Also in this issue:

59 research-tested ideas
that are paying off
for a quality-minded builder

AlA award-winning
garden apartments
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nclude NuTone

Built-In Stereo
in Your Plans

BUILT INTO YOUR TAPE RECORDER RECORD PLAYER
FAMILY ROOM OR
LIVING ROOM WALLS

4-Way Stereo System

1. FM & AM RADIO
For Stereo broadcasts, or separate AM
and FM programs, in different rooms.

2. ROOM-TO-ROOM INTERCOM

Control-Center for the entire System,
with Selectors for 8 Intercom Stations.

3. TAPE RECORDER

Records and plays back 4-Track Stereo

. . A . ! u Tape. It's portable, too!
Nothing you specify will give your clients more and/ monaunal » D

4. STEREO RECORD PLAYER

’ ; s For Stereo and conventional records of
and in the patio! Built-in components save ace, 2
B " s all speeds. Has “Automatic Shut-Off".

avoid cabinet-clutter. Wall Speakers give you the

very finest tone, blend perfectly with any interior. —TURN PAGE%

enjoyment than stereo music throughout the home

*®
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&y MASTER STATION
AM MODEL 2053
SILVER ANODIZED

Your clients will appreciate the new custom-look and
superb performance of NuTone's revolutionary design,
outstanding engineering and especially the LOW COST!
They can't be matched anywhere in their price-range!
Choose from 4 am/fm or am sets, 3 sizes of speakers.

MASTER STATION
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AM-FM MODEL 2058
= COPPER ANODIZED

Tie in with the NuTone
“HOUSE OF MUSIC.”
plan for merchandising
your homes. It has tre-
mendous sales appeal,
dramatizes music and In-
tercom throughout the
house in a BIG AND
COLORFUL WAY. (See
details below.)

et NUTONES

House of Music

URYOU

IT'S FREE! Send for
PROMOTIONAL KIT
.. containing readv-made
selling aids: Colorful Min-
tature Billboard — Full-
Color Poster Cards—New
16-page Fact Book, Color-
ful New Consumer Circu-
lars . . and other ideas.

For Information and
Newest Catalogs . . .
Write NUTONE, Inc.

Dept. SI-7

Cincinnati 27, Ohio




TENANTS SELECT THEIR OWN TEMPERATURE IN 25

APARTMENTS ZONED BY B&G Hydire-Fic sYSTEM

Stratford Manor Apartments, Schiller Park, IIL,
attracts tenants with such luxury features as in-
dividually controlled Hydro-Flo Heating for each
apartment.

Five buildings, each with five apartments, are
heated with one boiler in each building. Five B&G
Boosters, together with auxiliary Hydro-Flo equip-
ment, are installed on each boiler to provide ther-
mostatically controlled circulation to individual
apartments. Tenants receive all the comforts of
radiant hydronic heating plus their own choice of
temperature. Only a forced hot water heating sys-
tem can provide zoning so effectively and econom-
ically.

The B&G Hydro-Flo Systems installed in these
apartments have proved so satisfactory that the
builder plans to install the same system in 92 ad-
ditional housing units to be built.

Ba&G BOOSTER"...key unit of the
B&G Hydro-Flo System

Engineered for compactness, silent operation and years
of service, this electric pump circulates boiler water
for heating. It is built by precision manufacturing
methods which translate good design into a superior
product. This key unit and other auxiliary Hydro-Flo
equipment can be installed on any hot water boiler.

Pue poosTER BELL & GOSSETT

C O M P A NY

Dept. HE-10, Morton Grove, lllinois

Canadian Licensee: S. A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto 16, Ontario

House & Home, July 1962 Valume 22 Numhber 1. Published monthly by TIME INC.. Rockefeller Conter. New York 20, N Y. This is published in Natlonal, Western & Southern editions, Seeond-clags postage

paid at New York, N. Y. and at additional mailing es. Authorized as second class mail by the Post OMee Department, Oltawa, and for payment of postage in cash, Subseription price $6.00 a year,




We do it at the
factory...

