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What does it take

- tosell your houses...

.. urndler 1odays Market Conditions ?

¢ You have asked our opinion on what it takes to sell our homes under
today's market conditions. Well — for one thing — it's taken for granted
the house must be well built — with best possible materials for the
price bracket of that house.

But above all else, we design our houses for “emotional appeal.”” We
have always believed the sale is often made or lost in those few precious
moments when the prospects walk through for their “first look.” If we
don’t get them to go back for a “second look,” then we have lost them.

Frankly, we agree with your NuTone sales story that Glamour, Comfort
and Family Fun make for a strong sales closer. As you know, we use
NuTone Range Hoods and your Built-in Food Center in most of our
kitchens — your Bathroom Heaters, also your Intercom and Built-In

Stereo. In our 1961 houses, we'll also use your new Built-In Barbecue. *?

IKE JACOBS

NUTONE ELECTRICAL BUILT-INS... FOR GLAMOUR, COMFORT & FAMILY FUN



e e Vulone suggests these
0?‘ | Sales closers ”for N

e . o Glamour

RANGE-HOOD
& FAN BUILT-IN

= 2 the Kilchen

.
You'll agree it's worth a few dollars
per house to speed up your sales!

Use these two low-cost NuTone ways
to prove it:

1 - Put an ordinary kitchen in the luxury
class by using a NuTone Hood-Fan . .
the best name in the entire Industry.

2 - Win the women's vote with a NuTone
Built-in Food Center — that operates
6 appliances with 1 concealed motor.

Naulore suggesls these
Ssales closers .. =

‘Comfort |

in the bathroon:
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Here's another NuTone idea that adds
value to your Bathrooms:

It's NuTone’s new Heat-A-Vent — the
combination Radiant Heater and Exhaust

Fan. The Heater takes the bite out of
chilly mornings — makes “off-season” = :
weather behave . . . The quiet Exhaust e

Fan removes odors and steam. Your
choice of wall or ceiling models — saves
space and installation costs.

SEE NEXT PAGE —m>




Why Not Follow the Lead of Fox & Jacobs ?
Include Nulone Built-dn barbecue and

&

Built-ln Stereo in Your 196 Homees !

-

NuTone's Built-in Stereo Music system
combined with Intercom-Record Changer
and AM-FM Radio. Fits standard walls.

NuTone's Built-in Barbecue is available
in Electric and Charcoal models . . with
a rotisserie — Fits standard cabinets.
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Jodays Market Conditions need these Nulone ‘sales closers”

WRITE FOR COMPLETE CATALOGS AND INSTALLATION DATA...

CINCINNATI 27, OHIO

NUTONE, INC. DEPT. HH-11,

[[] NUTONE RANGE-HOOD & FAN | NUTONE HEATER & FAN

NUTONE FOOD CENTER NUTONE BUILT-IN BARBECUE

NUTONE BUILT-IN STEREO

SEE OTHER SIDE STATE




Jewels that sell the setting

This is visual impaet merchandise...
jewels in a setting...points of interest
that captivate the eye. Each of these
fixtures is expertly constructed, with
careful attention to good lighting as
And each bears
the most famous name in the world of
lighting, Lightolier. These are the fac-
tors that help you sell: quality, design

Showrooms New York:

well as good design.

11 F 36th \‘f [Ch
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eilitinns,  Seen

and name. For a moment, consider the
ion of warmth and welcome
created by the entrance wall bracket
above. Or the effect of the lavish wood-
Both are
typically Lightolier, bright salesmen
among a multitude of bright salesmen.
To learn more about putting them to
work for you, send this coupon now.

©

impres

framed fluorescent fixture.

go: 1267 Merchandise Mart[Dallas: 1718 Hi Lme Dru-e/Los Angeles: 5 15 8

18, Number B,

Published monthly by TIME IN( Roelieteller Center

New York, N, X, wodoat addoicnal mailing offiees, Subs

f———

| LIGHTOLIER, Dept. HH-11, Jersey City 5,N. J. |

l Send me your free catalog of lighting for |
builders, my Lightolier distributor’s name,
| details of your builder merchandising plan.

—_————— e —
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: 10 REASONS WHY
SHOULD USE REALTORS®

RKET THEIR HOUSES!

More and more homebuilders all over the country are find-
ing they can sell more houses faster—and at better prices—
when they team up with a Realtor.

For example, Realtors will sell 90 percent of this year's
new homes on Long Island, 95 percent in Seattle, and 80
percent in Orange County, California, near Los Angeles.

Why are homebuilders turning to Realtors in these
boom areas? Here are 10 big reasons:

1. Realtors are equipped to handle resales and
trade-ins.

2. Temporary rental housing for buyers of unfinished
houses can be supplied by Realtors.

3. Realtors' experience and know-how mean they find
the families who want to buy houses.

e

W 4. Realtors can attract these prospective buyers into
the builders’ houses and save the builders’ pre-
cious time.

5. Realtors’ experience tells them how to qualify buyers
and screen out the ““lookers."

6. Realtors know the techniques and have the staff
to follow up with prospects and close their sales.

7. In many areas, Realtors provide a multiple listing
service for new as well as existing homes, and thus
widen the market available to builders.

\' 8. Realtors are working in their market every day and
know the local selling conditions better than any-
one else,

& 9. Realtors provide homebuilders with an alert, aggres-
sive sales force who furnish and staff model homes,
bearing the sales overhead.

o

IS § 10. Realtors enable the builders to use their time and
talentsin the field for which they are best equipped.

Realtors are professionals in their part of the business—
turning houses into money for homebuilders— just as home-
builders are in their phase of the business.

That's why it makes good sense to turn house sales prob-
lems over to Realtors, whose membership in the National
Association of Real Estate Boards entitles them to the use of
the exclusive term Realtor which is registered in the U. S.
Patent Office. Not all brokers can identify themselves by
this term.

““Nail the Sale with a Realtor”

OCIATION OF REAL ESTATE BOARDS

Chicago, Illinois—Washington, D.C.

: HOUSE & HOME
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KWIKSET muda%u n KWIKSET now offers @ new, u

spindle and impraved locking

YOU SAl

us.a longer lasting finis

o installl

:Ipluﬂic coaﬂng Gives Kwikset ﬁrushes 5 times
greater protection against weather, \nar und
scratches.

YOU SAID...and we listened. And we’re still listening
and improving on the best lockset value in the business.

If you have an idea, let us know. Your suggestions have
helped Kwikset remain the largest selling residential
lockset in America.

AR
V11 87/

/ : KWIKSET SALES AND SERVICE COMPANY
and the ‘new counter bore for Round 3 : A subsidiary of
Face Latch installations. ! 3 ‘

The American Hardware Corporation, Anaheim, California



a 200d builder
knows a 200d thing -

BIRD WIND SEAL SHINGLES

‘“They give our customers
excellent service and long life
for a reasonable cost’...

President J. F. Slavik of Slavik
Builders, Inc., builders of some of
Michigan’s finest custom and semi-
custom homes.

. . THAT'S WHAT J. F. SLAVIK, e powerful seals spaced for drainage

e proved to hold in 125 MPH hurricanes

PRESIDENT OF SLAVIK BUILDERS,
INC., OAK PARK, MICHIGAN e lay fast in the usual way
has to say of the mighty Bird Wind
Seal Shingles. He continues his en-

dorsement of this great shingle:

e no pulling apart or turning

e long lasting double-surfaced
construction

e advertised to your customers in
“When you are in the business of The Saturday Evening Post
building custom and semi-custom
homes as we are, you have to be as-
sured of a quality product. However,
to obtain this quality, you still must be price conscious. With

Bird Wind Seal Shingles, we find both quality and economy.”

BmrD & SoON, INC.
E. Walpole, Mass. « Chicago, lll. « Shreveport, La. « Charleston, S. C.

. HOUSE & HOME
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Builders everywhere report that the swing 18

to quality houses. Prospects want better houses
.. bualders find that it is easier to sell better

houses, especially

when ‘‘quality
talks.” Quality
talks through
careful site
planning . . .
good designing
...theintelligent use
of brand-name products with built-in fea- Here's
how to
give your
house quality
that talks......

NOVEMBER 1960 7

tures that the prospect can see and quickly

appreciate ... that salesmen can point out.
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Quality stops

Save on space
~yel give
a second hathroom

A two-bathroom house is easier to sell these
days! By installing the Restal bath-shower-
receptor, which fits in a 39" x 38" space, you
can feature a second bathroom or a children’s
bathroom in a minimum amount
of space. And the Restal is only 12 high . . .
low enough for children to step in and out
safely, unaided. In white and decorator colors.

and sells prospecls

Use the quality products that give prospects s
the extra benefits which will stop them ... B
make them remember your
house, no matter how much |
they shop around. These
benefits may be conveniences

that can be seen...designs that
keep their smart look...colors that
are decorative . . .eye-stopping quality that
18 guaranteed for years of dependable service.

Here’s
exira

value
that’s quickly seen

This new American-Standard off-the-
floor toilet stops prospects every time!
They can see its “new-for-
years’’ design . .. its easy-
cleaning convenience. Some builders
feel that the Norwall toilet has turned
“lookers” into “buyers,” because its
features are what home buyers want.

HOUSE & HOME




This
bathroom

will make
prospects stop,
look, listen

No woman will forget this
bathroom! The big, roomy,
off-center design of the Con-
tour bathtub will catech her
eye . .. so will the Norwall off-the-floor
toilet . . . and the Gracelyn cabinet-
lavatory. She will really go for that big,
easy-to-keep-clean, one-piece china top
and will want the cabinet with its

handy storage space. Remem-
ber, colored fixtures are prac
tically a competitive mus
in today’s quality bathrooms.

Let your prospects feel the quality in this American-Standard single
lever fitting. When they feel the smooth finger-tip control .
when they get a close-up look at the glamorous design il
they’ll know your house has the best. And remember, smartly
designed, finest quality fittings, like this one, cost no more to install.

Now you can offer zoned heating with one hoiler

Everyone wants the comfort of hydronic heating. Now you can offer this
quality heating plus the additional benefits of zoned heating . . . of selective :
temperatures in various parts of the home . . . and still use just one compact
American-Standard boiler. And here’s another money-saving quality fea-
ture! These boilers have a built-in water heater that saves you the cost and |
space of a separate water heater. Busehoard Heating Panels are installed instead of su¢ |t
ordinary baseboards . . . deliver heat efficiently and economically . . . can be painted :
any color . . . allow home owners
to place furniture against walls
. install carpeting wall to wall.

*Hydronics—the science of cooling and/or
heating with water.

NOVEMBER 1960




It’s new. . .it’s American-Standard

New, 5% Recessed Contour

Here’s another fixture that talks quality! Any
prospect can see the luxury and comfort that
this extra-long bathtub offers. The unique, off-
center bathing area provides extra roominess
plus two wide ledges . . . one is a comfortable
seat, both are handy shelves for toiletries. Re-
member, you can offer all of these smart, new
bathtub features at a competitive price!

New Provincial styling
by Youngstown Kiichens

isthenewestaddition to the popular Wood-
charm line. Cabinet doors and drawer
fronts are in popular Honeywood, mar-
resistant laminate finish . . . medium tone with ex-
cellent grain definition. Provincial styling is avail-
able in a complete range of Youngstown
Kitchens base- and wall-cabinet sizes to
meet every building plan and budget.

--.*%" :&.. ""?=,' _]:-"'f
'?F\\_,ﬁfi\.' r
- t - . =K,

New qas furnace designed
for heavy cooling load

This new gas-fired furnace is designed to handle

the extra volume of air required for air condition-

ing 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
condensing 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.

For more information write to:

Seat and AIR CONDITIONING DIVISION, 40 West 40th Street, New York 18, N.Y.
C.F. CHURCH Civiston, Montgomery Street, Willimansett, Mass.
00']9" s”ap 0 PLUMBING AND HEATING DIVISION, 40 West 40th Street, New York 18, N.Y.

YOUNGSTOWN KITCHENS DIVISION, University Street, N.E., Warren, Ohio

Both cover and seat are easily re-
4 “ moved without detaching hinge
posts from bowl. The No. 300, a

smart, modern design with stream-
lined cover, is of high-impact plas- ”

/ tic. In white and decorator colors.

Asemican-Srandard and Standard® are trademarks of Amencan Radiator & Standard Sanitary Corporation

HOUSE & HOME
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“I'm sold on concealed telephone
wiring. It's a definite sales
advantage ... .. aa comanrs

OF SAVOY DEVELOPMENT CO., BEVERLY HILLS, CALIF.

“I've been using concealed telephone wiring in my
homes for the past eight years, so obviously I'm
sold on it,” says builder Alan Schwartz. “It’s a
good investment . . . a real sales advantage.”

Mr. Schwartz builds custom homes ranging from
$28,500 to $48.500. Every one of them has pro-
vision for several telephone extensions. “The cost
is nominal,” says Mr. Schwartz. “And customers
are impressed with the amount of planning that
goes into the house—the attention to detail.

“Concealed telephone wiring and extra outlets
aren’t just added luxuries.” says Mr. Schwartz.
“We do a lot of slab work here in California. That
gives us no crawl space. And with so much open-
beam living in addition. built-in telephone wiring
becomes a must. The less expensive the house, the

less opportunity to work in concealed wiring after
construction.”

* * *

Your local Telephone Business Office will gladly help
you telephone-plan your homes. For details on home
telephone installations, see Sweet’s Light Construc-
tion File, 11¢/BE. For commercial installations,
Sweet’s Architectural File, 34a/Be.

BELL TELEPHONE SYSTEM

California homes such as this
Schwartz model in San Fernando
Valley stress outdoor living.
Note circled patio outlet

for convenient portable

phone with plug-in jack.
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“To the ladies, the kitchen is the J

and that’'s why we install RCA i

All over America, quality builders are
banking on RCA WHIRLPOOL appliances,
because they shout quality!

Builders in all sections of the country
know from experience, and thorough
testing, that the RCA WHIRLPOOL label
on the appliances they install give their
homes a big sales boost. The reputation
WHIRLPOOL has earned bespeaks the
quality planning of the builder. Each

appliance is engineered for fast, easy,
economical installation. And all are
available from one supplier. The de-
livery is fast and the prices are right.
Bank on RCA WHIRLPOOL appliances for
your next job. You'll soon learn it was

a smart move.

New gas or electric built-in ovens
and surface units—easy to in-
stall. A big selection with new

architectural styling, up-to-
‘the-minute features and the
- last word in convenience and

performance. Available in pink,

yellow, copper porcelain enam-
el finish or brushed chrome.

Automatic washers with matching gas or elec-
tric dryers in decorator colors. Also combina-
tion washer-dryers that wash and dry in
one continuous operation.

Gas or electric No-Frost refrig=
erators with the slim, trim,
flush fit, built-in look.
There’s a complete selection
of models and sizes to meet
most every requirement of
the builder or buyer.

Gas and electric
from one source.

Get a package deal at a package price!

Avutomatic dishwashers that hold
14 place settings and disposers in
batch or continuous-feed models
bring the utmost in convenience
to your homes.

It's easier fo sell

HOUSE & HOME




most important room in the house-
WHIRLPOOL appliances”

...5ays Jules Duc, Jr.,

president of Duc and Elliot
Development Co. of
San Jose, California!

e, { v

Jules Duc, Jr. and Wm. H. Elliot
progressive west coast builders.

Well known subdividers and land developers,

‘ : 5 | . | ; 5 1 Due and Elliot’s plans for next year call for
A l‘yplca/ Duc and Elliot pijeCt approximately 700 homes to be built in San

WI‘ﬂ'I RCA WH/RLPOOL equment— Jose and Santa Clara. In explaining why they

. install RcA WHIRLPOOL kitehens, they say that
Bonnie Br. ae, near San Jose. women find them designed for beauty and easy
to use—and to the man of the house, the well
known RCA WHIRLPOOL name guarantees years
of dependable service with a minimum of main-
tenance costs.

With economy as their watchword, Duec and Elliot
specialize in providing the most modern conveniences
in the homes they build. All their homes have the air
of distinetion, the quality and the graciousness of
homes located in more secluded areas.

MAIL COUPON FOR FULL DETAILS

Contract Sales Division HH-11-0
Whirlpool Corporation, 5t. Joseph, Michigan

I'm interested in knowing more about RCA WHIRLPOOL appliances

| for builders.
: i Name Title
Products of WHIRLPOOL CORPORATION 5t Joseph, Michigan j Firm Name
| Firm Address
Use of trodemarks &) and RCA authorized by frademark awner Redis, Carpacation &f Asarlea o City Zone
County. State

RCA WHIRLPOOL equipped homes!

NOVEMBER 1960 13




ONE R SPOTSTAPLER

nails lath faster than 5 men can cut and fit!

NEW GUN OFFERS 8 ADVANTAGES OVER
ANY OTHER METHODS OF APPLYLING LATH

The R eliminates hours wasted on tedious hand
nailing. Ends slow downs caused by worker fatigue.
Permits you to compete with other wall surfaces by
cutting applied cost of plaster.

The R is the only lathing tool which snugs the
fastener exactly right every time even when hitting a
hard on soft spot in the stud. Won't over drive perforating
paper and permitting pull-through. Eliminates under-
drive which lets the lath flex cracking the plaster.
Spotnails uniform drive is essential for consistent qual-
ity in plastering. No other staple gun, no hand nailer
can match the consistent drive of the R.

The R is up to % lighter than any other gun. Permits
faster, easier movement, minimizes fatigue.

The R uses up to 50% less air. You cut costs by using
a smaller, less expensive compressor, or operate more
tools on the same compressor.

The R has exclusive self-cleaning action with twin
jets of air that keep gypsum dust out of the gun. Mini-
mizes abrasion, wear, jamming, sticking. Your guns
operate faster, longer with less down time.

The R holds up to 509 more staples. Saves loading
time, speeds the work,

The R drives up to 200 staples per minute. Compare
this with hand nailing or any other tool and figure your
savings.

The R can be used for many other nailing jobs on
the jobsite and in the shop.

Your local Spotnails man will show how the R can
increase your profits the first day you use it.

WIRE, PHONE or WRITE TODAY

O TINTAVIISS RN

UNiversity 4-2711
1527 Lyons St., Evanston 11, Nlinois
BRANCH PLANTS: CLARK, N. J. * LOS ANGELES, CALIF,
SALES REPRESENTATIVES IN PRINCIPAL CITIES

HOUSE & HOME



If your code requires a lead closet For back-to-back waste lines, fit-
bend, adapter #1801-2-L makes . ting #1835-3-3 lets you install
the connection with copper tube threaded nipples prior to plas-
easy. The 3" x 3" x 4" Tee tering.

#1811 connects the 4" closet
waste to the 3 stack.

e \{ Here’s new time-saver—required
. . - P - T by some codes — # 1870. Note
S.nlrﬁlfclry jl'e'e #181 1-2_ provnldels [t ‘)___f—(r\ Pt center line of side inlets is above
fitting-to-fitting connection, elimi- g R e T center line of the main 3" inlet.
nating a short nipple and a e 3 /R k=
soldering operation. //'/
& ey
) e

Double long turn T-Y #1836
eliminates the double Y-branch
and 45° elbows combination.

A FEW TYPICAL EXAMPLES OF TIME-SAVING ANACONDA FITTINGS

THERE IS A "RIGHT” ANACONDA FITTING FOR EVERY CONNECTION. With solder-
joint fittings, a copper tube drainage system is roughed in quickly and easily—even when the work
is overhead or in tight quarters. And there are many Anaconda fittings that save you still more time,
effort and cost because t‘hv_\' eliminate the need to assemble several fittillgs or a combination of fit-
tings and short nipples. Do you have our Catalog C-12 “Anaconda Copper Tube Fittings and
Valves™? Every size (from %" through 12”) and type you need for general plumbing, heating,

air conditioning and refrigeration is listed for ready reference. Write: Anaconda American Brass

Co., Waterbury 20, Conn. In Canada: Anaconda American Brass Ltd., New Toronto, Ont. —

ANACOND ® COPPER TUBE AND FITTINGS for soil, waste and vent lines 4%
Available through plumbing wholesalers. Anaconda American Brass Company ansane

Longer Lengths—Fewer Joints Preassembly—=Saves Time Lightweight Copper—Easier Installation Compact Connections—=Save Space

NOVEMBER 1960




TWO STEEL |-BEAMS ext tween river

banks up) ht of the structure.
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Architect: Francis Joseph McCarthy, F,A. LA,

Spectacular setting . . . brilliant design . . . perfect use of redwood

Here in the historic Mother Lode country of Northern California is dramatic evidence of redwood's natural affinity
to the living forest. Everywhere you look, inside and outside, there is redwood. And there is a warm, natural
beauty that creates a feeling of restful harmony between home and surroundings. It's hard to imagine

any other building material that could have contributed so much to the architect's basic design.

All the wonderful warmth of wood... lastingly yours in redwood.

CALIFORNIA REDWOOD ASSOCIATION « 576 SACRAMENTO STREET « SAN FRANCISCO « CRA-CERTIFIED KILN DRIED REDWOOD




inmond,” Distinguished Designer tile by Saul Bass.

