DESIGN: Top talent team develops all-new houses for an all-new community

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.

APRIL 1962
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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

HOUSE & HOME




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
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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

M i e ey S S P T ‘v
1962 |
i
T T
R :
1 e | |
T
T
/\w| [ } |
5 | |
1
YT
=200RRRERA
] ad 15
] [ FEE
o VR e, ol TR ML | TR P 0
Gatert it T .
R T S T \
! FHA MULTIPLES | 181
ey o i o s e e —
J A J 0 JFMAMIJASOND

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.™
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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
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STOCK MARKET:

HOUSING STDCK AVERAGES

45
40
35
30 i
|  Real Estate ! |
Peg, ’:"hell/Ha:u'nec lln\e|5'mem ;rusrs ey
“a | |
25___;._' o — } 1)
=, | Madrtga Eankmg |

‘ ! i.- , |

]l \ | |
20 ot ! 1

o = o=
| Realty Investment |
(Prefab

.-m..n.-c--n-" '..‘

:

e Tl N

A\

|
C\ t

M A
Source: HOUSE

o
e —

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 that build-
ings now could be declared “substandard”
although they were not structurally “danger-
ous or a nuisance.” The committee also
claimed inspectors could enter homes without
a warrant. (Actually, the old code permitted
this but the new code forced inspectors to get
a warrant if an owner or tenant refused ad-
mission. )

In 28 days the Fed Ups dredged up 20,180
(vs 6,000 required) signatures seeking repeal
of the code. “This was amazing. It never hap-
pened before,” says Mayor Neal R. Foss-
wean. “The clerk just stopped counting.” The
council repealed the code in December. Foss-
wean believes most petitioners “were simply
misinformed. The new code was weaker. But
to pick out one part—one minor part of a
large program—and say, ‘This is all bad—
that doesn’t make sense.” The old code re-
mains in force.

Logansport (pop. 21,106): No one pro-
tested when the city council passed a housing
code to qualify for a $1.6 million renewal
program in December. But in January the in-
fluential Pharos-Tribune (circulation 12.,040)
editorialized against the right of city officials
to enter homes. The paper, published by con-
servative Justin R. Druck, called only for
amendments because “we recognize the fact
that a sensible housing code is necessary and
desirable from a standpoint of health and
safety.” -

But an anti-code committee quickly gath-
ered the 3,000 signatures which prompted the
council to rescind the code in toto.

The issue of inspectors violating a man’s
castle is exaggerated, code experts say.
Only in Springfield have inspectors had
trouble entering homes—and city officials had
not forced the issue on eight balky owners.

“Rarely does this become an actual prob-
lem,” says one national expert. “But the Su-

continued on p 74
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Help yoursel
Solve the
many problems
and developers
face..

1elp yourself to
this free booklet!

In this booklet you’ll find recent val-
uable articles carefully selected from
leading building industry magazines.
They deal with water, sewer, gas, pav-
ing, zoning, legal and landscaping
problems—the multitude of details
land developers must consider.

No more futile searches for bits and
pieces of information. Now, this one
complete source gives you up-to-date
ideas for solving land development
problems. Ideas from experts.

This valuable reference piece, for the
large or small, new or veteran land
developer, could easily save you
money.Send for this free booklet today.

@CAST IRON PIPE

“a MARKH OF PIPE THAT LASTS OVER 100 YEARS

CAST IRON PIPE RESEARCH ASSOCIATION
Thos. F. Wolfe, Managing Director,
3440-H Prudential Plaza, Chicago 1, Il

Please send me the free booklet,
“TRACT DEVELOPMENT... helpful ideas
from important magazine articles.”
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preme Court decision (NEws, JUNE '59) in
this point says an inspector can enter a house
any hour of the day or night. It's unfortunate,
because this is twisted by opponents.” Exam-
ple from Lima: Codes are “fixup by force.”

“Why can't people look at the benefits?”
asks David Clarke, HHFA staffer assigned to
persuade cities to enforce housing codes. “No
one really knows the full benefits of a code

The next struggle:

Urban Renewal Commissioner William Slay-
ton has handed an implied rebuke to cities
(and some federal officials) who favor pre-
empting renewal sites for low- and middle-
income housing because of its political sex
appeal.

Slayton thinks this is wrong: “If the high-
est locational use is for high rental, high
density properties, then the community should
be permitted to redevelop for this purpose,”
he says. “It would be the height of foolishness
indeed to warp sound land use planning prin-
ciples to force the use of such sites for other
purposes, such as housing for low-income
families or commercial enterprises.”

Quality rental housing has provoked some
of renewal's stormiest episodes: when high-
rent quarters began going up on the first re-
newal sites, officials like former URA Com-
missioner David Walker bemoaned the fact
that cities were becoming homes for only the
very rich and very poor. That touched off a
revolt which led to a clause in the 1961 Hous-
ing Act letting cities sell remewal land at
below-market prices for mid-income units.

Slayton’s remarks drew sparks from Milton
Mollen, new chairman of New York City's
Housing & Redevelopment Board (NEws,
Mar). Mollen's first policy decision bans
luxury-only projects (which pay the highest
property taxes) because, says Mollen, he
“does not believe in rigid adherence to the
principle of the highest and best use of land.”
Revolt against luxury high-rises has been
especially strong in New York, where they be-
came almost synonymous with Robert Moses’
neighborhood-blasting tactics (NEws, April
'60). One result: the choice Cadman Plaza
site next to Brooklyn's $250 million civic
center has been switched from fully tax-paying
units with estimated rents of $53/rm in 1959
to 980 co-operative apartments, 40% paying

PUBLIC HOUSING:

Public housers show off their close ties

The 500 members of the Natl Housing
Conference attending its 31st annual conven-
tion in Washington last month were treated
to a sight for tired bureaucratic eyes:

Gathered on stage were the top brass of
HHFAdministrator Bob Weaver's HHFA
team (see photo). Never before had they per-
formed en masse at a public meeting. For the
public housing lobby group, they did.

For an hour they held an unprecedented
“open” staff meeting. Then for another hour
they answered questions from men thoroughly
versed in the buck passing ways of bureauc-
racy. “This kind of show is wonderful,”
chortled veteran public houser Ernest Bohn
of Cleveland. “It's like bearding all the lions
in one big den.”

The lions went through their paces neatly,
answering all questions unflinchingly and
dropping some unguarded morsels of infor-
mation. At the end, former NHC Executive
Vice President Lee Johnson (and director of
Denver Housing Authority until he quit in a
tiff last year (NeEws, Auc) glowed: It's the
first time we have had everyonme talking the

administered with discretion and an appeals
board. Why don't code opponents walk
through slums room by room?”

“The few cities that have turned their backs
on housing code enforcement have taken an
action something like turning their backs on
a local fire department,” says Realtor Dow
of BAB. “It is just as important to prevent
fires as to put out fires when they occur.”

how to use land

full property taxes and 60% getting these

assorted aids:

MoONTHLY
CHARGES Tax
Unirs Per ABATE-

TyrE No % Room MENT
FHA Sec213.390 40 $39-45 None
Privately-
financed
redevelop-

ment co, ..340 35 33-35 50% for 25 years

City-subsidized

loan to
limited-
dividend
company ..250 25 26-28 40% for 30 years
Another 175 public housing units are

planned within a block of the project.

RENEWAL BRIEFS

One-stop remodelers organize

The group, called General Improvement Con-
tractors Association, is the brainchild of John
H. Haas, Washington's persistent promoter*
of Sec 221 home rehabilitation.

“This is for the one-stop remodeler who
works in the mid-city areas,” explains Haas.
“There’s practically no competition in the
older areas—it's a terrific potential.” Most
highly-publicized remodeling operators, says
Haas, work in suburbs where selling remodel-
ing is easier—and competition rougher.

GICA has opened a processing center for
all FHA-financed rehabilitation and plans a
training program. Haas, executive vice presi-
dent, says GICA has 15 charter members.
Most of them were members of another or-
ganization (Metropolitan Association of Gen-
eral Improvement Contractors) headed by
Haas. MAGIC was absorbed into the Wash-
ington home builders chapter last year.

same language.” Samples:

® Weaver: “T think we have something unique
—all the commissioners now speak to each
other . . . We also discovered we have a lot
of market analysts in this agency—and they
haven't even spoken to each other. We're try-
ing to get them to work together. It just
doesn’t make much sense for different agencies
to operate on different data.”

® Public Housing Commissioner Marie
McGuire: “A total of 144 new cities and
towns organized public housing authorities in
1961. Many did this so they could serve the
aged. We have over 40,000 units of public
housing for the aged in the pipeline—and 359
localities are building them.”

® FHA Commissioner Neal Hardy: “Sec
221d3 (insuring 3% subsidized loans for
middle-income housing) has surpassed our
best expectations. We have committed on
units costing about $50 million, and have
approved another $150 million worth. Costs
are running around $8,000 a unit. This is a
substantial program—about 25,000 units, My

Land offerings up five-fold

URA estimates between 10,000 and "12,000
acres of cleared slum land will be up for
sale to residential remewal builders in the
next three years. Cities with 575 projects will
sell the land and URA will soon list it for
the first time.

The total is five to six times the 1,500
to 2,000 acres URA reports have been cleared
and sold in all US renewal projects since
federal subsidies began in 1949.

Commissioner William Slayton says this is
only part of an eventual 30,000 to 35,000
acres (about the size of the Bronx in New
York City) going on the market for new re-
newal housing before the US spends its pres-
ent $2 billion renewal subsidies.

“This will generate construction of 300,000
dwelling units,” predicts Slayton. Judges FHA
Commissioner Neal Hardy: “Excellent hous-
ing sites for newlyweds and the elderly.”

Official kisses critics

It’'s almost like the old saw about man biting
dog: Commissioner William Slayton of URA
wants radio and television broadcasters to dis-
cuss renewal more—and editorialize upon
their findings.

In a few short years renewal has blossomed
into a foremost mews topic because it cuts
across so many different community interests,
he told the Natl Association of Broadcasters.
“Not all news stories are complimentary, to
be sure,” he notes. “But I welcome the lively
discussion these activities arouse. Only by dis-
cussing urban remewal openly can citizens
arrive at the sound decisions necessary for
their present and future welfare.”

West Village embargo dies

When New York City’s Planning Commission
branded 14 blocks in West Greenwich Village
a blighted neighborhood (NEws, Dec), resi-
dents complained the lingering blight tag
would choke off mortgage loans for improve-
ments, Last month the planners bowed to a

nudge from Mayor Robert Wagner and
dropped the blight designation from city
records.

*And author of 221-The Program Nobody Knows
(NEws, Jan '60).

to Administration

only disappointment is that there have been
only two applications from local housing
agencies [eligible for loans by federal law].”

® General Counsel Milt Semer of HHFA
(when asked if the Administration was draft-
ing any state laws to let housing authorities
take advantage of this federal law): “We
have the language if you have the votes in
your legislature.”

® Weaver (defending Sec 221d3 to a New
Yorker): “To put it bluntly, this program will
not build 20-story elevator apartments in
Manhattan. But it will increase the Mitchell-
Lama (state-subsidized) loans available in
Manhattan by letting more mid-income units
to be built outside New York City.”

® Hardy (justifying income limits in Sec
221d3): “Under the 1961 Housing Act this
housing was for low-and middle-income fam-
ilies. We do not intend to make annual re-
views of incomes [of tenants]. But we feel we
reserve the right to do something where in-
comes vary considerably over a period of
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Counsel Milton Semer of HHFA.

time [through rising salaries or other items].”
® Urban Renewal Commissioner William
Slayton: “The demand for luxury units [in
renewal areas] just isn’t there.”

® President J. Stanley Baughman of FNMA:
“Neal (Hardy) and I have instructed that no
Sec 221 applicant whose credit has been ap-
proved by FHA can be turned down in our
field office. It must be sent to Washington and
will be reviewed jointly.”

® Weaver: “I am concerned to do two things:
to provide a sufficient volume of housing, and,
second, to provide a greater choice between
rental and sales housing, between city and
suburb.”

NHC listened to a lively debate on public
housing and renewal.

“The mail I get is one long whine,” Re-
ported Author-Critic Jane Jacobs of reaction
to her book, The Death and Life of Great
American Cities (NEws, Nov). “Why all the

This curious displacing of families paying full
rent in a private development came when the
Miami Housing Authority bought 288 existing
apartments and converted them into homes for
aged persons.

The switchover posed a big relocation job
for the authority. Only 24 (less than 10% )
of the one-bedroom units were vacant when
the authority bought them. Tenants paid $90
a month rent. Normally, public housing is
supposed to help re-house low-income people
displaced by government-sponsored building.

Executive Director Haley Sofge of the
authority asked the Apartment House Owners’
Association to help relocate the occupants.
This worked so well in vacancy-plagued Miami
that within five months all but 124 tenants had
moved. During the changeover the authority
acted as landlord for the private tenants and
collected $35,000 in rent.

Sofge says his biggest problem has been
keeping elderly temants from moving into the
apartments before they are readied for aged
residents by installing special furnishings like
grab bars in baths and handrails on stairs. All
units are also being painted and fitted with
new gas space heaters and refrigerators. Even
so, thanks to federal subsidies, the new resi-
dents pay an average of only $29 a month
rent (figured at one-fifth of family income).
The minimum is $25/mo.

The changeover came about after Cuban
owners offered to sell at a bargain price.

Armando M. Menocal of Key West, mem-
ber of a distinguished family which fled Cuba
many years before Fidel Castro came to
power, offered the apartments to the authority.
The location impressed Sofge. The apartments
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HHFA HIGH COMMAND is welcomed to Natl Housing Conference by President Nathaniel Keith (third
from left). Present are (1l to r) CFA Commissioner Sidney Woolner; URA Commissioner William Slay-
ton; Keith; HHFAdministrator Bob Weaver: PHA Commissioner Marie C. McGuire; Deputy HHFAd-
ministrator Jack Conway; FHA Commissioner Neal Hardy; Asst HHF Administrator for Program Policy
Morton Schussheim. Also on hand but not pictured: President J. Stanley Baughman of FNMA; General

lip service [to good housing and planning] and
vet we go on doing it the same way? I think
yvou would get so bored with yourselves that
you couldn’t stand it. There's too much wish-
ful thinking. In another culture public housers
would be rain dancers. Take vest pocket
projects—we've talked about them for years.
Yet just last month Chicago opened the
nation’s biggest public housing project (4,415
apartments on 95 acres).”

“When one builds the abattoir for sacred
cows,” retorted Housing Consultant Charles
Abrams of New York City, “one shouldn't be
surprised at a little beefing.” Programs like
public housing keep to their tired ways. he
said, because “after vou go through all this
[lobbying for laws, fighting court cases, and
pushing to get funds] it's too hard to start
over again with something that represents
common sense. Changes will be shaped by
“defunct state government and rising federal
government.”

were scattered in five groups (of 96, 96, 48,
32, and 16 units) in a near-downtown neigh-
borhood—nearly ideal for elderly residents,
who need walk no more than two to eight
blocks to mass transit and shopping. And
Sofge had a backlog of 700 low-income elder-
ly waiting to move into public housing as
soon as two mew projects were finished.

So Sofge assigned appraisers to inspect the
apartments. They reported the units, built in
1949, were so solidly constructed they had an
estimated life of a fantastic 100 years—and
might last longer, Some uncommon plus
items: bronze casement windows and screens,
marble window sills, stainless steel Kitchens,
brass striped terrazzo floors, copper down-
spouts, and Cuban tile porches and staircases.

When Menocal agreed to sell for the ap-
praised price—$1,738,000, or $6,035 a unit—
Sofge bought. So far he has received only one

Snapped Development Co-ordinator Edward
Logue of Boston: “I'm appalled at the Chi-
cago project. Someone should be dismissed
from public service for it. 1 think a lot of
them [public housers] think they can forget
all this [criticism] because they're back in
business again (with a huge new authorization
in the 1961 Housing Act).”

Housing Lecturer Catherine Bauer Wurster
of Berkeley deplored the “class warfare™ be-
tween city and suburbs and paraphrased
Weaver’s housing goal as an answer to over-
planning: “Give a variety of housing and let
the people sort themselves out.”

NHC is seeking back-door financing via
the federal Treasury for four costly pro-
grams.

The conferees approved without debate a
resolution calling for the four programs “to
provide orderly growth of metropolitan
areas.” The quartet:

1) $250 million a year for three years to
pay two-thirds of the cost of mass transit
facilities; 2) federal loans for acquiring land
needed for “a wide variety of planned uses,
and eventually sell or lease (the land) for
development by private enterprise;” 3) $100
million a year to buy open space compared
to $35 million now (News, Feb); 4) more
assistance to metropolitan planning.

“All these programs should be covered
through Treasury financing rather than
through annual appropriations so as to permit
the long term commitment necessary in such
programs,” contend the public housers. And
Executive Vice President Laurence Henderson
of NHC expects this to be the toughest Con-
gressional fight of the year.

Miami ousts $90-a-month tenants for $29-a-month elderly

7 i : T
THESE FORTRESS-LIKE APARTMENTS GAVE MIAMI CHEAP PUBLIC HOUSING FOR THE ELDERLY

complaint on the purchase—from a neighbor-
hood property owner who wanted the author-
ity to buy his building, too.

Officials contend the deal saved tax-
payers 21% over cost of building new
public housing.

Sofge's arithmetic goes like this: the units
cost $6,035; new equipment (grab bars,
heaters, refrigerators) and painting add an-
other $800 a unit; the 335,000 collected in
rent covers half the interest on notes to buy
the apartments.

The total of $6,835 is still $1,765 less than
the $8.600 cost to build another 55-unit, two-
story development for elderly in a different
neighborhood. And that neighborhood doesn’t
have one-tenth the appeal and amenities of the
converted apartments.

NEWS continued on p 78
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EXCLUSIVE FROM INSULITE!

New Fastile Geiling dystem
fileboard intallation fime
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APPLY LIGHT WEIGHT METAL STRIPS
—New metal furring and edge strips are
quickly nailed into place. Make it faster,
easier for you to install a level ceiling with
little or no shimming. Replace conventional
wood materials. Economical, lightweight
strips are easier to handle . . . easier to align
. . . easier to nail.

SLIP TILEBOARDS INTO PLACE — No
tiring, time-wasting stapling, gluing, or
tacking. Tongue-and-groove tileboards slip
in easily . . . one after the other . . . lock into
specially designed metal furring strips. Ceil-
ing can’t sag or drop. It's fast, sure and
easy. New system provides fast, accurate
alignment in both directions.
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SNAP IN PLASTIC MOLDING —Insulite’s
new plastic cove molding and metal edge
strips help you finish off the job quickly . . .
in a neat, clean way. Molding snaps easily
into edge strip . . . helps hold tiles in place.
Requires no painting or nailing. Molding
for an entire room installs in a matter of
minutes. Comes in neutral, off-white color.
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_Z 3 New Insulite

ceilings . ..a beautiful
pattern for any job

‘;‘; ith Insulite’s exclusive

Fastile Ceiling System . . .
plus 13 fresh, new ceilings . . . you
get an unbeatable combination
for low-cost, high-profit ceiling
jobs.

Insulite’s economical, new in-
stallation method cuts your on-
the-job time in half. .. now
makes it really practical to finish
off those family and recreation
rooms . ..adding value and
greater sales appeal to the homes
you build. And, putting up a
ceiling this faster, easier way
means you can profitably go after
more remodeling business during
slack periods.

A fresh, distinctive new line of
13 tileboards . . . priced competi-
tively with other tiles. .. includes
a beautiful Insulite pattem to
suit any customer’s taste . . . in
any room in the house. All fea-
ture greater light reflectivity . . .
have new smoother, whiter,

QK

MARRIAGE CIRCLE PAISLEY

QUI-LITE

WILD HYACINTH LUSTERWHITE

A MINNEAPOLIS 2, MINNESOTA

and Fastile are T.M.'s.

CASUAL RANDOM

O

brighter surfaces . . . and, they’re
all cleanable! Bevel edges are re-
designed . . . are now narrower to
minimize seams and joints . . .
create a more attractive wall-to-
wall appearance.

See the new Insulite Ceilings
at your dealer today. And, ask
him about Insulite’s exclusive
Fastile Ceiling System . . . the
installation method that will help
you make more money on every
home you build or remodel! For
information, write to Insulite,
Minneapolis 2, Minnesota.

KINGSTONE PARQUET

b Y

E

GRECIAN FISSURLITE

ALOHA SUN SHOWER

PARK AVENUE

Brighten, quiet every room . . . decorate with

INSULITE

Ceilings

'INSULITE DIVISION, MINNESOTA AND ONTARIO PAPER COMPANY,

Fnrquet Kingstone, Marriage Circle, Paisley, Grecian®, Fissurlite®, Qui-Lite®,
Casual Random, Aloha, Wild Hyacinth, Sun Shower, Park Avenue, Lusterwhite
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PEOPLE:

New boss for Simpson Timber

Succeeding Thomas F. Gleed, 62,
as chief executive and No. 2 man
of the Seattle-based lumber and
building products giant: C. (for
Cecil) Henry Bacon Jr, 53. Gleed
moves into the chairmanship of
the finance committee. Still No. 1
man of the company which has
been family-held since its founding

in 1895: Chairman William G.
Reed.
Ruddy-faced, energetic Hank

Bacon, a classmate of Reed's at the
University of Washington, joined
Simpson as administrative assistant
to Reed, then president, in 1945.
Although Simpson was one of the

Harry Redl

SIMPSON'S BACON
New chief for forest giant

nation’s largest timber companies,

it was in trouble: it was running
out of timber land. After Reed’s
decision to expand rather than
liquidate the company, a broad di-
versification program began. Bacon
moved up to general manager in
1949, and Reed brought in Gleed,
then president of the Seattle-First
National Bank, as president in
1951. The company boosted its
timber holdings to 500.000 acres,
spread out into many fields: ply-
wood, doors, insulating board,
hardboard, acoustical products and
wood tanks and pipes. During its
time of greatest growth from 1951
to 1956, Simpson boosted its num-
ber of plants from six to 20 (in
Washington, Oregon, California)
and the number of employes from
2,500 to 6,000. Insiders give a big
share of the credit to Bacon, an
extrovert with a keen mind for
new analyzing ideas, for the com-
pany's rejuvenated diversification
and sales promotion activities
which have skyrocketed sales from
the pre-1951 figure of $25 million
a year to $100 million now. In
1951, Bacon became a “kind of
shopper for the company,” scout-
ing and appraising possible acquisi-
tions. He moved up to vice presi-
dent and general manager in 1954
and to executive vice president in
1958,

When the lumber industry hit
hard times because of over-produc-
tion in 1960, Bacon laid out a
blueprint for streamlining the com-
pany's operations that kept Simp-
son in the black, brought it out
of the slump a little leaner but a
lot fitter.

The eighth president in Simp-
son’s history, Bacon is a past presi-

dent of Douglas Fir Plvwood As-
sociation and vice president of the
West Coast Lumbermens Associa-
tion.
BUILDERS: Past NAHB President
(1943) Fritz B. Burns, 62, of Los
Angeles has been elected a directer
of Hilton Hotels Corp. Burns, who
recently helped Industrialist Henry
J. Kaiser develop Hawaiian Vil-
lage, Honolulu resort, is now build-
ing apartments near Los Angeles
Intl Airport, developing industrial
parks near San Jose and San Fer-
nando Airport.

John H. Tolan Jr, 51, Richmond
(Calif.) renewal expert and treas-
urer of Barrett Homes Inc, was
named to a four-year term on the
California Real Estate Commission,
as was Realtor Milton Gordon, 39,
of Los Angeles.

Colling retires early
from code group post

At the annual meeting of the Intl
Conference of Building Officials
last fall (NEws, Nov) officials be-
gan preparing for the retirement of
Managing Director Hal B. Colling
when he reached the mandatory
retirement age of 70 in April 1963.
President Philip Roberts of Boise,
Idaho named a three-man commit-
tee to ease the transition between
Colling and his successor, ICBO
technical director T. H. (Nick)
Carter.

But, says Roberts, this arrange-
ment “got pretty complicated. It's
just the same if you had two men
doing your job—you'd wonder
who was boss.” Several suggested
solutions were rejected.

“Then Hal made a proposal that
he would retire early on Feb 15—
and we were able to work out the

ICBO'S COLLING

Silent exit

financial arrangements. That’s all
there was to it. Hal seemed happy
and the executive board was unani-
mous in taking the action.”
Actually, the departure of the
man whose name was synonymous
with that of the West Coast pro-
prietary code group seemed less
peaceful than that. One board
member says Colling ran afoul of
“policy differences™ with the board
and that one difference centered on

Colling’s poor public relations.
Says Roberts: “Public relations
kind of did enter into it—Hal

never did have good public rela-
tions.”

Roberts refuses to explain the
trust fund ICBO set up for Colling
and his wife, Ruth, who had pub-
lished the group's magazine since
1929 and was ICBO's salaried di-
rector of publications since 1955.
“We set up the trust fund because
many years ago they procured
funds on their own to keep the
conference going.” explains Rob-
erts. The ICBO financial report of
June 30, 1961 says ICBO agreed
to put $20.000 apiece in trust for
Colling and his wife, and that the
fund then contained $26.179.

In their long years with ICBO
(Colling started doing publications
and promotion work in 1933 when

it was known as the Pacific Coast
Building Officials Conference), the
Collings were perennially contro-
versial. Many charged they per-
sonally profited from publishing
ICBO’s official magazine and build-
ing code, but the code group
solved this by making Mrs Colling
a paid employee in 1955, rather
than an independent contractor.

Others criticized ICBO's prac-
tice of charging $150 for approv-
ing new products, and $120 a year
to renew this approval. One na-
tionally known code expert defends
this practice vigorously: “No other
code group has such an efficient,
rapid, and competent program of
new product qualification,” he says.
“This amounts to communicating
this eligibility to each member
building officials [ICBO claims its
code is used by 1,330 cities] for
about 10¢ a year—it is impossible
to take even a bus ride to a build-
ing official’s office for 10¢ to ex-
plain to him that you do have
conference eligibility.”

Colling was criticized, too, for
coolness toward the other regional
code groups, the Southern Building
Code Conference and Building
Officials Conference of America.
Says his defenders: “He does, with
credit to himself and his organiza-
tion, make very sure that his pol-
icies and objectives are not con-
fused or comingled with code ac-
tivities elsewhere.”

The departure of Colling and
the death of Marion Clement of
the SBCC (NEws, Feb) remove
two of the most vocal advocates
of regional codes whose existence
has been the biggest built-in barrier
to a single national code. Says
Roberts on this score: “Things will
be a lot better now.”

One symptom: Roberts and new
ICBO Managing Director Carter
pow-wowed early in March with
new Director Hubert Caraway of
SBCC and Director Paul Baseler

Bank Board settles row with California S&L

Pictorial House

For more than 16 years, Thomas
A. (for Audrey) Gregory, 57, has
feuded with the Home Loan Bank
Board over the operation of his
Long Beach Federal S&L. Twice
the HLBB took the unusual step of
seizing the association and ousting
Gregory—the first time in 1946—
(Gregory got back in as president
after a two-year fight) and then
again in 1960. The HLBB con-
tended that Gregory ran the S&L
in an unsafe and unsound manner,

The dispute, which touched off
a Congressional investigation of the
HLBB and also demands for curb-
ing its seizure powers, has just
ended in a compromise agreement
that will put Gregory back behind
the president’s desk and irons out
past differences. Settlement terms
haven't been disclosed pending ap-
proval by US District Court and an
accounting of the association’s as-
sets for the 20 months it has been
under government control. When
it was seized, the association had
assets of $110 million and deposits
of almost $97 million. At the be-

LONG BEACH'S GREGORY
Back at his old stand

ginning of this year, deposits were
down to $28 million.

Gregory, who still has the twang
of his native Arkansas when he
talks, has been in the California
S&I. business since 1928 when he
and his father, John, moved out of
homebuilding to found the Bell-
flower Federal S&L with $27.500 in
capital. They founded Long Beach
Federal in 1934 with $7,500 in

capital and the son as president.

After the senior Gregory died in
1959, a daughter, Mrs. Carolyn
Stanland, became president of
Bellflower. After Gregory's ouster
in 1960 from Long Beach Federal,
he moved into Bellflower as vice
president. Subsequently, Bellflower
switched to a state charter and
merged with Equitable S&L, Long
Beach, headed by Charles Berry.
Mrs Stanland became vice presi-
dent. The merged association has
$63 million in assets.

