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High density lang uce: A roundup and 100K snrad at housing for an exploding population
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Congoleum-Nairn “spacemaker”™ width vinyl flooring flows from wall to wall as seamless as
broadloom. The uninterrupted pattern carries the eye from room to room to emphasize the open
expanse of your house . . . to make it look roomier. Shown here is Westernaire Inlaid Vinyl.

Gl

acemaker” width vinvl floors
P L ] y ]
dramatize the spacious look

. . . accent the extra living space
you've designed into your houses.
Congoleum-Nairn “spacemaker” width
vinyl flooring comes in rolls 6" wide.
Wall to wall, room to room, it seems to
“push back the walls"—helps you score
another |minl with vour prospects.

The heavy consumer demand for
inlaid vinyl sheet-goods can help you
sell houses. Take Westernaire® vinyl

flooring, for instance—it gives you the
extra sales magic of inlaid vinyl for only
pennies a square foot more than vinyl
asbestos tile. And Congoleum-Nairn
“spacemaker” width vinyl floor cover-
ings are EH.A. approved.

For samples of Westernaire, contact
your local flooring contractor or write
to Congoleum-Nairn, Inc., 195 Belgrove
Drive, Kearny, New Jersey.

Heavy national advertising is preselling
your prospects on the Congoleum-Nairn
“spacemaker” concept with room settings
like this. .. to help make your sales easier.

Congoleum-Nairn

FINE FLOORS




\ NUTONE 3000 SERIES

Wik fVesone 79o0d Fors are

DO YOU WANT FLEXIBILITY?

NuTone's “Select-A-Matic” Hood-Fan has it.
Your choice of 6 finishes, 4 Hood sizes and
3 Power Units, offers more than 140 Hood-
Fan combinations . . . for the best ventilation
in any type of kitchen. Non-glare light too!

WANT TO MATCH APPLIANCES?

. . . Or walls? Or cabinets? Our “Fold-Away"
Hood-Fan lets you do this, with whatever color
Insert-Panel you want. NuTone has 11 different
beautiful ones, or you can use your own. Hood
folds flush with cabinets when it's not in use!

A Syt foo boery Need

/Q'ﬁ&/tygwéﬁ® ———— SEE NEXT PAGE

\L' NUTONE 6000 SERIES

IF YOU DON'T WANT DUCTWORK

In such cases — our Non-Ducted Hood-Fan
is for you! No ductwork, no cutting, no loss
of cabinet space. Hood, Motor and THREE
Filters come in one complete unit that installs

under a cabinet, or on a wall . . . in minutes!

S T

DO YOU USE HIGH-OVEN-RANGES?

If so . . don't settle for less than NuTone's
“Roll-Out” Hood-fan, especially engineered
to do a really efficient ventilating job for both
range and the oven. Ducted or Non-Ducted
Models fasten easily to a cabinet or to a wall!

e
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You Pay No More for NuTone

Dependability

DELUXE TWIN BLOWER

POWER UNIT INSTALLED IN HOOD

Select the Select the Select the
Power Unit Hood Size + Hood Finish

A 3000 SERIES SELECT-A-MATIC HOOD-FAN

TWO CONCEALED LIGHTS
WITH SPECIAL LENS

ROTARY CONTROLS

BOTH POWER UNITS
HAVE CUSHION
MOUNTED MOTORS

A 5000 SERIES HEAVY DUTY HOODFAN

4-POSITION ROTARY CONTROL
SELECTOR SWITCH FOR
CORRECT HIGH OR

LOW FAN SPEEDS

CONCEALED LIGHT
WITH PRISMATIC LENS

A 1100-N SERIES “JET-FLO” HOODFAN

ODOR FILTER

GREASE FILTER

SMOKE FILTER

A 3400 SERIES NON-DUCTED HOODFAN

Powerful and Quiet

Here are features you just don’t get in other Hood-Fans.
That's why NuTone is more trouble-free . . . and blessed
with longer life. Best of all . . . it doesn’t cost you any
more to get NuTone's dependable customer-satisfaction.

Every time you buy NuTone Hood-Fans, you're getting
solid quality . . . not just in outward appearance . . . but
through and through . . . right down to the last part.
You can see for yourself in the four illustrations above.

WRITE FOR NEW DELUXE CATALOGS IN BINDER NUTONE, INC. DEPT. G, CINCINNATI 27, OHIO

See Previous Page



“What’s more, your plumbing is
all copper...Anaconda Copper!”

When a real estate salesman says, “All-copper plumb- For complete information about Copper Tube
ing,” he upgrades the entire house. “All-copper” is a for plumbing, write for Publication B-1, Anaconda
quality feature that prospective home buyers under- American Brass Company, Waterbury 20, Connect-
stand! They know it means extra-long service life . . . icut. In Canada: Anaconda American Brass Ltd.,
no costly trouble due to rust. New Toronto, Ont. 611753

This impact on buyers is the main reason why so
many home builders specify copper tube for water
lines and sanitary drainage. Builders also know it - =l %o o L
costs no more—often less—than rustable piping. AMERICAN BRASS COMPANY

HOUSE & HOME April 1062 Volume 21 Number 4. TPublished monthly by TIME IN( Rockefeller Center. New York 20, N. Y. This 5 published in Natlonal amd Westorn  editions.  Second-elass
postage pald at New York, N. Y. and at additional mailing offices; Authorized as second eclass mail by the Post Ofiee Department, ttuwa, and for puyment of posiage in ensh. subseription price $6.00 a yeur 3




FREE TECHNICAL BUILDING FACTS
Utility grade uses are illustrated .. . contains easy
to understand span tables. For FREE copy, write:
Room 44

WEST COAST LUMBERMEN'S ASSOCIATION
1410 S. W. Morrison Street » Portland 5, Oregon

WE ST WEST COAST DOUGLAS FIR
WEST COAST HEMLOCK
COAST

WESTERN RED CEDAR

LUMBER SITKA SPRUCE

WHITE FIR
MADE IN U.S.A,

HOUSE & HOME




THESE GRADE
“We specified STAMPS ARE USED
ONLY ON

UTILITY Fasr s
GRADE REGION

WEST COAST
WEST COAST LUMBER LUMBER
for framing our new

home,”

MILL 725

8] stL-STR

say

Mr. and Mrs.
Rosario J. Piazza,
West Linn, Oregon

MILL 10
“Like all homeowners, we wanted the most for our
money. We built a house several years ago and learned
that framing lumber doesn’t need to be pretty to be
strong. We talked to several builders and retail lumber
dealers when we heard about Utility grade. They all ® !
told us we would have a strongly framed house with
Utility grade™ and would save at least $300.00. Such a
saving made good sense to us, so every piece of wall /
framing lumber in our home is Utility grade West MlLL 10

Coast Lumber.”
You can use Utility grade in quality construction® =
®

.. residential or commercial. Although studding is the
W. C.-H.

most popular use, this grade is also used for joists,
rafters, sub-flooring, laminated decks and plank roofs®.
Ask vour local retail lumber dealer about “Coast Re-

gion” West Coast Lumber ... he's your local supply M“_L 1 0

Fg 15001

MILL 10

[SISTAND

MILL 725

UTIL

For WCLE Lumber grading
information, write:

“When used in accordance with FHA Minimum Properly
Standards for One and Two Living Units, FHA Bulletin
No. 300.

Designer: Ralph Olson

West Coast Lumber Inspection
Bureau, 1410 S.W. Morrison St.,
Portland 5, Oregon
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Save 3 to O
construction days
with N EYW

Once your framing is up, you're ready to Special, durable TUFCON Base is Specially formulated glass fiber tape is
go...fast...with TUFCON wonder wall. quickly, easily nailed to studs and joists. quickly stapled in place over joints.

NeEw TurconN Finish from United States Gypsum is a specially formulated
compound, spray-applied on a Turcon Base. Application is so fast, so
simple that a crew can complete an average six-room home in a single day
—you can save up to nine days on your building schedule!

Turcon Finish dries overnight to a remarkable hardness-25% harder than
concrete paving. Its super-toughness resists cracking due to flexure, and
assures virtually trouble-free performance, thereby minimizing call-backs.

To find how you can build more value and greater satisfaction into your
homes at less cost with new Turcon, see your U.S.G. representative; or _ |

mail the coupon. Scrape new TUFCON with a coin—
*T.M. of Plastering Development Center, Inc. the coin wears away, not the walll

b HOUSE & HOME




YOUR WALLS
ALL SET BY SUNSET!

S -GN 2 L S

Thin coat of TUFCON Finish is sprayed Troweling can be done right after spray- By end of day you're all setto decorate—
over tape and wall, ceiling surfaces. ing. In less than a day, the job is done. your house is ready to sell sconer!

UNITED STATES GYPSUM, Dept. HH-21
300 W. Adams St., Chicago 6, lIl.

RUSH full information on new TUFCON, the gypsum one-day
wonder wall, and name nearest licensed TUFCON contractor,

GYPSU M STATES COMPANY =
the greatest name in building - RO - o B

—————— e
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 SCALD-PROOF SHOWER CONTROLS

Put them all in a package and call it "Playproof”

Wrap up the many extras you now put in your homes
to make them safer and more carefree for growing
families . . . the 72% of home buyers with children
under 18. Merchandise this basic appeal with one
strong-selling ‘“‘playproof™ package. The Wall-Tex
Playproof Promotion gives you a chance to get extra
mileage out of the kind of features shown above,
and any others you'd like to highlight. Plus, of course,
Wonderful, Washable Wall-Tex. The promotion
includes everything from banners and stickers to
colorful folders.

Wall-Tex is both childproof and carefree. It is
durable and washable, can be sponged quickly when
you open your model home for showing, and again

8

when you ready it for sale. Economical, Wall-Tex
goes on in one easy application . . . helps save building
costs and eliminates call-backs because it hides cracks
and minor surface flaws.

Best of all, the decorative beauty of Wall-Tex and
its lasting quality are powerful selling factors. With
more than 300 patterns and styles to choose from,
you can provide the distinctive individuality that
impresses home buyers, Each home can be “custom-
decorated™ to avoid look-alikes.

The visible values of Wall-Tex and the Playproof i "

Promotion complement your selling to attract and
speed up sales to home-seeking families.
Write or call at once for the whole story.

COLUMBUS COATED FABRICS COMPANY

Division of the
Borden Chemical Company
COLUMBUS 16, OHIO
Wall Covering Division
Call AXminster 9-2112

HOUSE & HOME




“CreZon overlaid plywood pays for itself

-I’'m sold on it”

—Lawrence Patrick, co-owner
Patrick Overhead Door Co.
Belmont, California

Here’s a man who specializes in
the manufacture of overhead
garage doors for new housing
developments. He uses CreZon
overlaid plywood exclusively.
Here’s why:

“CreZon’s overlaid surface
holds paint better and there’s no
checking, splitting or grain rise.
We’ve used it consistently for 4 or
5 years. It’s about as weatherproof
a wood product as you can find.
We've given it many tests our-
selves —soaked it in tubs of water,
left it in the sun—nothing fazes it.
I'd say it pays for itself in the
trouble you save.”

Whether you use CreZon over-
laid plywood for doors, siding,
soffits or dozens of other applica-
tions, you'll find it works easily,
leaves no splintered edges, takes
paint beautifully. It helps you keep
your construction costs way down.

These leading manufacturers use
CreZon to produce the highest
quality overlaid plywood:

ANACORTES VENEER, INC.
Armorite

DIAMOND LUMBER COMPANY
Super Siding
CreZon Overlaid Plywood

EVANS PRODUCTS COMPANY
Evanite CreZon Overlaid Plywood

GEORGIA-PACIFIC CORPORATION
GPX Yellow Panels

GPX Green Panels

GPX Yellow

Bevelled Siding

ROSEBURG LUMBER COMPANY
CreZon Overlaid Plywood

SIMPSON TIMBER COMPANY
Medium Density Overlaid Plywood

ST. PAUL & TACOMA LUMBER CO.
Plyaloy

UNITED STATES PLYWOOD CORP.
Duraply

&y CROWN
ZELLERBACH

CREZON SALES
One Bush Street « San Francisco




Videne, a Polyester ilm-T. M. The Goodyear Tire & Rubber Company, Akron, Ohio

VIDENE gives a real wood look
at a composition board price!

VIDENE —new polyester surfacing film by Goodyear — trans-
forms ordinary composition board into beautiful paneling
for kitchen cabinets or walls » VIDENE offers beauty and pro-
tection — not on a short-term basis, but for keeps. * VIDENE
doesn’t stain from ink, water, alcohol, greases, lipstick.
Wipes clean with a damp cloth. Never needs waxing. * Doesn't
yellow, craze or crack. * You can buy clear VIDENE on fine
woods where it protects their natural warmth and beauty. Or

you can buy it on lower-cost plywood, particle board or other
materials, in solid colors or reverse prints of any wood grain
or design a camera can capture. * Panels laminated with
VIDENE can be sawed, drilled, nailed or otherwise fabricated.
And, of course, they don't have to be finished on the job. *
For complete information on VIDENE wood panels — and
where to get them—write Goodyear, Videne Surfacing Films
Dept. P-8736, Akron 16, Ohio,

GOOD/YEAR

VIDENE SURFACING FILMS

HOUSE & HOME



KINGSBERRY ANNOUNCES

How has Kingsberry, in a few short
years, become one of the nation’s “top
five”” volume home producers, as well as
“Number One” in the south?

Why are Kingsberry builders report-
ing greater sales and bigger profits than
ever before?

We believe you’ll know the reason the
moment you meet one of Kingsberry’s
five Regional Merchandising Managers
—men who back-stop Kingsberry’s pro-
fessionally trained sales representatives
—and who bring you something abso-
lutely new in service to home builders!
As specialists in selling homes for you,
they’re expert marketing counselors with
a thousand and one working abilities that
help make your sales strategy pay off.
And they come right to you, uniquely
qualified to help plan and execute your
individual, local marketing program.

Your Regional Merchandising Man-
ager is the man who has made intensive
marketing surveys for Kingsberry build-
ers. He's the man who’s chopped con-
struction costs in the most unlikely places
by showing just where and how you can
save with proper budgeting, scheduling,
expediting and cost control.

He’s the man who’s Johnny-on-the-
spot at model home presentations, the
man who's squeezed more power and

APRIL 1962

SOMETHING

ABSOLUTELY

NEW
IN SERVICE
FOR YOU

mileage out of advertising money, even
made suggestions on how to process
traffic and handle a signed customer!

He's a man whose value is inestimable,
vet comes to you at no extra cost, simply
because Kingsberry wants to pitch in and
help you with your program.

There are five of these men —trained,
experienced marketing men who are at

your personal service. One of them is
ready to roll up his sleeves and get to
work for you on a fast, effective, expert
approach to your problems . . . with a
program that from site finding to final
house sale is unequalled in the manufac-
tured home industry!

To meet your Kingsberry Regional
Merchandising Manager, write:
J. B. Nowak, General Sales Manager,
Dept. 5S4,
Kingsberry Homes, Ft. Payne, Ala.

Wiley Jones, 436 Frank Nelson Build-
ing, Birmingham 3, Alabama, serving
builders in Mississippi, Alabama, and
Louisiana.

R. G. (Dick) Koehler, 906 Third Na-
tional Bank Building, Nashville 3,
Tennessee, serving builders in Ten-
nessee, Arkansas, and Kentucky.
Chester Kingsman, 1077 Spring
Street North West, Atlanta, Georgia,
serving builders in Georgia and South
Carolina.

Robert C. (Bob) Smith, P. 0. Box
706, Atlantic Beach, Florida, serving
builders in Florida, Alabama Coast,
Mississippi Coast, Georgia Coast and
New Orleans.

Lewis Bazemore, 1822 Pembroke
Road, Greensboro, North Carolina,
serving builders in North Carolina,
Virginia, and West Virginia.

M

KINGSBERRY
e
HOMES

PROGRESS IN HOUSING THROUGH
ENGINEERING AND RESEARCH
Fort Payne, Alabama
Phone Fort Payne
(area code 205) 845 3550

Kingsberry services builders in Alabama,
Arkansas, District of Columbia®, northern
Florida, Georgia, Kentucky, Louisiana,
Mississippl, North Carolina, South Carolina,
Tennessee, Virginia®, West Virginia®,
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Build n
an elegant “extra”
at a practical price

Touches of luxury in a house often
clinch its sale. One elegant “extra”
that can help you clinch sales . . .
Fenestra metal folding closet doors.
Classic-inspired Fenestra folding doors
add a decorator’s touch to kitchen,
entry hall and linen closets, and other
storage areas . . . all at a very modest
cost to you.

They cost you less to buy and less to
install because each door comes as a
packaged unit—complete with hard-
ware, fittings, track. They install
easily in minutes. There are no extra
parts for you to buy or store.

Available in 8 standard sizes and two
heights (6’8" and 8’), Fenestra closet
doors come in 3 styles—Louvered,
Flush, and Classic (shown at left).

To put Fenestra metal folding closet
doors to work selling your homes, just
call your local Fenestra representative
(he’s in the Yellow Pages).

MR. BUILDING MATERIALS
DEALER:

If you're interested in brightening your
profit picture by selling Fenestra folding
doors, write us today, Department HH-42,
4040 W. 20th St., Erie, Pa. Choice distrib-
utorships are still available,

enestra

INCORPORATED

STEEL CURTAINWALL SYSTEMS e CELLULAR STEEL ROOFS
FLOORS, WALLS e METAL DOORS » GUARD SCREENS

APRIL 1962 13



“Our nine Ford Econolines
cut operating costs

$200 a month”

says William Dunnagan, Vice President and General Manager of Dunnagan’s, Inc., Leesburg, Florida

‘“Last year we traded 12 conventional trucks for 9
Ford Econolines—7 pickups and 2 vans. Our
books show that the switch to Econolines cut our
truck operating costs by $2,000 during the first
ten months. And this saving, based on reduced
gas, oil, tire and maintenance expenses, occurred
during a period in which we nearly doubled our
business volume. Our good reputation for high
guality, on-schedule roofing, heating and air con-
ditioning installation didn't suffer, either.

“Econcline Pickups are especially well suited
for our installation hauling needs. Their big cargo
area and easy loading are ideal for bulky loads of
insulation, ductwork, sheet metal and heating and

air conditioning units. Our Econoline Vans are
workshops on wheels. They are custom-fitted with
bins for repair parts, welding equipment, piping
and tools. Repairmen just open the wide side
doors to a full-sized workbench and parts crib.

“We've owned Fords since the Model T, and
they've never let us down. Although our nine
Econolines have been going for a total of about
120,000 miles they've been virtually free of repair
bills . . . and we've only had to put in oil during
routine changes. Econolines have even inspired
improvements in our methods that enabled us to
get more work done without adding more trucks
.. . and without impairing customer service."

Solid testimony that Ford’s full-time economy only starts with low price!

FORD TRUGKS [ ]

COST LESS ~ |

PRODUCTS OF MOTOR COMPANY

HOUSE & HOME
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The
textured

siding that

New Gold Bond Classic-Shake Is
colored deep down. And there’s color
in the exclusive Plasticrylic® coating
that protects the siding against
weather and wear.

Top layers of this quality asbestos-
cement siding are impregnated with
color. Possible only through Gold
Bond'’s wet-laminating process. And,
as the felt is drawn out of the colored
slurry, all fibers are in one plane, with
interlocking fibers supporting each
other. This adds strength and dimen-
sional stability.

Gold Bond Classic-Shake gives you
a wonderful selling story. “Can’t rot,
or dent. Fireproof and termite-proof.
Never needs painting. Yet it costs
very little money.”

And when you install this nationally
advertised product, you’ll find it
goes on easier and faster. Gives you
a better job with fewer complaints.
For sample and technical informa-
tion, write Dept. HH-42.

BUILDING PRODUCTS

NATIONAL GYPSUM COMPANY
BUFFALO 13, NEW YORK

HOUSE & HOME




STEP  T0 M'%/ CANOLECTRIC BUILT-IN CAN OPENER

This built-in can opener is demonstrating its ability to stimulate
the sale of homes. Not just another gadget to sit on a counter — the
Trade-Wind Canolectric mounts flush in a wall or cabinet —
out-of-the-way...yet always convenient as a necessary accessory
to modern living.