...And with the “lady of the house”™ Pomona’s new “custom-

look™ in ceramic tile adds the fresh. unique appeal that makes

fu’r home different... ]'!"I}?S to sell her faster, easier. You can have this “custom-look™ for only a [ew dollars more ... here's

how...Simply include a few of Pomona’s new Sculptured or Designer Tiles (usually seen only in more expensive homes)

in a field of economical standard tiles as seen above. Because Pomona has the Pomona TiLe Mrc. Cc b T T
V. La Brea Ave,

most extensive selection of desiens and colors. this custom-look can be achieved alifornia

3 . . - : - A § Y wr il ited brochure on the
in large tracts with no two installations alike. A new illustrated Idea Booklet for ( m Look in Tile" (No, HE-1)

i . : 4 = - & ] have a representative call on me with full
the Builder outlines the Custom-look Program and other Pomona Sales Aids in

imtormation

detail. Ask your Pomona representative for a copy or mail the coupon helow Imf:i) . | NAME

MAI TURING €O, ™"
ADDRESS
-(_21
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Carefree floors
of Oak appeal to
every home buyer

There’s no doubt about buyer
acceptance when you use Oak
Floors. Both husband and wife are
familiar with the advantages of
Oak. They know it’s a flooring that
can take the wear-and-tear of rais-
ing a family, give them carefree en-
joyment, and stay beautiful through
the years. No other floor material
offers this combination of advan-
tages. That’s why, year after year,
more Qak is used in new homes than
all other flooring products combined.

You know you're right when you specify OAK FLOORS

National Oak Flooring Manufacturers' Association, 814 Sterick Building, Memphis 3, Tenn.
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Today’s style trend

favors Oak Floors

Exposed wood has popular appeal in today’s new
homes. Wood-paneled walls, wood cabinets and
built-ins and, of course, wood floors are high on
home buyers’ lists of most-wanted features. In
floors, the trend is away from fixed wall-to-wall
coverings toward room-size, area or accent rugs
against a background of gleaming hardwood.

Today, when you install Oak Floors you can be
sure the style is right . . . sure of immediate buyer
acceptance. Surveys and building records show the
overwhelming preference for Oak Floors . . . in
homes of all styles and price ranges.

NOFMA [ NATIONAL OAK FLOORING
w MANUFACTURERS’ ASSOCIATION
rioors/ 814 Sterick Building—Memphis 3, Tenn.

OAK FI.OORS

The most popular, most practical of all floors




James Crabb Associates. Wilmette, Tllinois, checked costs of two homes like
this, found copper tube plumbing made appreciable savings over other metals.

OAVED72.22

WITH CHASE COPPER TUBE PLUMBING

Copper saves money...and we've proved it again! The evi-
dence came from two identical, side-by-side houses built by James
Crabb Associates, Wilmette, Illinois. The builder asked the
plumbing contractor to keep accurate cost records, to determine
which was really less expensive: copper or the so-called “cheaper”
rustable metal. In one house, Chase Copper Tube was installed
for hot and cold water lines, and Chase DWV Copper for waste
lines. In the other house, all plumbing was of the other metal.
The plumbing contractor compared the costs, turned his records
over to the builder. Result? Copper saved money! $72.22 to be
exact! See for yourself. Actual costs are shown below.

In the next home you build, insist that your plumbing contractor
installs Chase” Copper Tube plumbing throughout. .. for hot and
cold water and DWV lines. See for yourself how copper can save
you costs. And lets you feature quality, too!

Rustable materials cost . $358.08
Labor time, hours . . . . . 109.5
SEE How Vs . . . g L 13.68

AND WHERE Chase Copper matena!s cost $397.86
Labor time, hours . . . . . 91.5
COPPER days . . 114

SAVES MONEY! Chase Copper saved 2.28 days or $112 00

Copper materials cost $39.78 more

NET SAVING WITH CHASE COPPER TUBE $12.22

Chase

BRASS & COPPER CO. WATERBURY 20, CONN.
subsidiary of Kennecott Copper Corporation

NOVEMBER 1960

Builder James Crabb and
Contractor V. J. Killian in-
spect Chase Copper Tube
installation, made in one
of two identical homes.

Note how copper is joined
by quick, easily-made
solder joints, needs no
added constructiontofitin-
side standard 2x4 framing.

THE NATION'S HEADQUARTERS FOR ALUMINUM « BRASS
BRONZE + COPPER +« STAINLESS STEEL AND FORGINGS
Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland

Dallas Denver Detroit  Grand Rapids Houston Indianapolis
Kansas City, Mo. Los Angeles Milwaukee Minneapolis
New Orleans New York-Newark Philadelphia Pittsburgh

Providence Rochester St Louis San Francisco Seattle Waterbury

-
CHASE BRASS & COPPER CO.
DEPT.HH-11,WATERBURY 20, CONN.

% Please send me the following booklets:
I O Copoer Tube Plumbing Catalog [ Fittings Book
I O DWYV Catalog O More information on cost savings

NAME

FIRM

STREET ADDRESS.

CITY ZONE STATE
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Only Hotpoint gives you so

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

Only Hotpoint @.:1:-. CREST Ovens

give you all of 1960’s newest, most exciting features

NEW hood-fan automatically removes cooking odors
during broiling and barbecuing.

NEW control panel comes mounted on side that fits your
kitchen plan best.

NEW ventilation system circulates more even heat over
every inch of each shelf for better baking.

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.

NEW full-width door lifts off; new chrome floor liner,
oven units and broiler spatter guards remove for faster,
easier oven cleaning.

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

|
New Hotpoint | c.x:..c REST | Surface
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 Never before has Hotpoint offered you so many
Hotpoint’s business is to give you more to show and models to choose from—all competitively-priced
more to sell. That’s why 1960 Hotpoint built-ins s0 you can build famous Hotpoint quality and con-
have more exciting, sales-boosting features than venience into even your moderately priced homes.
ever before. Features that say quality and better And Hotpoint built-ins are available in four colors,
living the minute your prospects see them. Fea- classic white, stainless and brushed-chrome finish.
tures that put new beauty and convenience in the Put the extra salespower of 1960 Hotpoint built-ins
showplace of your homes — the kitchen. in your home today.

and it plﬁvarxzes and dxspeses

and Jamhee" des;gn

When you build in Hotpoint you build in Public Preference

LOOK FOR THAT DIFFERENCE!

A Division of General Electric Company, Chicago 44, lllinols

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

NOVEMBER 1960
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‘““‘sh-h-h-h-
don't wake Mom and Dad "’

quiet as a mouse=

HARVEY nhardware
N iL/"

*Another great Homeshield product and
it’s permanent too! You can even bury it in
the wall with confidence . . . and forget it.

Har-Vey's P-38 Pocket Door Frame can be installed T pre-mounted jamb brackets and track

by one man in less time than any other pocket header fully adjusts to accommodate doors from 2’ to 3’ wide

on the market. It’s the only Pocket Door Frame Remember . . . for your Pocket, Slide-A-Fold or By-Passing

that offers an adjustable wood header with installations, look to Har-Vey Hardware—another great
pre-mounted aluminum tracks and jamb Homeshield product.

brackets. Unit actually stretches to fit any size
i i i e et Write for Bulletins 25, 26, 27 and 18

Builder and Dealer alike can save money... Y, €
minimizz inventory because one Har-Vey P-38
Handi-Pak contains everything needed for a

pocket installation regardless of door size.
With Har-Vey you handle only one set.

HARDWARE
a HOMESHIELD product

21950y AMERICAN SCREEN PRODUCTS COMPANY * CHATSWORTH, ILLINOIS
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LOOK WHAT GAS IS BUILDING-IN NOW!

Burner-with-a-Brain*—Roper built-ins offer the
famous Burner-with-a-Brain. Food can’t over-
cook, burn, or boil over because the Gas
burner regulates cooking temperatures all by
itself, keeps temperatures where you set them.

This Gold Star shows
you know appliances

A.G.A. awards the Gold Star to
only the finest ranges. Each must
be more automatic, more modern,
better designed in every one of at
least 28 exacting specifications. It
means they cook faster, cooler,
cleaner than cver, automatically.

No wonder...

today more people than ever are cooking with

*A.G.A. Mark ©Am. Gas Assoc., Inc,

NOVEMBER 1960
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Radiant-heat Rotis-O-Grill—This Roper built- Clean, smokeless broiling—On a Roper built-
in feature works four ways: first, as rotisserie  in broiling is done with the door closed—
with meat thermometer for center spit; sec- because this is gas! No heat or time is
ond, as vertical broiler; third, as spatter-free  wasted and meat stays juicy. Smoke is
griddle; and fourth, as work surface. consumed in the gas flame.

The details mean just as much to home buyers as the overall
impression of a whole house itself. Sometimes more! When you
build in Gas appliances as well-known as Roper, with the Gold Star
featured, you help build a reputation for quality. People want the
economy, convenience and dependability of Gas, too. Proof: Gas
is selected to heat 8 out of 10 new

homes. Make sure you build in
more sales power with Gas ROPER

appliances! = e
AMERICAN GAS ASSOCIATION

GAS!

29
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“EUERYTHING HINGES ON HACER!."

€. Hager & Sons Hinge Mfg. Co. = St. Louis 4, Mo.
In Canada, Hager Hinge Canada Limited + Kitchener, Ontarie

Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience

HOUSE & HOME




The ONLY paneling
protected with the

st Bruce-PlyWelsh hardwood paneling
for walls that look their beauntiful best
when buyers 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 achieved 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
Matching moldings, panel stretchers, putty
sticks and stains simplify installation and
reduce your 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.

prYUWELSH

prefinished
Hardwood
Paneling

A

The finish won't chip off!

Bruce-PlyWelsh Antique Birch

NOVEMBER 1960 3l
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STANLEY Zuilding L300/

No. 5,

A Series On Residential Hardware For Builders Of Ame;Ea's Homes

1960

NEW No. 2995 Multiple Folding-Door
Hardware Comhines Beauty, Utility, and
Easy, Low-Cost Installation

Now—with the exclusive features of
Stanley Multiple Folding-Door Hard-
ware—builders can provide folding
doors of four or more panels that will
fold to one side of the opening. When
completely closed, doors form a rigid
wall surface. Such doors make ideal
room dividers for living, dining and
family rooms. They make extremely
practical doors for large closets and
garage or car port storage walls.

With the new Stanley No. 2995 Mul-
tiple Folding-Door Hardware, hangers
are self-locating and vertically self-ad-
justing, Aluminum track is anodized
for a long lasting natural finish or for
painting. All hardware is concealed.

Here is an opportunity to divide areas
economically with wood panel effect,
and also provide extra sales appeal for
your homes by offering additional
utility, versatility and convenience.

No. 2995 Multiple Folding-Door Hard-
ware is designed for panels weighing
up to 35 pounds each, up to 24 inches
in width, and from | inch to 1%

inches in thickness. For full descriptive

Division of The Stanley Works, Dept.
K, 80 Lake Street, New Britain, Conn,

Both Builders and Homeowners | @
like the No. 7035 Adjustable r—
Closet Bar

Instantly adjustable, with four sizes to
fit all closets up to 120" in width, the
economically priced No. 7035 Closet
Bar is quickly and easily installed.
Simply spot the two top screws, slip
bar over, and then finish the job by
driving in the upper and lower screws.
Homeowners like the clean modern
appearance and extra rigidity that pre-

vents sags. (The longest bar includes

hanger glides that prevent hanger
tangle. Glides are simply snapped into
place after the bar is installed. Give
your homes this added sales feature.
You'll find complete information and
ordering data in Form No. H-163.
Write now for your copy.

literature, write to Stanley Hardware,

center support.) We also furnish nylon;

Free Handy Reference Book Now
Available For Your Permanent

File! Hardware that's right for the
job will help you reduce installation
time and costs, eliminate call-backs,
and build your reputation through
satisfied customers. To make it easy
for you to select and order the best
hardware for all your jobs, Stanley
has published the “Residential Hard-
ware Reference Book,” and is offer-
ing it to all builders. For your free
copy, write to Stanley Hardware,
Division of The Stanley Works, Dept.
K, 80 Lake Street, New Britain, Conn.

A House Moves on lts Hardware!

This Most Rigid Steel Wall
Pocket Sliding Door Set Fits
All Door Openings!

Adjustable for all sizes of door open-
ings from 2’ to 3’ wide and from 6’ 6”
to 6’ 8" high, this steel wall pocket frame
is right for all your jobs . . . eliminates
errors in ordering and in framing!
Equally important, it's quickly and eco-
nomically installed, because the unique
end bracket design makes it easy for
one man to handle. You can be sure of
solid, high-grade construction too, be-
cause it is the most rigid steel wall
pocket frame on the market. Hangers
are adjustable at any time . .. without
removing the finish trim. Once ad-
justed, doors are held in correct posi- ¥y = 1
tion by the positive lock-in feature. :

Once again, Stanley offers you the op-
portunity to build better . . . and easier.
For detailed information, write today
for Form DS156.

Address requests to Stanley Hardwuré, Division of The Stanley Works, Dept. K, 80 Lake Street, New Britain, Conn.

AMERICA BUILDS BETTER AND

LIVES

BETTER WITH STANLEY

This famous trademark distinguishes over 20,000 quality products of Tha Stanley Works, New Britain, Conn.~hand tools =« electric tools

S AN LEY * builders hardware = industrial hardware e drapery hardware * automatic door controls =  aluminum windows = stampings

* springs * coalings * strip steel e steel strapping—made in 24 plants in the United States, Canoda, England and Germany.

REG. U. S, PAT. OFF,

CANADIAN PLANTS: HAMILTON, ONTARIO AND ROXTON POND, P.Q.

HOUSE & HOME




MORE SALES APPEAL...MORE SALES

Completely automatic with just a press of the button . ..

and completely out-of-the-way flush mounted in a convenient . <~

wall or cabinet location. These are two of the major 7

reasons behind the success of Trade-Wind's built-in 7/ Builders

Canolectric® Can Opener. /

Canolectric has every feature housewives ask for—

convenient . . . foolproof . . . and safe!

And the built-in feature gives the kitchen a new

and potent sales appeal. Write us for details on our
Available in stainless steel or antique copper. Write Special Model Home Offer
us today for complete information.

Gt -Diind.

DIVISION OF ROBBINS & MYERS,
7755 Paramount Place, Pico Rivera, Cahfornia DEPT. HH
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L-M Lawn-Glo Lights Add Quality,
Salability To Your Model Homes

Another new Lawn-Glo, the
Style B, is this wall mounted unit.
lomp socket is an integral part
of reflector ond simply discon-
nects from the lighting fixture.
lawn-Glos accommodate stand-
ard lamps to 150 watts,

One of L-M's newest lawn-Glo lights,
the Style C, provides soft, even light
for this enchanting patio. Choice of six
decorator colors and natural brushed
aluminum.

Charming, modern soft lighting will do wonders for patios, pools, grounds
in your new homes. These Lawn-Glo lights are high quality, in contemporary

o - - . . . L Glo Style A | inai
designs, and are available in brushed aluminum or choice of six pastel colors, B i e e e

shown at right provide lighting

for fine daytime appearance. for this swimming pool These

High ouul‘iw' Wealherproof lown-Glo lights are ideal for homes os
. - - well os motels, restaurants, drive-ins, parks

Lawn-Glo units are completely weatherproof, of aluminum and non-corrosive Aliithe Bight'is direciaddolme=8 dows nok

construction. Lamp socket is integral part of reflector, easily removed for escape to annoy neighbars,

washing. Takes standard household lamps up to 150 watts. Covered utility
outlet in base of light. For post-top models there is a choice of black
or redwood pole as an accessory. Automatic photocontrol available, provides
automatic dawn-to-dusk lighting. Made by Line Material, leading manu-
facturer of outdoor lighting and other electrical products.
For Commercial Applications
Lawn-Glos are also excellent for drive-ins, motel pools, landscaped areas
—wherever soft, controlled lighting is desired. Sold only through Authorized
L-M Distributors. Ask your wholesaler, or mail the coupon.

495 “Lawn-Glo" is a Line Material trademark.

GEF =
=;‘ 'MAIL THIS COUPON ®
[ Line stries, Lighting Division,
l' Milw ‘fl‘..ﬂ;nmdn 1 .
(B v e = e Industries

Mo McCGRAW-EDISON COMPANY
| ! build about___homes per yer. MCI}RAW"
Elolpaat A Lightt ¢
o | uf ighting HIRIE
| Company. L : DISTRIBUTION TRANSFORMERS - RECLOSERS, SECTIONALIZERS AND OIL SWITCHES
b e tas ' FUSE CUTOUTS AND FUSE LINKS - LIGHTNING ARRESTERS - POWER SWITCHING EQUIPMENT
I‘ et = S PACKAGED SUBSTATIONS - CAPACITORS - REGULATORS - OUTDOOR LIGHTING
l ,cw p ol M P LINE CONSTRUCTION MATERIALS - PORCELAIN INSULATORS - FIBRE PIPE AND CONDUIT
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buarante

L-M'S
50.YEAR GUARANTEE

o the

s a written guorantee ¥

Provide quality

home-owner of product
and performance.

If at any time within 50 years of installation the
pipe should fail, Line Material will make full
payment of material and labor costs incurred in
the repair of a legitimate claim.

Requirements for the guarantee are simple. At
the time of installation, the contractor or builder
must fill out a guarantee application form indi-
cating the location and to whom the guarantee
is to be issued.

The installation must be made by competent
craftsmen, in a workmanlike manner, in accord-
ance with the installation recommendations of the
ASA Plumbing Code A40.8-1955, and must be
approved by the plumbing inspector as conform-
ing to the local code.

For complete details contact your L-M Fibre
Pipe Wholesaler or Line Material Industries,
Milwaukee 1, Wisconsin.

Deflected 15°. .. no leaks!

1ol s

=T

; "
o LT o “:

L-M’s Flexion-Test machine shows that the taper-tite couplings of l-M Permaline
fibre pipe permit a deflection of up to 15 degrees without causing the joint to
leak. The advantage: ground settling and frost heaving won't start joints leaking.
Therefore joints don't attract roots, and remain root-proof even under these
extreme conditions.

L-M Permaline Fibre Pipe and

Joints Are Leak-Proof . . . Root-Proof!

Years of experience with millions of feet of fibre pipe in
thousands of house-to-street sewers proves that when
properly installed, with factory-machined tapers and
couplings, the friction-welded joints of L-M Permaline
Fibre Pipe won't leak, won't attract roots.

Plumbing contractors, builders and home owners all
benefit by installing L-M Permaline in house-to-street
Sewers.

The plumber knows that he will have a job that is easy
to install, and is guaranteed for 50 years.

The builder gets an economical installation that he
can assure the home-owner will be of the same high
quality as the other features of his house.

LINE MATERIAL

Industries

MCGRAW;ED|SON COMPA.NY
Peunaline Fibre Pipe

DISTRIBUTION TRANSFORMERS - RECLOSERS, SECTIONALIZERS AND OIL SWITCHES

MERAY

FUSE CUTQUTS AND FUSE LINKS - LIGHTNING ARRESTERS - POWER SWITCHING EQUIPMENT

PACKAGED SUBSTATIONS - CAPACITORS - REGULATORS - OUTDOOR LIGHTING

LINE CONSTRUCTION MATERIALS - PORCELAIN INSULATORS - FIBRE PIPE AND CONDUIT

NOVEMBER 1960
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The home-owner knows that the house-to-street sewer
will be the least of his worries, since he has the 50-year
guarantee on materials and labor, backed by the 50-
year reputation of Line Material and the vast resources
of the McGraw-Edison Company. This guarantee is
possible because of the excellent quality of Permaline
Pipe, and the good workmanship of the plumbers in
making proper installations.

See the L-M Permaline Wholesaler, or MAIL THIS COUPON

LINE MATERIAL INDUSTRIES

Milwaukee 1, Wisconsin HH-110

[ Please send information on L-M Permaline Fibre Pipe and
the 50-year Guarantee.

Title

Company,

Address

City. State,
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ABOVE ALL:

the luminous beauty
of Styrene lighting

Styrene luminous ceilings, luminaires, louvers, refractors,
diffusers and modules are adding unique beauty and comfort
to hundreds of new buildings of all types.

Molded of Lustrex® perma tone, a specially developed
Monsanto styrene, these installations deliver low surface
brightness and high illuminating values. Perma tone fixtures
are dimensionally stable, yet light in weight for easy
handling, installation, and maintenance.

Exceeding IES-NEMA joint specifications for ultra violet
light stabilized styrene, perma tone fixtures can be the
whitest of whites—or one of a wide range of molded-in
permanent colors. Lustrex perma tone, impact grade, has
also been developed —for extra toughness and flexibility
in snap-fitting to metal parts, and high resistance to
abnormal abuse.

Send coupon below for free technical report on both regular
and impact Lustrex perma tone, including accelerated aging
test results, and other valuable data on styrene in lighting
fixtures. We will send you names of leading manufacturers
of lighting fixtures molded of perma tone. Monsanto also
supplies the plastics used by leading manufacturers to
produce vinyl flooring, melamine laminated plastics
surfacing materials, molded drawers, exterior latex paints,
and other quality building products.