When Long Beach Federal was
seized two years ago, Gregory was
trying to convert it to a state
chartered association with a view
to merging with Equitable. When
he officially gets back in control,
Gregory says he still has the same
plans. Although he is not a lawyer,
he is regarded as an expert in
S&L law (he negotiated most of
the Long Beach settlement with
the government attorneys) and he
doubts that the California ban on
S&L mergers will stymie him since
his merger started first.
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of BOCA. Such a meeting before
would have produced nothing but
sparks, says Roberts. “Now I am
surprised at the warmth and friend-
liness. All are good codes and good
men. We're all agreeable that we
want the three to speak as one on
housing codes.”

Carter, 40, ICBO's new manag-
ing director, is a Los Angeles na-
tive who joined ICBO in 1954
after spending 12 years as research
engineer and senior structural en-
gineer for Los Angeles. He is a
graduate of California Institute of
Technology.

General Development
picks ad man as No 2

F. Kenneth Beirn, 51, former boss
of three major advertising agencies,
is the new executive vice president
of the Florida building and land
development giant.

He teams with President Harry
A. Yoars, a financial and mortgage
expert (NEws, July), to give GD
an unusual executive combination.

Yale-alumnus Beirn started as

GD’S BEIRN
From Madison Avenue to Florida

a $26/month merchant seaman,
switched to advertising and worked
up to presidency of Biow Co (later
renamed  Biow-Beirn-Toigo) in
1953. Three years later the firm
($46 million billings) lost its big
Pepsi-Cola account, supervised by
Executive Vice President John
Toigo, and Beirn quit in the up-
roar. He moved to executive vice
president (later president) of Ruth-
rauff & Ryan, where he helped
shape General Development's first
$10-down, $10/month national ad
campaign and became a “good
friend” of GD Chairman Gardner
Cowles, publisher of Look. When
Ruthrauff & Ryan merged with
Erwin Wasey agency in 1958,
Beirn switched to president of C. T.
LaRoche & Co, where he handled
14 cosmetic products for Revlon.
In 1959 he became vice president
for advertising of Revlon, but quit
10 months later. “If I weren't
so emotionally and intellectually
caught up in the plans of General
Development Corp (with an inter-
est that goes back several years to
my first involvement with their
first big national advertising push),
I'd have wanted very much to
work with you,” he wrote in re-
signing.

Next month he joined General
as a marketing consultant in New
York City, switching to assistant to
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the president based in Florida last
August.

Other executive changes followed
on the exit of GD founders Rob-
ert, Frank, and Elliott Mackle last
month (NeEws, Mar) and the as-
cension of Cowles to power. Mid-
west Industrialist Emile L. Dumas,
former vice president of Twin
Coach Co and financial executive
of US Steel Corp, becomes secre-
tary-treasurer. Herbert R. Savage,
chief architect and director of GD's
60-man engineering, architecture,
and land planning staff, becomes a
vice president.

POLITICS: Builder Frank J. Bar-
bera, 58, has been endorsed as the
Republican candidate for Congress
from a newly-created district in
northeast Philadelphia. Parts of
three suburban towns are also in-
cluded. Barbera probably will face
Democratic Congressman Herman
Toll, whose old district did not
contain any of northeast Philadel-
phia. Barbera, a graduate of the
University of Pennsylvania’s Whar-
ton School of Finance, is also ac-
tive in real estate.

California S&L Tycoon Bart
Lytton has stepped out as finance
chairman for Democrats in south-
ern California. His successor: his
nephew, Louis J. Galen, 36, of
Beverly Hills, who is president of
World S&L.

MARRIED: FHA Commissioner
Neal J. Hardy and Sallee Wood-
ward, onetime NAHB aide who
more recently edited Housing and
Urban Affairs Daily, a news-
letter sponsored by public housing
interests. She now works on Capitol
Hill.

Stockton-Whatley buys
Florida mortgage firm

President J. J. Daniel of Stockton,
Whatley, Davin & Co, Jacksonville,
has announced the purchase of the
$85 million mortgage servicing
of Knight, Orr & Co, Jacksonville.
Acquisition of K-O's business
boosts S-W's portfolio to more
than $500 million, third largest in
the country (first two: T.J. Bettes,
Western Mortgage). The purchase
price was kept secret.

Daniel says the deal was made
to: 1) expand S-W's mortgage ac-
tivities 2) acquire key personnel.
Chairman Brown Whatley now
spends most of his time running
Arvida Corp; Vice Presidents
Jack Yates and George Dickerson
quit in recent months, leaving
Stockton-Whatley shy on mortgage
executives.

Among a dozen K-O people
moving over to S-W is Executive
Vice President John Gilliland, 50,
former president of the Florida
Mortgage Bankers Association, Gil-
liland is mow vice president in
charge of all of S5-W’s mortgage
operations.

K-O servicing offices in Orlando
and St Petersburg will be merged
with S-W's offices there. S-W did
not take over K-O’s insurance and
real estate operations.

NEWS continued on p 81

FIVE COMBINATIONS OF
HEAT, LIGHT, VENTILATION

Emerson-Pryne
Heater-Fan-Light

Just pick the ‘“‘comfort combination’” you want
—then DIAL IT! A six position switch gives you
a choice of (1) Light (2) Fan (3) Fan and Light
(4) Fan and Heat (5) Fan, Light and Heater.
Number six is “‘off'" . .. that's essential, too!

The Emerson-Pryne 5010 installs easily. Fits
between ceiling joists on adjustable mounting
brackets that eliminate framing in. Needs only
714" headroom. UL listed.

“Model 65 switch optional

ASK FOR THE EMERSON-PRYNE FAN-HEATER BROCHURE!

EMERSON ELECTRIC

Bu"-DER DEPT. HH-4H, 8100 FLORISSANT

PRODUCTS

GROUP

EMERSON ELECTRIC

EMERSON-PRYNE
EMERSON - IMPERIAL
EMERSON-RITTENHOUSE

LITTLE BATHROOMS NEED. ..

ST. LOUIS 36, MISSOURI
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KitchenAid Owner.

Over 50% of all KitchenAid Dishwashers sold last year were bought on the
recommendation of people who already owned one. KitchenAid owners seem
to do a good job selling for us. They’ll do it for you, too. When a prospect sees
a KitchenAid in your kitchen, she’ll know that you build for quality. And
because KitchenAid Dishwashers are so reliable and long-lasting, they protect
your quality reputation, too.

KitChenAid DISHWASHERS

The Hobart Manufacturing Company, KitchenAid Home Dishwasher Division,
Dept. KHH-2, Troy, Ohio ¢ In Canada: 190 Railside Road, Don Mills, Toronto
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Most local trade association jour-
nals range from stodgy to boring.
Writing is often tedious, editing
almost non-existent, The worst are
put together in slapdash fashion.
Significant material, if any, is lost
in the trivia.

There are exceptions. And per-
haps most delightful among these
few is the bulletin of the Southern
California chapter of AIA (Los
Angeles-Long Beach). Its editor:
Allen G. Siple AIA, a sometimes-
caustic, sometimes-whimsical archi-
tect-journalist whose editorial credo
is simply “no compromise.”

Siple edits the magazine single-
handedly without pay, has made it
a journal of solid comment about
architectural practice plus sophisti-
cated entertainment.

In his three years as editor, he
has thrown out all puffs for ad-
vertisers, Even throws out ads if
they aren't esthetically pleasing. He
pursuaded an exterminating com-
pany to replace its “junked-up ad”
with one showing a single large
picture of a forest. He even turned
down a 16-page pre-printed insert
on the contention “it would make
our bulletin look like their cata-
log.”

He has virtually eliminated half-
tone engravings. (“Too expensive,”
he explains.) For illustrations he
uses drawings contributed by archi-
tects (eg A. Quincy Jones, Rich-
ard Neutra, and Howard Morg-
ridge.)

For pictures of people he uses
steel engravings lifted from 19th
century books, picking portraits for
their resemblance to the architects
they represent.

Siple rules out death notices,
births and other statistics, explains:
“I suppose it's great stuff but I find
it a crushing bore.” Neither does

he try to publish architectural
work. “We can't compete with the
professional architectural maga-

zines, so why try,” says he.

Siple writes his own editorials.
has been given complete freedom
to comment as he pleases about
everything from parking space at

WE LIKE THIS PLAN BECAUSE....
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UCLA to the design of the Roose-
velt Memorial,

But he obviously finds greatest
pleasure in the letters, each of
which he answers in print. Ex-
amples:
® A San Diego public relations
man, representing an architectural
firm there, wrote to suggest the
bulletin might like to feature the
firm's work editorially and offered
“specific information.”

Replied Siple: “We also have
‘specific information’ on ‘some out-
standing design concepts’ of 763

(As sketched by Quincy Jones)
members of the Southern Califor-
nia chapter of the AIA. How about
a swap?”

® Sunset magazine sent Siple a
release announcing winners of the
ATA-Sunset western home competi-
tion. Editors must have been aston-
ished to get a reply which said in
part *. . . your expression ‘custom-
designed house” would be religious-
ly deleted, and after deletion would
be air-dried, incinerated, and pul-
verized with a view toward reduc-
ing it to a useful aid to agriculture
. . . Why do we persist in keeping
such dying cliches alive? Why not
encourage natural death, or sudden
death and violent, if necessary.”

Other architects have caught the
spirit of the game, now send Siple
chiding, even critical, letters—each
of which he answers in print,

Editor Siple has a pin for every
balloon—including the lofty Los
Angeles Times. The Times pub-
lishes a house-plan feature each
Sunday called “We like this plan
because.” Siple has started a fea-
ture under the same name (see
cur). His first plan was a labyrinth
of which he wrote: “Too long have
we indulged in the open plan,
eliminating halls . . . living rooms
merging with dining rooms, family
rooms merging with kitchens and
libraries merging with laundries. In
this plan the hall is used with con-
viction.”

When Siple took over the maga-
zine it was a monthly, He had
trouble meeting deadlines, fell so
far behind he put out one issue for
two months. Over the vain protests
of advertising agencies he has con-

continued on p 83
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Trendlighting

A lot
the Trendlighting Line.

L
OR MODERN (1 /110

il

of builders are mighty enthusiastic about

Good reasons! From one source—one catalog
.. .a complete collection of fixtures for every

style

of home, every room (outdoors, too). Ex-

citing new ideas in cased-opal glass, ceramics
and plastics . . . all reflecting major home deco-

ratin

g trends. Attractive, fashionable, effective.

“Trend Setting''—that’s for sure.
ASK FOR YOUR FULL-COLOR TRENDLIGHTING CATALOG

... do all your “light shopping” the easy way!

EMERSON & ELECTRIC
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“We've
built
over 16,300
Lesco Homes
using quality
Southern
Pine”

says L. L. LESTER, Jr., President
LESCO HOMES, MARTINSVILLE, VIRGINIA

“And fer good reason, too. Check these facts:

e OQur framing lumber must be uniform in size
and stability, must insure tight, accurate fit at
every joint.

e Trussed rafters and other components must
meet exacting strength and load requirements.
Southern Pine, uniformly graded through its
entire length, is best suited for simple beam,
cantilever, continuous or tension loading design.

o Southern Pine is tops for hardness, tough-
ness, bending strength and nail holding power,
according to the U. S. Forest Products Labora-
tory. These are prime requisites for safe, de-
pendable, long-lasting and maintenance-free
home construction.

e Southern Pine meets all the requirements of
the FHA Minimum Property Standards, the
Southern Standard Building Code, and other
regulatory agencies. The Federal H&HFA says
that the requirement for an all purpose, full-
length stress-rated grade for use in trusses and
other light framing is ‘most nearly approached
today in Southern Pine’.”

the preferred lumber for components and manu-
factured homes are yours for every building
need. Southern Pine, from the mills of the
Southern Pine Association, offers bonus values
in boards and dimension, and in finished items
like millwork, exterior siding and paneling. It's
available from your retail lumber dealer.

] :
These same factors that make Southern Pine

\/ﬁ\ Write today for these free bulletins

SOUTHERN PINE ASSOCIATION
P. 0. BOX 1170, NEW ORLEANS 4, LA.

Please send the following technical bulletins:

[1 Stress Grade Guide O Trussed Rafter Data
O How to Specify Quality Southern Pine
All lumber bearing this Trade-Mark is officially grade

1
1
1
1
1
1
1
i
i
i
marked. It is Dry, pre-shrunk . .. properly condftioned :
1
1
1
]
1
1
i
1
]

x5

for maximum performance. S TR

SOUTHERN PINE ASSOCIATION

520 National Bank of Commerce Building, New Orleans 12, Louisiana

FIRM NAME

CITY ZONE STATE
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verted the magazine to a quarterly.
(It is supplemented by a monthly
chapter newsletter.) Says Siple: “I
gave up events. I could never get
the magazine out before the event.”

Siple, 62, looks more like a
small town journalist than an arch-
itect. White-maned, given to wear-
ing rumpled tweedy suits, he runs
a one-man office in Beverly Hills.
But he has a well-earned reputa-
tion for good design. Most of his
past work has been residential (in-
cluding ex-Vice President Richard
Nixon's new home). But he has
done much other work, including
the Claremont College for girls in
suburban Claremont.

He is also teaching now at his
alma mater—the USC school of
architecture. His subject: English
usage for architects. “Every archi-
tect should at least know how to
write a good letter,” he cracks.

AlA will advance 34
to rank of Fellow

The list of celebrated architects to
be honored at the May 7-11 con-
vention in Dallas contains many
with distinguished work in housing.
Douglas Haskell, former editorial
chairman of House & HowmEe and
now editor of its sister magazine,
ARCHITECTURAL ForuM, is honored
for literature. S. Robert Anshen
of San Francisco (design) has de-
signed many homes for Eichler
Homes. Theodore C. Bernardi of
Sausalito, Calif., (design) is known
for his land planning work. Alex-
ander Smith Cochran of Balti-
more, (design, service to AIlA)
achieved fame as a Baltimore plan-
ning commission member. Charles
R. Colbert of New York City (de-
sign) was an ATA award winner in
1961 and Nathaniel Cortlandt
Curtis Jr, (design) won one in
1954. Raphael S. Soriano of Tibu-
ron, Calif. (design), is noted for
steel frame homes, and John Carl
Warnecke of San Francisco (de-
sign) is famed for custom homes.

New Fellows and the achieve-
ment for which they are cited:

For design: Anshen; Bernardi; Wil-
liam Wayne Caudill, Houston (also
education); Frederick W. Dunn, St
Louis: George Foster Harrell, Dallas;
Herbert Howard Johnson, Miami:
Harlan Ewart McClure, Pendelton,
S.C. (also education); Robert W.
Noble, Philadelphia; Linn Charles
Smith, Birmingham, Mich, (also serv-
ice to AIA): Soriano: Warnecke;
Maynard Winthrop Woodward, Stu-
dio City, Calif.

For public service: Cecil Abraham
Alexander, Atlanta; Edwin Winford
Carroll, El Paso, (also service to
AIA): B. Kenneth Johnstone, Pitts-
burgh, (also service to AIA); Seth
Irwin Morris Jr, Houston; Joseph
Julian Patterson, Fort Worth; Donald
J. Stewart, Portland, Ore.; Sidney
Lloyd Stolte, St. Paul,

For service to the institute; Romolo
Bottelli Jr, Maplewood, N.J., Willinm

Glenn Balch, La Canada, Calif;
Carroll; Cochran; Paul Woodhull
Drake, Summit, N.J.; Carl Feiss,

Washington, D.C.; Clinton Gamble,
Fort Lauderdale; Johnstone; Ralph
H. Kloppenburg, Milwaukee; Hereen
S. E. Kruse, Miami; Clarence Joseph
Paderewski, San Diego; Lisle Fred-
erick Richards, Santa Clara, Calif;
Smith.

For education; Caudill; Howard
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Hamilton Mackey, Washington;
Singleton Peabody Moorehead, Wil-
liamsburg, Va. (also literature).

For literature: Haskell; Moorehead.

Two S&L men convicted
in Arizona fraud trial

The two, James R. Heron, 61, and
Chuck 0. Lee, 31, were found
guilty of finagling with the books
and filing false reports in the free-
wheeling operations of the state-
chartered Arizona S&L, Phoenix.

Superior Judge Warren L. Mc-
Carthy accused Heron, who was
president of the S&L until 1958,
of “flagrant disregard of state laws
and laws relating to savings and
loan associations. There was evi-
dence of wild gyrations, of with-
drawals and activities which were
not in keeping with the letter of
the law. There were shenanigans of
the worst type.” However, the jury
did not convict the pair on a num-
ber of embezzlement counts.

Heron drew a three-to-five year
prison term which he is appealing.
Lee, secretary of the S&L, got one-
to-three-years suspended.

Heron was succeeded as S&L
president in 1958 by V. Frank
Kanan. The S&L, an uninsured
stock company, was thrown into
receivership in 1959 in a scandal
involving $9 million in loans to
freespending Builder Don Elbel of
Kansas City, a longtime crony of
Kanan (News, Aug '59). Elbel
went bankrupt and so did the S&L.
Kanan and Elbel and six others
have been indicted for fraud.
Heron, in his defense, contended
that the irregularities occurred
after he left and Kanan took over.

The foundered S&L has been
rescued under a plan submitted by
three Southern Californians, realty
mogul Ben Weingart, lawyer Max-
well Greenberg and restaurateur
Morris Shapiro (News, June '60).
It has been reorganized as the
Greater Arizona S&L, federally in-
sured, with assets of some $18 mil-
lion (in its heyday, assets were up
to $41 million, fourth highest in
the state). Mulcted depositors stand
to get 50% of their money back.

DIED: Frank L. Whitelock, 74,
past president of the California
Real Estate Association and the
Southern California Mortgage &
Loan Associations and a former
member of the California Real
Estate Board, Feb. 28, at Los
Angeles; Edward Keeler, 82, for-
mer Albany (N.Y.) builder, Mar
1, at New Rochelle, N.Y.: William
C. Ambrose, 73, prominent archi-
tect in the San Francisco Bay area,
twice (1944, 1948) president of
the State Board of Architectural
Examiners and former president of
the Northern California chapter of
AIA, Mar 4, in Berkeley: Allan S.
Harrison, 70, architect and former
(1938-41) executive secretary of
the New York City Housing Au-
thority, Mar 5, at Dobbs Ferry,
N.Y.; Mrs. Anna L. Crail, 51,
founder with her husband. Joseph,
of the Coast Federal S&L, Los
Angeles, and former board chair-
man, Mar 5, at San Marino, Calif

NEWS continued on p 85

YOU DON'T NEED THIS...
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Here's “the fan with the 25-inch span’' . . . just right to fit
across two trusses. A 22" full-size attic fan. We made it
that way on purpose . . . so you won't have to cut ceiling
spans or put in extra framing. Saves a lot of time and money
(only $59.90 list) . . . saves wear and tear on saws, too!

DD22 is the quiet type . . . makes less noise than most
kitchen exhaust fans. That's appreciated by light-sleepers
and nap-takers! Direct drive . .. no belts or pulleys. You
need it for truss roof homes . .. no doubt about that!

ASK FOR FREE BROCHURE SHOWING
OUR “TRUSS-WORTHY" FAN!
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Levitt chooses the extra
quality of Vinyl Polymerite!

Ruberoid | Matico’s Fabulous New Floor
Tile With Extra Eye Appeal and Value

Vinyl Polymerite really sells for the !
builder : first, because it gives him so il
much to talk about in floor tile :
performance characteristics and second, }‘;
because its beauty and quality |
are so apparent to the prospect. |

Ruberoid/Matico Vinyl Polymerite
comes in the newest, most popular styles,
including the loveliest metallics

and pearlescents available. It's more
resilient, tighter surfaced and easier

to clean — wears longer, too! It is grease
and stain resistant, flame retardant —
all important selling points —and it is
priced substantially lower than

floor tile of comparable quality.
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9 x 9, standard gauge.

Levitt & Sons, Inc., now building Strathmore at —
Matawan, N. J., Levittown N.J., and Bel.ur,-—-__.
Md., is one of the nation’s most progressive ~
buﬂder% Levitt has been an extensive and—-
. consistent user of Ruberoid/Matico - .~
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A quality product of The RUBEROID Co.
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CANADA:

Big new public housing
program set in Ontario

Only four months in office, On-
tario Premier John Robarts has
announced a 12-point subsidized
housing plan that could become
Canada’s most sweeping foray into
welfare housing.

Some of his ideas are frankly ex-
perimental, but Robarts should
have no trouble putting them
through the provincial legislature.
Robarts inherited a lopsided ma-
jority of 70 Conservatives against
23 Liberals and five New Demo-
cratic Party members when he took
over as premier (and Progressive
Conservative Party head) from re-
tiring Premier Leslie Frost.

Part of Robarts’ program will
have to be worked out in co-opera-
tion with the federal government
and its Central Mortgage & Hous-
ing Corp (CMHC) which designs
developments, sells lots, and pays
75% of land costs for public hous-
ing. The rest of Robarts’ program
remains with Ontario province,
which acquires land (in suburban
areas as well as slum areas) for
public housing at the request of a
municipality. The municipality in-
stalls services. Robarts’ 12 points:

1. Speed the existing federal-pro-
vincial housing program, mainly
assembling land for lower income
homes. Builders in the Toronto
area fear that this could disrupt the
local market by dumping 500 acres
of government land onto the mar-
ket this year. CMHC says the 500
acres includes land for schools,
parks, and roads, but won't discuss
other details of the project.

2. Let the province buy existing
homes for public housing. At pres-
ent this is allowed only in rede-
velopment areas. Officials want to
do it everywhere, hope it will be
both faster and cheaper than build-
ing new projects (some of which
now cost up to $28,000 per unit!),
on land costing about $560,000 an
acre (vs $170,000 in 1955).

3. Increase the power of the Met-
ropolitan Toronto Housing Author-
ity to let it mnegotiate, secure
approvals, call for bids, and let
contracts for projects. US housing
authorities take such powers for
granted, but in Toronto the hous-
ing authority can only administer
public housing built for it by the
provincial-CMHC partnership.

4, Let Toronto experiment with a
rent certificate plan (for a US
version, see p 66). The Authority
would lease existing privately
owned units (both single and mul-
tiple) at going rents and then fill
these units with tenants of their
own choosing at rents in line with
standard public housing scales.
Other municipalities may try this.

5. Study ways to encourage pre-
ventive maintenance of housing in
borderline areas which could slip
into slums. The US has made such
efforts a basic point of its anti-slum
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t_:ﬁ‘ort.s' since 1954, but the message
is only now reaching Canada.

6. Help individuals and municipali-
ties buy and rehabilitate housing in
borderline neighborhoods. This may
be done with long-term loans guar-
anteed under Ontario’s existing
Housing Development Act.

7. Set a new schedule of grants
for  limited-dividend companies
building units for family housing
or housing for physically handi-
capped persons. Such grants to pri-
vate companies (limiting profits to
5% ) are now available only to
housing for aged persons.

8. Encourage housing co-opera-
tives producing one-family homes
for ultimate individual ownership.
Aids being considered include guar-
anteed loans for interim financing
and technical advice.

9. Study public housing needs of
smaller municipalities which cannot
now take advantage of present pro-
grams aimed for large cities.

10. Form a permanent housing ad-
visory committee to help draft a
long-run program for Ontario.

11. Foster research into public
housing by giving grants to inter-
ested bodies or individuals.

12. Establish fellowships or grants
for individuals connected with the
housing industry itself.

Builders, who murmur little
about such expansions of public
housing because construction and
land costs are so high in Toronto
they take almost half of the cost
of a $13,500 house, are critical
only of points seven and eight
(limited-dividend and co-ops).

Co-op housing is not the same
as US co-op housing and consists
mainly of people banding together
to build groups of homes under
sweat-equity plans, the houses
winding up under individual own-
ership. Builders complain 1) they
lose work, 2) the jobs aren’t done
right anyway, and 3) materials
cost the owners too much. Co-op
housing is dwindling and builders
flay Robarts for trying to revive it.

They say they can provide hous-
ing under the limited-dividend plan
more cheaply than public bodies.
But income-ceilings balk them. A
family must earn no more than
$4,150 to enter a limited dividend
unit and must leave when its in-
come reaches $4,850. The Metro
Toronto Housing Authority says it
admits tenants for public housing
earning up to $5,000 yearly.

Public housing is by US stand-
ards still small scale. Last year
Ontario municipalities completed
and occupied 419 units, and an-
other 232 units were under con-
struction. The province has built
5.534 units since 1952, less than
1% of all Ontario new housing.

THAN THIS NEW 1962 MODEL

EMerson:

Ritiennouse

i
THE ONLY “CHIME" THAT'S MORE COLONIAL . ..

Here's a design that proves you don't need a lot of
fancy gew-gaws and bric-a-brac to capture the spirit
and charm of Colonial America. Simplicity—that's
the beauty of this new Emerson-Rittenhouse chime!
It's mighty timely for you, too! Because today—so
many people are turning to traditional themes in

home decor.

A two-note chime . .. two for the front door. .. one
for the rear. Looks good and sounds good, too! You

might say "it's noteworthy''!

ASK FOR BROCHURE ON “THE CHIME
GEORGE WASHINGTON WOULD HAVE PREFERRED”

BUILDER
PRODUCTS

DEPT. HH-4S, 8100 FLORISSANT

SOUND

EMERSON % ELECTRIC

ST. LOUIS 36, MISSOURI
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In
dark places
like this...

Built-in locator bulb lights G-E switch handle when switch is OFF,

G-E lighted handle
Silent Mercury Switches
help sell your houses!

The glow in the handles of these
General Electric switches can help
spark interest in the home buyer.

They make your homes more con-
venient and safer ; there's no stumbling
and fumbling to find light switches in
the dark.

They are also completely silent, like
all G-E Silent Mercury Switches — last
longer than ordinary switches, too.

Ask your electrical contractor to in-

stall G-E Silent Mercury Switches in
yvour next home or building. Specify
the lighted-handle type for baths, hall-
ways, bedrooms, basements and other
s often entered in the dark - the
nonlighted type everywhere else.

All G-E Silent Mercury Switches are
U. L. Listed; meet Federal and REA
specifications. General Electric
Company, Wiring Device Department,
Providence 7, Rhode Island.

Progress /s Ovr Most Important Product

GENERAL &3 ELECTRIC
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Letters

New Zealand letter

You have become a powerful influence
even so far away as Hamilton, New Zea-
land. About two years ago 1 happened on
one or two issues of House & HomE and
became so obsessed with the ideas that I
determined to put them into practice. Len
Gerrand, a builder from a nearby town,
and I got together and worked out a new
homebuilding company. I am the designer.
Our two largest competitors copied our
first model and features of the house are
copied by builders all over the district. We
build about one house a week. Gerrand’s
building methods are also being copied.
BrUCE SUCKLING, architectural designer
Hamilton, New Zealand.

Canadian letter

In three years we have grown from build-
ing ten houses a year to building 500 a
year. Much of our success in merchandis-
ing is due to House & HomEe. We are
now considering the ecrection of a plant
to manufacture parts of our houses like
roof trusses and wall sections,

DaviD ZUNENSHINE,

Belcourt Construction Co

Montreal, Canada.

The new face of NAHB

Your January article on NauB and its de-
velopment over the last decade was excep-
tionally well done.
JouN M. DICKERMAN, exec vice president
National Association of Homebuilders

Hit-the-road report

I've never had in my hands at one time
such an interesting, factual lineup of in-
formation on the existing builder market
as in yvour December Leaders.
KennNeTH R. VAUGHN, sales promotion
Carrier Air Conditioning Co.

Royal Barry Wills

I read your excellent article on Royal
Barry Wills [Feb] with very deep feeling.
He certainly was deserving of the tribute,
for his death creates an irreplaceable loss
to the field of home design.
Craupe H. MIQUELLE, architect
Melrose, Mass.

Split-entry houses

I just built a split-entry house. It is laid
out so it can be used as a one- or two-
family house. The idea being, a person can
live in one half and rent the other for a
number of years to help pay for same. As
the buyer’s family demands more space
he takes over the full house until his family
grows up and leaves home. Then it be-
comes a two-family house again.

Howarn B. Tome, building contractor

Rising Sun, Md.

Changing industry

House & HoME has done an excellent job
Over the years it has helped transform a
rather disorganized group of builders into
a highly specialized team.
Rorerr B. McLamN
Valk-McLain Communities Inc
Los Angeles.

