still going to dominate,” says one official.
“It's a market we've never tapped before.
It's a bard-sell market. But it's there. Our
market tests show it's there.”

New entry in prefab fieid
aims at customized look

Shooting for “custom design at a prefab
price,” and ultrafast on-site erection, Seaboard
Homes Inc has opened the first section of a
new plant at Cold Spring, N.Y.

Initial capacity is 150 houses per month,
in a wide range of price and style made possi-
ble through use of interchangeable compo-
nents. The firm offers some 20 basic styles in
ranch, split-level, and two-story houses, with
some 40 design variations at prices from
$2.500 for a minimum, unassembled house to
$40,000 for a luxury model finished on the lot.

Joshua Ben Anav, Seaboard president, says
in-plant inspection facilities for building of-
ficials, and preapplied interior decoration
should cut erection time to two days for most
models. The company offers interim and
permanent financing for dealer-builders, a five-
vear guarantee on the house to buyers.

Housing’s stocks follow the market

A check of 45 companies which have joined
housing’s rush to the stock market shows them
doing as well, and in many cases somewhat
better, than the overall market.

Included in the list are only those stocks
which are traded actively enough to constitute
a market. Of these, 30 over-the-counter
stocks issued prior to May 10, 1960 showed
gains in June and a drop in July, paralleling
the movements of both the over-counter mar-
ket and the Dow-Jones industrial average. But
unlike over-counter stocks generally, average
prices for housing’s stocks showed a net gain
for the period (up $.17 vs a drop of .61 on
the National Quotation Bureau's averages for
35 industrials).

Of 14 issues marketed after Jan. 1, 1960,
eight are selling at better-than-issue prices,
while six are down slightly.

Land development. realty investment, and
prefabbers show net drops for the period:
building and financial (lending) companies
show gains.

Worst performance: realty investment, down
$2.50 average.

Most spectacular contribution to overall
performance of housing stocks comes from
financial companies—all but one of them
S&L holding companies (the exception: Nels
Severin's Palomar Mtg Co).

Born almost entirely in the past year and
a half, the S&L holding company market has
fascinated securities men with its growth po-
tential. The reason: overall growth of S&L
deposits. calculated by Kidder, Peabody & Co
at 15%2% per year for the period 1945-58,
for a total of $48 billion.

AUGUST 1960

While the 16 S&L holding companies that
have made public stock offers (14 since Feb-
ruary 1959) control only 51 of the nation’s
500 stock S&Ls, they are concentrated in the
fastest-growing sector of this fast-growing
industry: California. There, S&Ls offer pre-
mium returns to depositors to meet the state’s
booming mortgage demands, are growing at

Bill Levitt starts work on
Washington area tract

Dismissing market sluggishness as a short-
term trend, he has begun models at Belair,
the 2,300-acre Maryland estate which his
firm bought in 1958 for $1.75 million. Six
models, priced from $14,990 to $21,990, are
slated for completion this October. Delivery
on orders taken then is scheduled for the
following fall.

Levitt plans only 4,500 homes (vs 17,000-
plus in New York and Pennsylvania Levit-
towns, 16,000 scheduled for his New Jersey
tract). But if the development goes well, “you
are going to see us here permanently,” he
says. And he plans quality merchandising
features to move the houses. Among them:

® All weather central air conditioning for
every house, making it the first tract so solidly
equipped.

® Average density of two houses per acre,

® Concealed master TV and FM antenna, for

each house with plug-in connectors throughout
the house.

The project marks the first time Levitt &
Sons have built at more than one site at a
time. Levitt says this is now company policy.
He is assembling land for a New York City
area project, and “we are setting our sights be-
yond that. We are prepared to build anywhere
and everywhere.”

In the company's first annual report to
stockholders since Levitt’s public sale (NEws,
Feb), it reported sales of $26.7 million, net
of $1.3 million pretax, $766,000 after tax for
fiscal year ending Feb 29, 1960.

1.6 times the national average. All but three
S&L. holding companies (and 40 of their
S&lLs) are there.

Improvement in S&L holding companies for
the three-month period shown does not reflect
a decline they suffered from Oct '59 to March
'60, when Kidder, Peabody's index for S&L
stock prices dropped 12.5% while Standard &
Poor's 500-stock index dropped only 1.4%.
The reason: a glut of new S&L stock issues

continued on p 44
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(total: some 15 for an estimated total of
$126 million) on the market, and threats of
government action. Chief among the latter:

® Pending bills to cut the amount of re-
serves S&Ls can put away tax-free from the
present 122 % level.

® A two-year freeze on acquisitions by
holding companies, imposed last year by Con-
gress pending a Home Loan Bank Board
report, with bills now pending to make it
permanent.

But barring regulation that would put exist-
ing companies out of business, enthusiasts say
the industry’s “very steady,” earnings ratio of
1.4% of gross assets, and the growth atmos-
phere of S&Ls generally, are signs of only
more growth to come.

Stock swap creates new
“integrated’ land firm

It combines two of housing’s growing array
of publicly owned companies—Northern
Propertiecs Inc and United Improvement &
Investment Corp under the United name with
what officers say are plusses for both stock-
holders and builders:

1. Investors get balance between the growth
potential of land development (Northern)
and the stability of a mortgage and title
firm (United).

2. Builders get—perhaps for the first time
in a single company—all the functions to
produce developed land, including insured
title, interim and permanent financing,

MATERIALS BRIEFS

Plywood drops to $62

Despite a decline in production because of
Northwest fir mill vacations, slumping demand
prevented %4" sanded stock from holding last
month’s base price of $64 per M sq ft. Most
sales were either at $62 or $64 with extra
discounts. Sheathing was holding fairly steady
at $89 to $90.
Other materials price changes:

o Armstrong Cork raised prices for vinyl sur-
facing for walls and countertops 3%. Prices for
vinyl-surfaced rugs and floor covering were raised
between 1% and 2%.

@ Mastic Tile Division of the Ruberoid Co re-
duced wholesale prices of its 3/32” vinyl-asbestos
tile by 7% and its '8 tile by 10%.

® Johns-Manville Sales Corp boosted the dealer
price of plain and painted insulation-board ceiling
tile by $5 per M sq ft.

@ Sterling Faucet Co increased prices of its
tubular brass plumbing products §% to 17%.

Reprieve for transit lumber

The ICC’s on-again off-again ban on diversion-
and-delay privileges offered lumber shippers
by western railroads was on again last month,
but now it's off again. The ICC imposed the
ban last year but suspended it pending
“further investigation.” After the Supreme
Court upheld a stoporder against the Union
Pacific (which offered free hold-time but did
not list it in its tariffs as did the other roads)
the ICC reaffirmed the ban effective July 21.
The Chicago & Northwestern and 104 lumber
wholesalers and medium and small mills got
an order from Federal District Court, Port-
land, temporarily restraining the ICC ban, The

United holds a servicing portfolio of $68
million in mortgages, originates $37 million a
year. It owns 95% of Lawyers Mortgage &
Title Co, second-biggest New York State
domestic title firm. Northern, organized last
year, owns three apartment developments,
700 acres of raw land in suburban New York
counties, is one of several companies (includ-
ing United) that have contracted to buy the
910-acre Breezy Point peninsula in Rocka-
way, Queens, N. Y.

UNITED'S MARQUSEE, EDWIN KATZ, KAY

In the swap, Northern's founders, President
John L. Marqusee and Vice President L.
William Kay, become vice-chairman and ex-
ecutive vice president, respectively, of the
surviving firm.

Along with some 800 other stockholders,
they receive two shares of United for each
Northern share. Total price: about $2.6
million. Marqusee is already a director of
United, succeeding his father, a 10% stock-
holder and longtime business associate of its
officers, veteran New York Realty Man
Jerome Katz, chairman, and his brothers
Edwin, president; Sidney, treasurer; Abner,

suit accuses the ICC of showing preference to
large mills with adequate storage and financ-
ing that do not need delayed rail shipments.
Also cited: delays permitted for commodities
like coal, fruit, and grain.

The large mills, who are firm-order shippers,
oppose in-transit delays as a form of free
warehousing on wheels favoring speculating
wholesalers and smaller mills (who ship
lumber unsold hoping to find a buyer by the
time the shipment arrives) and a cause of
freight car shortages.

New spark for electricity

Spurred by a survey showing that electric
power executives think the gas industry is
outpromoting them, Edison Electric Institute
is budgeting a record $3 million for its Live
Better Electrically program.

Special target of the 18-month campaign
is heavy (ie heating, air conditioning) appli-
ance sales. By 1970, the utilities hope one
out of four new houses will have electric
heat, boosting their power load 700% to
800%.

The program was begun after EEI found
that 71% of many electric utility managers
and appliance dealers rated gas promotion
ahead of electricity. Its approach is shaped
by two consumer studies that show (with
merchandising hints for builders too) that:

® Some 60% of consumers equate modern
living with new appliances, vs only 9% for a
new house, 9% for a new car,

® Electricity's big sales plus is that it is
flameless, which housewives tend to associate
with cleanliness and safety.

secretary. All retain their posts in the new
setup.

Also merged into United last month:
L. W. Kay & Co, management firm wholly
owned by Kay and Marqusee, which has
handled management of Northern's apartment
investment.

Only fly in the new firm's ointment: a $12
million damage suit filed against Northern on
behalf of 3,100 leaseholders on Breezy Point.
The suit charges that announcement of plans
for a $1.2 billion apartment development on
the land has lowered the value of their
holdings. The area is heavily dotted with
vacation homes.

Volk-McLain goes public
to launch big new tract

Volk-McLain Co, the giant California build-
ers (2,654 starts in 59 in or around San
Diego), have joined the rush to the stock
market.,

The company placed $4 million worth of
debentures and stock in a private sale to
institutional and individual investors to buy
4.3000 acres of gracefully rolling farm and
vineyard land in the San Roman Valley 20
miles southeast of Quakland. The land cost
some $11 million.

Plans call for a $250 million satellite city
of 32,000 persons. For the first two years,
drinking water will be pumped from wells.
The state gave Volk-McLain permission to
use 40 acres of sewage ponds for a year
despite objections by San Francisco’s Water
Department, which has 100 deep wells in the
valley and contends seepage from the ponds
might contaminate some.

DFPA pushes ‘“second homes”

The campaign is the top new effort in this
vear’s record $5.5 million promotion and
research program for the Douglas fir plywood
industry. Sample: at Los Angeles home show
this month, DFPA is offering 50’ x 100" lots
in the San Jacinto Mountains for $§1 each to
the first 400 buyers of DFPA vacation houses.