Vulean Building, Cleveland, Ohio
Architeet: Hubbell-Ben-Ross
Contractor: MeDowell Co., Ine. MONSANTO CHEMICAL COMPANY, Plastics Division

Room 791, Springfield 2, Mass.

Please send me free technical data on styrene in lighting. Also list of
manufacturers of lighting fixtures molded of Lustrex perma tone Styrene.
Name Title.

Company

Address

City State
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The little house that

T WAS A LOVELY LITTLE HOME, just right for a young
Icouple. And a very young, newly-married couple
was going through it with Mr. Johnson, the builder.
After they had finished the inside tour, Mr. Johnson
took them outside to see the landscaping, the patio
and the driveway.

“Look, Jim,” said the bride, “isn’t this a nice patio? We
could do a lot of entertaining outside next summer if we
bought this place. Do you like it?”

“Yes, Ginny, I like a patio a lot. In fact, that was one of
the things I especially liked about the house we saw in Pine
Trees yesterday. Remember, the house that was just a little
bit more money than we had planned to spend.”

“l remember and I was so disappointed,” she sighed.
“But,” brightening, “I like this place just as well and it's
not so expensive.”

The builder interrupted with, “Well, T try to give my
customers as much home for their money as possible. I don’t

waste time, work and money on a lot of unimportant extras.
I find that I can undersell many other builders.”

“Glad to hear it,” says Jim. “By the way, this concrete
patio is pretty big. What about the danger of cracking from
frost heave. s it reinforced with welded wire fabric to guard
against breaking?”’

“Well,” said Mr. Johnson, “that’s a pretty heavy, well-
laid piece of concrete. I don’t think you need to worry about
it breaking.”

“But is it reinforced,” persisted Jim.,

“No it isn’t,” replied the builder, “I found that I could
save a few dollars by not using welded wire fabric for concrete
reinforcement. This is one of the ways I told you I saved
you money—by eliminating unnecessary extras.”

“I don’t consider Welded Wire Fabric Reinforcement an
unnecessary extra. It'll cost me a lot to replace the concrete
later if it breaks. Maybe that builder over in Pine Trees
had a good reason for asking a little more for his home. I
think we’ll go look at that house again. Its concrete was

HOUSE & HOME
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was almost sold

reinforced with USS American Welded Wire Fabric. Thanks
a lot for showing us your home, Mr. Johnson.”

Like this young couple, more and more homeowners
are asking is it reinforced and are deciding that maybe
the little extra welded wire fabric cost is well worth it.
The use of USS American Welded Wire Fabric will
add 30% to the strength of concrete, and it gives you
a strong selling point. Use USS American Welded Wire
Fabric in the homes you build. Tell your prospects
that it insures the protection and appearance of concrete
for only about a penny a day on the mortgage life;
and that it will add years of service to drives, walks,
patios and basement slabs. Tell them that even after
the mortgage is paid, the concrete areas will be in
good condition.

USS American Welded Wire Fabric is made of cold
drawn, extra strong steel wire, and it’s prefabricated

NOVEMEBER 1960

for quick, easy installation. American Welded Wire
Fabric is available in a wide variety of styles and sizes.
For more information, see your building supply dealer,
or write American Steel & Wire, Dept. 0425,614 Superior
Avenue, N. W., Cleveland 13, Ohio.

Y Bk M's
buyers will ask {I%AWJ
'Lf-‘,‘

American Steel & Wire
Division of
United States Steel

Tennessea Conl & |

United States Stesl Export Company, Distributors Abread

39




E-X-P-A-N-D-E-D

SERVICE TO ARCHITECTS
FROM

KIEN|T I/L ENFLOIORS

The makers of Kentile® Floors have doubled the size of
their national field service force of Architectural
Representatives.

These men, experts in resilient flooring, are available
for consultation with architects and decorators, with-

out obligation of course.

And you can be confident of completely objective coun-
sel pertaining to the selection, installation and main-
tenance of the most suitable tile floor for every interior,
because Kentile produces all types of resilient tile
... solid vinyl, vinyl asbestos, rubber, cork and asphalt.
Contact the Kentile office nearest you whenever a floor-
ing problem arises. Your Architectural Representative
will be glad to consult fully with you.

58 Second Avenue, Brooklyn 15, N, Y. = 350 Fifth Avenue, New York 1, N Y. « 3 Penn Center Plaza, Philadelphia 2, Penn. 55 Public
Square, Cleveland 13, Ohio + 900 Peachtree Street, N.E., Atlanta 9, Ga. = 106 West 14th Street, Kansas City 5, Mo. + 4532 So. Kolin

Avenue, Chicago 32, Ill. - 2929 California Street, Torrance, Calif,
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The 1960 housing market: a new kind of animal?

Judged against the economic laws of the Fifties, this year’s housing picture grows
more and more paradoxical. Mortgage money used to govern the pace of new
housing. When it tightened, housing slowed; when it eased, housing spurted. On
top of that, builders could usually persuade Congress to ease terms some more.
Now, FHA and VA discounts (see p 51) have dropped between 134 and 2 points
from their winter peaks; in some cities conventional mortgage loans are down
twice as much. Talk grows of a par-market for 53 % FHAs by the second quar-
ter of 1960 (provided the interest rate stays at 5% ).

Yet starts have been dropping since May (if you ignore a few bumps in the
month-to-month figures). The statistics themselves are subject to a few questions
(see p 42). But it is now becoming clear that an entirely new kind of housing
market is emerging. The cheap money was gone about six years ago. Now the
shelter market is gone. Most people are pretty well housed. Apartment vacancies
(7.6% ) are at a postwar high. Even so, some builders are enjoying record sales
this year while others go out of business, or go to work for other builders
(see p 43).

Key to more sales: more value, not easier money

Government moves to keep interest rates low won’t work any more to stimulate
housing. An impressive collection of industry leaders have been sounding off on
this note lately. Says Vice President Walter Hoadley of Armstrong Cork (a former
Federal Reserve economist): “The route to higher volume in new homebuilding
is to be found in better values and more effective market-price-financing mecha-
nisms, not in further federal subsidy or control. So long as easy money is deemed
to be the answer to the nation’s expanding housing needs, prospects for finding
more basic answers to the needs for more attractive values and prices will remain
limited because incentives are seriously lessened.” Says outgoing President Oscar
R. Kruetz of the Natl League for Insured Savings Assns (see p 56 for a report
on its convention): “From here on out, industry ingenuity will play a far greater
role in making housing markets than easier credit by the government.” Add Exe-
cutive Vice President Norman Strunk and Economist Leon T. Kendall of the
rival US Savings & Loan League—in what looks like a needle at organized build-
ers: “Those interested in keeping home building at a pace comparable to the record
in the postwar years may now have to find ways other than financing techniques
to energize their market. Perhaps more attention will be given to construction
costs and home design.” “Housing lags,” says Big Builder Bill Levitt, “because
the public is value starved.” He adds: “I don’t want a damn thing more from the
government,”

All this flies in the face of plans by Democratic housing leaders in Congress to
start a big push in January for a massive new injection of federal credit subsidies
to build “middle-income housing.”
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MARKET MURMURS: California mortgage
men expect a wave of mergers among mort-
gage bankers. Some may involve public stock
issues. Among the reasons: competition is stiff,
some companies need more coverage of in-
vestors and mergers seem the quickest way to
get it; a larger servicing volume can produce
more efficiency; mergers offer a chance to
build up capital and provide for more orderly
succession of management when key execu-
tives die or retire; wider geographical coverage
grows more important as lenders emphasize
immediate purchases (if a mortgage banker
doesn't have loans from the city a lender
wants, the lender goes to another originator)
. . . Some New York City realtors say they
are renting about 10% of their units to
families coming back from the suburbs. The
trend is increasing slowly . . . Developers in
Santa Barbara County, Calif. are upset be-
cause planners have forced two subdividers to
build expensive 6 masonry walls to seal off
adjoining orchards and watermelon patches.

The last private golf course in New York
City has been sold for realty development.
The 133-acre North Hills Club brought
$5.250.000—$%$39,474 an acre. In adjacent
Westchester County, where residents value
green space, officials have vowed that “never
shall another private golf course go into ‘de-
velopment,”” says Planner Hugh Pomeroy. . .
FHA’s Miami office has acted to crack down

on builders making phony credit reports. From
now on, verifications of employment and bank
balances must come to FHA directly from
mortgage companies. Builders and realty men
can’t send them in direct.

Look for a major upswing in row housing,
high rise and cooperatives. In a market like
Los Angeles, for instance, if a family sells its
old house to buy a new one, it must go about
20 miles further out of town. Buyers are
balking at the idea of such a move because
it means that much more travel over con-
gested freeways.

WASHINGTON INSIDE: The government
has decided not to cut FHA's 5% % interest
rate as long as discounts stay near their
present levels. . . . FHA Commissioner Julian
Zimmerman, in one of his last major moves,
cracked down on his own technical division.
He forbade the division headed by Asst Com-
missioner Beverly Mason from issuing its
own directives. Zimmerman's office will do it.
Effect is to wipe out the independent suze-
rainty of the appraisal and mortgage risk
division and the architectural standards divi-
sion. Now, they can only advise local FHA
directors, or the assistant commissioner for
field operations, on how FHA rules apply
to specific cases. NEWS continued on p 42
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HOUSING MARKET:

Erratic starts puzzle trend-analysts;
more value seen as key to upturn

Private starts have fallen to their lowest rate since mid-1958. But economists cau-
tion that the Census Bureau’s new way of counting starts has produced such erratic
month-to-month changes all year that the low mark in September may not reflect
the long-range trend the way starts used to.

September private starts (see graph, below) fell to a seasonally adjusted annual
rate of 1,054,000, says Census. This is 17% below the August pace and 28%
under the September 1959 level. Tt brings private starts for the year so far to
973,200—down 19% from the first nine months of 1959.

The statistical overhaul of starts figures in
May makes it hard to trace comparable data
back earlier than January 1959. Since then, Census
has reported no lower annual rate than Septem-
ber’s. But officials estimate the September pace
i the lowest since mid-1958.

The new series, say statisticians, is more sensi-
tive to actual conditions than the old BLS’ starts
series. But it shows hard-to-explain swings—a
drop from June to July. a brisk rise from July
to Aungust, and now a relapse. Cautions Econo-

mist Miles Colean: “Such short-term variations,
in the absence of some special condition like
unseasonable weather or a widespread strike, just
do not seem to be in character with observed
conditions in the housing industry,”

Permit figures themselves show no such violent
fluctuations. Census, therefore, is rechecking to
see whether its permit sample used to compute
lag and lapse (permits that become starts later
and permits that never become starts at all)
needs rejiggering,

Many a builder, interviewed by House & HoME correspondents across the US
last month, mentioned “election jitters” or worry over the overall US economy as
reasons buyers are postponing action. HHFAdministraior Norman Mason blamed
“Democratic political aspirants” who are “dangling pie-in-the-sky promises before
home buyers.” He cited “direct government loans and subsidized interest rates.”

The key to an upturn in housing sales and starts, more and more industry
leaders agree, is better value to woo choosy buyers who insist on quality—
at a price builders can only offer by tight cost control, hard selling.

Big Builder Bill Levitt opened his new Belair, Md. community (between Wash-
ington and Baltimore) Oct 8—and found sales so good he told Associated Press
he was “flabbergasted.” In seven days, 302 buyers put down $100 deposits on
homes still to be built that will cost them an average of $17,000. Levitt’s models
probably have more built-in equipment (refrigerator, washer, dryer, range and
central air-conditioning at $14.990) than has ever been offered in the price range.

Said FHA Commissioner Julian Zimmerman: “Demand for shelter has been
largely satisfied. We're going to have to create a desire other than a need for shelter,
T suggest that a good builder, who produces a good product and does a good job
of merchandising it may well take sales away from his competitors. The even better
builders may not only take sales away from their competitors. They will make sales
that otherwise wouldn’t be made. This is the market.”

Agreeing that housing now shows “a broad balance in supply and demand,” Vice
President Walt Hoadley of Armstrong Cork, an economist, believes the “entire
housing market” (old and new structures) is “facing adjustments likely to continue
for at least two years.” He predicts a 5% upturn for new housing next year.
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HOUSING STARTS fell to 101,300 in September
(97,700 private, 5,600 public)—a 12 year low for
the month. The seasonally adjusted annual rate
for private starts was 1,054,000, 28% below the
rate for September 1959.

For the first nine months, starts totaled
985,700—19% behind the total for the first nine
months of last year. Average annual private rate
for these months was 1,238,000, down 19% from
the same period in 1959.

FHA APPLICATIONS on new units declined
14.8% in September to 23,403, a drop of 28.1%
from September 1959. New home applications
were 20,113, down 12.2% from August and
down 21% from the previous September. Appli-
cations for projects fell 27.6% to 3,290, down
14.4% from September 1959.

VA appraisal requests in September of 11,599,
were down 6.2% from August and down 32.1%
from September of a year ago.

Military housing builders
rap Pentagon for too much
inspection, spec changes

Builders of military housing are accusing the
Pentagon of blundering mismanagement of
the Capehart military housing program.

They have formed a new Military Housing
Assn to demand “sweeping reforms and the
establishment of fair procedures which could
save millions of dollars for taxpayers as
well as builders.”

Specifically, they charge that the armed
forces have: 1) stalled contested payments so
long some contractors are in a financial jam,
2) hiked specifications, and 3) indulged in
costly screwball inspections.

At present there is a logjam of $150-200
million in unsettled claims against the govern-
ment by contractors who have finished their
work but can’t seem to collect, says MHA.

Chameleon-like specification changes ire
Spangler Construction Co at Warner-Robbins
AFB in Macon, Ga. Says Spangler: “We
bid on No 2 common pine and the established
tolerances it carries.” An Air Force second
lieutenant said he didn't care about specs or
regulations, he wanted the walls absolutely
straight. “That meant redwood or cypress.
We whittled and straightened and before we
passed inspection it had cost us thousands.”

On the same job, Spangler has been threat-
ened with a US lawsuit on air conditioning.
“The Air Force writes its own specifications
and they had an air-conditioning arrangement
that the air-conditioning people themselves
said wouldn’t work,” protested Spangler.

Instead of two experienced FHA inspectors,
builders cry, they must cope with swarms of
suspicious second lieutenants who know little
about housing but are adroit with tape
measures, Jim Wells, president of Southeast-
ern Inc, a Tulsa firm that built 700 units at
the Altus, Okla. SAC base, was forced to rip
out electric receptacles 18%"” off the floor
rather than 187, and to plant shrubs that
would not grow in southern Oklahoma. The
job was also hung up three months when
architects and military couldn't decide on
foundation specs. Washington finally decided
but a local SAC official countermanded the
order. Wells had to keep a full crew of key
personnel on all the while, so salary payments,
as well as interest amounting to tens of thou-
sands of dollars, piled up.

MHA president Henry E. Williams IJr,
whose Dallas firm, William & Dunlap, has
built nearly 3,000 military housing units, con-
tends the Pentagon has been building too
many Capeharts, also. At Killeen, near Fort
Hood, Tex., 500 went up. “When the pro-
gram began we (W & E) had 115 vacan-
cies in our more than 300 units. When the
project was finished the town had over 400.
Our complaints were ignored in Washington
and as a result the $2 million project we own
in Killeen may be lost.”

In El Paso, property owners have sued to
enjoin further Capehart construction (510
units to cost $10 million) at Ft. Bliss, con-
tending that the need for more units is “fa-
tuous” because there is a 15-20% wvacancy
rate in existing housing. The project, if
allowed, could force present landlords into
bankruptcy, they cry.

Builders would like to exchange the mili-
tary inspectors for FHA professionals, but
in 1955 the military agreec with FHA to
underwrite or guarantee all mortgage pay-
ments, in return for which FHA gave up
underwriting safeguards, including compli-

continued on'p 73
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DESPITE FALLING SALES in the San Francisco
area (12% behind last year), Volk-McLain has
sold 315 houses in its new San Ramon Valley
subdivision (left) in 17 days. Pace setter is four
bedroom house at $15,495. Explains Sales Man-
ager George Prussell: “That house is filling a
void in the market. It's more house with more
features for the money.” The price includes wall-
to-wall carpeting or hardwood floors, built-in
range and refrigerator, two baths, two-car garage.

Buyers still queue up—but only for a few builders

Despite the slow market, people can be sold.
Here's how builders find ways to do it.

“This is a critical market. It is definitely a buyer’s market. A builder has to be
priced right. Unless you give good value you can’t stay in business.”

This is how Builder Irving Goldstein of Philadelphia sums up the No. 1 problem
facing the housing industry, with private starts down 19% from last year and no
dramatic upturn of sales even after mortgage money has become both cheaper and
easier to get. But despite the sticky and sharply competitive market, some builders
in almost every area are equalling last year's output. Some are doing even better

than in 1959.

How? A House & HoME survey of 14 key cities shows the successful builders
stress merchandising, promotion, aggressive selling, market analysis. But in particular
they stress being “priced right.” Today's buyer wants something for his money,
whether he’s buying an inexpensive or an expensive home. In a word: value.

“In custom building,” says Sales Manager
Ronald Darrow of Phoenix’'s Alfred Ander-
son Jr, “you want to give the best for the
money. In a tract, it is the most for the
money.” Phoenix is one of the few big cities
where homebuilding is about equal to last
year. But, the Anderson Company has boosted
its output of $25,000 to
$50,000 homes from 24
in 1959 to 37 this year.

Buyers are not neces-
sarily looking for cheap
houses, more and more
builders note. Middle-
and higher-priced houses
are among the best
sellers. Reason: the big
postwar demand for just shelter is over. The
bulk of today’s market, say builders, is second-
or third-time buyers—people who already own
a house who want to upgrade to a bigger and
better house, if they can find what they want.
But second-timers, often under no pressure to
move, shop around till they get a good deal.

ouse
ome

exclusive

Plenty to look at. “The second-time buyer
is a terrific market,” says Mark Moore, sub-
urban Boston builder. “I could sell more than
I build.” Moore puts up about 20 homes a
year in the $35,000 to $50,000 bracket.
“Today’s buyer knows value and 1 give it to
him,” he adds.

Home construction in the Boston area has
dipped around 10%, but Campanelli Bros,
New England’s largest builders, report their
sales this year will be around 1,200 compared
to last year’s 1,134. Fastest seller is $14,000.
The company credits good sales to good
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value at a low price, attractive developments,
good locations, choice to customers of vari-
ations on basic plans.

Philadelphia area homebuilding has dropped
18% this year. But the Welsh Grant Con-
struction Co is running 100 houses ahead of
last year’s 438 total. Says President Solomon
Bronstein: “The public has plenty to look at
today. They know values. If you're going to

UNEMPLOYED BUILDERS?

Is the housing business at last undergoing the
shakeout that has been so long predicted?

Yes, says Builder Bruce Blietz of Chicago.
He tells this story: “Two years ago, we needed
an assistant for a construction manager. A
want-ad yielded six applications, but none of
the men had the qualifications. I tried feelers
all around town and got another six names—
also no good. Finally we gave up.

“Recently, the need arose again. We ran a
want-ad that said ‘call Bruce Blietz for a
personal interview." I had 109 replies. Close
to 60% of the men said they had been in
homebuilding themselves. Why did they want
a job with us? They said: ‘We can't seem to
move our houses. So we thought we better
get with a builder who can.'"”

Adds Blietz: “Comparing 1951, '52, or '53
with 1961 or '62, the contrast in what we
have to do to sell homes is almost unbeliev-
able.” Talking to the Producers’ Council in
Chicago, he predicted: “The coming years are
going to be very rough. We have developed a
tremendously educated—and lethargic—buyer.
This is forcing a Herculean effort by the
builder—in design, construction, financing,

selling. So I'm going to be just as demanding
on you [materials’ makers] as the buyer is
on me.”

build volume you've got to give value.” Trv-
ing Goldstein, of David Warren Construction
Co. sold 58 houses last year. In two months
this year, with a new model, he has already
sold 50. Both builders report the same ex-
perience: last year they were selling twin
houses in the $15,000 class; this year they
switched to detached homes in the $15.000 to
$18.000 bracket, found buyers were more
than willing to pay the higher tag for the
better house.

In Minneapolis, housing is down 30%. Yet
Robert M. Mason, who builds in the $22,000
to $28.000 bracket, has boosted his output
from 18 last year to 26 this year. And E.
Harold Johnson, whose houses cost $25,000
to $59.000 reports gross earnings 35% above
last year. Says Mason: “If people are pulling
in their horns, you'd think they'd be going
for the cheaper homes.” But instead many
tract builders are reported to be having their
troubles. An exception: Marvin Anderson,
who has built 400 houses this year vs. 310
at the same time last year. Anderson, whose
houses range from $14,000 to $20,000, credits
sales upturn to new models which offer cen-
ter halls, private living rooms, family rooms.