HOUSE & HOME




How do Armstrong national ads work for you in your selling area? They work for you by
getting to your best prospects and creating real inferest in new homes. During April, May,
and June, there'll be 31 full-color Armstrong ads in your prospects’ favorite magazines. The
magazines they reach for when they want new home ideas: New Homes Guide, American
Home, Better Homes and Gardens, Good Housekeeping, House Beautiful, House and Garden...
and Sunset, if you build in the West. ..and general interest magazines like Saturday Evening
Post, Ladies’ Home Journal, and New Yorker. Fourteen magazines in all, plus commercials
on Armstrong Circle Theatre, CBS-TV. This powerful Armstrong advertising goes on all year
long. By using Armstrong floors in your homes and by tying in the Armstrong brand name
with your displays, you put all this advertising to work for you.

are tdeas that make them want new homes

VALUABLE SERVICES TO HELP YOU CLOSE SALES THE ARMSTRONG ARCHITECT-BUILDER CONSULTANT IN YOUR AREA IS A FLOOR-
ING EXPERT WHO CAN HELP YOU SELECT THE FLOORS BEST SUITED FOR YOUR NEEDS. HE CAN ALSO MAKE AVAILABLE TO YOU A
WIDE SELECTION OF EFFECTIVE MERCHANDISING DISPLAYS AND MATERIALS PREPARED BY EXPERTS AT ARMSTRONG. IF YOU DESIRE,
) l Cc HE CAN ARRANGE TO HAVE THE ARMSTRONG BUREAU OF INTERIOR DESIGN WORK WITH YOU OR YOUR DECORATORS. NO CHARGE,
o < OF COURSE. CONTACT HIM AT YOUR ARMSTRONG DISTRICT OFFICE OR WRITE DIRECT TO ARMSTRONG, 804 RIDER AVE., LANCASTER,
»ut PENNSYLVANIA.

(Armstrong FLOORS




FOR BEST WEATHER RESISTANCE
SPECIFY SUPERGLAZED PANELS-
WRITTEN 10-YEAR GUARANTEE !

i
FILTRON 25
CUTS HEAT & GLARE

BUILD IN MORE
BUY-APPEAL |
WITH ALSYNITE

EYE-APPEAL AND BUY-APPEAL! TRANSLUCENT ALSYNITE ADDS THE FINISHED LOOK,
THE MERCHANDISABLE EXTRAS THAT SELL HOME-BUYERS AND REMODELING
PROSPECTS. ALSYNITE PATIOS, FENCING, LIGHT CEILINGS AND PARTITIONS CAN TURN
BROWSERS INTO BUYERS! USE CORRUGATED AND THE EXCLUSIVE RIDGEWAY ®

PATTERN, FLAT DECORATIVE PANELS OR NEW CONTINUOUS ROLL MATERIAL..
TRANSMITS GLARE-FREE DIFFUSED LIGHT, REINFORCED WiITH MLLL\ONS OF

GLASS FIBERS, SHATTERPROOF, EASILY MAINTAINED.
SELL TOP QUALITY, BACKED BY RCI, ONE OF THE '“
\VOFRL.DS LEADING MAKERS OF PLASTIC RESINS. TRANSLUCE'\IT PANELS

Reg. U.S. Pat. Off.

"q_:

Look in the Yellow Pages under Plastic Products, or write for free literature to Alsynite, Department HH-462, San Diego 9, California
ALSYNITE DISTRICT SALES OFFICES: ATLANTA B CHICAGO B COLUMBUS m DALLAS m DENVER B HOUSTON

KANSAS CITY B LOS ANGELES B NEW YORK B PATERSON B SAN DIEGO B SAN FRANCISCO B SEATTLE m ST. PAUL B TAMPA
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With air-operated Calwire brand tools
by Bostitch, roof truss fabrication is many
times more efficient. Calwire nailing
machines drive nails through metal gus-
set plate and into the wood whether or
not machine is lined up with nail hole.

Installation of tooth-type gusset plates
is done by placing truss members in @

Fasten it better and faster with

BOSTITCH W brand tools completely

eliminate hand nailing, speed roof truss fabrication

jig and nailing the plates to each side
of truss using a Calwire Mark Il gun and
fillet head nails. With Calwire nailers
being 4 to 5 times faster than hand nail-
ing, the savings are obvious.

THE MAN WITH THE FASTENING
FACTS has the data you'll need. Look
under “Bostitch” in your phone book,

BOSTITCH

STAPLERS AND STAPLES

524 Briggs Drive, East Greenwich, R, .
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introducing . ..
More than just the best electric heat!

Only Arvin gives you the advanced

electric heat line with selling beauty plus the model home

promotian program that does the biggest selling job for you!

Fast Plug-In Mounting

NEW GALAXY CEILING HEATER

Rough-in plate mounts sepa- .

rately. When ready to install unit,

just plug it in! Quality rod-type rv. n
element for fast heat, trouble- ®

free service. Fan spreads
warmth, keeps entire unit cool.

Alumi fl r. ractiv -
abiled fixturs 16 finisned o Electric Heat
match any decor. 107" square.

MODEL HOME
PROMOTION

Finest, Most Advanced
NEW GALAXY LOW DENSITY BASEBOARD

New spiral element
and improved air

® FREE HELICOPTER RIDES for the
builder's Grand Opening . . . a proven

movement for more traffic-getter!
heat, faster distribu- i - : :
tion. New: no high tem- = —
e i iraditis e A ._‘ ® DI.R£D'T MAIL CAMPAIGN th.at
New: completely dis- - ’ builder's salesmen use for converting
assembled by removing i " ‘ E e Tl R
two screws. Pre-wired Compact: only_2" thin, 6" prospe t 0 y a3
at both ends. low. 3, 42, 6, 9 ft. sections. Beau-
tifully finished in baked-on beige enamel. ® INCENTIVE PROGRAM for builder's
salesmen!

® NEWSPAPER ADVERTISING of model

Fastest Installation NEW CUSTOM

LOW-COST home Grand Opening!
BASEBOARD '
Exclusive! ® LOCAL PUBLICITY for Helicopter
New-design fas- Promotion!

tening brackets—just “‘hang

& tack'! Installation speed increased

by symmetrically-styled unit: can be “flipped @ POINT-OF-SALE MATERIAL for model
over' so either end faces left or right. Front snaps off. New home!

spiral heating element. New junction box serves as fixture for

thermostat or outlet. Beige enamel finish. 2, 4, 6, 8 ft. lengths.

All Models Interchangeable
NEW 12W SERIES '
WALL-INSERT HEATERS

The installation advantages of a single, separate
rough-in box for a variety of heating capacities,

till
i

}

2l

and switch or thermostat controls. Heater fronts «aam I

are one-piece stainless steel: easiest to clean, [ lae ol

match any decor. Nickel and chrome plated steel D (LD (L)

reflector, rod-type heating element and controls '-'-CUDCII‘

mounted to grille front. Installs into rough-in ‘-%% ]

box in seconds. CED S ) = 1
D TP
ATy Sy

y
|

il

THE BEAUTY OF ARVIN ELECTRIC HEAT...IT SELLS! Fvin.
TR

ARVIN INDUSTRIES, INC, = Consumer
Products Division = Columbus, Indiana
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COVER STORY

Look what happens when a top-talent team goes to work
in an all new community

APARTMENTS

High-density land use: a roundup and look ahead at housing
for an exploding population

BUILDER STORY

How to be an efficient 1,000-house-a-year builder
and yet build no more than 50 houses in one place

PROFILE

Brave new goals for the AIA and its architects

MANAGEMENT

If you make growth vour No. I job vou can create
a good business in your own backyard

NEWS

Is a revolt brewing against housing codes?

How materials’ producers earnings are faring

FHA, VA mortgage discounts continue to shrink
S&Ls fight proposal for federal controls on dividends
Public housers parade their close ties with HHFA
Index to these and other News reports

BUILD BETTER FOR LESS

Index

Two research houses from the Seattle world's fair

Here is one of the most successful rental projects in the US
Here are economical steel components for apartments

Other new product reports

Reviews of new technical literature

DEPARTMENTS

Letters to the editor

Advertising index

COVER

House in New Seabury, Mass. Architect: Bedar & Alpers, AIA.
Developer: Emil Hanslin & Assoc. Photo: Lisanti. See p 110

COMING NEXT MONTH

House & HOME's annual merchandising issue




LOOK WHAT HAPPENS



When a top talent team goes to work
0 all-new houses in an all-new community.....



4 MOTELS, INNS, RESTAURANTS
® SHOPPING

8 CHURCHES, SCHOOLS, ETC

0 STABLES, FARM

X DAY CAMP

® BEACH FACILITIES

& MARINA

O GOLF CLUB

| e
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| and co-op housing units for summer residents of Byzoon
village will be built in a sheltered cove, terraced back from water's edge.




BRIGHT COVES ‘VILLAGE'

HIGH WOOD ‘VILLAGE’

FELLS POND ‘VILLAGE'

SUMMER SEA ‘VILLAGE'

TEAL ‘VILLAGE'

TRITON SOUNDS ‘VILLAGE'

TIDE RUN ‘VILLAGE'

will contain 11 ‘villages’ with land patterns like these

SANDPIPER ‘VILLAGE'

BYZOON ‘VILLAGE’

The project map, above, shows how each New Seabury village amples from the 11 planned (see p /06) indicate the variety
is to be separated from the others by open landscaped areas of different patterns to be used. The smaller map (opposite,
or naturally wooded terrain. Typical patterns of land use are  above left) shows community facilities to be shared by the

shown below for lettered villages A, B, C. These three ex- residents of all New Seabury villages.

B Big, widely spaced year-round houses on four-acre plots will be the rule
in Triton Sounds village. Virgin woods shield houses from each other.

APRIL 19862

C

Medium-sized houses planned in clusters will
be typical of Summer Sea, designed for retirees.

continued
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Each ‘village’

in New Seabury
will have its
own character p

Photos: Lisanti

NOR'EAST (2) with high-density rental and co-op units is
designed for permanent residents who like boating.

HIGH wooD (1) is planned to appeal to
year-round residents who like riding and want
wide open space around them. Houses will
be built with barns and corrals.

BYZOON (3) is planned to echo Cape Cod’s RIVER WALK (4) is conceived as a FELLS POND (5) is intended for sea-

Provincetown. It will consist of rental and middle-priced suburban village along a sonal residents who like to hunt and
co-op apartments for summer residents and river, It is expected to attract permanent fish and would enjoy undisturbed na-
year-round fishermen, residents rather than summer vacationers tural surroundings away from the sea.

On the following pages
you can see

four houses from
‘Bright Coves’ village p

TIDE RUN (6) on a cove facing the main-
land is planned for fledgling sailors, less
adventuresome swimmers, and vacationing

e SR | e ; SUMMER SEA (7) will be a cluster-planned
families with small children.

neighborhood for retirces and year-round re-
sidents who like near neighbors, who want
peace and quiet without solitude.

TRITON SOUNDS (10) is planned for luxury
houses on estate-size plots with private pools,
broad lawns, and heavily landscaped grounds.
Village No. 11 is Bright Coves, the first 1o
be developed. It is shown on pp 102-103 and
opposite.

SANDPIPER (8) will have modest-priced
houses planned for summer-resident families
with: small children.

TEAL (9) will feature houses of sophisticated design. It is
planned for seasonal residents who want secluded surround-
ings. Expected buyers: artists, writers, and teachers.
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PRIVATE COURT is formed by the L of the

gl

joins dormitory wing, background, to main
house and the sheltering fence. Breezeway part of house, left. See plan overleaf.

Model 1: a house in the woods for family living

Robert Woods Kennedy designed this
model to work with its site and create
an ideal environment for a relaxed,
family holiday. The emphasis is on out-
door living: Almost half the space
under roof is outdoor space—a big
front porch, a breezeway, and deep
overhangs on two sides of the court. The
court itself contains almost 500 sq ft.
There are several dining areas—par-
ticularly important in a vacation house
—one on the porch, one under the
covered breezeway, one in the court,
and also an interior dining space. The
house consists of two wings but encloses
only 840 sq ft, about as much space as
a vacationing family might like to main-
tain. The two-wing plan (see overleaf)
separates a dormitory wing (photo,
above) from the main part of the house,
so noise need not disturb sleeping chil-
dren. Price (without lot): $14.900. : -

See overleaf for color photographs OPEN PORCH faces ocean view and is a pine boards and battens need little mainten-
of the interior. second outdoor living area. Exterior bleached ance and help harmonize the house and site.

continued
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FIREPLACE, bookshelves, window seats, wood interior, and striped shades on the sliding glass doors give the living room informal simplicity.

Model 1: the interior is as native as the site

Most interior walls are of bleached pine
DOURLE WiING PLAN with porches boards nailed to 4'x4 posts and girts.
on each wing and a covered terrace Floors are dark-stained fir. The natural
between seems bigger than its 840 sq colored 2” t&g hemlock roof planks add
ft. The wings of the house can be to the snug, woodsy spirit of the house
expanded or their relation to each where everything was planned for easy
other changed to produce many vari- maintenance.
ations of the basic plan. The absence of a central ridge beam
and collar ties on the folded plate roofs
of both wings helps create a sense of
space in the relatively small quarters.
Striped window shades and seat
coverings and comfortable, simple fur-
niture (all American made) carry a
warm, fuss-free feeling throug

HOUSE & HOME
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BUNK HOUSE WING, right, has two
bedrooms flanking bathroom. Stacked
beds have storage beneath them.
Small ski-house windows light the
head of each bed. Bathroom walls
are red ceramic-faced block.

DINING AREA, below, adjoining
kitchen gets added seating space be-
tween the chair-height bow window.
Kitchen can be closed off by sliding
door. Horizontal 4x4s behind the
single-wall exterior are shelves.

ARCHITECT:
Robert Woods Kennedy.

INTERIOR DESIGNER:
Michael Greer, AID, NSID

- |
| ——— il {

continued
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New Seabury continued

HOUSE, set into a hillside, focuses on the sea view through glass walls and from a big deck.

Model 2: a party house for fun
at the beach—indoors and out

Everything about this house is calcu-
lated to add to the pleasure of a vaca-
tioning family and its guests. The house
was placed diagonally on the lot to face
its two glass walls and long L-shaped
deck toward the water view, and its
two almost solid walls to the road. The
living, dining, lounging, sleeping, and
all-purpose rooms all share the glass
walls and view but baths and kitchen
were compacted into the corner

SLEEPING ALCOVE opens onto an outdoor play area through sliding glass doors that face the water view.

formed by the two almost solid walls.

The kitchen opens to the living room
but is kept out of sight by a 50”-high
serving counter.

A diamond-shaped roof, supported
by rafters placed diagonally on the
walls, rises highest where the glass walls
join. This helps give the house its gay,
jaunty air,

Price (without lot): $18,900. See
also cover photo.

ARCHITECTS:
Bedar & Alpers, AlA

INTERIOR DESIGNER:
Emily Malino, AID

HOUSE & HOME
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GAY INTERIOR of living-dining areas is brightened by high glass walls which open
to the deck. Open kitchen, left, is unobtrusive behind its high counter.

Photos:

PLAN puts bath and kitchen in one corner of upper

level with center staircase to lower-lever bedrooms.
LT, ; Lo continued

LIVING Room is furnished in a playful, informal

mood with a gymnasium mat, bolsters, and pillows. 111
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REAR ELEVATION has a huge deck that opens both the main wing and the master bedroom wing to a water view.

HOUSE & HOME



FRONT ELEVATION has the familiar silhouette of a Cape Cod cottage but the siding is unpainted rough-sawn cedar with reverse battens.

Like a traditional Cape Cod cottage, it
has a big central chimney in the living
area, is divided into several “add-on™
wings, and has a high (7-in-12) roof
pitch with little overhang. But it does
not wear the dress of a Cape Cod cot-
tage: It has no divided-light windows,
no shutters, no fanlights over the front
door, no clapboards, and no corner
boards.

And yet this house has the authentic
Cape Cod spirit. It hugs the ground in
front, its windows and doors are in
scale with their walls, and its cedar roof
shingles are pleasantly natural to a
wooded surrounding near the sea.

This model is a prototype and can be
used either as a vacation or year-round
dwelling. The wings of the house are
flexible and can be moved easily for
many different sites and many different
family requirements. Price (without
lot): $20,500.

See overleaf for photographs of the
interior.

APRIL 1962

DECK outside master bedr

584

oom overlooks the sea (see

\ e A

plan overleaf).

continued
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FIREPLACE in the studio-ceilinged living room has a rough-hewn oak lintel topj by herringbone-pattern brick. d figure came from a country inn.

Model 3: the interior is a blend of old and new ideas

A combination of plank ceilings, ex-
posed rafters and collar ties, and dark-
stained fir floors makes the interior
reminiscent of early colonial structures.
But the dual-purpose children’s play
bedroom, the spiral staircase, sliding
glass doors, and the plywood paneled
interior are very up-to-date ideas. Ran-
dom grooves in the pre-finished pl
wood are matched on lapping sheets of
ply at the plate line. Sloping ceil-
ings in the three wings make the house
seem larger than its 1,096 sq. ft.

Traditional furniture, figured drapes.

d woven rugs help make the house
snugly inviting.

THREE-WING PLAN separates children’s bedrooms from the master bedroom suite.

HOUSE & HOME




ARCHITECT:
Royal Barry Wills, rata

INTERIOR DESIGNER:
William Pahlmann, Faip

4
DUAL BEDROOMS can be opened to each
other and to the gallery by folding and slid-
ing doors. Big windows, right, brighten the
area and turn it into a playroom,

STUDIO BEDROOM is furnished for sitting
and sleeping. Double hexagonal window has
fixed glass above, moveable sash below, Old
ship's lantern lights the room.

KITCHEN (right) was made small to de-
emphasize housework. Barbecue, right in
photo, is close to dining area. Stairwell, back-
ground, leads to the lower level

APRIL 1962 continued




CONCRETE HOUSE, topped by two glass gables, peers boldly over the water's edge. Varying length columns fit house to its irregular site.

Model 4: a contemporary to fit the Cape Cod terrain

SCALE MODEL shows how the space grid adapts to the terrain.
Floor plan is seen in isometric at right.

This dramatic house is made of precast
concrete beams that form 15 space
grids or bays, each 16" square, 9" high.
Five bays are enclosed to form the
house, four are floored with precast
concrete for terraces, and five are open.
The opaque walls inside and outside
are identical insulated cement asbestos
panels, framed in aluminum and hung
as curtain walls from 12”x12” beams.
Floors and roofs are concrete. Columns
and beams defining the space grids out-
doors give the structure a classicly sim-
ple look. Price (without lot): about
$25,000. (Other photographs of this
house were published in H&H, Feb).




SUN TERRACE (above) adjoins the

living room and master bedroom, is
ARCHITECT: furnished with coarsely woven mats.
Robert Damora, AIA Closeup of the concrete beams (right)

shows simplicity of the structure.

INTERIOR DESIGNER:
Melanie Kahane, A

INTERIOR (below) consists of kitchen, dining area, and living
room, and flows through the glass wall out onto a second terrace.
The outdoor space grids extend the house beyond into the site.
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DEVELOPER MANSLIN stands beside the New Seabury seal a bronze plaque mounted on a huge stone at the community entrance.

Top professionals helped create New Seabury

Developer  Emil
Hanslin brought to-
gether a news-
worthy team of
professionals to
plan the project
and design and dec-
orate its first four
prototype houses.

Consulting archi-
tect for the team
was MIT Dean of Architecture Pietro
Belluschi (above). Says Hanslin: “I
wanted a consultant who could com-
mand the respect of everyone regard-
less of his own great talents.”

PIETRO BELLUSCHI, FAIA

Most of the other architects and the
interior designers in the group (see op-
posite) are nationally known figures.

The New Seabury team also included
a land planner (George E. Hayes
Assoc), a landscape designer (Suzanne
Sisson), consulting engineers on water
and sanitary problems (Whitman &
Howard), and Architect William Diaz
Warner who designed a beach club.

“To get everyone on the team work-
ing on the same track,” says Hanslin,
“we held several group discussions at
the outset to suggest schemes and prob-
able solutions, and to establish our
over-all goal. After these discussions,

each architect and interior designer was
left to find his own way to the goals.”

The team concept worked smoothly,
according to Hanslin: “Each designer
felt compelled to come up to the high
standards of the rest of the team. I was
particularly elated to find the interior
designers working closely with the archi-
tects, discussing architectural concepts,
the sites, and even the hypothetical cli-
ents for whom they were working.”

Hanslin concludes: “I think we are
bound to have much more design col-
laboration like this in the future. And
I think it will help produce better houses
and better communities.”

HOW WILL BUYERS BENEFIT FROM THE WORK OF THESE PROFESSIONALS?

Every New Seabury buyer will be
able to get an architect-designed
house without paying individual
custom-design prices. That's be-
cause each prototype model can
be varied to fit varying size and
orientation conditions and differ-
ent family requirements.

The three variations of the
Wills' house shown at left are just
a few of many that can be made
from this model. Other houses
can be varied similarly.

Says Hanslin: “The hundreds
of variations possible on these
four houses will allow us to capi-
talize the high first costs of de-
veloping these four prototypes.”
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MODEL 1 DESIGN TEAM

MODEL 3 DESIGN TEAM
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ROBERT WOODS HKENNEDY AlA,
(left) has designed both custom and
merchant built houses as well as pub-
lic buildings. A former mrT professor,
he is also the author of several books
including The House and the Art of
Its Design,

MICHAEL GREER, Alb, NsID (right),
has created all kinds of interiors
ranging from formal drawing rooms
to executive offices. He is a design
consultant for a hotel chain and for a
building products manufacturer,

Hookaile Studio

BEDAR & ALPERS, AIA, (left) are
young architects who taught design
before starting their own practice.
Their work includes land planning,
hospitals, libraries, houses, hotels, and
apartments.

EMILY MALINO, Am, (right) does
contract work for hospitals, hotels,
and built-to-sell houses. She is par-
ticularly interested in the use of bright
colors, spends much of her time on
low-budget work.

Ken Duprey

ROYAL BARRY WILLS, rFara, (left)
1895-1962, was the acknowledged
master of the New England style of
house. His son, Richard, center, and
his associates are continuing his prac-
tice as Royal Barry Wills Assoc.

WILLIAM PAHLMANN, FAID, (right)
is an interior designer whose work
includes stores, restaurants, hotels,
and houses all over the world. His in-
dustrial design work includes furni-
ture, fabrics, and floor coverings.

Walter Daran

Donald Miller

ROBERT DAMORA, AlA, (left) is a
well known architectural photogra-
pher and a practicing architect. As an
architect he is concerned with the
problem of using today's new tech-
nology to meet basic human needs.

MELANIE KAHANE, A, (right) has
created interiors for homes, offices,
showrooms, hotels, and restaurants
for 25 years. Her industrial design
work includes color lighting for a
major electrical appliance producer.

Walter Daran

/END
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A siz-year revolution in the ranks of the nation’s architects

18 developing a militant new leadership and

Brave new goals for the architects
and their AIA

120

Nothing less than a new definition of
the architect and his profession is at
issue.

Center of the revolution is within the
105-year-old, tradition-laden American
Institute of Architects. The institute—
a “gentlemen’s club” for many of its
days—is being forged into an instru-
ment to achieve ambitious new goals.

The revolution thus far has been in
the nature of a coup d’etat, in which
a determined band of business-minded,
socially-conscious leaders has taken
over. The new men at the helm—Iled
by Phil Will of Chicago, president for
the past two years—have until now
only consolidated their initial position
and laid the groundwork for the big
changes to come.

Whether the revolution will achieve
its goals, no one can yet be sure. There
are some within A1A who scoff at the
new program and believe it will lead
to nothing. But if the revolution bears
all the fruits which its leaders hope
for, the change in the practice of
architecture—and indeed in the whole
building industry—will be enormous.
So, too, will be the repercussions on
the economy and on our society.

So now is a good time to take a
good look at what has been going on
in the architectural profession and
what its new leadership aims to do.

The new goals posit a broad new
definition of architecture
As Phil Will says: “The generally

accepted definition of architecture is
the science, art, or profession of de-

signing and constructing buildings. T
suggest the time has come when we
need either a new definition or a new
name for the profession we practice.”

And the new leadership has come
up with such a definition (below)—
one that puts the architect in the busi-

ar’-chi-te¢’-ture: redefined

AIA’s Committee on the Profes-
sion this month suggests (in the
Journal of the ara) the following
new definition of architecture to fit
the institute’s new thinking:

“The practice of architecture
consists of the professional activi-
ties of architects required for the
creation and construction of build-
ings and their environment. These
activities include the consultation,
analysis, and design necessary for
the creation of buildings and their
environment, the preparation of
graphic and written documents
that clearly show the intent of the
design, and supervision of the con-
struction to insure that the intent
of the design is fulfilled. The ar-
chitect is responsible for the selec-
tion of the materials, equipment,
and systems of buildings and their
environment. The architect’s serv-
ices include the direction or coor-
dination of the other professions
and disciplines necessary for the
accomplishment of the intended
result—buildings and their environ-
ment that fulfill the needs they are
intended to fulfill and contribute
to health, welfare, safety, order,
and beauty in the community of
men.”

ness of creating a whole environment
rather than individual structures and
that greatly expands the arena in
which the architect works.

This new definition is implicit in the
two basic new goals Will is setting for
a1a and the profession:

1. To expand the services of the
architect so he can regain his
ancient role of the “master builder”
who coordinates all phases—or at least
is deeply involved in all phases—of
planning and building.

2. To fulfill the profession’s re-
sponsibility to the public by taking the
lead in saving America from ugliness,
from urban blight, and from suburban
sprawl.

These two goals add up, in Will's
words, to this: “The profession must
assume responsibility for nothing less
than shaping our total physical envi-
ronment in harmony with the aspira-
tions of man.”

One basic idea is to stop erosion
of the architect’s practice

Many services once the exclusive
province of the architectural profes-
sion have been lost to land planners,
interior designers, product designers,
landscape architects, engineers, and
other specialists. Biggest loss of all has
been to “the package dealer” — the
company that offers clients a “turn-
key” package of everything from land
and financing to design and construc-
tion.

To regain some of these functions,
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TOP EXECUTIVES (from left): Henry Wright, 1st vice president; Phil Will, president; Ro._‘,_' Carroll, secretary, James Hunter, 2nd vice president.

AIA’s new leaders want to create a new
image of the architect in the mind of
the public and of the industry. Thus
they want to position the architect as
the key member of the building team,
as a practical man instead of just an
artist, and as a packager himself who
can team up to offer all the services
required on any large job.

Another basic idea is to “fill
a vacuum in public service”

Says Will: “There is a void in lead-
ership that has permitted an appalling
debauchery of our land and a spawning
of new slums faster than we tear down
old ones. The question is not whether
the void will be filled, but by whom.
Will he be the banker? The realtor?
The developer? The politician? Right-
fully, he should be none of these, for
physical environment is the product of
design, and design is the province of
the architect.

“Our profession has an obligation
for that part of the public welfare for
which it is trained, just as the medi-
cal profession bears responsibility for
the nation’s health and as lawyers are
responsible for justice and the rule of
law.”

To speed the revolution, the
face of ATA has been changed

In just the past two years these
important changes have been made:

1. Some of the revered standards of
practice have been altered to free
architects from restrictions on their
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business activities without compromis-
ing their professional standing.

2. Top control remains with a 17-
man board of directors, but many
powers have been delegated to a new
and smaller executive committee that
can work closer with a1a’s staff.

3. A new executive director—Archi-
tect William Scheick—has been
named and given the go-ahead to make
major changes and additions to the
staff.

4. About $100,000 more dues are
being collected to expand ara activi-
ties, particularly activities aimed at ad-
vancing professional competence.

5. ATA committees have been re-
aligned, and more care is being taken
to recruit capable committee mem-
bers.

6. A start has been made on chang-
ing the methods of training students
in architectural schools.

7. Most important change of all,
perhaps, many architects who whole-
heartedly support the new concepts
have risen to A1a leadership.

When Phil Will became 2nd vice-
president six years ago, many top men
in AIA were unconcerned with the big
problems or felt helpless to do any-
thing about them. Today, however,
few men active in A1A are cool to the
new directions the institute is taking.
Among the strongest supporters of
the new goals are Henry Lyman
Wright of Los Angeles, who is expected
to advance from 1st vice president to

president at AA’s annual meeting in
Dallas next month; J. Roy Carroll Jr.
of Philadelphia, now 2nd vice presi-
dent, and James M. Hunter of Boul-
der, Col.,, now secretary — both of
whom are vying for 1st vice president.

To understand the changes, you
need to know AIA’s history

The American Institute of Archi-
tects was organized during the panic
of 1857 when some architects were
doing well to earn $2 for a day’s
drafting. The 25 New York archi-
tects who formed aia were held to-
gether by disdain for the “gingerbread
carpenter-classics” then being built
without their services, by an educa-
tional level uncommon in their day,
and by a desire to stop the practice of
fee cutting. (One of a1A’s first accom-
plishments was to put an end to com-
petitive bidding on fees.)