The surface is
flawless...

The surface is
smooth...

Evanite Building Materials include; SIDINGS » HARBORITE « CreZon + TEXTURE 1.1T » FIR PLYWOODS « HARDBOARD » HARDWOOD PLYWOODS
4 HOUSE & HOME




Evanite

BECAUSE PRIME PAINTING AT THE FACTORY
WITH THE EXCLUSIVE EVANITE TWO-COAT
PROCESS ELIMINATES ALL OF THESE
ON-THE-JOB TIME WASTERS ...

Super-Tuf Overlay covers the wood with a lifetime smooth, hard surface.
Two-coat priming under ideal factory conditions protects the siding up to 90
days on the house without a finish coat. This combination of overlay and two-
coat priming is exclusive with Evanite plywood siding. Hairline checking of
MEDIUM the surface is eliminated by the grainless O\.ferlay. The finish paint coat applies
OVERLAY faster —lasts longer —bonds better. To build a better home that sells faster,
apply Evanite Siding...another new building idea from Evans—to help
builders make more profit per house with labor-saving materials.

PRIME-PAINT

TN

EXTERIOR
PLYWOQOD

The first prime coat is pres-
sure rolled deep into the
paint-loving overlay to seal
and protect every square
inch of panel surface.

A sprayed-on second coat
covers the panel in uniform
dove gray tone. Both coats
are infra-red boked to cure

and dry the prime paint. M
W, T .

Super-Tuf Overlay loves paint! Stays beautiful
for years. Gives you that smooth, modern ap-
pearance for accent areas, entrance ways, soffits,
gables . ..

A handsome siding that has crisp, strong detail.
The shadow effect of its deep, square grooves
gives the sidewall more eye appeal.

Rustic siding at its best. The battens come with
the paneling, factory primed, ready to apply.

€

Clean-cut V-grooves accent the “vertical.” On
6” or 8” centers. Shiplap edge joints weatherseal.

WRITE FOR FREE SAMPLE AND FOLDER..... g~ .
Available in big, easy-to-apply

panels: 4’ x 8', 4 x 9’ and 4’ x 10’ ~|| BUILDING MATERIALS DIVISION

sl | — ,
in regular %" thickness . . . also _‘g’:i%l. EVANS PRODUCTS COMPANY
available in 2" and %" thickness. | &5 1029 S.W. ALDER STREET * PORTLAND 5, OREGON

JULY 1962




featuring the newest achievement in heating efficiency . . .
THE SUPER-THERMEX HEATING HEART

The key to Janitrol's compactness and peak performance is this unique Super-
Thermex heat exchanger-burner combination. The exchanger tubes have an unusual
zig-zag design in which the hot gases change velocity seven times in their upward
travel. This alternating turbulence and high velocity provides faster, more efficient
heat transfer that not only results in low fuel costs, but also in smaller tubes which
permit a lower furnace height.

Janitrol's new and exclusive proportioning ribbon flame burner generates a clean,
intense flame that is precision-centered in each exchanger tube so that no live flame
touches metal . . . hot spots that cause burn-out are eliminated. The burner astomat-
ically mixes air and fuel for maximum combustion efficiency . . . no adjustments are
ever needed!

b HOUSE & HOME




new Janitrol package designed
especially for the modern apartment
and small home market..........

This all-new heating and air conditioning package by
Janitrol meets the demands of modern apartments and
small homes for individualized, all-year environmental
control.

Architects, builders and real estate operators agree that
the increasing popularity of apartments, row-houses,
small homes and multi-zone large homes, calls for heat-
ing and air conditioning equipment with these engineered
qualities:

M Sized to conserve on floor space.

B Economical to buy, economical on fuel consumption.
B Dependable, trouble-free maintenance.

B All-season living comfort in every climate.

B Completely flexible in location and size of units.