Chief target of the campaign is the fast-
growing vacation house market (estimates of
potential range to 200,000 starts per year),
but retirement housing and mobile homes are
included. Named to head the new Special
Project Dept: Donald A. Jaenicke, 31, former
asst publicity director.

At DFPA’s annual meeting at Sun Valley,
President Henry C. Bacon showed the 150
executives how the promotion-wise softwood
plywood industry has already expanded its
markets: In 1950 it sold an average 400 sq
ft for each new house; this year, estimate
is 2,600 sq ft.

. . a

Lumber manufacturers and dealers are realiz-
ing big new campaigns to push wood's use.

The National Wood Promotion Commit-
tee of the National Lumber Manufacturers
Assn voted to expand its budget from $1.4
to $2 million a year, if NLMA's regional
associations approve. This would boost mem-
bers’ payments of from 10¢ to 16¢ msf of
production.

The National Retail Lumber Dealers Assn
will launch a co-operative advertising cam-
paign in LiFE magazine. The ads—two-page
spreads appearing four times a year—will
stress home modernization.

NEWS continued on p 49
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No Upkeep, No Aging, No Replacement
with “Tenant-Proof’”” LYONCRAFT STAINLESS SINKS

Once installed, Lyoneraft Stainless Sinks are in for good! This Hard use or age won't dim their attractive gleam. Consequently,
cost-cutting fact is being proved daily by apartment house the maintenance cost and replacement so common with por-
owners and builders across the nation. celain or enamel sinks are completely eliminated.

There's good reason for Lyoncraft durability. Made of finest Wherever your location, there’s a Lyoncraft distributor near
nickel stainless steel, Lyoncraft Sinks refuse to chip, crack or you. Let him show you the exclusive Disposo-Well®, only
stain. Their one-piece construction with integral Redi-Rim®  sink made for disposers . . . plus the many other double and

prevents waste or dirt from collecting in corners or cracks. single compartment Lyoncraft Sinks and accessories.
©) 1959 LYON INCORPORATED

Nationwide . . . a Lyoncraft sink for apartments of any price or size

Denver, 888 Logan, sleek structure with 87 Lyon- Birmingham, Mich., Glenn Wood Terrace, 21-unit ter-  Chestnut Hill, Mass.,, Hammond House, equipped  South Redondo Beach, Calif,, Eden Rock, 58-unit
craft sinks. Architects: W. C. Muchow and Nat S.  race apartments, Architect: Alden Paul Eroh. Builder:  with 48 Lyoncraft sinks. Architect: Arthur Manaselian  apartmeni-hotel. Architect: Starkman & Kreisel
Sachter. Builder: Al Cohen. Kassabian Builders. Associates. Builder: Hammond Construction Co. Associates. Builder: Carl Braverman Co.

Photo by Hookallo Studio

: J LYON STAINLESS PRODUCTS
World's largest fabricalor of nickel stainless steel DIVISION OF LYON INCORPORATED

13881 W. Chicago Boulevard
Detroit 28, Michigan

Lyoncraft
AUTOMOBILE WHEEL COVERS » PRESTIGE TABLEWARE « KITCHEN SINKS « HOUSEWARES
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1. ““l WAS LOSING MY SHIRT on linear trim because 2. "And customers would complain about dirt and nicks.”

of labor costs and waste.”

5. "l lost plenty of valuable time sorting through the pile 6. "'l lost more time and material trimming out knots
trying to find the right pieces for economical cuts." and defects.”

JOHN DAY TRIM FOR DOORS
AND WINDOWS
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3. ""Pieces were either too long..."

7. *“No matter what | did, | always finished up to my
neck in shorts."”

4, '...or too short to fit the window | was trimming."

8. “Now | save time and money with John Day Trim."

PRE-CUT...In standard door and window sizes with allow-
ance for mitering. Buy only what you use, avoid the costly
waste of many feet of leftovers.

PACKAGED...to stay free of dirt, stains and nicks until
you unwrap it for use. Each package clearly end labeled
to prevent mistakes in application, ordering or shipping.
Everything you need in each door set. Two packages trim
a window—one labeled “‘horizontal,” the other,
“vertical.”” Small inventory does double duty!

100% CLEAR...made of finest soft-textured Ponderosa
Pine absolutely free of defects. Easy to work. Satin
smooth surface easy to finish.

TWO GRADES...Type “N” for all natural finishes. Type
“P" for paint and enamel finishes, costs 20% less.
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Send today for free samples and data

Just call or write the man from H I N ES

Edward Hines Lumber Co. Sawmills ot Hines, Westfir, Dee and Bates,
Oregon, Other plants: Plywood, Westfir; Hardbord, Dee; Millwork, Boker and Hines,
Oregon. Engineering and Development Division: Hood River, Oregon.

Edward Hines Lumber Company Dept. 108
200 South Michigan Avenue, Chicago 4, lllinois

Please send me full information and free samples of

John Day Pre-Cut Trim for windows and doors.

Name

Address

City Zone State
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SERVICEpower

in the Housing Industry’s Heartland

Finance is the key to success today, in every phase

of housing construction, investment and sales. Successful
finance begins with people . . . people who know this
business and your business. Mortgage Associates offers
unique and practical creative approaches to analyze, then
solve, your financial problems. Prospective borrowers

and investors should find out what we do, where we can
assist. Put your top people in touch with ours — now.

ALBERT J. EARLING WoLiam W. BUNGE
President Chairman

Residential Loan Division

%

o

A

& ‘ F . 4
JAREN E. HILLER DON A. HILLER PETER A. NOYES GILBERT W. BECKER HARRY J. SEIP, S.R.A. JOHN J, POEHLMANN DAVID T. LUKES
Vice-President and Assistant to President Loan Processing Field Representative Approising Lean Processing Mertgoge Sales

General Manager

Midwest Branch Offices

/A

APPLETON ELGIN MADISON MILWAUKEE ROCHESTER SOUTH ST. PAUL
ROBERT A. DUCAT ROBERT E. SKEELS EUGENE F. BARDEN JEROME M. ROBLEE GERALD J, KOPERSK| JOSEPH F. HARRINGTON
Branch Manager Branch Manager Branch Manager Bronch Manager Branch Manager Branch Manoger

Commercial Loan Division Real Estate Division

&\!‘4 i

s

STERLING H. ALBERT, HENRY R. WALLACE DANIEL ). BARTZ, M.A.I, RAY P. HILLER MILTON F. HABUSH DANIEL C. CORCORAN EARL D. LILLYDAHL
AL Asst, Vice-President Asst, Vice-President Senior Vice-President Land Development Real Estate Sales Commercial Properties

Senior Vice-President and General Manager and Construction

and General Manager

Consumer Finance Division Insurance Division

L

/i -

DORRANCE J., NOONAN JAMES A, KOCHIE ARTHUR F. FISH OWEN 5. SIMON R. BURT HILLER IRYIN H, SWINEHART RAYMOND BECK
Vice-President MNew Business Personal Loan Dept. Collections Vice-President Agency Superintendent Sales Manager
and Generol Manager and General Manager

Mortgage and Securities Sales Division

HERBERT S. HEAVENRICH JOHN B. STRAUB DAVID G. KELLEY WILLIAM E. MORRIS VICTOR A, PENN

Executive Yice-President Vice-President Vice-President Vice-President Senior Vice-President
and General Manager Amortized Dept. Mortgage Sales Amortized Dept. Private Investor Sales

= Servicing Division
Mortgage Associates, Inc. bl
125 East Wells St. * MILWAUKEE 2 » BRoadway 6-6633 i

A SERVICE OF CHARACTER,
MANAGED BY MEN OF IMAGINATION

* ® *
Get acquainted, before the 1961 planning it ‘ 4 i o N e W . 3 ¢
season, with Mortgage Associates’ multiple services. GERALD J. FOUNTAIN EUNICE R. DOMOWICZ ELEANOR E. S5CHULTZ  RICHARD E. VACHALEK
Service Assistant Service Assistant

Write for BROCHURE MA-360. If you have Vice-President Service Assistant

i e and General Monager
a pressing problem, call us or write us.
MA/60/8

48 HOUSE & HOME



MORTGAGE MONEY:

The cost of money continues
to show an easing trend

FHA and VA discounts and conventional loan rates are still edging downward.
Underscoring the trend is Fanny May's across-the-country reduction of discounts
through an increase of half a point in its over-the-counter purchase prices for

ouse
HHome

exclusive

FHA and VA mortgages. The discount reduction was the
first on a nationwide basis in the six years of the agency’s
secondary market operations.

Another market indicator: the Pittsburgh and Chicago
Home Loan Banks have cut their rates for loans to member
S&Ls from 4% % to 4%, second reduction for both since
spring. Observes a Home Loan Bank Board official: “Money

is getting easier all along the line.”
In House & Home's monthly survey of 17 cities, reduced discounts were
reflected in higher FHA prices in six cities and in higher VA prices in four.
Conventional rates displayed a more gradual softening.

FHA minimum-down immediates moved up
in Chicago from 96-97 to 96-97'4: in De-
troit, from 96-96%2 to 96%2-97; in Los
Angeles, from 95V2 to 96; in Newark, from
97 to 97% : in Oklahoma City, from 95%2-96%2
to 96-96Y2, and in San Francisco, from 96 to
9614,

In a more sluggish VA market, no-down
immediates edged up in Cleveland from 92
to 92V2: in Los Angeles, from 912 to 92,
and in Oklahoma City, from 91%2-92 to 92.

Detroit reported the biggest gain—from 92
to 92142-93.

Boston savings banks were still quoting
95-96 for FHAs and 91-92 for VAs, but most
buying has moved up to the top figures.

Conventional rates were shaved by insur-
ance companies, banks and S&Ls in Cleve-
land from 6-6Y2% to 6-6%%. Los Angeles
S&Ls edged down from 6.6-7.2% to 6%-7%.
In Jacksonville, banks and insurance com-
panies were easing from 6-6%2% to 6-6%4%.

Will Fanny May’'s action push the trend still further?

“Not necessarily,” opines Economist Miles Colean, “but it is significant in that
it advertises to the world the easier money situation.” FNMA officials agree,
reiterate that agency policy is to peg prices within the range of the market, neither
above nor below. The last FNMA price boosts (discount reductions) were made
on a regional basis in 1955. In money-tight 1959, FNMA siashed prices four
times for a total of up to 5 points. The upward adjustment now, says FNMA
President Stanley J. Baughman, “reflects the greater availability of mortgage credit
and the generally improved climate of the market.” Left unchanged: standby
commitment prices, the ¥2% purchasing and marketing fee and the negotiation
arrangements for over-the-counter prices for multifamily housing mortgages.