What homebuyers want. Consensus of
successful builders: space, attractive design,
landscaping, well planned developments, qual-
ity. good location, reasonable price.

“Successful builders consult professionals
in architecture, design, decoration, landscap-
ing and so on in the earliest stages and end
up with a product that meets the customer’s
demands.” says Executive Vice President Bob
McPeck of the Greater Boston HBA.

Milwaukee builders, faced with a 7%
decline in sales, have increased the size of
their houses, switched to new and better qual-
ity materials, added “luxury” items like novel
lighting effects, luminous dropped ceilings.
panelled walls, compartmentalized bathrooms
—without boosting prices.

Space is the biggest thing that sells buyers,
in the opinion of James Nichols, head of
Nichols Construction Co. “People are more
interested in square footage than anything
else,” he says. “They expect a certain stand-
ard of quality but beyond that they want
space rather than more quality or special
appointments.”

Robert J. Singer, young (32) president of
Tomsinger Construction Inc., agrees that the
amount of usable living space for the money
is what sways buyers. Last year the company

continued on p 45
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INTERCOM ... The Rittenhouse intercom per-
mits calls to any remote station, at any time,
from other remote stations ... the same as from
the master. From any room in the house the
owner can monitor the nursery, answer the door
or listen to recorded music.

AM/FM RADIO. .. The Rittenhouse Sound Sys-
tem has the first built-in all-transistor AM/FM
radio . . . drift-free FM tuning, automatic volume
control, Deluxe Music Stations with 8" speakers
provide true high fidelity sound.
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RECORDED MUSIC . . . Home owner can easily
connect and play living room Hi-Fi or Stereo
equipment through the Rittenhouse Sound Sys-
tem. Big Deluxe Music Stations give excellent
reproduction of both recorded music and radio.
Even while listening to music, he has full use
of all intercom facilities

DOOR CHIMES . .. Built-in Electronic Door
Chimes can be heard above the radio or phono
graph at any listening station and the door can
be answered from any place in the house. This
saves many steps and the cost of a separate
chime installation.
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YOUR HOME BUYERS CAN LISTEN TO THEIR HI-FI ANYWHERE
IN THE HOUSE THROUGH THIS RITTENHOUSE ALL-TRANSISTOR
INTERCOM AND SOUND SYSTEM

It's the most versatile home sound system ever built . . .
AM/FM radio. ..
. private intercom service from any remote to any other remote just like a master

completely transistorized,

large speakers and more powerful amplifiers for true Hi-Fi tone

station and even while recorded music is playing . .. convenient, inexpensive wall

receptacles for the home-owner to plug in living room Hi-Fi or Stereo set. ..

Electronic Door Chime with door answering service from any place in the house
. many other features that you can find only in Rittenhouse.

CALL YOUR RITTENHOUSE DISTRIBUTOR TODAY FOR COMPLETE
DETAILS! ADVERTISED IN NATIONAL MAGAZINES.

EMERSON ELECTRIC

BUILDER PRODUCTS GROUP

EMERSON

ST.LOUIS, MO

PRYNE

POMONA, CAL.
KEYSER, W. VA,

RITTENHOUSE

HONEOYE FALLS.N.Y.

REMOTE PHONO

RECEPTACLES...

One or more of these in-
expensive receptacles, in-
stalled in any location,
accommodate changes in
room arrangements . . .
permit additions or replace
ment of Hi-Fi or Stereo set

IMPERIAL

LATROBE. PENN

Write Dept. B69, Emerson Electric * 8100 Florissant « St. Louis 36
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Value is key to selling
houses, builders report

continued from p 43

built 187 homes, expects to hit 225 this year.
Says Singer: “We stress quality in our adver-
tising. But we have to fight the price battle,
too. Get $1.000 out of line and all the quality
in the world won't do any good. We have
to convince our buyers that theyre getting
the best deal in town.” Adds Singer: “We
do a more solid job of merchandising. We
landscape a lot better than we used to. That
makes the whole place look a lot sharper.”

In Detroit, where starts are off 29%,
builders are scarce who are doing better than
last year. But Thompson-Brown Co, land de-
velopers and brokers for some 15 builders in
four subdivisions, have grabbed a bigger slice
of what market there is. How? Says Sales
Manager Ross S. Campbell Jr: “We offer a
lot of space for the money [$22.000 to $30.-
000]. In the basic house we don't include such
items as vinyl floor tile and face brick. These
are extras. The basic house appeals to buyers
as a bargain, and they dress it up the way
they want it. Our buyers order an average
of $2.500 in extras per house.”

Recognizing buyer pressure for bigger and
better housing, National Homes, the country’s
No. 1 prefabricator, has trimmed its line of
small models to one (at one time, the com-
pany offered 20). National’'s new Corvette
series stresses space and quality. Says Presi-
dent James R. Price: “We had an awful time
getting our dealers turned around so that they
were ready to sell better quality prefabs in-
stead of cheap ones. Builders resist selling
larger houses. They're a more complex deal.”
National encourages its builder-dealers to
spend $100 to $150 a house for community
swimming pools and tennis courts to help lure
today’s potential second-time buyer out of his
less attractive but adequate present house.
Emphasizes Price: “Eighty per cent of today’s
buyers are second-time buyers.”

In Indianapolis, where house sales are
trailing last year by 24%, two National
dealers sold 300 houses in three weekends.
The dealers, Eugene B. Glick and Robert V.
Welch, say swimming pools and other neigh-
borhood recreational facilities turned the trick.

Denver sales are off almost 12% from
1959, but Perl-Mack Construction Co is click-
ing with its big Northglenn development
($11,900 to $20,500). The company sold 400
houses in the last six months in 1959, has
sold 600 in the first eight months of 1960,
Says President Sam Primack: “Our success
. . . boils down to good land planning. We
are offering house values—plus the develop-
ment of the entire area—so the value of the
houses really increases each year.”

Value of location. The key to the Los
Angeles market, where sales are expected to
be off 10% to 18% by the end of the year,
is location, in the practically unanimous
opinion of builders surveyed. Developments
near freeways or near industrial areas where
jobs are have a big advantage. High land costs
force shelter seekers ($14,000 and under)
to go far out. Many shun the long drive.
prefer to stay in apartments until they can
afford to buy higher-priced houses in more
convenient locations. Notes Builder Ray Watt,
who recently abandoned the shelter market
and now builds in the $14.000 to $20,000
bracket: “Sales in close-in areas are holding
up with just about any type of financing.”
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But Watt, whose volume is up 30% over last
year, adds significantly: “We give the buyer
more dollar value. We survey each area we
go into, If a competitor has 134 baths, we
give two full baths and then try to sell it
for less. We do as good a job of merchandis-
ing as we can and we try to achieve better
design and better quality construction. We
have also been paying more to get GI financ-
ing; we think it really helps sell houses.”

How to flop. Why have many builders had
a poor year? Answer builders themselves:
failure to analyze their market., poor choice
of location, costly and outmoded construc-
tion methods, too costly a house on a sub-
standard lot. bypassing professional architec-
tural and planning help. poor sales methods.
failure to keep up with design changes, in-
ferior site and development planning—and
too high prices.

Belden Morgan, chief underwriter of the
FHA's Los Angeles office, says price itself is
not a major item in sales. Usually, trouble in-
volves an area that already has an oversupply
of houses or is not ripe for development. Says
Morgan: “In their eagerness to get cheap
land. many builders have gone out into areas

LAND:
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that have no marketability. Cheap land is
never a bargain. Buying it is the most ex-
pensive thing a builder can do.”

Says Dr James Gillies, assistant dean of the
school of business administration at the Uni-
versity of California at Los Angeles: “Never
has it been so necessary to analyze the market.
A builder can’'t make any mistakes and sell.”

Squeeze on the little man? Many in-
dustry figures say the soft market is putting
the biggest squeeze on the small-volume
builder. Says Secretary-Treasurer David Ganis
of Southwest S&L, Phoenix: “We're going
through a period where a lot of small build-
ers are being eliminated.” J. Murray Sutter,
chief of the Phoenix FHA office, feels that the
necessity of developing better neighborhoods
to meet competition is hurting the small build-
er. “It has to be a mass builder to build a
good neighborhood.” he says. “The small
builder hasn’t the resources to do it.,” Adds a
Milwaukee S&L executive: “Too many shoe-
string builders have been riding on Easy Street
for so long they don't know how to go out
and compete. The automobile dealers learned
how to survive tough competition long ago. T
think it's high time the builders learmed too.”

Do speculators face drop in prices?

Are land prices falling at last? Evidence is too spotty for sweeping judgments,
but you can find the first indications of what may become a trend. Whether this
presages a major drop in the value of speculatively held acreage across the nation,

it is too soon to say. Items:

® Predicted NAHB President Martin Bartling
last month before an audience of more than
1,000 mortgage bankers in Chicago: “The
land bubble is either about to burst or has.
In my town [Knoxville], there are enough
subdivisions developed by doctors and lawyers
so if no more land is developed at all, we
have a six-year supply of land for housing—at
1,800 units a year. Realization of this will
come through fairly soon.”

® Reports Builder-Land Developer Albert
Balch of Seattle: the price of suburban raw
acreage crested more than a year ago in the
Pacific Northwest, has been sliding since. (At
the Home Manufacturers Assn meeting in
Miami Beach. several prefabbers said land
inflation seems to have stopped at the end of
1958 in many parts of the Midwest and
Southwest.)

® The Agriculture Dept says the boom in
farm land prices has lost its steam. Prices
are falling for the first time since 1952. The
drop so far is slight (a decline of $300 million
from the peak of $129.1 billion in total
market value of farm real estate reached
March 1).

® HHFAdministrator Norman Mason told
prefabbers at their annual meeting that “the
US is at the top of the land cycle now.” He
called for action “to do something about the
land speculation problem.” and went on, “the
Australian answer—a higher tax on unused
land which discourages speculation—could
work for us. As it is, our tax policies in many
areas are encouraging blight in valuable prop-
erty and have been encouraging costly specu-
lation in others. It is certainly time for a
change.”

Q. How much inflation in land prices arises
out of speculative land buying by get-rich-

quick syndicates, whose primary aim is not
to use or develop land but merely to resell
it to someone else at a profit which will be
taxed only at mild (26% ) capital gains rates
instead of at much higher ordinary income
tax rates?

A. A great deal of it, contends Real Estate
Editor Henry Fuller of The Arizona Republic.
Taking Phoenix’s 18,000-acre Deer Valley as
an example, Fuller notes: “Today practically
all the land is held by three types of owner-
ship. First are the vegetable growers. They
make no distress sales of land. They have made
good incomes from it.

“Second are the subdividers [Allied Con-
struction Co, Ralph Staggs, Steves Bros] who
have acouired land on which they are build-
ing or plan to build.

“Third are the speculative syndicates that
have pushed prices to artificial heights. This
is the land that will have to seek a lower
and more rational price level if deflation
comes. . . " Recent high prices in Deer Valley
approach the point where subdividers will turn
to other areas for land.* The market for the
first syndicate then becomes still another syn-
dicate intent upon making a profit.

“Optimistic as all speculators are, this
cannot go on forever, When a couple of the
syndicates are closed out at a loss, the down-
hill slide will begin.”

NEWS continued on p 48
*Thirteen years ago. vegetable growers bought
most of the Deer Valley desert for less than $100
an acre, drilled 650" wells and pump-lifted water
250 (now its 3257). Realty men were skeptical
in 1950 when grower Denny Isabell advertised
1,000 acres of his land for §1 million. But in
1957, Deer Valley land was bringing $2,500 an
acre. In 1958 it was $3,400; in 1959, $3,750;
and this year 1,000 acres was sold for $4,000
each.
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“In a highly competitive market,
sliding PPG HIGH-FIDELITY®

says Ralph Staggs.
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extras such as

mirror doors give us a big selling edge,”

Phoenix, Arizona is having its own population explosion. In
11 years it has grown from 100,000 to more than half a mil-
lion, with nearly 1,000 new citizens moving in every week.
There’s a tremendous market for new homes, one of the
most competitive in the country. And one of the most suc-
cessful home builders in burgeoning Phoenix is 38-year-old
Ralph Staggs, President, Staggs-Bilt Homes.

“In Phoenix, extras sell homes,” he says. “One of our most
popular extras, especially with the women, is the sliding
mirror closet door.” In his homes, Mr. Staggs installs two
PPG HicH-FmELITY Mirrors in the closet opening, mounted
in metal frames to slide on a recessed track. When both doors
are closed, the two HIGH-FIDELITY Mirrors form the equiva-
lent of several full-length door mirrors. “Details like these
dress up a bedroom, impress buyers, and make homes easier
to sell,” says Mr. Staggs.

PPG HicH-FIDELITY Mirrors are available in a wide vari-
ety of sizes and shapes. For further information on how
they ean help you sell more homes, write Pittsburgh Plate
Glass Company, Room 0196, 632 Fort Duquesne Blvd., Pitts-
burgh 22, Pennsylvania.

‘Pittsburgh Plate Glass Company

Paints « Glass « Chemicals « Fiber Glass
In Canada : Canadian Pittsburgh Industries Limited
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STOCK MARKET:

Sampson-Miller, Pittsburgh builders,
bid to sell public a third of company

Sampson-Miller, Pittsburgh’s biggest homebuilder, is going public. It has asked
SEC to approve a 150,000-share issue of common stock (at a price still to be set).
In effect, this means the Sampson brothers—Stanley and Harold, and Russell P.
Miller will give up one third of their now 100% control.

One indication of that the company (assets
$10.2 million) hopes to raise at least $1.5 mil-
lion from the issue is that it has also registered

18,250 warrants entitl-
A2 ing the underwriters
(Moore, Leonard &
Lynch) to buy a like
amount of stock at $11
a share until 1967.

Sampson - Miller,
which has built more
than 5,000 homes since
1947, plans to use the
money this way: a net
$300,000 to retire bank
debt, $500.000 to de-
velop land, $200,000 to
finance sales contracts
on its homes, and anything left to buy more
land.

The company credits its installment sales
plan with reversing a spring slump in sales
this year. From April through July, S-M sold
only 76 houses. compared to 142 in the same
four months of 1959, But August brought 37
sales, equal to the 1959 mark, and September
sales topped the year-earlier level. 36 to 28.
Of the 113 sales from April through August,
67 were on contract. The contracts call for no
(or a small) down payment, with the balance
in level monthly installments for 30 years.
The company mortgages the house, keeps title
itself. When the unpaid balance of the sales
contract equals the unpaid balance of the
mortgage, S-M can require the buver to take
title and assume the mortgage. This takes a
maximum of eight years. Based on two years
experience with sales contracts, S-M says most
buyers will find their own mortgage loan and
pay off the sales contract much sooner than
that.

Sampson-Miller began in 1939 as a partner-
ship of two brothers, Glenn A. and Orin D.
Sampson. In 1946, brothers Harold and Stan-
ley joined them. They incorporated in 1948,
Glenn and Orin retired several years ago.

Home building ($14,000-$19.000 bracket)
accounts for 41% of Sampson-Miller’s gross
income. The company also sells Tumber and
building materials (43% ). develops and sells
land (14%), rents earth-moving and hauling
equipment and places insurance and mortgages
(2%).

For the fiscal year ended March 31, S-M
earned $440,724 after taxes on sales of $13
million—or $1.45 per share. This was off
slightly from the year before, when S-M netted
$457.365 on sales of only $10.5 million—for
$1.51 a share.

The three owners—Stanley Sampson, presi-
dent; Harold Sampson, vice president, secre-
tary and treasurer; and Russell Miller, vice
president—now pay themselves $48,000 a year,
according to the prospectus.

H. SAMPSON

Some other new and proposed issues:

e Florida's celebrated Mackle brothers are
seeking SEC permission to sell fully furnished
vacation homes through securities dealers

under a plan whereby a new Mackle subsidiary
will manage and try to rent the homes when
the buyer is away.

The idea is that the investor-buyer will just
about break even if his house is rented 26 to
28 weeks a year, Every six months, he will get
a statement telling him whether he owes Gen-
eral Development Investment Plans money or
has a profit coming.

The plan company, a wholly owned subsid-
iary of General Development Corp (Frank E.
Mackle Jr, president), is offering 1,285 homes
in four models priced from $12,625 to $18.300
(up to $1,450 more for view lots) on 720
acres at Port St. Lucie, 140 mi north of Miami
on Florida's east coast. The furnishings will
cost an extra $1,800 to $2,700.

Investor-buyers will make 20% down pay-
ments under FHA, or 33% on a conventional
mortgage, plus closing costs and a maintenance
deposit of $425 to $625. Furnishings are to be
financed on a one-third down loan for four
years at 6%.

The company will have exclusive rights to
rent and manage the homes, for which it will
charge 10% of rentals the first yvear, with the
right to boost the commission by 1% a year
up to 15%. Rents, depending on the house
and season, will range from $75 to $175 a
week. Maintenance (record-keeping, lawn
mowing, repairs—even linen service on an

STOCK PRICES SLIP AGAIN

Prices of housing stocks, after registering a
slight improvement in September, slumped last
month.

House & Home's housing stock index
showed a 4.4 point dip from September, leav-
ing it 2 points below August, Hardest hit
were land development stocks which plum-
meted 8.6 points from September, and prefab
stocks were down 5.3 points from September
and 11 points from August.

Despite the general decline, the average of
building stocks was still at the same level as
in August (5.31). Realty stocks were still
above their August average (8.66 vs 8.28) as
were shell house stocks (20.25 vs 19.63).

The Dow-Jones industrial average [last
month was 2.1 points below September and
3.4 points below August. The National Quo-
tation Bureau’s average of 35 industrial over-
the-counter stocks went down 5 points from
September (from 105 to 99.80), more than
offsetting a 1.7 boost the previous month.

Here are House & HoMmE's averages, com-
bining closing prices for listed stocks with bid
prices for over-the-counter issues:

Aug 10 Sepr 12 Oct 14

Building ........ $5.31 $5.60 $5.31
Londl e aioele 6.90 7.21 6.59
FINANCE & diowpve 17.63 17.27 16.50
Realky vinsaive 8.28 8.94 8.66
Buefabl e 8.39 7.89 7.47
Shell houses .... 19.63 20,88 20.25
TOTAL ..v.0v. $11,02 811,300 $70:80

optional basis) will be charged partly on a
fixed schedule, partly at cost-plus-10%.

If a buyer-investor wants to sell, the com-
pany has the exclusive agency for three
months at 8% % commission, at the owner’s
price. Price of the houses includes a sales
expense ranging from 8 to 10%.
® The New Haven Clock & Watch Co, an
electronics manufacturer, is acquiring the big
Ohio homebuilding company Hubbard Estates
Inc in a $4 million stock transaction, will
make housing its chief business.

NEWS continued on p 51

HOUSING’S STOCK PRICES

Offering  Aug 10 Sept 12 Oet 14
Company Priec  Bid Ask Bid Ask Bid  Ask
BUILDING
Eichler Homes o 5% 0% 6% 6% 5% 61

First Natl Rlty &

Const (pfd) . 8 9% 9% R RN 9 9%
Pirst Natl Rity &

Const (ecom) . 2 2% 2% 2% 2% 2% 2%
General Bldrs .. ¢ 4% 43 4% 4K 4 4%
Hawaiian Pac Ind 10 Lt Lt Lot o 111 12
Kuvinagh-Smith 5 6% TW T TW 6% 0%
T L R 10 i) 5% B % 45 &
T8 Home & Dev. ¢ 2 3 M 3% 2% 3y
Wenwood ... @ 215 2% 2% 38 2% 3%
Wise Homes ... ¢ 10 11% 11% 12% 10% 107%
LAND DEVELOPMENT
All-State Prop . ¢ 4360 fngh h
Kevlth i o 9% 05 8% 8% 10% 10%
Cons Dev (Fla), 5 5% 6 5y 6 5, 6
Coral Ridge Prop. o g 2% 2 2% 1% 2
Fla Palm-Aire... o 2 2% 2 28 1% 2%
Forest City Ent, . 10 1% 12% 13% 14% 1%L
Garden Land ... 6% 6% 6% 6% 6% & 5%
Gen Dev ..... ¢ 128 b 14740 1380

Grt Southwest .. 18 125 18% 12 12% 103 11%

Laguna Niguel . e 107 118 107 113 0% 10%
Lefeourt ...... e 35gb hE 270
Major RIty .... @ 2 235 2 ol 9 LR
Pac Cst Prop . .10 8 B TH 8% 7% 8
United Tmp & Tny e 514D B FEAL
FINANCE

call Bml e [ 1815 191 20 2014 121 21%
Emp Pin .... ¢ 1 10% 10 108 8% 9%
Fin: Bed: ... # N0 51% 543 56 6l T2
First Chrtr Fin. e anag e anage 237 o
First Fin West . ¢ 056 108 9% 107 8% 103
Gibraltar Fin .. e g o SR | a1%4 2% 29%
Grt Wstrm Fin . e ' 29540 2%c
Hawthorne Fin . ¢ 8% 9y 8 84 % Th%
Lytton Fin ... e 14 14% 12% 13 113% 12

Mdwstrn Fin 8% TN T8 T TR T T8
Palomar Mtg ... ¢ TW TH Y % 7 7%
Bian Diego Tmp. o AL e T

Trans Cst Inv .15 n & 136 14 1336 1338

Trans World Fin. 85 814 9 8% 8% 814 8%
i3

Union Fin ....1 18% 19 13% 14% 13% 14
United Fin of

00" (e e 10 187 19 19% 20 1994 18%
Wesco Pin .... o 228 931 22 22% 103 10%

REALTY INVESTMENT

Gt Amer Rlity .. o T 1% T 11716 % 1
Kratter A ..... e 21b 21 % 21140

Rity Equities .. 514 5% W 5% D BMP
Wallace Trop .. 6 & T 7% 8% T 8%
PREFABRICATION

Admiral Homes . ¢ 2% 27 2% 2% 2% 2%
Crawford ...... 13 11 11% 10 103% 9% 9%
Harnischfeger € 268 2014 24%b 23b

Inland Homes ,. e Bl 3% 8% 94 8% 0%
Natl Homes A,.. ® 11 11% 101 10% 10 1014
Natl Homes B. [ 107 11% 83 10% 8% 10
Richmond Homes. e 1% 1% 1% 2 1% 1%
Scholz Homes. ... e 1 4% 35 41 3 815

Teehbiit Homes. . ¢ %% B s % Yie Mo

SHELL HOMES

Bevls .vieinisioiminie d 34 8% 3% 3% 3 3%
Jim  Walter. ... [ 20 30% 3834 294 ATV 38Y

uostork not yet marketed

b elosing price (American)

© ¢losing price (New York)

d jssued in units, each consisting of five 50¢ par common shares,
one $8 pur 0% subordinated sinking fund debenture, due Feb
1, 1085, and warrants for purchase of one common share and
one $8 debenture at $9.50 per unit, expiving Dee 31, 1862
and 1964, respectively, at $15.50 per unit, Prices quoted are
for common stock.