From the start, 1A was a rather ex-
clusive gentlemen’s club. Its leaders
were all schooled in Europe, for there
were no architectural schools in the
US until about 1870. Even after the
turn of the century, A1a’s powerful
committee on education insisted that
a young architect should complete a
year or more of Beaux-Arts study and
travel in Europe before beginning
practice.

So it was inevitable that architects
assumed a lofty role for their calling,
paid much attention to “standards of
ethics,” and earned an ivory-tower
reputation. They considered it just as
important for every member of the

continued

James R. Dunlop Jr.
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AlA’s new goals continued

profession to be a gentleman as to be
a good designer. (Both qualities
helped an architect’s practice, for most
clients until early in this century were
either wealthy gentry or the new-rich
trying to buy the trappings of the
gentry.)

Architects were not licensed profes-
sionals until comparatively recently.
In fact, when protective state licensing
laws were first proposed at the turn
of the century, many AIA members
frowned on them. But in 1919 there
was a wave of licensing legislation and
AlA formally gave in to the idea. One
reason: a threat of unionizing drafts-
men about that time convinced many
architects that official professional
status would be a good thing.

ATA continued as an exclusive club
up to World War 2. Membership
rose slowly—to about 1,000 in 1900
and to only about 3,000 in 1940. Dur-
ing World War 2, however, the pro-
fession felt the need for a stronger
voice in Washington, so membership
bars were lowered to let almost any
“ethical” architect join. Since then
membership has climbed steadily by
about 3,000 every five years. Today
there are 14,500 architects who can
sign A1A after their names. (About 550

Davis Studio

can sign FATA, as highly honored “fel-
lows” who have contributed import-
antly in the practice, in education, in
public service, or in AIA work.)

The postwar building boom
brought new opportunities

In the late 1940s the profession
started to enjoy the brightest business
years in its history.

Large firms grew larger. Older A1a
members found new and usually big-
ger clients—and comfortably watched
ATA grow in membership and chapter
strength. More and more students
flocked to the growing number of
architectural schools, and graduates
were quick to “hang out their
shingles” after spending the minimum
time getting experience at a drafting
table in an architectural firm.

AIA began to expand its services
in Washington. Architect Edmund
(Ned) Purves, who had joined the
staff in 1940 to set up liaison with
government agencies, took over as
executive director in 1949. (His pre-
decessor, Edward C. Kemper, had
headed the staff since 1914.) Under
Purves, the staff grew from 26 to 50
people, and ara increased its activities

and started working with other build-
ing-industry associations.

But the direction of leadership was
unchanged. Once in a while there
would be a flurry of activity, as in
1949-51 when President Ralph Walker
got an $80,000 Carnegie grant for a
study of the profession’s problems.
But thereafter interest lagged, and
several years even passed before the
valuable findings of the study were
released to the membership.

Few busy architects could
find time for AIA work

As with other professional people,
architects’ time is worth money to
them, and the busier they get the less
time they can spare for institute work.

Another problem, says Will, is the
architect’s personality. “It’s hard to get
outstanding architects to do organiza-
tional chores. They are first of all cre-
ative people. An architect wants to do
the whole work himself, as a painter
would do. I have been most interested
and most active at Perkins & Will on
the design end. But I went into AlA
work because I felt that for a period
of time I might do more for the cause
of design there than in my own office.
So for six years I have neglected my
practice. Many of us in ArA are doing
the same thing because we feel we
must.”

Now the labor is paying off. Gradu-
ally, the A1A committees have been
strengthened with new blood, and more
members have become interested in
trying to solve the profession’s bigger
new problem.

New activity culminated in a
shibboleth-shattering report

The report, by the Committee on
the Profession, was immediately nick-
named the “Blue Blast” from the color
of the paper it was printed on in the
June 1960 Journal of the AIA. The
name was apt, for it did indeed blast
out new paths for architects to follow.

The committee, headed by Jim Hun-
ter, called for action in ringing terms:

“We believe that never before has
such a challenge faced the profession.
The total environment produced by
architecture in the next 40 years can
become greater than the golden age

THE OCTAGON, once the home of Presi-
dent James Madison, has long been the re-
vered symbol of the aia, which has owned
it for 60 years. It also symbolizes the
“gentleman’s club” days of the institute.
Today it is used for receptions and state
occasions. Other nearby buildings serve as
AIA's working offices.
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AlA ORGANIZATION CHART shows division and department heads under Executive Director Scheick. The staff numbers 60 people.

of Greece, surpass the glory of Rome,
and outshine the magnificence of the
Renaissance.

“Such an era is possible, provided
the architect assumes again his his-
toric role as the master builder. In
such a role he must retain the basic
control of design, not only of individ-
ual buildings but of all design involved
with man-made environment.

“We believe that today the archi-
tect, while enjoying the highest pro-
fessional status in history, may be los-
ing rather than gaining ground. In our
opinion, we must re-define the objec-
tives and responsibilities of the pro-
fession of architecture to embrace
control of the design of the total ‘man-
made physical environment'; re-orient-
ing the profession so as to expand its
horizons and its standards and methods
of practice and we must urge every archi-
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tect to assume community leadership in
all matters which influence or determine
the planning and development of his
community, in close cooperation with
his fellow architects.”

The report posed many questions
for architects to consider

Among them:

“Will government take over archi-
tectural functions—Iland planning, de-
sign of housing, schools, federal and
state buildings, urban renewal devel-
opments?

“Are we as a profession qualified to
cope with such broad-gauge planning
problems?

“Are we actually qualified as de-
signers to cope with technical ad-
vances?”

The report pointed out that construc-

tion today has become vastly more
complicated. Architects must work
with more and more specialists. They
must work under new kinds of ar-
rangements and with new contract
terms.

Clients have changed, too, it was
observed. Corporate clients have large-
ly replaced individual owners, so few
architects are asked to design for the
needs and tastes of the individual. “To-
day the client is a committee, a board,
or an agency.”

And the report took special note of
the problem posed by the “package
deal,” asking whether architects might
become “captive to the promoter.” In
essence, this problem involves the pro-
fession’s ethics — specifically, the AlA
standard of practice requiring that an
architect (as agent for his client) must
not make a profit as distinct from a fee.

continued
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AlA’s new goals continued

Proposed: expand services to
compete with package dealers

The report came to grips with the
problem of professional ethics and how
far an architect can go acting as agent
for his clients. Its conclusion: the
architect can broaden his services —
by accepting as his teammates the
banker, the realtor, and “perhaps even
the builder”—to produce a *“package”
in competition with other promoters.
This would involve an unprecedented
willingness by the architect “to guar-
antee his estimates” of costs or “ne-
gotiate costs ‘free of charge’ should
the actual costs vary by more than a
prearranged percentage of the archi-
tect’s estimates.” Added the report:
“This guaranteed price . . . is the only
real [sales] advantage the package
dealer has over the architect in the
competition for services.”

The Blue Blast spared few traditions
of the profession.

It called for broader training in
architectural schools to include courses
in economics, land use, taxation, and
finance. It called on the educators to
graduate specialists in technical aspects
of construction rather than only
“glorify the designer.”

The report also recommended open-
ing A1A membership to professionals
in related fields; proposed increasing
AIA's Ttevenue by collecting supple-
mental dues from architectural firms;
and even suggested that a new head-
quarters building should be built.

Now a second Blue Blast
spells out “expanded services”

The second report, also by the Com-
mittee on the Profession and published
in the April A1A Journal, outlines these
25 services which large architectural
firms can offer in full or smaller firms
offer if they employ consultants:

Feasibility studies

Financial analysis

Location and site analysis
Operation programing
Building programing

Real estate and land assembly
Financing of projects
Promotion design and planning
Public relations
Communications

Operational design and planning
Building design and planning
Bids and construction contracts
Supervision and demonstration
Job cost accounting
Construction management
Post-construction services
Supporting design services
Special consultation
Architectural education
Industry consultation

Research and testing
Product design
Architectural graphics
Prefabricated buildings

Some of the services are explained
in detail. For example, a breakdown
of “supporting design services” includes
engineering, urban and regional plan-
ning, landscape architecture, site plan-
ning, fine arts and crafts, interiors and
furnishings, sanitary and utility plan-
ning, roads and traffic design, acous-
tics, lighting, etc.

Even before the Blue Blasts,
AIA started to reorganize

In 1959 the institute hired a man-
agement firm to study its organiza-
tional needs. As a result, the staff was
realigned into three divisions under the
executive director. These three are:
Professional Services, headed by Archi-
tect Ted Dominick; Public Services,
headed by Architect Matt Rockwell;
and Administrative Services, headed
by Lawyer Win Rankin.

Last year AIA reorganized its board
of directors and set up an executive
committee of the board.

For many years the institute had
suffered for lack of strong direction
by its board members. So the staff was
pretty free to go in any direction it
chose—which sometimes was not what
the membership wanted. The board
was made up of five national officers
and 12 directors representing the 12
AIA regions. This 17-man board was
too large and unwieldly for the mass
of business it had to handle.

Under the new set-up, the number
of regions has been increased to 17
and the number of board members to
22. The job of running a1a between
meetings of the board has been handed

AlA EXECUTIVE DIRECTOR Bill Scheick:
“a remarkable background for the job.”

over to the executive committee,
which consists of the five national of-
ficers and the five (or six) most ex-
perienced directors—those serving the
third year of their three-year terms.
The committee has been given broad
powers and meets at least four times
a year.

To head up the a1a staff, the board
named Architect Bill Scheick to suc-
ceed Ned Purves as executive director
(Purves retired Jan. 1, 1961 but served
last year as a consultant).

“Scheick has a remarkably good
background for the job,” says Phil
Will. “It’s ideal for him.”

Scheick taught architecture for 15
years at the University of Illinois and
in 1944 set up its famed Small Homes
Council. He left in 1949 to become
executive director of the Building Re-
search Advisory Board in Washington.
He organized the Building Research
Institute as a supporting arm of BRAB.
In 1958 he became president of Tim-
ber Engineering Co, research wing of
the National Lumber Manufacturers
Association. (Scheick has served on
many H&H Round Table panels, in-
cluding the first in 1952.)

AIA now offers its members
a long list of services

Ted Dominick’s Professional Ser-
vices Division, staffed by architects
for architects, turns out a wide variety
of materials to help the practitioner,
the educator, and the student.

Perhaps the division's most valuable
single service is its Handbook of Archi-
tectural Practice. Many an architect
over the past 30 years “has started
with nothing but the handbook.” Now
a thick tome, the work includcs just
about all the contract forms, business
methods advice, interpretations of le-
gal and ethical problems, and other in-
formation that most architects need in
everyday practice.

Other division services include tech-
nical research, educational programs,
publication of building cost studies and
materials data, and assistance for state
and local a1a chapters.

New staff executives—brought in to
direct the division’s expanding activi-
ties — include Architect Bob Piper,
head of the Professional Practice De-
partment, and Architect Bill Perreault,
head of the Education Department.

AIA is stepping up its activity
in urban planning

As Scheick puts it: *“This institute
is putting increased emphasis on the
architect’s participation in urban plan-
ning and closer cooperation with the
other design professions. We of AlA
consider President Kennedy's federal
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housing and urban affairs proposals
of profound significance and have en-
dorsed them. Urban design problems
are the core of the President’s pro-
posals.”

Matt Rockwell’s Public Services
Division and the Arta Urban Design
Committee—headed by Carl Feiss,
Washington architect and land plan-
ner—have plenty of work ahead of
them. Says Rockwell: “Absolutely
nothing has been published on urban
design. Until recently urban renewal
has meant largely apartment projects
or other buildings within a small area,
and one architect would design them.
Now we are beginning to get large re-
newal areas involving many buildings
designed by many architects for many
clients.” So Rockwell and the commit-
tee have started research on an ur-
ban design book to be used by aia
members and local chapters. Rock-
well points out: “As a planning con-
sultant, I have had to learn the lan-
guage of city politicians, of real estate
men, of bankers—and we have got to
tell architects something about these
things.”

This month the Public Services Di-
vision will get a new department head
when Architect Kenneth Landry of
Baton Rouge becomes head of Insti-
tute Relations, with the duty of map-
ping out a program for AIA activity
in state legislative matters. Says Bill
Scheick: “We expect to go much deep-
er into this area than ever before, and
one tool we will give Landry is HousE
& HomeE's Round Table report [Dec
'61] on better state legislation.”

Most AIA activity is still
handled by the membership

This year 339 institute members are
serving on 52 national committees,
which range in size from one to 17
persons. Each commitee meets several
times a year, usually in Washington,
and every session is attended by one
of alA’s professional staff and by a
member of the board of directors.

Committeemen rarely miss a meet-
ing. One reason: each member is paid
traveling and per diem expenses. The
cost—3$87,000 last year—is “well
worth it” says Scheick, “because of the
real amount of work the committees
do.”

To pay for increased committee
work and for the institute’s expanded
services, AIA is collecting an extra
$100,000 in dues through a new levy
on architectural firms. The levy is
based on what each firm pays in social
security taxes.

Until this year, ara has received
60% of its $1.3 million annual in-
come from the $50-a-year dues paid
by individual members. Most of the
remainder has come from sales of
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documents, from renting space for ex-
hibits at the institute’s annual conven-
tions, and from the AIA Journal.

The Housing Committee
“is starting from seratch”

Those are the words of its new
chairman, Washington Architect Don
Lethbridge. And they apparently reflect
the thinking of ex-chairman Ed Fick-
ett of Los Angeles and the other four
committeemen (Carl Koch of Cam-
bridge, Mass.; Alfred Parker, Miami;
Paul Hayden Kirk, Seattle; and Clif-
ford N. Wright, Detroit).

Says Lethbridge: “Ed Fickett and 1
agree our committee must start from
the beginning as far as homebuilding
in suburban developments is con-
cerned.”

Part of the problem, he suggests, is
in the fees: “My own firm [Keyes,
Lethbridge & Condon] loses money if
we charge only a 2% fee— say, $600
on a $30,000 house, built in some
numbers. But hardly a homebuilder
in the country is willing to pay that
much.

“Perhaps we can encourage FHA and
lenders to give homebuilders a better
incentive to use architects, in the form
of better commitments. We should
also try to define- why a total design
service is needed in the suburbs. It can
certainly be established that a better
job must be done in suburban housing
and community design. If it must be
done and if this costs more, someone
will have to pay for it.”

But Lethbridge is somewhat more
hopeful than he sounds. With a little
luck, he estimates, the number of
builder-architect teams might be in-
creased “from perhaps the present 5%
of cases today to 10% —and after all
that is a 100% improvement.”

AIA is also taking a critical
look at the architect’s education

Leading educators agree the educa-
tional process must change to meet
changing needs. The question is how.

Says Dean Henry Kampheufner of
North Carolina State College’s School
of Design: “Today most educators
tend to play with the student genius,
to strengthen his strengths but to do
nothing about his weaknesses. And our
state colleges have to accept too many
poor candidates, who fail to earn de-
grees. For example, this year our en-
rollment is 280, but in June we will
graduate only 14.”

Last year. 69 US architectural schools
had 12,563 students working toward
bachelor degrees (usually five-year
courses), but graduated only 1,739,
plus 331 who took masters’ degrees.

Says Bill Scheick: “Most graduates
are design-oriented. But many gravi-

tate into technical jobs — materials
specification, acoustics, mechanical
systems, business management, and so
on. These men should receive the kind
of schooling that will help them spe-
cialize. The problem is how to do this
with the understanding and coopera-
tion of the educators, who at first were
afraid we wanted trade schools. And
we also feel the schools should broad-
en their curriculum so students get
much more liberal arts education. The
trend is, and must be, toward six- or
seven-year schooling.”

To study the problems of architec-
tural education—and to recommend
solutions—ailA has set up a new Edu-
cation Commission. Members are Dean
Holmes Perkins of Pennsylvania Uni-
versity, Architect Robert Hastings of
Detroit, and Engineer S. C. Hollister,
emeritus dean of Cornell.

Reports Bill Perreault of a1a’s Edu-
cation Department: “The commission
has learned its first job is to find
some definitions. Everyone talks about
‘land planning,” ‘design,’ and the like,
but these mean different things to
different people. But the committee
and the educators are not too far
apart. The educators want a clear-cut
explanation from the practitioners of
what kind of training they think stu-
dents should get. Our committee is
working toward that.”

Are AIA’s goals feasible?
So far, no one can be sure

Some architects like Ned Purves
are convinced the goals are unrealistic.
Many architects are too busy or too
unconcerned to try to guess. Even Phil
Will admits he doesn’t really know the
answer. Says Will:

“The architectural statesman we are
looking for will not appear automati-
cally. The evident vacuum can read-
ily be filled by others of lesser compe-
tence but greater affinity for quick
profits. There are, of course, experts
in the field. There are the social plan-
ners and economists and those who
devote years to study of behavioral
sciences. But these experts alone can
never have the comprehensive view
to bring all the needed areas of knowl-
edge together into one satisfying over-
all solution and design.

“Design is the word. A human en-
vironment can never be achieved by
only engineering, or only sociology, or
only traffic management. Design means
coordination. This coordination should
be done by the architect.

“Nothing less than these high-flying
aims can bring us closer to our ideals
of a more orderly and more beautiful
human environment. And thank God
we architects are idealists by the very
nature of our mission.” /END




Could houses cost

In our search for the reasons behind the seemingly un-
reasonable cost of houses, we at Better Homes and
Gardens went looking for an outstanding builder to
tell us his side of the story. Ed Ryan represents the
builders of this country who are dedi to giving

But, from here%n out, to cut costs mu
have to get out from er some probl

solve for ourselves.
e o £ th%lilding codes¥h the
townships in ittsburgh where our compal

ld Besides thxs each town-

opography, dra

are virtually identical.
""As a result, the cost of a g1v
much as $800 from one fpwn
these codes make it i
simple cost-cutting meth s plywood subfloors or
prefabricated roof trusses itMsome places. To really cut
costs, we should be able to use wiring harnesses, plumb-
ing cores, or even components such as complete ptith-
room units, but we can’t even think of using g#h pro
ucts with our building codes.
“‘Besides improving codes, local gqugg#®hents must
improve the zoning and land reg . Now, when a
builder plans a development, hg s fl big risk of get-
ting caught by an overnightg# iqable change in
zoning. For instance, ove bought a
large tract in an unzong
ed our plans to the gMegheny County Zoning Bgg

use can vary as
xt. Furthermore,
for me to use such

i

Ed Ryan, Pittsburgh home builder

cut the price of this house from

$23,500 in 1957 to $20,30(§
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(as we must when a township has no code) they were
romptly approved. But then, town commissioners
enly demanded that we pay not only for installa-
n of a sewage system and treatment plant—which
had planned to do—but that we also indirectly
ance a sewer in another area by paying a $250
sewage tapping charge on each of our houses.
“I don’t object to sensible changes in land usage
and T don’t object when towns have very
e and emMfagce them vigorously. On the con-
ike to know whgre I stand at all times. All the
regulations sh@uld be available to the build-
hlS examirfgtion beffire he buys the land.
like to see omnfunities draw up long-range
plans for lan nly vihen a town has such plans
and sticks t m a bffilder feel safe about invest-

L44

ing in lan develop foflower-cost housing.
* A0 it of red tage that loses us an average of
tw on every housffis the time taken for the var-

ious ispections by thg#FHA man, the plumbing man,
the electrical man, agll the building man. We certainly
encourage inspectighls as a second check in quality con-
trol, but why shofffd our customers have to pay for the
extra time takgll by so many inspectors? Why not let
one man dogfie work of all four?

“Now s have a look at the building industry it-
self. t of all, if we are ever to have lower cost
hoye®. union featherbedding must stop. It is no secret

the building industry that restrictive practices, such
as limiting the number of bricks a mason can lay in a
day, drive home costs up.

“But it isn’t all a matter of featherbedding. In our
own case, our ability to produce homes at reasonable
prices is partly due to the fact that we have an in-

-centive bonus system for our best and fastest crews

and we see to it that people in our organization get
ahead on ability. Everyone—from carpenter to man-
agement—identifies himself with the job, instead of
merely putting in a day’s work.




To: The Managing Editor
From: Max Huntoon

Subject: The Ryan Story

I spent the better part of three days in Pittsburgh looking over
the Ryan operation. I think there's a lot that will interest our
readers, both in Ryan Homes and in Ed Ryan, the president.

Ryan's prices have been coming down steadily for five or six years. The
house shown in the B H & G story (which you sent me) is a good example because
Ryan has been building it since 1957 with only minor plan changes: In 1957
it was priced at $22,900; today it is priced at $20,300, and it now includes
$600 more in kitchen appliances, so its total increase in value is $3,200.

There are a lot of reasons why Ed Ryan has been able to cut his costs and
his prices this much. Most of them lie in the realm of management, and I
think the ome you'd find most interesting is Ryan's approach to this problem:
How to be an efficient 1,000-house-a-year builder when you don't build more
than 50 houses a year in any one place.

The efficiency starts with Ed Ryan himself. He's young (38), quiet, and
all business. He reluctantly gave me 30 minutes of his time ("I'm sorry, but
I've got to build houses.'"), and gave me carte blanche to talk to his key
people only on the conditionm that I keep it brief. ('"They're all busy," he
said. They were, too.)

Ryan has been in homebuilding all his life. His father was a builder, and Ed
worked for him as a carpenter, After the war, Ed started out on his own with
one house; by last year he was up to 893 houses a year, and this year he'll
probably go over 1,000, That's about 20% of all the houses in Allegheny County.

Ryan Homes is a reflection of Ed Ryan, No frills, no fancy offices, no
unnecessary personnel., It's a tight, efficient organization. It's also a

highly interesting organization because he is running a highly interesting
operation.

Briefly, Ed Ryan is what I would call a "scattered subdivision' builder.
He buys small, close-in parcels of land--much of it bypassed by other builders--and
builds on as many as 41 of them at a time. His typical small subdivision has
about 40 houses, and he has these subdivisions in about 18 townships and boroughs
in a 500-square-mile area. On a map his operatiom looks soTething like this:

---%""m—m-_nh.\ TFEQ . . .
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Ryan told me he didn't choose this scattered operationj it was forced on
him by land conditions around Pittsburgh, For example:

1. Big pieces of land just aren't available. Ryan would need about 500 acres a year;
the biggest single pieces near Pittsburgh are farms that are seldom more than
100 acres, and other tract builders have long since used up most of these.

2. Pittsburgh is coal country. One of the first things Ryan's engineers do when
they find a likely parcel of land is take the map to the Bureau of Mines and
check it against a mining map. If the land is over a mine, out it goes. The
reason: Overburden can shift, make houses settle and crack. (I was told about
one builder who was starting to skin off for a basement when his bulldozer
dropped into an abandoned mine.)
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3. Pittsburgh is nothing but hills (literally every house you see is a hillside
model) and much of the land is too steep to build on. A big tract is almost
sure to include a high percentage of this unusable land. But if a builder
buys small tracts, he can be selective and take just the ones with the lowest
percentage of unusable land. "Even then, we sometimes get less than an 80%
lot yield," George Gullick, head of Ryan's land department, told me. (Ryan takes
advantage of hilly sites by tucking his garages under the house like this.)

So in Pittsburgh (and in many other cities, I suspect)
the only way a big and growing builder can get enough
land in desirable areas is to buy smaller tracts and
learn how to build on them efficiently. -

Ryan knows he cpuld cut his costs and get rid of a lot of administrative = ‘'Mff
headaches by building all his houses in one big subdivision. But, he says,
even if he could find enough land to do this, he'd still keep some small
subdivisions going. His reason: They give him advantages he simply couldn't
get if he built in just ome place. I think that these advantages are important
enough so that other builders might consider building in scattered tracts,
even though they aren't forced to:

1. You don't have to sell buyers on the neighborhood. The big one-tract builder
has to create a new community. But Ryan is building in or close to established
communities. "So all we have to do," he says, "is sell the houses.'" Adds
Jim Ryan (Ed's younger brother who handles all merchandising and design):
buyer who lives in, say, Mt. Lebanon, and wants to stay there doesn't have to
move thirty miles away to Monroeville to buy our new bi-level. He can buy
it right in Mt, Lebanon, or in a dozen other towns around Pittsburgh." Also,
since Ryan is building in established communities, he seldom has to put in sewage
plants or other utilities.

2. You can build in a wider price range and thus appeal to a bigger market.
Ryan's houses range from $14,000 to $32,000, or even higher on some high-
priced lots. His average price is up around $19,400 (compared with about $13,000
for other big builders in Pittsburgh) and this, he says, gives
him another advantage: his mortgage loans are split 50 - 50 between
conventionals and FHA, so ups and downs in the cost of money affect him less
than builders who sell all VA and FHA.

3. You don't get hurt as badly by market fluctuatlons. "We have a balanced
business," says Ryan. '"When one price range or one area hits a slump, we take
up the slack in other price ranges and other areas." Consequently Ryan never
has to build spec houses ahead of sales, And by the same token, he seldom
has to lay off anyone; he merely shifts some personnel from slow areas to more
active ones. * '

4. You don't have to tie up as much money in land. Ryan buys just enough of his
small parcels to stay comfortably ahead of production, and he's found that a
six- to eight-month inventory gives him a big enough safety margin. (Most of
the big single-tract builders I've seen buy the whole tract before they start
a single house, so they have to carry at least one year's supply in inventory,
and sometimes two or three to protect themselves against price rises that
their own new community causes in adjacent land.)

Ryan does something else I've never seen a really big builder do: He buys
about half his land in the form of developed lots. He'll buy three or four
lots for his models, take options on the other lots in the subdivision, and
pay for them as he gets firm contracts., It costs him more per lot than if he
developed his ownj but, he says, the extra cost is more than offset by the
savings on interest and the smaller risk.

(But I don't think every builder could get this kind of a deal
from a land developer. Ryan gets it because he has a solid reputation
as both a builder and a businessman, and because he stages good

promotions. Developers say they have nothing to lose and everything to gain
by having Ryan's houses in their subdivisionms.)
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That's the plus side of Ryan's scattered-subdivision operation. Now here
are some of the areas where it creates problems, and in most cases, pushes up
the overhead:

1. Land purchasing. It's a continuous, year-round job, and it requires a
permanent department with a staff of seven, including a registered engineer

and four surveyors.
2. Field supervision. Ryan has found he needs a super in every subdivisionm,
except where two subdivisions are so close that one man can oversee both.

This means that a super may handle less than 50 houses a year; I've seen lots
of one-tract operations where one man supervises a couple of hundred a year,

3. Transportation. Some of Ryan's subdivisions are more than 30 miles from his
central yard, so lots of time goes into moving materials and equipment. And
Ryan and his top executives can--and sometimes do--use up a whole day just
making quick visits to a dozen subdivisions.

4, Local codes. As you'd expect, the 18 municipalities where Ryan builds have
widely differing codes. Ryan completely standardizes his houses (I'll tell
you more about this later) so they have to comply with the local codes in
every town where they might be built. "As a result," he says, "we can't use
many of the technical advances that could cut our costs. Take trusses, for
example. We've always known what they could do for us, but we've only just
been able to start using them."

(I talked with Ryan on the phone this morning, and he told me that the
code situation looks much better. Two or three towns have adopted the
BOCA code with only very minor modifications, and most of the others are
considering it. The next time you plan a story on codes, we might go
back to Pittsburgh and see how an enlightened program like this affects
prices. Ryan thinks he could save at least $800 a house if he could
work with uniform code requirements.)

5. Sales costs. This will surprise you. Ryan has about 60 model houses
open right now. The reason is that every major subdivision has at least
three models, and sometimes as many as five. Also, 18 of his models
are always furnished. (Jim Ryan thinks that it costs at least $3,000 to
do a good furnishing job, so Ryan has a lot of money tied up in his furnishings.)
Naturally Ryan needs lots more signs than a one-tract builder, some of his big
signs cost over $150. And, of course, he needs many more salesmen--at least
one in every major subdiv151on, or, says one of his sales managers, Yabout
three times as many as we'd need in a one-tract operation.' L

None of these problems can be eliminated, says Ryan. They're inherent in
a scattered operation. But they can be minimized.

"Four years ago," Ryan told me, "we saw that the company just couldn't be
run efficiently from one central office. So we decentralized."