To most mortgage men, the FNMA boost augers well for a further improve-
ment of the market climate. Another big reason:

The demand for mortgages is growing but the supply isn't.

FHA has just opened up new sources of money by approving the sale of its
insured mortgages to individual investors (see p 42). Pension funds are con-
tinuing to come into the market. With bond yields down, insurance companies
are showing renewed interest in home loans. And now, some eastern and mid-
western S&Ls, long on deposits and short on conventional loans, are buying FHA
and VA mortgages, which they traditionally have shunned.

But housing starts have been lagging and many mortgage bankers are hard
put to fill orders. FHA new-house applications in the first six months of this year
totalled only 133,377, down 42.3% from 1959°s comparable total of 231,338.
Applications on existing houses were also down a sharp 27.9%, totalling 203,503
compared to 1959’s 282.069. VA applications for the same periods were off
27.5% for both old and new houses—74,641 this year compared to 102,914
last. (For more news on FHA applications, see p 41.)

Investors are expected to put $12.2 billion into mortgages this year, down
from last year's $13.6 billion.

Corporate pension funds will boost their purchases this year over last, says the
Life Insurance Assn of America, S&Ls and MSBs will drop back. Here’s how the
association sees 1960 investments compared to '58 and '59:

NET INCREASE IN 1-4 FAMILY MORTGAGES 1958 1959 1960

HEeLD BY INVESTORS Corporate pension funds.. 0.1 0.1 0.2

(billions of dellars) State and local funds .... 0.1 0.3 0.3

1958 1959 1960e Federal agencies ....... * 1.6 1.3

Savings and loans ...... 4.9 6.8 6.3 All other investors ...... 1.3 0.8 0.7
Life insurance companies. 0.9 1.2 12 —_— —

Mutual savings banks ... 1.5 1.3 1.2 TOTAL NET INCREASE .... 10.1 136 122

Commercial banks ...... 13 15 1.0 e Estimate * Less than $50 million
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MORTGAGE BRIEFS

Money for N.Y. homebuilding

During the tight-money squeeze earlier this
vear, New York State homebuilders com-
plained that savings banks were buying out-
of-state mortgage loans while local builders
were going without money. The complaints
sparked an idea that has now become a going
plan. The plan: a special fund supported by
the banks to feed the state’s homebuilding
industry by funneling mortgage money into
N.Y. areas where it is short.

The fund is being administered by Insti-
tutional Securities Corp, which is wholly
owned by the Mutual Savings Banks of New
York State. The corporation, acting as agent
for participating banks, will buy eligible mort-
gages from local lenders who do not have
enough money to meet local demand.

So far, 33 banks have joined the fund and
have made commitments totalling $9,050,000.
In addition, sales of mortgages by one bank
to another have channeled $7.7 million into
sections of the state where money was not
readily available.

First FHA shares sold

After a year of frustration caused by soaring
yields in other investments, Mortgage Corp
of America has marketed its $1-million issue
of participations in FHA mortgages—first in
history (News, July '59). Sold in a privately
negotiated deal, the 20-year, 5% % collateral
trust notes went for 97.5—a yield of 5.55%.
MCA, which is owned by three mortgage
banking outfits, says it is pledged not to re-
veal buyers’ identities. But it does say they
were an insurance company and an employee
retirement fund. MCA was formed in 1958—
after FHA authorized sale of participations
in FHA loans—to tap just such money
sources. The company says it will soon mount
another issue, expects a much faster sale in
an easier money market.

Was S&L seizure lawful?

The House government operations subcom-
mittee, investigating the Home Loan Bank
Board's emergency takeover of the Long Beach
(Calif.) Federal S&L (News, July), says no.

In a blistering interim report, the subcom-
mittee calls the seizure “arbitrary and un-
lawful.” Specifically, it accuses the board of
1) failing to back its action with facts, 2
making up a “basket of charges.,” many up
to 12 years old, to prove an emergency
existed when there was none, and 3) acting
with “callous disregard” for the fact that
the summary action would cause a run on
the $130-million institution (in six weeks
panicky depositors withdrew $37 million).

The real reason for the seizure, says the
subcommittee, was to head off the associa-
tion’s plans to convert from federal to state
charter.

When the HLBB took over Long Beach
Federal in April, it accused the S&L of fail-
ing to pay insurance premiums on deposits,
failing to buy stock in the board as required
by law, paying excessive (412 %) dividends in
relation to earnings, and making unsafe loans.
The subcommittee, headed by Chairman John
E. Moss (D, Calif.), finds the S&L was
paying premiums and stock payments into
court pending the outcome of its longstanding
suit against the HLBB for a previous seizure

continued on p 50
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in 1946. The subcommittee declined to second
guess the board on the other charges but
noted that if they were true. the board was
then “derelict in its duty” in allowing charges
to accumulate to require seizure.

The subcommittee’s recommendations: Long

government to regulate the savings and loan
industry than are indicated on the record
before us. Appropriate legislation will be
drafted to overhaul the supervisory apparatus
and administrative procedures of the Home
Loan Bank Board.”

business, all these operators need is a $30
charter, a rented room, and a promotion cam-
paign—usually stressing “save by mail,"—
offering gullible depositors exorbitant (as high
as 6% %) dividends.

Beach Federal should be restored to its old
management and less drastic measures taken
to correct the troubles. And the board should
not interfere with a conversion to state
charter.

The report sums up: “The subcommittee
believes there are better ways for the federal

MORTGAGE MARKET QUOTATIONS

S&L troubles in Maryland

Because it has no state laws regulating savings
and loan associations, Maryland is a haven
for fly-by-night S&I. operators.
state with no regulations: Alaska.) To go into

Result: fly-by-nights, finding laws in other
states hampering—have been thronging in at
an alarming rate. To add to the problem, the
Maryland attorney general has issued an in-
formal opinion that the state has no authority
to bar stock S&Ls (which are illegal in 32
states). Moans Albert W. Ward, director of
the State Department of Taxation & Assess-

(Only other

(Sale by originating mortgagee who retains servicing,) Ag reported to House & Home the weeek ending July 8, "60

FHA 5%s (Sec 203) (b) VA 5Us Conventional
Loans
New Construction Only Existing* ‘ New Construction Only Comm.
FNMA [Minimum Down* | 10% or more down | Min Down FNMA | Nodown 5% or more down | banks, Savings | Construction
Scdry |30 year 20-25 year 25 year Scdry | 30 year 20-25 year | Insurance | banks, loans
Mkt =r Immed Fut Immed Fut | Immed City Mkt =r | Immed Fut Immed Fut | Cos. |S&Ls | Interest|fee
9615 96.97 9% i 95@ Atlanta SRS Wi TR 661 6-614 | 6-61¢ 421
9715 par-101¢  par-1015 par-101° par-101° par-101° | Boston local 98 98b  ggb B5lg-6  514-8 51i-6
T 95-96%  95-96¢ 5.l ; Z out-of-st. 91020 » R i L Yo o
9615 96-9713b 95.97b  95-07l3b 95-97b  06-9715% | Chicago 8092 90-g2h | B4-624 +114-214
9615 96-97 95-96  97-97l5 96 9614-97 | Cleveland S115b 9214  91igb v, 6-634 +1-114
96 95-97 9415-97 96-08  96-97)5 95-97 Denver 91-93%  91-93v  91-93b  6-6% ; 614 +1-214
96 9615-97 9614 o714 a7 96 Detroit 92 93 9214 5146 534-6 641
96  94-96 94.96 9614 96 96-9615 | Honolulu . a . 6le-Ths 6La-714 64 +11%
9615 96-87 9595  964-9714 9615-9715 96-97 | Houston 92 A . 53¢-Blgc  6-615 6614 -+1-2
9615 9515-96  9514-06 0697  96-07 94-951¢ | Jacksonville 921 9114-92  9114-02  92-93b . 6-61% 6-615 615 +1%4
9% 96 9514 97 964 9514-96 | Los Angeles 92 92 9114 . . 81814 8147 Bi11ge
97 97% 97 8 ”971._. 9714 Newark 93 " n - " 61 6! 641
9714 96 96 a6h 96 b New York 9314 93v 93h 93b 93t 6 6 641-2b
96 96-96)4 95-96b " 9815971 Okla. City 92 a2s a1k 92b 9L 6-61 6Y{-6a | 6-8la+1-2
o7 98 9715-98 ¢ 98 9715-08 | Philadelphia | 93 , o il 5%-6  5%-6 | 6+1-2
96 961; 96 96-97 96 95-96/ | San. Fran. PRI S < m, . B15-615 61671 | 6-74115.2054
9615 94-97 9314-97 9414-97 94-97 94-97 7 | st. Louis 9PLg. = a " a 6614 6-6.6 6-614 +1-2
97 97 97 714 9714 97 | wash., D.C. 93 93 9214 93 93 6 6 84115-2

*20t down of first $18,500; 15% of mewxt $2,500; 2095 of balance,

SOURCES: Atlanta, Robert Tharpe, pres, Tharpe & Brooks Inc; Boston, Robert
M. Morgan, vice pres, Boston Five Cents Savings Bank; Chicago, Murray Wol-

) Immediate covers loans for delivery up to 8 months; future covers loans for

delivery in 8 to 12 months,

p Quotations refer to prices in metropolitan areas; discounts may run slightly

higher in surrounding small towns or rural zones.

bach Jr, vice pras, Draper & Kramer, Inc;
pres, Jay F. Zook, Ine: Denver, A.C. Bradley,
ment Co; Detroit, Harold Finney, exec vice

vice pres, Stockton, Whatley, Davin & Co:
Capital Corp: New York,

City, B.B. Bass, pres,
Laurence J. Stabler,

John Halperin, pres, J.

pres, Bankers Mortgage Co of Calif.;
viee pres, Frederick W. Berens, Ine.