¢ gtock dssued hefore Jan 1, 1060

Sources: New York Hunseatic Corp; Ameriean Stock Exchange;
New York Stock Exhange.
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MORTGAGE MONEY:

Easing interest rates prompt experts
to see chance for par FHA prices

Will discounts on FHA mortgages vanish by next spring? It could happen,
predict some mortgage men and economists. The business downswing, the general
decline in interest rates, the drop in residential construction, and the demand for
mortgage paper point toward more easing of discounts and loan rates, mortgage
men agree. How soon could FHAs jump to par? Perhaps within six months,
says Dr James O’Leary, economic research director for the Life Insurance Assn
of America. The level of conventional loan rates may drop % %, he predicts.
Says Prof Robert Turner of the University of Indiana, one-
time economic adviser to ex-President Truman: “Money is
getting easier and will continue to. I expect discounts to dis-
appear completely on FHA 5% % mortgages.” MBA Presi-
dent Bob Tharpe agrees this is a possibility.

Executive Vice President Charles Wellman of Glendale
(Calif.) Federal S&L observes that S&Ls are borrowing less
from regional Home Loan Banks. “This is the traditional
precursor of lowering of mortgage rates by S&Ls.” he says. But he adds: “T don’t
expect we’ll see in six or eight months the same frantic search for mortgages as
when (Stanley) Baughman was selling mortgages (out of Fanny May’s portfolio)
hand over fist in 1958.”

Concludes one trust officer: “If our pension fund doesn’t get off the dime
and buy mortgages now, it will soon be buying 534 % loans at par.”

The experts are not unanimous. Dr Marcus Nadler, professor of finance at
New York University, says that a “moderate improvement” in business is in
sight and hence the interest rate decline may be nearing bottom. Adds Vice
President Robert M. Morgan of Boston Five Cents Savings Bank: “If the
building market improves—and there is some indication in a number of cases
that it is—we will have a supply of loans at around the present level. If so,
I don’t look for much change in discounts.”

Jouse
‘Home

exclusive

Discounts are continuing to shrink slowly, House & Home’s monthly across-
the-country survey shows.

Many mortgage bankers are surprised that the price improvement has been
so slow, says Vice President C. A. Bacon of Denver’s Mortgage Investment Co:
“It’s a cautious situation on the part of investors. There is more money available
but a reluctance to break prices.”

VA no-down immediates showed these
gains: in Houston, from 93 to 93-93%: in
Los Angeles, from 921493 to 93-9314; in
Oklahoma City, from 9214 to 921%4.93: in
San Francisco, from 9214-93 to 93-931.
Newark, which has had no quotable VA
activity now has limited sales at 92-93.

FHA minimum down immediates went up
in October: in Denver, from 9697 to
9614-98; in Los Angeles, from 962497 to
97-97%: in Newark, from 971 to 98-9814;
in San Francisco, from 9614-97 to 97-971%.
In St. Louis, the top edge moved from 97
to 9714,

In money-rich Boston, a couple of savings banks have dropped local conven-
tional loan rates on prime housing from 5%2% to 5% %. Says Bob Morgan:
“This is the first break in this rate. We’re waiting to see what it means.” In San
Francisco, commercial banks and insurance companies have eased from 6%4 % to
6-6%4 % and S&Ls now lend at 6742 % instead of the previous 614-7.2% . Presi-
dent Ray Lapin of Bankers Mortgage Co, San Francisco, notes that since the
high discount days of last winter, FHA discounts have dwindled 2 points for
immediates and VA, 3, while conventional rates have gone down 14 % —equal
to 4 points. Concludes Lapin: “This is a portent of change to come in discounts.”

Stepped up buying by mutual savings banks bolstered with big deposit in-
creases is giving the mortgage market a big shot in the arm.

Deposit gains are continuing to run ahead of last year. In September, MSB
deposit increases reached $260 million, compared to $186 million a year ago.
In the 12-months ending Sept 30 New York state savings banks show a record
savings increase of $414 million, compared to $385 million for the year earlier.

Flush with money, mutuals are finding it hard to find enough immediate loans,
are returning to future commitments which they have been shunning since the
Magic 5 deposit losses last fall.

S&Ls also report big boosts in their share accounts—a net gain of more than
$5 billion for the first nine months of the year, 9% ahead of 1959s nine-month
figure.
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MORTGAGE BRIEFS

FNMA standbys for used homes

Fanny May has acted to needle the new
house market by agreeing to issue standby
advance commitments to buy mortgages on
existing homes.

The program, authorized by a hitherto un-
used provision of the 1959 Housing Act, has
been started on a trial basis, says FNMA
President J. Stanley Baughman.

The Natl Assn of Real Estate Boards has
long been urging the move. One reason
for the slump in new house sales, say realty
men, has been the difficulty in selling existing
homes which keeps potential buyers “locked
-t

While FNMA has regularly bought mort-
gages on both new and existing houses
over-the-counter, realty men say they have
never been sure what Fanny May will take.
Now, with commitments, they will be sure. So
trade-ins for mew homes should get a shot-
in-the-arm. Mortgages covered by the new
commitments may also be offered for over-
the-counter purchase.

The commitments will be good for six
months (vs a vyear for mew construction).
FNMA will stick to its policy of buying only
mortgages it considers “marketable.” To get
advance commitments, sellers will have to
pay the usual 1% commitment fee and sub-
scribe to Y2 of 1% of the outstanding mortg-
agage principal in FNMA stock. If the
mortgage is finally sold to the agency, sellers
must subscribe to an additional 1%4% in
stock.

Commitment prices have been set at 93
for 5% % mortgages and 90 for 5% %
paper, well under FNMA's over-the-counter
prices of 98-100 and 94-96 respectively.
FNMA's secondary market operations are
limited by law to a maximum mortgage of
$20,000.

‘Greedy lenders’ (cont’d)

President Bob Tharpe of the Mortgage
Bankers’ Assn jolted a builder-prefabber pow-
wow in Washington, D.C. with a demand that
NAHB President Martin Bartling Jr apologize
for an attack on “bankers and other mortgage
lenders” whom he accused of “greed.”

Bartling refused to apologize, but offered
Tharpe space in NAHB's monthly magazine
to reply. This was where Bartling aired his
charges (NeEws, Oct) calling FHA and VA
discounts “a sort of under-the-counter payola”
to lenders. He warned that government inter-
vention may follow unless “lenders put aside
avarice. . . .”

Tharpe protested that such language “de-
stroys confidence in the homebuilding in-
dustry.”

Said the normally easy-going Atlanta mort-
gage man: “If a mortgage banker came
out with an article and said that every builder
in the country was irresponsible and every
manufacturer was a gyp artist. 1 think the
industry sitting around the table here would
resent it. T think this ‘live and let live’ busi-
ness is a real big question and, Martin, T
have been sitting here burning, 1 don’t mind
telling you.

“l think to describe our industry as an
industry of greed is a pretty unfair statement

. I call upon you to apologize to the
industry promptly.”

Replied Bartling: “Well, Bob, I had not
planned to get into this today.”

NEWS continued on p 53
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FOR OPEN WALL SHELVES No. 80 Standard (18” to 144" lengths)1” Adjustment.
No. 180 Brackets (4” to 20“ lengths) Satin anochrome, brass or ebony black finish.

K-V Shelf
Hardware

bt L easily installed,
easily adjusted!

For low cost, decorative effects or storage facilities wherever
they’re needed. Easily installed, easily adjusted. Lasts the life-

time of the home. Always keeps shelves straight, strong and sag-
free. Ask for complete catalog.

KNAPE & VOGT
MANUFACTURING CO.
Grand Rapids, Michigan

Manufaclurers of drawer slides, sliding and folding door hardware, closet and kitchen fixtures and Handy Hooks for perforated board o
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HLBEB proposes new rules

The Federal Home Loan Bank Board, con-
tinuing its campaign to drive down S&L divi-
dend rates (and hence, the board hopes,
mortgage interest rates), has proposed two
new regulations for insured associations. These
would:

1. Let S&Ls sell 50% participations in mort-
gage loans to pension funds, mutual banks,
credit unions, fraternal groups and other
income-tax exempt organizations.

2. Force S&Ls to revise their accounting
methods for costs and income in connection
with their loan purchases.

The first regulation is intended to broaden
the market for participations and thus attract
more home-financing money into the S&L
system. Sales may be made to any organization
exempt under Sec 501 of the Internal Revenue
Code but it is aimed primarily at pension
funds.

The regulation on loan purchase fees and
costs aims at cutting the amount of money
available to an S&L for dividend payments.
It is a revised version of a regulation that the
board scheduled for Jan 1 but withdrew “for
further study™ in the face of stiff objections

voiced by members of the industry.

The new version would require S&Ls to
1) charge all finder's fees, commissions and
similar costs in buying loans to expenses for
the accounting period when the costs oceur,
but 2) amortize discounts, fees and other con-
siderations (except interest) received by the
S&L in buying a loan over the life of the
loan or a period not less than the average
life of the S&L’s installment mortgage loans
(five to seven years).

The earlier version, which was scuttled,
would have required S&Ls to amortize income
from fees and discounts on mortgage loans.
S&I. men attacked it on the grounds that it
would give an unfair competitive advantage to
S&Ls big enough to withstand a crimp in their
earnings.

Servicing fees get reprieve

The shortage of immediate mortgages has
taken the steam out of the push by investors
for reductions in servicing fees. Insurance
companies and mutual banks that were ac-
tively pressing to slice the fees from %% to
4% are letting up now, mortgage bankers
report. Vice President William Haas of New-
ark’s Franklin Capital Corp notes that two
insurance companies that slashed fees to %%

MORTGAGE MARKET QUOTATIONS

(Sale by originating mortgagee who relains servicing.)

As reported to Hovse & Home the week ending Oct. 21, '60.

have now gone back up to ¥ %. Says Haas:
“If anything, the trend has been reversed.”

Says Vice President George Dickerson of
Jacksonville’s Stockton, Whatley, Davin & Co:
“MSB’s need the loans badly. It's bad timing
for them to ask for cuts in fees.”

Builders want bigger loans

California builders, unhappy with state-backed
plans to control second mortgages, are getting
ready to ask the Legislature to: 1) boost the
loan-to-value ceiling for first trust deeds from
80% to 95% for state-chartered banks and
S&Ls for one- to four-family units, 2) let
private mortgage insurers protect lenders on
risks above 80% of appraised value, and 3)
let “authorized lenders” sell home mortgage
bonds to the public, private trusts and insti-
tutional investors to raise more money.

The plan was hatched by the state Home
Builders Council under Martin J. Jaska, mort-
gage finance chairman. Says HBC: “It is
clear that until permissible loan-to-value ratios
for primary [conventional]| loans are adjusted
upward, fuzzy schemes will continue to plague
the lending and building industries and impose
hardships upon home buyers and investors.”

NEWS continued on page 56

FHA 5%s (Sec203) (b) VA 5Ys SR
Loans
New Construction Only Existing* New Construction Only Comm.

FNMA | Minimum Down* | 10% or moredown | Min Down FNMA | No down 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 | Immed Fut | Immed Fut Immed City iMkt = | Immed Fut Immed Fut Cos. S & Ls | Interest-fee
97 97-9714 97-9714 98 98 97-97 14 Atlanta | 93  93-93 14 93-9314 L] . 544-6 B-614 6-614 4214

98 par-101 par-101  par-101  par-101  par-101 Boston local 94 98 98 98 98 514634 515-Bn 514-6

— 9614-97 9614-97 9614-97 9614-97 — out-of-st. —_ 9214-83 921383 9214-93 921498 — — —

97 97-98 96-9714 9714-98 96-98 97-98 Chicago 93 9114-0214 9114-9214 9114-93 9114-8214 514-6 514-614 Vi 1l
97 a7 9714 98 9715 9714 Cleveland 83 93 9214 93 9214 5346 6-614 641-114

96145 961¢-98 96-9714 97-98'¢ 97-98l¢ 9614-98 Denver 9214 92-9314 92-9315 92-9315 92-93'% 6614 6-614 619 +1-224
9614 97-971¢ 97 0714-08 9714 9614-97 Detroit 9214 93-9314 93 9314 93 534-6 534-6 6414
9615 95-961;  95-951% 06-97 9597  96-9615 Honolulu 9215 92140 . » 5 8i5-7Yd  BM-Th4 | BMit+1i4

97 97-9714 97 98-9814. 098-98l4 97 Houston 93 93-9314 93 » . 6o 6-614 66154114
97 9614-97 9614-87 97-9714 9?-9?!«-;-'!- 96-87 Jacksonville | 93 921493 921483 931 n 6 544-6 B4 4114

9615 97-971  9614-97 9714-98 07 9615-97 Los Angeles | 9215 93-9315  9215-93 » » 614-615 6147 B+114e

9714 98-9814 98 9815-99 98 98 Newark 931; 92-93b L] 93-94b L 61 61 61
‘88 98 98 98 98 98 New York 94 94 94 94 94 6 6 61

96lg 97 9614-97 9714-08h L 96-97 Okla. City 92L; 9214-03 92-9214 93 s 6611 6=614 614412
9715 99 99 99 99 9815-99 Philadelphia | 93)4 . » » n §14-6 5346 | 81

96ls 97-971qc 97 97-9714b » 96 | san. Fran. 9215 93-9314 93 n » 6-614 614 | 6614 +114-3
97 9415-971; 94-971; 95-08 95.971¢ 9597 St. Louis 93 L " . n 534614 6-6.6 BB L4 41214
a7y 9744 9714 98 974 9734 Wash., D.C. | 9315 931¢ 934 94 9314 6 6 6+114-2

* 807 down of flrst $18,600; 107, of next 84,600; 307 of balance,

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

o8,

bach, Jr, vice pres, Draper & Kramer In¢; Cleveland, David O'Neill, vice pr
Bacon, vice pres, Mortgage Investment

Jay

F. Zook Ine;

Denver,

C. A.

Ca;

Detroit, Stanley M. Earp, pres, Citizens Mortgage Corp; Honolulu, David L.
Austin, vice pres, Bank of Hawali; Houston, Everett Mattson, vice pres, T. J.
Bettes Co; Jacksonville, George Dickerson, vice pres, Stockton, Whatley, Davin
& Co: Los Angeles, Robert E, Morgan, exee vice pres, The Colwell Co: Newark,
William F. Haas, vice pres, Franklin Capital Corp; New York, John Halperin,
pres, J. Halperin & Co: Oklahoma City, B. B. Bass, pres, American Mortgage &

Investmnt Co:

Philadelphia, Robert 8. Irving, exec vice pres, W,

A. Clarke

Mortgage Co; St Louis, Sidney L. Aubrey, vice pres, Mercantile Mortgage Co;
San Francisco, Raymond H, Lapin, pres, Bankers Mortgage Co of Calif; Wash-
ington, D.C,, Hector Hollister, exec vice pres, Frederick W. Berens Inc.

Immediate covers loans for

delivery in 8 to 12 months.

Quotations refer to houses

higher in surrounding towns or rural zones.

delivery up to 3 months; future covers loans for

of typical average loecal quality with respect to

’Quutatimm refer to houses of typical average local quality with respect to
design, loeation, and construction.

Footnotes: a—no activity. b—very limited activity. e—

commercial banks do little

morgage lending in Texas, e—8&Ls charging 6-614 plus 214-8% point fees.
f—oeceasional loans available at 5% 9%. g—may be anticipations. j—shortage of
loans available. n—some banks quoting 5%4% for 709 prime residential loans.
w-—saix-month construction loans unless otherwise noted. x—FNMA pays %
point more for loans with 109, or more down. y—FNMA net price after %
point purchase and marketing fee plus 29, stock purchase figured at sale for
50¢ on the $1. z—on houses no more than 80 years old of average quality in a
good neighborhood.

NEW YORK WHOLESALE MORTGAGE MARKET

FHA 5%s

Immediates: 96!/4-971/%
Futures: 96.97

VA 5Y;s

Futures: 92-93

Prices for out-of-state loams, as reported the week
ending Oct 21 by Thomas P. Coogam, president,
Housing Securities Ine,

NOVEMBER 1960

Immediates: 92-931%

FHA 53/ spot loans

(On homes of varying
age and eondition)
fmmediates: 93.95

Note: prices are net to originating mortgage broker
{not necessarily net to budder) and usually include
concessions made by serving agencics.

FNMA STOCK

Month's Month's

Sept 13 Oct 18 low high
L e A e 64 63 62 64
Asked ......... 66 65 64 66

Quotations supplied by C. F. Childs & Co.
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“My construction costs
average *500 less
per unit with
electric house heating.”

Morris Liechty, Fort Wayne, Indiana,
builder and developer, reveals how
modern, flameless electric house heating
cuts construction costs, helps move
his 1400-2500 square foot houses faster.

In Morris Liechty’s opinion, the big swing to electric
house heating has hard-headed reasoning behind it.

Says Liechty, “Most of my houses are in the 17 to 30
thousand dollar bracket. Electric house heating costs
me less to install because my own men can do the
work, and I don’t have to wait on subcontractors.
Then, too, I can schedule insulation work so as to wind
up ahead in terms of time and money.”

Buyer acceptance, according to Liechty, is excellent in
the Fort Wayne area. This he attributes mainly to the
fact that electric house heating is so clean and requires
no maintenance.

“The fact is,” Liechty says, “that when I explain the
benefits of electric house heating to buyers, I usually
find that it's the thing that tips the scales in favor of
selling the house.”

As Liechty’s experience demonstrates, there’s a big
swing to electric house heating all over the nation.
Today there are more than 850,000 U.S. homes
equipped with electric house heating. For this reason
every serious builder or developer owes it to himself to
learn all he can about electric house heating.

For complete information why not contact your local
electric utility company first chance you get.

Be sure to visit the National Association of Home
Builders convention in Chicago, January 29
through February 2, 1961.

With clean, comfortable Electric House Heating

YOU LIVE BETTER ELECTRICALLY
Sponsored by Edison Electric Institute

& e
A
INSULATION IS THE HEART of efficient electric house heating.

Properly scheduled it can save builders both time and money.
Here Morris Liechty checks on insulation and siding work.

HOUSE & HOME



ELECTRIC HOUSE HEATING is the best deal for building yet, in
forris Liechty’s opinion. “Personally, I'm sold on it,” he says.
“Here in Fort Wayne it costs me considerably to install, And

i

“BUYERS ARE ATTRACTED to homes with electric house heati

Liechty maintains, “beca they’
i

and economical installation cost.

¢ sold on its safety, cleanliness

I’'m building 100% with electric house heating. Buyers are en-
thusiastic when you explain how a home properly insulated for
electric house heating also keeps them cool in hot weather.,”

A SATISFIED BUYER, Joseph Sherron, testifies to builder Liechty’s

house heating. “We’ve never been so com-
8 no flame to worry about.”

confidence in el
fortable,” he says, “and there

y
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Split-level dividend rates coming
soon, Natl S&L League is told

Can split-level dividends solve the savings & loan industry’s dilemma of how to climb
down from high dividend rates without losing share accounts? S&L. men may soon
find out. At the 17th annual convention of the Natl League of Insured Savings
Assns in Montreal last month, the word was that variable—or bonus—dividends

may become permissible by January.