The new line by Janitrol has all these features and many
more, including pre-charged, tested and sealed refrig-
erant systems, quick-connect couplings for speedy in-
stallation, and burners that never need adjustment.

The New Line by JANITROL is Small in Size, Big in Performance!

Contemporary Styling — clean, neat, uncluttered. Fin-
ished in durable baked enamel, neutral grey-beige with
front panels in accent colors of storm blue and cloud
white.

Sturdy, compact cabinets — only 12 inches wide, 28"
deep, of rigid, unitized welded steel construction.

Thermally and acoustically insulated with foil-
faced fiberglass.

Factory-tested — all models are wired, fired, and in-
spected at the factory before shipment.

Prelubricated Blower Bearings — deep-well reservoir-
type that require no oiling for five years under normal
operation. Rigidly supported by a 3-point mounting for
durability — rubber-cushioned to absorb vibrations.

Quiet air circulation — larger blowers operate at reduced
speeds to move larger volumes of air with unusual
quietness.

Precision Controls — Automatically maintain your com-
fort and protect your investment. Protected from tamper-
ing and ventilated by the louvered front access panel.

Sealed Base — A solid base panel in upflow models seals
against dirt . . . saves the expense of grouting.

Sensitive Thermostat — an adjustable, heat anticipating-
type that maintains uniform, healthful temperatures
automatically.

Air Filter — One-inch thick disposable, blanket-type air
filter removes dust, dirt and pollen from all circulating
air.

Higher Capacity Models — When design conditions re-
quire, the new units are available in a 100,000 Btu/hr.
heating capacity with an 18" wide cabinet. The matching
condensing unit is the Janitrol 52 Series.

JULY 1962

PLUS Custom- Matched Cooling

The companion 57-Series air-cooled condensing unit meas-
ures only 39" x 18" x 18". It’s fully precharged, with quick-
connect refrigerant lines included. Available in 16,000 and
24,000 Btu./hr. capacities. A. R. I. rated.

®
AR TIT R@AML HEATING AND AIR CONDITIONING DIVISION

MIDLAND-ROSS CORPORATION,

coLuMBUS 16, OHIO




Choose from 22 Low-Cost Luxury Panels

LAKESHORE SERIES

WOOD GRAIN PRINT . . . The Jones Lake-
shore PRINT line offers a wide choice of flaw-
less true-wood grain patterns. Each panel is a
perfect reflection of nature’s handiwork. Au-
thentic patterns are transferred onto the sur-
face by nine separate processes. The surface is
factory finished and requires no further treat-
ment. Ask your dealer to show you the low-
cost luxury 4" x 8 panels. Available in six dif-
ferent patterns with either custom-striped V-
grooves or plain surfaces. NATURAL ROSE-
WOOD, CHERRY, WINTER TEAK, WAL-
NUT, OAK and BLEACHED ROSEWOOD.

PHILIPPINE MAHOGANY . . . In addition to
NATURAL PHILIPPINE MAHOGANY and
NATURAL RAMIN, four TROPICAL-COL-
ORED panels are . IVORY,
CHARCOAL, GREY and FROSTED RAMIN,
Pure rich colors of the Far East are perma-

available .

nently sealed-in to the surface of the Tropical-
color panel. Life-time color retention and a
maintenance free surface is assured by the

Jones Vinl-Tone factory finish.

GENUINE BIRCH . . . Only choice veneers,
hand selected, graded and superbly milled
make up this Birch series. All the phenomena
of natural burls, knots, grains and textures are
retained. Each panel is custom V-grooved,
hand-striped and prefinished with the Jones
Super Vinl-Tone process. Available at your
in NATURAL, ANTIQUE, COLO-
NIAL, CHARCOAL, CHARRYTONE.

dealer

WALL PANELING with JONES "“MAGIC-FILM"'

Now you can have America's favorite
hardwood veneers, factory finished with a top-
coat of “MAGIC-FILM.” Through newly de-
veloped chemicals you can now have paneling
with a surface so hard it defies most anything
from fingernail lacquer to hair tonics and alco-
hol. You can assure your customers complete
freedom in the use of household detergents
with no concern for surface damage. Available
at no extra cost on panels of CHERRY,
MADRONE, KNOTTY PINE, KNOTTY
CEDAR, NATURAL WALNUT. Available
too, on other panel surfaces at a small addi-
tional cost.