Ryan has set up four division offices, one in each of Pittsburgh's principal
suburban areas, Each office has a sales manager and a production manager, one
of whom doubles as overall division manager. All field supervisors in the area
report to the production manager, and all salesmen to the sales manager. And
each division office has its own clerical personnel

Ryan's idea is to put as much decision-making power as possible in the hands
of people close to the scene of actual production and sales. And division
managers have been given so much responsibility and authority that you'd think
they were independent builders. ' Here are the things they do: :

1. Division managers pick the houses to be built in their subdivisions. They have
a choice of 25 models--split-levels, split-entrys, one-storys, lk-storys, and
two-storys--in five price lines. Usual practice is to-offer no more than two
or three price lines in each subdivision. ("Sometimes we let a customer order
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a house that's overpriced for the subdivision," says Jim Williams. "But in
this case, we protect ourselves against the possibility that the buyer can't
close at the last moment by insisting on a conventional mortgage and more
than the usual down payment.')

2. Division managers decide which houses to build as models and which to furnish.
In making this decision, they are influenced by overall company promotions
which usually push a different model every couple of weeks. They try to make
sure that the promoted model is displayed and furnished in as many of their
subdivisions as possible.

3. Division managers are responsible for all phases of selling, including a post-
sales program that's one of the best I've seen. They not only service complaints,
they go out of their way to look for them. Just before the closing, a supervisor
goes through the house with the buyer, shows him how everything works, and makes
a note of anything that needs fixing. After repairs are made, the buyer goes
through the house again, and if he's satisfied, he signs an acceptance
agreement. Six months later--whether the buyer has squawked about anything or
not--the superintendent drops by, makes another inspection, and sees that all
faults are corrected. Again, the buyer signs an acceptance. In additiom, Ryan
often goes well beyond the standard one-year guarantee and has been known to make
repairs two and three years after the buyer moved in.

4. Division managers hire many of their salesmen. Ryan himself also hires salesmen,
and in one case went to considerable lemgth to get the best. Late in 1960,
he bought out a big realty company that had been handling about half his sales,
and brought the salesmen into Ryan Homes. The haul: two of his four sales manégers,
and 11 of his 26 salesmen,

5. Division managers direct on-site construction, schedule starts, and make sure
that both crews and subs start and finish each part of the job on time.
Incidentally, there's nothing casual about "on time." It means sticking to
an exact day-by-day timetable established by Ryan for each model. To set up
this timetable, one of Ryan's best crews builds the prototype of each new design.
At the same time, the crew debugs the new model--that is, recommends changes to
make the house easier and faster to build. And these changes are incorporated
into a revised plan.

6. Division managers locate land for future development. If the land is in the
form of developed lots and can be optioned-up with a small cash outlay, they
may go ahead and buy it without consulting Ryan. But if it is raw land, or if
it involves a lot of momey, they get okays from both Ryan and the land purchasing
department.

But Ryan didn't decentralize everything. As in any spread-out company in
any industry, Ryan Homes' central office still handles functions not closely
tied to the site or too costly to duplicate in each of the four areas. Examples:
bookkeeping and accounting, purchasing, pre-cutting and packaging, design,
land engineering, and merchandising.

Land purchasing is so important in Ryan's small-tract operation that it has
a department all its own. This department handles everything from preliminary

surveys to earthmoving. Before a raw tract is purchased, the department estimates
the cost of developing it and makes a report to Ryan. If the tract is bought,

the department lays out contours, plats building sites, gives the division
manager the average lot price for the subdivision, and supervises the actual
earthmoving.

(The land department has invented a gadget for estimating the volume
of cut and fill in a hillside terracing operation. It's a slide rule
that takes data from a contour map and converts it directly into cubic
yards. I tried to get it for Technology, but they wouldn't let it out
of the office.)




small subdivisions calls fo ecial rechnique, |
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about the house and ‘iude a map showing the subdivisions where the house can
be bought Ryan pram_ 5 2. differant model every couple of Weeks, s0 each of
his 25 houses gets at least one '"opening" a year.-j“-;_”__

Finally, overall administration of the company remains flrmly in Rvan's own
office. While he gives his division managers and his other executives a very
free hand, he still maintains tight control. "You never know when he's going
to turn up," a supervisor told me. "And when he does, if you've got a couple
of houses behind schedule, you'd better start looking for a hole to hide in."

Ryan checks for quality as much as for efficiency._ I went through perhaps
a dozen houses in various stages of construction, and while his plans are pretty
standard ("We don't want to do any ploneerlng in desmgn " he told me, "we just
want to keep improving year by year'), I don't think I've ever seen better
workmanship in merchant-built houses--or in many custom houses, for that o
matter. His plumblng and his wiring are neatly and carefully installed, show1ngfwif
that he's getting top quality work out of his subs as well as his own crews.
And he's constantly usxng better materials: this year he's changing his
floorlng from white oak to red oak, he's putting in silent switches, and :
he's adding plastic wallpaper to his baths and kitchens. His aluminum windows
are the heaviest I' ve ever come across. And his cab1net work is of unusually
high quality. .

Ryan's standard exteriors are brick with some clapboard His floor plans are
not unusual. Here are three typical examples: -

1,200-sq ft one-story: 2,000-sq ft split entry: 2,000 sq ft two-story:

$15,200 ‘TKEﬂ $20 600

$26 300

And as I said before, decentralization is just'one:way Ryan has cut his
costs. The others?

"Hard work," he told me, and added, "We've learned how to buy better, build
better, and sell better. Of course, as our volume has gone up, our unit costs
have come down. And more and more, we've found that standardization is a key
to cutting costs."

Ryan standardizes his models down to the last nail. Buyers are given a choice
of colors, cabinet finishes, appliances, etc., but they are not permitted a
single structural change, no matter what they are willing to pay for it. They
take the house as is or not at all. (Compare this with the Wilmington :
builder I wrote you about tbe other day who urge his buyers to make custom
changes.) :

"A few buyers balk at this," says Jim Williams. "We tell them, 'Changing a
door location may seem like a simple thing to you. But to us it means new
drawings, extra carpentry, changes in wiring, plumbing, and heating, and extra
supervision for everything. We couldn't possibly charge you all it would cost
us to make that one change.' Then we point out that rigid standardization is
a big reason why our houses are such a good value. And we suggest that they go
out and try to find a comparable value in another house. Most of the time
they come back to us." M. H.
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Sponsor: Reynolds Metals Co, Drawing by Jacoby.

M. Goodman & Assoc.

D.C. Architects: Charles

an |ll/z-acre vrban renewal project in Washington,

River Park,

The case for H i gh er

Density
Housing

If higher-density housing is really well planned—if the buildings, the
individual units within them, and most especially the site plan of the
land around them are well conceived—then:

1. Even at the same number of units per acre, the cost per unit can be
lower than in the traditional subdivision—because less land needs to be
developed, and streets and utility lines can be much shorter.

2. There can be more privacy indoors and outdoors (in walled gar-
dens) than there is in the average house with its narrow side lawns.

3. There can be more usable green space—for the land saved by
eliminating side yards and reducing the size of back yards can be put
into community green space big enough for playfields, swimming pools,
and other recreation facilities.

4. Stores and other community services can be provided within easy
walking distance of more of the houses.

5. There can be much more design variety and interest than there is
in the average evenly (and monotonously) spaced subdivision.

And there are other advantages:

Higher-density housing is ideal for the growing percentage of our
population which is under 30 or over 55 years, and which does not
need or does not want a single-family house on a suburban lot.

Higher-density housing is ideal for the renewal of our cities—and can
provide the answer for the growing number of families who prefer urban
living but now commute long distances to exurban towns.

Higher-density housing may be the only answer to housing our rapidly
growing population, which—Census predicts—will increase 20% by
1970, over 50% by 1980, and more than 100% before the year 2,000.

Despite the delaying action by local officials who often seem con-
cerned only with the maintenance of the status quo, the growth of high-
density housing is impressive. According to Economist Miles Colean,
229% of the private non-farm housing units built in 1961 were in
buildings with three or more units—and in 1960 the percentage was
only 17.4%. (This year, he predicts, 315,000 of 1,325,000 private
units—or 23.8% —will be in buildings of three or more units.) NAHB
reports a 34% rise in multi-family construction from 1960 to 1961.

And this growth of higher-density housing seems sure to accelerate,
for almost everyone in housing (except the entrenched local officials)
agrees that:

1. We cannot afford to continue to waste land at the rate we have
been wasting it in unplanned sprawl.

2. We cannot afford to waste money in more streets, more utilities,
and more development work than is necessary.

3. We must change the outmoded zoning laws that enforce this waste.

Higher-density housing means different things in different market
areas. On the next 22 pages you will see 26 case examples—diverse
solutions to diverse problems. They may suggest ideas that will shape
your thinking—whatever your role in homebuilding and whatever your
stand on higher-density housing.

133




134

Higher density continued

AR N\

You can get densities of ten families/acre with low-rise units like these

Some 400 one- and two-story Springs, Calif. Both types of unit, over 1,200 sq ft of living area.
apartments are being built as part designed by Los Angeles Architect Prices under condominium financ-
of a huge (1,800-house, 560-acre) William Bray, have two bedrooms ing start at $19,500. Palm City will
retirement community in Palm and two baths, patios or balconies, offer extensive recreation facilities

including an 18-hole golf course.
The builder: Marnel Development
Corp, headed by NanB Past Presi-
dent Nels Severin.

. « « Or 300 units/acre in
the highest of high rise

The twin towers of Chicago's Ma-
rina City will be the tallest (60-
story) apartment buildings in the
world. The photo shows the rein-
forced-concrete core (a 35" cylin-
der 580’ high, housing elevators
and utility lines) and parking
ramps of one tower, right, virtual-
ly complete.

The 896 apartments in the two
towers will be on floors 20 to 60
—above 19 stories of parking.
Each apartment will have at least
one 10'x20’ elliptical balcony with
a 210° view of Lake Michigan or
the downtown skyline. Because of
the round shape of the buildings,
each balcony—except at its outer-
most edge—is private from its
neighbors “around the curve.”

The $36 million project, spon-
sored by the Building Service Em-
ployees' International Union, 1is
scheduled for completion late this
year. Architect: Bertrand Gold-
berg. For more details, see H&H
July "61.
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You can create pleasant living on a small site
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There are 44 two-bedroom apart-
ments on 1% acres shown in the
plan, right. Architect Earl Swens-
son placed five 2-story buildings
so they enclose a garden area and
swimming pool in the center of
the project. He kept a narrow
landscaped area and parking for
60 cars around the perimeter.

The floor plan, left, shows good
circulation—no cross traffic in any
room and minimum hall space.
Also worth study: the considerable
storage space, the compartmented
bath, and the compact plumbing
core.

The Nashville project was devel-
oped by Schatten & Cypress, real-
tors. Rents: $130 to $150.

. « « and maintain human scale on a big site

Careful landscaping and swimming

Aipasnmn|
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pools set off these clusters of con-
temporary garden apartments on a
22-acre site in St Louis, The proj-
ect, called Park Towne, has 383
apartments in 56 separate build-
ings. Density: 18 units/acre.

The buildings and outdoor liv-
ing spaces, designed by California
Architect J. Richard Shelley, bring
a West Coast flavor to the project.

Family patterns are divided
within the project: the south sec-
tion has 175 units for couples with-
out children; the north section, 208
units for larger families. Builder
Wilbur R. Rosenblum finished the
job in November 61.

continued
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Higher density continued

The two-story townhouses above
are the first completed under
FHA's Sec 221d3 for low-middle in-
come housing (H&H News, Aug
'61). Architect Carl Koch designed

Burton Street

them for Urban Associates of New
Haven. There are 104 units on 5.4
acres; all were rented within two
weeks of opening at $87.50 for two
bedrooms, $99 for three bedrooms.

You can use high-rise for ‘vertical subdivisions”

Most of the 29 units in this ten-
story Albuquerque high rise are
more like a ranch house (see floor
plan below) than an apartment
unit, and have house-size balconies
opening off the living and master

bedrooms. They sell (with condo-
minimum financing) for $16,500
to $46,000, The sun screen on
the front of the building, above,
shades open-air corridors. Designer-
Builder: Bruce Hebenstreit,

The three-story townhouses in
the drawing above were designed
by Architects Satterlee & Smith for
Washington’s Capitol Park redevel-
opment. Says Architect Clothiel

Higher density works equally well for lower-income families and well-to-do families

Smith: “This is our attempt to get
away from townhouses that look
like chopped off sausage.” Rents
will run from $120 for efficiencies
to $240 for four-bedroom triplexes.

. « «» or for big-city skyscraper housing

This 35-story cooperative apart-
ment is Manhattan’s first sheer
tower apartment—the kind of

building encouraged by New York's
new zoning (which lets you build
straight up if you take a big set-
back at the first or second-floor
level). The old zoning rules re-
quired a series of set-backs that
made most city high-rise look like

a pyramid of blocks. Architects
Emery Roth & Sons designed this
building for Tishman Realty under
the old rules—they simply gave up
much of the allowable building
space in the interest of design.
Because of the smaller-than-usual
area of each floor, there are only
four apartments on each floor
(and each is a corner apartment).

HOUSE & HOME



You can plan high density around cul-de-sacs

On a 19-acre site in Indianapolis,
the Perine Development Corp is
building 180 townhouse units in
the fresh pattern shown at right.
The units, arranged around six cul-
de-sacs, each have narrow gardens
opening to landscaped parks. The

L. W. Ackerman

two- to four-bedroom units are
priced from $11,000 to $15,000.
They are adaptations, by the same
architects—E. W. Augustus and
John Doumas—of Bollinger-Mar-
tin's much talked about townhouses
in Louisville (n&n Mar '61).

« « « You can plan around village greens

This new plan was designed by
Architect Don Hisaka for a 12%2-
acre, 156-unit urban renewal proj-
ect in Milwaukee. The houses are
built around landscaped courts
with a circular drive leading to the
garage on the lowest floor of each

Martin Linsey

three-story unit. Outside the ring
of houses, opening to the living-
dining area, are private, fenced-in
patios. Each unit has 1,000 sq ft
of living space. The developer
Horizon Renewal Corp—plans to
sell them rma for $12,000.

. « » or you can let the terrain dictate your siting

Cleveland’s Allstate Construction
Co handled a steep site by building
split-level  apartment  buildings
with two stories on the uphill side,
three stories on the downhill side.

Architects Grosel & Jencen,
Cleveland, put 166 one- and two-
bedroom units into ten buildings,
and renting agents Bates & Springer

APRIL 1962

had rented 160 of them, at $120
to $140 a month, less than seven
weeks after opening. Over 80% of
the units have a balcony or a patio,
and the patios are recessed from
the building line for privacy.

The project includes a swimming
pool and a glass-walled octagonal
recreation building.

continued
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Higher density continued

Photos: Morley Baer

In higher-density low-rise units, community and private outdoor space is a must

Each of these 99 contemporary
two-story units has a private
fenced-in patio (photo, above) or a
balcony set in behind the building
line. And beyond the patios are
broad green lawns and swimming
pools, a pleasant view and commu-
nity recreation space. Entries and
parking face landscaped streets set
in off the main traffic arteries.
The project, on a 3% -acre site in
Walnut Creek, Calif., was planned
in three stages, because sufficient
financing was not available for the
whole job at once. Architects Larry

e

[ <

Freels and Walter Lucas designed
each stage so it would provide
pleasant living within itself—then
fit well into the composite plan
shown at left.

The entire first stage was rented
(for $105 to $170) before comple-
tion, so financing for stages two
and three was immediately made
available. All units were rented
within a month of completion; and
the owner now has an additional
95 units under construction on ad-
jacent land (not shown on site
plan). Builder: Joe B. Smoot Inc.
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.« « and it is a big asset
in high-rise buildings

Every apartment in this 11-story,
118-unit high-rise in Nashville has
a deep, wide balcony; and there is
community outdoor space on the
roof, in a recreation area behind
the building, and in the parklike
setting. Architects: Swensson &
Kott. Builders: Bloomfield Build-
ing Industries.

HOUSE & HOME




You can build your
units around recreation

For these New Orleans apartments,
Architect Louis Clement made ef-
fective use of the city's traditional
courtyard—all apartments over-
look this private terrace with its
lighted swimming pool, pavilion,
and tropical plantings.

This building is one of two simi-
lar 72-unit clusters on a four-acre
plot. Each of the 800 sq ft, two-
bedroom units has its own 26'x6"
balcony, is air conditioned, and
rents for $175 a month. The build-
ers. Dominion Construction Corp,
report that all units were rented
within a month of completion in
November '61.

Photos: Joey Starr

H&H staff

« » » you can put recreation “next door”

These townhouses—priced at
$13,750 to $18.950—are in the
first 17-acre section of Villa Mon-
terey, a project of one- and two-
story units built by Butler Homes
in Scottsdale, Ariz. One full block
of the section (site plan and photo,
right) is a landscaped pool and
recreation area. Nearby is a golf

« = » Yyou can even put
recreation on the roof

The 35-story apartment at right
has a swimming pool, dressing
rooms, and sun deck on its roof.
Called Hopkinson House, it is now
under construction on Philadel-
phia’s Society Hill. Rents will
begin at $95 for efficiencies. All
536 apartments are air conditioned,
have disposers, dishwashers, and
washer-dryers. Architects Stonorov
& Haws designed the building for
Major Realty of Rosemont, Pa.
Builder: R. M. Shoemaker Co.

APRIL 1962

course that will serve these and
other townhouses in the develop-
ment, as well as a subdivision of
detached houses by the same
builder. The townhouse idea and
recreation facilities were obviously
attractive to buyers—Butler is now
opening a second section of town-
houses with its own recreation area.

continued
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You can design to take advantage of a view

Over 80% of the 180 units in each
of these buildings overlook the
Hudson River and George Wash-
ington bridge (photo left) and the
New York City skyline to the south.

To accomplish this, Architects
Kelly & Gruzen used the split-level
design shown in section above, with
a skip-stop elevator system that
saves corridors and creates space
for stairways between levels. As
the shading on the section shows,
many of the apartments run
through the building—so they have
views in two directions, There are
also all-on-one-level units (mostly
efficiencies) on both sides of the
building.

As the sketch at right shows, the
split-level design provides separa-
tion of living and sleeping areas,

« « « Or “design-in”’
a man-made view

Almost all of the 680 units in this
three-building complex will have
striking half-hexagonal balconies.
The balconies, which are glassed-
in on the sides, have sliding-glass
doors at the outer edge—so they
can be used both in summer and
winter, From the balconies, resi-
dents will overlook a raised pe-
destrian mall, with garden, foun-
tains, a swimming pool, tennis and
handball courts. All auto parking
will be under the mall. Architects
Begrow & Brown and Stickel &
Moody of Birmingham designed
the Detroit project (calied Beau-
mont Towers) for Beaumont Co.

Floor slabs and dividing walls are
over 8” thick, providing good
soundproofing.

The two buildings of Horizon
House occupy only 8% of a 32-
acre site in Fort Lee, N.J. Builder-
Developer: Tishman Realty & Con-
struction,

HOUSE & HOME




Pope Studios

The drawing above shows the first
72-unit, five-acre section of a gar-
den apartment project which
eventually will put 1,200 units on
88 acres. And for the one- and
two-story units, Builder Richard
Price is using standard house-con-
struction methods—tilt-up wood
frame walls with striated, tempered
hardboard siding; exposed roof
beams with Simpson roof deck

Photos: Edholm & Blumgren

You can use house-construction methods

under a built-up roof (see photo).

Each cluster of buildings in
Rosemont Garden will be built
around a garden courtyard area,
with a swimming pool and com-
munity cabana, and children’s
play areas, barbecues, and other
recreation facilities.

The project is six miles south of
downtown Sacramento. Architects:
Rickey & Brooks.

APRIL 18962

For example: the second and third
floors of this wood-frame, brick-
veneer building are 212" concrete
slabs poured on steel decking,
which in turn is supported by a
frame of light I-beams and open-
web steel joists. Trenridge apart-
ments in Lincoln, Neb. will have
seven buildings, a total of 126 one-
and two-bedroom units—each with
air conditioning and a balcony
set-in behind the building line “for
privacy and a sense of security.”
Owner-Builder: Strauss Bros. Con-
struction. Architects: Sidney N.
Campbell, Reginald E. Davis,

. 2y BtUDRE
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Vano-Wells-Fagliano
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Some of the freshest ideas for high-density housing

are now being designed into . . .

Today’s new cities within cities

This 11-square-mile community at Res-
ton, Va.—18 miles from Washington—
will be a self-contained community of
homes, recreation facilities, industrial
plants, and offices. It will be developed
over a 15-year period by Simon Enter-
prises, will have an ultimate population
of 75,000. The view at top, opposite,
is from the central business district,
looking out over a small boat basin.
Architects and planners: Harland Bar-
tholomew & Assoc.

APRIL 1962

“The large-scale planned community gives us the best opportunity for
good over-all design,” says Architect Wilmont Vickrey of Perkins & Will
who heads the design team for Riley Center, a 25-acre project in
Indianapolis shown on p 146.

“Big projects give imaginative designers a lot of room for new solu-
tions to the old problems,” Vickrey continues. “In a big project, you can
use high-rise and low-rise together in such a way that you can have your
cake and eat it too: You can have very high densities and still have
open space; you can have standardization of design but still have a
varied and flowing landscape; you can have rambling pedestrian walk-
ways and still have plenty of vehicular access and parking space; and
you can fit shops, offices, theaters, and playgrounds into the plan so that
it would look bare and incomplete without them.”

Adds Martin Seligson, president of the corporation which is develop-
ing Breezy Point, a huge higher-density project in New York City (see
p 156): “Large-scale projects offer great advantages in livability—and
make great economic sense—as long as they are a natural outgrowth
of the market. Our project is an outgrowth of the great shortage of
middle-income housing in New York City. We expect it to be a profit-
able venture for our investors—and we estimate the city will net $2.8
million a year from the project after paying for schools, police and fire
protection, street maintenance, and utilities.”

There is a clear need for the large-scale planned community in rebuild-
ing rundown parts of our cities. Urban Renewal Commissioner Bill
Slayton points out that almost 500 cities are slated to take part in 900
federally aided remewal projects. And other downtown projects—Iike
Riley Center—are being planned and built entirely with private financing.

There is also a market for large-scale planned communities—with
their convenient community services and recreation facilities—in many
areas just outside the big metropolitan centers. In many of these arcas a
single apartment building or small-scale project might be out of place
among single-family homes, but a self-contained large-scale community
can offer enough appeal (and enough tax revenue) to overcome zoning
problems.

There are, of course, immense management problems in designing, fi-
nancing, and building this kind of project. But, today, housing profession-
als are beginning to work together to make the complexities easier to
grasp and work with. And NAHB’s Urban, Renewal Adivsory Council has
started a series of regional meetings (see H&H News, Mar) which put the
experts who have built such projects in contact with other professionals
who want to find out more about the opportunity in large-scale develop-
ment.

Now, for a look at six new cities within cities, begin on the next page.
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TYPICAL NEIGHBORHOOD in Eastwick has cul-de-sac street layout with 2% - and 3-story townhouses laid out with varied spacing and setbacks.

These townhouses are a small part of the largest urban renewal project in the US

The Eastwick Redevelopment area
in Philadelphia covers four square
miles, will eventually house 60,000
people, have 10,000 new homes,
over 1,000 acres of industrial
plants, 14 major parks and dozens
of children’s playgrounds, nine new
schools (added to 13 schools al-
ready there), 18 new churches, and
five shopping centers (the largest
will cover 40 acres and have park-
ing for 2,000 cars).

“In Eastwick, the rhythm of the
city as expressed in its traditional
gridiron system is preserved,” says
Dr Constantine Doxiadis, the com-
munity planner. But, he points out,
unlike most city patterns this plan
“provides a definite and complete
separation of pedestrians and traf-
fic'—for there is a network of
esplanades like the one shown be-
low running throughout the resi-
dential areas. The plan allows a

consistent development from small
neighborhoods to entire sectors.
Eastwick is the result of ten
years of “team planning” and, say
its developers, will take ten years
to build. The planners: Doxiadis
Assoc of Washington and the archi-
tectural firm of Wright, Addrade,
Amenta & Gane, Philadelphia.
Principal sponsors are Reynolds
Metals and Samuel A. and Henry
A. Berger, Philadelphia builders.

Developers are the New Eastwick
Corp and—coming in at the second
and third stages—the Philadelphia
Builders Eastwick Corp, a combine
of local builders. Franklin Assoc
of Wilmington is the construction
contractor on the first stage resi-
dential work shown on these pages.
All construction financing for the
first section of Eastwick is being
handled by the First Pennsylvania
Banking & Trust Co.

"“'_w»—

LANDSCAPED ESPLANADES for pedestrians will run behind the houses. All eclectric power lines will be underground—a first in Philadelphia.

HOUSE & HOME




F

|

|

|
|
|

Hl:
i

ji

m

|
!
|

LAND PLAN of first residential section shows
location (black block) of houses in drawing op-
posite. The plan creates a pattern of separate
neighborhoods of 30 to 40 homes each, grouped
around cul-de-sac streets, Through traffic is
confined to collector streets and perimeter thor-
oughfares.

OVERALL PLAN, right, of Eastwick fits within
a city plan prepared by the Philadelphia Plan-
ning Commission. The residential section shown
above is only a small part of the total project.
Major arteries define residential, commercial,
and industrial sectors of Eastwick.
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bedrooms, 1,480 sq ft of living space. Exteriors high counting grade-level garage and entry. Plan one bath, a split-entry plan. All models hgve
are brick with aluminum trim. (below) has three bedrooms, two baths. shading overhangs and front and rear entries.
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RAISED PLAZA—ocne story above the street with two levels of parking beneath—is typical of landscaped open spaces planned for Riley Center.
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This architect-sponsored renewal combines all types of housing and services

The 25 acres of Riley Center in
downtown Indianapolis will house
2,416 families, who will have
available within the project res-
taurants, shops, a skating rink, a
theater, 'a library, churches, a
school, an outdoor concert area,
art and recreation club rooms,
swimming pools and tennis courts.
Three types of building—24- and
12-story towers, and three-story
townhouses—will provide a density
of 97 units per acre with only 18%
of the land built on.

This is the first major urban re-

146

newal job in which the architects
(Perkins & Will) have participated
as a sponsor as well as designer.
Says senior partner (and Als pres-
ident) Phil Will: “We invested in
this project because we believe
architects must take a managing
role in rebuilding the US—and not
leave the job entirely to package-
deal developers [see also the Al
profile, p 120]." There are seven
other sponsors, including Klein &
Kuhn, a realty management firm.
The project will be privately fi-
nanced (Indianapolis is one of a

handful of cities which have re-
fused federal subsidies for redevel-
opment).

Two design concepts—both
shown in the section drawing op-
posite—deserve special attention:

1. Parking for the high-rise
buildings is provided in three-level
garages at the center of each clus-
ter, Cars enter from side streets,
can park at that level, below-grade,
or on landscaped terraces
above) one level above grade.
Says Wilmont Vickrey, Perkins &
Will partner in charge of the proj-

(see

“The raised terrace levels sepa-
rate pedestrian traffic from the
bulk of auto traffic, create vertical
variety in an otherwise flat plane,
and also save money—above-
ground parking is cheaper than all-
underground parking.”

2. Since the lower floors of a
high-rise building are traditionally
hard to rent, all apartments are at
least four stories above grade—
over two floors used for building
services, laundries, and tenant stor-
age and two floors of shops and of-
fices or three-story townhouses,

HOUSE & HOME
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TBFutine commereial develowmant
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TOWNHOUSE PLAN,

TYPICAL FLOOR in tower building
has two 2-bedroom units, two 1-bed-
room units, and an efficiency apart- i
ment, clustered around elevator core. =

three-level layout of units tucked into
lower floors of 13-story high-rise (see
section below). These units are all
either duplexes or triplexes—with two
and three bedrooms. Each has its own
private garden patio (see drawing,
bottom right).
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SECTION shows how parking is
handled on three levels—one be-
low grade, one on grade, and one
above—with direct access on each
level to apartment lobbies and
shops. You can also see, at far
right, how townhouses and their
terraces, and the building service
floors, are set in under the apart-
ment floors of the high-rise.

IN TOWER BUILDINGS, left, every
apartment (except the efficiencies)
has corner balcony and two-way
view from the living-dining area.

TERRACE OF TOWNHOUSE, right,
has high wall for privacy from
street—offers a suburban form of
life in the heart of the city.
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AT ENTRANCE TO TOWNMOUSE CLUSTER ramp leads to

o e

garage beneath central mall. Residents park beneath their own house.