Priced right — performs right — and gives you the plus you need
to sell the kitchen. Available in stainless steel or antique copper.
Ask for complete information.

DIVISION OF ROBBINS & MYERS, INC., 7755 Paramount Place, Pico Rivera, California * Dept, HH

APRIL 1962 17
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...in aluminum siding

Home builders all over the nation are switching to aluminum sid-
ing. Thereason: it works better, looks better, goes up faster, pleases
home buyers because of its low maintenance. New Kaiser Alumi-
num House Siding will help you profit from this trend. Available
in clapboard, V-rustic and board-and-batten, in white and popu-
lar colors. See what it can do for your sales. Write: Kaiser
Aluminum, Room 665, Kaiser Center, Oakland 12, California.

I(A/s@g—-
ALUMINUM

HOUSE SIDIN®
B A AR

Watch Follow the Sun weekly on the ABC-TV Network




atewa If" Sliding Glass Doors

The GATEWAY Door has a unique threshold, specifically designed with the
sliding door unit on the outside to minimize sill area exposed. This pro-
vides maximum protection against water seepage. Twelve standard sizes,
in 2, 3 or 4-panel units, single or double glazed, with clear or tinted glass.

Two kinds of
TWINDOW
Insulating

Glass:

' Metal Edge
. .. framed in
stainless steel,
iideal for
picture windows
_..and sliding
- glass doors.

Glass Edge
. . for operating
sash, such as
~double-hung,
~ casement,
awning and
other style
i W| nd%o

TWINDOW®—the ideal insulating glass for all types of windows. Keeps house

cooler in summer—warmer in winter—cuts cooling and heating costs—helps to
control temperature and humidity levels. Minimizes downdrafts.

32 HOUSE & HOME




PPG quality helps you sell homes

PPG products give your homes the built-in quality,
the spacious indoor-outdoor feeling
home buyers are looking for

QUALITY often makes the difference between
a near or completed sale. Glass gives your
homes built-in quality—features that add to
gracious living—that contribute to comfort
summer and winter—that add a spacious in-
door-outdoor feeling. You'll find homes sell
faster, easier when you include nationally

recognized PPG home building products.

Successful home builders are using more
glass for making homes attractive, economi-
cal, comfortable and easy to maintain. For
more information on GATEwWAY™ Sliding
Glass Doors, write for your free copy of the
new GATEWAY brochure, Pittsburgh Plate
Glass Co., Room 2038, 632 Fort
Dugquesne Blvd., Pittsburgh 22, Pa.

°PittsBURGH PLATE GLAss COMPANY

Paints —Glass—Chemicals—Fiber Glass
G In Canada: Canadian Pittsburgh Industries Limited

HIGH-FIDELITY® MIRRORS—on sliding wardrobe doors offer
built-in convenience for the housewife. Rooms look and feel
larger. Doors are easy to install and are reasonably priced.

PENNVERNON® GRAYLITE™—the neutral-gray tinted win-
dow glass that filters out the harsh glare of the sun’s rays
while admitting required light for comfortable viewing.

APRIL 1862




THERE'S STILL

TIME

TO GET IN ON THE BIG

WESTINGHOUSE
SWEEPSTAKES!!!

PredICtIUH' Westinghouse-equipped Homes are going to e How you can build a valuable prospect list from Sweepstakes
sell like hot cakes this spring. Why? Because they’ll be pro- entries

moted nation-wide by the most powerful type of backing
known to the building industry. A regionally organized Sweep-
stakes designed to send qualified traffic to participating de-
velopments. If you can have a Westinghouse-equipped model
home ready by June 1, your Westinghouse Residential Sales
Manager wants to hear from you. Call him now. Ask him to
tell you all about. ..

® How Westinghouse provides every help you’ll need to make this
promotion pay off at your model home

@ The Westinghouse residential marketing program that works for
you all year round: One man to contact; one plan, tailored to your
project; one brand on a matching line of quality products.

Time’s getting short! pon'tdelay! Callyour Westing-
house Residential Sales Manager today. Remember . . .
opening day is June 1st!

® The simultaneous coast-to-coast announcement on TV and in
print (May 29th on ABC and in the Saturday Evening Post)

® The Post’'s merchandising support in food stores and on news-
stands

L]
@ The 665 Sweepstakes prizes awarded on a regional basis WEQI ngh 0 use

® How your model home becomes Sweepstakes Headquarters

You can be sure...Iifit's

34 HOUSE & HOME




available as either a cooling unit or heat pump, WhispAir
solves the air conditioning needs of any size or style
of home. Both 18,000 and 22,000 BTU sizes are fully
rated, certified by ARI. Performance is tops. Service is
practically nil...we have engineered the problems out!

Look into the WhispAir opportunity for offering central
air conditioning as that standard extra that moves
houses faster. Ask your professional Westinghouse air
conditioning contractor to look over your plans. Or write
to: Westinghouse Air Conditioning, Staunton, Virginia.

You can be sure... if it's Westinghouse. “Trade-mark

APRIL 1962
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ny Westinghouse
conditioning
new homes out

WhispAir

by Westinghouse




Free use of structural wood elements gives this dining room a
light, airy appearance. Posts, rafters, paneled ceiling, and plank
flooring create an open pattern. Note the built-in bar of wood.

HOUSE & HOME




Only WOOD adds such good taste to
dining rooms . . . such sales appeal to homes

Richly paneled walls contrast with the dark sheen of strip flooring to give
this dining room a dignified, formal atmosphere. The painted wood
rafters of the ceiling contribute to this effect. Wood helps clinch the sale,

This cheerful, informal-look-
ing dining room gets a rustic
quality from the wood that
surrounds it on all sides. Pan-
eling on walls and ceiling,
laminated beams, door and
window frames are all wood.

APRIL 1962

Like the specialty of the house, the dining area of the house can be
the builder’s special pride. Its recipe clearly calls for wood . . . to make
the room as appetizing as the meal. Whether the plans specify a
formal dining room or an informal corner of the living room, you
can establish its character by the proper choice of wood paneling,
flooring, and trim. In each, the variety of tones and grain patterns
is as bountiful as it is beautiful. The price range is equally wide.

Deeper down, wood adds structural integrity to the walls, floor,
and ceiling of a dining room . . . or any room. For many a prospect,
in many a way, wood adds sales appeal to any home you build.

Dining rooms of wood are handsomely featured in NLMA’s adver-
tisement in the March 2nd issue of Life. For more information on
building better homes of wood, write:

NATIONAL LUMBER MANUFACTURERS ASSOCIATION
Wood Information Center, 1679 Massachuseits Ave., N. W., Washington 6, D. C,
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Ever walked barefoot on a slab floor in the middle of January?

What's the best way to keep your customers from getting
cold feet? Build maximum comfort into your slab floor
houses with Scorbord® perimeter insulation and Polyfilm®
polyethylene film vapor barriers. Both are guality prod-
ucts of The Dow Chemical Company. Both are effective.
Both are low cost.

Scorbord insulation (patent applied for) is flame re-
tardant and prescored to convenient widths. Just snap
off whatever you need. This rigid, foamed insulation
board stops heat loss from the slab, keeps its high
insulating efficiency year in and year out. Scorbord
contains millions of tiny, separate air cells which resist
the passage of heat, water and vapor. And, because it

stays dry inside, insulating values are permanent. So is
the comfort you build in.

Used as a vapor barrier, Polyfilm is laid on the tamped
fill. Then the floor is poured over it. Period. Polyfilm
remains strong, flexible and inert under even the coldest
and wettest conditions. Floors stay dry forever. Eco-
nomical Polyfilm finds many other applications in the
building business. Material and equipment covers. Tem-
porary enclosures. Temporary windows. Coverings for
curing concrete, These are a few.

Would you like to have more information on Scorbord
and Polyfilm? Contact your building supply dealer, or
write us in Midland, c/o Plastics Sales Dept. 1310BP4.

THE DOW CHEMICAL COMPANY 4@} Midland, Michigan
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Multiply your profits... with multi-family
buildings — HARNISCHFEGER TOWN HOUSES and APARTMENT
HOUSES' Low-cost housing for high-cost land — a sound investment with
high income potential and good tax advantages.

Harnischfeger offers design wvariety, fast P
construction, maintenance economy...plus '
complete land, building, and management
planning which assures maximum profit
or return on your investment...
everything necessary to assure your
success in this specialized market.

Now’s the time to contact. . .

HARNISCHFEGER |
HOMES, INC. |

PORT WASHINGTON, WISCONSIN

%4 to 16 family units — 1, 2, of 3 bedrooms
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Emil Hanslin, developer of New Seabury, scans a plat of his revolutionary development.
Associated with Hanslin in the architecture of New Seabury project are Pietro Belluschi,
Dean of Architecture, M.L.T.; Bedar and Alpers; Robert Damora; Robert Woods
Kennedy; Wm. Diaz Warner; Royal Barry Wills Associates.

and RCA WHIRLPOOL appliances

A laundry is an integral part of each
New Seabury design. Buyers have
the option of the RCA WHIRLPOOL
ULTIMATIC, the famous “washer
that also dries clothes."” Shown:
Model HC-55 gas Ultimatic.

RCA WHIRLPOOL REFRIGERATORS offer a This RCA WHIRLPOOL GAS
full range of features such as the lceMagic® RANGE looks like a built-in, but
automatic ice maker, Jet-Cold* Shelf, and No- it's free standing and can be in-
Frost. Refrigerators are aptional in New Seabury stalled in minutes. Low in cost,
homes. Shown: Mark 1400 refrigerator-freezer. high in value, with oven window,

choice of colors. Model HG3120.

Use of trodemarks §g4 ond RCA autherized by trademark owner Radio Corporation of America

Manufacturer of RCA WHIRLPOOL Automatic Washers ® Wringer Washers ® Dryers ® Washer-Dryers ® Refrigerators
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shape 1n daring

new community

on Cape Cod!

4000-home plan utilizes
“cluster-zoning” principle

Original both in concept and execution, the group of
eleven planned villages comprising New Seabury on
Cape Cod represents a radical new attempt to in-
tegrate homes with land resources more effectively.
Starting with the raw material of some 3000 acres of
wooded hills, waterfront, beaches and pond-studded
marsh, Hanslin Associates have evolved a plan that
makes the natural charm of the area readily avail-
able to the entire group of future home owners, and
maintains privacy without requiring extensive land
ownership on the part of the individual.

Actually, the principle of cluster zoning is a sophis-
ticated adaptation of the “common land” idea, dating
back to earliest colonial days, but instead of grazing
cows, natural beauty is encouraged. Another ben-
efit of the New Seabury plan is the architectural
variety it allows without confusion. Owners ean pick
and choose, confident that the home they choose will
blend into the landscape and “fit"” with its neighbors.

According to Emil Hanslin, developer of New
Seabury, his group is dedicated to creation of a “new
mode of life’” rather than construction of a town or
development, and to that end the plan includes ex-
tensive outdoor recreational facilities, including four
beach clubs, yacht clubs, tennis courts, bridle paths,
woodland walkways and golf courses.

are featured in the modern kitchens!

Another convenience...an RCA WHIRLPOOL
DISHWASHERis builtinto every home. Handles
large loads with ease, offers panels in colors or
can be customized with any material up to 14"
thick. Model FU-60B.

No garbage cans in New
Seabury! RCA WHIRLPOOL
DISPOSER with exclusive
automatic reversing system
adds an extra touch of value
to each home. Model SHD-31,

Hanslin Associates have discovered what many de-
velopers from coast to coast are aware of —that with
RCA WHIRLPOOL appliances, it is possible to provide
more kitchen value and hold costs down at the same
time. How? First, with our good, solid quality and
down-to-earth features, Then, with one-source order-
tng for a full line of gas and electric appliances that
maximizes your discounts . . . minimizes your paper
work. Better color and design coordination, too . . . no
more mismatching. Common gas-electric cutouts per-
mit fast substitution at no cost increase. Easy as
1-2-3 . . . more value, less cost. Another reason we
invite you, too, to join up ... it's easier to sell homes
with RCA WHIRLPOOL than sell against them!

Your greatest assef is our quality performance!

W CORPORATION

Contract and Builder Sales Division, Administrative Center, Benton Harbor, Michigan

® Freezers ® Ice Cube Makers ® Ranges e Air Conditioners ® Dishwashers ® Food Waste Disposers ® Dehumidifiers
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FIRST BOOK ON ALUMINOM

LXCLUSIVELY FOR




SIOING DESIGNED €7
DULIERS s

BY ALCDA, OF COURSE]

Hot off the press: never before such a book on aluminum siding

. . 24 pages jam packed with data! Markets. Sales tips. Answers > o
to your questions. Builders’ testimonials. Moneysaving installa-
tion pointers! Details on advertising and promotion. You'll never
see anything more complete, more helpful or more downright
valuable . . . and it's yours now free for the asking!

e o e i e s s . e o e e o e o o o e o o o T . o —— e —

Alcoa Building Products, Inc.
1850-D Grant Building
Pittsburgh 19, Pa.

RUSH postpaid my FREE copy.

Name Title

Company.

Address

City Zone State
[ Builder [ Wholesaler [ Dealer

[0 Send data on Alcoa® Aluminum Gutters and Downspouts

o sy i i e e M e e i i R i e i

|
|
|
I
|
|
|
|
1
i
1
|
!
|
|
|
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I
I
| .

[] Send data on Alcoa Aluminum Fascia and Soffit

I 'ALCOA | 'ALBDA, I 'ALCOA,
I ‘BIDING E.‘:'Jf.fé'ﬁu‘.‘;"rg sn;;é';a\pf:

CAREY MFG. CO., THE FLINTKOTE CO., MASTIC CORP.
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B. Convection Baseboard - Fast-action rod-type heating C. Trio Ceiling Unit- Heat, lights, ventilates, DUO Ceiling
unit with newly designed honeycomhb heat cells provides Unit is a combination heater and wventilator. Forced Air
quiet, efficient heat transfer. Low, safe surface temperature. Ceiling Heater also available to give fast-action warmth. All
Automatic control by built-in or wall thermostat, three units easily installed in bathroom ceiling.

D. Vycor Infrared Heater-Use indoors or outdoors for E. Bathroom Convection Baseboard -34” in length, this
quick, efficient infrared heat where ordinary heating is in- new heater is finished in chrome and white to mateh standard
effective. Vycor silica glass tube by Corning. Special model fixtures. Thermostat control end-mounted for easy access.
for bathrooms with enclosed heating element. Same heating components as Convection Baseboard B above.

HUNTER - : = MAIL FOR CATALOG: Hunter Division—Robbins & Myers, Inc.
ELE{EI\?'C ( B 2430Frisco, Memphis 14, Tenn. Send complete dataon _A__B__C__D__E to:
5 Mo / : Name Company
Address
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cut painting
costs in half with G-P
FACTORY-PRIMED
REDWOOD BEVEL
SIDING

Georgia-Pacific does half your painting! No on-site prim-
ing . ..50% of total paint coat FHA requires is already applied . . .
finish paint goes on faster, smoother. Primer is off-white, works
with any finish color. mFactory packaged. Plastic-coated,
heat-sealed packaging protects siding during storage, shipment
and on the job site. Handles easier, gives better inventory control

. slip sheets between each piece prevent surface scuffs during
handling. m Finish failure reduced. Siding is back-sealed to
control moisture movement . . . to prevent blistering.

Careful processing produces superior siding . . . G-P
primed vertical grain bevel siding is carefully kiln-dried to a specific
moisture content. Primer is sprayed on to a controlled thickness
and then is baked in an infrared oven. This produces a durable,
tough paint bond that penetrates the wood and gives the perfect
surface for finishing with a single coat of good paint.

~ FACTORY PRIMED

send for free sample

Georgia-Pacific Corporation, Dept. HH-462,
Equitable Building, Portland 4, Oregon

Please send sample of G-P Primed Redwood Bevel
Siding and full details.

Name._ ________ i) -

Address_____ ——
City B L || T s State
GEORGIA-PACIFIC

plywood«lumber +redwood+hardboard « pulp+papercontainers+chemicals




A-M PAINTS NEW

Reduces Selection of

A Unique and Practical Approach to
Exterior and Interior Color Styling

A-M’s new Color Styling Service—a functional plan never before offered—
is designed to help architects and builders provide homes of wider appeal. Based
on A-M’s exciting manual, ““Attitudes on Color and Light,” the Service includes
custom-styling of exterior colors to your particular community of homes, as well as a
revolutionary approach to the selection of harmonious interior colors.
Read more about A-M’s unusual Color Styling Service on these pages and
mail coupon for complete information.

T e S e R ]

- T oy,

A-M Pre-Plans Exterior
Colors to harmonize
with your Architectural
Designs and Plats

It’s the first impression—or *“ Curb Appeal” —
that attracts prospective home buyers. Inter-
esting architectural design and plat are not
enough, but add special color coordination
and you create a harmonious community of
homes with maximum acceptance. A-M pre-
plans the exterior color styling of your homes
before recommending color combinations that provide harmony with regard to their specific architectural
in individuai_units as well as the entire community. design, the street layout, and landscaping. By
B using this Service you’re sure to attract more
b prospects, minimize indecision and reduce

selling time.




COLOR SERVICE

Residential Colors to a Science

Scientific Treatise Reveals New
Attitudes on Color and Light

Created to help builders and home owners solve color
and lighting problems in the home, this new manual
considers the importance of personal attitudes. These
attitudes permit the choosing of colors to do some-
thing for the individual, enhance the architecture and
provide decorative or even functional guidance.
Chapter headings include: Attitudes in Color Choice,
Lighting, Judging the Appearance of Colors, The
Builder’s Color Problems, and The A-M Color Palette.

i |
%
£
5

Ceiling-to-Floor Swatches of
A-M Reference Colors Clarify
Interior Selections

The technique of using Reference Colors per-
mits the judgment of contrast between these
colors and furnishings to determine if the
desired effect will be achieved. It is difficult
to estimate the change in appearance a small
swatch undergoes when the color is applied to
a wall. But by using A-M’s eight foot Ceiling-
to-Floor Color Swatches it is possible to view
Reference Colors under different levels of
illumination, shadows and highlights, and
achieve a more precise overall impression of
the desired result.

MARTIN MARIETTA CORPORATION
A-M Paints Chicago 11, Illinois

PAINTS

Gentlemen: Please send me:
[ The new A-M Manual, Attitudes on Color and Light
0 Complete information on your Color Styling Service

® . -
Mark of Quality Name Titke ;
Company
Address
MARTIN MARIETTA CORPORATION City o

=

Chicago 11, lllinois
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NEW! Zow Lo Ca rpet Tones

. .. make possible custom floors in tract homes!

The luxury look of carpet costs so little when you install Carpet Tones in Vina-Lux
vinyl asbestos tile. Their soft, warm colors and subtle patterning are perfect complements
to any interior—help you market more house at no extra cost. Vina-Lux

Carpet Tones install quickly and economically over conerete—ahbove, on or below
grade—or over wood or plywood subfloors. Ask your Azrock dealer to show you the

complete Vina-Lux line—over 60 colors and styles for every builder requirement.

another fine floor by AL ROC!Q

Nationally advertised in Saturday Evening Post, Better Homes and Gardens, Ladies” Home Journal, McCall's, House Beautiful, House and Garden and others.
For free samples, model home merchandising kit, write Azrock Floor Products Division, Uvalde Rock Asphalt Company, 5528 Frost Building, San Antonio, Texas.

V-202 Beirut

i
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D 3 2! Carpet Tones
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Roundup:

S&Ls fight federal threat of dividend control

No sooner had savings & loans wiggled out of the tax noose commercial bankers
had been fashioning for them (see p 65) than they ran into fresh trouble: threats
of dividend control by Chairman Joseph P. McMurray of the Home Loan Bank
Board (see p 57).

McMurray is the first chairman of the HLBB who has screwed up his courage
enough even to mention this touchy subject in public. He spoke up after West Coast
S&Ls, spurning his warnings to hold dividends to shareholders down, boosted them
from a prevailing 4.6% to 4.75% (maverick Bart Lytton went to 4.8% ). The
higher dividends, said McMurray in a Boston speech, may lead S&Ls either to 1)
cut their reserves or 2) to reach out for “marginal loans of dubious value.”