HOUSE & HOME




A Quick and Easy Road To Remodeling Profits!

FOR REMODELING . . . JONES
PANELING CAN MAKE SUCH A
LOW-COST BEAUTIFUL DIFFER-
ENCE!

Now you can offer your custom-
ers genuine hardwood plywood pre-
finished wall paneling at a price
they can easily afford. The modern
volume production facilities of Jones
makes it possible for you to install
wall paneling in any building or re-
modeling job quickly and still enjoy
a handsome profit.

Fill in the coupon below for your full color brochure.

No fuss or mess! Rooms can re-
main in service during remodeling.
You can offer your customers beau-
tiful custom paneling completely in-
stalled in a matter of hours. Nothing
more need be done, just hang the
pictures and replace the furniture.
Apartments, offices and homes are
all a source of profitable remodeling
when you use Jones prefinished wall
paneling.

All Jones paneling is prefinished
and ready for installation, full 4" x 8’

in size. (Special sizes on request.)
Jones paneling retails from 16¢
per sq.ft. and is available from ware-
houses across the nation. See your
nearest dealer and examine these
prefinished beauties. For added
structural strength all panels have
Douglas Fir cores and backs. As
members of the Hardwood Plywood
Institute all Jones panels are guar-
anteed to meet the high
standards of this inspec-
tion agency.

Ask your dealer to fill in your

actual cost per panel in the space provided on back of the brochure.

@

JONES VENEER AND PLYWOOD COMPANY
P. 0. BOX 789, EUGENE, OREGON

JULY 1962
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30 Gold Medallion Homes
sold before opening day

HALL PARK

Oklahoma City, Oklahoma

Two thousand people inspected Hall
Park each weekend prior to its opening,
were so impressed that builder Tke Hall
sold 30 homes before opening. Custom-
built homes feature General Electric
range and oven, refrigerator, dishwasher,
water heater, Disposall®; Weathertron®
Heat Pumps.

Total-electric living

boosts sales for

150-unit co-op apartment
LUCERNE TOWERS

Orlando, Florida

Mirrored in Lake Lucerne, Jim Arnold’s
co-op apartment project features General
Electric Weathertron® Heat Pumps,
range, oven, refrigerator, Disposall®,
water heater. General Electric’s design
and engineering assistance helped offer
better living at less cost.

Gold Medallion
garden apartments score
fast sales record

GRAYSTONE APARTMENTS

Salt Lake City, Utah

90 total-electric apartments sold in just
four weeks. General Electric kitchen &
laundry appliances plus electric base-
board heat helped builder Mel Jensen
surpass sales expectations.

B
Gold Medallion “Oriental”
apartments 60% rented

before completion
COCO PALMS

Santa Ana, California

Oriental atmosphere plus modern advan-
tages of total-electrie living are proving
to be an outstanding sales combination
for builder C. ]. Bonner. He features
General Electric kitchen appliances and
electric radiant ceiling heat together with
thru-the-wall cooling units,

HOUSE & HOME




Gold Medallion Homes
sell at rate of
two a week in Florida

WINDSOR PARK

Clearwater, Florida

Windsor Park sales average two a week
since opening. These homes by Douglas
Lloyd, Inc. feature heating and cooling
by Weathertron® Heat Pumps and
“Gourmet Kitchens” including General
Electric range, oven, Disposall®, dish-
washer and hot-water heater.

6,000 people attend
all-electric home
opening in Ohio

SHERWOOD PARK

Lima, Ohio

No poles to mar scenery around these 400
Gold Medallion Homes and 100 Gold
Medallion Apartments which feature
General Electric baseboard heat, room
air conditioners, water heaters, complete
kitchens. Builder, Ben G. Cogen, Lake-
wood Homes.