Underground parking leaves plenty of green space at 20 townhouses per acre

“If the parking at Flemingdon Park
were not chiefly underground,”
says Architect Irving Grossn
“most of the green spaces where
children play would have to be
paved parking lots.”

North York township, where the
600-acre project is located (just
five miles from the center of
Toronto) requires 1.12 parking
spaces per unit in multi-family de-
velopments. Parking is wholly

underground in the townhouse sec-
tions of the project—Ilocated be-
neath malls that separate clusters
of houses. (About half the parking
for eight-story high-rise units spot-
ted through the development is
underground). Cars entering the
townhouse areas are immediately
shunted below grade. Residents
drive beneath the malls to a park-
ing stall in the basement of their
own house, enter stairs to their

house through double fire doors.
IT'he added cost of underground
parking has not been disclosed, but
is estimated at about $500 per unit.

Flemingdon Park will be roughly
one third residential (6,200 units)
a third industrial and commercial,
a third parkland and greenbelt
(including a nine-hole golf course,
tennis courts, and swimming pools).
About 500 units are now complete
(mostly townhouses). Monthly

rentals range from $110 for one-
bedroom units in high-rise build-
ings to $175 for 1,200 sq ft, three-
bedroom townhouse units.
Flemingdon Park is a project of
Webb & Knapp (Canada) Ltd,
Canada’s largest real-estate devel-
and is being developed by
in Communities. Project Plan-
ning Assoc Ltd did the master plan.
Architect Grossman did the resi-
dential design and site layout.

TRAFFIC-FREE GREENSPACE, on land saved by underground parking, is a safe playfield and offers pleasant view for these three-story units.
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SECTION shows garages under house, parking driveway beneath mall, garden space between clusters. Some garages are vented by open wells.

SITE PLAN puts residential

TOWNHOUSE PLAN, left, shows
stairs leading from basement garage
to main living area on grade. Wide
glass wall opens to rear garden. Bed-
rooms are on the second floor.

sect

next to recreation area. Both will
buffered from industrial zone at
building complex

by office
hotel area.

TYPICAL BLOCK LAYOUT, rig

orientation and setback of buildings. Setting houses
at angles (see far right, for example) creates private

patios for each unit.

APRIL 1962
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CENTRAL MALL between rows of
houses is trimly landscaped, reminis-
cent of Georgian squares in London.
Varied setback and orientation of
houses helps avoid monotony.




OCEAN PARK, Sar

This community has an open, spacious feeling—at 111 families per acre

The architects (Welton Becket &
Assoc) created the high density by
putting most of the 2,000 units
into four 21-story and four 13-
story high-rise units. They created
the openness by spacing the high
rise amidst low-lying clusters of
garden apartments, and by opening

up the center of the 18-acre site
with a park overlooking the beach
and Pacific Ocean. Landscaped
walkways lead from the apartment
clusters to the park. A minimum
of land is wasted on parking—most
residents’ cars will be garaged
under the garden apartments.

MARKET | SHOPS,

o GGG AP TR € MAK 3 Braines

BUILDING Frig 8~ 53 STORI(S

This urban renewal project will
be built in downtown Santa Monica
by Del E. Webb Corp (it was a
joint-venture proposal by Webb and
Kern County Land Co). Commun-
ity facilities in the $55-million pro-
ject include swimming pools, tennis
courts, a library, a nursery, a shop-

ping center, a restaurant (round
building center, in drawing above)
and a small-boat marina. Average
rentals will be §36 a room.

An adjoining 18 acres will have
apartments for the elderly, a gen-
eral office and professional build-
ing, a motel, and a huge garage.
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LAND PLAN has small green spaces amidst housing units, Surface parking is minimized—and there are no through roads. Commercial zone is at right.
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GARDEN APARTMENTS are arranged
in groups like this around walkways
and planted courts, This group can
be seen behind the round restaurant
in the rendering on facing page.
Section lines refer to the drawings
at the top of this page.

TRI-LEVEL PARKING under the
landscaped terraces and clusters of
garden apartments saves space for
parks. Cars reach garage by under-
ground drives from the perimeter of
the project. There are convenient ac-
cess stairways.

)

FLOOR PLANS of garden apartments
range from two-bath, three-bedroom
units to one-bath, one-bedroom. Note
the ample closet space, minimum
halls, and good traffic patterns. Every
apartment has either a screened patio
or balcony.

continued




BROAD LAWNS will separate clusters of townhouses (above) and two- and three-story garden apartments. Each unit has patio or balcony.

This community will offer a village atmosphere at 16 families per acre

There will be broad lawns around According to Community Builders booming apartment construction.
cach of the garden apartment and of Washington, D.C., before the The site is just off the main Wash-
townhouse buildings of Springhill project is complete, over $%2 mil- ington-Baltimore Parkway—about

Lake. Clusters of buildings (see lion will be spent on developing a a 30-minute rush-hour drive to the
R— g g

i ! site plan opposite) will be sepa- lakefront recreation arca as well as downtown area of either city.
Ul e 80|  rated by wooded buffer strips. a nine-hole golf course, several Grading for buildings with 338
[T 1w =2 There is only one through road in  swimming pools, playgrounds, ball  units is now underway, and build-
e the 31l-acre site—and cul-de-sac fields, tennis courts, and woodland ing will start within 60 days. Pro-
——— “parking fingers” are set away from walkways. Ten acres of land zoned posed rentals: from $102.50 for
the houses “instead of just in front for apartments is being donated by one-bedroom units to $162 for
of the living room window.” In the the developers for an elementary three-bedroom townhouses.
first 195-acre section now fully school. Architects and land planners:
BH = nn planned (see drawing opposite), 32 The new community is located Cohen, Haft Assoc. Landscape
B — ey memi= acres are set aside for recreation. in Greenbelt, Md.—an area of architect: Thurmond Donovan.

TOWNHOUSE PLAN has big window
area opening to patio with privacy

screen. This is typical 3-bedroom unit. DESIGN is contemporary. Brick exterior walls are set off by colorful panels and screens that give the patios privacy.
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S REGIONAL SHOPPING CENTER now under construction

will be near the emtrance of the development.

BATH HOUSES like this will be located at each of the

several swimming pools in the community.

minimum of roads and cul-de-sac

J ‘\ \ s : parking fingers cut traffic—and traffic
A ‘\_ \ 3 SR 4 speed. Plans call for 2,751 units in
- T v this first section and a total of 5,000

in the whole project. K\l .
COMMUNITY HOUSE overlooking lake and surrounded

by playfields will be used for adult and children’s recreation.

. = . ——
‘ ‘ | J - y SITE PLAN for first 195-acre section
: / / shows how buildings are laid out. A o
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X
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MAN-MADE BOATING LAKE will be center of community recreation, though pools and playgrounds will be spotted throughout the site.
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MIXTURE OF LOW-AND HIGH-RISE creales

32-unit/acre density without monotony or crowding. About 90%

of units are in eclevator buildings.

This project will offer vacation-area living for 28,000 New Yorkers
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BLOCK LAYOUT clusters townhouses
around high-rise. Lower buildings

planting

BUILDING SPACING and
creates privacy for rear gardens of
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give human scale and provide open
space around the apartment towers,

townhouses, even from top-floor bal-

conies in high-rise apartments,

Residents will be within easy walk-
ing distance of beaches for ocean
bathing and marinas for boating
in the sheltered waters of Rock-
away Inlet. Yet they will be only
13 miles (or about an hour by bus
and subway) from midtown Man-
hattan.

The drawing above shows only
the first section of the Breezy Point
development planned by the Atlan-
tic Improvement Corp. This sec-
tion, to be completed in five years,
is on a 217-acre section of Rock-
away Peninsula. Atlantic Improve-
ment owns an additional 250 acres
on the tip of the peninsula, which
within ten years will house another
40,000 people, for a total popula-
tion of mearly 70,000,

No government subsidy or tax
abatement is involved—sponsors
and stockholders of the publicly
owned company include United
Improvement & Investing Co, one
of the largest real estate firms in
the country; several major insur-
ance companies including Sears-
Roebuck's Allstate; and several
members of the New York Stock
Exchange.

Breezy Point is one of the big-
gest building projects in the coun-
try, and the largest private urban
development. The sale of the pen-
insula was the largest in the history
of New York City in terms of
both dollars and acreage, reports
John Marqusee, who is chairman
of Atlantic Improvement’s execu-
tive committee (as well as the
chief executive officer of United
Improvement, and president of the
New York State Naum).

In the section shown above,
about 54% of the land is for resi-
dential use. Of the remainder,
about 20% is for streets, 14% for
waterfront recreational facilities,
5% for schools (the present plan
calls for two elementary and a
junior high school—each with
playfields), 5% for three neighbor-
hood commercial centers, 2% for
churches, library, police, and other
community services.

Martin Seligson, president of
Atlantic Tmprovement, reports that
well over half a million dollars will
have been spent on planning be-
fore the first construction begins
carly this summer. The basic study
of the site and its development was
made by Tippets-Abbett-McCarthy-
Stratton, engineers and architects.
Atlantic is now awaiting final ap-
proval on street and utility plans;
has architects (Kelly & Gruzen,
Richard Baringer, and Paul &
Jarmul) working on final plans for
apartments with 3,400 units, the
first of three shopping centers
(already 75% leased), and a $2-
million beach club; will soon begin
construction of two 15-story build-
ings, five G6-story buildings, a
garden apartment complex, a shop-
ping center, the beach club, a
beach-front community park with
an elevated restaurant, and an ad-
ministration building. First move-
ins will be in the Spring of 1963.
Anticipated rentals: “about $45 a
room.” Despite its size, Breezy
Point will absorb less than 12 %
per year of the middle-income
families who will be looking for
housing in the metropolitan area,
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TOWNHOUSE PLAN, left, has fenced

entry patio open

through glass wall. Dining room over-

looks rear garden.

to living room

apartments—

one-, two-,

puts ten

TYPICAL HIGH-RISE PLAN
and three-bedroom—on each floor. Many will have balconies.

VIEW FROM THE NINTH FLOOR shows spacious character of
Breezy Point, Most units will have water view, /END







move their operations to the country’s fast-growth areas—California, Arizona, Florida.

Many profit-minded builders—Ilooking for bigger markets—

But, says one builder who stayed home in Connecticut . . .

If you make growth your No. 1 job,

you can create a good business

APRIL 1962

in your own backyard

And as the production chart opposite shows, George Achenbach of Lifetime
Homes has created a very good business in an area that many housing pro-
fessionals label as backward.

Eight years ago, Achenbach was 25 years old, a heavy-equipment salesman
just four years out of re1, “intrigued” by the prospects of becoming a home-
builder.

Today he is one of the two or three biggest builders in Connecticut with
a record of growth each year since he built his first houses in 1954.

Why did Achenbach (a native of New Britain, Conn.) “stay at home”
when he started his business? *Partly just because I like this part of the
country. Partly because—though there are plenty of problems finding good
buildable land, and more problems developing land in this rocky, rolling terrain
—there is a heavy population to draw on as a market. And partly because I
would rather be in competition with the average New England builder than
builders like Long and Eichler.” [Achenbach is in a market area with four
other over-100-house builders selling in about the same price range, a dozen
smaller builders selling mostly in a lower price range.]

His choice of location within Connecticut was, however, no whim. With
characteristic thoroughness, before he set up his business Achenbach talked
with every Chamber of Commerce in eastern Connecticut. He checked re-
ports of new industrial plants in the area, asked managers of existing plants
about their expansion plans. He compared inventories of unsold houses.
From the State Highway Commission, he learned the proposed route of the
New England Throughway. And he tied up land in the then-sleepy town
of Saybrook—which is now only 25 minutes from bustling New London
(submarine base, General Dynamics, Coast Guard Academy) and 30
minutes from New Haven on the 60-mph highway.

When Achenbach started, he started fast. He built 50 houses the first year,
65 the second—all prefabs (to see why, see p 160). In 1957, he started a
new 120-house subdivision and switched to conventional building. And the
sales record kept growing, “Our basic aim is steady growth,” says Achenbach.
“We do not try to be the ‘biggest’ anything, yet we are hungry and aggressive.
We simply try to operate this company as a business so that at the end of the
year we can look back to steady expansion and solid profits; and look ahead
to a steadily improving position.

“We are first businessmen—and then builders, and we think the greatest
hazard to our business is builders who do not act like businessmen and go
broke. They not only hurt our sales effort by throwing distress merchandise
onto the market, but cast a shadow of distrust across the whole industry.”

To see how Achenbach manages his company's growth, trn the page.
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ORGANIZATION CHART shows functional delegation of authority, and flow of management information to Achenbach and Sykora.

To keep his company growing, Achenbach spends his time as a manager
—controlling today’s operations and planning tomorrow’s

It is significant that Achenbach—who carefully schedules his
own time (see box below)—spends just one afternoon a week
in the field.

“You cannot grow in any business if you try to be vour
own doctor—if you try to be your own land expert. your own
market research expert. your own architect, and your own
salesman,” says Achenbach.

“As long as you try to do everything yourself, your growth
is limited by how much you can do. And trying to do every-
thing yourself—even if you think you do it better than any-
one you can, hire—almost guarantees you will stay small.

“What you need is time—time to make the decisions that
will assure the growth of your company.”

From the very start of his business, Achenbach made time
for decision-making, Though he had no staff (originally he
was in partnership with his father-in-law. now treasurer of
the company), he freed himself of much detail by operating
as a home manufacturer’s builder-dealer. As a builder-dealer
he had no design problem except to choose the right models
from the manufacturer’s line, and he got a lot of help in
merchandising. “Even though 1 still had to handle selling,
mortgage processing, and job supervision, National Homes
freed me of enough detail to give me time to manage and

plan ahead. And I learned a lot from National’s experts.”

In 1957, when Achenbach turned to conventional building,
and set much higher goals for production (from 70 houses in
1957 to 115 in 1958), he began hiring men to take over
jobs that he had handled himself or that were part of the
prefab package. First a salesman. Then a building superin-
tendent. Then a full-time staff architect (though Lifetime
Homes now retains an outside firm).

In 1959, he hired a vice-president for construction and
sales, Curt Sykora. Sykora, now 32 years old, a graduate of
Bowling Green and Harvard Business School. handles much
of the administrative operation and is, says Achenbach, “a
genius at looking ahead.”

Today, there are 17 people in the Lifetime Homes organiza-
tion, most with managerial responsibility. Besides his top
management—Vice-President Sykora. Treasurer Edward
Kowalczyk, and Secretary-Controller (and wife) Geraldine
Achenbach—there are seven key figures in Achenbach’s organ-
ization: The construction manager, who is in overall charge
of the construction opzration; the building superintendent,
who is responsible for house construction: the land super-
intendent, who is responsible for setting up land-development
budgets and getting the work done within the budget: the
land procurement manager, whose full-time job is finding
buildable land: the sales manager, who has three full-time
and three part-time salesmen on his staff; the mortgage co-
ordinator, who receives applications, prepares FHA and VA
papers, makes the submissions. and follows through on mort-
gage processing: and the market researcher, who is responsible
for knowing what prospects want,

Talking of his staff, Achenbach talks of group effort: “We
are trying to build an organization with depth . . . an organ-
ization that would continue on without me. . . . We take our
time to pick the right people—and then we give them full
responsibility and we will sink or swim with them. When
they know you have faith in them 99 times out of 100 the
decisions they make are probably as good or better than
decisions you would make yourself.”

It is clear from the way Achenbach spends his time that
a major responsibility of the staff (aside from handling the
day-to-day administration of their part of the business) is
to supply him with the information needed to make control
and planning decisions. Significantly. though Lifetime Homes
is a much smaller corporation than many industrial manu-
facturing firms, Achenbach collects information and uses it to
manage his operation much as presidents of big corporations
manage theirs. Since he cannot watch everything. . . .
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In the day-to-day operation of his business, Achenbach “manages by exception”

—he concerns himself with operations only when they get out of line

And he has set up a system that tells him almost at a glance
when operations are out of line. Reports feeding to him from
his managers are set up so any variation from established
goals (and only those variations) are called to his attention.
“If everything is running smoothly,” says Achenbach, I need
not concern myself with daily operations—that's what the
staff is for. But I want to know right away if anything is going
wrong—so we can start doing something about it." Here, for
example, is how he keeps control of land costs:

Before Lifetime Homes buys land, careful studies are made
of projected development costs. Once the land is purchased,
budgets based on these studies are developed for the whole
project, and—in more detail—for “blocks” of land (about 10
to 12 lots). The budgets are broken down into costs for clear-
ing, stripping. rock raking, excavation, rough grading, cut-
and-fill, etc.

Every day, the land superintendent posts labor and equip-
ment costs for each operation (eg cut-and-fill), for each
block under development; and these costs are totalled weekly.
Every two weeks. the land superintendent and Sykora check
the work and estimate its stage of completion. Suppose the
cut-and-fill operation for block A, budgeted at $5.000, is esti-
mated to be 50% complete. On that basis, $2,500 should
have been spent so far on cut-and-fill.

The biweekly reports reaching Achenbach show, for each
block, budgets and actual cost figures—so he can tell at a
glance what operations on what blocks of land are running
off budget. If the variations from budget are big enough or
constant enough, Achenbach and Sykora know they have a
problem—and Sykora checks to find why.

What can you do if land costs run ahead of budget, and
there are no inefficiencies vou can take out of the operation?
“We hate to do it. but as a last resort we have to increase
prices to cover the unexpected costs,” says Sykora. To make
sure they can raise prices without disturbing the current sales
effort, land is developed well ahead of sales. “We now have
over 2V miles of road and water in—enough for about 112
lots. And to minimize the chances that we'll have to raise
prices as we go. we usually build on the worst land first.”

Is this too detailed a check on land costs? “No,” says
Sykora. “Developed lots—at least in this part of the country
—represent as much as 35% of the sales price. Raw land is
cheap (Lifetime Homes' latest 450-acre parcel cost only $350
an acre): but it costs about $5,000 per 100’ x 150" lot for
earth moving, removing trees, for streets, curbs, gutters, water,
sewage system, landscaping, and allotment of school and park
sites. Land development costs can make or break your profit
—s0 you can't afford to work out of a big pot.”

To free himself of time-consuming detail, Achenbach has
set up an even simpler system of controlling building costs.
Lifetime Homes subcontracts all labor, and since it builds
relatively few standard models (currently, three different
houses—a ranch, a split-entry, and a two-story) has negotiated
standard bids with each subcontractor. The subcontractors
bill Lifetime for their work on one of two forms: a white
form if the price is the standard unit price, a red form if
there are any discrepancies or extras in the price. All red
forms go to vice-president Sykora, who determines the reason
for the “variation from standard.” Achenbach, in turn, need
concern himself only with those red forms which point up a
serious or recurring problem, Says Achenbach: “This system
is cut-and-dried—so it requires almost no attention.”

Similarly, Achenbach concerns himself about overhead
costs only under special circumstances. Each year, an over-
head budget is established, and pro-rated by a production
volume that Achenbach is quite sure he can meet. (For
example, this yvear’s Lifetime’s budget calls for 216 closings,
but the overhead budget is divided into 150 houses.) So
Achenbach knows that as long as sales are running at a rate
of 150-per-year or better (and as long as he does not add to
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overhead) his overhead costs will be within budget—and he
need not worry about them. If sales run ahead of 150 (as he
expects they will) the charge for overhead will be extra profit.

Achenbach has also established a routine system thai shows
him at a glance whether sales, production and money flow
are “on schedule.” Here's how this system works:

Once Achenbach and his managers establish a goal for the
year (eg. this year’s 216 closings), they set up a sales budget
for each month and. as the year progresses, for eich wesk,
This budget for house sales and construction is set up on
“target sheets” (see below). The column headings show:

I. The date each house should be started and the day it
should be sold (Lifetime does not build ahead of sales).

2. The day the mortgage papers should be submitted to
FHA. This is scheduled for three weeks after the selling date,
to give Lifetime the necessary lead time to process the
mortgage paper.

3. The move-in date—that is, the day the house should
be completed. Lifetime allows buyers to move into their house
ahead of the closing in return for a rental fee ($3 /day on
a $15,000 house).

4. The closing date.

Start
2. Tram Sale to mibatssion - 3 weaks
3. From submission to closing - § weeks

STARTING SOLD  SUSMETTED MOVE IN CLOSING

||
\
AN

P T T L

Each column is divided into two sections: schedule date
and the actual date each step takes place.

The “actual™ dates are filled in on the basis of reports from
Sykora (on starts and sales) and from the mortgage coordina-
tor (on submissions and closings). Achenbach reviews these
target sheets each week. can tell at a glance whether sales,
production, and mortgage processing are on schedule, ahead
of schedule, or behind schedule. And thus he knows at a
glance whether money coming in (in deposits and mortgage
money) is enough to cover money going out (money being
paid to subcontractors, etc). And again, he need concern
himself only if sales and production are falling behind sched-
ule, or are running way ahead of schedule. “Since all our
costs are based on a budgeted production figure,” says Sykora,
“we produce houses on a schedule basis unless there is a really
terrific demand. If we revise our targets upwards, we have to
refigure all our budgets.”

As a final check on progress, Achenbach keeps a running
check on his financial position. On a monthly basis, Life-
time’s accountant reports to Achenbach on:

1. Ratio of current assets to current liabilities. “I like to
keep a 2-to-1 ratio—Kkeep our money in the bank, in inven-
tory, and in accounts receivable at twice the level of our cur-
rent liabilities.”

2. Net profit on sales. Lifetime’s goal: 10%.

3. Net profit on net worth. “This is an indication of how
hard our total investment in the business—our money tied up
in land, in machinery and other equipment, and in inventory
—is working. We shoot for 25% —and up till now, we've al-
ways done better than that.

“As long as these ratios are in line, I know that our money
position is sound. If they ever get out of line, I'll know it fast,
and we’ll go to work to find out where the trouble is.”

continued
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Managing a growing business continued
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$16,500 SPLIT-ENTRY accounts for 509% of Lifetime's sales.

e -~ — ——
TWO-STORY COLONIAL, a must in New England, rounds out line.

Achenbach makes the crucial decisions that could make or break his business
without getting enmeshed in the day-to-day details

“You need an enormous amount of information before you
can make decisions like deciding what land to buy, or what
kind of houses to build next year,” says Achenbach. “If you
are trying to build a growing business, you cannot operate on
instinct. Even if you dropped everything else, you could not
find the time to make the studies you should have before you
commit your company (and its profits) to a major program.
And even if you did have time, if you got involved in all the
details, you would lose perspective.”

To get the facts he needs to make the best decision, Achen-
bach delegates fact-finding to his staff (and when he needs
more help than his staff has the time or the technical skill to
give him, he hires outside consultants).

Sykora explains: “The decision to purchase land in Ledyard
(the location of Lifetime's new subdivision) was made after
four months of study”—study by many staff members and
consultants. Before the decision was made:

Lifetime’s market researcher visited the housing department
of the submarine base in New London to determine its needs:
studied and reported on the Rotival report, a local govern-
ment-sponsored survey of the area which predicted a %4-
million population expansion for the next ten years; studied
FHA reports on the housing inventory (which predicted the
area could absorb another 1,000 houses per year); visited the
managers of industrial plants in the area (and found, for ex-
ample, that Electric Boat Co planned to hire some 3,000 peo-
ple by the end of 1963). He also hired interviewers who
called 220 people in a new subdivision on one side of the
Thames River (which divides the New London area market),
another 160 people in another subdivision on the other side
of the river. This survey showed, for example, that most peo-
ple worked on the east side of the river, that people on the
west side of the river were unhappy about the tolls and traf-
fic problem at the bridges and complained about driving to
work with the sun in their eyes both coming and going.

“From information like this,” says Sykora, “we were able
to decide with some assurance 1) that we had a market that
would support a good-sized new subdivision, and 2) that it
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would be better to build on the east side of the river.”

With this information, Achenbach and Sykora turned to
their land-procurement man. One site he had found (and the
one ultimately chosen) seemed to fit the market and location
specifications. And the study of the site began: Engineers
(Radcliffe & Ross of Essex, Conn.) made a topographical
survey and soil analysis. Lifetime’s site planner (James Frost
of New Haven) began studying the development possibilities.
Stephen Porter of the Geology Dept at Yale was called in to
study the location and supply of water (the new subdivision is
served by four 400-gpm wells). Also called in for consulta-
tion (and later development work) were Halet & Aldrich, a
Boston firm specializing in soil engineering and drainage an-
alysis; Camp, Dresser & McKee, Boston sanitation engineers,
and Joseph Keegan, a specialist in water systems,

“From these experts,” says Svkora, “we found we would
need a million yards of gravel for roads on the 450-acre site.
But we also found that there was a huge supply of gravel un-
derlying part of the site along a fast-flowing stream. We were
able to relate these facts to something we found in our market
survey: people in this area do not especially want a commu-
nity swimming pool—most prefer to go to the salt water only
a few miles away—but they do want a lake for boating and
picnicking. We found that by digging a burrow pit we could
get the gravel needed for the lake and also help replenish
the wells supplying water for the subdivision.”

In short, before Achenbach made the final decision to buy
the Ledyard property, his staff and consultants had supplied
him with the information—including detailed estimates of de-
velopment costs—he needed to make a management decision.

“The ‘problem of land’ is a part of homebuilding that
needs major management direction,” says Achenbach. “The
lack of such direction has been the principle reason for a
number of big developers in this area failing. If we are to
continue to surge ahead we cannot be haphazard or sloppy in
our treatment of land. The location of the right piece of prop-
erty and its subsequent development are the real key to profit
and loss.”

HOUSE & HOME




Similarly, says Achenbach: “You need facts to decide whar
kind of a community and what kind of houses to build.” The
market survey of buyers in other new subdivisions in the area
turned up facts like these: Buyers wanted an extra half bath
and a garage, but didn’t care about a basement. They wanted
a school site on the property and safe walkways from the
houses to the school. “And surprisingly,” says Sykora, “they
said they thought contemporary design was a better value
than Colonial. In an area where evervone has been building
Colonial since way back when, this is important market
information.”

Working with this information, Lifetime’s architect, Rob-
ert Wendler of Simeone & Wendler, New Haven. developed
the basic three-house line shown opposite (variations of each
are available). Though sales are just getting underway (Life-
time had deposits on 80 houses on Mar 19, two weeks before
opening day), the $16,500 split-entry has so far accounted
for 50% of sales; the $15.500 ranch for 35%. and the
$17.500 two-story garrison—"the style most builders depend
on in this part of the country”™—only 15%.

To broaden its price range and market coverage, Lifetime
has commissioned Architect Wendler to design a fourth model
—an A-frame contemporary to sell for up to $21,500.

In response to the survey information, Lifetime’s new sub-
division will have a school site (eight-acres in the center of
the tract, see below) and meetings are underway on the
mechanics of turning over the land to the town. The land
plan provides walkways from the houses to the school site
with a minimum of street crossings. Some 40 acres (including
a 10-acre site at the edge of the 10-acre lake now being
dredged for gravel) have been set aside for a recreation area
and parks. “When the community is half to two-thirds com-
plete,” says Sykora, “we will meet with the homeowners and
find out how they would like this recreation area developed.
We have plans now for a 4,000 sq ft clubhouse and other
recreation facilities, and are setting aside $100 at each closing
to cover the costs of developing the area.”

“I'm convinced.” says Achenbach, “that the most important
reason this company has continued to grow is that we try to
do everything in a business-like way. We try to find out what
product people want. We employ the best men we can—on
our staff or as consultants—to create what people want at a
minimum cost. And we take the time to study all the alter-
nates before we commit the company. The only job I can't
delegate is deciding—on the basis of facts supplied to me—
which is the best of the alternates. And that’s a full-time job.”

Besides his management responsibilities, there are just two jobs
Achenbach does not delegate: community relations, and long-range planning

“Both are critically important to your growth,” says Achen-
bach. “Take community relations. Whenever a builder comes
to a new town, he is a villain. To overcome this, we work
100% with local officials. We visit with the selectmen [the
governing body in most small New England towns] well be-
fore we buy land. We tell them our plans. We invite them to
check with town officials in the places we've operated before.
We assure them that we'll do all we can to create the kind of
community they want—and often change our plans to do that.
In Ledyard, for example, we enlarged our lot size at their re-
quest. And, since they were concerned that our land work
would create a drainage problem, we put in a $15,000 drain-
age system on neighboring land. 1 guess if the inspector
wanted 2x8 studs we’'d give them to him. Right now, at the
request of the town government we're looking for an indus-
trial park site we can develop.” (In an earlier subdivision, at
the selectmens’ request, Lifetime developed a 20-acre indus-
trial park, “The expansion of existing plants in the area has
cut the mil rate from 27 to 19, and the town was anxious to
have a developed industrial area to attract more new industry.
It's too early to tell, but our park should cut the mil rate still
further,” says Sykora.)