It is noteworthy that McMurray used diplomatic language in airing his personal
views. “We are considering and studying the possibility of going to Congress and
obtaining legislation . . .,” he said. Actually, the board cannot go to Congress with-
out Presidential approval. And S&L objections to the whole idea look strong enough
to kill such legislation even if the Administration does seek it. (A few S&L men
favor controls. )

But note, too, that McMurray also mentions the possibility that the bank board
might change its rules to let insured S&Ls lend throughout the US. (They are now
confined to a 100-mi radius of their home offices.) This could bring a lot of new
mortgage loan competition to the fast-growth West. So it might accomplish the same
Administration aim: keeping home loan rates low.

Truth-in-interest bill gets Presidential nudge

Sen Paul Douglas’ (D, Ill.) bill to require lenders to disclose to borrowers the true
annual interest cost of loans has been meandering its way through Senate hearings
for a year amid indications it wouldn’t get too far. But now that President Kennedy
has thrown the weight of Administration endorsement behind it, its chances for
passage look a lot brighter.

Kennedy’s proposal was part of his catch-all program to protect consumers. In
housing, it would cover mortgage loans (but not affect them much), home repair
loans, and shell house installment sales. The latter two might be hurt if customers
find out how much they really pay before they sign on the dotted line.
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In his message to Congress, the President said
testimony before Douglas' subcommittee on truth-
in-interest shows “a clear need for protection of
consumers against charges of interest rates and
fees far higher than apparent without any real

need on the part of borrowers of the true amounts
they are being charged . . . Excessive and un-
timely use of credit arising out of ignorance of its
true cost is harmful both to the stability of the
economy and the welfare of the public.”

Drive to impose anti-bias rules on housing takes new tack

When President Kennedy shelved plans to keep a campaign promise by issuing an
Executive Order barring race bias in federally aided housing, word began circulat-
ing in Washington that the housing agencies might act in subtler ways to try to ac-
complish much the same thing. Now, a new FHA pact with Pennsylvania’s Human
Rights Commission (see p 55) makes such prophets look clairvoyant. FHA says it
will bar any builder or lender from future FHA commitments if he violates the stiff
Pennsylvania anti-bias law. The language of a letter FHA Chief Hardy wrote the
commission leads builders to cry that FHA may act before they can exercise their
right of appeal to Pennsylvania courts. Not true, says Hardy. But a lively rhubarb

is underway, and some Congressmen are muttering privately.

WASHINGTON INSIDE: The giant East
Coast storms revive talk of federal flood in-
surance. The 1956 flood insurance law result
of the major New England floods of 1955, is
still on the books, but Congress never appro-
priated any money to carry it out. Most of the
beach property wrecked by high winds and
tides was not covered by insurance—because
almost all policies carry a water-damage ex-
clusion clause. Lack of flood insurance inhibits
construction of vacation homes on the sea-
shore and also makes mortgage money more
costly where it is available at all. President
Kennedy told a press conference he would
look into the problem.

MARKET MURMURS: Builder Bill Levitt
has turned away from FHA and VA loans.
For his newest tract at Matawan, N.J. (55
minutes commute from New York), Levitt
has arranged a $30 million commitment for
for 30-year coventional loans at 5% % or 6%
from Dime Savings Bank of Brooklyn. Down

payments will go as low as 5%, with a small
second mortgage. This will mean only $100
or $200 more down than under FHA for a
30-year loan—and monthly payments will be
about the same, says the bank. Levitt has an-
nounced plans to build 1,310 homes priced
from $17,000 to $26,000.

The government has started to gather figures
to fill a big gap in housing statistics: sales and
unsold inventory. But it will be early summer,
says Census, before first returns will be di-
vulged. The government will ask from 500 to
800 builders monthly not only about sales and
unsold homes on hand, but also about such
items as prices of new houses and these char-
acteristics: area in square feet, number of
stories, baths, bedrooms, built-in equipment,
and whether there is a basement. Some of the
data will be announced monthly, some quar-
terly. HHFA is paying Census $125,000 for the
work with its research funds from the '61 hous-
ing law. It asks Congress for $225,000 to con-
tinue next fiscal year. NEWS continued on p 52
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HOUSING MARKET:

Sales spurt hints housing may be
poised for a moderate upturn

You won't find any indication of it in February housing starts (see below). The
seasonally adjusted annual rate of private nonfarm starts sank 10.3% to 1.11 mil-
lion in February. But starts look more and more unreliable as a housing barometer.

Builders across the nation report sales spurted during February—even in such
soggy markets as Florida where FHA and VA have just banned new commitments
on speculative homes until the unsold inventory drops. Bullish reports come from
builders in such cities as St. Louis, Dayton, Indianapolis, Denver, San Francisco,
Seattle, and Tacoma. One reason: builders expect costs to rise only about 12 %
this year; incomes may well go up more than this. In Dallas, unsold inventory
shrank nearly 50% (from 853 to 435 units) in the single week of Feb 23-March 35,
according to home builder researchers. Predicts President Otto L. Preisler of
Home Federal S&L, Chicago: “With sales running ahead of starts for some builders,
spring could see an encouraging upturn in one-family homes.”

FHA Commissioner Neal Hardy, using fiscal years (July 1-June 30) as his yard-
stick, predicts 1.35 million private nonfarm starts for the current year, and 1.5
million in fiscal 1963. (He expects FHA's share of the market to rise from 20%
in '61 to 25% by '63, too.)

And House & HOME's sister magazine, FORTUNE, forecasts that outlays for
housing will rise 10% this year (calendar 1962) to about $25 billion. This includes
motels, hotels, and college dormitories. But housing starts should climb to an an-
nual rate of 1,450,000 units in the second half of the year, compared to only
1,344,000 in the last quarter of 1961. Most of the strength comes from apartments.
Last year, builders started 290,000 multi-family units (22% of all starts) for the
best apartment year since the 1920s. This year, says FORTUNE, they expect to push
this to 335,000 units.

“The important and encouraging news is now coming from the builders of single-
family units,” says the magazine. Output of one-family homes has declined for the
last two years. But the 260 builders surveyed in its annual housing forecast expect
a 9% rise this year, or 70,000 more starts than in 1961.

Shell and prefab makers are expected to produce more units in 62, too. Prefab-
bers expect to boost output from 140,000 units to 165,000. Shell makers, upgrading
their product into more finished units, appear to have doubled their market last year
to around 75,000 units. Together, prefabbers and shell producers may sell 250,000
houses in 1962 (vs 215,000 last year) says the forecast.

You can look for major market growth, too, in urban renewal—perhaps to
100,000 units a year in a couple of years. And FHA expects important gains in
its rainbow of special purpose apartment programs.

HOUSING TRENDS HOUSING STARTS

2 E M. _A W
SOURCE: CENSUS BUREAU

o — ey 140,000 T— g ——
SEASONALLY ADJUSTED DWELLING UNITS
e LLELE B ANNUAL RATES o] \ I | ! 1 ‘ ‘ ‘
: 1 = I T T R T I
‘ [ e i B0
14 ‘ 120,000 et it
‘ I 1< | B
PECTT . SEP A B
i |o* | | 1 .
LT/ il B 8 by
12 100,000 : t :
N/ 1Y BrEE ‘ BEEE
STARTS : ’
“( 62 | | 1962 | ; | \ _ ‘ l g
| el PO | | |
A | yedussre 4 R el -
ol o 80,000 ‘ ;‘—T ; == ‘ ]
\ y [ - [
| [ o | |
o T : , ‘ 1961 | \ | ‘ :
M=t 60,000 +———+—t—+—+—+—1
FLM N MO R g e N D

SOURCE: CENSUS BUREAU

Is the seasonally adjusted annual rate of private
nonfarm starts charted by the Census Bureau out
of step with reality? The February fgures add

Private nonfarm starts counted by the Census
Bureau fell 6.8% in February from January
levels. The 73,100 starts in February is only

new doubt to this suspicion (News, Oct). The
seasonal rate of starts dropped 10.3% to 1,106,000
units in February while the seasonally-adjusted
rate of building permits (based on actual permits
in cities representing 85% of US housing)
climbed 9.2% to 1,239,000 units. Even more
puzzling: since October starts have declined for
four consecutive months while permits registered
three gains and one loss. The rate of starts is
now 21% below October but the permit rate is
12% above.

0.8% above the 72,500 private starts of February
1961 when housing was beginning to recover
from the 1960 slump. Total starts of 74,100 units
(including 1,000 publicly-owned units) were off
8.3% from January and 4.6% below February
1961.

Starts in the Western states slumped 29% from
January, Officials blame part of the decline on
heavy rains near Los Angeles. Northeastern states
fell 27% but the Midwest increased 12% and
the South climbed 3%.

FHA ponders insuring
loans on shell homes

After years of off-again, on-again peeks at
the shell home market, FHA seems on the
brink of serving up houses on the half-shell
to buyers of FHA mortgages.

One key tip: FHA Commissioner Neal
Hardy is talking more and more about shell
homes in his public speeches, and trial bal-
loons hinting the move is impending are
coming from key Administration sources.
Most likely course: FHA will lower its Sec
203i (under $9,000 mortgages) standards to
insure “livable” shells (vs shells lacking bath,
kitchen, and heating facilities). Sec 203i has
been little used since FHA cut off a 2%
service fee last August (NEws, Sept).

Hardy and his staffers contend that FHA
has never come to grips with the housing
problem in smaller communities—where most
shells are built. Moreover, they argue that
most shell buyers really buy monthly pay-
ments—but that the instalment-type financing
used by most shell financing companies some-
times mounts up to 18% simple interest.

Hardy and Asst FHA Commissioner Rich-
ard Canavan recently sent an appraiser, archi-
tect, and sanitary engineer to look at shell
homes near Tampa, Atlanta, Columbia, S. C.,
and Paterson, N. J. They reported that some
of the houses did not meet FHA minimums
(green lumber, for instance), lacked or had
poor water, sewer and other facilities, and
did not hew to FHA's concept that homes
should be livable. But the technicians also
reported the shells were sometimes mansions
compared to the old homes (such as an
abandoned street car) occupied by the
families.

Canavan is willing to let shell buyers do
some of the finishing work, but he wants to
restrict this to items (such as interior painting
now permitted under Sec 203i) which won't
ruin a house if the owner botches the job.

Utilities and services seem to pose the
knottiest problem. FHA now does not rule out
wells but insists on water samples and perco-
lation tests of the soil. Since the tempo of
shell house construction is faster than con-
ventional building, some way to speed such
tests would be needed.

FHA, VA APPLICATIONS
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FHA's changeover to automatic data processing
continues to cloud trends in applications for
FHA received 18,730 new
home applications in February, 29.4% ahead of
a January total that was admittedly low because
of delay in making the changeover. The February
total is 10.9% over year-earlier figures. February
multi-family applications nosedived 4,019 units,
58.7% below January and 26.7% under February,
1961.

VA appraisal requests tailed off slightly in
February. The 12,034 total was 6.9% below
January and 0.4% ahead of a year earlier.

FHA new homes.
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Canavan also rejects giving shell buyers
18 months (instead of 12 months for sweat-
equity builders) to finish their homes. Some
shell makers frankly admit they don't want
FHA financing they like their present free-
wheeling operation. But the fact most shell
contracts are recourse paper (ie, unpaid notes
bounce back to the builder or shell house
company) may make them friendly to FHA
insurance. Too much recourse already has
landed some shell makers in financial hot
water.

FHA’s tilt toward shells is producing op-
position from organized building labor which,
having priced itself out of the market for
people who make less per hour than construc-
tion craftsmen, now wants to keep the govern-
ment from helping such people to house
themselves.

Says a curiously contradictory AFL-CIO
resolution: “While there can be no objection
to individuals doing work on their own homes,
the encouragement of ‘contracting yourself’
practices often results in the hiring of non-
union contractors and in installations that are
far below . . . acceptable standards.”

FHA pulls the plug

The move, almost unprecedented, has stopped
all conditional and dual commitments in seven
of the state’s biggest building counties. VA
quickly followed FHA's lead. Only commit-
ments excluded from the ban are presold new
homes, existing houses and apartments.

The seven affected counties (see map) are
Dade, Broward, and Palm Beach on the east
coast; Hillsborough and Pinellas on the Gulf
coast; and Orange and Seminole. Together,
they have 50% of Florida's population.

The shutdown is temporary, FHA notes its
duration will depend on findings of FHA mar-
ket analysts due to report by early April.

Behind the ban lies a big rise in fore-
closures and unsocld homes.

FHA has 650 foreclosed homes in Miami
and Dade County (pop. 935,047) and builders
have another 1,756 unsold models and specu-
lative homes on hand. This amounts to 27%
of the 6,451 dwellings built last year. Most
recent count shows 3,000 homes have been
abandoned by their owners (NEws, Oct).
Broward and Palm Beach counties have an-
other 616 foreclosed houses.

Tampa's FHA office reports 2,078 re-ac-
quired homes on Jan 16 in its 21-county area
—including 228 in the Tampa area, 355 near
St Petersburg, and 354 around Orlando. Last
year FHA insured 7,572 new homes here.

More homes may soon be added to this list.
Director A. Donald Fielding of Tampa says
foreclosure has been started on another 9935
homes and is imminent on 668 more. Com-
missioner Neal Hardy says the total for the
Tampa office may hit 2,500 by June 30 but
Fielding hopes the backlog will not rise. In
the Miami district another 600 homes are in
the foreclosure pipeline.

Nationally, FHA's foreclosure rate is up:
the ratio of foreclosures to mortgages in force
went from 0.18 in June 1960 to 0.58 in June
1961. But FHA says only Wichita and Mid-
land, Tex. have Florida-size troubles.

FHA slammed on the brakes from Wash-
ington and builders say timing was poor.

Local offices normally slow down on com-
mitments when unsold inventory starts rising.
Both the Tampa and Miami offices did this.
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FHA REGULATIONS:

35 year loans for old homes

A new ruling stretches the 35-year amortization
ceiling given new homes by the 1961 housing
act as far as FHA can stretch it. Only property
built under FHA or VA inspection is eligible.
Up to now, existing properties could qualify
only for 30-year loans. Mortgagees must prove
the old house is eligible for the 35-year term
by producing either 1) a copy of the original
FHA commitment or VA CRV, plus a copy of
the final inspection report or 2) VA certification
that the property had prior approval and was
built under VA inspection. FHA says it won't
furnish copies of old commitments or inspec-
tion reports nor check to establish eligibility.

Crackdown on trade-in gyps

To move slow selling houses, some builders
around the country have been using a new
dodge: they persuade a homeowner to trade in
his present house on a new one, using the
equity in the old houses as down payment. But
the builders don't really take title to the old
house. If they find they can't sell it, they settle

in south Florida

One- and two-family starts dropped 45% in
1961 (from 11,727 units in 1959) in Dade
County; they fell 40% (from 12,404 units in
1959) in Pinellas County.

But Washington's abrupt move is meeting
both praise and criticism. One St Peters-
burg lender says FHA should have acted a
year ago, “What the government did, it should
have done last summer,” says Vice President
Fred S. Smith of the Keyes Co in Miami.
President Herbert Lee Simon of the Miami
Board of Realtors says the “government has
finally taken a common sense businessman’s
approach to the problem of too many homes
and too few buyers.”

Builders say the directive hits them just as
they were turning the corner. Sales have been
on the rebound since November, say St Peters-
burg builders. Economist John Gibson says
Miami sales in the last four months have been
twice their year-earlier pace. Gibson’s latest
count shows 1,756 unsold new homes com-
pared to 2,531 last June.

Builders and mortgage bankers also charge:

1. All of Miami is being penalized for the
ills of 1% or no-down, 40-year Sec 213 co-
ops. Some 400 of Dade county’s 650 fore-
closures are in two Sec 213 subdivisions. In
earlier times these no-down sales would stand
up, but now the market is so competitive that
people who bought no-down two years ago
find they can do as well or better by aban-
doning their housing and moving.

2. Builders cannot dump unsold new homes
on FHA, anyway. The FHA order bans firm
commitments (which allow this) but Miami
has not issued such commitments for 10 years.

3. The slowdown in building is itself hurt-
ing the housing market. In boom areas like
Miami the building trades are an abnormally
big part of the work force, and building trade
workers are a sizable market for their own
product., Says one Miami labor leader: “We
just got three months relief after a 16-month
recession, Now I'm afraid we’ll go into a real
depression,”

4. FHA red tape slows reselling foreclosed
homes. President Bernard Janis of South Flor-
ida home builders complains FHA is so slow

for the profit on the new house and simply
abandon the old one, leaving the homeowner

saddled with the mortgages on both his new
and old house.

FHA has stepped in to cut off what it euphem-
istically calls “speculative abuse” of trade-ins.
FHA now requires evidence of transfer of title
in a trade-in deal or else acceptance by the
agency on an escrow agreement (covering the
difference between what a builder can get and
the higher loan the buyer can get) under its
official trade-in plan. But the new rules don't
apply where the homeowner has an equity of
25% or more in the house trades in. FHA doesn’t
figure anyone would walk out on a house with
that much equity.

Guide to interest costs

FHA is getting in step with Sen. Paul Douglas’
(D, Ill.) campaign to publicize the true cost of
installment buying,

The agency has just issued a pamphlet (FHA
230, available free from FHA's public informa-
tion office, Washington 25) setting forth the dol-
lars and cents cost of borrowing under the prin-
cipal FHA programs.

“The cumulative interest costs become very

continued on p 54
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spinning its red tape on resales that only 100
of the 650 foreclosed homes can be mar-
keted right now. It sometimes takes four to
six months to get a foreclosed home back on
the market. Director Billy Wilcox of Miami
retorts that his office is adding personnel to
speed resales. And Director Fielding of Tampa
says his office now has a resale capacity of
200 homes a month, enough to hold its own
with foreclosures,

5. Second mortgages help to push some
homeowners into default. Several companies
lend second mortgages at 10% interest to con-
solidate furniture, auto, and other instalment
debts of homeowners. Asks one mortgage
banker: “How many owners were forced
into default when they couldn't pay these
seconds?”

Part of the answer may come as a court-
appointed receiver goes over books of one
of the biggest such companies, Public Mort-
gage of Miami. The company was forced to
close its six offices last month and investors
may lose as much as $500,000. The company
had some 900 mortgages outstanding.
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high [on long term financingl,” says Commis-
sioner Neal J. Hardy. “We feel persons should
be aware of the savings in interest costs which re-
sult from higher down-payments and financing
over a shorter period.” As a sample, Hardy notes
that the monthly payment on a $10,000 loan is
only 20% more when it is paid off in 20 years

than when it is paid off in 30 years. But the
total interest and FHA insurance is about 60%,
or $4,000, higher than on a 20-year loan.

The pamphlet covers not only mortgage loans
under Sec 203b but also Title I repair loans and
home improvement loans under Secs 203k and
220h.

Flop of the year: FHA fixup plan

When FHA’s new program of 20-year, 6%
improvement and rehabilitation loans up to
$10,000 went on the books last July, HHFAd-
ministrator Weaver called it “more sure-fire
than anything else” in the Housing Act of
1961. FHA Commissioner Hardy confidently
told Congress his agency expected to write
65,000 loans under the new program in the
fiscal year ending next June 30,

Today, these look like two of the worst
forecasts of 1961. Both inside and outside ur-
ban renewal areas (the program has different
ground rules for each) the new fixup loans
have proved a resounding flop. The box score
through January 31:

Applications Loans Dollar
Program {units) insured volume
Soc 203K e s 467 15 $54,800
Sec 220R ....i000n 3 0 0

New FHA programs always start like a
turtle. But this brainchild of the Kennedy Ad-
ministration is so sick that FHA officials are
plainly worried, They sent a special team to
Baltimore to work with local officials, and
they have called in lenders and other housing
groups to ask what is wrong.

The bankers answer is predictable but in
this case it seems to be the simple truth:

The 69, interest ceiling Congress im-
posed on the new program is much too
low to attract lending money.

Los Angeles votes for the status quo in

By John Senning

After all, banks have grown used to net-
ting about 9%2 % on FHA Title I repair loans
(this program was unchanged by the 1961
housing law). And those banks venturesome
enough to start their own fixup loan programs
(after they saw that losses under FHA Title 1
were less than the insurance premium they
were paying) are charging even more than
that—in some cases 12% to 14%.