PRS-

Put more sales appeal in your projects—
with total-electric Medallion living

Whether you're building towering apartments or
trim ranch houses, General Electric’s program for
Medallion Homes can mean more sales for you, as
it did for the builders listed above. Here’s why:
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
supply, plus coordinated delivery and service.
Design and engineering help—you can call on de-
sign and application engineers for appliances, heat-
ing, cooling, wiring and lighting . . . available from
General Electric’s unequaled technical experience.

By any measure
'H'.L;:l{@” R ST l--"L‘ R ‘h;g%#) |L.‘n‘| li!_\l._’ 1 ” II I 4

There 1s nothing just as good as” General Electric

Progress s Our Most Important Product

GENERAL &3 ELECTRIC

JULY 1962

Advertising and promotional support—Experts
from General Electric will help you plan a program
that takes full advantage of General Electric’s mer-
chandising tools and know-how—a program de-
signed specifically for your market and your project.
Complete electrical system—the talents of an expe-
rienced General Electric team join to help you pre-
pare a coordinated electrical system—specifically
tailored to your construction needs.

Presold customers—you benefit by high consumer
acceptance of the General Electric brand name and
its reputation for quality and performance.

Residential Market Development Operation

General Electric Co. = Appliance Park, AP 6-230
Louisville 1, Kentucky

I'm interested in General Electrie’s program for Medallion

-
|
|
|
|

[Tomes. Please send me more information., :
|
|
|
|
|
|

d




“Up to 90,000 miles before overhaul

and 5600 resale after 150,000 miles
...that’s our Ford Pickups”

says Blount O’Neil, President of O'Neil Electric Company, Inc., Washington, North Carolina

“‘After we're through with a Ford Pickup we don't
have any trouble selling it. We just park it out
front with a ‘For Sale' sign on it. Our most recent
example is a '55 F-100 that had about 150,000
miles on it. We sold it for $600 in just two days.
We take good care of our Fords and they give us
good, consistent service. One of them logged
90,000 miles before its first overhaul. Another
Ford Pickup has delivered 225,000 miles; it's
still providing economical, reliable service.

“Our Ford Pickups do double duty. They're
dependable utility trucks for our two-man electri-
cian crews, and they deliver new refrigerators,

washing machines and other major appliances for
our sales business. These Fords haul near-capac-
ity loads and still average 120 miles a day on
8% gallons of gasoline. That's 14 mpg with
1,500-Ib. loads.

“We operate nine pickups, all Fords, that range
from 1952 to 1961 models. We've been all-Ford
since '47. As long as our trucks give us maximum
gas mileage, low upkeep cost, reliable off-road
performance and mobility, we keep them. After
that we replace them. Ford’s low depreciation
rate and long service life have made this policy
pay off big.”

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

FORD TRUCKS

PRODUCTS OF MOTOR COMPANY

HOUSE & HOME




JULY 1962




ACCURATE HEATING ESTIMATES
and forceful utility promotion
help Lee Pratte close sales fast.
Here he checks out service

and insulation requirements with
Ted Progulske, left, of Western
Massachusetts Electric Co,

“CONTENTED CUSTOMERS MEAN FEWER CALLBACKS,”
says Pratte. Homeowner William Rose, of
Longmeadow, Mass., is especially pleased with
the low maintenance of his flameless electric
home heating system.

“Flameless electric home heating helped sell
10 of my custom homes in one month”

Read how electric home heating helps sell
more homes faster for Springfield, Massa-
chusetts, builder Lionel “Lee’” Pratte

“My customers want all the newest, latest
features,” Lee Pratte says. “And electric heating
is the up-and-coming thing that closes the deal.

“I feel it’s the ideal heating method for the
new homes of today here in Massachusetts
where it really gets cold,” Pratte adds.