C‘Iew.'lnnd David O'Neill,
asgt vice pres, Mortgage Invest-
pres, Citizens Mortgage Corp:
Honolulu, Gordon Pattison, dir of mortgage financing, Bank of Hawaii;
Donald McGregor, exec vice pres, T.J. Bettes Co; Jacksonville,
Los Angeles,
exec vice pres, The Colwell Co; Newark, William F, Haas, vice pres, Franklin
Halperin & Co;
Ameriean Mortgage & Investment Co; Philadelphia,
vice pres, W.A. Clarke Mortgage Co: St Louis, Sidney L.
Aubrey, vice pres, Mercantile Mortgage Co: San Franelseo, Raymond H. Lapin,
Washington, D.C.,

viee
design,

Houston,
John D. Yates,
Robert E, Morgan,

Faotnotes;

Oklahoma g—bulk at 96,
o—at 5%%.
pays

Hectar Hollister, exee
good neighborhood,

aA—mno activity,
little mortgage lending in Texas. d—S&Ls charging up to 4 point fees, e—S&Ls
charging 6-634 plus 214-3%% point fees,
j—highest price for hetter quality loans only.
w—six-month construction loans unless otherwise noted. x—TFNMA
1L point more for loans with 109 or more down. y—FNMA net price after
14 point purchase and marketing fee plus
50¢ on the $1. z—on houses no more than 30 years old of average quality in a

)Qw:lutmn‘s refer to houses of typieal average loeal quanlity with respect to
location, and construction.

b—very limited aetivity. e—commercial banks do very

f—oceasional loans available at 58{%.
n—bulk at 02,

29, stock purchase figured at gale for

FNMA PR'CES effective July ¢, 1040,

For immediate purchase Subjoct to % point pur-
chasing and wmarketing fee and 29 stock pur-
chase. Mortgage ratios inwvolve outstanding
balanoe of loan to 1) purchase price (excluding
cloging eosts) or 2) FHA or VA valuation—
whichever is less,. FHA prices cover Secs, 203h,
222 and 213 individual mortgages.

Nowe: [If remaining term aof an FHA See, 213
individual mortgage exoeeds 30 years, the price
shown in reduced by YA% for each G-year period
for part thereof) above 30 wears.

FHA 53;s FHA 5l4s VA 43;s

States 90% 90% 90%

Loan to or over or over or over

Value Ratios: less 90% less 90% less 90%%
GConn., Me., Mass., N.H., N, v..% 991/, 99 951/, 95 9115 91
Dei., D.C., Md., N.J., Penna. .. 99 98/ 95 9414, o1 901/
Ala,, Ark,, Fla., Ga., lll., Ind,,)
lowa, Ky., Minn., Miss., Mo..[
Neb., N.C., N. Dak., Ohio, Ore.,
§.C., §. Dak., Tenn., Tex., a..l 981/, 98 941/ 94 901/ 90
Wash., Wisc,, Puerto Rico ..
Ariz,, Calif., Col., Hawaii, Ida.,
Kan., La., Mich., Mont.. Nev..
N.M., Okla., Utah, W. a-. 98 97\ 94 3% 90 891/
WO, NARGHA e s il

NEW YORK WHOLESALE MORTGAGE MARKET

FHA S3is VA 5%ss

Immediates:
Futures: 91.92

immediates: 95-96'7;
Futures: 95-96

Prines for out-of-state loams, as reported the week
ending July 8 by Thomas P, Coogan, president,
Housing Securities Ine.

91.921%

FHA 53, spot loans

(On homes of varwing
age @ ition)
Immediates: 91.94

Note: prices are net or originating mortgage broker
(not mecessarily met to builder) and ununuy include
concessions made by servicing agencies.

FNMA STOCK

Month's Month's

June 9 July & low high
| [ S S i b 57 58 57 58
Askad| ..l ..59 60 59 60

Quotations supplied by C. F. Childs & Co.
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ments: “We've been deluged with applications
for stock charters.”

The situation has caused mounting concern
among state officials and the big majority of
legitimate state and federally chartered S&Ls
who fear that a few fast-buck operators will
give the entire industry an undeserved smear.

The blue-sky operators got a reprieve when
Gov J. Millard Tawes vetoed a bill to impose
at least stop-gap curbs on S&Ls. The bill was
supported by the Maryland Savings & Loan
League and the Maryland League of Building
& Loan Assns but opposed by a number of
small, legitimate uninsured S&Ls who were
afraid it would put them out of business. Said
Tawes: “The bill wouldn’t cure the ills for
which it was designed.”

But there are signs that the honeymoon
won't go on forever. Ttems:
® Tawes has appointed a 15-member committee
to write a new and even tougher bill aimed
at the blue-sky S&Ls for the next session of the
legislature.
® The SEC has obtained injunctions restraining
two S&Ls from further business on the grounds
of fraud. The S&Ls First Capitol and American
Seal, both of Baltimore are allegedly controlled
by James G. Sorce Jr of Belleville, N.J., who is
under indictment in New Jersey for fraud.

e Three S&Ls, First Capitol, Commercial, and
First Colony, have been indicted for fraud by a
federal grand jury. Named in an indictment:
C. Oran Mensik, Chicago S&L operator. Mensik
achieved fleeting notoriety in Illinois in 1956

TAXES:
FNMA stock losses

A federal district court in Tennessee has
ruled that losses on resale of Fanny May
stock bought at par from the agency are de-
ductible as ordinary business losses for in-
come tax purposes.

The finding overrules a two-year-old IRS
decision that such losses can be used only
to offset capital gains. This is of little help
to mortgage men and/or builders who seldom
have capital gains but must buy the stock in
order to sell mortgages to the agency. Cur-
rent requirement is 2% of the mortgage price.
But few sellers are willing to freeze their
capital, and so resell the stock at a market
price of 50¢ to 60¢ on the dollar,

In the court case, Schumaker Mortgage Co
of Memphis sued IRS for refund of $7,893.60
based on its loss in sale of 300 shares in
1956. With back interest, the award Iis
$8.428.70.

Ruled Judge John Martin: “Where a mortgage
banker as an incident in the regular conduct of
its business sells mortgages to Federal National
Mortgage Association, and receives in return
therefor and as part of a single and inseparable
transaction cash and common capital stock in
FNMA computed at par value, without intent on
its part to acquire or hold said stock, as an in-
vestment, and the mortgage banker later sells
said stock, the difference between the par value
and the sale price of said stock constitutes for
Federal Income Tax purposes an ordinary busi-
ness loss to the mortgage banker for the year
in which it was sold.”

The ruling goes a long way toward the re-
lief builders and mortgage bankers have been
pressing for, in Congress and IRS itself. IRS
has not said whether it will appeal.

Another attempt to provide similar relief
by law has passed the House and is in the
Senate Finance Committee. Tt would allow
holders of the stock to claim their losses at
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when he was found to have made loans to
Orville E. Hodge, state auditor convicted of
taking $2.5 million in state funds. Mensik’s three
Illinois S&Ls (two stock, one mutual) were later
taken over by the state when reserves were found
insufficient by Hodge's successor,

New rules for ten percenters

California’s freewheeling second-trust-deed
industry (News, July) is getting its first taste
of stiff controls.

State Corporations Commissioner John G.
Sobieski has issued new regulations for the
ten percenters. The rules require ten per-
centers to obtain a permit to do business, set
up standards which must be met to keep the
permits (eg, ad claims that investments are
“safe,” “secure” or “liquid” are banned).

But there is sharp disagreement whether
these regulations will do the job. Severest
critic is State Assemblyman Richard T.
Hanna (D, Garden Grove) who heads a
special legislative subcommittee studying pos-
sible new laws to govern the ten percenters,

The new regulations are unenforceable,
says Hanna, and the commissioner's approach
“falls far short in coming to grips with the
real problem.” They merely assure sound
second-trust operations, but won't attack the
real evil, soaring secondary financing itself.
Encouraging second trust deed investments,
he warns, will contribute to further inflation

ruled deductible

once, for tax purposes, but hold the stock
and treat any later realized gain or loss on
the deduction as a capital gain or loss. A
nearly identical measure, but one which made
the relief retroactive, was vetoed by President
Eisenhower earlier this year. Sponsors believe
he will sign the new version, with the offen-
sive provision removed.

Builders warned on
withholding liability

Smart homebuilders can save themselves a
good deal of trouble—and money—if they
make sure their subs are withholding income
and social security taxes.

That’s the moral of a recent tax case in
Texas, where a contractor was stuck for taxes
his subcontractor didn’t withhold. The reason:
the sub was classed as an employe, not an
independent businessman.

IRS says there is no new rule involved—
just an old one that is often overlooked.
Normally, where a subcontractor fails to
make proper deductions, he is held respon-
sible for them. But where IRS feels the sub
is not an independent operator, they will hit
the contractor, often retroactively.

Typically, TRS will set forth no simple
yardstick for judging subcontractor’s status.
But if the sub maintains a separate office,
and is listed in a classified telephone directory,
he is probably an independent operator in
IRS eyes.

If in addition the sub works without super-
vision, on the basis of a finished job instead
of time, supplies his own tools and materials,
and has his own helpers, the case is more
certain, says NAHB. If in doubt, IRS will
give an advance ruling—but it may take
some time.

News

in land wvalues, spur speculative building of
cheaper houses with higher financing costs
pegged to easier credit.

At a subcommittee Thearing at San
Francisco, Edward O. Landels of the Cali-
fornia Mortgage Bankers Assn summed up
the fears of many opponents of Sobieski's
regulations: a new monster will be created
that will drain money out of primary home-
financing institutions. Warned Landels:
“You're not going to create any new money,
and you will tend to weaken the banks and
S&Ls. You might as well tear up the savings
and loan charter bill.” Landels pinpointed
what may be a key issue when he expressed
doubt that Sobieski has authority to issue
such regulations.

MGIC volume, net soar

In spite of lagging starts in the first half of
1960, Mortgage Guaranty Insurance Corp of
Milwaukee, FHA's only private mortgage
competitor, more than doubled volume, nearly
doubled earnings compared with last year,

In its first-half earnings report, the com-
pany shows $87 million worth of mortgage
insurance applications. vs $37.5 million in the
same period last year. Earnings are $92.188
for the period, compared with $92,352 for all
of last year, the first year it showed a profit.
The company now operates in 38 states.

Supreme Court, Congress
cut depletion allowances

In separate actions, both sides have ruled
that producers of building products from
raw materials may claim depletion allow-
ances for tax purposes on the value of the
raw material alone—not on the finished prod-
uct,

The Internal Revenue Service says the
Supreme Court decision affects some 380
claims totaling $287 million. It was rendered
against a clay sewer pipe company, but brick,
cement, and some kinds of roofing are also
affected. TIn the decision, the court rejected
the company's plea that the value of the
finished pipe be taken as the deduction.

It pointed out the depletion allowance is
to compensate for use of an asset, not to
help expensive or inefficient operations.

“If [the allowance] were extended as re-
spondent asks, the miner-manufacturer would
enjoy, in addition to a depletion allowance
on his minerals, a similar allowance on his
manufacturing costs, including depreciation
on his manufacturing plant, machinery, and
facilities,” says the court.

Congressional action took the form of a
rider on the 1960 tax bill. Passed shortly
after the court ruling, it serves notice that no
legislative relief for the producers can be
expected.