Of course, Sec 203k and 220h loans should
run a good deal larger than Title I repair
loans (which have a $3,500 ceiling) and so
should not command consumer-loan interest
rates. But they aren't big enough, either, to
attract money at the same rate a $15,000 first
mortgage does.

In case you've forgotten, here's how the
twin fixup programs work:

FHA for the first time will insure second
mortgages. It will not even insist on a mort-
gage lien at all in every case. The law re-
quires only security “satisfactory to the com-
missioner.” Only houses at least ten years
old are eligible except for houses struck by
casualty or where loans are used for major
structural improvements to correct defects not
known when the house was built. Dealer-
originated applications for equipment items
are discouraged: loans must be used to im-
prove or rehabilitate “the basic livability or
utility of an existing structure™ or expand it
to change the number of dwelling units. Loan

Does Los Angeles want imaginative tract planning or does it prefer the humdrum
monotony which has typified most of its postwar subdvisions?

If the unfortunate experience of Builder Joseph L. Eichler is any guide, the
nation’s third largest city will settle for hum-drum.

In a precedent-setting decision which went
publicly unnoticed, the city council over-ruled
the city planning commission and rejected a
tract plan developed for Eichler by Architect
A. Quincy Jones and Planning Consultant Don
Cunningham.

The plan was really not revolutionary—ex-
cept for Los Angeles. Eichler owns 138 acres
in the west San Fernando Valley, once the
Robert Taylor-Barbara Stanwyck ranch. The
land has long been zoned A-l1—rural 24
acres. But the master plan would let it be RA
—two lots to the acre with streets.

Eichler asked that 7.6 acres be zoned com-
mercial. He asked also that 123 acres be zoned
not RA but RE—11,000 sq ft (vs the 17,000
to 18,000 net in RA zones).

But he did not want to increase density. He
proposed to take the difference between RA
and RE lots, lump it into a 22 acre park plus
greenbelts,

The park, for the exclusive use of the tract
residents, would have taken in land around the
old estate home. The home would have been a
club house, Stables would have been refurnished
for the residents. Eichler planned a new swim-
ming .poo.l, -Tllrcady had a swim school lined up
1o mamntamn it,

Every homeowner would have had to sign a
covenant agreeing to pay his share of park
operating costs—estimated at $100 a year.

BUILDER EICHLER
After many a trouble, swan songs

If residents didn't maintain it, then the park
would have reverted to the city at no cost. If
the city did not want the land, it would have
gone back to Eichler.

The plan was not new, even for Eichler.

He did something similar in the prize-win-
ning Green Meadow tract in Palo Alto (H&H
July '55) where the residents are operating
a park at a profit,

Eichler had five house plans for the tract—
two by Jones & Emmons, two by Claude

discounts, at first prohibited, are now per-
mitted provided that FHA gets a certification
that the homeowner-borrower is not paying
the discount.

Outside urban renewal areas, Sec 203k ap-
plies, It covers only one- to four-family units.
Minimum loan: $2,500. When added to other
debt on the house, the loan must stay inside
the limits of regular section 203 mortgages
(ie, 97% of the first $15,000 value). Payoff on
defaults is in ten-year debentures. Loans must
be economically sound. And Fanny May won't
buy them under its special assistance program.

For urban renewal areas, Sec 220h covers
one- to 11-family properties. Minimum loan:
$1,000 and local FHA directors may approve
smaller loans if they will upgrade a house to
local rehabilitation standards. The same loan
limits apply but FHA pays off defaults in
cash. Loans are eligible for Fanny May special
assistance, FHA will waive economic sound-
ness in processing applications,

Lenders have suggested two ways FHA
could sweeten the pot to attract money
into the program:

1. Allow a ¥4 % service fee as FHA did on
mortgage loans under $9,000 under most FHA
programs up to last July. Since then, FHA
Sec 203i, the principal program involved, has
shrunk to half its previous size—from 500 to
250 applications a month.

2. Boost the ceiling on originating fees
from 1% to 2¥4%. FHA already lets lenders
charge 22 points under Sec 203 when they
make partial disbursements during construc-
tion in addition to progress inspections.

Of the two alternatives, FHA seems more
likely to adopt the second. A %% service
charge is too close to a boost in the basic
interest rate for an administration politically
committed to keeping interest rates for hous-
ing low.

land planning

Qakland and one by Anshen and Allen. All,
of course, were good contemporary plans—
an Eichler tradition. Projected price range:
$30,000 to $35,000.

Based only on a small story about the plan
in Sunday real estate sections, one-third of
the 260 homes had been tentatively reserved
by prospective buyers—many of them college
professors from nearby San Fernando State
College and four of them associates in the
Jones & Emmons office.

Eichler submitted the proposed zoning to
the planning commission last September. An
examiner approved it. But then:

Obstacle No. 1: Planning Director John
Roberts didn't like it and recommended
disapproval.

His main argument: lots would be too small,
out of keeping with the surrounding neigh-
borhood (which includes some 22 to 5-acre
ranches). But he also doubted whether the
park should be allowed. “I believe the perma-
nence of such open space is subject to some
question,” he said. “The best way to provide
open space is under public ownership.”

He noted there is a 20-acre public park
adjoining the Eichler land (though it is still
unimproved ). Other complaints: access roads
to the park would not be adequate for horse
trailers which would probably be using them;
a projected freeway route, one of three alter-
nates, goes through the land—though the free-
way is still several years away.

Roberts had support of some property own-
ers who wrote protesting the RE zoning. But
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the largest group of property owners—those
owning the acreage to the northeast, withdrew
opposition on the assurance of the park buf-
fer. And Eichler drew unsolicited support
from several citizens—including 26 professors
from San Fernando State College.

Over Roberts’ objection, the commission
approved Eichler's request 3 to 1 (with one
member absent).

It made one significant change. Instead of
the covenant for park care, it would have
required that Eichler either 1) deed the land
to the city for lease to the property owners
for their use as long as maintained or 2) grant
a development casement to the city to limit
the use of the park solely to recreation with
an option to the city to take over the land if
the homeowners failed to maintain it,

“Either way.” says Roberts, “would have
been a good way to develop it.” Eichler
agreed.

Next step for the case: the planning com-
mittee of the city council, usually a formal-
ity, but not this time. Just as the committee
seemed about to rubber stamp the planning
commission action a citizen protested from
the floor. He owns a five-acre parcel adjoin-
ing another A-1 area near Eichler’s. He feared
if Eichler’s land were rezoned RE, it would
set a precedent for the land next to his.

The planning committee delayed action,
looked at the land, waited two months be-
cause of the illness of one of the three mem-
bers. Finally it recommended disapproval of
RE with park but approval of straight RA.
The city council adopted the recommendation
without comment. The council cited all of
Roberts’ reasoms in its recommendation,
though Roberts never appeared before it.

It was obvious that the private park was
the real trouble.

Councilman Emmett Burkhalter, who was
outspoken in his opposition, explains: “We've
had experience with private parks (dating back
to depression days). They never work out. We
had to take them over eventually. Anyway
I'm against private parks. Parks should be for
all the people. I think we've made a smart
decision.”

Roberts, who admits he still does not think
much of the plan, even with amendments, was
unperturbed over the committee reversal of
planning commission action: “When the coun-
cil acts, isn’t that really the people speaking?”

Quincy Jones was frankly incensed: “The
one builder who has this kind of interest in
what be builds gets kicked in the pants, Next
time he'll buy zoned land, build lot for lot.
This is a big setback for halfway decent plan-
ning in this city.”

Jones considers it an even greater tragedy
for the 260 families deprived of the chance
to live in the Eichler community. “These peo-
ple probably would like even smaller lots,”
he insists. “They can afford the house but they
can't afford to maintain half-acre lots.”

Why not subdivide in half-acres with the
park?

Says Jones: “We would lose about 30 per-
cent of our lots if we did that, and push up
the price of every home that much more.
We'd have a luxury community and that’s
not what Eichler wants to build.”

Both Joe and son Edward (Ned) Eichler
are reluctant to talk about the case—though
they concede they may just sell the land to
another builder.

One associate predicts the Eichlers, who
have built only one other tract in the area
(in Orange County), may quit the Los Angeles
market entirely.

Los Angeles takes too dim a view of new
ways to use land better,
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SEGREGATION:

Builders say FHA rule puts fangs
in Pennsylvania anti-bias law

Pennsylvania passed a law prohibiting race
bias in housing effective last Sept 1 and build-
ers and realtors say it is even tougher in prac-
tice than they had feared.

One point galls real estate brokers: the law
ets owner-occupants of one- and two-family
homes discriminate in selling their houses. But
owners who move and leave their homes va-
cant find they lose this exemption because all
vacant units are “commercial” housing under
the law,

Still the state’s Human Relations Commis-
sion wanted tougher enforcement. Members
talked to Commissioner Neal J. Hardy of
FHA and last month Hardy signed the most
detailed agreement yet* pledging FHA to help
a state enforce its law against bias.

Highlights of the four-page agreement:

® FHA will give the state lists of approvals
of proposed projects.

e FHA will attach a rider to its forms
warning applicants “you are expected to con-
duct your operations in conformity with the

« ol

® Applicants for subdivision analysis must
certify they are obeying the law.

® Penalty: FHA will warn offenders to cor-
rect state law violations; if they do not comply
FHA will quit processing applications. FHA
will withdraw approval of mortgagees if they
violate the law.

Builders charge they will be blacklisted
before they can appeal to court.

Complaints of discrimination are heard by
the Human Relations Commission, which tries
to settle the case. Failing that, the complaint
is sustained or rejected. Offenders may then
appeal to court.

Builders angrily point out the Hardy agree-
ment fails to mention court appeals and thus
indicates FHA will act after a ruling by the
commission.

“The Human Relations Commission has the
right to instruct the FHA not to do business
with someone in violation while [the law]
gives the defendant the right to appeal to
court,” cried President Frank J. Smith in tele-
grams to the Sen Hugh Scott (R, Pa.), Sen
John Sparkman (D, Ala.), and Rep Albert
Rains (D, Ala.).

“This agreement makes the federal housing
agency a police force for the Pennsylvania
Human Relations Commission. This agree-
ment goes beyond the authority given by FHA
by Congress and is not in accordance with the
framework of the federal law. The regulations
are also not in accordance with the wishes of
the General Assembly of the State of Penn-
sylvania.”

Smith followed with letters to Pennsylvania
congressmen saying builders “would like to
know how this inequitable, deceptive, and vi-
cious set of regulations was issued, who was
consulted . . . and why representatives of pri-
vate interests such as home builders, realtors,
and mortgage bankers were not consulted. . . .
It seems fantastic that this agreement was
made with a state in which the law had never
before been in effect, lived with or tested in
court, when other states such as New York
have had them on the archives for some
time.”

*In 1958, FHA signed a general agreement with
New York State to back up the state's anti-
bias law.

One special sore point: the agreement was
revealed only days before Philadelphia build-
ers were scheduled to meet with the commis-
sion to talk about steps they could take to
implement the law,

FHA will act only after a ‘“valid deter-
mination” of an offender’s guilt, and this
includes court action, Hardy told House &
Home.

(His agreement, however, pledges FHA to
act after “administrative procedure” is com-
pleted).

“Builders’ main complaint is that FHA
should not help Pennsylvania enforce its law.”
he says testily. “We require builders to meet
local zoning and building codes, so why
shouldn’t we expect them to obey this law
too? This is exactly the same thing we're do-
ing in New York—the only difference is the
certification for subdividers.”

Chairman Harry Boyer of the Human Re-
lations Commission said he was surprised at
the homebuilders’ stand. He said FHA will act
only after an “allegation is sustained through
regular procedures.” Boyer did not identify
court appeals as part of this procedure. “The
agreement places no new obligations on firms
doing business in Pennsylvania,” he insists.

But Smith's telegrams stirred Capitol Hill.
Some Congressmen cried FHA was going fur-
ther than it should. Others recalled that for-
mer FHA Commissioner Norman Mason ex-
plained the FHA's relation with New York by
saying FHA would not do business with per-
sons “convicted of violating a state law.” And
this was a far cry from Hardy's determination
to act against offenders after “administrative
procedure” by the state commission had been
completed.

Builders hint they may boycott FHA, but
the FHA move strengthens anti-bias drives
in other cities and states.

Volume of new homes and apartments proc-
essed in FHA's eastern Pennsylvania office in
Philadelphia is declining from year-ago levels.

Backers of anti-bias legislation continue
pressing for new laws and tougher versions
of existing laws. The pressure points:

New York State: A bill seeks to ban bias in
all housing except an owner-occupied duplex and
rooms rented in private homes. Present law covers
initial sale in developments of 10 or more homes
and multiple dwellings but excludes owner-occu-
pied triplexes.

New Jersey: The state passed a law modeled
after New York's last year; this year backers
want to give it the same coverage as is sought in
New York.

Rhode Island: Gov John A. Notte Jr (D)
proposes banning bias in selling or renting all
buildings with three or more units, except owner-
occupied triplexes.

Michigan: Gov John B. Swainson (D) urged
legislators to bar race discrimination in buildings
with four or more units.

Backers are pressing for a city law in San
Francisco and for more stringent rules in New
York City. Seattle councilmen turned down a pro-
posed measure 9:0. New Haven voted 19-13
against a housing bias ordinance. Towa’s attorney
general ruled Des Moines does not have power
to pass an ordinance on race bias in housing,

NEWS continued on p 57
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T FORCE FOR PROGRESS

TO STIMULATE HOME OWNERSHIP

Through MGIC Mortgage Guaranty Insurance

BUILDERS AND LENDERS
JOIN FORCES TO

BENEFITS SIX ELEMENTS

o Builder ® Distributor
e Buyer e Lender
e Dealer ® Realtor

OF THE

HOUSING INDUSTRY

(o)
PROVIDE QUALIFIED HOME BUYERS WITH LOANS UP To OO %

“As the builder of Welsh Manor Colonial
Village, a 120-home development in the
$23,000 price range, located near Fort
Washington, Pennsylvania, a number of
sales have been made possible through the
MGIC Plan.

“My agents, William H. Ahlers, Inc. of
Ambler, Pennsylvania, in conjunction with
the Olney Federal Savings and Loan Asso-
ciation of Philadelphia, have found that
the speed, simplicity and services rendered
through MGIC please everyone. It also
gives buyers the financing advantages with-
out restrictions or red tape.”

“Since we have been able to obtain higher
percentage loans for our purchasers
through the MGIC insured program of-
fered by Equitable Savings and Loan Asso-
ciation of Milwaukee, our sales the past
year have increased tremendously.
“We appreciate the prompt and efficient
manner in which our many loan applica-
tions have been handled.”

“During the past year we have built and
sold 40 houses in the $20,000-$30,000
class. Without MGIC's private mortgage
loan insurance, which means higher loans
and lower down payments, | doubt if we
could have sold half that many.

“We find that if you offer a good house
with a sound financing plan, your houses
will sell. We build good houses. Local
lending institutions, backed by MGIC
mortgage loan insurance, provide us with
a sound financing plan. Realtors have an
easier time selling our houses because of
minimum down payments and maximum
loans — up to 90% — made possible by
MGIC insurance. MGIC is our most ef-
fective sales tool.”

HAROLD B. HUTCHINSON
President
Olney Federal Savings &
Loan Association

Philadelphia, Pennsylvania

RAYMOND L. CORPER
President

Raymond L. Corper, Inc.
Ambler, Pennsylvania

JACK L. LaBONTE
President

Rite Realty Corporation
Milwaukee, Wisconsin

ROBERT C. PITTELKOW
President

Equitable Savings &
Loan Association
Milwaukee, Wisconsin

DOUGLAS H. DRIGGS
President

Western Savings &
Loan Association
Phoenix, Arizona

JOHN B. SHAFFER
President

Lazy J Construction Company
Scottsdale, Arizona

“Olney Federal Savings and Loan Associa-
tion was the first Federal savings and loan
association in the Philadelphia area to use
MGIC insurance. The quick, efficient serv-
ice we have been able to render is a far cry
from the time-consuming job through the
former guaranteed type of mortgage plans.
“With the use of MGIC, another tool has
been added to Olney Federal’s many sery-
ices. Acceptance of MGIC by Mr. Corper
is an example of the type of fine builder
who has been using our MGIC service to
offer a smooth, workable plan to his pur-
chasers at Welsh Manor. The mortgage
loan staff at Olney Federal says ‘MGIC
works like Magic.” ™

“Using the facilities of MGIC enables us
to make higher percentage mortgage loans
to qualified buyers, and to better serve the
home-buying public.

“Equitable Savings and Loan Association
was one of the first institutions to recog-
nize the advantages of private mortgage
loan insurance. We are happy with the
excellent service that we have enjoyed,
from prompt commitments to payment of
claims.”

“Builder John B. Shaffer’s enthusiasm for
MGIC’s private mortgage loan insurance
program is shared by our other good build-
er and realtor customers here in growing
Arizona. Western Savings and Loan Asso-
ciation requires MGIC insurance where
high-ratio loans are needed by qualified
buyers.

“MGIC has made it possible to offer high-
er percentage loans with lower down pay-
ments in select residential areas. This has
helped our institution to make new friends
and hold old ones in the home mortgage
and construction fields.™

QUICK SERVICE @@ SIMPLE PROCEDURES @@ LOW PREMIUM RATES @@ NO DISCOUNTS

[ 0 -

MORTGAGE GUARANTY
INSURANCE CORPORATION

The Nation’s Largest Private Guarantor of Mortgages

MILWAUKEE 3, WISCONSIN

BRoadway 2-8060

] |
] . . |
1 Mail this coupon to @ for these booklets: 1
] ]
: [J MGIC Operations/Procedures/Progress [] MGIC Builder/Realtor Folder :
¥ [] MGIC Directory of Approved Lenders [] MGIC Borrowers' Folder [ ]
L} [ ]
: Name... I s e et : 606 WEST WISCONSIN AVENUE -
: = Company......... :
: % Add :

: e s oy ML i e S A et s A A AR e i
= [
: g ] e e et s b A ot o B S . Zone Rt :
P ———
56

Over 1850 lending institutions in 41 States and the
District of Columbia are now qualified
to offer MGIC-insured loans
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MORTGAGE MONEY:

FHA, VA discounts keep shrinking
despite boost in S&L dividend rates

Did the Federal Reserve’s unexpected December move letting commercial banks
pay up to 4% on savings deposits make a whole new ballgame of the mortgage
market?

Since then, like a row of dominos falling because the one at the head of the line
has toppled, the US mortgage picture has been one upset after another. Savings
have flowed away from S&Ls and mutual savings banks in New York State (which
have 60% of savings bank assets) and into commercial banks. The latter, with a
flood of funds to invest, have rushed into a mortgage market already amply sup-
plied with funds. So just after most financial forecasters agreed the price of mort-
gage money would soon tighten, it went the other way. This trend continues. But
S&Ls are fighting back so hard their federal boss is threatening dividend controls.

Nine more of the 17 cities in House & Home’s monthly survey report lower
FHA and/or VA discounts. As investors pound on the door for mortages de-
creases run from %2 to a full 1 point. Conventional loan rates show a similar
pattern. The interest rate for homebuyers is edging down in some areas.

Prices of FHA minimum-down 30-year imme-
diate are up thus: in Philadelphia, from 98 to
9814, in Atlanta, from 95'4-96 to 96-97; in Chi-
cago, from 95142-96% to 9514-97V4; in Oklahoma
City, from 95'4-96 to 96-96%4; in San Francisco,
from 96% to 96'42-97; in Newark, from 97-98 to
a flat 98; in Washington, from 97 to 97%: in De-
troit, from 95%4-96 to 96-96%4. In Houston, VAs
moved up from 964 to 9614-97,

Conventional loan rates dipped in Philadelphia
from 5V2-6% to 5V4-5%% for commercial banks

and insurance companies. Some insurance com-
panies in northern California dropped their lower
edge from 6% to 5% %. Detroit and Chicago re-
port more S&L money at the bottom of guoted
spreads. The Home Loan Bank reports that in
February, average S&L rates for new-houses buy-
ers tapered off to 6.01% from January's 6.04%.
But fees averaged 0.96% compared to 0.93% the
month before, and construction loans averaged
6.21% (vs 6.15%) and construction loan fees,
2.23% (vs 1.85%).