“If you are going to grow, to establish a good business, you
cannot ‘build and run,’” says Achenbach. “You've got a re-
sponsibility to a town you move into. As a company, we try
to be good citizens, and we think its good business.”

Achenbach and his vice president, Curt Sykora, spend a
great deal of time planning five years ahead. “'It’s been obvious
for some time that there is going to have to be a major shift
in our operations—and within five years,” says Achenbach.
The reason: “We're running out of buildable land. The an-
swer, almost inevitably, is to shift to higher-density housing.
And right now we're feeling our way in—educating ourselves.”

Last year, Lifetime Homes bought 85 acres of land in New
London area to build row houses. Architect Wendler is now
working on designs. And Sykora and Achenbach plan a trip
around the country within the next few months to study high-
density projects. Their present plan is to start building on this
land later this year.

They are also negotiating for high-density-housing land in
New Haven, the other urban market within easy reach of their
operation. “But if we get the land, we wouldn’t build any-
thing until 1963 at the earliest, when we've digested the Led-
yard project.”

Lifetime Homes has one more finger in the urban pie. With
eight other area businessmen (including a state senator, sev-
eral contractors, an attorney, and a banker), Lifetime Homes
is an equal partner in a group preparing a submission for a
$25-million redevelopment project for New London.

“It seems clear,” says Achenbach, “that the big market for
housing is changing. We want to get off to a good start in the
new market, and keep this company growing.” /END

EIGHT-ACRE SCHOOL SITE is set aside in center of Lifetime’s new subdivision. This drawing is from proposal to town officials.
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HURRICANE SCENE COURTESY OF HUMBLE OIL & REFINING CO.
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PROGRAM THAT HELPS SELL YOUR MODELS FAST ~  wino seac® svinotes

BIRD & SON, INC. «EAST WALPOLE, MASS. « CHICAGO, ILL.* CHARLESTON, S. C.+ SHREVEPORT, LA.
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Starting here

New products :

APRIL 1962

Cordless electric tools are now made in heavy-duty models

Included in the new self-powered in-
dustrial line are four models: a “2”
two-speed drill, a 3&” two-speed drill
(above), a reversible 3&” screw-drill,
and a %4” drill. Each uses one or two
heavy-duty silver-cadmium power packs,
can perform almost continuously if
spare packs are recharged on the high-
speed charger.
Black & Decker, Towson, Md.

For details, check No. SI on coupon, p 225

Roll-up door can hide
an apartment kitchenette

Aluminum divider-door rolls up like a
window shade, has spring counter-
balance for easy fingertip control. When
rolled up, it is virtually out of sight.
When down it closes tight because it
is guided by tracks on both sides. Nylon
bearings and insulated tracks eliminate
metal-to-metal contact. Available in
many colors.
Alumaroll, Detroit, Mich.

For derails, check No. §2 on coupon, p 225

TO BUILD BETTER

A monthly report on homebuilding ideas, products, and techniques

And on the following pages

More

Technology

Two research houses from the Seattle

World’s Fair. . . . New residential steel
building components, . . . Low-cost
garage header . . . New jig for making
trusses. see p 168

What the leaders are doing

Fast-renting apartment project for high-
income families . . . How market sur-
veys boost sales for two builders . . .
How to help your buyers solve their
move-in problems. see p 175

Publications

How to make and install ductwork . . .
New technical literature, catalogs, instal-
lation brochures, and product bulletins.

see p 220

New Products

Steel components for apartments. . .
Kitchen built-ins, disposers, sinks, and

dishwashers. . . . Earth-moving equip-
ment, acoustical materials, tools, bath-
room fixtures. see p 192
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UPSON DUBL-BILT — an attractive, all-weather board UPSON PRIMED SIDING — Practical, proven lap siding
for permanent exterior walls or decorative facades. that will not crack, splinter, chip or check.

USE THE COMPLETE
UPSON SYSTEM
FOR MODERN

HOME BUILDING
AND REMODELING!

Qutside, inside, all around the house there's an Upson Board product to
attract the eye of the home buyer and to reduce on-site construction time,
labor and materials costs. There's Upson Primed Siding, for instance, and
Upson Trim-Bilt! Upson Soffits, an important part of the system, too! And
Upson Dubl-Bilt for smart, modern facades. In addition to their many other
advantages, we guarantee that all Upson exterior board products are knot
free, no grain to hide or raise. Edges are uniform and straight. All board is
pre-cut to standard sizes and pre-finished. For further information, just
return the attached coupon.

HOUSE & HOME
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UPSON TRIM-BILT —Attractive, economical exterior trim UPSON SOFFITS — Pre-cut, primed, vented, screened

board for cornices, fascia and rakes. and ready to apply.

______ e

FREE—Please send me the FREE illustrated brochure discussing
Broducls in the complete Upson System of Modern Home Building and
emodeling.

THE UPSON COMPANY »942 UPSON POINT » LOCKPORT, N. Y.
NAME:.

COMPANY :

ADDRESS:

THE UPSON COMPANY - LOCKPORT, NEW YORK _ “"————————~"""———— |

APRIL 1962
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Technology

A.P.Studie Model: This Week Magazine

BASIC UNIT of US Plywood exhibit house is 12°x24”. It can be used for construction of houses of any size, motels, and schools.

At the Seattle World’s Fair millions of people will see . . .

1. A new approach to the all-factory-built house . . .

Four 12'x 24" modular units like the one above form the
easuly movabie and or demountable “Century 21" research
house shown in the model and floor plan below.

The house—to be opened to the public when the Seattle
Fair opens April 21—demonstrates a new building system
with four important advantages: 1) Each module—built on
a steel frame—can be finished in the factory and moved by
truck or rail to the site. 2) Each module is mechanically
independent—has its own plumbing, wiring, heat pump (for
vear-round heating and cooling); is insulated on all four sides
and delivered to the site ready to “plug in” to service lines.
3) Each module can be combined like a building block with

any number of similar modules to form an endless variety
of houses with an endless variety of plans—units can be
butted side to side, end to end. and end to side or set apart
and connected by covered walkways as in the model below.
4) Though all the modules are mass-produced and have
identical framing., walls, doors, windows, floors, and roofs,
they can be factory-finished to serve as any kind of living
area by adding partitions. storage, appliances, fixtures, etc.

Architect Robert Martin Englebrecht designed the new
system. which is copyrighted and patented. The “Century 21"
house is sponsored by US Plywood with the cooperation of
other building-product manufacturers,

FLOOR PLAN of three-bedroom house shows how each module, though
structually identical, is modified for different uses,

SCALE MODEL shows how four factory-built modules are set around
court and connected by bridges and decks to form US Plywood house.

HOUSE & HOME



The proposal is dramatized by a World's Fair exhibit house
sponsored by the Douglas Fir Plywood Association in co-
operation with Practical Builder magazine and 27 co-sponsors
and designed by Architects Liddle & Jones.

The house demonstrates two radical design ideas: 1) curv-
ing walls that create great architectural interest even though
the overall shape simply results from arranging the living
areas in a logical relationship around the plan; 2) glazed
roof cones that produce new interior lighting effects.

Although the house was built on the site with conventional
materials—a 2x4 framework covered with plywood sheets—
its radical design ideas offer a challenge to tomorrow’s build-

Richards Studic

prPa house shows how curved and conical forms

SCALE MODEL of
create a dramatic new Kind of archilecture.

APRIL 1962

TYPICAL UNIT of the prea exhibit house is shown with skin cut away to reveal framing. Roof cone brings light into windowless rooms.

And 2. A proposal for a totally new kind of house

ing technology. One example: Ideally, the curving walls
should be made from a composite skin-to-skin component
that is vertically rigid to support the roof load and horizontally
flexible to permit bending to fit the plan. Says W. E. Difford.
DFPA’s executive vice president: “Components of this type are
quite feasible . . . by combining known plastic structural ele-
ments such as plastic cores and possibly honeycombs with
plywood skins. These sandwich walls might be delivered to the
site on a big reel so that the builder could simply cut off
sections at will.” Another example: Cones could be designed
to rotate to follow the sun on cold days and to catch the wind
on warm days.

T
g8
et o

FLOOR PLAN shows how separate living spaces are created from curved
wall sections connected by flat walls containing doors.

Technology continged on p 170
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Technology

BLECTRO-
MECHANICAL

CORE

= e e

i il FIRST DELIVERY TO SITE includes preassembled center core
and side walls. Roof sections follow on second load.

New steel components
" let you bolt together
a $9/sq ft house

———

These components—used for several years in schools
and commercial buildings—have now been adapted to
homebuilding. The house shown in the drawings at
left and the construction photos opposite is one of
three prototype models just completed in Palm
Springs, Calif.

Now available only in California, the components
are made by Rheemetal Div of Rheem Mfg Co.
Their basic element—a 16”-wide galvanized steel
panel (section, lower left)—is used in the following
parts of the house:

\

Exterior walls are made of 9 lengths of panecl
fastened together as shown at lower left. Behind
the steel skin is a layer of gypsum board (for ri-
gidity) and a layer of fiberglass insulation. The

HE panels’ folded edges form the structural “studs,”

ENLOOE AN and also the faces for attaching the innmer skin.

e The skin—any conventional material—is field ap-

plied, so wiring and plumbing are easy to install,

and open-wall inspections can be made. Exterior
finish is sprayed asbestos perlite.

;L_J e _] ' B‘f‘%lc’ EATTEL ' i ; Roofs are formed in two ways: 1) The flat roof
Sk . SHCTION sl over the bedroom wing and carport is made of panels

laid open-side-up with standing seams., Tabs, inserted
along every third panel joint, hold a dropped ceiling
A W topped by 3” of fiberglass insulation. 2) The folded-
o fh SRR plate roof over the living area is structurally the
) same as the flat roof. But because the inner skin is
to be a finished ceiling, insulation is laid above it, and
. i a layer of 20-gauge steel forms the outer skin. Both
ROGAGALY . roofs are finished with sprayed aluminum asbestos.
STERL. i

ADHESIVE

containing baths, kitchen, and hall—
T can be delivered as flat panels, as a shell (photo,
SeNGYERSUNL above), or as finished unit with wall-hung bathroom

Center core

BT e fixtures and kitchen cabinets in place. It has a 7’ 6”
i ceiling above which warm air is distributed.

FIRERGLASS - The warm-air furnace, cooling unit, water heater,

I NSULATION and electric service panel are in a plug-in mechanical

package that is mounted on the rear wall. Rheem
may market this package separately.

1/2" POLL-BACKED
GYPSUM BOARD
' HOUSE & HOME

 SECTION THROUGH WALL
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Steel template positions wall and parti- Slab is poured with template in place; tem-  up. Area at left, with rough plumbing, will
1 2 plate will be removed when concrete sets be under the center core.

tion bolts accurately in slab.

Pre-assembled center core is dropped End wall is dropped in place. Solid panels tional wall finishes inside. Sliding glass
3 onto slab by crane with special yoke. 4 are ready for spray finish outside, conven- doors are ready for glazing,

Ll -
5 Roof frames to carry folded-plate roof 6

are bolted to side of center core.

Folded-plate roof is assembled over living between folded panel edges. Steel skin goes
area. Insulation will be laid in channels over insulation, gets spray finish.

Mechanical core has electric service, ma- Completed house is one of three built by  Springs, Calif. Architects: Wexler & Har-
7 chinery for heating, cooling, hot water. 8 Alexander Construction Co in Palm rison. Base price, minus land, is $13,000.

Technology continued on p 172
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Technology

starts on p 168

New low-cost garage header is nailed together without glue

So the new plywood box beam can be
assembled on the site or in the shop
without the temperature and humidity
control problems faced in glue-nail

beam fabrication.
Designed to span 16" garage door
openings, the new beam wuses readily

PLYWOOD GUSSETS—in pairs with unglued sides back to back—are laid in jig between truss

available materials: select structural
Douglas Fir 2x4s for flanges; construc-
tion-grade Douglas fir for end stiffeners;
3% ” Douglas fir Plyscord for webs; and
3” galvanized spiral thread nails, 0.148"
in diameter, with 7 /16” heads.
DFPA, which developed the beam,

framing members. Parts are simply stacked up until jig is full.

BELL JACKS apply pressure to load-spreader
plates over each gusset location.

172

FORKLIFT unloads finished
trusses can be made at once.

LrUSSes.

estimates material and labor costs at
under $25—about $8 less than a pair
of 2x12s with a 38" steel flitch plate
and about $17 less than a 12" steel
junior I-beam. The beam is designed
for a 40 psf roof-and-ceiling load on
37 trusses.

New truss jig

cuts fabricating costs
by eliminating nails
in plywood gussets

Truss members are simply stacked in
the new jig between pairs of gussets.
which are placed back to back and glue-
coated on the sides facing the truss
members (photo left). When the jig is
full, bell jacks apply a minimum pres-
sure of 125 psi (lower left). After the
glue has set, the entire load of trusses is
removed from the jig (lower right).

Because there is no nailing, turning
or handling of trusses during assembly,
labor costs are substantially reduced.
For example: Totem Lumber Co of
Seattle used the new jig to produce
king-post trusses for about 100 houses
at 25% below the cost of similar glue-
nail trusses (and about $1 less per truss
than for metal-gusset types).

Since truss strength depends on ac-
curate clamping pressure, uniform glue
spread, and even glue squeeze-out, FHA
accepts the design and pressure-glued
fabrication only if the maker uses rigid
quality controls like those specified by
Plywood Fabricator Service Inmc. The
patented jig was developed for prs by
Ernest P. Pischel. /END

HOUSE & HOME




New products

start on p 192

Round lavatory for countertop installa-
tion is made of porcelain-enameled cast
iron. New April model has front overflow,
18” diameter, Other new Crane models:
Tiara, a 197x 16” vitreous china oval
lavatory for mounting flush with laminate
tops or below marble slab tops: Celeste,
a rectangular counter-top unit with semi-
concealed twin soap dishes at front;
Stephanie, an 18” x 20” porcelain-enameled
steel unit with shelf back, front overflow.
Crane Co, Johnstown, Pa.
For details, check No. 33 on coupon, p 225

Reverse-trap siphon-action toilet
is 1%” lower than previous models. has
bowl rim blended into body for a modern
look and a delayed action valve for more
complete emptying of the tank. New
Cadet is popularly priced, comes for three
standard roughing dimensions (107, 127,
or 14”), and is available in white or colors.
American Standard, New York City.
For details, check No. 34 on coupon, p 223

Positive water stop is designed to
eliminate water problems by keeping the
bottom edge of wall-board 1” above the
top of sinks, tubs, or shower receptors.
Made of rust-proof metal, it is nailed to
the studs before gypsum board is applied.
Casings Inc, Milwaukee.
For details, check No. 35 on coupon, p 225

New Products continued on p 214
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Now you can demonstrate the drama of

“No snow to shovel, no ice to chop!” with
free sales-maker slides from /)0'/%’/1‘9’

Sno-Melter helps sell more homes when you demon-
strate that a simple flip of a switch will melt snow
off walks, drives, concrete steps electrically.

Even in mid-summer, you can make this demon-
stration—with dramatic, winter-scene slides which
are now available free to every architect, builder
and contractor who appreciates the salesmanship
of photographic presentations.

Cost-wise, Sno-Melter is designed for fast installa-
tion, economical operation. Pre-assembled wire units
roll out like a rug, are embedded in concrete as it is
poured. Units are available in dozens of standard
sizes, rated at 42 or 60 watts per square foot. (Heat
is evenly distributed.) In most areas, homeowners
pay only pennies an hour to operate, depending on
sizes and local kw rate.

clears entire drive,

Leading “Shelter'" Books Will Echo Your Sno-Melter Recommendations! g tire tracks only.

The power of national advertising in prestige magazines
—HOUSE BEAUTIFUL, HOUSE & GARDEN, and BH & G
HOME BUILDING IDEAS —is putting Sno-Melter on the
“want'" list of great numbers of home-buyer prospects.
Add the influence of these publications to your personal
recommendations, and you will get quick and eager
acceptance of Sno-Melter in your specs!

Write today for design and operational data, specifica-
tions, and facts on the free sales-maker slides.

EASY-HEAT, INcC., “cectric Snow Removal Equipment"

Dept. 2-H, New Carlisle, Indiana
2i3



products of r[] rBS S

Here are just a few of over 1000
products made by Progress.

EARLY AMERICAN—AII the charm of the
past is reflected in this handsome pulley
fixture. Available in polished brass or an-
tiqued copper and ideal for dining room,
hall or foyer.

AIRSWEEP—amazing new Airsweep
Range Hood removes smoke and cooking
odors electronically. Prewired and easy
to install. Needs no ducts or replacement
filters.

DRAMATIC LIGHT
CONTROL with Prog-
ress Dimmer. Permits
continuous selection
of light intensity.
Merely push for on or
off—without disturb-
ing light setting, and
enjoy the exact level
for any activity. Con-
trols both incandes-
cent and fluorescent.
300 and 600 watt
capacity.

PROGRESS MANUFACTURING CO., INC,
Philadelphia 34, Pa.

Please send me complete information on:
[0 LIGHTING FIXTURE [J AIRSWEEP
[J LIGHT CONTROL DIMMER

Name

Firm
Address

City. Zone State
T e P e R -
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Modular aluminum structure can be
assembled in about an hour from panels
that lock together without tools. Minimum
basic Addabuild building measures 6’ x 3/,
7' high, comes complete with aluminum
door. Sliding aluminum windows are op-
tional and accessories like shelves and
heater can be included.
Burcon Sales, Chicago.
For details, check No. 36 on coupon, p 2235

Prefab steel buildings can have clear-
span widths of 4° to 32’ and height of
7" to 14, can be made up in any length
from 16”-wide panels. Panels are finished
with a tough thermo-setting acrylic resin
in four colors. All parts interlock to with-
stand live and wind loads without addi-
tional support.

Parkersburg Building Div, Parkersburg.
W. Va.

For details, check No. 37 on coupon, p 225

Reinforced plastic building is made
up of sections bolted together on site. As-
sembled building is 10’ wide, 8 high, and
can be made of any number of 4’ sections.
It can be used as a temporary field office
or as a permanent structure, Unit is de-
signed to withstand 35-1b snow load and
100-mph winds and is offered in a variety
of molded-in colors.
Sealview Plastics, W Coshohoken, Pa.

For details, check No. 38 on coupon, p 225

New Products continued on p 217

FREE!

TV SYSTEM LAYOUT
FOR ARCHITECTS

CONSULTING
ENGINEERS
& BUILDERS

o Provides the system best for a spes
LlTJl installation,

2. Provides a system that combines
top performance with sensible price —
avoids costly overdesign.

3. Provides a system with provision
for future expansion.

4., Provides a system that is easy to
install, easy to maintain.

Blonder-Tongue provides all the assist-
ance you need plus the world's only in=
tegrated and matched line of master
TV, closed civeuit TV, community TV
and educational TV equipment. Each
product is designed to do a specific job
——each matched and integrated to bring
out the best in each other. Further,
there's an approved Blonder-Tongue in-
staller in your locality to assure you
of a professional installation and keep
your system in top operating condition.

If you're planning a TV system, contact
us today. Write for free 28-page catalog
and architect’s specifications.

ANOTHER
BLONDER-TONGUE
SERVICE

engineared and manulactured by

BLONDE R Ir‘ 'l‘()N(_:UE

B Aliing 5., Nawack, N. J,

Canadian Div.: Beneo Television Assoe., Toronto
Export: Roeke Int'l. Corp., N. Y. —CABLES: ARLAB

HOUSE & HOME
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For service above and beyond the
ordinary . .. Medallion wiring devices
provide a new design accent for con-
temporary interiors. To match these
modern specification grade grounding
outlets, four switch models are avail-
able including quiet switches and
rocker switches. Medallion wiring
devices may be ordered in any
of five colors. Write today,
for full information

&later

ELECTRIC wnc.
GLEN COVE, NEW YORK
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Accent ! on Appeal

Prospective homeowners are quick to recognize the home
with the “just right” appeal. To satisfy these individual
desires, RIMCO windows offer design flexibility with a wide
range of styles and sizes. For the discriminating buyer there
are built-in convenience features in each unit. Custom-
engineered operators, self-storing storms and screens and
removable grille inserts simplify operation and cleaning. To
find out more about these units and how they can accent the
character, comfort and convenience of the homes you build,

send for new ideaful booklets by
EREPAECED

FREE BOOKLET e

Rock Island Millwork Company
Manufacturing Division  Box 97, Rock Island, NI,

Please send me your FREE illustrated booklet,
[J “Accent on Windows” [O) Sweefs insert

Name

Address

City Lone State

HOUSE & HOME




New products

start on p 192

b

Foundation forms have high-strength
ties set 3" oc. Only two ties instead of
the usual three are needed for a 6" panel;
or three ties instead of four for an 8" panel.
Second impoved feature of these light-
construction forms is a new steel waler,
It fits rigidly over the top of the steel-ply
forms and can also be used as a brace
because it interlocks with standard lorm
hardware.
Symons Mfg, Des Plaines, TIL

For details, check No. 42 on coupon, p 225

MAC
S

(& ey
FIBER GLASS CLOTH
e TRICAL ArS

’

¢ % %
oy ¥
. ugy e

Fiber glass electrical tape is designed
for insulating, splicing, and sealing com-
ponents that will be exposed to heat. Ther-
mosetting adhesive backing is pressure sen-
sitive, forms even more secure bond when
subjected to heat.
Permacel, New Brunswick, N.J.

For details, check No. 43 on coupon, p 223

Roll-out hood fan, designed for wall-
hung ranges, recesses into cabinet when not
in use. Available in 30” and 40" widths to
fit all ranges of this type. it is also offered
in either ducted or non-ducted types, List
prices start at $79.95.

Nutone, Cincinnati.

For details, check No. 44 on coupon, p 225

Publications start on p 220
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Gives you a new sense of mastery
over digging time and costs!

I'M RIGGED
FOR PROFIT

Trencher and Dozer

with D-100 Backhoe

This revolutionary, all-purpose rig han-
dles all of your trenching, digging, and
ditching jobs from 4”7 to 36” wide to
8’ 4” deep. It adds the finishing touch
by backfilling and leveling up to the
final grade. The new 18-h. p. Davis T-78
trenches smooth and clean 18” wide,
26" deep to 4”/6” wide, 78” deep and
at varying widths and depths in be-
tween. The power-packed Davis D-100
Backhoe, designed as quick-detachable
attachment for the T-78, takes over on
bell holes, laterals, septic tanks, and
other excavations to 8 4” deep, or for
trenching in extremely rocky areas
which no trencher can touch. Perform-
ance and quality are built in. Efficiency,
compactness to work in areas inaccessi-
ble to conventional equipment, unusual
versatility and digging ability, and low
investment will make you “rigged for
profit”! Special Davis Hustler Trailers
are available for transporting.

Other Profit-Rigged Davis Trenchers

DAVIS T-66 Digs where others
can’t because of its
compact design,
- ground-gripping
. traction and high
- flotation, Trenches -
from 16" wide to 24"
deep, to 4 wide,
66 deep.

CONTRACTOR'S

THE T-78 has ground-gripping (track)
traction, high flotation (3.6 Ibs. psi
ground pressure), and is only 37" wide.
Spoil can be delivered to left or right.
Trenches up to 840 feet per hour,

M YOUR
ACE IN THE
HOLE J

THE D-100 BACKHOE has in access of
10,000 Ibs. pryout pressure and a full
180° operating arc at constant speed.
it's compact, and power-packed with
no compromise in quality. Also avail-
able for most utility tractors.

SEND ME IN FOR

COMPLETE FACTS

DAVIS MFG. INC.
1530 S. McLean Blvd. /| Wichita 13, Kans,

Please send me free literature on the T-78[]
D-100 Backhoe [, T-66 Trencher [_|,W-36
Trencher E]. Davis Hustler Trailers D

NAME

ADDRESS

TOWN STATE
T8-5A-262
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Total-electric living boosts
sales in Huntington, W. Va.

ARLINGTON PARK

Huntington, W. Va.

80 Gold Medallion homes, of 180 planned,
sold—21 contracts signed before public
announcement, 16 sales during openin
weekend. General Electric Weathertron
heat pumps, complete kitchens. From
$23,000 to $60,000. Appalachian Power
Co. award. Builder, Mel Wright.

" o Do,

ALL ELECTRIC LIVING

Pre-opening sales
take over half of 48-unit
Gold Medallion Apartments

MARSONNE APARTMENTS

Memphis, Tenn.

Half of first 48 units rented before opening
day. Second 48 units under construction
ahead of schedule. General Electric
Weathertron® heat pumps, quick-recoy-
ery water heaters, complete kitchens.
Memphis Light, Gas & Water Division
award. Builder, Dattel Realty.

170-unit co-op apartment
features total-electric living

Atrantic Towers, Ft. Lauderdale, Fla,

170 cooperative apartments—I156 units
sold before opening. From efficiencies to
3-bedroom, 3-bath apartments, all feature
complete General Electric kitchen appli-
ances, wiring and lighting. Heating and
cooling by through-the-wall General Elec-
tric heat pumps. Florida Power & Light
Company award. Built by General Build-
ers Corporation of Ft. Lauderdale, Inc.

Gold Medallion Home sales
lead to new development

EL Dorapo Howmes, Dallas, Texas

Builder Bill Page's 17 Gold Medallion
homes sold faster than expected. 119 new
Medallion homes to be built nearby in
1962. General Electric built-inrange, oven,
Disposall®, Weathertron® heat pumps,
dishwashers. From $19,500 to $25,000.
Dallas Power & Light Company award.

HOUSE & HOM®




Gold Medallion Homes
lead sales in Connecticut

MEDALLION GROVE
East Haven, Conn.

56 of 98-home total alrcady sold—53
Gold Medallion with General Electric
baseboard heating, range, dishwasher,
Disposall®, quick-recovery water heater;
3 Bronze Medallion with appliances, Light
for Living, Full Housepower. The United
llluminating Co. award. From 515,990 to
$21,500. Builder, C & C Construction Co.

First Gold Medallion Garden
Apartments in East score
fast rental record

EaToN Crest CLuB and APARTMENTS
Eatontown, N.J.

Half of first unit of 56 apartments rented
in less than 30 days—second 124-unit sec-
tion started ahead of schedule. General
Electric radiant-ceiling electric heat,
through-the-wall air conditioners, color-
matched kitchens, individual quick-recov-
ery water heaters. Jersey Central Power &
Light Co. award. Builder Mark D. Handler.

Easier building...faster selling
for your projects—large or small

Whether you're building towering apartments or trim
ranches, General Electric’s program for Medallion
Homes can mean more sales for you, as it did for the
builders listed above. Here are five good reasons why:
Advertising and promotional support—Experts from
General Electric will help you plan an advertising and
promotional program that takes full advantage of
General Electric’s merchandising tools and know-how
—a program designed specifically for your market
and your project.

Choose from an electrical “supermarket” —General
Electric’s broad range of appliances, heating, cool-
ing, lighting and wiring equipment, offers you the
items that are best suited for your homes and apart-
ments. You get all the benefits of using one source of

By any measure...
T Y 1 \ \ \ \ AN b7 v A N L A} LY ) 1 N N N \ A

There is nothing ‘just as good as’General Electric

Progress /s Qur Most Imporfant Product

GENERAL @D ELECTRIC

APRIL 1962

supply for hundreds of electrical items, plus coordi-
nated delivery and service.

Design and engineering help—you can call on design
and application engineers for appliances, heating,
cooling, wiring and lighting. All are available from
General Electric’s unequaled technical experience.

Complete electrical system—the talents of an experi-
enced General Electric team join to help you prepare
a coordinated electrical system—specifically tailored
to your construction needs.

Presold customers—you benefit by the high consumer
acceptance of the General Electric brand name and
its reputation for quality and performance.

[m————————————— e — 1
| Residential Market Development Operation |
| Appliance Park, AP 6-230 - General Electric Co. |
| Louisville 1, Kentucky |
I I’m interested in General Electric’s program for Medallion }
l Homes. Please send me more information. |
| nName |
| |
| COMPANY |
I ADDRESS :
| crmry STATE |
L s 4
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JOINTS between duct sections are coated with adhesive, held together with tape.

New manual shows how to make and install ductwork

With over 150 how-to pictures (like those above and below)
the 52-page manual explains every step in fabricating and
assembling ducts for any residential or commercial air dis-
tribution system. Included are sections on how to work with
both round and rectangular ducts and how to make special
fittings from flat sheet material.