The Home Loan Bank Board, which has
long been cool to variable rates, has indi-
cated it will go along with a plan backed by
both the Natl League and the US S&L
League. The plan provides for bonuses of up
to ¥2% a year on long term accounts®. The
convention voted approval of the plan.

Should dividends be cut? Hesitant old
Albert Robertson, chairman of the HLBB
who has been under fire for months for ad-
vocating dividend cuts by subterfuge, hesi-
tated no longer. He came right out and told
some 230 delegates S&L dividends should be
cut—especially in 4% % areas. “High yield
mortgages on which these dividends were
based are becoming harder to find and less
desirable as assets,” he noted.

Most delegates agreed that the dipping price
of money will force S&L dividends down
early nmext year. But S&L men, especially
from associations which have just raised rates,
still worry about losing deposits.

Said Past League President James Bent:
“Variable dividends would furnish a ‘ladder’
by which associations could cut back dividends
on the volatile ‘in-and-out’ money while of-
fering an incentive for long-term money to
stay.”

Said Executive Vice President D. William
Overton of First Federal, St. Petersburg, Fla:
“Variable rates are not a cure-all, but they
may help.” President William K. Divers of
the Savings & Loan Foundation said that a
planned national advertising campaign for
the industry could soften the blow of divi-
dend reductions.

Robertson added this caution: there is some
opinion that bonus dividends may not reduce
the rate paid on ordinary shares, as backers
claim, but will merely become a “higher rate
superimposed on an already too high level.”
His advice: “The way to find out is to try.”

When will lower dividends come? West
Coast S&Ls (mostly at 4% %) show no in-
clination to cut now. Observed League Presi-
dent Oscar Kreutz: “I don't see any change
until the 4Y2%’‘ers come down to 4%.”

Should HLBB be overhauled? Curbing
the Home Loan Bank Board’s powers was
much discussed. The board came in for cri-
ticism for its seizure of Long Beach (Calif.)
Federal S&L. (News June), a strong minor-
ity argued that the board erred chiefly by not
acting sooner. Rep George M. Wallhauser (R,
N.J.), a member of the House subcommittee
investigating the Long Beach seizure, cau-
tioned the League not to seek changes that
“will destroy the system”™ or impair public

* On installment accounts of six, seven or eight
years, S&Ls would have the option of paying
V4% a year bonus after half term, 4% if left
to full term. On lump sum, or investment, ac-
counts, bonuses of up to %% a year would be
permissible after three years and 4% each year
thereafter, In comparison, New York state mutual
banks have a ceiling of 3%4% interest but can
pay Y% more on money on deposit over two
vears. In a majority of states, MSBs have no rate
ceiling. Some (Connecticut and New Hampshire)
pay 4%. Some others have incentive plans.

Photos: B & | Photographers

VANDER ENDE

KREUTZ

confidence. He urged the League to go care-
fully in considering stripping the board of its
judicial powers and giving them to a federal
court. Courts involve long delays and pub-
licity, he noted, moreover, a judge might not
be competent to handle complicated S&L
matters. Instead, Wallhauser suggested “tink-
ering and adjustments” to present laws so as
to require the board to use 1) more formal
procedures, 2) more stop-orders to errant

WHAT THEY SAID

“The 4v4% dividend rate will stay for some
time. The S&Ls need the yield. T would like to
See it come down to 44%"—J. E. Hoeft,
Glendale (Calif) Federal.

“Dividend rates will stay up for at least a
year. State chartered S&Ls in California keep
trying to lure money with high dividend rates.”
—_Harry Pierson, First Federal, Chicago.

“The slow homebuilding market is not due to
high mortgage interest rates. The pure shelter
market has been taken care of. People are now
reluctant to buy, they don’t have the compul-
sion to buy. There is no threat of a skyrocket-
ing price structure so they are taking their
time."—Outgoing League President Oscar
Kreutz.

“Many S&Ls are having problems getting their
money out.”—Incoming President Gerrit
Vander Ende.

“I am alarmed at the complacency of the
[S&L] industry as commercial banks expand
their in-plant banking service."—Jay H. Smith.
Philadelphia.

“I am concerned about the reduction of mort-
gage interest rates, How will we handle exist-
ing loans that ask for the new lower rate and
how will we handle dividends?"—James Bent,
Hartford.

associations, 3) a “cooling off” period (a la
Taft Hartley) during which an S&L would be
investigated but could still pursue normal
business.

New homes too costly, says president

On Jan 1, Gerrit Vander Ende will mark
another milestone in a distinguished career
when he takes over as president of the Natl
League of Insured Savings Assns.

President-elect Vander Ende, head of the
Pacific First Federal S&L of Tacoma, is suc-
ceeding Oscar Kreutz, president of First
Federal S&L, St. Petersburg. Moving in
to replace Vander Ende as vice president of
the 450-member league is Floyd Cramer,
president of Washington Heights Federal
S&L, New York City.

Vander Ende (nickname, Van) is a trimly
built (5" 10%4”, 168 lbs) man of 59 with
long, straight grey hair, a firm jaw and a
pleasant trace of Dutch in his speech—he
came to the US from Rotterdam at the age
of 14. He went to high school for three
years, but after his family came to Califor-
nia young Vander Ende had to go to work.
He got a job as a messenger for the Oakland
Bank of Savings. In his spare time he took
correspondence courses in law, banking, and
accounting. He worked up to teller and then
to a job in the bank’s real estate loan &
trust department. In 1926, he switched to
S&Ls, taking a job as assistant secretary of a
Berkeley, Calif. association. He moved up
to the top spot, also served as Berkeley city
manager (1943-1946) and as a director of
the Home Loan Bank Board of San Fran-
cisco. In 1948, he was offered the presidency
of Pacific First Federal. He has built up its
assets from $42 million to $255 million.

But he has also been a man of many other
parts. He's a director of the International
Union of Building Societies and Savings &
Loan Assns, chairman of the Tacoma Housing
Authority, trustee of Puget Sound University,
a director of Puget Sound National Bank and
the Northwest Drug Co. and a member of
the Governor's Advisory Commission for

the state of Washington. Last month he
and Cramer went to South America for the
State Dept to analyze housing in Ecuador.

Vander Ende’s favorite hobby is mountain-
eering in the Sierra. “I love to get above
timberline,” he explains. He is married and
has a son who is a commercial banker and
a daughter who is married to one.

“When we get together we try to avoid dis-
cussing the touchy issues between commercial
banks and S&Ls,” he adds, smiling.

The homebuilding industry’s problem is not
high money rates, says Vander Ende (he
looks for interest rates to continue softening
at least until early mext year)—it's houses
priced too high. “There is a substantial
market of people who want to move to big-
ger houses,” he says, “but they often turn to
older houses because they offer more space.
People don’t feel they get value for their
money in new houses. Costs have priced the
new houses out of the market.”

He favors “in principle” the bill to create
federal mutual savings banks but not in its
present form. “Savings banks should join
the home loan bank board system,” he ex-
plains. He predicts that eventually, perhaps
by evolution, S&Ls and mutuals will draw so
close together that there will really be two
thrift systems in the US—commercial banks
and mutual banks.

He favors expanding the HLBB to five men
—“it will add prestige to the industry and it
will furnish better administration.” If the
American Bankers Assn succeeds in its drive
for “punitive” taxation of S&L reserves, he
says, S&Ls should have the opportunity to
move into some commercial banking activities,
chiefly personal and consumer credit loans.
“Things of a family nature,” he adds. “I
don’t think many commercial bank privileges
will be of much advantage to S&Ls.”
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OUTGOING PRESIDENT BASS
In his year: pension breakthrough

INCOMING PRESIDENT THARPE
In his year: more morigage money?

LABOR EXPERT PETRO
Is housing's slump union’s fault?

Photos: H&H Staff

ECONOMIST WALLIS
Rx for growth: stability

Mortgage bankers air tomorrow’s housing problems

A foretaste of mext year’s housing issues—
many of them likely to be fought out in
Congress—was served up to the Mortgage
Bankers’ Assn by speakers at its 47th annual
convention in Chicago last month. For instance:

Should the government set a “national
housing goal” of so many units each year—
and wuse its vast powers to force it to reality?

Said former Public Housing Commissioner
Phil Klutznick, now a Chicago builder: “We
are going to have to find an answer for hous-
ing people who are not an effective part of
housing demand now . . . If we don’t find a
pattern, some one else will . . . We've got to
get to 2 million starts a year by the mid-60s.”

Replied Charlie Wellman, executive vice-
president of Glendale (Calif.) Federal S&L:
If the nation built even 1.7 million units a
year now, it would only produce sales “indi-
gestion.” He added: “The real problem is
bringing more families to a position of effec-
tive demand [ie raising their incomes] and
persuading them to spend more of their in-
come for housing.”

Will there be enough money to finance housing
in the Sixties?

Very likely, most of the 12 panelists dis-
cussing “Housing America's Exploding Popu-
lation” agreed. “Pension funds will be driven
into the mortgage market,” predicted Dr.
James J. O’Leary, research director of the
Life Insurance Assn, because (among other
things) more and more corporate expansion
will be financed internally and so the relative
amount of corporate borrowing will drop. (As
outgoing MBA President B. B. Bass saw it,
that change *“has come™ now. “Pension funds
are going into the mortgage market in an
important way.”)

Should the VA home loan program be al-
lowed to lapse for World War 2 veterans?

Yes, said VA’s Phil Brownstein, director of
the loan guaranty service. There is “no more
need” for it; moreover, “it’s unworkable as it
is” (ie, with interest pegged by Congress at

o

5%4 % when most markets demand 6).

Should FHA insure loans for land and land
development?

“Long overdue,” said NAHB President
Martin Bartling. FHA Commissioner Julian
Zimmerman disagreed. “There’s a great danger
this would increase the speculative pressure
on land prices. Speculators would welcome
this kind of opportunity,” he noted.

Other convention highlights:

e Dr Sylvester Petro, professor of law at
New York University, drew the 3,000 dele-
gates’ loudest applause with a talk in which,

NOVEMBER 1960

among other things, he called AFL-CIO plans
to invest funds in mortgages a “crowning
irony” because trade unions are “primarily
responsible for the rise in the cost of homes”
which is shrinking the market for them. Petro
accused trade unions—which are now joining
in the cry to pump up the nation’s economic
growth—of being primarily responsible for
retarding it. How? By pressing “for govern-
ment measures which result in confiscatory

taxation” and by “advancing and imposing on
the economy methods which waste labor.”

® W. Allen Wallis, dean of the University of
Chicago Business School, asserted: “In an
open society, the government cannot impose
or regulate growth by massive spending or
massive intervention into private economy.”

@ Robert H. Tharpe, president of Tharpe &
Brooks, Atlanta, took office as MBA president
succeeding Bass,

Mock trial ‘convicts’ leaders

“It's a tough row to hoe to get businessmen
interested in urban renewal. But more doors
open all the time.”

That is Mortgage Banker James W. Rouse
of Baltimore speaking—a man as energetic
and dedicated at trying to get businessmen
into renewal as any in the nation. At MBA’s
Chicago session, Rouse (who is also president
of Action Inc) unveiled a vivid new way of
dramatizing the problem and some of its solu-
tions: a mock trial (photo above).

The “judge”: Jim Rouse. The “jury”: an
all-star cast of mortgage men including former
FHA Commissioner Guy Hollyday, who tried
so hard to get FHA hitched to the renewal
cause. The “prosecutor”: MBA General Coun-
sel Sam Neel, whose opening statement de-
serves broadcasting the length and breadth of
the US. Excerpts:

“The future of our civilization depends on
the future of our cities” where, by 1980, 80%
of our people will live. “The powerful tools
have been forged to reshape our cities into
efficient, beautiful, human communities
But nowhere in America are these tools being
put to work on the scale and with the vigor
required to make American cities fulfill the
aspirations of our people. Instead, there are

of neglecting cities

only timid, tentative, piecemeal thrusts at crisis
conditions.” His charge: cities are “criminally
negligent.”

The star “witness™: Julian H. Levi, execu-
tive director of the South East Chicago Com-
mission and the major force behind the Hyde
Park-Kenwood renewal efforts in Chicago's
south lakeside area (News, Jan '59). Levi
called charged cities 1) “indifferent and care-
less housekeepers,” 2) “wastrels” that have
not planned for the future, 3) negligent in
enforcing laws, and 4) indifferent to zoning,
housing, and building violations that hasten
the spread of slums. “The American city is a
coward,” said he.

URA General Counsel S. Leigh Curry,
agreed: “The charges against the city are
correct.” More than $2 billion of US tax
money has been authorized or committed to
renewal, he noted, “but it is merely a supple-
ment to local efforts [which are] the final key
to success.”

The verdict (by Jury Foreman Bill Clarke):
“We agree there is criminal negligence. But
cities are not guilty. It's people. We find
the leaders—MBA and all others—guilty of
criminal negligence in not facing up to the
problems.” NEWS cont'd on p 58
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DESIGN:

BUILDER EICHLER
A problem of attitude

ARCHITECT FICKETT
College students could do better

ADMAN SAN JULE
Buyers want better design

Photos: John Senning
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ARCHITECT KILLINGSWORTH
Zoning rules prevent it

Builders hear what architects think of their product

‘Most builders know nothing about building,” design
men complain. Builders retort: ‘We know what sells.’

“Builders don't know the difference between a
good house and a bad house. This is the real
problem.”

This indictment comes from a builder, not
an architect. Joseph Eichler of San Mateo,
who has one of the country’s most celebrated
builder-architect tie-ups, told the West Coast
Design Clinic at Stanford University:

“Builders are followers. They go with the
breeze. They build what's selling. They know
many of their houses have no real lasting
value. As long as they think this way what
need do they have for an architect?”

Yet the audience Eichler spoke to included
80 builders, spending three days in Palo Alto
under ATA-NAHB sponsorship to find out
how an architect might help them. They were
joined by only eight architects and designers.
Forty had been expected.

On the surface, the meeting thus seemed to
yield only a little progress in fostering builder-
architect relations. Yet the beginning of to-
getherness is understanding. And progress usu-
ally comes by inches. Not many years ago,
nobody was even having such sessions.

The hair-down session did bring out time
after time that there is still a wide gap be-
tween builders—whose main interest is ad-
mittedly to sell houses—and architects, who
speak with alarm of suburban slums. Indeed.
the builders sat meekly for the most part
while the architects and landscape architects
spoke critically. Samples:

Said Architect Ed Fickett, AIA, of Los
Angeles: “Most builders are not really build-
ers at all. They know nothing about building.
They are promoters and brokers . . . T could
take a group of college students and get a
lot better homes than most of the ones I see
in builders’ tracts”

Said Architect Robert Anshen of San Fran-
cisco: “We are just building suburban slums.
We can blame the codes and the federal
government which, through FHA, encourages
builders to build postage stamp houses in the
middle of a lot. The real solution is to build
high-rise apartments, each with its own huge
patio, perhaps 20'x20’. Instead builders con-
tinue putting up these gimcrack concatenations
of God knows what, these little breeding huts
that clutter up the orchards.”

Said Garrett Eckbo, Los Angeles landscape
architect: “All of your planning, subdividing.
and merchandising goes on without much

thought to what it will all look like when
vou're through. It frankly might look better
if you had never been there. The result is a
chaotic landscape. It seems to me that in the
name of economics we are producing the
ugliest urban and suburban areas the world
has ever known.”

Architect Ed Killingsworth of Long Beach
remonstrated: “Land is scarce and what we
are doing to it is scandalous. If it weren't for
the trees we'd be in trouble.”

Merchandising Expert George Stiller kept
on the heat: “Builders have a lot of contempt
for the buying public. If you didn't have
contempt you wouldn't do what you're
doing—buying blueprints from draftsmen or
photographing your competitors’ houses and
having them copied.”

‘it sells.” Builders made little effort to
defend their product. Their view was summed
up one evening as a panel of five architects
rendered their scorching critique of a ginger-
bread laden home—one of a group of slides
shown to the whole group. In the dark of
the Stanford geology auditorium the voice
of the builder came through: “We sold 80 of
those houses in two weekends.”

Will houses like that continue to sell so fast.
Many a speaker said no. Advertising Execu-
tive Jim San Jule (a onetime homebuilder)
summed up: “There has been a real revolution
in design and it permeates all of society. It is
the single most important thing in selling a
product today. The three most important in-
gredients of a home are livability, value, and
beauty, The homebuilding industry falls far
short of offering all of these qualities. You
will soon find that many families will not buy
'til they see the ‘improved model'—something
better than the outmoded model they now see.”

Rebuttal. Builders had one good chance
to talk back. Slides of prize-winning architect-
designed homes were screenmed for criticism
by a panel of builders. They had little to
say of the plans but they did have some
complaints about architects:

Said Norman V. Cole: “We know what
the public wants. The architect doesn’t. And
if we make a mistake we suffer for it. When
a builder sells a house it is more because
of good merchandising and less because of
the effect his design has on the public.”

Said a voice in the crowd: “The working

classes don't appreciate good design. They
aren’t sure of it. They want something their
grandparents had. In the $13,000 area the
poor design can outsell the good design.”

One builder admitted frankly: “The reason
1 don't use an architect is the cost.” (Archi-
tects said their fees ranged from $1,500 to
$2.000 for a single house plan plus $10 to
$200 for each re-use—the amount varying
with the number of times used.)

Another builder suggested that architects
agree to work on a consulting basis for
such jobs as “prettying up a plan I have.”

Builder George E. Eckel of La Mesa drew
a chorus of support for his complaint that
“architects don't know costs.” Said he: “A
lot of architects are artists and they never
bring a job in within a budget.”

Retorted Fickett: “There are a lot of lousy
architects just as there are lousy builders.
We have 700 members in the southern Cali-
fornia chapter of ATA and a lot of them ought
to be defrocked. They have no business being
architects. Anyone who picks an architect
blindly without checking on what he’s done is
inviting trouble.”

Asked to indicate with a raised hand if
they designed their own houses without an
architect, half of the 80 builders thrust up
their arms. Remarked Builder M. Douglass
Couch of Palo Alto. NAHB regional vice
president and clinic host: “You can't argue
with success.”

Over-zoning. Builders and architects agreed
on one important item: zoning laws need
drastic change to allow smaller lots with
smaller side and front setbacks. Said Anshen:
“Planning commissions and zoning codes are
40 to 50 years behind the times. They insist
on having a castle in the middle of a steadily
smaller lot.”

Warned Landscape Architect Dan J. Rolfs,
a Stanford associate planner: “You are seeing
rural slums created because people can-
not afford to maintain these 5,000 or 8,000
sq ft lots. Size is not equated with quality.
You could have a beautiful subdivision,
beautifully landscaped with each lot not more
than 2.500 sq ft.”

Said Architect Killingsworth: “Present zon-
ing ordinances tie us down. We cannot do
what they do in France or Spain. If it were
possible to develop a community with walls
and entry courts it would be wonderful.”

Could a community of homes on small,
walled lots sell? Enthused Stiller: “It would
sell terrifically. Our experience has been that
houses with enclosed patios now sell the
fastest."—JOHN SENNING.

NEWS continued on p 65
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the right flair...everywhere

the right choice... every_ time!




competitive

The Lafayette Series gives you the kind of curb
appeal that turns out crowds . . . the kind of spa-
ciousness that makes buyers sign immediately. You’ll
have split levels, two stories, split foyers and a choice
of ranches in contemporary or traditional styling.
From 900 to 2000 sq. ft., you'll offer more space per

- YyOUr answer to the most
market in history!

dollar than ever before. Plus a full series of optional
adds and deducts to suit every buyer.

The whole package is right on your doorstep.
You can spend your time building and selling. In
volume. Sound good? Then write your nearest
Lafayette Series manufacturer, shown at the right.
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AMERICAN HOUSES, INC.

Allentown, Pennsylvania + Lumberton, North Carolina

NATIONAL HOMES CORP. OF CALIFORNIA

Newark, California

W. G. BEST HOMES CORPORATION

Effinghar

KNOX HOMES CORPORATION

Thomson, Georgia

THE THYER MANUFACTURING CORFPORATION

Toledo, Ohio + Collins, Mississippi

LESTER BROTHERS, INC.
Martinsville, Virginia

FAIRHILL, INC.

Memphis, Tennessee
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ANNOUNCING PALATIAL CORLON

. .. an elegant new inlaid sheet vinyl floor, by Arm-
strong, and a new opportunity for you to dramatize
the luxury appeal of your homes. Delicate golden

tracery set in a richly colored vinyl background makes

Palatial Corlon the ideal floor for entry halls, dining rooms, and every
other interior where a look of luxury can make the important first im-
pression on prospects.

Extremely practical . . . made with pure vinyls, and by a completely
different process from other vinyl floors, Palatial Corlon has physical char-
acteristics which give it superior durability and ease of care. Palatial comes in six

it’s six feet wide. Costs about $1.50 per sq. ft. installed.

gentle shades, plus black and white, for unlimited decorating possibilities. Can be
I used in any interior—above, on, or below grade. Virtually seamless, too, because

Powerfully promoted for you with the largest advertising effort ever put behind
a new flooring material! 25 full-color pages in top magazines, in fall 1960, alone;

vinyl

floors

NOVEMBER 1960

wide-reaching commercials on Armstrong Circle Theatre, CBS-TV.