Hardest hit so far are cement companies,
many of which have claimed the higher
allowance on basis of a 1957 high court de-
cision which allowed it. Estimates are their
1959 earnings will be cut as much as 20%,
under the double-barreled setback. An off-
setting general price rise in affected products
is not expected by most industry men. Says
one: “You don't make prices in a vacuum.
All of these products are highly competitive.”
But others : .y a cement hike of 20¢ to 30¢
per barrel may come, especially if construc-
tion demand is high.

51




52

From coast to coast, builders, like the four

shown here, are discovering exciting new

/\ salesallure in Medallion Homes equipped

( HEL;TGI:L FR E:II::JTIBNE by General Electric. Here's what makes
and o %

KITCHEN and LAUNDRY a Mtdalhon- Horqt. 1. 1?;1. leasti fﬁ)uI

FULL- HOUSEPOWER major electric appliances; 2. Eye-saving

lighting properly located throughout the

Read why builders are

home; 3. Full housepower with wiring
planned for all present and future elec-
trical needs; 4. And in addition, Gold
Medallion Homes have electric heating.
You'll find this foursome adds up to the
biggest selling combination since plumb-
ing moved indoors.

! ! o o 4
:—————_: i
HOUSTON, TEXAS

“Naturally a home like the Steiningers’
is easier to sell,” says John D. Town-
shend, the builder of the Don Steiningers’
house shown here. “Down here, air con-
ditioning is a must. But when you take
a home like this one, with its Weather-
tron heat pump, you've got a natural.
People go for a one unit heating-cooling
system like the General Electric Weath-
ertron.” Mr. Townshend has found that
a Gold Medallion Home simplifies fi-
nancing, too. ‘“Because they know it
isn’t about to go out of style, bankers
are favorably impressed by these homes.”

ROSLYN, LONG ISLAND

“Women just can't resist a house with a
kitchen like this one,” says Kalman
Klein, builder of more than 7000 Long
Island homes, He has found the highest
public response to General Electric
products. “And once they've moved in,
people like Mrs. Simon (shown with her
daughter) appreciate the dependability
of General Electric equipment. That's
why we started using General Electric
appliances,” he says, “‘and believe me,
that’s why we've stayed with them.
People just naturally want a name they
know and trust.”

HOUSE & HOME



building Medallion Homes everywhere
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For free copy of booklet “Building for More
Sales and More Profit with Electrically Heat-
ed Homes,” Pub. No. 49-515, write: The
General Electric Company, Electric Comfort
Heating Section, Appliance Park, Louisville
1, Kentucky.

AUGUST 1960

SANTA ROSA, CALIFORNIA

Lewis Meyers, who began to use General
Electric equipment more than six years
ago, explains why he continues to build
General Electric equipped homes: “It
couldn’t be simpler,” he says. “I stay
with them because they're up to date,
because they have the best service and
because my customers like their reli-
ability.” Thelivingroomof Dr.and Mrs.
Walter Weber shown here is part of a
model home built by Mr. Meyers to
illustrate light for living. “It was so
successful,” he says, “I'm starting an-
other model home next week.”

DELMONT, PENNSYLVANIA

The warm comfort of General Electric
ceiling heat is illustrated here by the
family of Mr. and Mrs. Adam Ardisson.
Louis Meneghin, who built the Ardis-
sons’ Gold Medallion Home almost two
years ago is presently building several
more in the Delmont, Pennsylvania
region. “‘I see it as the coming thing all
over the country,” he says. “More peo-
ple are becoming more aware of electric
heating every day. 1 expect to build a
lot more Gold Medallion Homes around
here, And one thing, for sure . . . they'll
be equipped by General Electric.”
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"HOUSE!”

says Jim Pearson, Pearson Bros. Builders, Minneapolis, Minn.

HOUSE & HOME



Part of the Pearson Bros. Project at 83rd and West River Road in Brooklyn Park, Minn., Minneapolis
suburb, where they saved $40 to £50 a house by using Barrett ""Rigidwall” Sheathing. Homes are in the
£13,600 to £14,800 price range.
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BARRETT RIGIDWALL' SHEATHING
| UPS PRUHTS for well-known Minnesota builder!

“We switched to Barrett ‘Rigidwall’ Sheathing for our new

project— Pearson Park,"” Jim Pearson says.“Smartest move

we ever made. The lower cost of the 14" ‘Rigidwall’

helped save us $40 to $50 a house over the standard 235"

sheathing we had been using. Lower labor costs were part

of the big saving, too. We've had such success with ‘Rigidwall’

that we're going to use it 1009, on a new project of over 300
homes we now have under construction.”

Barrett “Rigidwall” is stronger than FHA requirements for application
without corner bracing. No nailing strips needed when siding shingles are
applied. Handles easily, scores and snaps cleanly, saves time on every start,
gives you less waste.

“Rigidwall” is made by Barrett's exclusive CHEM-FI process that brings the
fiber strength of natural wood to insulating board, and is asphalt-treated to
provide protection from weather during application. These large panels go up
fast. Despite their economies, they produce a more soundly constructed and a
more rigid wall than most other types of sheathing, and have two to three times
the insulating value of plywood! Jim Pearson is just one of many big builders
who are switching to “Rigidwall” to cut building time and application costs.
No reason why you can't do the same! Call your Barrett representative or
contact us direct foday.

{Trade Mark of Allied Chemical Corporation

llied

BARRETT DIVISION hemical

40 Rector Street, New York 6, N. Y.
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LABOR:

How Davis-Bacon inflates wages

For 25 years, builders and contractors have
cried that the Davis-Bacon Act has been
helping to inflate the cost of multi-family
housing. Now, the US Chamber of Com-
merce has come up with five exhibits to back
the complaint.

The 1933 act was intended to prevent con-
tractors from importing low-pay labor into
towns with a higher scale. It calls for the
Secretary of Labor to set wages on govern-
ment construction jobs or jobs involving
federal financing (eg FHA multi-family proj-
ects and Capehart Act military housing). He
is supposed to set rates equal to those “in
the city, town, village or other civil subdivi-
sion in which the work is performed,” the
law says. But now, so the chamber charges,
the Labor Dept is distorting the law to im-
pose higher wage rates than actually exist
locally. How? By setting rates equal to those
in nearby metropolitan areas instead of local
communities where they are lower.

The chamber's exhibits:

Davis-Bacon

Local rates rates
Hastings, NEp. AIRPORT
Bulldozer operators .. $1.75 $2.80
Metal pipe layers .... 1.60 2.30
WaverLy (Towa) Am Force STaTioN
CANPONIETR v vs e 2.25-2.50 2.98
Bricklayers, ......... 2.50-2.75 3.60
Cement masons ..... 2.00 2.85
EIECLiCIBNS o vee o eon 2.25-2.50 3.10
Iron workers ........ 2.25-2.50 3.32
ERDOTEIS . io cooioreiores 1.25-1.65 1.55-1.75

CANADA:

Painters: o e 2.00-2.25 2.35-2.75
Piaktepers. .. e 2.25 335
Plumbers & pipefitters 2.00-2,25 3.15
Heavy equipment

operators ......... 2.00-2,50 2.61-3.15
FRANKLIN (TENN.) HOUSING AUTHORITY
RIS = 50 £t ate 1.50-1.75 3.55
Electricians ......... 2.75 3.40
Carpentens ... ... 1.90 2.85
Brush painters ...... 175 2.75
Bricklayers .......... 2.50 3.62
Roofers’ ... ... 1.85 2.45
Corumnia, S.C.—SHAw AR Force BAse
Mechanics .......... 2.00 2.40
Bckhoe ' ..ot 2.00 2.40
L e R S A 1.60-2.00 2.15
Crane, derrick,

or dragline 2.00 2.40
End loader ......... e 2AS
Motor grader ....... 2.00 2.15
Pan scraper ......... 1.65 2.15
Raen e e S 1.65 2.40
SELMA, ALA., ScHooL
Canpenters .......... .78 2.25
Concrete finishers .... 1.75 2.85
Concrete mixer and

traveling machine

operators ......... 1.50 2.5

Plasterers skip pay boost
to hold down house prices

Concerned at the inroads of drywall on their
trade, plasterers and lathers in Portland, Ore.,
have agreed to pass up a 15¢ per hr pay
hike so homebuilders who use plaster can
hold the price line.

Ontario curbs mortgage brokers

Ontario Province, where 38% of Canada's
new housing is concentrated, has acted to
curb whopping interest charges on second
mortgages.

Province-wide attention was first directed to
abuses in the mortgage field by the Toronto
Star's political gadfly, Columnist Pierre
Berton. Sample: a widow, thinking she was
borrowing $1,500 at 7%4% interest, left a
loan shark’s office owing $2,225 at 12%,
secured by a third mortgage on her house.
When the loan fell due in four years, she
would still owe $1,580. With discounts on
such paper running from 20-40%, often on
top of first mortgages at 7%2 % conventional,
(sold at discounts as high as 20% ), Berton's
needling got action.

Upshot was a new provincial law requiring
all mortgage brokers to register, giving pro-
vincial officers sweeping investigative power,
right to withhold a license if they think it in
the public interest. The law requires bor-
rowers to sign statements that they have
signed no blank papers in arranging for their
loan, and lenders are required to provide a
clear statement of the property covered, true
interest, actual amount to be repaid, and size
of the balloon.

Tgor Kaplan, solicitor for the newly-formed
Ontario Mortgage Brokers Assn, points out
the new law has teeth: officials can seize all
records on a given loan, and freeze a lender's
assets pending the outcome of their investiga-
tion. Furthermore, fines for a first violation
are $500 for individuals and corporations, but

climb to $1.000 and six months in jail for
individuals, $5,000 for corporations, upon a
second offense.

But all this by itself still would not be more
than annoyance to big-time operators. The
law does not set interest rates, cannot, as one
official put it, “save borrowers from their own
folly.” What gives it added punch is a crack-
down announced by Attorney General Kelso
Roberts, under another law, passed in 1946,
but so far little used, that allows persons
who find themselves caught in an unfair
lending scheme to appeal to the courts within
seven days, get the deal called off.

RAIC housing report
raps nearly everyone

Canada’s post-war housing is drab, monoto-
nous, and it fails to meet the environmental
needs of the families that live in it.

So says the Royal Architectural Institute’s
committee on residential design in a report
presented last month to the RAIC assembly
in Winnipeg. The report was financed by a
$30,000 grant from Central Mortgage & Hous-
ing Corp. (News, Apr) which asked for rec-
ommendations on how Canada’s future hous-
ing could be improved. RAIC sent three top
architects on a six-month trek across Canada
to hold hearings with homeowners, builders,
government officials, and anyone else con-
cerned with housing.