Fiberglas duct type 90-B, the material described in the
manual, combines air duct, thermal insulation, acoustical

male

RECTANGULAR DUCTS have ship-lap

and female ends to strengthen joints. sheet metal

TAKE-OFFS in round ducts have sheet-metal
thimble to reinforce the joint.

220

joined with
connector before taping.

ROUND DUCTS are

BOOTS AND OUTLETS have regular

fittings, are then wrapped

liner, and vapor barrier into one product. Lightweight duct

sections are easy to cut and join, need no further insulation or

wrapping, and require minimum suspension. Dallas Builder

Ike Jacobs, who has used the new duct, says it requires less

on-the-job preparation, can be installed faster than conven-

tional metal ducts, and reduces overall labor costs.
Owens-Corning Fiberglas, Toledo.

For copy, check No. Pl on coupon, p 225

ELBOWS are made by joining miter-cut sec-
tions of round or straight duct.

a 6"-long

e priE - =

TRANSITIONS are fabricated from flat duct
board, then cut, folded, and taped.

metal

with insulation.

777

Publications continued on p
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Care-free windows for care-free living

Until someone invents a self-cleaning window, PELLA WOOD CASEMENT
WINDOWS require the least maintenance, Occupants can operate each
ROLSCREEN® —the “instant screen” that rolls down in spring, rolls up
in fall. “Storms” stay in place the year 'round, saving on seasonal labor
and storage space. Stainless steel, spring-type weatherstripping com-
bines with wood frames to increase the efficiency of heating and air-
conditioning systems. PELLA offers 18 ventilating sizes up to 24" x 68"
and 48 fixed sizes. Call your peLLA distributor listed in the Yellow
Pages or mail coupon.

messsssssssm—n THIS COUPON ANSWERED WITHIN 24 HOURS —m

W| NDUWS > ROLSCREEN COMPANY, Dept. NB-31, Pella, lowa
§ Please send illustrated details on PELLA WOOD CASEMENT
» Winpows with exclusive rRoLscreen feature. 1
PELLA ALSO MAKES QUALITY WOOD § e
TWINLITE® AND M-P WINDOWS, 3
WOOD FOLDING DOORS AND PARTITIONS, § e o
SLIDING GLASS DOORS 3 Address
AND ROLSCREENS = S P of a series
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“Chromalox
electric heating

helped sell
this model home
the first day!”

say Harold Koob and Tom Wykoff,
Builders, Clearwater, Florida

i 1’ B4

“In the Clearwater Home Parade, and out
of 17 builders’ model homes on display,
our all-electric model was the first to be
sold on opening day. We're selling cus-
tomer benefits in our homes which means
the future looks bright for electric heat-
ing.” That's Harold Koob's reaction to his
Florida homes that feature Chromalox
electric baseboard heating. “More than
7,000 people visited the Clearwater Home
Parade on opening day, and most of them
visited our ‘Home-Sweet-Home' 3-bed-
room model. With electric heating helping
us sell, we have an active prospect list.”

You too can profit with
CHROMALOX Electric Heat

From coast to coast, electric heating is
answering home-buyers demands for
something extra or modern in new home
construction. Chromalox new style base-
boards actually compliment any style
home, install easily, save hundreds of
dollars in building cost.

Join the swing to Chromalox electric comfort ‘ ¥
heating, Send now for Bulletin 975 and name I
r=

of nearest Sales Engineering Representative,

WR-27

CHROMALDX ELECTRIC HEAT
EDWIN L. WIEGAND COMPANY
7170 Thomas Boulevard, Pittshurgh 8, Pa.

Publications

start on p 220

For copies of free literature check the in-
dicated number on the coupon, p 225.

Technical literature

FIBERGLASS COATINGS, Folder includes 4
data sheets, 3-page set of specs, chart of
comparative chemical resistances, illustra-
tion of recent applications. Ply-O-Glas,
Great Neck, N. Y. (Check No. P2)

LUMBER TECHNICAL MANUAL. 28 pages.
Detailed information on lumber sizes,
grades, and special products. Western Pine
Association, Portland, Ore. (Check No. P3)

JoisT HANGERS. 4 pages. Specs, application
details, and safe working wvalues, Timber
Engineering Co, Washington, D.C. (Check
No. P4)

RooM AIR CONDITIONERS, 28 pages list
NEMA-certified Btuh ratings. National
Electrical Manufacturers Association, New
York City. (Check No. P5)

SMALL SEWAGE TREATMENT PLANT.
3,000 to 18,000 gal/day. 4-page bul-
letin. Yoemans Bros, Melrose Park, Ill.
(Check No. P6)

HumipiFicaTion. 16 pages. Specs, ap-
plication data, survey form, calcula-
tions, selection information. Walton
Laboratories, Irvington, N. J. (Check
No. P7)

HEATING THE HOME, revised. 12 pages
show how heating systems work. 15¢.
Small Homes Council-Building Research
Council, University of Illinois, Urbana.

ELECTRONIC AIR CLEANERS. 28 pages.
Types, selection, capacity, specs, ac-
cessories. Minneapolis-Honeywell Regu-
lator Co, Minneapolis. (Check No. P8)

Catalogs

FoAMGLAS INSULATION. 20 pages. Ap-
plications for roofs, walls, ceilings,
perimeters, etc. Technical data included.
Pittsburgh Corning Corp, Pittsburgh.
(Check No. P9)

LicuTiNG. 64 pages. Complete line
grouped by fixture type. Progress Mfg
Co, Philadelphia. (Check No. PI0)

FOLDING DOORS AND ROOM DIVIDERS. 16
pages including specs, construction, and
style details. Clopay Corp, Cincinnati.
(Check No. P11)

ELECTRIC HEAT. 16 pages. Heaters, radi-
ant heating cable, and control equip-
ment. Emerson Electric Co, St Louis.
(Check No. P12)

ARCHITECTURAL METALS, screens, rail-
ings, trellises. 28 pages. Julius Blum &
Co, Carlstadt, N. J. (Check No. P13)

CONCRETE SAWS AND ACCESSORIES. 4-
page price catalog. Everyready Briksaw
Co, Kansas City, Mo. (Check No. P14)

FroorinGg. 12 pages. Color charts of
vinyl asbestos and asphalt tile, cove base
and feature strip. Azrock Floor Prod-
ucts, San Antonio. (Check No. Pl5)

Publications continued on p 224

4 : [ﬂ T --h
Things Have Changed
in the Heating
Business, Too . . .

sessssssnnes sssssssssveen

HYOROTHERM
Packaged Boilers
Make Hydronic Heat
Competitive!

Thousands of Hydrotherm installations
in tract homes as low as $14,500 prove
conclusively: You can now have a cast
iron boiler and a superior hydronic heat-
ing system at little or no inerease in cost!

With all accessories factory assembled,
Hydrotherm packaged boilers help cut
installation costs to the bone. Add pre-cut
baseboard and quick-connect flexible fit-
tings and you've got a hydronic heating
system second to none — at a price that
means quick sales and maximum profits
for you.

And remember, when yvou sell a home
with Hydrotherm hydronic heat you get
plenty of “plus-factors” you can mer-
chandise: more living space; maximum
fuel savings; lots of domestic hot water;
clean, healthful heat — plus a 25 year
boiler guarantee. So don't wait another
day; find out how Hydrotherm can save
space and money on your next job.

Write Hydrotherm for Package Boiler
booklet today!

Hydrotherm's complete line of boilers includes

capacities from 50,000 to 3,600,000 BTU/Hr. input
for domestic, commercial, industrial use.

SECMGIK:

HYOROJHERM ¥

Dept. 13-HH Northvale, N. J.

HOUSE & HOME




PELLA ALSO MAKES QUALITY WOOD
FOLDING DOORS AND PARTITIONS,
WOOD TWINLITE® AND M-P WINDOWS,
WOOD CASEMENT WINDOWS AND
ROLSCREENS

APRIL 1962

SCHOFFER BUILDER: HUMNEL CONSTRUCTION

e o
ARCHITECT: GILBERT

Outdoor “living rooms” look better
framed in wood

PELLA SLIDING GLASS DOORS with frames of woob say “home” to
house buyers. And, wood frames can be painted or finished
to match interior decorating schemes. The natural insulating
quality of wood, plus stainless steel and wool pile weather-
stripping, makes these doors completely weathertight . . . elim-
inates condensation. Screens close automatically. Removable
muntins in diamond or regular styles offer design variations.
Available in 33", 45" and 57" glass widths with transoms to
match. Also custom sizes. For details call your pELLA distributor
listed in the Yellow Pages or mail coupon.

meessssssssssss THIS COUPON ANSWERED WITHIN 24 HOURS s

> ROLSCREEN COMPANY, Dept. NB-32, Pella, lowa
8 Please send full color literature on PELLA WOOD SLIDING
; cLAss poors and name of nearest distributor.
o
Q
8 Name. it il
Q
L Firm Name.
S
~
g Address. —
of a series
City & Zone State
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Look at These
Values in the

NEW 1962

MORGAN-
WIGHTMAN

WHOLESALE

Catalog

LOWEST
PRICES

ON
NATIONALLY
ADVERTISED

TYPICAL
M-W VALUE
30” x 68” SOLID CORE EXTERIOR
MAHOGANY DOORS . . . $17.15

5% PRE-PAID SHIPPING COST* -85
toTAL DELVERED cosT  $18.00

*in 9 states. Other states slightly higher,
See page 192 in catalog for details.

SPECIAL:  DOORS TO MATCH WOOD
PANELING. (See page 3 of catalog.)

America's most complete Building Sup-
ply House — as near as your mailbox
® (One invoice ® Pre-Paid Freight Plan to
Pre-Fix Freight Costs ® Warehouses in
St. Louis, Chicago & Milwaukee for fast
dependable delivery to your building site
— anywhere !

BUY ON OPEN ACCOUNT

Send me your new 1962 catalog.
MORGAN-WIGHTMAN

=Dep!. 42H e P.0.BoxNo.1 e St. Louis 66, Mo.

i
c
i 4

ompany.
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ew portfolio of fine manufactured homes [

Publications

start on p 220

METAL LATH AND ACCESSORIES. 16
pages. Spacing data for wall and ceiling
supports, floor slab centering tables,
and other charts. Bostwick Steel Lath
Co, Niles, Ohio. (Check No. PI6)

METAL CLOSET DOORS. 12 pages plus
architectural tracing detail folder. Float-
Away Door Co, Atlanta. (Check No.
P17)

LiGHTING. 30 pages. Illustrations and
specs. DeLights Lighting Fixtures,
Chattanooga. (Check No. P18)

DiNING NOOKS. 8 pages. 8 sets of built-
ins and furniture. Dormalux Co, Buf-
falo. (Check No. PI19)

Froor TiLE. Color reproductions and
specs. US Ceramic Tile Co, Canton,
Ohio. (Check No. P20)

ELECTRIC DUMB WAITERS. 12 pages in-
cluding hand operated units which can
be converted to electricity. Detailed
specs and installation data, D. A. Matot
Ine, Chicago. (Check No. P21)

ALUMINUM WINDOWS AND SLIDING
DOORS. 8 pages. Specs and assembly
details. Southern Sash Sales & Supply
Co, Sheffield, Ala. (Check No. P22)

WESTINGHOUSE RESIDENTAL PRODUCTS.
32 pages. Complete line of kitchen and
laundry equipment, heating, air condi-
tioning, eclevators, lamps, wiring, and
Micarta. Explanation of the residental
marketing program. Westinghouse Elec-

tric Corp, Pittsburgh. (Check No. P23)
Installation brochures
BEAM CEILINGS. Instruction sheet.

Masonite Corp, Chicago. (Check No.
P24)
MASONRY CEMENT.

nente Cement Co,
(Check No. P25)

16 pages. Perma-
Oakland, Calif.

EASY-WALL PANELS AND
4-page folder. Simpson Timber
Seattle. (Check No. P26)

PARTITIONS.,
Co,

CONCRETE FLOOR FORMING. 4 pages.
How to use K-Clips. K Systems Inc,
New York City. (Check No. P27)

RADIANT CEILING PANELS. Applications,
construction, electrical ratings. General
Electric, Louisville. (Check No. P28)

Product bulletins

HEATING AND COOLING. 4 folders: gas
furnaces, oil furnaces, self-contained
air conditioners, and heat pumps—
26,000 to 58,000 Btuh, Chrysler Corp,
Dayton. (Check No. P29)

CONCEALED TV WIRING SYSTEMS. 4
pages. Also how to install. Mosley
Electronics Inc, Bridgeton, Mo. (Check
Neo. P30)

STEEL-FACED FOAM-CORE FLUSH DOORS.
6-page folder. Pease Woodwork Co,
Hamilton, Ohio. (Check No. P31)

GOT A COMPLICATED
FILING PROBLEM?

HERE'S THE EASY WAY
T0 SOLVE IT!

PLAN HOLD vertical and roll files
are engineered for filing drawings
and plans, singly or in sets. They
make systematic filing easy, provide
positive protection and identifica-
tion, speed use, save space . . . an
efficient, cost-saving business tool
that every builder, architect, banker
needs.

Wall mounted, mobile, portable and
cabinet models in modular sizes to
match your needs. Look for PLAN
HOLD in the Yellow Pages under
Filing Equipment or write direct
for literature and name of dealer.

PLAVIIOLD,

PLAN HOLD CORP., Dept.B
5204 Chakemco St., South Gate, Calif.
251 S. River St., Aurora, lllincis

HOUSE & HOME
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“Dual sheets. Sub Zero Freezer Co, Madison,

Wis. (Check No. P35)

ROOF VENTILATOR.
baffle” gives compact size. Leigh Build-

4 pages.

ing Products, Mich.

(Check No. P32)

Coopersville,

EPOXY MASONRY SURFACING COM-
pounDs 3-fold chart. Resin Formulators

INTERCOM AND FIRE DETECTION SYS- Inc. Los Angcles, (Ch(’('k No. P36)

TEM. 4-page leaflet. Progress Webster
Corp, Rochester, N. Y. (Check No. P33) PanramM DIFFUSERS. Data sheet on
luminous ceilings and wall lighting.
Polyplastex United Inc, Union, N. J.

(Check No. P37)

EcoNoMY ELECTRIC OPERATOR for ga-
rage door. 6-page folder. Crawford Door

Co, Detroit. (Check No. P34)
THE AIR CONDITIONED RANGE. 6-page

folder. Jenn-Air Products, Indianapolis.
(Check No. P38)

BUILT-IN FREEZERS/REFRIGERATORS. 6
pages. Features, specs and installation

[——————— s
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S1.
52. [] Alumaroll divider door

Want more information?

The numbers below are keyed to the items described on the New
Products and Publications pages. Check the ones that interest you
and mail the coupon to:

House & Home Room 1960, Time & Life Building
Rockefeller Center, New York 20, N.Y.

NEW PRODUCTS °® April 43. (] Permacel fiberglass tape

44, ] Nutone roll-out hood fan

PUBLICATIONS

] Black & Decker electric drill

1. [] Armeo Steel apartment ecomponents
2. ] Westinghouse oven door P1, ] Owen-Corning duct manual
3. [] O'Keefe & Merritt range P2. 1 Ply-O-Glas fiberglass coating
4. [J Tappan wall-hung range P3. ] Western Pine lumber manual
5. [ In-Sink-Erator disposer P4, [] Timber Engineering joist hanger
6. [] American Standard disposer Ps. [] NEMA air conditioner ratings
7. ] Tennessee Stove disposer line P6. ] Yoeman's sewage plant bulletin
8. [ Elkay console sink 7. [] Walton humidification data
9. [] Jensen-Thorsen compact sink P8, [[] Minneapolis-Honeywell air cleaners
10, [] Lyoneraft curved corner sink Po. [] Pittsburgh Corning foamglas insulation
11. {] Tappan dishwasher P10, [ ] Progress lighting catalog
12, ] Whirlpool dishwasher P11. ] Clopay folding doors, room dividers
13. [] Massey-Ferguson backhoe P12. [] Emerson electric heat catalog
14. {] Deere wheel tractor P13, ] J. Blum architectural metals catalog
15. [] Ford 1,000-1b loader P14, [] Briksaw concrete saw catalog
16. [] Clark tractor shovels P15. [ Azrock flooring eatalog
17. [] International Harvester loader Pi1o. [] Bostwick metal lath catalog
18, [] Euclid front-end loader P17. (] Float-Away closet door folder
19, [} Stampings trencher P18. [ Delights lighting catalog
20, 7] Sliding swimming pool cover P19. ] Dormalux dining nook folder
21, [] Cascade free-form steel pools P20. [] US Ceramic floor tile folder
22, ] Air-King A-frame cottage P21. ] D. A. Matot dumb waiter catalog
23. [] Progress lighting fixture designs P22. ] Southern Sash aluminum windows
24. ] Celotex ceiling tiles P23. [] Westinghouse residentinl eatalog
25, H Evans ceiling panels P24. (] Masonite beam ceiling brochure
26. [] Wood Conversion ceiling tile Pga, [ Permante masonry cement brochure
27, H Ameriean Standard single-knob faucet P26. [] Simpson Easy-wall panelg folder
28, Brammer vanity eabinet P27. ] K Systems floor forming folder
29. [] General Bathroom medicine cabinet P28. [ GE radiant ceiling panels
30. ] Ramset low-velocity stud driver P29. [ Chrysler heating and eooling bulletins
31. ] Porter Cable heavy-duty saw P30, [ Mosley TV wiring bulletin
32. [ Lincoln folding saw horse P51. [ Pease Woodwork door catalog
33. [J Crane round lavatory Psz2. [ Leigh roof ventilator falder
34, ] American Standard reverse-trap tollet P33. [ Progress Webster intercom leaflet
35, [] Casings positive water stop Pa4. Crawford electric door operator
46. [] Burcon modular aluminum structure Pas. Sub Zero refrigerator-freezers
87. (] Parkersburg steel prefah building P36, [ Resin epoxy surfacing chart
38, [] Sealview reinforced plastic building P37. [] Polyplastex United diffuser sheet
42. [] Symons foundations forms P38. [ Jenn-Air range folder
NAME
POSITION FIRM
KIND OF BUSINESS
STREET
CITY STATE
IMPORTANT:

House & Home's servicing of this coupon expires July, 1962. In addressing direct inguiries
please mention House & Home and the issue in which you saw the producr or publication.

I wish to enter a subscription to House & Home for ! year, 86 [ 2 years, 38 []
US and possessions and Canada only

O New [ Renewal

Signature
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Does the
basehoard

YOU INSTALL

have

quality components
like this?

The hangers (pictured) lock securely
in position and provide for a return
pipe where necessary. The new damper
snaps in regardless of hanger location.
The new cradles support finned tubing
or lock to the hanger arm when bare
tube is run. Bulletin No. RR162 con-
tains the complete story, it's free for
the asking.

AN LA L

- radiant- Tay -
RADIANT-RAY RADIATION, INC.
414 Hartford Ave., Newington, Conn.
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SPOTLIGHT

ON AIRLESS
SPRAY

ONE painter using

ONE DeVilbiss airless gun
can paint

ONE room

in 20 minutes

or less!”

Now one of your painters can paint the entire inside of a
6'4-room house in less than 4 hours. All it takes is the new
DeVilbiss 5-gallon portable airless spray outfit. It’s small
enough to be easily portable; efficient enough to mean big
savings. Your painters paint faster with airless spray because
it puts on full covering coats in just one pass. It drastically
reduces overspray, minimizes clean-up, holds masking to a
minimum. Why not see how it
can speed your painting jobs?
Phone your nearest DeVilbiss
representative and ask for
details on DeVilbiss’ complete
line of airless spray painting E
equipment. The DeVilbiss
Company, Toledo 1, Ohio.

FOR TOTAL SERVICE, CALL

DeViLBISS

% Application time only for single color over walls, ceiling and trim.

226

ADVERTISERS INDEX:

This advertisers index published by HOUSE & HOME is an editorial service to
its readers. HOUSE & HOME does not assume responsibility to advertisers for
errors or omissions in preparation of these listings.

Page:
67-70  Alside Homes Corp.
98  Alsynite (A Div. of Reichold Chemicals, Inc.)
44,45 Aluminum Co. of America
195  American Motors Corp. (Kelvinator Div.)
3  Anaconda American Brass Co.
92-94  Andersen Corp.
96,97  Armstrong Cork Co.
100 Arvin Industries, Inc.
186  Automated Bldg. Components, Inc.
164  Bird & Son, Inc.
214  Blonder-Tongue Laboratories
211,212  Borg-Warner Corp. (Ingerso/l-Humphryes Div.)
99  Bostitch, Inc.
207  Bruce ‘Co., E. L,
184  Carrier Corp.
72,73  Cast Iron Pipe Research Assoc.
8  Columbus Coated Fabrics Corp.
2 Congoleum-Nairn, Inc.
9  Crown Zellerbach Corp.
217  Davis Mfg. Co.
200,201  Delco Appliance Div. (General Motors Corp.)
226  DeVilbiss Co., The
40 Dow Chemical Co.
213  Easy-Heat, Inc.
60, 61 Edison Electric Institute
210 Edwards Engineering Corp.
79,81, 83. 85 Emerson Electric Mfg. Co.
12,13  Fenestra, Inc.
180W1  Fibreboard Paper Pdts. Corp.
181 Float-Away Door Co.
14,15  Ford Motor Co.
95 Formica Co., The

86, 218, 219

200,201 General Motors Corp. (Deleo Appliance Div.)
47  Georgia Pacific Corp.
10, 87-90  Goodyear Tire & Rubber Co.
199  Gustin-Bacon Mfg, Co.
41 Harnischfeger Homes, Inc.
183  Hines Lumber Co., Edward
80  Hobart Mfg, Co. (Kitchenaid Div.)
191 Home Ventilating Institute
180W2  House & Home
46  Hunter Div.
222  Hydrotherm, Inc.
211,212  Ingersoll-Humphryes Div. (Borg-Warner Corp.)
76,77  Insulite Div, (Minnesota Div. & Ountario Paper Co.)
18-31 Kaiser Aluminum & Chemical Corp.
195 Kelvinator Div. (American Motors Corp.)
229 Kentile, Inc,

General Electric Co,
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Kingsberry Homes
Kitchenaid Div. (Hebart Mfg. Co.)
Kohler Co.

Lennox Ind.
Libbey-Owens-Ford Glass Co.
Logan Co., The

Malta Mfg. Co., The

Martin Marietta Corp.

Minneapolis-Honeywell Regulator Co,
Minnesota & Ontario Paper Co. (Insulite Div.)
Mississippi Glass Co.

Morgan-Wightman Supply Co.

Mortgage Guaranty Insurance Corp.

National Gypsum Co.

National Homes Corp.

National Lumber Mfrs, Assn.
National Oak Flooring Mfrs. Assn.
Nutone Inc.

Pacific Lumber Co., The

Pittsburgh Plate Glass Co.

Plan Hold Corp.

Pritchard & Co. of Calif (Suburbia Sales Div.)
Progress Mfg. Co., Inc.

Radiant Ray Radiation, Inc.

Raynor Mfg. Co.

Reichold Chemicals, Inc. (Alsynite Div.)
Rheem Mfg. Co,

Robbins & Myers Inc. (Trade-Wind Div.)
Rock Island Millwork Co.

Rolscreen Co.

Ruberoid/Matico

Slater Electric Mfg. Co.

Southern Pine Assn.

Suburbia Sales (Div. of J. F. Pritchard & Co., of
Calif.)

Tibbals Flooring Co.
Timber Engineering Co.
Trade-Wind Div. (Robbins & Myers, Inc.)

Union Lumber Co.

United States Ceramic Tile Co.
United States Gypsum Co.
United States Plywood Corp.
Universal Rundle Corp.

Upson Co., The

Uvalde Rock Asphalt Co.

Weiser Co.

West Coast Lumbermen’s Assoc.
Westinghouse Electric Corp.

Weyerhaeuser Co. (Lumber & Plywood Div,)
Whirlpool Corp.

Weigand Co., Edwin L.

more profit magic for builders and dealers

Saw Textured

Rough faced . . . to take the scuffs and scars of exterior use, Noyo
“Saw Textured” Siding has a warm deep look that your customers
want. Weathers beautifully when left unfinished. Holds stains and
finishes twice as long as surfaced Redwood. Manufactured with care
in a variety of siding styles including: Bevel, Shiplap, Santa Rosa,
Channel Rustic, Tongue & Groove and Board and Batten.

Factory Stain-Primed

Ready to go up . .. Noyo “Stained” Siding is pre-treated on all four
sides with an effective penetrating water repellent. Thoroughly
tested, Noyo Stain both tones and protects against checking and
grain raising. Can't peel, blister or crack. Instead of masking like
opaque paints, it brings out the natural beauty of grain and pattern.
A perfect finishing touch for “Saw Textured” Siding (and smooth
surface, too!)

Order Redwood Siding that's “ Rough 'n Ready” from your Union
Lumber Company source today. Or write us for further information.

UNION LUMBER COMPANY

ity G20 Market Street » San Francisco 8
P % REDWOOD Tree Farmers and Manufactursrs
MILLS: Fort Bragg, Leggett and Willits, California
U Sales Offices: San Franciseo, Los Angeles. Chicago. New York

Solid Appalachian
Hardwood parquet

tile, 5/16” x 6”-x 6".
Fourteen stage buaked - on
factory finish saves costly
on the job finishing. For
homes, churches, institutions
and commercial installations.

Precision milled
tongue and groove
for easy installation

in two grades of Oak,
Ash, Hard Maple, Black
Walnut, Guaranteed to stay

down when reasonable instal-
lation care is used.

WRITE FOR FREE SAMPLES AND LITERATURE

TIBBALS FLOORING COMPANY

DEPT. H-1 ONEIDA, TENNESSEE

227




Kohler sells what’'s underneath:

ALL-BRASS

Why fret about what’s underneath? Well, some
fittings just don’t hold water—literally. Under-
neath a fancy chrome finish the metal is soft.
It tires easily. And then the trouble starts:
leaks and drips; complaints and service calls.

Kohler fittings are All-Brass. Every part of
every fitting. (Correction: there’s a nylon
washer in the Valvet—the anti-drip valve unit.
The rest is brass.)

Ask a plumber, he’ll tell you brass is the
best metal for fittings. For several reasons.
Brass resists alkalinity and salinity in water.

Brass works like new long after others call it
quits. And brass is the ideal base for holding on
to a bright chromium finish.

Above is the “Centaur” fitting. All-Brass,
of course. It’s from the Kohler Aquaric line—
priced to prove you don’t have to pay a pre-
mium for quality brass fittings.

Remember, all that glitters is not brass.
Install Kohler fittings and you know they’re
All-Brass. That’s the only kind we make.
(And be sure to include the All-Brass feature
when you're selling the home.)

KOHLER or KOHLER

Kohler Co., Established 1873

ENAMELED IRON AND VITREOUS CHINA PLUMBING FIXTURES + ALL-BRASS FITTINGS + ELECTRIC PLANTS » AIR-COOLED ENGINES « PRECISION CONTROLS
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« Kohler, Wisconsin

HOUSE & HOME
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Specifications: 9" x 9" tiles;

le! In Breccia™
080 thickness. Breccia is available in nine handsome colors.
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Kentile combines the lustrous glow of marble with solid vinyl tile’s
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long wear and easy care. Ideal for fine commercial and residential
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Only #15,950 in Pittsburgh for this big National

Including lot, brick and aluminum exterior, hardwood floors, complete built-in
kitchen appliances, 24-ft. paneled game room, sun deck, landscaping and MORE!

75 DEPOSITS IN 10 DAYS! 7,000 people on open-
ing day snapped the Pittsburgh housing market to life for
builder Roger B. Stephenson when he offered this luxurious
3-bedroom National splitfoyer at $15,950.

FIRST SECTION SOLD OUT! Buyer response to this
and other new National Homes models completely used up
Stephenson’s first section at Country Hills before he could
even follow up prospects who left their names.

60 DEPOSITS FOR D.C. BUILDER! Edwards Engi-

neering, showing the same models outside Washington, was

swamped with 60 deposits in the first week. A crowd of 2,500
was the largest reported in the area for months!

JOIN NATIONAL NOW! Get the advantages that only
America’s largest manufacturer of fine homes can give you
. . . widest model variety, advanced styling, deluxe quality,
top value—plus the most effective research and merchandis-
ing program in the industry. For full details, write:

nh),

NATIONAL HOMES CORPORATION
LAFAYETTE, INDIANA
Plants in: Lafayette, Ind. » Horseheads, N.Y. « Tyler, Texas