Valuable services for you from Armstrong: Armstrong installa-
tion specialists, Burecau of Interior Decoration, Research and De-
velopment Center, countless merchandising aids. For free samples
and specifications of Armstrong floors plus information about selling
helps, call the Architectural-Builder Consultant at your Armstrong
District Office. Or write to Armstrong, 311 Water St., Lancaster, Pa.

Ilustrated to the right and on the
opposite page are photographs from
typical full-color ads for Armstrong
Palatial Corlon—now featured in the
major magazines that influence your
prospects: Life, The Saturday Evening
Post, Reader's Digest, Better Homes
and Gardens, American Home, Good
Housckeeping, House Beautiful, House
& Garden, Sunset, Ladies’ Home
Journal, Town & Country, and Living
for Young Homemakers.

Palatial Corlon is one of the famous

mstrong VINYL FLOORS

1860-7960 Beginning our second century of progress
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Why did FHA adopt the AWMA

quality standards for aluminum windows?

FHA Minimum Property Standards published
in November 1958 and revised in July 1959 state
that all aluminum windows must conform to
the AWMA quality specifications. Why? Because
FHA is vitally interested in protecting the
investment of home buyers...and because the
AWMA specifications are a basic standard for
judging quality.

These AWMA quality specifications carefully
spell out all the requirements that must be
satisfied before a window can qualify, including
the metal alloy used, wall thickness, strength of
sections, size limitations, hardware, as well as
performance tests for air infiltration, deflection
and other physical load tests.

The AWMA Quality-Approved seal on the window
together with the official AWMA Conformance
Test Report by a recognized, independent
laboratory are your assurance of windows that
conform in every detail to FHA requirements.

Why take chances and waste time with aluminum
windows ol questionable quality when it's so
easy to get windows that not enly satisfy FHA
requirements but will satisfy your most discerning
buyers,— windows that are designed and built to
eliminate time-wasting, costly call-backs.

For your own protection insist on
“Quality-Approved” aluminum windows.

For a copy of the latest AWMA window
specifications and the names of approved
manufacturers ready to serve you, write to the
Aluminum Window Manufacturers Assn.,

630 Third Ave.,, New York 17, N. Y.
Attention Dept. H-11.

uph;

SERIES: 100
SIZETESTED: 3'8°«5°07 CIRT. NQ. 400

MANUFACTURERS NAME

CITY AND BTATE

QUALITY APPROVED

ALUMINUM WINDOW

MEMBERS: Adams Engineering Co., Inc., Ojus, Fla.; Albritton Engineering Corp., Bryan, Texas; American Duralite Corp., Loudon, Tenn.; American Metal Window Co., Shreveport, La.; Arnold
Altex Aluminum Co., Miami, Fla.; The William Bayley Co., Springfield, Ohio; Capitol Products Corp., Mechanicsburg, Pa.; Ceco Steel Products Corp., Chicago, Ill.; Crossly Window Corp.,
Miami, Fla.; Fenestra Inc., Detroit, Mich.; Michael Flynn Mfg. Co., Philadelphia, Pa.; Kesko Products, Bristol, Ind.; Mayfair Industries, Inc., Lafayette, La.; Miami Window Corp., Miami, Fla.;
Porterfield Industries, Inc., Miami, Fla.; Reynolds Metals Co., Richmond, Va.; Rogers Industries Inc., Detroit, Mich.; The F, C. Russell Co., Columbiana, Ohio; Stanley Building Specialties,
North Miami, Fla.; Truscon Div., Republic Steel Corp., Youngstown, Ohio; Valley Metal Products Co., Plainwell, Mich.; Windalume Corp., Kenvil, N. J.; Wisco Inc., Detroit, Mich.

HOUSE & HOME




MATERIALS & PRICES:

DISTRIBUTION STUDY by Producers’ Council is led by (1 to r) Prof Reavis Cox, Committee Chair-
man Robert Lear of American-Standard, Prof Franklin Root and Prof Charles Goodman.

No trend to direct buying by builders,
distribution experts tell producers

Only the first returns are in, but already the Producers’ Council study of distri-
bution problems in building materials is turning up some surprising news.

No. 1 surprise, to the three economists making the $42,000 study, is that there
seems to be no trend toward builders buying materials direct from manufacturers,
bypassing distribution middlemen who add a layer of profit. :

No. 2 surprise is that not only builders, but also their subcontractors in many
areas, are growing “much more management-oriented and are behaving and think-
ing more like businessmen and less like journeymen.”

Profs Reavis Cox (who is also president
of the American Marketing Assn), Charles
Goodman, and Franklin Root of the Wharton
school of finance and commerce, University
of Pennsylvania, gave a two-hour report on
their “preliminary, tentative™ findings to the
39th annual meeting of the Producers’ Coun-
cil last month in Chicago. These are based on
interviews with 49 builders (all but two built
more than 100 houses last year) and 19
general contractors. As the three-year study
continues, the professors will also talk to
smaller builders, subcontractors, and dis-
tributors.

How it started. Since the end of World
War 2, building materials makers have been
grumbling over the high cost of distributing
and selling building products. Two years ago,
one inquiry found that typical building ma-
terials’ producers have a 9% selling cost vs
an all-industry average of only 4%. A year
ago, after hearing Economists Cox and Good-
man report on how unhappy most manufac-
turers are with their distribution channels
(News, Nov '59), the Producers’” Council
decided to do something about distribution
problems.

The $42.800 raised so far is only a little
over half what the council’s glistribution com-
mittee, headed by Robert W. Lear of Ameri-
can-Standard, thinks the job ought to take.
The aim: $75,000, via voluntary contributions
from council members.

“There is no real clamor to buy direct,”
says Goodman, “—no groundswell in this
direction.” Instead, he finds “any number of
cases” where builders have got out of the
supply business because they found a supplier
who would give them the kind of service they
want [for instance, packaging all the lumber
for each house in a separate bundle delivered
to the house-site with the pieces piled in the
order they will be needed]. Builders would
prefer to use their capital for building. “If
you find a builder who doesn’t have good
cost-accounting, he may think he's saving
money by buying direct.” But usually he isn’t.
“The builders who are proudest of their cost-
ing systems—builders are doing much more
cost accounting than eight or nine years ago—
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are the ones who are getting rid of subsidi-
aries [like supply vards].”

In some areas, builders may feel forced to
go into distribution themselves because sup-
pliers won't accommodate their special needs.
“We got complaints in Pennsylvania because
suppliers won't do what suppliers in California
and Arizona do as a matter of course,” says
Goodman.

How builders are changing. “Both build-
ers and subs are becoming more mature,
more management-oriented,” says Goodman,
“_much less carpenters with expanded view-
points. But builders tend to be thin at the
management level. This is a strong reason for
subcontracting. There’s a substantial trend in
the larger met areas to more use of subs. You
may get much better supervision from a sub
with a financial stake in the product than
from the bottom of your own supervisory
manpower barrel. Builders and subs are al-
most in a joint venture. Tt's in the sub’s
interest as well as the builder’s to make the
house strong competitively. They have a com-
munity of interest. So both have an interest in
new materials.”

Builders tend to be “more interested in new
products and processes” than general con-
tractors in non-residential work, says Root.
“because generals are buying from specifica-
tions.” But many builders complain that they
“are asked to use their customers as guinea
pigs” for new materials that may still have
bugs, notes Cox. One big volume builder told
him: “We've been burned so often we have
a policy of not putting any nmew product in
our houses unless it's been tested three years
in the market by other builders.” Adds Good-
man: “The failure by manufacturers seems
to be not of testing the product in a technical
sense, but in terms of operational conse-
quences to builders, like the side effects on a
production line.”

Adds Cox: “T suspect many mew materials
have to be introduced through architect-client
houses. Builders we talk to want products that
are established.”

Among the trio’s other findings:

On-time delivery of materials is builders’ (and
generals’) prime need. Says Goodman: “It used

to make not much difference if a part was
late. But now, with production line methods,
if a part due at 9:47 isn't there until 10:47
there's as much trouble as in an auto assembly
plant, If this performance isn't achieved by
suppliers, the builder is likely to take it into
his own hands.”

The multiplicity of building codes leads build-
ers to spurn new materials in many areas.
In New Jersey, notes Root, to build on a large
scale forces a builder to deal with hundreds
of different codes. One builder solves this
dilemma by having a partnership with 40
other builders, each putting up 40 to 50 homes
a year in different places.

How much stress a builder puts on brand-
names depends on his volume as well as his
sales philosophy. “At 2,000 houses a year, if
the builder can't sell on his own reputation,
brand names won't sell his houses either,”
contends Goodman. “For everybody else,
brand names may be important or not, de-
pending on what the builder is trying to sell.
Builders tell us they'd have difficulty promot-
ing Joe Doakes’ electric range, but they seem
to feel there's no difference (in terms of sales
appeal) between GE and Westinghouse . . .
But to the builder without a reputation him-
self, brand names mean more.”

The council's new president, Elmer A.
Lundberg, plans to stress “the pursuit of ex-
cellence” in building
products — “not only
quality products of good
design, but well thought
out, well researched
products.” Demand is
growing for excellence
in products which play
a part in home living
and design, he says.
“Tastes are rising. Stand-
ards are getting higher.”

Lundberg, 51, direc-
LUNDBERG tor of architectural

services for Pittsburgh
Plate Glass, is the first architect to head the
143-member Producers’ Council. (He suc-
ceeds H. Dorn Stewart, president of the Bar-
rett Division of Allied Chemical.) Lundberg
expects to devote half his time to council
work, plans to visit all 45 chapters.

MATERIALS BRIEFS

Amer-Std quits antitrust suit

HE&H staff

After battling a federal antitrust suit 414
years, American Radiator & Standard Sanitary
Corp has surprised the experts by giving up
without a trial.

The giant (1959 sales: $517 million) maker
of bathtubs, sinks, and plumbing fittings, has
signed a consent decree agreeing to sell its
Youngstown Kitchens division.

American-Standard makes some 30% of
the mnation’s bathtubs. Before it bought
Youngstown in 1956 for $35 million of stock,
Youngstown (then called Mullins Mfg Corp)
ranked as the largest maker of steel kitchen
sinks and cabinets. Mullins did not make a
single bathtub,

But Washington trust busters, charging a
violation of Sec 7 of the Clayton Act, insisted
the acquisition “eliminated potential competi-
tion in bathtubs.” If the Justice Dept had
forged this into a court victory, complete
with judicial findings, it could have thrown
up a giant hurdle to many a merger. Ameri-
can-Standard’s decision not to fight leaves
this intriguing idea in the shadows of theory.

continued on p 66
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President Joseph A. Grazier, a lawyer him-
self, says American-Standard quit litigating
because it was costing too much money and
executive time to fight. Moreover, other com-
pany sources say, Youngstown was not a
money maker. Last year, it wound up $350.-
000 in the red. But Glazier emphasizes that
his company intends “to remain in the steel
plumbing fixtures business.” After the merger.
American-Standard used the Mullins facilities
to make steel bathtubs: now, a quarter of the
company’s bathtub output is steel.

If American-Standard cannot find a buyer
for Youngstown by June, it can go back to
federal court in Pittsburgh and ask to have the
decree modified.

Lumber prices dip more

The $68 price on ¥4” AD sanded fir plywood
is still holding, on the basis of production
generally cut back 20% to 30%. Sheathing
dropped $2 to $4 in the first half of October,
to $90-92 for the 34" CD index grade.

Mills apparently have their backs up on
holding the price line at what they consider
their break-even point and would rather close
than let plywood fall to the lower levels, The
sheathing drop actually was in line with the
normal seasonal drop as construction pro-
gresses beyond the sheathing stage.

Lumber prices have continued to be very
soggy. Much of the commodity's volume is
sold on the basis of negotiated prices that
often are below list.
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RESIDENTIAL CONSTRUCTION COSTS were ¢x-
actly the same in September as in August on
Boeckh's index: 294. There were a few labor
rate increases during the month, but Col E. H.
Boeckh says sinking materials prices offset them.
Biggest materials decline: lumber, which has
reached its lowest price since 1956.
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MATERIALS PRICES fell a slight 0.1 point in
September to 131.3. BLS’' index shows lumber
costs down 0.8 point, millwork down 0.6 and
wholesale plywood prices up 1.2 points. Building
paper and board, heating equipment, and win-
dow glass showed slight increases.

URBAN RENEWAL:

Housing officials agree they need
new tools, new approach to slums

“What really marters is not where we have been but where we are going.”

This theme cropped up again and again at the 27th annual conference of the Natl
Assn of Housing & Redevelopment officials Oct 2-5 at Detroit’s Statler-Hilton. It
was stressed from the opening speech by President Walter P. Reuther of the United
Automobile Workers to the closing address by Philip M. Klutznick, onetime (1944-
46) public housing commissioner who has become a leading private builder and
is now board chairman of American Community Builders of Chicago.

Altogether,

it was made clear that NAHRO realizes it stands on the threshold

of change, that it needs new tools and a new approach to cope with growing urbani-

zation and city decay during the 1960s.

This was indicated, among other things, by
its choice of Dr Karl L. Falk, Fresno (Calif.)
housing official and educator, as president to
succeed Charles Farris, executive director of
the St. Louis Housing Authority & TLand
Clearance for Redevelopment Authority.

Falk, who is also president of First Federal
Savings & Loan Assn of Fresno, believes in
an overall approach to fight blight.

He strongly supports the view expressed in
this year’s NAHRO policy statement of the
need “to relate the public housing program
to the total housing market” and of the im-
portance of “tying together the basic parts of
the total urban remewal program” such as
conservation of existing housing, strengthen-
ing of housing codes, and broad redevelon-
ment patterns that serve a city-wide purpose.

“Adequate code enforcement would be
one place where NAHRO can put more em-
phasis,” he has said.

Common cause. Moreover, Falk favors
more cooperation with private industry groups
that share NAHRO's concern over the plight
of the cities. In his acceptance remarks he
made this significant statement:

“I hope to bring the trade associations in-
terested in the same matters—real estate, home
building, savings and loan, etc.—closer to-
gether by concentrating on the things we can
agree about rather than those we think we
disagree about.”

On this subject, Falk has noted: “The lack
of adequate and accurate information on hous-
ing on a continuous basis is, in my opinion.
one of the reasons there is so much heat gen-
erated by opponents and proponents of gov-
ernment action. T never cease to be amazed
how little real information and statistics we
have in this field as contrasted to other fields.”

Another NAHRO policy plank that Falk
emphasizes calls for more use of local tax
powers to take the bootleg profit out of
slums so slum clearance will require much
less subsidy.

“lI hope that this resolution will not be
overlooked,” he said. “It would direct us to
examine the possibility of eliminating slums
by using the tax powers to penalize the slum
ownership and improper land usage. Also it
secks to use these same powers to reward
people for improving their homes and mak-
ing use of their properties in the best inter-
ests of the community.”

In writing, Falk has gone even further on
this score: “A great deal can be done to take
the profit out of slum ownership with its
attendant social and economic problems by
putting a penalty by way of taxation on slum
properties or unduly speculative land-holding.
The means should be further explored of re-
vising our local property tax structures to

MAHRO PRESIDENTS FALK, FARRIS
Rx: more cooperation with industry

incorporate some of the features found in
Europe where tax remissions are granted for
home improvements and upkeep. People
should be rewarded, not penalized, for want-
ing to own a good home.”

Reorganization. Besides these signs and
portents that NAHRO is entering a new era
was a major revision of its organization,
voted a year ago but carried out in Detroit.

Now, NAHRO operations will be divided
into three co-equal divisions—housing. urban
renewal, and code enforcement, each headed
by a vice president. The three new vice
presidents:

Rt Rev Msgr Leo A. Geary, vice-chairman of
the Buffalo (N.Y.} Municipal Housing Authority,
to head the [public] housing division.

Albert J. Harmon, executive director of the
Kansas City (Mo.) Housing & Land Clearance
Authority, to direct the renewal division.

D. E. Macklemann, commissioner of the Com-
munity Conservation Board of Chicago, to pre-
side over the codes division.

Other NAHRO developments:

e The Public Housing Administration is shap-
ing up plans to revamp the nation's public
housing program, Commissioner Bruce Sav-
age disclosed. “We hope to have it ready for
submission to Congress next year,” he said.
He promised enthusiastic delegates that it
would end “the hodgepodge in relations be-
tween PHA and local authorities” and give
localities even “more autonomy” than they
won a year ago. He also wants to boost fed-
eral subsidies to public housing for the elderly
by about $120 per year per unit.

Savage, a former Dayton, Ohio realtor, is
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proving as popular with public housers as his
predecessor, Charles E. Slusser, was unpopu-
lar. “You bring in the bacon,” he confided to
one session attended by some 500 housers,
“and we'll fry it for you.”

® The Urban Renewal Administration is
trving to choose what they ought to do any-
way to upgrade blighted (or partly blighted)
neighborhoods. Tt has adopted new regula-
tions (Part 12) for a program it calls “re-
conditioning.” This applies to areas too far
gone to be fixed up, but where complete
clearance is not immediately possible, ex-
plained Director Leonard J. Czarniecki of
URA’s conservation branch. The idea is to
keep such neighborhoods from getting any
worse for at least ten years by rigorous code
enforcement and other weapons in the cities’
arsenal against slumlords.

“How can we expect property owners to
fix up their buildings if they know everything
is going to be demolished in ten years?”
asked a listener. “And even if they wanted
to, wouldn’t lenders balk?” Replied Czar-
niecki patiently: “All property owners are
being asked to do is what local codes require.
We should expect them to do that anyway.”

® FHA local directors—many of them—are
not “wedded to the 220 job” (ie are shirking
their obligation to help fight shums), con-
ceded C. Franklin Daniels, FHA’s special
assistant for renewal. But he added that many
localities are equally at fault. Tn Oakland,
Calif., for instance, one of the places where
he admitted FHA has come in for criticism,
“not a single [220] application has been filed.”
Cleveland’s rehabilitation director, Henry E.
Price, agreed: “If we do our part of the work,
we won't have any problem with FHA or
lenders.”

New NAHRO president is
professor, S&L executive

Dr. Karl L. Falk, NAHRO’s new president,
is so different from the usual-style NAHRO
head man—both in background and ideas—
that the housing world is in for a surprise
when it gets to know him.

No builder of housing empires, Falk has
actually suggested that his unpaid job as chair-
man of the Fresno (Calif.) Housing Authority
be wiped out by merging the housing authority
into the city’s redevelopment authority. And
he thinks Fresno’s 1,000 public housing units
are quite enough for now—at least until 1960
Census statistics on housing are compiled
and an impartial community council can
thereupon reappraise the need for more.

But Falk, a 49-year-old native son, is far
more than a genial—and deceptively easygoing
—citizen-leader in public housing. He is:

1. A professor of economics and head of the
social science division of Fresno State Col-
lege (enrollment: 6.,000). This means he
supervises a faculty of 30 teachers of anthro-
pology, sociology, political science, history,
economics, and criminology plus programs in
public administration and social welfare.
Falk himself teaches an upper division class
in comparative economic systems (ie Capital-
ism vs. Communism) and sometimes one in
elementary economics. On the side, he teaches
figure skating to the college’s ice skaters,

2. President (since its founding in 1957) of
First Federal S&L of Fresno (assets: $1414
million), which specializes in construction
loans to on-your-lot builders and goes heavily
into small towns on the west side of the farm-
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rich San Joaquin Valley where there are
big minority concentrations. First Federal
shuns FHA and VA mortgages entirely, cur-
rently charges 62 % to 7% interest for con-
ventional and construction loans plus a 1 to
3 point fee. But First Federal imposes no pre-
payment penalty.

3. A German linguist and scholar who has
lived eight years in Europe before and after
World War 2. In 1954-55, he was Fulbright
guest professor at the technical University of
Stuttgart. Last summer, he made his third

lecture tour in Austria and Germany under
State Dept auspices. Subject: US housing
and redevelopment problems.

Berkeley-born, Falk graduated from Stan-
ford University, took a Ph.D at the Uni-
versity of Berlin, where he met his wife,
Doris. Before World War 2, he contributed
articles to McGraw Hill magazines on Euro-
pean economic and technical topics. In
1957-59 he was a member of the US Na-
tional Commission for UNESCO. He has
been a public housing commissioner in Fresno
since 1950, chairman since 1954,

Renewal award spurns $2 million
more cash for design city wants

After a seesaw battle between beauty and
money, San Francisco has picked beauty and
handed its $60 million Golden Gateway job,
one of the biggest and keenest urban renewal
design contests ever, to a combine headed by
Boston contractor Lou Perini (owner of the
Milwaukee Braves baseball team).