The strong demand for mortgages is producing gradual if grudging acceptance
of 35-year FHAS, generally at 14 point to a point under 30-year prices.

Mortgage analysts are wary of long range predictions. Most of them expect
money to be plentiful into the summer. Some see prospects of further slight shrink-
age in discounts. But President Robert M. Morgan of Boston's 5¢ Savings Bank
notes a general pickup in house sales that could ease the pressure on mortgage
yields by boosting the supply of mortgages. And until business generates this year’s
expected head of steam, it isn’t clear if commercial banks will stay in the mortgage
market in force. Many insist they will, but Economist Roy Reierson of Bankers
Trust Co., New York, predicts that commercial bank mortgage investments will
wind up 10% below the 1961 total this year (at $1.8 billion).

S&Ls are hiking dividends in their savings war with commercial banks.

The most spectacular boosts have come in California, where most S&Ls have
moved from 4.6 to 4.75% —and Lytton S&L is paying 4.8%.

The increase is the second since January 1 when the West Coast associations
reacted to 4% banks rates by going from 4.5% to 4.6% . Says Los Angeles S&L
Holding Company Chief George A. Thatcher (United Financial Corp, First Surety
Corp) who was the first to advertise the 4.75% rate: “The 4.6% rate never had.
too much appeal. It was a stopping point. All associations knew a higher rate
would be voted.” Thatcher, an ex-builder, blames the boost on competition.

Will California set off an S&L rate spiral around the country, stepping up pres-
sure for higher lending rates? Chairman Joseph P. McMurray of the Home Loan
Bank Board, fears it will. The big West Coast associations have nationwide im-
pact since they solicit out-of-state mail deposits with aggressive advertising (one
Sunday New York Times last month carried ads by 31 California associations).

How will S&Ls pay 4% % dividends if they don’t boost loan rates to home-
buyers? McMurray warns that some associations may be lured into unsound high-
yielding loans. S&L men pooh-pooh this. Some say they can break even because
they no longer have to pay out expensive premiums (which have been banned by
the state). But, says J. K. Baille Jr of Los Angeles Federal: “When your product
(ie, money) costs more you have to charge more for it.” S&L men insist mortgage
rates won’t go up, but there is talk of boosting construction loan fees up to 4.5% .

Federal ceilings on S&L dividends are threatened by HLBB Chief McMurray.

Miffed because California associations have snubbed his pleas to hold down
dividends, McMurray says the board is “considering and studying” whether to ask
Congress next month for the power to slap on a dividend lid. S&L leaders are cool
to the idea, and privately they doubt if McMurray will get support from the Admin-
istration. Even if he does, it’s considered doubtful that Congress would adopt the
necessary law if the industry fights it.
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FHA ends individual sales

The agency tried in July, 1960 to lure more
money into the mortgage by changing its
regulations to let approved mortgagees sell
mortgages to individual investors. Now (effec-
tive March 15), FHA has called a halt to
such sales.

The idea didn't work. FHA estimates in-
dividuals bought less than $10 million worth
of loans. Moreover, many mortgage men
weren’t interested in selling because of the
high cost of servicing of small, individual
accounts.

S&L mopup in Maryland

The binge of freewheeling finance by state-
chartered uninsured savings and loan associa-
tions in Maryland is finally being brought
under control. But the effects will be felt for
a long time,

Harried state investigators face a sticky job
of untangling a maze of blue sky ventures,
paper corporations, flagrant speculations,
jiggered books, and vanished assets. Federal
agents are moving in to investigate mail
frauds. The scandals have become a big po-
litical issue in the state race for governor and
US senator. And other states now are taking
a closer look at their S&L laws.

So far, 13 associations have been put into
receivership, leaving 40,000 depositors won-
dering about their $30 million in savings.
How many more associations will go under
no one can say yet.

The mess began in 1957 when fast-buck
operators discovered that Maryland was the
only state with no regulations for S&Ls (in
1960 alone, as the word got around, 174
new state-chartered associations were formed).
Among the sharpshooters moving in were such
luminaries as J. Kenneth Edlin, Miami realty
operator who served four years for mail
fraud; James G. Sorce, Jr, New Jersey man
sentenced to three years for mail fraud; and
C. Oran Mensik, Chicago S&L operator who
has been indicted for fraud.

Using B-B-B tactics—Big premiums (tele-
vision sets, outboard motors, mink coats), Big
interest rates (5% %) and Big advertise-
ments—the blue sky S&Ls raked in millions
from gullible depositors, a lot of it by mail.

Alarms were sounded, Reputable S&L men
—representing the vast majority of the associ-
ations in the state—expressed concern. Sen.
J. Glenn Beall (R, Md.) asked for an investi-
gation back in 1958. The Better Business
Bureau found that fly-by-night S&Ls were its
No. 2 source of complaints*.

Finally, last year, after two tries, Maryland
adopted a law clamping controls on state-
chartered associations. The law was bitterly
opposed by the shady operators and their
political henchmen—and also by the state's
many small, legitimate uninsured S&Ls who
have long feared the bigger federal institutions
(of the state's 474 associations, only 84 have
FSLIC insurance).

How could such a situation have developed?
President Harry E. Karr Jr of the Southeastern
Conference of the US S&L League says the
blame must be “shared by the entire Maryland
Legislature over the years and by the unin-
sured businesses in our state which opposed
regulation for far too long a time.” Editori-
ally, the Washington Post adds that investors
who let themselves be swayed by high divi-
dends and lavish premiums must take some
blame, too.

X NEWS continued on pp 58

* No. | source: home improvement gyps, many
of whom worked hand-in-glove with shady S&Ls.
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Will fresh tax problems
stymie mergers
of mortgage companies?

“We should all be alert to what's happening.
Somebody's going to get hit between the
eyes.”

This blunt warning by a mortgage banker
expresses the industry’s growing concern over
the tack that federal tax agents are taking in
cases involving the purchase of servicing con-
tracts for mortgage portfolios.

Agents in some Internal Revenue field of-
fices are now refusing to let a mortgage
company amortize on its income tax return
the cost of buying a servicing portfolio.

This is a complete about face. Up to now,
IRS men have not seriously questioned the
right of a portfolio buyer to write off the cost.
Mortgage men have figured (and a 1959 rul-
ing by IRS Washington headquarters agreed)
that servicing contracts for portfolios were
depreciable as intangible assets with a definite
limited life. Example: a company buys a $10
million portfolio for $100,000 (1% of the
portfolio balance is a common standard for
arriving at the purchase price, although some
deals are made at 1%2% and 2%). If the
life of the loans average out to ten years, the
company takes $10,000 depreciation annually
for the ten years.

“Until now,” says Mortgage Banker CIiff
Cameron of Cameron-Brown Co., Raleigh,
N.C., “the only question raised by the tax
agents has been how long the life of a port-
folio is. We figure the average life of FHA
loans at eight to nine years. The tax men
wanted the depreciation spread out over a
longer period, say ten to 12 years, Now
they're going just the other way.”

Amortization has been challenged in
three IRS field offices.

The areas: North Carolina, Tennessee and
Pennsylvania (two others, Detroit and Seattle,
have recently upheld amortization). So far,
IRS headquarters has not reversed its 1959
position, but the recent trend in the field of-
fices makes tax lawyers wary. Mortgage
bankers are being counseled to fight for the
right to amortize, taking their case to Wash-
ington if necessary.

Cameron-Brown is a key case. In the past
few years, Cameron-Brown has taken over
portfolios from some ten servicers by buying
the stock of another company, buying a port-
folio from a commercial bank, buying a port-
folio from another company that remains in
business independently, buying a company and
merging its operation into the Cameron-
Brown organization. The acquisition costs
were amortized. Its servicing has reached $260
million, making it one of the 15 largest in
the US.

Now, Cameron-Brown has been hit with a
big assessment for back taxes. “The tax
agents tell us we can't take any depreciation
no matter on what basis we acquired the port-
folios.,” says Cliff Cameron. “We were flab-
bergasted.”

Tax men are insisting that Cameron-Brown
set up the acquired portfolios on its books
as fixed capital assets, They are contending
that in addition to a servicing contract, C-B
acquired in each case other assets that can't
be depreciated, including: good will, the right
to represent certain investors, a going business
with personnel, a trade name, or business con-
tacts (eg, with builders). The “package” can’t
be divided easily to allocate a definite amount
of the purchase price to the servicing con-
tract alone, say the tax men, so no deprecia-
tion will be allowed.

“The way the tax agents want us to handle
it,” says Cameron, “the portfolio would be

standing on the books at the original cost
even after all the loans were paid off and it
had no value, If we can't get a reasonable
settlement with IRS, we'll go to court.”

If the tax trend persists, many mortgage
bankers may be afraid to merge.

In the Nelson Weaver Mortgage Co case
(NEws, July), mortgage portfolio sellers re-
ceived a jolt when the US Tax Court held
that a servicing contract for a portfolio was
not a capital asset but only a contingent right
to earn future income. So, ruled the court,

the seller's proceeds were taxable as ordinary
income instead of at lower-rate capital gains.
(The decision is being appealed.) Now tax
agents are threatening the principle of amor-
tization by the buyer.

The result, say mortgage men and lawyers,
is that tax disadvantages may outweigh ad-
vantages in many mergers or portfolio sales.
Says Cameron: “We've shelved plans for any
more mergers until this thing is settled.” He
predicts that many other companies will think
twice now too. Mortgage Banker Bundy Col-
well of Los Angeles (who is in the throes
of mergers) agrees.

MORTGAGE MARKET QUOTATIONS

(Baloe by originating mortgagee who retains servicing.)

As reported to HOUSE & HOME the week ending Mar 16, 1062,

Conventional Construction Loans™W FHA FHA FHA
Loans 207 220 203"
Comm. Interest - fees
banks, Savings Banks, Ins Firm Min. Down
Insuranes banks, Cos. & Savings banks, Firm Commitment 35 year
City Cos. S & Ls | Mtg. Cos. S&Ls Commitment | 35 years hizhized
Atlanta Hi%~0 6—6% 6—-6vh~-2-214 6-81%-}-2-21% S L o —
Boston local A 7 5% 5% “a a i
out-af-st. = = = — " 90-07 1 94-05%
Chicago 5%=0 574-0 5%—0-1-1% 5%—01-1% 9798 97-99 04-05%
Cleveland 5%—0% O%=6 5 —6- 1 641 06-08 n a
Denver 5% —0 6% B4-134-2% 64-1%4-2%% 97-98 [ a
Detrolt 5% -6 59, —0 [JEEETA 6+ 1% 07 a a
Honoluly 94T 6%—T 6314 611 a2 a a
Houston 5 Y%—6 5l4-6 6l 41 6% 41 a " a4
Los Angeles 6 (1 64 1% 646=T -+ 23%—4 97-97% e 95 14-90%
Miami 5% —0 516 81 51— -+0-14 s n 1
Newark 5%—0 5%=0 B41 B4-1 T07-08 pare n
New York 5%—0 5%—0 61 641 “D6%—07 0614-97 aTh
Okla. City 5% —6 =T 6+-1-2 641-2 "2 a 1
Philadelphia B%-5% b53%—0 5% 1 541 07 %08 071408 a8h
San  Fran, %—6%  6-0% 6+1% 6.0--2-3 95140 ¢ 95-06
st. Louis b —6 S%—0.6  G-0--1-2 6014 - 1-2 a 1 a
Wash. D.C. % 5% 5% F1-1% 6 1-1% 7 o7 06145
FHA S14s (Sec 203) (h) VA Si;s
New Construction
Now Construction Only Existing® only
FNMA Minimum Down*® 10% or more down Min Down FNMA No down
Sedry 30 year 30 year 25 year | Sedry 30 year
Mktey Immed Fut Immed Fut Immed City | Mkt=w Immed Fut
6% 06-0T 06-96% 07 a 06-07 Atlanta 06  96-8T7 06-961%
07% par=101 par=101 par=101 par—101 par=101 Boston local 87%  par-101 par=101
- 05-06%4 050814 a ] 9434 -05% out-of-st. _ 05— 14 a
061 0514-0T4 06%-97 97-08 06-07%  97-98 Chicago 06%  055-—97% O5%-07
061 9607 060614 071%-08 97% 97-98 Cleveland 964 0697 06
a6 953%-07 051407 95%-07 951497 061497 Denver 96 0514-97 054-97
04 00-061% 06 06%-07T 963 06 1-0614 Detroit [ D6-90 1% i
96 06 [ 96 % 96 060634 Honoluly 06 1 a
6% 06%-97 006%-971 07-98 a 06 15—97 Houston 6% 06%-07 a
a8 [ D6-0614 a a 960614 Los Angeles 06 9697 26-00%
6% 05%-06 054968 DG-970 s a6-00 Miami 96 O56—06" 05 %-960
ar 08 a7 98 97% 08 Newark 97 97 96
T4 07 a7 o7 o7 97 New York 97 07 o7
06 06-96%  gab 964 a 0514—-06% Okla. City [ 96-0614 iy
a7 9814 9814 9834 0814 06-07 Philadelphia 97 07 14b 97 % —08b
06 06%-97 96-961F  O7-0R 96-07 06-97 San Fran. 06 064=-97 D6-06 14
961G 06507 94%-97  056-97 05-07 04-07 St. Louls [ a
o7 0T a6 % 0T % 9614 97 Wash. D.C. 7 071 0614
*3% down of first $13,500, 10% of next $4,500; 30% of balance.

Sources: Atlanta. Robert Tharpe, pres, Tharpe & Brooks Ine;
Boston, Robert M. Morgan, pres, Boston Five Cents Savings
Bank; Chieago, Harry N. Gottlieb Jr, vice pres, Draper &
Krumer Ine, Cleveland, David O'Neill, vice pres, Jay ¥, Zook
Inc; Denver, C.A. Bacon, vice pres, Mortgage Investment Co;
Detroit, Harold Finney, exec vice pres, Citizens Mortgage Corp;
Honolulu, Gordon Pattison, viee pres, Bank of Hawali; Houston,
John R, Butler, viee pres, T. J. Boettes Co; Los Angeles. Robert
F. Morgun, first viee pres, The Colwell Co; Miami, Lon Worth
Crow Jr, pres, Lon Worth Co; Newark, William W. Curran,
Franklin  Capital Corp. New York, Johm Halperin, pres, J.
Halperin & Co; Oklahoma City, M. F. Halght, first vice pros,
Ameriean Mortgage & Investment Co; Philadelphin, Robert 8.
Irving, vice pres, First Pennsylvania Banking & Trust Co; St
Louls, Sidney L. Aubrey, viee pres, Mercantile Mortgage Co;
San Franelseo, A. L. Buchner, exee viee pres, Bankers Mort-
guge Co of Calif; Washington, D,C., Hector Hollister, exee vice
pres. Frederick W. Berens Ine.

o Immediate covers loans for dellvery up to 3 months, future
covers loans for delivery in 8 to 12 months,

® (Quotations refer to prices in metropolitan areas; discounts
may run slightly ligher in surrounding towns or rural zones,

® Quotations refer to houses of typieal average local quality
with respect to design, loeation, and construction,

Footnotes: a—no activity. b—Ilimited nctivity. e—FNMA is
only purchaser. h—with 1% points origination. x—FNMA pays
34 point more for loans with 10% or more down. y—FNMA
net price after % point purchase and marketing fee, plus 295
stock purchase flgured ut sale for 75¢ on the $1. z—on houses
no more than 80 years old of average quulity In a good
nelghborhood,

NEW YORK WHOLESALE MORTGAGE MARKET

FHA, VA 5%s

Immediates: 96-07 1%
Futures: 96-97

FHA 5'as
Immodintes: 9714-98%
Futures: 97-98%

Note: prices are nel to originating mortgage broker (not necessar-
ilv net to builder) and usuully Inelude econcessions made by
servicing agencles,

FHA 5% spot loans
(On homes of varying age and condition)
Tmmediates: 04-B614

Prices for out-of-stute loans, ns reported the week ending Mar
16 by Thomas P. Coogan, president, Housing Securities Inc.
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CLOSE-UP:

Irving Rose:

Nine years ago, First Mortgage Corp of De-
troit was an unspectacular, medium-sized
company with a loan portfolio of $59 million
and yearly originations of some $6 million.
Today, the company—now known as Advance
Mortgage Corp—is a giant: its portfolio of
$350 million and its annual originations of $82
million rank it among the industry’s top seven.

Advance’s spectacular rise has evoked wide
interest among mortgage bankers. Many see
in the company’s development symptoms of
how the whole industry is heading. Some of
Advance's growth is attributable to the hous-
ing boom after the Korean War. But a big
share of the credit goes to Advance’s astute
young (36) president, Irving Rose, who took
over in 1953,

Rose wasn't a mortgage man at all. He
was a builder.

His father, Edward, 66, has long been one
of Detroit’s big home builders (the family
building company puts up some 400 houses
a year). The senior Rose held the controlling
interest in First Mortgage since its creation
in 1939—"the people who started it had
everything but the $100,000 capital needed to
get approval as an FHA mortgagee,” ex-
plains Irv—but the family was not active in
its management. (Among the company's
carly presidents was Stanley Earp who left in
1945 to start the highly successful Citizen's
Mortgage Co, Detroit, now eighth largest.)
After college (University of Michigan, 1945;
law degree, Detroit University, 1949), Irv
went into the family building business. As he
recalls: “One day Dad said. ‘You go down and
be president of First Mortgage." 1 went re-
luctantly. T was born and raised in the build-
ing business. It has a lot of compensations the
mortgage business doesn't have. The house
builder, if he’s willing to sell at reasonable
prices, can tell everybody to go to hell.”

Under Rose's guidance, the portfolio in-
creased 600%, the staff increased from 35 to
250, and the company spread out.

Rose—who likes to say he is not directly
involved in any phase of the business (ie,
selling, soliciting, servicing) but is primarily
concerned with the business of running a
mortgage company—credits Advance's strides
to, among other things, “more rapport be-
tween ownership and management™ (the Rose
family owns 95% of Advance). Adds he: “I
wish I had a glib answer to why we grew so
successfully. T guess there’s no answer except
in combination with other things.”

Here are some of the things that Rose
says contributed to Advance's fast growth.

® Planned diversification of area. Initially,
First Mortgage was strictly a Detroit opera-
tion. By opening new offices and acquiring
other companies, Advance moved into six
other midwestern markets (Dayton, Chicago,
Milwaukee, Grand Rapids, Cincinnati, Cleve-
land). Recently, it bought a small company in
Pittsburgh and opened an office (for project
loans only) in Los Angeles (NEws, Mar).
The key acquisition was Chicago’s Irvin
Jacobs & Co, which had two subsidiaries and
a $90 million portfolio, in 1956. One of the
subsidiaries was Advance Mortgage Corp
whence the company's present name. (The
First Mortgage name was already in use in
Illinois.)

® Diversification of portfolio. In 1953, the
company was dealing almost exclusively in
one-family housing (the Rose building com-
pany was a major source of loans) of which
99% was FHA and VA, Conventional lend-
ing was only a trickle,. Now Rose says that
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ADVANCE'S ROSE
“You go down and be president”

multifamily housing, both FHA (Sec 207, 213,
nursing homes, mobile home parks) and con-
ventional, will account for almost 50% of the
possible $100 million in originations this fiscal
year. FHA and VA single-family housing will
account for close to $50 million, conventional
single-family housing, $3 million. The balance
will include commercial loans. Advance sells
loans to 33 insurance companies and to some
commercial banks, little to savings banks.
® Emphasis on good personnel. “Advance is
a paperwork factory.” he says. “It is depen-
dent on the caliber of its personnel for success
and growth.” Among key Advance men:
Executive Vice President Sidney Kaye, Vice
President Leslic Rose, 32, one of the four
Rose brothers (two, Sheldon and Jack, are
in the family building concern with the senior
Rose who is also chairman of Advance).
® Automation. An electronic computer han-
dles servicing; an IBM machine combines
stamping checks for deposit with making mi-
crofilm records. Rose, who stresses speed
(“Send it to FHA the day you get it"), says:
“We've made some progress at automation
but not enough.”