The report recognizes no sacred cows. It

The unions had already won the raise in
a4 two-year contract when they “shocked”
local contractors by offering to suspend it if
the contractors would pass on the savings
(and thus boost use of plaster).

“It’s not the earnings per hour that count,
it's the earnings per year with more steady
work,” says Robert Stanfill, business agent
for Plasterers’ Union Local 82, who proposed
the idea. Lathers Union Local 54 joined them
in it. Stanfill says his members had a “pretty
good year” in 1959, with earnings averaging
$6,000. But “an average of only 10-15% of
our plasterers now work on residential, It
should be 40 or 50%, which is our ultimate
goal. We are in a very competitive field, not
so much with wallboard itself but because
of the fact manufacturers of plaster also
manufacture drywall and have been promot-
ing it so heavily.”

The pay hike moratorium applies only to
residential and “small commercial” jobs, not
major ones which are covered by a 28¢
raise over two years. Present rates are
$3.59'4 /hr for lather, $3.65/hr for plasterers.

In Chicago, by contrast, strikebound contrac-
tors finally capitulated on continued support
of the union-dominated Chicago Plastering
Institute after 1) individual contractors began
signing new union contracts calling for 7¢
per man hour contribution to support the pro-
motional body and 2) a federal judge refused
to rule it illegal and enjoin their payments.
It was the second rebuff for the contractors
in a year (NEws, Nov), in efforts to kill the
institute. They gave in on condition welfare
funds are separately administered.

blames its angel, CMHC, for not insisting on
better design and planning. It blames lending
agencies for being too concerned with indi-
vidual mortgages to pay attention to projects
as a whole. It blames all levels of government
for not promoting better dwellings. And,
mostly by implication, it takes builders and
architects to task for not getting together to
design and build better houses.

Lack of planning is the big problem. And
the worst result of this lack, says the report,
is the sameness of design it has produced.
Houses have “. . . dull rubber stamp sim-
ilarity . . . the same plan for every exposure.”
Even the best plan looks bad when it is re-
peated ten times in a row, and *. . . the
urban mass produced by a hundred of the
same specimen repels almost everyone.”

Underlying much of the sameness, the com-
mittee believes, is the economic stratification
of most developments. “We are giving federal
guarantees to whole townships of three-bed-
room bungalows. For every third birth notice
in a metropolitan daily. some family will have
to abandon not only its house, but also its
whole environment of similar little houses.”

What's needed is a “richer mixture” of
family types and dwelling types in develop-
ments. While “economic extremes do not mix
well, there is plenty of proof that grand-
mothers and brides, large families and smaller,
owners and tenants could mix much better
than most modern suburbs allow them to.”

The use of land must be better planned.
The present preponderance of detached dwell-
ings is burning land up much too fast, the
report notes. Apartments and other types of

continued on p 69
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Central mortgage bank proposed by European realty men

Talk of a central mortgage bank for Western Europe was the big news at the 11th
annual congress of the International Real Estate Federation in Salzburg, June 18
to 22.

Private realty men from most of the dozen
nations* whose national real estate groups
belong to IREF agreed on the need for inter-
national mortgage credit (or at least Europe-

for housing flow where it is needed most.

When this idea was first broached eight
years ago, blocked currencies, jealous na-
tional governments, and war-ravaged econo-

mies made it unrealistic. And many US dele-
gates felt Europeans wanted US taxpayers
to finance it. Now, with European prosperity
mounting, the same delegates sensed this
year that European realty men feel inde-
pendent of US aid.

wide credit) to do the same job FHA and
VA did for the US years ago: make money

* US, France, West Germany, Awustiia, Switzer-
land, Ttaly, The Netherlands, Belgium, Sweden,
Spain, Finland, Japan.

Belgian, Swiss, and West German sources are now looking
for new outlets for capital investments

IREF President Hans Plank of Austria told House & HoME that Belgian investors
loom as the new No. 1 source of money for an international mortgage bank. One
reason is that Belgians have a surplus of funds from liquidated Congo investments.
Another: they are willing to take a 3% yield, according to Plank. (Swiss real
estate men say lenders there need “more than the 3%2% to 4% we get at home—
plus insurance.” West Germans want about 7% —but even this would be cheap

in some European countries.)

What makes this fact take on new signifi-
cance is Europe's new efforts toward eco-
nomic and customs union—notably the Euro-
pean Economic Community pact signed in
Rome in 1957. One of EEC's major aims is
re-establishing the free flow of capital across
European boundaries.

Speaker after speaker at IREF's sessions
predicted that these efforts would soon create
a climate of stable currencies and balanced
national budget: (perhaps even a common
European currency, several hoped) in which
a private international mortgage outfit could

sell debentures on the world market to raise
funds for mortgage lending, The idea would
be much like an international Fanny May,
but without any kind of government support
or—and this is much more important to
European realty men—any kind of govern-
ment control.

The remaining big obstacle, says President
Plank, is national governments (most of them
in Europe are welfare-state minded) “which
want to swipe any available money for gov-
ernmental purposes—and won't tolerate it
being used for private building.”

“Obstacies or not,” President Plank told House & Home, “the bank will be
formed.” How soon? “In a year or more,” he said, a little vaguely. “And it will
be done wholly without government funds from any nation. We want it free of
government controls.”

Norman Mason offered the meeting a three-step plan
for an international mortgage set-up

Last-minute Congressional action on the 1960 housing law kept Mason in Wash-
ington, but in an address read for him by John Tysen, head of the American chapter
of IREF, the HHFAdministrator urged that IREF 1) devise a standard mortgage
instrument for all nations 2) standardize appraisals, and 3) let each national gov-
ernment stand behind mortgages on property within its borders. Advised Mason:

“The first step in making the mortgage in-
strument an international commodity that
will attract investors on a world-wide basis
is to create standards by which the value of
the mortgage can be measured whether the
property is in New England or Old England
—Frankfort, Ky. or Frankfort, Germany.
This is going to take planning and hard work.
Just as the silver craftsmen of years gone
by worked hard to give ‘sterling’ its place
of respect in world markets, so you must
strive to find a benchmark for mortgages
that will make them attractive in an inter-

national mortgage market. . . .

“It is not beyond the realm of possibility
that standard mortgages guaranteed by local
governments could become an international
commodity. Canada already has a National
Housing Act. So do the Philippines and both
Western Germany and France are studying
ways and means of promoting private mort-
gage financing somewhat along the lines of
FHA, . . >

Mason chided foreign nations for not de-
veloping “the institutional framework for
channeling savings into home financing.”

IREF went on record in a resolution declaring: “The lack of savings and mortgage
financing institutions in many countries, particularly in the underdeveloped nations,
makes impossible the ownership of homes except by wealthy families and results in

social and political unrest. We urge
financing institutions be developed.”
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more adequate savings and mortgage

SEC JEAN BAILLY & PRES PLANK

European delegates also expressed
concern over land speculation

No American touched on the topic, but the
opening session had scarcely begun before
Mayor Beck of Salzburg, himself a banker,
was calling on real estate men everywhere
to “channel land speculation the right way,
or, better, prevent it altogether.”

In Switzerland, complained Delegate Willy
Egeli, land purchases by foreigners have
driven land prices so high the average-income
Swiss family can no longer afford a free-
hold house or apartment. In Sweden, said
delegates, rising land prices must share the
blame for dampening housing construction
(in a nation where 100,000 families are still
waiting for apartments).

US DELEGATES NUTTER, TYSEN & CONSER

What is the International Real Estate
Federation?

Even though Realtor Leonard P. Reaume of
Detroit was president of IREF for two years
(1958-59), it remains primarily a European
organization, dominated by France. IREF’s
first president was Pierre Colleville of Paris.
And its headquarters have been in Paris since
its founding in 1951—even when Executive
Vice President Eugene Conser of NAREB
served as secretary-general in 1958.

IREF's aim is to swap information, study
common problems of realty men and to pro-
mote the standing of the profession. It sits
as a consultant on UNESCO.

But the pace of its work is maddeningly
slow to Americans. European realty men ap-
parently consider it a day's work to meet at
10 am, adjourn at noon, reconvene at 3:30
PM and quit for the day at 5:30.

IREF accepted NAREB President Armel
Nutter's invitation to hold its 1963 Congress
in New York City. Up to now, European cur-
rency controls blocked a US convention.
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TRUSCON TRU-DIAMOND METAL LATH and ACCESSORIES for
better living. Straight and true. Precision-made distortion-free,
sheets are perfectly rectangular. Each sheet painted individually
Easy to work. Ends are trimmed square and true. Selvage edges
are neatly finished. Insure o good fit on the toughest job. Contact
your Truscon dealer for the full story, or send coupon.

REPUBLIC ROOF DRAINAGE PRODUCTS for better homebuilding! Your
Republic Roof Drainage Products distributor carries a complete line of
everything you need—in galvanized steel, ENDURO™ Stainless Steel,
terne, or copper, with perfectly matched accessories to assure fast, low-

cost installations, See your sheet metal distributor or send coupon for
more information
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ALUMINUM SLIDING PATIO DOORS

Low Cost Metal Doors
The Tops in the Industry at low, low prices

Truscon Steel and Aluminum Doors are low in first cost,
save installation dollars, require no expensive call-backs.
The full line is carried in warehouse stocks for immediate
delivery to meet your tightest building schedules.

Order frames and accessories for same-time delivery.
Truscon doors can be prepared for panic exit hardware,
door closers, double doors—all are available to meet your
requirements with no loss of time.

REPUBLIC STEEL

sl (edost, Range 9
Sttwaterd, Stely ancl, Szl Froclkidle

Now from one source, you get the right door to meet
your needs. Doors with sales features that add value to
everything you build. At prices you can well afford and
with delivery when you want them.

Call your local Truscon dealer listed in the Yellow
Pages. Or, contact your nearest Truscon representative.
Send coupon today for more information about these
low cost metal doors.

REPUBLIC STEEL CORPORATION

DEPT. HO-9911

1441 REPUBLIC BUILDING +« CLEVELAND 1, OHIO

Please send more information on the following products:
[] Truscon Hollow Metal Doors and Frames— Series 50
[ Series 57 [ Classic Louver Folding Doors

[J Truscon Tru-Diamond Metal Lath and Accessories
[] Truscon Aluminum Sliding Patio Door and Screens
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if service land 1s a problem to you...

As service land becomes harder and harder to find, most
of today’s developers find themselves reluctantly thrown
into the water business. They must dig their own wells,
select their own water supply system.