The decision ends a sometimes stormy elim-
ination of eight also-rans (one quit), includ-
ing Builder Joseph Eichler. By far the hardest
to get rid of was the Kern County Land Co-
Del Webb combine which tempted the city
to forget design by offering $2 million more
for the land than the $8.5 million fair reuse
value established by the city.

Mayor George Christopher summed up the
judges’ sentiments by wistfully dismissing Kern-
Webb after a long second look—on the basis
of Perini’s lower rents, handsomer design.
negotiated extra amenities and the probability
he will be able to build sooner and so add
to the city’s realty tax income sooner.

A seven man panel of judges praised the
design as “remarkably sensitive with an inti-
mate, yet urban, character.” Architects: Wur-
ster, Bernardi and Emmons in association
with De Mars and Reay, with consultation by
Pietro Belluschi and Milton Schwartz, and

landscape architects Sasaki, Walker & Assoc.
The Perini plan latches on to San Fran-
cisco sophistication by picking up lines from
nearby Russian and Nob Hill towers in three
22-story slab apartments, five “point” towers,
and a 25-story office building. The city’s dis-
tinctive row house finds its counterpart in
groups of two-story maisonette town houses
set in rows on a pedestrian plaza atop a two-
level parking structure. Rents (steep for San
Francisco): efficiency, $110-140; one bed-

room, $140-210; two-bedroom, $200-290.
The 19.7 acre site (16.3 residential and
3.4 for offices and garages), lies on filled
land bordering San Francisco Bay and only §
min walk from the heart of the financial
district. Old lofts and warehouses, plus the
city’s traffic-choking produce market now
cover much of it. Fifty land parcels (70%
of the area), all being contested, must go
the long route of court condemnation suits
before construction can begin. Estimated con-
struction time: 3% vyears. One remaining
problem: can a ramp to the ugly, elevated
Embarcadero freeway on the edge of the
project be eliminated from the plans without
imperiling the profit-potential of the garage?
NEWS continued on p 70

Harry Redl

WINNER in the giant competition set up by San Francisco’s Redevelopment Agency to turn 20 of an
eventual 44 acres of bayside industrial slums into 2,174 apartments in eight 22-story towers and 106
town houses. The town houses will rise from a plaza which is the roof of two-story garages, them-
selves above grade, providing vertical separation between autos and people,
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1200 SQ.FT.—3 or 4 BDR’'S—2 BATHS. . .
By 20th Century Homes for.. .
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THE CLASSIC  shown with optional garage

THE RANCH COLONIAL

DUPLEX « RENTAL UNIT

THE CALIFORNIAN

4 B.R. MODEL
showing
optional

side garage

Housing's Great Breakthrough of the 20th Century

Delivered in three finished sections, they are erected complete . . . ready for
occupancy . . . in one day on the builder's foundation . . , at a firm finished price
by 20th Century Homes' own erection organization. Gone for all time are cost
uncertainties . . . production delays, and a finished cost $1500—$2000 under com
parable houses in most markets.

And yet . . . all of this in strikingly beautiful houses—that speak of guality in
every facet . . . incorporating an architectural variety capable of creating a com-
munity development of which the most discriminating builder can well be proud

Developed by the Scholz organization which first brought design, quality and
elegance to the manufactured house field, the specifications incorporate luxury
appeal throughout . . . beam ceilings . . . large family room-kitchen with mosaic
ceramic tile counters, pure vinyl floors, built-in range and oven, and beautiful
light walnut finish cabinets and doors with clear long lasting protective finish
. . . Separate dining room . . . sliding aluminum patio doors
. . . quality clear ponderosa pine colonial windows and exterior doors . . . insu-
lating sheathing . . . long lasting acrylic exterior finishes . . . mosaic ceramic tile
baths . . . optional 1009 DuPont nylon wall-to-wall carpet with 5 year warranty.

indirect lighting

Added to all of the obvious cost savings which the controlled assembly line manu-
facturing techniques make possible, the remarkable erection time eliminates
the need for construction loan financing (cost disbursements being made directly
out of closings) results in substantial cost savings as well as eliminating require-
ments for large amounts of working capital tied up in homes in process.

To insure the successful pre-selling of these houses which the price and luxury
design of this house make possible, 20th Century provides a complete display
model sales program including display model furniture package which accompanies
builder's first house, and a remarkable new 90% conventional financing program
in most areas in which buyer need not make first payment for six months from
occupancy. Where builder will take his profit in a second mortgage, house can
be sold on a no money down basis.

20th Century homes are available anywhere east of the Mississippi and north of
the Mason-Dixon line.

The number of builders who can be franchised to build in any area must of
necessity be limited. Your early investigation is advised. Call or send coupon
provided.

Copyright, 20th Century Div,, Plans Patent Pending
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« FULLY COMPLETED IN ONE DAY ...

$8950 on Your Foundation!

THE NEW ENGLANDER « with optional garage

i~ 1 THE SOUTHERN COLONIAL

i penire

3 B.R. MODEL
showing

THE 1200 SERIES THE NEW ENGLANDER « for narrow lots (40)

20th Century Highlights

@ Completely erected in one day ready for occupancy on builder's foundation. @ Quality ponderosa pine colonial windows, doors and millwork.
@ By 20th Century's own erection organization at firm price to builder—$8950*. @ Long lasting DuPont acrylic exteriors.
@ Finished cost $1500—%$2000 under comparable houses in most markets. @ Large family room-kitchens . . . separate dining rooms,
@ 90% conventional mortgage financing plan for purchasers in most areas—no @ Luxurious beam ceiling living rooms.
money down sales program if builder takes profit in second mortgage. Buyer’s ‘
payments start 6 months from occupancy. @ Aluminum sliding patio doors.
@ Complete sales and promotional program including advertising and display @ Luxury walnut furniture finish cahinets and interior doors.

model furniture.

@ No cash invested in houses in process—all payments disbursed from closings
on pre-sold program.

@ Crawl space or basement models. @ Indirect lighting.
@ Optional wall-to-wall DuPont nylon carpet with 5 year warranty.

@ Mosaic ceramic tile kitchen counters—pure vinyl floors.
@ Built-in range and oven.

@ Wide architectural variety in colonial styling.  +py s state Sales Tax where applicable

Please have your representative call on me with complete details of the 20th Century Program

Name Address Phone

| am interested in Project Building D “On Your Lot" Operation D
| have been building —_ homes per year in the § price range.

developed lots available,

I presently have

Mail to: 20TH CENTURY HOMES - 2001 N. Westwood, Toledo 7, Ohic HH
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PUBLIC HOUSING:

PHA stymies plan to build
housing cheaper, faster

An experiment by Philadelphia Builder Jo-
seph Singer to prove that public housing can
be put up cheaper, faster and better than it
now is (NEws, Dec) has been squashed.

Confronted with the threat of a long tax-
payers’ suit Singer reluctantly abandoned his
plans when he found that the Public Housing
Administration would give him no support.

Singer bought six acres from the city's
Housing Authority for $129,000. Under an
unwritten agreement with the authority, Singer
was to build 98 row houses privately, then
sell the property back to the Authority for
$1,119,503. Each unit, built to both PHA
and FHA standards, would have cost the
authority only around $11.800 instead of the
$17,000 it has been paying. ~

But the deal was challenged in a suit by a
civic association on the ground that it vio-
lated a state law which forbids the Housing

CANADA:

Government overhauls
law to spur housing

The government has just made what Works
Minister David Walker calls “sweeping
changes in the Natl Housing Act designed to
inject new life into the lagging housebuilding
industry.” Most builders call the moves too
little, too late to affect 1960 starts. The
changes:

¢ Home improvement loans are extended to
cover rental as well as homeowner prop-
erties*(HI loans, under which chartered banks
lend fixup money at 6% for ten years up to
$4,000 maximum, are off 45% this year from
59 (10,941 loans for $136 million).

e Family income limits are abolished on di-
rect government loans (they started at little
over $5,000 last year, were upped to over
$7,000 this year for larger families).

* Future direct loans made by CMHC will
be amortized over 30 years. This has been
allowed in the past, but in practice the loans
have been for 25 years. Private lenders may
also lend on 30-year terms but are expected
to continue their present practice of favoring
25- or even 20-year amortization.

* Two direct loans will be made immediately
available to each “bonafide” builder for model
home construction. This isn’t much use now,
suggests President Campbell Holmes of
NHBA. “It is already snowing on the
Prairies.”

® There will be more limited dividend loans
—on easier terms—ifor low-rent housing.

Needed: quality homes

President Stewart Bates of Central Mortgage
& Housing Corp says housing's pace is now set
by markets, not mortgage money.

Says Bates: “To a degree. fall off in starts
from 1959 to 1960 has been attributable to
the reduced supply of mortgage funds . . . But
demand has not been as strong; the number of
conventional loans has been lower . . .”

Bates’ prescription: “Demand must arise
from the superiority of the new unit over the
existing unit, and the price at which the builder
can offer this superiority. The future of house-
building depends on improvements in the
quality of new housing.”

Authority to sell any property it needs.

The authority and Singer were upheld by
common pleas court in Philadelphia. The
association appealed. Meanwhile, Singer and
Philadelphia’s development co-ordinator, Wil-
liam Rafsky, a prime mover in the experi-
ment, went to Washington to get the purchase
approved by PHA.

“Bruce Savage (PHA commissioner) ad-
mitted that what public housing needs is a
daring, pioneering program,” snaps Singer.
“But he said he couldnt do anything about
our plan unless it was approved by his coun-
sel, Lawrence Davern.

“l pointed out to Davern that our plan
would produce faster and less expensive public
housing and also wouldn't look like a run-of-
the-mill public housing project. Davern
sneered at the idea and called me a ‘bleeding
heart.” "

Singer says PHA offered to approve the
project only if 1) it was advertised and the
winning bid was approved by city council and
the planning commission, 2) Singer abided by

HOUSING ABROAD:

the Davis-Bacon Act, and 3) Singer put up a
bond equal to 20% of the sales price of each
house in order to guarantee that he would buy
each house back if the lawsuit ultimately went
against the Philadelphia Housing Authority.

“The first two conditions would have taken
a lot more time and added expense and red
tape,” says Singer, “but it was the third con-
dition that did it. They wanted me to take
all the risks, They wanted me to put my
head on an economic chopping block. They
weren't willing to share any of the responsi-
bility.™

So Singer threw in the sponge. To date he
has completed 17 houses which he has offered
for sale to the public for $11,990 (“I'll be
lucky to break even on them because of
attorney’s fees and the fact that the houses
stood around for nine months”). He plans
to develop the rest of the six acres for him-
self.

Cries Singer: “I guess the idea in Wash-
ington is if you don't do anything you can't
get hurt.”

France eyes adopting FHA setup

“We'll try to adopt the American system.
It's better.”

This is French Minister Pierre Sudreau
talking—in an exclusive interview with House
& HoMeE.

The US system of government aid to hous-
ing that Gen Charles DeGaulle's housing chief
has in mind is the FHA-centered method of
government backing for
high loan-to-value ratio
mortgage loans made
by private lenders.

As it is now inFrance,
most of capital to build
new homes and apart-
ments comes directly or
indirectly from the na-
tional treasury. And the national investment
has been creeping up, year by year, as Sudreau
struggles to overcome the worst housing deficit
in Western Europe—product of 46 years of
rent control which crippled the country's
housebuilding industry.

“It’s the whole financial system of French
housing that needs to be changed.” says Su-
dreau. Acting on his beliefs, he sent a ten-
man team of French experts to the US last
April to study how FHA and the US mort-
gage finance system works.

The first step in such a revolutionary over-
haul of French housing finance, Sudreau says,
must be to “create a new and bigger source
of private mortgage money in France.” Credit
Foncier, the 108-year old mortgage bank which
now finances perhaps 41% of new homes and
apartments in France, gets a hefty part of its
annual new investment funds from the Treas-
ury. Only a small percentage comes from
deposits by French families who want to buy
homes—with 25% to 40% down payments.
And over half the nation’s housing output is
still the equivalent of US public housing.

“We must also create capitalist enterprisers
who can build and sell houses,” avers the
suavely handsome Sudreau. He figures this
will take another five years. “For us, the
problem is to transform the French construc-
tion industry—to give them the same enter-
prising spirit as the American industry has,”
Sudreau explains, For 20 years from 1919 to
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“We must create capitalist enterprisers. . .
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1939, France had almost no homebuilding
(an average of only 90,000 units a year).
When you add the wars that prevented build-
ing entirely on to both ends of this drought,
France shows up with a 35-year gap in house
production (1914-1949),

In the two vears he has held the office,
Sudreau has also managed to stop the 12%
per-year climb in French construction costs,
which had prevailed since 1954. Of course, he
could not have done it until DeGaulle stabil-
ized the purchasing power of the franc. But
since the beginning of 1959, French construc-
tion costs have been stabilized. In June, they
showed a 2% drop. “We just want stability—
we are not trying to depress prices,” Sudreau
adds.

Meantime, his efforts to raise productivity
by adopting more US-type mechanization and
better organization of job management and
scheduling have yielded a sensational drop in
the average number of manhours per housing
unit. Sudreau’s figures show that it took 3,000
manhours to build a French house five years
ago, Today, he says the same house gets built
in 700 manhours.

As a result of the increased productivity
and stable costs, the price of completed homes
has remained stable in France for the last two
years, despite soaring land costs.

continued on p 73
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Even with its continuing shortage of h@us-
ing, France has become the only nation: in
western Europe to take definite steps to raise
the quality of housing built with government
aid. For instance, it has upped the minimum
square meter size of a three room apartment
built under the low-rent housing program
from 51 to 57 square meters. Says Sudreau:
“It's absurd in a country making a big effort
to raise the standard of living for its people to
build new apartments [most new housing in
France is apartments] which are small, not
comfortable and which will be slums in ten
vears. We want lodgements to be a means of
social advancement.”

Visiting the USSR, says Sudreau, he was
shocked by the tiny size of housing the Soviet
Government builds for its workers. “Two So-
viet apartments would equal about one French
apartment,” he avers. He says he told Premier
Khrushchev: “I don’t understand you Com-
munists. You say you have a state for the
workers, but you build them such poor living
quarters. . .” In setting standards for social
lodging (French equivalent of US public
housing), Sudreau says he wants apartments
built big enough so they will still be con-
sidered adequate housing 50 vears from now
—after you project how much living standards
may rise in that span of time.

DeGaulle’s government is helping to under-
mine Communist influence in France by de-
liberately giving workers in Communist-domi-
nated districts in Paris housing “like New
York's Fifth Avenue.” As a result, workers
“who were Communist are Communist no
longer” after they move in, says Sudreau.

Some two years ago, the DeGaulle govern-
ment granted landlords blanket permission to
begin boosting long-frozen rents, so they would
stop neglecting maintenance of France's (and
especially Paris’) ancient stone buildings.
(Paris is probably western Europe’s most
dilapidated capital.) Now, the DeGaulle gov-
ernment has agreed on new steps to encourage
landlords to maintain buildings and improve
them: an apartment in a good building may
have a rent increase of “5% to 20%, or 25%."
But in a badly kept building, rent will be cut.
“This will solve the perennial problems be-
tween tenants and owners,” says Sudrean.

How will buildings qualify as “good"? Ac-
cording to whether such items as elevators, in-
side bathrooms, modern kitchens are installed.

Are millions wasted
on military housing?
Continued from p 42

ance inspections. FHA still has the final say,
but it won't rule.

To charges of unjust inspection, Col Guy
H. Goddard, the USAF's housing division
chief, retorts: *“Every time you try to get
what you buy, you get this old cry of over-
inspection.” FHA agrees.

On the matter of over-programming, FIIA's
special assistant for military housing, James E.
Armstrong, says the waiting list for Capeharts
averages three times the number of units
available. Furthermore, on-post family con-
struction is limited to 45% of needs, leaving
55% for existing housing unless the base is,
say, in a desert. There is only $400-500
million left in the Capehart kitty, says Arm-
strong. Only 8 projects (4.000 units), are
scheduled for the fiscal year beginning next
July 1. He sees nothing really useful in the
formation of the MHA. “Too much sniping
away could cause Congress to ditch the whole
thing.”
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News

Manufactured homes keep sales up
despite slow market, HMA reports

“Home manufacturers are having a lot better
year than conventional builders: across the
nation housing is down about 20% while our
members’ business has dropped less than
10%.”

So said Clarence Wilson, Wilson Homes,
president of the Home Manufacturers Associ-
ation, at HMA’s 17th annual meeting last
month at Miami Beach. His confidence seemed
to be shared by most prefabricators and
their staffs at the conference. Some of the
bigger home manufacturers have actually in-
creased their production: Tnland Homes, Piqua,
Ohio, is up 8% and Richmond Homes, Rich-
mond, Ind. 10% on number of houses shinped
over the last year.

Why are prefabbers doing better? Savs Al
Hildebrand, president of Kingsberrv Homes:
‘When building drops off, home manufac-
turers can add on new builder-dealers be-
cause builders can use our help more than
ever.” (Earlier this year Hildebrand added
105 new dealers in 100 days and his produc-
tion of houses is up 28% for the year.) The
big Ture for new dealers is lower operating
costs and overhead.

Vacation-house market. HHFAdministra-
tor Norman Mason predicted a big prefab
market for vacation housing. Said he: “Bureau
of Census fizures show that we have gained
12.4 million houses since 1950 and lost about
3.1 million. So 15.5 million houses have been
built in the last 10 years in a period when
we only had 5.7 million new familv units
for them. A big chunk of the discrepancy
may be the second-home market. We do know
that the second home is going to be a big
factor in the future when all Americans have
more leisure time.”

Canadian home manufacturers already find
vacation housing a huge part of their market.
Colonial Homes of Toronto produces twice
as many vacation cottages as regular houses—
1200 vs. 600 per vear. Said Colonial’s Presi-
dent Walter Lindal: “T believe that something
like 60% of Canadian homeowners also have
vacation cottages.”

A big new market for the elderly was out-
lined by Neil E. Bahr, general sales manager
of General Development Corp of Miami (the
Mackle Bros). Said Bahr: “There are 16
million people over 65 years of age today and
in five years there will be eight million more.
This retirement market is the basis of our
business. We sell a way of life—a community
with plenty of recreational facilities—more
than we sell our houses. Mackle is in the
business of prefabricating lots. not houses.”
Home manufacturers believe that in low-
priced housing for the elderly they could
easily have a competitive edge over conven-
tional builders.

New land financing. Attorney Charles
Netter of Miami and Washington, who helped
write the Small Business Investment Act of
1958, spelled out how prefabbers can use it
to help dealers finance land. (News, April)
If a home manufacturer endorses a builder
dealer’s note. the dealer can get land develop-
ment loans from small business investment
companies. To qualify, the builder has to have
less than $2'% million net worth and have
made less than $150,000 net profit in the
prior year. When the builder’s land is platted,
the small investment company can supply

enough money to pay for sewage and water
installation. Under the Small Business Invest-
ment Act, says Netter, there is now $150
million waiting for the right borrowers.

HMA’s first research house project, sched-
uled for June ’61, will be aimed at building
up public acceptance of manufactured homes.
Plans call for about six houses across the
country, each one in a different regional style.
Said Jim Pease, head of the project and presi-
dent of Pease Woodwork: “We hope to use
present materials in some new dimensions. We
are not going to design the houses to fit
codes or FHA's MPS. We will design the
houses from the basic materials available and
we are going to use parts as big as we can.
We will do as much prefinishing of the houses
as possible and make the package as complete
as possible, that is, with prefabricated plumb-
ing and electrical lines, The house will be
about 1200 sq ft with 1% baths and de-
signed for a 60’ lot. We intend to use NAHB
and NLMA as consultants. Ten active home
manufacturers all want to build one of the
houses using a selected dealer.”

Money from the US. How much prefabri-
cators have relied on FNMA for mortgage
financing was disclosed by FNMA President I.
Stanley Baughman:

e Since 1954, FNMA has bought 23,245 prefab
housing mortgages with an unpaid principal bal-
ance of some $278 million. One of every 13
mortgages FNMA buys involves prefab housing.
e Average unpaid principal amount of the
prefab housing mortgages is $11,970 vs. $11,647
for conventional houses.

e 110 different manufacturers or brand names
of housing are represented by the mortgages.

o Properties lie in 41 different states and were
sold to FNMA by 446 organizations.

o Up to the end of August, FNMA had sold
mortgages totaling $485 million from its second-
ary market operation portfolio and of these
sales, $33 million, or 7% were prefab mortgages.

Past HMA President Eugene Kurtz, as he
has before, harped on the importance of the
low-priced market to the prefab industry. His
Inland Homes has sold 95% of its output this
year (up 10% from 1959) in houses retailing
for less than $11,000 with lot. But Kurtz
added: “In the higher priced classes we are
doing little to impress the home buyer. 1960
is the first real buyer’'s market we have had
in 15 years and too often the merchandising
and sales programs the housing industry uses
are outdated and stereotyped.”

Sonthern and middle western home manu-
facturers, working with dealers selling houses
on a “sweat equity” basis find that some of
them will give buyers credit for work not
done at loan closing time or they will inflate
the dollar value of the work the 