“The electric utility company gives me a lot
of support, too,” says Pratte. “They help me in
my initial planning. And they really get out and
promote electric heating and really stick by
their estimates.”

For the past four years, Lee Pratte has been
building and selling homes designed around
flameless electric home heating. He's found that
home-buyers are his best salesmen. They proud-
ly show their friends how clean and even electric
heating is, and they comment on how econom-
ical it is to operate and maintain.

Like Lee Pratte in Massachusetts, progressive
builders in every state of the nation are featuring
and promoting flameless electric home heating.

In a remarkably few years, the number of elec-
trically heated homes has grown to over one
million. And the prospect is for over five million

by 1970. No wonder smart builders everywhere
are getting in on this profitable trend.

Find out now how you can profit with flame-
less electric home heating. Call your local elec-
tric utility company first chance you get.

o~ )
|

THE TOTAL ELECTRIC HOME that displays this Gold Medallion
helps you to capitalize on the fast-growing customer acceptance
of total electric living, The Gold Medallion tells prospects that
the homes vou build have a single source of energy for light, heat
and power.

LIVE BETTER ELECTRICALLY

Edison Electric Institute, 750 Third Avenue, New York 17




homemakers definitely
quality appliances!”

...says Manuel |. Fisher, leading New Orleans
quality builder and developer of exclusive Maned Downs

Maned Downs subdivision in New Orleans is a
beautiful, well-planned community of 100 homes, just
1200 feet from the shores of Lake Pontchartrain. It
has frequently been acclaimed one of the finest real
estate developments in the New Orleans metropol-
itan area because of its community plan, outstanding
location, ample facilities, and quality of the homes.
These three and four bedroom individually-designed
residences contain 2600 sq. ft. or more of living area
. . . with spacious kitchens averaging 11 by 18 feet,
equipped with RCA WHIRLPOOL appliances.

Each kitchen includes an RCA WHIRLPOOL dish-
washer, disposer, electric oven and range top in rich
copper color to harmonize with Belgian-imported
African Samara wainscoting and birch cabinetry.
Mr. Fisher has discovered, as have so many other
builders throughout the U.S., that installing famous
RCA WHIRLPOOL appliances is a very good way of
adding that important extra touch of value to new
homes without sending costs up. Why not get all the
particulars, then join up . . . it's easier to sell homes
with RCA WHIRLPOOL appliances than sellagainst them!

Your greatest asset is our qualify performance!

W CORPORATION

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

Manufacturer of RCA WHIRLPOOL Automatic Washers e Wringer Washers e Dryers e Washer-Dryers e Refrigerators
e Freezers ® |ce Cube Makers ® Ranges ® Air Conditioners ® Dishwashers ¢ Food Waste Disposers ¢ Dehumidifiers

JULY 1962 17




DRAMATIC IDEAS

FOR DECORATING AND SHADING WITH COLORFUL

ek i 8

CANVAS AWNING INSTITUTE, INC.
NATIONAL COTTON COUNCIL
P. 0. Box 9907-M, Memphis 12, Tennessee

Please send free copy of canvas awning
idea booklet.

Name_

W
= Firm Name.

Address.

City Zone State.

Now Available...

designed to give homes
maximum sales appeal

e Made of selected Western Ponderosa FPine
in 11 eye-catching designs and two sizes: 2'8”
x 6'8” x 1-%“ and 30" x 68" x 1-%".

« Panels are solid pine, raised both sides.

¢ Meeting rails are weatherstripped with alu-
minum weatherstripping.

« Dowel joint construction makes doors ex-
tremely sturdy, durable.

e Distributed through building materials job-
bers and dealers.

Manufactured in one of the country’s largest millwork plants ...

IDEAL COMPANY - BOX 889 « WACO, TEXAS

HOUSE & HOME
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Put the Right Touch

in the right places—and you ean transform any

commonplace room into one of unusual appeal.
Ponderosa Pine woodwork offers vou a
strong competitive edge with a number of
details that will set your offerings apart.
You'll find them in beautifully-grained wall
paneling—fireplace surrounds of character
and charm—substantial panel doors that
close with satisfying solidity —with properly
engineered. precision-manufactured wood

window wunits designed to seal out weather,
seal in comfort the year round.