The great majority of these builders choose cast iron
pipe. Generally, their reasons differ—but on one impor-
tant fact they all agree: cast iron pipe is built to last,
to perform economieally year after year.

Says Morris Glassman, chief engineer of Park Forest

Homes, Ine., Park Forest, Ill.: “If you install cast iron
pipe, as we did at Park Forest, you can expect very little
grief. The oceasional troubles we’ve experienced have not
been the fault of the pipe. They were normal operating
experiences.”

J. E. Merrion, past president of the National Associa-
tion of Home Builders, agrees: “In the long run, cast iron
pipe is cheaper. Sure, it adds a few dollars to the base
cost per unit, but this is more than offset by the much

HOUSE & HOME
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lower cost that maintenance and repairs require after reasons cast iron pipe is preferred.
installation.”

Don't be fooled by pipe installation costs! Choose the

Cement lining that assures a steady, full flow of water pipe that will save you money in the long run...the pipe
always...joints that remain bottle-tight through the that is the choice of water works experts and consulting
severest pressure...and inherent ruggedness are other engineers everywhere: cast iron pipe.

Permanently yours,

CAST IRON PIPE

THE MARK OF THE 100-YEAR PIPE

Write for complete information to Cast lron Pipe Research Assoclation,
Thos. F. Wolife, Managing Director, 3440 Prudential Plaza, Chicago 1, Il
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the right flair...
everywhere!

Touché! The right flair—the right influence! Poly-Clad Plywall
provides both...with quality and beauty that excite interest,
create sales.

You'll score again and again with Poly-Clad Plywall, the only
paneling guaranteed against fading—in writing! Twelve handsome
wood grain finishes add a persuasive warmth and richness that
help convert shoppers into buyers. And the care-free features
appeal to husband and wife alike. Poly-Clad Plywall stays beauti-
ful without bother—is protected to resist mars, scuffs, stains.
Wipes clean in a jiffy. Prefinished. Ready to go right up. With
matching moldings—in nine styles and twelve finishes.

Poly-Clad Plywall interior wood paneling makes the point of
difference that adds flair—everywhere—for less!

the right choice ... every time!
.. .says Milton A. Thompson, custom builder, Worcester, Mass.

“Visitors to our homes are in the market for quality—more than
ever before. Poly-Clad Plywall is one answer we have found to
adding quality without increasing costs. And the many features
of the paneling are effective sales points which our salesmen use
to good advantage."

Mr. Thompson builds homes in the $20,000 to $40,000 price class,
and is well known for putting extra value into each of his houses.
This reputation has helped make him one of the leading custom
builders in the Worcester area.

Put the advantages—and cost savings—of Poly-Clad Plywall to
work in your homes. Let your dealer show you how beautifully it
fits your paneling needs—how effectively it can help you sell!

PLYWALL PRODUCTS COMPANY, INC.

Fort Wayne, Indiana « Corona, California

A Subsidiary of Evans Products Company, Plymouth, Michigan
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CODES:

Los Angeles secedes from ICBO

I'he city's withdrawal climaxes a bitter policy fight over management
of the powerful group (full name: International Conference of Build-
ing Officials) which sponsors one of the nation’s most widely-used
model building codes.®

In the dispute, Los Angeles’ building superintendent, outspoken Gil
Morris, a past president of ICBO, charges ICBO management with
“extravagant and unwise expenditures” and meddling in the group’s
politics.

Cancelling his city’s $250-a-year membership on the eve of his own
retirement (News, July), Morris wrote ICBO that he could no longer
approve use of city tax money “to subsidize this kind of management.”
He called for a complete change, added: “The ICBO should be run
for the benefit of the cities, the building officials. the construction
industries, and not for the benefit of management.”

ICBO President Cassatt D. Griffin says the furor simply tops off a
long personal conflict between Morris and longtime ICBO Managing
Director Hal B. Colling. But Morris says he has letters from nearly
a score of cities supporting his stand. Griffin admits “there may be a
few more terminations” but they won't affect ITCBO's work.

Begun 38 years ago as the Pacific Coast Building Officials Conference,
ICBO was first to publish (in 1927) a model code for use by munici-
palities. Tts Uniform Building Code, revised annually and reissued
every three years, is used or supported by some 500 cities, towns and
counties, mostly in the West, at dues from $35 to $250 a year. The
group also publishes related manuals and pamphlets, and a monthly
bulletin. It screens building products for code conformity, issues
approvals at $150 each plus $10 per month for publication and $100
a year renewal.

President Griffin, who is assistant chief deputy engineer for Los
Angeles County, defends Colling as a dedicated man who “loves a
good fight.,” He says Morris’ action was set off by 1) executive board
action raising Colling’s salary and setting up a pension for his wife,
who is director of publications; and 2) Colling’s support of a successful
executive board candidate opposed by Morris. Colling nas been em-
ployed by ICBO since 1933. In 1938, he became managing director.
His wife has published the code and other items (first as a contractor
paying royalties for them, and since 1954 as a salaried employee)
almost as long. Colling's reaction to the charges: “The less said the
better for all concerned. We are the largest by far (of model code
groups) and we intend to stay that way.”

*Other top codes are sponsored by Building Officials Conference of
America, Southern Building Code Congress.

NAHB gets code changes

“BOCA's code officials are bending over backward to cooperate with
the homebuilders. They are taking a common-sense approach.”

So reports Ward Buzzell, NAHB's assistant technical services
director, after the builders easily won a half-dozen code improve-
ments at the 1960 meeting of the Building Officials Conference of
America (News, July). What the changes do:

® Clarify the definition of “habitable room™ so that basement heating rooms
and other areas not often used can have ceilings less than 7°6” high.

® Ease rules requiring fire-resistant wall construction so that only that part
of a wall less than 6" from a lot line need be so built.

® Require less glass window area for crawl space than for basements.
® Permit smaller hearths for fireplaces with less than 2'x3’ openings.

® Reduce treads of open-riser basement stairs from 10%4” to 942"

® Allow the maximum open area of sliding glass doors to be counted in
Says Buzzell: “This means builders
do not have to provide a window if they want to offer a sliding door, This
should stimulate more builders to offer buyers sliding glass doors in
bedrooms, particularly since the National Fire Protection Assn has been
pushing for outside doors for bedrooms.”

meeting room ventilation requirements.

Code costs backfire; Phoenix eases them

Man has bitten dog in Phoenix. The city has changed its building code
because the old code was making builders’ costs too high.

In 1958, Phoenix adopted a building code that pushed costs up
2% to 3%. Normally a builder could pass on such a small boost. But
in Phoenix, city and county builders are in direct competition, and tie
difference of $200 to $300 on a $10,000 house had to come out of the
city builders’ profit. The city, faced with tesistance to its annexation
plans from outlying builders because of the high-cost code, suffered too.
So it consulted with city builders, made 26 changes that cut in-City
costs to within %2 % of those outside.

AUGUST 1960

PRYNE
HOODS...

give your homes a

FRESH TOUCH!

Easy to install, low-cost, self-contained hoods...easy to clean
tilting hoods . . . retractable hoods that close flush with cabinet
when not in use. Color coordinated hoods harmonizing with major
kitchen appliances. Attractive stainless steel, copperized and sil-
verized finishes.

Another of the Finishing Touches from Emerson Electric. .. pre-
sold packages of quality electrical accessories that add instant sales
appeal to your homes.

Z e

Duct-free Hoods

X o ~

Titing Hoods Island Hoods

Self-contained Hoods

EMERSON ELECTRIC

BUILDER PRODUCTS GROUP
EMERSON prgne

ST.LOUIS, MO. POMONA, CAL.

KEYSER, W. VA.
gi o |

Rittenhouse
LATROBE, PENN.

HONEOYE FALLS, N.Y.
Write Dept. B47, Emerson Electric - 8100 Florissant - St. Louis 36
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“Quiere Ud alquirlar algun vendedor gratuito, Senor?”

(“WANT TO HIRE A FREE SALESMAN, SENOR?")

His name is Desert Dan. This little fel-
low is selling homes easier and faster
because he’s the symbol for the hard-
hitting DURETHENE® polyethylene film
promotion. Tie in with the DURETHENE
promotion! Ask your dealer for the
Desert Dan certificates. Display them
prominently in the homes you build.
Tell your customers the homes are
“DUreTHENE” Dry, and Desert Dan
will help make sales faster and easier.

DURETHENE polyethylene film gives
your new homes permanent moisture
protection. Install it as a water vapor
barrier for flashings, in walls and ceil-
ings, in crawl spaces, around windows
and foundations, and under concrete
slabs. This tough plastic is lightweight,
installs easily, reduces labor and con-
struction costs, and stops expensive call-
backs. It's FHA-approved and comes
in widths up to 40 ft., 100 ft. long, black
or clear, 4 or 6 mil.

Millions of potential new home
buyers know Desert Dan. They recog-
nize him as a symbol of a quality-built,
moisture-tight home. He's already
famous . . . appeared in national maga-
zine advertising with a circulation of
over 13%2 million: The Sarurday Eve-
ning Post, Newsweek, Wall Street
Journal, U. 8. News & World Report,
Fortune, and 6 other top publications.
Customers look for the Desert Dan
symbol when they inspect new homes.
Put him to work for you!

For the name of your nearest DURE-

THENE dealer, write Koppers Company,
Inc., Durethene Plant, 7001 W. 60th
Street, Chicago 38, Illinois.

- 7] ®
KOPPERS
~ ) JIPINEIE
“ POLYETHYLENE FILM
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RENEWAL:

Supreme Court splits on surveys

Its 4-to-4 tie vote lets stand the arrest of a Dayton homeowner for
failure to admit a housing inspector without a warrant, as required
by a local ordinance. But it leaves still clouded the legality of such
requirements—yvital to the housing surveys cities need to qualify for
Federal renewal aid. Reason: the tie vote has no force as precedent.

In 1959, the high court upheld the right of a Baltimore health
official to inspect a home for health violations without a warrant
(News, June °59). In the Dayton case, justices upholding the search
say the Baltimore case should govern. But the dissenters say there
is a vital difference: the Baltimore inspector could show good reason
to believe the violations existed; in Dayton the inspector did not.

Should a final test be forced? Some observers (among them
NAREB's Public Affairs Director Charles Stewart) think cities would
be smarter to get a warrant in the rare cases where inspectors are
turned away, instead of risking the bad public relations—and a
possibly unfavorable decision—of a court fight.

VHMCP sets sights on renewal

In a major policy switch, the Voluntary Home Mortgage Credit
Program has quietly undertaken to spur private investment in the
nation’s lagging urban renewal mortgage programs.