One umnique bit of public relations was
started three years ago: the company's quart-

A LOOK AT THE BOOKS

Advance Mortgage Corp furnishes an unusual
glimpse into the finances of a privately-held
company in this statement of consolidated
income and earned surplus:

Year Ended
April 30
0 1959

Income:
Interest income . .
Interest expense

...... $1,004,084 $1,

Net - g H
Servieing income o L |
Processing  income 499,350
Other Income ........ 180,149

Total
Deduct :
Operating  expenses 4 $1,824,610 $1.566,230
Contributions to profit-sharing
plan 20,225 34,425
Total ... £1.854,044 $1.600,655
Income before amortizing
servicing and federnl
ineome taxes cee B T02.418 $ 774,880
Deduct:
Amortization of servicing
contracts ? vevs 3 120,240 $ 123,480
Provision for federal Income
BREDE. ooniniemsaie s 282,000 343,000
Total .. vasssaaes § 408,240 $ 460,480
Neot income . ........... $ 204,176 $ 308,409
Earned surplus at beginning
of year ; asiee 1,988,080 026,031
Earned surplus at end
of year £1.529.216 $1,235,040

mortgage banking’s man on the move

Robert H. Johnson

erly report on ten Midwestern housing mar-
kets. The report is now probably the best of
its kind.

Is Advance spreading itself too far too
fast?

Some mortgage men feel that it may be.
Says one cautiously: “Only time will tell if
such territorial expansion is the answer. It
costs a lot more to operate that way.” Rose
concedes that costs are higher but he adds:
“We gain important advantages. Adverse
economic conditions in one locality are not
crippling, and we are able to do more business
than we could do in only one city.”

Some big lenders seem to agree. Three life
insurance companies recently loaned Advance
$2 million on a ten-year subordinated basis,
which Rose believes to be among the largest
such long-term issues extended to a mortgage
banker. The loans will let him do $20
million-a-year more business, he estimates.
And Rose feels that this is a cheaper way of
raising money than going public and paying
stiff underwriting commissions. Some mort-
gage men disagree, contend stock issues offer
other advantages besides raising capital.

Here are some Rose views on running
a mortgage company.

In lectures to Advance staffers, he says:

“Our cost per loan to service (in 1960)
was about $24. That is a 50% increase from
the $16 per loan five years ago. The major
reason for the increase lies in the large upturn
in the expense of handling delinquencies. I
don't believe that servicing expenses will rise
any more for the next few years . . .

“We figure break-even is $5,000, because
income is $25 a year and expenses about the
same. Every loan we service with a balance
of less than $5,000 is a losing proposition . . ."

“Where there is a tossup [in income] we
favor taking the servicing rather than selling
the loan outright, and taking the larger serv-
icing rate and a lower price . . ."”

“Small house loans are slightly more profit-
able than large commercial loans, The corner-
stone of our business is the small house FHA
or VA loan. We should bend every effort to
expand our conventional loan department. We
may have seen the peak of small FHA and
VA loans because there will be more apart-
ment building and less single-family construc-
tion in the next few vears. We also feel that
the FHA-VA field requires less skill, is casier
to get into and is therefore more competi-
tive . ..

“We welcome diversification within the
mortgage business. We have no related activ-
ities such as real estate sales, property man-
agement and the like (Advance, however, does
own an insurance agency in Illinois) because
we believe you can only do a good job in one
business at a time, From what few examples
we've seen, those companies which engage in
other businesses as well as the mortgage busi-
ness are not as successful in the mortgage
business as they might otherwise be . . .”

“QOur ideal would be to have home builders
who erect about 50 houses a year. These are
large enough to be good customers in terms
of volume yet small enough so they are likely
to rely on us and to maintain a steady rela-
tionship. Smaller builders tend to require
more help since their degree of sophistication
is often not as great, and larger builders often
think that we are unsophisticated. In addition,
reliance on big builders can be damaging.
When one is lost a lot of business is lost all
at one time. We do not want to be at the
mercy of a few large builders.”

NEWS continued on p 62
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** builder

Rorabacher says. “It gives us a new kind of comfort and cleanliness,

And the fact that it’s flameless means a lot to all of us.”

HOUSE & HOME



“HELP FROM MY UTILITY PEOPLE IS AS CLOSE AS THE PHONE,"
says Rorabacher as he checks out service specs with
heating specialist Jim Culp and builder representative
Floyd Frey of Detroit Edison.

“BUYERS REALLY GO FOR INDIVIDUAL ROOM CONTROL"
explains Rorabacher to Mrs. Rorabacher and builder
representative Floyd Frey of Detroit Edison,

“I'm installing flameless electric home heating
hecause it’s modern and trouble-free”

Custom builder Bob Rorabacher of
Whitmore Lake, Michigan, shows why
electric home heating adds competitive
selling appeal to his $17-40,000 homes

“Our family has been in the building business
over 45 years,” Bob Rorabacher says. “And we like
electric heating better than any system we've ever
installed.”

Home buyers seem to agree. As a matter of fact
one customer even bought the electrically heated
home that Rorabacher built for himself'!

Customers and prospects come to Rorabacher
already sold on the extra cleanliness, comfort and
low maintenance of electric home heating. It’s the
modernity of electric heating that gives Rorabacher’s
homes the preference over keen competition, and
the fact that winter temperatures that drop to 15°
below zero present no heating problems to his cus-
tomers.

And Rorabacher can put the dollars he saves on
installation costs into a more attractive value for his
home buyers. He offers a superior insulation job
with tight construction and a complete set of storm
windows and doors.

In construction itself, builder Rorabacher finds
that electric home heating is simple for him to
schedule and follow up. His electrical contractor
puts in the heating along with the rest of his wiring
job. Rorabacher also saves himself the headaches
involved in cutting flues, vents and ductwork.

It’s no wonder that progressive builders in every
state of the nation are capitalizing on the profitable
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trend to flameless electric home heating. The num-
ber of electrically heated homes in the U. S. has
grown to over one million in remarkably few years.
And over 5 million homes with electric heating are
predicted by 1970.

What about your plans? See how you can profit
by installing and promoting flameless electric home
heating to your prospects. Your local electric utility
representative has all the facts. Call him soon.

‘&L '\

A s VY S )
THE TOTAL ELECTRIC HOME that displays this Gold Medallion
helps you profit from the fast-growing consumer acceptance of
total electric living. Prospects know that the Gold Medallion
Homes you build offer a single source of energy for light, heat
and power—electricity.

LIVE BETTER ELECTRICALLY

Edison Electric Institute, 750 Third Avenue, New York 17

61




62

STOCK MARKET:

HOUSING STDCK AVERAGES
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Housing stock prices
stay where they were

The pattern was mixed last month,

Shell houses toted up their sharpest gain—
15%—in over a year as the group average
moved from 10.04 to 11.56, largely on three-
point rallies by Albee Homes and US Shell.
Building company issues gained 6% (from
6.35 to 6.73) and land development com-
panies, 6.5% (from 8.66 to 9.22).

But savings & loan stocks fell off 3.2%
as a group after investors learned that the
big West Coast holding companies were
boosting their dividends to 4.75% (see p 57).
Other housing categories also were on the
down side: mortgage banking companies
dipped a trifling 0.7%:; real estate investment
companies dropped 1.8%; prefabricated house
manufacturers 2.7%. The new real estate in-
vestment trusts, which have been on the
downgrade since December, skidded 7%.

But the month added up to a near-standoff,
with House & Howme's index of all issues at
15.41, a bare 0.1% wunder March’s 15.43.
Dow-Jones industrials posted a weak .05%
gain (from 71432 to 714.68) and Natl
Quotation Bureau industrials went up 2%
(from 141.13 to 144.02).

Here are House & Home's averages, combin-
ing closing prices for listed stocks with bid prices
for over-the-counter issues:

Jan Feb Mar

15 13 12

BlAimED o aid ereia e 6.57 6.35 6.73

Land development . . 8.81x 8.66 922

I S ets ey b 41.14 37.88 36.67

Mortgage banking 27.45 28.10 27.90

Realty investment .... 11.98 11.83 11.62

Realty ftrusts: ........ 13.63 10.21 9.50

Prefabrication ....... 6.33 6.61 6,43

Shell homes ........ 10.50 10.04 11.56

AVERAGE . .. .covvninns 16.24 15.43 1541

NEW ISSUES

Oftering

Net price of

Date Company Proceedss Securities

Fob- 26 Eiwell Co .....ccvvuvun §$1.475,0000 £19.00°
Mar 8 US Shell Homes ........ 5,475,000 q

Mar 13 National Rity Inv ..,... 13,800,000 15.00

A after underwriting commission and expenses,

b procesds Lo company, excluding $950,000 proceeds to Howard
B. Noonan, chairman and president, from sale of 50,000 addi-
tional class A shares @ $19.00

© for class A common. Also Issued was §1 million of 69 sinking
fund debentures at par, These securities for sale to residents
of Ohio only.

d offered as various privately sold long term notes with warrants
lo purchase common @ $18.00,

Realty securities sales hit peak

“Residential and commercial real estate, one
of the last great divisions of privately-held
wealth, is going public.”

So notes Attorney General Louis Lefkowitz
of New York in reporting that last year the
securities offerings cleared by his office totalled
a record $1.3 billion.

Through 400 offerings, investors bought
into $4.5 billion in properties ranging from
apartment buildings and co-ops to land,
shopping centers, hotels, motels, marinas, golf
courses, and bowling alleys. The securities in-
cluded stocks, bonds, syndicate participations,
trust certificates, and mortgage participations.

About half of the properties were in New
York State. The rest were located throughout
the country and in Canada, Israel, Puerto Rico,
and the West Indies.

More promoters are turning to new con-
struction now.

Traditionally, syndicators and other realty
investment entrepreneurs have dealt with exist-
ing buildings. Now, notes the attorney gen-
eral’s office, promoters can't find enough good
existing buildings, So many are putting up
their own structures now which is funneling
more money into the housing and construc-
tion market.

The New York Attorney General’s office
scrutinized almost every major realty securi-
ties offering in the entire country, says Special
Assistant Attorney General David Clurman,
head of the real estate syndication section.
Reason: New York is the No. 1 source of
public realty financing. Under the state’s
stringent new law, which went into effect last
year, all public realty offerings must be
cleared by the Attorney General before they
can be advertised or sold in New York.

Co-op housing is gaining, says Clurman.
Last year, co-ops totalling $500 million were
sold, and, adds Clurman: “There's no question
but that co-operative apartment investments
will gain even greater momentum in the com-
ing years.”

Fraudulent promoters are being weeded
out, contends Clurman.

Last year 25% of the offerings were turned
down, which Clurman estimates saved inves-
tors the possible loss of $20 million. Best
indication of a shaky offering: a skimpy pros-
pectus that ducks vital statistics. Co-op offer-
ings in the past have been especially inclined
to be misleading and to cover up “hidden
profiteering by promoters,” he adds.

The Attorney General’s office also obtained

HOUSING’S STOCK PRICES

Offering Jan, 15 Feb. 13 Mar. 12
Company Price Bid Ask Bid  Ask Bid  Ask
BUILDING
Adler-Built Ind. e 2% 3% a2y 2% 2 2%

Cong Bldg (Can) ¢ 151 16 137 14 143 14%
Edwards Inds... 4% 1% 2% 21 23 1234 3
Efchler Homes.. ® ) 9% 9% 10 108, 107%
Plrst Natl Rity &

o e 2 4540 B4t (2
Frouge .. RORY 1) 12 128% 114 12 12 128
General Bldrs .. ™ ™ 6

Hawalian PaeInd 10 TR TN % 10% T 8
Kaufman &

Broad .... .10%% n 14 14% 17% 1814
Kavanagh-Smith. & R, @ 8% R TY 8
Tt 5l 10 8% 6% T % 6% 7
Lusk Corp ..... L % 6% 6% T W %
US Home & Dev * 2 2% 2% 2% 1% 2%
Del Wehh .., . e 13% 137% 15 15% 14% 163
Wehb & Knapp . © an 2% 9% &b
Wenwood . ..., . U %e % % % %
LAND DEVELOPMENT
All-Btate Prop . Tab 8140 Tihb

Amer Rity & Pet = 6% 7 6% Tl 64 65

Arvida .......® 11  11% 10% 1% 9% 10%
Canaveral Intl . B 130 AN TR anb
Cons Dev (Fla) & 9% 103 D‘A. 1034 9% 103
Coral Ridge Prop ® % 8y gy, 2 21
Fla Palm-Alre . ® 2 2% '.‘h_, 2% 2% 2%
Forest City Ent.10  11%b 1114b 11b
Garden Tand .. 0% 3% 3% 4% 5% 3% 414
Gen Dev ...... L4 14 1340 14b
Grt Southwest. .18 24 24% 23 24 22 22%
Horizon Land .. e 183 183 1814 20%% 18% 18%
Laguna Niguel.. * 9% 10 10% 11% 100 11Y%
Lake Arrowhead.10 Ty 8 7 ™ 6% T4
Lofeourt ...... . b 1740 1140
Major Rity .... ® 21, 2%, 2 2% 1% 2%
Pac Cst Prop. .10 81, R®’% 8Y 8% 8 81
Realsite Inc ... * 1% 2% 1% 1% 1% 934
Southern Rlty

Eom ..., 4 |b 108 AN
United Imp&Inv B A gb gb
S&Ls
Callf Flo ....® 46% 48 43% 45 48%% 4914
Emp Fin ..... * 253 263 23% 24% 22% 23
Equitable S&L. .23 43 %5 « 46 45% 4T
Fln Ped .i... " 18324¢ 27e 100¢
Pirst Chrtr Fin. © 470 43¢ 43¢

204 21 16% 17% 17 178
46% 48 45 47 47e

3815 34 %= 31%¢e

183 19034 16% 17% 15 15%
8316 34% 3414 35% 84 35
4% 28 b 2814 a4b

San Dlego Imp. 148 e 148« 18% ¢
Trans Cst Inv. 15 3634 371§ 3215 333 29 a0
Trans World Fin 8% 33% 34% 311 321, 301 381%

Pirst Fin West., ®
Gibraltar Fin .. ®
Grt Western Fin, *
Hawthorne Fin.., ®
Lytton Fin .,.. ®
Mdwstrn Fin ..

Union Fin ....15 1434 186 128 13% 13 13%
United FinofCal 10 51e 48%¢° Hofge
Wesco Fin .... ® 49 6014 45 16% 42% 484

Offering Jan. 15 Feb. 13 Mar. 12
Company Price Bid Ask Bid  Ask Bid  Ask
MORTGAGE BANKING
Colonial ...... 9 143 15% 16 16% 14% 15%
Clwell ...l 10 28 31 30 31% 28 30
FNMA ....... L 8 T0% 79 803, 83% 84
MQIC ........27% 46% 48 42 431 46 47
Palomar ...... o 15y 15% 1T 178 16 161

Stockton Whatley © 16% 17% 18 19 19 19%
REAL ESTATE INVESTMENT TRUSTS

First Mtg Inv. .10 20% 213 20 201, 1814 18%
First Natl ..... 10 8y N L 1] r 10
LAbertY . veenss 10 a no88 0% 8 884
'S Realty Inv..10 1076 11% 10%: 113% 10% 11%

REALTY INVESTMENT
Brookbridge Dev.. ® 1% 1% 1% 2 % %
Gt Amer Rity.. © % % % % e %

Income Props .. 9% 117% 12% 11% 11% 11 11%
Kratter A .... ® 27 28b 21

Mensh Inv & Dey, 4 15 16 15 16 101 g
Prestdential Rity 6% 13%P 13740 14040

Rlty Equities .., 5% 69%b Bagh 6%

Wallnee Inv. ..10 20 20% 18% 10% 16% 17

PREFABRICATION

Admiral Homes,. ® 2% 3 2% 27% 2% 3
Crawford ..... 13 7 % 6% 7% 6% T4
Harnischfeger ., ©  22%b 23b 231  23%
Hileo Homes ..3 2% 2% -2 235 2 2%
Inland Homes.. ®  14b 13%b 12684b

Nutl Homes A., ® 8% 0 9% 10 014 205
Nut!l Homes B., © 8% BT 8% 91 8% 014
Richmond Homes ® 1% 2% 2 2% 2 2%
Secholz Homes .., ® 2 2% 2% 2% % %
Seaboard Homes, , ¢ 1% 2% 2% 3% 2% 284
Steel Crest Homes 2 4% % By 6 41 5%
Swift Homes .. § n ooa% 7 7% %
Techbilt Homes , © U % % % % %
SHELL HOMES

Albee Homes ..16 2215 241 24 26 27 29
B d 1% 1% % 1% % %
MomTly oiiened @ 3% 4 3% 3% 3% 3%
US Bhell ..... ® 19 2034 16 17% 19 204
Jim Walter L 173 18% 168% 1716 17% 1R,
Western Shell ., 2% % 1% % 1 % 1%
Wise Homes.... ® 1% 3% 2 a8 2% 2%

8 gtock not yet marketed

b cloging price (ARE)

© cloging price (NYSE)

4 jgsued In units

e gtock issued before Jan 1, 1960
 no bid

£ no sellers avallable

Bources: New York Hanseatic Corp; €. F. Childs Co; Amerl-
can Stock Exchange: New York Block Exchange.

Listings Include only companies which derive a major
part of their income from housing activity and whose
stocks are either listed or actively traded.
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restitution of more than $10 million for in-
vestors in connection with new offerings. Sev-
eral operators were hit with criminal charges.
Says Clurman: “Groups of sharpsters have
flocked into the real estate securities field.”

Is going public driving the price of real
estate too high?

Many veteran realty men contend that it is.
As the demand for buildings by syndicators
and other realty securities promoters keeps
growing, prices keep going up. often to risky
heights, they say. New York realty man Daniel
M. Friedenberg has charged that syndicators
are doubling real estate prices (NEws, July).
Adds a mutual savings banker: “Why should
the promoters care? It isn't their money they're
spending.” The scarcity of such syndicate
staples as apartment buildings is forcing some
promoters into more speculative ventures
which conservative realty men warn could be
disastrous. Some bowling alley syndications,
for example, have lately collapsed—syndica-
tions reviewed by Lefkowitz’ office, by the
way.

PROFITS & LOSSES

Recent reports on how publicly held com-
panies in the housing industry are faring:

GIBRALTAR FinanciaL CORPORATION earnings rose
39% to $2.8 million last year. Net per share
climbed from $2 in 1960 to $2.76. The S&L hold-
ing company attributes its record growth chiefly
to a 29% gain in savings in its Gibraltar S&L
in plush Beverly Hills,

President Herbert J, Young predicts the growth
rate will continue despite stiffer competition for
savings from commercial banks. Best evidence,
he told New York security analysts, is that 1)
only 7% of Gibraltar Savings & [oan's savings
is out-of-California money and 2) savings in-
creased twice as fast the first two months of this
year as they did in January and February '61
($7 million versus $3.6 million).

Gibraltar Financial bought Beverly Hills Na-
tional Bank in July '61 and opened an S&L
branch, its first, in September. By stressing loans
on apartments and commercial property, Gibraltar
S&L has pushed average yield on its loan port-
folio to 6.6%. During January, new loans re-
turned an average 634 % yield.

On its $2.8 million earnings last year, Gibraltar
estimates it will pay federal income taxes of
only $1,503.

Tue Kisserr Company, giant Ohio mortgage
firm, had the biggest year in its 77-year history
in 1961, reports Howard B. Noonan, chairman
and president. Besides increasing volume and
earnings, the company also acquired two large
mortgage banking firms during the year (Guaran-
tee Title and Trust, Columbus, and Realty Mort-
gage, Lexington), and had its first public offering
of securities, to Ohio residents only. Kissell closed
$72.4 million in 1961 loans to boost its servicing
volume to $435 million.

1960
$2.381,049

219,140

1961

Income from fees
Net invome

FirsT MORTGAGE InveESTORS, Boston, first of the
real estate investment trusts to invest solely in
residential mortgages and first such trust to go
public, now owns more than 600 first mortgages
in Florida, California, Nevada, Maryland, Vir-
ginia and Washington, ID. C. The trust has
established working arrangements with ten mort-
gage bankers in these areas. Edmond F. Dagnino,
managing trustee, and Jack R. Courshon, secre-
tary and trustee, report a net income of $25,289
from inception of the trust in October through
December 31, 1961,

Fmancial. FEDERATION earnings rose 43.5% over
the previous years, reports Edward L. Johnson,
president. During 1961, the second full calendar
year of operations for the S&L holding company,
assets increased 38.2% to $475.5 million,

1961 1960
LD T = $30,230,627 $22,794.963
T LT PR . R L 5,008,781
Federal fncome LaxXes ......... 01,328
Net hef ros approp .....cceessos ﬁ,NIR:;I.,",.:n
d

5.50

Earnings per 8hare . ...ovviennve
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Fmst CHARTER FINANCIAL enjoyed record earn-
ings in 1961, announces Chairman S. Mark
Taper. Consolidated net earnings leaped 30%
and assets reached a peak of $985.5 million by
year end, an increase of 28% over the previous
year.
1961 1960

L§16,860,708  $12,900,208

2,46 1.89

Net bel res approp .. ..
Earnings per share .......o0000

Investors Funping Core's  President Jerome
Dansker reports record earnings for 1961. The
New York real estate investment company now
has a portfolio worth over $60 million.

1961 1960
Earnings before depreciation & tax 8§07 £902, 444
Not earnfngs ...... e A A 1 444,489
Rarmings per Share .......coooms 4.14

Unirep Financiar Corp reports a 59% increase
in net earnings for 1961. Income jumped 39%.
At year's end, the California S&L holding com-
pany had total assets of $185 million.

1961 1960
Total Income ....... $8,768,080
Net bef income taxes 2,792,478
Federal income taxes “5,000
Nat bef res approp . 4,328,269 2,727 478

Earnings per share ... 2.493 1.84

Tue Couwert. Company reports a 40% increase
in servicing volume and a jump of 36% in
originations for 1961. Bundy Colwell, president
of the Los Angeles mortgage banking firm, an-
nounced that $10.5 million in loans were origi-
nated in October, making it the best month in
the company’s history.

1961 1960
Originations ..... $87.500 $57.000
Sorvieing portfolio . 427,000 205,000

San Dizco Imperiar Corp net earnings during
1961 were the highest in this S&L holding com-
pany’s five-year history, and 80% higher than in
1960, announces President Franklin P. Schneider.
Gross income climber 20% last year.

1961 1960
Total assols ........ AL $610,061,670 $4190,568,908
1 T e R 5,130,430 2,852,495
Earnings per share. ., . 86% ¢ hd¢

# before: approprintions to genernl reserves,

LABOR:

Federal law change

Labor-backed amendments to the federal
Davis-Bacon prevailing wage law have be-
come a top worry on builders’ list of pending
legislation.

If Congress buys the package proposed by
the AFL-CIO, labor costs under FHA sec-
tions subject to Davis-Bacon would rise any-
where from 15 to 25%, NAHB estimates.
This would drive up costs of FHA rentals
enough so many builders would switch to con-
ventional financing, some experts predict.

The 30-year-old Davis-Bacon Act, under
which the Labor Dept fixes the “prevailing
wage” for each trade on an area-by-area
basis, now applies to multifamily projects and
military housing (eg Sec 207, 213, 220). But
it doesn't now cover fringe benefits. Labor
wants these included. And it wants the exist-
ing law requiring time and a half after eight
hours plus a nmew law requiring time and a
half after a 40-hour week extended to FHA
multi-family construction. (The eight-hour
day limit covers federal construction, but not
work covered by government loan insurance.)

Contractors have long objected that the
Labor Dept uses the Davis-Bacon law to set
“prevailing wage rates” higher than they
actually are. How? “Wage determinations are
invariably based upon the wages rates re-
puted to be prevailing or in effect in the
major cities and metropolitan centers nearest
to the site of the proposed project,” charges
Lee E. Knack, labor relations chief for Mor-
rison-Knudsen, in testimony to a House labor
subcommittee. If no single rate is paid to a
majority of craftsmen, Labor Dept officials
pick a rate paid to the greatest number pro-

News

REAL ESTATE INVESTMENT TRUST OF AMERICA
reports a 110% increase in net earnings for the
six months ended Nov 30, Main reason: convert-
ing to a realty trust cut its income taxes.

6 mos ending 6 mos ending

Nov 30, 1961 Nov 30, 1960
Net  before taxes §564,170 $010,743
Pedera] Income Laxes Ce 250,600
MOt ADOME: . oyt ik it 064,179 260,143
Earnings per share .. STk 44¢ a6¢

Morris SHELL Homes reports a whopping 219%
rise in sales and an 84% jump in net earnings
for its entire fiscal year. President Morris L.
Shagan attributes this showing to creation of
subsidiary financing and materials companies,
which increase profits per deal. Morris built 1,255
shell and repossessed 137 but resold 80% of
them during the year.

Year ending Year ending

Sept 30, 1961 Sept 30, 1960
1 T RS A R e N A $3,780,082 $1,184,098
Net earnings .......... 159,353 80,678

PresmenTiAL Rearty Core net before deprecia-
tion rose 26% during 1961, and income after
depreciation and taxes climbed 56%. The com-
pany, which owns and manages properties around
the country, plans to acquire apartment houses
in Columbus, Ohio; St Louis; Stamford, Conn.;
and New York City.

1961 1960
Net before depreclation. ..., ... $1,441,022 $1.142.875
IRBL BOOIM ionaale sominchisr stoskionion 836,440 636,761
Farnings per share........... $1.38 $1.02
InTERNATIONAL  Housing Core, Minneapolis

maker of pre-cut homes, reports a substantial
profit after only six months of operation. Its sales
force has grown from two to 42 since June. The
company now operates in Minnesota, Wisconsin,
Iowa, Northern South Dakota, Nebraska and
parts of Montana and Kansas.

June 12 to Dec 31
1961

Sales Mk 08 R 8 b e b 2 g M) i $304,712
Binancial) dNS0Me: .ol inyiiide e s a 10,483
g R G R s Sl 23,389

may boost costs

vided it is more than 30% —even if 70% of
the men working in the same trade get less,
asserts Knack.

The Davis-Bacon amendments were sched-
uled for a two-day hearing and quick legis-
lative action. But critics have been pressing
for a full review of the law—or, lacking that,
judicial review of official wage findings.

RESIDENTIAL CONSTRUCTION COSTS
INDEX: 1926-29=100
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The cost of building a house remained almost
static during February, according to data gathered
by Col E. H. Boeckh. His index of residential
costs advanced 0.1 from 296.2 to 296.3. Costs are
1.3% above last year. Col Boeckh attributes the
February rise to wage raises for plasterers, com-
mon laborers, and brick masons. Materials prices
remain weak.
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MATERIALS & PRICES:

Producers wary of predicting upturn from profit-squeezed ’61

A year ago makers of building materials
were hopefully looking for improved business
in 1961 to rescue them from the painful 1960
slump in sales and profits.

But 1961 annual reports now reaching
stockholders tell a somber story about the
year of hope:

Total sales for 51 companies surveyed by

H&H climbed 0.7%, to $19.3 billion but net
income dropped 4.79%, to $1 billion.*

This record contrasts with the estimate of
the President’s Council of Economic Advisers
that corporate after-tax earmings hit $23.3
billion for 1961, up 2.6% from 1960 but
still $0.4 billion behind 1959’s all-time record.

For 1962 President Kennedy and Treasury
Secretary Douglas Dillon predict a whopping
23% rise in before-tax corporate earnings.

But top executives of leading producers
are not optimistic that any such rise in profits
will spill into the housing industry. The cau-
tious view of Chairman C. H. Shaver of
U S Gypsum is typical: “The outlook for
various segments of the construction industry
appears to justify the expectation that there
will be an improved potential for sales of
company products in 1962.”

The outlook varies from product group to
product group. Some prophesies for 1962:

Cement: Mepusa PorRTLAND CEMENT
started 1962 “with firm orders for contract
business at more than double the bookings of
a year ago,” says President Ellery Sedgwick
Jr. But Sedgwick forecasts “no important in-
crease in volume.”

Plumbing: “We expect further modest im-
provement,” says President Joseph A. Grazier
of AMERICAN-STANDARD. “CRANE should bene-
fit from this upturn (in general business con-
ditions),” says Chairman T. M. Evans.

Lumber: “Recovery from the abnormally
low prices and profit margins that have
plagued all lines of forest products in 1961
may be slow in coming,” observes President
Norton Clapp of WEYERHAEUSER.

Appliances: “A moderate increase in sales
volume with slightly larger earnings . . . The
outlook beyond midyear is less clear,” say
Chairman Cloud Wampler and President Wil-
liam Byrum of CarriErR. “The general busi-
ness climate is expected to be slightly more
favorable for the sale of home laundry equip-
ment . . ., we expect competition to be as
keen as ever and the upward pressure on costs
to continue,” say Chairman Fred Maytag IT
and President G. M. Umbreit of MayTaG.

NuToNE is pegging hopes for a better 1962
on an “important new kitchen product” still
unannounced. Air conditioner makers are
especially optimistic: FEDDERS says its pre-
assembled units are being installed in 9,900
homes in developments near Washington, San
Antonio, and Oklahoma City; Carrier expects
its share of a market that saw air condition-
ing included in 50% of all new apartments
last year,

Glass: “We look for predicted higher levels
of industrial activity throughout at least the
first half of 1962 to bring about better operat-
ing results,” says President David G. Hill of
PiTTSBURGH PLATE GLASS.

Aluminum: “The fourth quarter [was] the
best quarter of the year in both sales and
earnings,” reports President D. A. Rhoades of
KAISER ALuMINUM & CHEMICAL. He sees “the
likelihood of generally higher sales.

* Fiscal years for seven companies do not coin-
cide with 1961 calendar year; nine-month totals
for 2 companies are included.

Wallboard, roofing, tile, and insulation:
“Our optimism [for 1962] is based on excel-
lent—and self-perpetuating—cost reductions
installed during the past year, [and] on the
elimination from our product lines of low
profit, low volume items,” explains President
C. B. Burnett of Jouns-MANSVILLE. “Better
profit margins can be expected from greater
volume and more labor-saving equipment.”
says Chairman Melvin H. Baker of Nami
Gypsum, MAsONITE earnings for six months
ending Feb 28 will be over $1/sh, up from 28¢.

Last year 26 of 51 companies increased
sales but only 22 reported more earnings.

Each product group (see rable) had strong
sales-and-income gainers and equally heavy
losers. It was a hotly competitive year. Com-
panies that made money generally did so with
a combination of ingenmious marketing ap-
proaches, cost-cutting methods, and timely in-
troduction of new products. Highlights:

1. CERTAIN-TEED turned in the year's out-
standing performance with its [nstitute for
Essential Living marketing program.

Sales jumped 53% and met income soared
151%. Reports President Malcolm Meyer: al-
most $40 million of its $49.4 million sales
gain came from IEH sales of shell-homes—a
field Certain-teed got into only a year ago.
(Spurred by this success, CELoTEX and US
Gypsum have announced (NEws, Feb) they
are starting to sell shells.)

2. CarriErR and STANLEY WORKS cur over-
head costs to increase profits substantially.

“A number of profit improvement pro-
grams,” helped Carrier increase profits 48.4%
on a modest 3.7% sales gain of its air condi-
tioning and furnace units. Uninterrupted pro-
duction following two costly strikes in 1960
also helped.

Yet Chairman Wampler and President
Byrum say that their company, like many ap-

pliance makers, is caught in a severe cost-price
squeeze. Since 1955 materials or components
have gone up 25% and wages and fringes
32%. Meanwhile, Carrier's prices have drop-
ped. “Improved profitability will have to come
from largely from better operating efficiency,”
say Wampler and Byrum. “Carrier is striving

. to reduce costs by making more of the
components that go into the products.”

Stanley Works, under new President Howard
L. Richardson (News, May) lifted profits
26.5% on a sales gain of only 5.2%. The
company’s net dropped to a 10-year low in
1960. Richardson credits operating economies
with improving matters. Foreign operations,
consolidated into the company report for the
first time, accounted for about 10% of the
company’s $4.3 million profit. The hand-and-
power-tool maker starts 1962 with 15% more
orders on hand than a year earlier.

3. BestwaLL Gvesum  benefited  from
higher prices, while US Prywoop increased
speciality sales by expanding its distribution
network.

Bestwall (spun off from Certain-teed in
1956) sales volume climbed 8% even though
the company boosted prices on its gypsum
board last summer. High production cut pro-
duction costs and the company turned in a
30.5% increase in earnings. The $4.4 million
net was below the 1959 record $4.8 million.

US Plywood (reporting for nine months
ending Jan 31, 1962) shows a heady 56.6%
profit jump in an industry beset with weak
prices and unused manufacturing capacity.
How did US Plywood do it? The company
pushed an expanded line of speciality items,
getting a substantial rise in sales from exterior
decorative sidings and prefinished hardwood
paneling. These items were handled through
20 new distribution outlets added the year
before (to a total of 145) both through 1)
purchase of Western Plywood and eight out-

Sales and earnings for some of the biggest building materials’ producers in 1961, com-

LAST YEAR’S PROFIT PICTURE
pared with the same periods in 1960:
Company *61 sales % change ‘61 net % change
(millions) sules (milliong) net
Lumber
Georgln-Tacifle ....... $238.3 7.3 $13.:8 —0.0
US Plywoods ..,.... 220,60 -15.2 7.5 <006
Weyerhaeuser . ....... 401.6 7.4 6.6 -_33.3
Group total ......... 950.4 9.1 57.9 —14.4
Wallboard, roofing, tile. insulation
Allled Chemical ...... 746.0 —2.5 47.2 —R.0
Armstrong Cork .....,. 302.7 i."..ﬁ 18.5 =141
Beatwall' . Ui 43.1 8.0 4.4 4-30.5
Phillp: Oarey ....ou.s T0.0 0.6 2.8 “-16.7
(O e Wl 61.8 —0.0 1.4 =347
Certaln-Teed' ........ 14286 <-563.0 5.9 L151.9
Congoleum-Nairn ... .. 41.2 4.0.8 ==
Flintkote e S4RB —1.4 11.5 —11.5
Goodyear ......... 3.4 —5.0 6.2 4708
Johng-Munville TT.8 j:.'i.ﬁ 28.00 —10:0
Musonite® ...... i 71.3 3.7 3.6 —17.5
National Gypsum .... 2182 —3.0 21.1 —10.1
Owens-Corning ...... 22690 -+-4.0 14.3 3
Ruberaid 119.1 —0.8 4.5 o
I'S Gypsum . e o —0.3 anT 4.4
Group total ........ 4.4 —0.6 271.7 .8
Heating & plumbing
American Standard .. 4089 —2.4 13.9 456
RRTRIIG i v R e 319.6 ~-11.9 h.T e B Bt
iy I K 96.3 —6.0 N | —23.8
Group total ... ..... 884.8 H-1.8 24.7 —0.01
Coment
Alpha Portland ., ... 41.1 —0.8 3.7 -23.2
General Tortland . ... 57.8 —1.6 85 —141
1 | A At e 121,18 498 18R d-20L0
Lehigh Tortland .. .. 84.3 11.4 4.8 —g07
BOnE| (BIAr .o rimiein 127 3.6 13.0 4102
MATGUOLEE. . —cvaivvivieite TR.0 414 10.6 +12.8
MO oo it 38.7 <-2.0 .30 L0007
Renn-Dixle ,....... 3.6 —h.1 5.8 —16.0
Permanente  ,...... 74.4 8.7 6.0 SR
Group total . ....... 670.2 43.8 3.4 —0.4
Hardwaro
Selilage 10.4 489 2.1 -4-31.8

Stanley Works ...... 110.9 -4-5.2 4.8 4288

Yale & Towne ..... 150.6 —h.3 4.0 —10.6

Group total ....... 251.0 —0.4 10.4 +4-9.5

Appliances

Ameriean Motors? ... 8757 —17.2 236

Borg Warner ....... 84,7 —0.4 2.4

Carclerd” .. 266.3 +4-3.7 74

Emerson® ...l Lh7.6  ~4-25.0 7.2

Reddenn’ . 60.3 13.8 3.5

Genernl Electrie .... 4,456.8 4-6.2 2421

LT A 107.4 —2.0 12.1

Minn-Honeywell .... 470,2 -+-10.3 24.9

Imtones: s G 25.4 -+7.2 1.7

Weatinghonse ....... 1,913.8 —2.1 464

Whirlpool ......... 456.9 —2.1 13.5

Worthington ,...... 188.0 —2.8 0.0

Group total ...... 9.543.1 -+1.00 410.9

Glass

Amerfesn St Gobain. . —0.8 &8 A

Lithey-0Owens-Ford ., . -—04.4 34.8 —20.6

Pittsburgh Plate ... . —i, 0 346 2.4

Group tetal ........ —10.3 68.6 —24.4

Aluminum

IO e o an s —i0.9 43,0 +4-7.5

BRI T0es e e tn e +4-4.3 240 =15,

Reymoldsh ... ...... +-0.0 251 —2.9

Group total .. .... 1,755, +2.9 92,9 4.2

& for the nine months ending January 31, 1062, Fiseal year
ends April 30,

b for fiseal year ending October 81, 1941,

© for fiseal year ending August 31, 1861,

A data reflects billings rather than net sales.

e ncludes special eredit of $542,528, an adjustment of prior
years' depreciation and other items to conform to Income-
tax hases.

T for fiscal year ending September 30, 1061,

& net loss of §768,630,

b includes for the first time the non-aluminum sales of two
subsidiaries and sales of Tilo Roofing, Ine, amounting to
$24,181,00, Tilo merged with Reynolds In August 1961,

Unet loss £220,000, which does not reflect refund of prior

's federnl exevss profit tax and interest thereon equal to
$332,254. This amount credited directly to earned surplus,
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HOUSING POLICY:

News

Compromise formula lets S&Ls pay 20% income taxes

“We were lucky to get this much of a break,”
says one of the S&L industry's men closest to
the legislative scene.

After proposing a much stiffer increase in
federal income taxes for mutual thrift institu-
tions (NEws, Mar), the House ways & means
committee reversed itself just before it sent
the bill to the House floor, It dropped a plan
to cut their tax free reserves from 12% of
shareholding accounts to 3%2% of their an-
nual increase in loan portfolio. It substituted
a formula giving the nation’s 6,200 S&Ls and
513 mutual savings banks three alternatives
for paying federal income taxes starting mext
year:

1. Set aside 60% of annual income for tax
free reserves, pay regular corporate income
taxes (52% ) on the other 409%. Most S&Ls
will use this set-up if it becomes law. Net tax:
about 20% of income.

2. Set aside as tax-free reserve 3% of the
annual increase in loans outstanding (includ-
ing FHA and VA loans). This will be used by
S&Ls with fast growing portfolios.

3. Set aside “whatever amount experience
indicates is necessary to assure an adequate
reserve against losses.”

The new formula scales down the income
tax load on mutual institutions by 409;.

The Treasury figures it would get $200 mil-
lion the first year in income taxes under the
revised plan compared to $365 million under
the 32 % tax-free reserves formula. Of this,
experts figure about $160 million would come
from S&Ls and about $60 million from mu-
tual banks. Under existing law, mutual thrift

institutions pay less than $9 million a year in
income taxes.

Thrift institutions mounted on all out
three-week campaign to bring about the
compromise.

From all corners of the country they wrote,
telephoned, or visited their congressmen. At
one point there was even talk of a plan to
urge depositors to write their congressmen.
The Natl League of Insured Savings Associa-
tions took a sampling of 200 member S&Ls,
figured out the effective tax rates for each un-
der the committee’s original 3% % formula.
Rates ranged from 2% for the fastest grow-
ing S&Ls to 36% for some slower growing
S&Ls. This, it was argued, was inequitable tax-
ation. S&L men pointed to the possibility that
deposits might dwindle as associations would
be forced to cut dividend rates, thus reducing
the supply of mortgage money for housing.

Commercial bankers are unhappy with
the new tax formula.