The Program, set up under HHFA auspices in 1955 as private lend-
ing's answer to direct, subsidized government mortgage loans, has
already started pilot projects in Nashville, Louisville, Wichita, and
Kansas City, Kan. In all these cities, VHMCP is seeking private
lenders for 220 and 221 financing. In Louisville it has extended its
efforts to housing for the elderly—and succeeded in its first project.

VHMCP was founded to act as a clearing-house to help find local
or out-of-town lenders willing to finance mortgages for two groups:
veterans in out-of-the-way areas where VA financing is not easily
obtained, and minority groups everywhere. In its first two vears it
so reduced the demand for direct VA loans that VA used only a
fraction of authorized funds for the purpose. Direct-loan enthusiasts
in Congress first tried to kill the program, then let it live on condition
HHFA stop giving VHMCP first crac: at VA direct-loan applications.
In its five years, VHMCP has brought lenders and borrowers together
to finance 43,000 homes, with mortgages totaling $425 million. But with
direct loans easier to get (and VA's interest rate frozen) VHMCP's
business has been cut back seriously.

The decision to get into renewal was taken quietly at VHMCP’s
last advisory board meeting in April. Executive Secretary Joseph
Graves says reception of the trial runs has been excellent. By first
trying local lenders on hard-to-finance properties, only later going
further afield, VHMCP has persuaded the six S&Ls in Nashville (with
the nation's biggest 221 quota: 3.800 units) to form a $1-million pool
for the purpose. In St. Louis 35 S&Ls have agreed to a similar setup.

In Louisville, the program has arranged financing for Trinity Meth-
odist Church's 218-unit $2.6 million rental project for the elderly (as
part of a mnew church building) with the Ziegler Co of Chicago, one of
the nation’s largest church-loan firms.

Toledo mobilizes leaders against blight

Latest city to organize top business and financial help to power renewal
is Toledo, Ohio. The city announced its plans for its first project,
redevelopment of a 99-acre Skid Row area, to 150 lenders, industrial
and commercial leaders at a meeting chaired by G. P. MacNichols,
president of Libbey-Owens-Ford, and sponsored by a citizens” committee
of nine other top executives.*

Plans for the project call for $12 million for acquisition and demo-
lition, shared by city and federal governments. Another $35 million
in private investment will be needed for construction of a planned
complex of 400 to 600 high-rise and garden apartments, commercial
and civic facilities.

But civic leaders at the meeting were warned that no such project
builds itself. “All the tools the federal government can offer don’t
mean a thing,” FHA Commissioner Julian Zimmerman told them,
“unless you have a city that is on the ball.” J. Stanley Purnell, chair-
man of Pittsburgh’s ACTION-Housing, Inc, reviewed the history of
that city's 16-year renewal effort: a $200-million investment by private
enterprise in eight project areas—almost all taxable. He described
ACTION-Housing’s projected $2-million revolving loan fund for re-
newal housing. “Where a job is properly one for private enterprise,
we urge private enterprise to do it. When public powers are needed,
we use them. When public subsidy is required, we usually get it.”

* Among them: the president and/or chairman of Owens-Corning Fiberglas
Corp; Owens-Illinois Glass Co; Overland Corp; Electric Autolite Co; Toledo
Scales Corp; Champion Sparkplug Co; Willis Motors, Inc.

NEWS continued on p 67
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PRYNE |
BATHROOM

give your homes a
WARM TOUCH!

Pryne Bathroom Heaters are the easy and economical way to
warm chilly bathrooms. Choose from a complete line using
infra-red heat lamps or Combination Heater, Air Circulator,
Light and Exhaust Fan units. All units are UL and CSA
approved and carry a 5-year guarantee.

Another of the Finishing Touches from Emerson Electric. ..
pre-sold packages of quality electrical accessories that add
instant sales appeal to your homes.

Fan-Light Heater Adjustable Radiant & Convection
Combination Iinfra-red Heater Heater

EMERSON ELECTRIC
BUILDER_ PRODUCTS GROUP
EMERSON @ pryne

ST. LOUIS, MO. ° POMONA, CAL.

I | KEYSER, W. VA,

Rittenhouse
LATROBE, PENN‘.

HONEOYE FALLS, N.Y.
Write Dept. B48, Emerson Electric + 8100 Florissant - St.Louis 36
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With the opening of Long-Bell's new 72-million-square-foot-per-year capacity
plywood plant at Chelatchie Prairie, Washington, quality plywood never before
possible will be a matter of routine.

“Specification Perfect” plywood from Long-Bell’s new push-button plant assures
higher quality . . . improved performance . . . lower construction costs . . . a tre-
mendous edge over competition.

Check these important BENEFITS TO YOU AND YOUR CUSTOMERS!

New Long-Bell innovations at Chelatchie Prairie include the steaming and hot-
peeling of all logs. This gives you:
. . . a much smoother peel (which provides a stronger glue bond)

. . . an extremely uniform veneer thickness (which dries more evenly than
ever before possible)

. . . a surface that will sand to a lustrous smoothness
. a new high in control of surface checks.

t

These, plus “custom fit!’ tolerances on size and squareness assure you of fine

plywood for all uses.

For “Specification Perfect’” quality —inspected and graded to the most rigid DFPA standards — always specify Long-Bell Plywood.
Write—Wire—Phone for full information. INTERNATIONAL PAPER COMPANY, Long-Bell Division, Longview, Wash.—Kansas City, Mo.
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SEGREGATION:

Oregon test sets extra-legal blaze

The voice on the phone was so casual that at first the dispatcher in
Portland, Ore. Fire District 10 thought he was joking. “I believe you
have a fire at 140th and Hal it said. “It's an unfinished house.”
But firemen responding to the call just after 11 p. m. last July 3 found
it was no joke. The half-finished $17,000 trilevel was blazing fiercely
—too fiercely, investigators decided later, to be accidental. By morning,
bits of gasoline-soaked straw, pieces of a gallon glass jug found in the
smouldering wreckage confirmed their suspicions, and Portland officials
realized they had on their hands the city's first case of race violence
in housing.

Victims of the arson were Rowan Wiley, 41, sheet metal worker, his
wife and four children. Wiley, a World War Il Purple Heart veteran
and former Duluth, Minn. high school football star, moved with his
family from St. Paul to Portland three vears ago. They provided the first
case under the state's 1959 law against discrimination in sale of housing
when a realty firm refused to sell, and a builder refused to build
them a house. The case, decided administratively in Wiley's favor, is
under appeal in the state courts.

Meanwhile, Wiley bought a lot and began building a house, only to
have the water district serving the neighborhood, just outside the
Northwest boundary of Portland, begin condemnation on his land.
Filing civil rights action in Federal Court, Wiley won an injunction
on grounds his race was the reason.

Surveying the ruins of his house on July 4th, Wiley noted the $7,000
damage was insured, said, “We'll rebuild. They can't keep us out that
way.” Already celebrated as a trailblazer testing Oregon’s new anti-
discrimination law, the Wiley case also looked like a test of Portland,
a city with nonwhites living in all of its 61 census tracts, and no
record of race violence.

Michigan moves against realty bias

Michigan, whose legislature has steadfastly refused to pass a law against
racial bias in housing, is seeking the goal administratively.

The State Corporation and Securities Commission has made national,
racial, or religious discrimination by brokers or agents in sales or
rentals cause for license revocation.

The ruling follows a statewide furor over disclosure that the fashion-
able Detroit suburb of Grosse Pointe has for years used a “point
system"of rating would-be newcomers for desirability. Operated by the
Grosse Pointe Property Owners Assn and the Grosse Pointe Brokers
Assn, it gives point values to items like swarthiness, style of dress,
accent, religion. “Passing” scores were higher for Poles, Southern
Europeans, Jews, than for others. Negroes and Orientals did not pass.
T'he scores were used to “advise™ prospective sellers.

I'he system was uncovered when a former Grosse Pointe property
owner sued to regain possession of his unfinished home in the suburb.
He charged property owners there, who took a mortgage when he met
financial difficulties. now would not resell it to him.

The Grosse Pointe system is still under investigation by State Attor-
ney General Paul L. Adams. His office also drew the new administra-
tive rule, which is effective Aug 14. A court test is likely.

Supreme Court rejects Levitt appeal

It declined to review the New Jersey decision that, because his houses
are financed FHA, Bill Levitt must sell them to Negroes as well as
white (NEws, Mar). The reason: “No substantial federal question.”

Main issue was whether FHA financing constitutes “public assist-
ance” within the meaning of the New Jersey law—which bars dis-
crimination in public or publicly assisted housing. Levitt argued in
the lower courts that no public funds were involved, and that the
FHA insurance went to the homebuyer, not the developer. But the
state court said that by its very existence, FHA made mass-production
operations like Levitt’s 16,000-house Levittown, N. I. possible—and
thus is a kind of public assistance.

In the federal appeal, Levitt also argued that the state law is so
vague it deprives him of due process. The state denied the arguments.
None were ruled on by the high court.

The rebuff comes as no great surprise to Levitt. Convinced that
whether he won or not, integration is inevitable, last spring he opened
his development to Negro buyers on a basis (NEws,
May). Dr Harold A. Lett, retired Negro assistant director of the
state’s Division Against Discrimination was hired to help prepare the
community for the first arrivals, due this month. Levitt aides report
that so far, sales have not been affected. Says one: “There aren't
many Negro families here who can afford these houses.” In his newest
project, Belair near Washington, D. C. (see p 44), Levitt says only
that he will sell “according to the laws and customs of the area.”

NEWS continued on p 69
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give your homes a

LIGHT
TOUCH!

From a single source...a full line of surface-mounted lighting fix-
tures by Imperial and recessed lighting fixtures by Pryne...over 200

incandescent lighting fixtures for home and light commercial use.

Another of Emerson Electric’s Finishing Touches .. . pre-sold packages

of quality electrical accessories.
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“I'm convinced! Telephone-planning my homes

helps me sell them faster”

Your local Telephone Business Office will gladly
help you telephone plan your hones. For details on

home ftelephone installations, see Sweel’'s Light
Construction File 11¢/Be. For commereial installa-
tions, Sweet’s Architectural File, 34a/Be.

BELL TELEPHONE SYSTEM

SAYS LUKE FOGARTY
OF FOGARTY BUILDERS, JOLIET, ILL.

“I believe in pre-wiring my homes for tele-
phone convenience,” says builder Fogarty.
“It’s a feature people want and I'm con-
vinced it helps me sell my homes faster.
I'm a practical man, too. I know it gives
me a competitive advantage.”

Mr. Fogart