President Sam M. Fleming of the American
Bankers Association calls it “woefully inade-
quate . ., . an unjustifiably low rate for a pros-
perous, rapidly growing $120 billion industry.”
(Commercial banks pay about 33% of their
income in taxes, but commercial banks can
buy tax-exempt bonds as S&Ls cannot.)

The attitude of S&L men seems typified by
the comment by one of the West Coast's top
S&L executives: “This is a fair tax formula
that I think the industry can live with. We've
got to pay some taxes to make the public
happy.”

The ways & means committee also voted
two other changes in S&L taxation.

@ Stockholder-owned S&Ls must first use
tax-free reserves for paying out dividends to
stockholders before using taxable income.

® S&Ls would lose their present exemption
on paying federal taxes on communications
and transportation.

Despite the S&L compromise, the Ad-
ministration’s 1962 tax bill faces more
trouble in Congress.

Pressure was mounting in the House in mid-
March to kill the provision calling for 20%
tax withholding on corporation dividends and
interest paid on savings and S&L accounts. On
this point, commercial banks and mutual thrift
institutions see eye to eye (they don't like the
idea of tax withholding), but the plan is ex-
pected to raise $650 million a year in taxes
that now go uncollected and the Administra-
tion says it needs the money to offset other
tax cuts.

If the tax bill gets through the House rela-
tively unscathed it still faces hurdles in the
Senate. S&L. men on balance expect to come
out no better in the Senate than in the House.
For one thing, Sen Harry Byrd (D, Va),
chairman of the Senate Finance Committee
may insist on raising instead of reducing other
taxes.

Left untouched: capital gains taxation on
the sale of real property.

The Treasury had indicated it might seek
to close a loophole used by some speculators
by making the profit on sale of real estate
taxable at ordinary income tax rates to the
extent of depreciation taken. But ways &
means left this out of the '62 tax bill

HHFA future: fast growth, new and bigger subsidy schemes

Q. Where does Congressional veto of Presi-
dent Kennedy's plan to create a cabinet-rank
Department of Urban Affairs & Housing leave
HHFA?

A. Right where it was before: the fastest
growing agency in the federal government
and ome of the biggest dispensers of federal
subsidies.

Budgeted HHFA expenses for next fiscal
year ($1.38 billion) are 47% higher than for
the fiscal year ending next June 30. And this
fiscal year's outlays are 85% above those of
fiscal 1961. How the chief programs are due
to grow in fiscal '62-3—unless Congress cuts
Kennedy’s budget:

® Slum clearance grants will be up more than
50% to $335 million. The money goes to
write-down the price of cleared slum land so
that mew entrepreneurs can use it for some-
thing better without suffering a loss. The fed-
eral government pays 66% of the write-down.
In the process, slumlords and some land
speculators often make a killing.

o Community facilities loans will rise 70%
from $23 to $39 million. HHFA lends di-
rectly to localities (at ridiculously low rates)
to build sewer, water, and other public fa-
cilities.

® Mass transportation will cost $35 million
compared to only $5 million this fiscal year.
And Kennedy expects to ask Congress to au-
thorize another $100 million for new—and as
yet unspecified—federal aid to mass transpor-
tation,

® Open space grants to localities are to shoot
up from $8 million to $42 million.
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® Direct loans for housing for the elderly (as
usual at subsidized interest rates) are due to
rise from $13 million to $20 million—and the
New Frontier will ask Congress to approve
$100 million more of them.

® Public housing subsidies will creep up from
$174 million to $193 million. That is cash
outlay. Federal public housing has opened its
500,000th dwelling unit. It now houses more
than 2 million persons—ijust over 1% of US
population.

As HHFAdministrator Robert C. Weaver,
who was the President’s announced choice to
head the new department, says: “Today, the
HHFA is no longer an agency concerned pri-

INNOCENT BYSTANDER

Crockett—Washington Star

marily with housing and home finance. Whether
we call it an agency or a department, it is the
arm of the government which administers pro-
grams of urban affairs and housing.”

In almost the same breath, Weaver paints
a stark picture of white-dominated suburbs
draining US cities of almost everybody but
the young, the old, and the non-white popula-
tion. During the 1950-60 decade, the propor-
tion of non-whites living in American cities
rose from 39 to 51%; the proportion of whites
in the suburbs climbed from 15 to 23%. “If
these trends continue,” warns Weaver, “We
may see in some of the urban areas the emer-
gence of non-white majorities in central cities
and the solidifying of white majorities in sur-
rounding suburbs. Should this come about,
racial cleavages will be added to the jurisdic-
tional cleavages that now divide our metro-
politan areas, and the problems of urban de-
velopment will become even more complex.”

These words bear pondering by the hous-
ing industry. For they reinforce the growing
conviction that HHFA may more and more
become the federal instrument to fight such
change.

Weaver still calls creation of a Dept of
Urban Affairs “inevitable.”

Talking to Los Angeles newsmen last month,
he even ventured that it would happen during
the Kennedy Administration. (At the same
time, he flatly predicted that a Presidential
Order will wipe out racial bias in federally-
aided housing within the next three years.)

To Congressional analysts, the urban depart-
ment looks dead for this year—but not neces-
sarily for next. Their reasoning goes: Secre-

continued on p 66
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tary Abe Ribicoff of Health-Education-Welfare
has already indicated he will resign to run for
the Senate from Connecticut this fall (a pub-
licly proclaimed Kennedy policy will require
him to quit the cabinet if he does run). Then,
after Congress goes home, Kennedy might ap-
point Weaver secretary of H-E-W, and name
a popular mayor to head HHFA. If so, this
would grease the way for Congressional pas-
sage of the urban affairs bill next year.

Urban affairs gave President Kennedy his
worst tactical defeat yet in Congress.

The coup de grace was administered by
the House, which, on February 21, swamped
the President’s reorganization plan to upgrade
HHFA to cabinet rank by a lopsided 264-150
margin (NeEws, March). But the outcome
had been foreshadowed the day before when
the Senate angrily refused to knuckle under
to White House pressure and set aside its
tradition-honored legislative procedures to rush
the issue to a vote before the House could act.
Eight non-Southern Democrats and all but

four Republicans joined to defeat a petition
to discharge the urban affairs bill from Sen
John MecClellan’s (D, Ark.) committec on
government operations, The 58-42 margin of
Administration defeat in the Senate demoral-
ized the House leadership. It put up no fight.

Who won, who lost? One lesson from the
fight, as Columnist Rowland Evans Jr, ob-
served in the New York Herald-Tribune, is
that “the Kennedy Administration is prepared
to use the legislative procedures of Congress
to the hilt to pry out political gains.”

Democrats hope they made some political
hay with the pivotal Negro vote. For, as
secretary-designate Weaver observed in a tele-
vision interview shortly before Congress re-
jected the plan; “a large segment of the
population”™ will interpret a vote against this
department as a vote against having a Negro
in the cabinet.

But some Republicans have written off the
Negro vote, anyway. And they correctly note
that in view of the margin of defeat, the Ad-
ministration cannot pin the blame exclusively
on the GOP.

New York proposes rent supplements
to end ‘folly’ of public housing

The proposal comes among a rash of plans
and counter plans with which the state's top
Republicans and Democrats are courting the
potent middle- and low-income voters.

Housing has become—so the political an-
alysts say—one of the top -vote-getting issues
in New York. Even so, chances of the plan
going anywhere this year are slim.

Gov Nelson Rockefeller (R) is staking
some of his political future on a plan to sup-
plant public housing with a modern-Republi-
can version of the old idea of rent certifi-
cates.* The plan is risky because state voters
would have to approve it in November—the
same time they decide whether they want
Rocky to be governor for four more years.

Rockefeller wants to move low income fam-
ilies into middle-income apartments this way:
builders of $29/month middle-income apart-
ments (with state-subsidized 4.4% loans un-
der the Mitchell-Lama Act) would set one-
fifth of their units aside for families who qual-
ify for public housing. These families would
move in and pay $18-a-room per month rent,
the average paid by public housing tenants,

The $11 difference would be made up this
way: apartment owners would have monthly
payments on their Mitchell-Lama loans cut by
the number of low-income families in their
buildings.

Rockefeller’s housing commissioner, James
Gaynor, gives three reasons for favoring the
plan: 1) the units would pay real estate taxes;
2) “the folly of financing slum clearance un-
der public housing with long term loans would
be eliminated:” and 3) costs would be re-
duced. (Mid-income units cost about $2,000
less than public housing units in New York
City; the state subsidy for rent supplements
would be $600 a year for each family vs $900
for the same family in public units.)

Rockefeller also wants to let middle-income
families buy $18.000 Mitchell-Lama co-ops if
they can produce a $200 down payment. Nor-
mally buyers would have to pay about 10%
of cost (the rate varies with location of an
apartment), or about $1,800 for an $18,000
apartment, near the upper price for a mid-

* Proposed (but sidetracked) in the mid-1930s
as a substitute for public ownership of housing
for low-income families. Rent allowances would
be paid to familics (or their landlords) to let
them continue living in privately-owned units.
Now, former Deputy Public Housing Commis-
sioner Warren Vinton is a leading advocate of
the idea.

income co-op.

The state would lend the apartment buyer
the $1.600 he needs for the full down pay-
ment, expecting payment over 10 years at
4% 9% or 5% interest, A $1,600 loan would
thus cost from $16.65 to $16.98 monthly.

Mayor Robert F. Wagner of New York
City — mentioned as the chief contender to
battle Rockefeller for the governorship — is
ready with his own housing plans. He is set-
ting up a policy-making Rent & Rehabilitation
Administration to take over (or undercut)
the middle income loan and tax abatement
duties which New York co-ordinated under a
supposedly policy-making Housing & Redevel-
opment Board less than two years ago. The
agency will also administer rent control over
city apartments, which state Republicans are
passing back to city Democrats because they
fear its political liabilities.

In Pennsylvania, a much-publicized plan
(NEws, May) to ape the Mitchell-Lama
scheme for middle-income apartments is still
leaderless. Enabling laws were passed in 1959
and early in 1961 the state got a $300.00
federal grant to demonstrate how well the
loan program would work. But Gov David
Lawrence (D) has never appointed members
of a board to guide the program, although
sources close to the governor’s office say ap-
pointments will be made soon. Others excuse
the delay by arguing that low-interest state
loans are unnecessary, now that FHA itself is
insuring Treasury-subsidized 3'%% loans
under Sec 221d3.

Farm home loan program
could sweep rural market

The 1961 Housing Act contained so much
for so many that one provision slid by with-
out fanfare. It lets the Agriculture Dept's
Farmers Home Administration (FHA) make
100% home purchase and fixup loans directly
to residents of rural areas and towns of 2,500
or less people at 4% interest.

Eligibility rules are liberal. Applicants don’t
have to be farmers; they can be in any occu-
pation. There are no income limits (but ap-
plicants must show they are now “without
decent, safe and sanitary housing” which
would exclude higher income groups). There
are no loan limits, but FHA imposes a limit
and FHA has 1,400 sq ft of living area (not
counting garages, or storage areas). Appli-
cants must show that 1) they can’t get regular

financing at reasonable rates (often not hard
to show), 2) are citizens and 3) own the
tract of farm or non-farm land where the
house is to be built.

The housing industry paid little heed to the
provision, but rural residents did. Applicants
poured in through FHA's 1,450 county agents.
The Federal Housing Administration, which
wants to crack the rural market, and the Vol-
untary Home Mortgage Credit Program,
which was set up in 1955 specifically to fun-
nel mortgage money into small credit-shy
communities, find themselves out-subsidized
by the liberal farm loan terms.

Only one thing has kept the rush from
becoming a stampede. Congress authorized
$430 million for the program but the Budget
Bureau, apprehensive over federal finances,
has allowed only $75 million to be used so
far. From October, when the program started,
through January the FHA closed 8.186 loans
totalling more than $67 million (average
loan: $10.,630); then it ran out of money.

FHA is now asking for $50 million more.
Congressmen, with an eye on the rural vote,
are putting pressure on the Budget Bureau to
loosen up the purse strings. If more money
is forthcoming, the other FHA and VHMCP
may have to wait to serve small towns. The
farm loan program runs until June 30, 1965.

Producers hope profits
will begin comeback

continued from page 64
lets in May and 2) opening of 12 new dis-
tribution centers.

Some companies see 1962 as pay-off
time for heavy plant investments in recent
years.

Many manufacturers have been tooling up
for the over-predicted boom of the '60s. So
far: nmo boom. The result is over capacity:
makers are ready with plants that can turn
out far more goods and products than were
sold last year. This, more than doldrums in
housing starts, has caused low prices and
price-cutting. Lumber prices toppled to a
post-war low in 1961; appliances and some
flooring were afflicted; aluminum producers
cut prices to meet Canadian producer com-
petition.

Over-capacity even caught up with some
of the industry’s canniest executives last year.
Chairman Owen R. Cheatham says GEORGIA-
PaciFic ended its six-year record of consecu-
tive profit increases by making a bad guess.
The company committed itself to substantial
timber purchases at relatively high prices. But
demand turned weak and sales and profits fell.

FLINTKOTE sustained heavy start-up charges
from portland cement and asbestos-cement
pipe plants last year. But Chairman I. J.
Harvey Jr and President George J. Pecaro
say: “1962 could well be the turning point
in the company's program to provide greater
sales and earnings through planned expansion
obtained by capital expenditures.”

President Joseph S. Young of LEHIGH
PorTLAND CEMENT tells how over-capacity
plagues his industry: “Since 1956 annual con-
sumption of cement has remained fairly static
[from 300 to 320 million barrels] while capac-
ity has increased from 315 million to 440
million barrels, or 39%." Result: Lehigh Port-
land operated at about 81% of capacity last
year, and plants in the Northeast section
dropped as low as 65%.

Says Sedgwick of Medusa: “Cement is an
extraordinary product that will gain an in-
creasingly larger position in a dynamically
expanded construction industry.”

NEWS continued on p 71
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URBAN RENEWAL:

The puzzling revolt against housing codes

Federal officials can’t condemn one outhouse—

Last month the seven councilmen (six Repub-
licans and one Democrat) of Logansport, Ind.
(pop: 21,106) found themselves in a fight.

First 3,000 persons (including many non-
city dwellers) signed a petition demanding
they kill a minimum housing code passed
only two months be-
fore. Then 1,000 noisy,
placard-carrying citizens
packed a council meet-
ing to emphasize that
they meant business.

Such a showing gives
pause to small town
politicians, and the Lo-
gansport officers reacted
predictably: they voted unanimously to toss
out the housing code because “it was mis-
represented to the council and passed without
sufficient study.”

The vote made Logansport the fifth US
city to dump minimum housing codes into the
municipal ashcan after similar and equally
bitter outbursts from conservative elements
in the community. The others: Spokane;
Springfield, Ore.; Phoenix; and Lima, Ohio.

Even five robins don't make a spring, but
the frequency of anti-code drives has all the
makings of an incipient revolt. HHFA code
experts will not comment publicly on how
widespread the code revolt has become, but
some concede privately that the drive is
strong enough to concern them.

And the drive poses some vital questions:
where is the push against codes really com-
ing from? Why are anti-code drives (which
often are twisted into anti-urban renewal
campaigns as well) finding popular favor?

H&H correspondents probed into the situa-
tion in the five codeless cities. Some answers:

exclusive

Housing codes are difficult to dramatize
and are widely misunderstood.

“What is a minimum housing code any-
way?” is asked many times. And housing
codes are often confused with building codes
(which set structural and a safety standards
for new buildings) or health codes (which
deal with items from communicable diseases
to septic tanks). Some housing codes draw
from each of these others.

But the complete housing code typically
sets minimum standards for all homes in three
categories:

1. Facilities, so all homes will have bath
fixtures, hot and cold running water, a heating
unit, electrical connections where available,
and a Kitchen sink.

2. Maintenance, so homes must have a
protective coating for exterior walls, rat-proof
screens for cellar windows, and waterproof
roofs,

3. Occupancy, so rooms are ventilated,
bath private, and the number of persons
sleeping in a room is related to its size.

Veteran slum fichters have long cham-
pioned housing codes. The conservative Natl
Association of Real Estate Boards was one
of the first groups to demand that cities en-
force minimum standards as the only alterna-
tive to massive federal spending for slum
clearance. “Our federal government hds some
vast powers—to coin money, wage war, and
explore outer space—but it cannot outlaw a
single outdoor toilet,” says chairman F. Law-
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yet five cities have given up their right to do so

rence Dow of NAREB's Build America Bet-
ter Committee. “Only local government can
do this, and it needs to be done.”

But what the US cannot do directly, it
does indirectly. HHFA regulations stemming
from the 1954 Housing Act demand that
cities set up and enforce local housing codes
before they can get federal subsidies for re-
newal and public housing. Since then 495
cities have put housing codes into force, says
NAHRO.

Code revolts have been sparked by

ministers, editors, and John Birchers.

Code opponents show amazing variety
from city to city. Here are the personalities
who led fights to kill codes:

Phoenix (pop. 439.170): When city council-
men wanted to change a touchy section of
their 1959-vintage code, Mayor Sam Mardian
recalls “to our surprise we were met by a
militant group of religious fundamentalists
and two fundamentalist preachers.” Most out-
spoken minister was Rev Aubrey L. Moore
who says he is member of no group except
his own West Van Buren Southern Baptist
church. Moore regards codes and urban re-
newal as “part of a gigantic Communist con-
spiracy.”

He was joined by Sam Levitin, secretary
for the Property Owners Association. Levitin
claimed 1,600 members but now implies his
group is inactive. Knowledgeable insiders say
some of the members were men who owned
considerable slum property—and whose prof-
its would have been cut by a housing code.

The Moore-Levitin forces got 10,477 names
(about 25% of those voting at the last city
election) on a petition demanding repeal of
the code. Councilmen killed the code in Feb-
ruary 1961, saying they wanted to head off
a civic imbroglio in face of an upcoming
election. Mayor Mardian has appointed a
citizens committee to draft a new code. Re-
sult to date: hearings have been held.

Springfield, Ore. (pop. 19,616): Anti-code
forces are closely identified with Leslie Flem-
ing, who says he is Oregon organizer for the
ultra-conservative John Birchers.

Anti-code petitions began circulating in the
spring of 1961, The six councilmen (elected
on a non-partisan basis) forced the issue to
a city-wide special election in July rather than
give up the code adopted in 1958. The antis
called housing inspectors a “local Gestapo”
and won repeal of the code by a two to one
margin (even though registration is heavily
Democratic).

In November, Fleming ran for mayor—
but lost to incumbent Billy J. Rogers, a home-
builder and developer. Then the anti-code
forces turned against all urban renewal and
sponsored recall elections against Mayor
Rogers and one councilman for their pro-
renewal stand. The recall failed, now Rogers
says: “Our side has a clear majority and there
is an entirely different complexion on our
work.”

Lima, Ohio (pop. 51.037): After the coun-
cil passed a new housing code in April 1961,
the Lima News (circulation 26.956) opened
fire. The News is owned by Publisher R C.
(for Raymond Cyrus) Hoiles who also fights
income taxes, public libraries, and public
schools with tart reasoning: “A house of

prostitution is voluntary, grade school is not.”

The prodding produced a Why Committee,
which persuaded 1,417 voters (compared to
the 1,311 required by law) to force the code
to a vote last November. “The ordinance
would even force us to allow city officials to
enter and ‘inspect’ our homes without a search
warrant,” trumpeted the Why group. Televi-
sion commercials showed a cartoon character
kicking in the front door of a home, or an
“inspector” holding a gun to the head of a
“good citizen” putting screens on his win-
dows. Result: 9,000 voted to kill the code,
4,400 to keep it.

Spokane (pop. 181,608): When Certified
Public Accountant Frederick Phelps heard a
chance remark that the city’'s 1957 housing
code was being revised because it left some-
thing to be desired, he got a copy and began
reading. Phelps says he is an old-fashioned
Republican who never got involved in a public
fight before. But the code incensed him. He
contends people should be allowed to live
like pigs if they want to.

Phelps fought the new version of the code
through every public meeting but the city
council passed the changes in November after
hearing local realtors, the AIA chapter, and
building owners and managers endorse it.
Phelps organized a Fed Up Committee. It
crusaded against his interpretation th