Your prospects will be quick to note the
difference, with Ponderosa Pine woodwork
offering its infinite adaptability to any decor
or color scheme—and its oneness with the
fine wood of the furniture they plan to move in.

Remember. each detail like this is an added
sales point vou can make. And anv one of
them might be the clincher.




of FPondorosa 7

makes the home...more saleable

i Ao SR M s

ol .,

This illustration appears in a full-page advertisement for Ponderosa Pine Woodwork in the May issue of House & Garden, the June issue of House
Beautiful, Home Maintenance and Improvement, Summer 1962, and Better Homes & Gardens ‘'Home Improvement Ideas™ Annual, 1963
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| SALES AID FOR BUILDERS

Ponderosa Pine Woodwork has just completed a sales aid for which your
prospects—for new homes, contract homes or remodeling—are sure to
be grateful. With it, they can pre-plan rooms of any type accurately and
with assurance of preventing error and disappointment. It will prevent
many misunderstandings about window and door placement, make
certain that furniture will fit when it's moved in, and go a long way in
helping you have a happy relationship with your clients.

Grid sheets (to 4" scale)
permit the home planner

to waork with wall and floor
areas of the room's actual
dimensions marked off.
There's small chance for
error.

Your clients will be de-
lighted with this aid you
can provide, It will help as
sure satisfaction—prevent
mistakes that can be ex

pensive,

i TAKE ADVANTAGE OF THE VISUALIZER KIT
‘ S ) Scaled templates of win- . i i
_ dows, doors, fireplace sur- Here's a "plus'' you can have working for you, at a very
G rounds, cabinets and all nominal cost. We will be glad to send you a free copy on
; UisLal TUrrILine pleces iy request. If you would like a number of them for your
= clients’ use, we can supply you with any quantity at

~ be cut out and positioned.

t LR E T = only 25¢ a copy.
—— ﬁ\ BEST BUILDERS' GUIDE TO WINDOW QUALITY
- = j‘;' This AWWI SEAL is your guarantee that the windows
| ~ The home planner can es- ;
i L ¥ tabiiah the desirad trathe meet the specifications of FHA standards and are:
i | patterns, know exactly how Made from kiln-dried QUALITY - . . ™ APPROVED
(41 V PR Y B the room will “*balance.” lumber—Correctly k C;urun /.-i‘},\ NO. 000
ba £ 7 & St R i Any needed changes can be American WOOD WIKDOW nstitute
!:}' ,L]—U';Ij g ‘Q i decided before 1t;gs too late. designed—Properly Sealoea b
i i vl ¥R e S constructed —Preservative treated—Properly balanced

—Efficiently weather-stripped.

Brought to you by these Progressive Business Concerns:

P.PW. MEMBERSHIP LIST

Biltbest Corporation

Boise Cascade Corporalion
Continental Screen Co.

Delta Millwork, Inc.

Great Lakes Millwork Corp.
Grinnell Sash & Door Co.

The Hotchkiss Brothers Co.
Hurd Millwork Corp.

Huttig Mfg. Co.

Ideal Co. (Wm. Cameron & Co.)
International Paper Co.—Laong Bell Div.
Joseph C. Klein, Inc.

Marvin Millwork

Missoula White Pine Sash Co
Morgan Company

Philadelphia Screen Mfg. Co.
Rock Island Millwork Co.
Semling-Menke Company

'
For FREE Visualizer Kit, write: ﬂm : e WOODWORK

Department B 39 SOUTH LA SALLE STREET, CHICAGO 3, ILLINOIS

Wabash Screen Door Co
White Pine Sash Co.

ASSOCIATE MEMBERSHIP

American Screen Products Co.
Auto-Nailer Company

The Caldwell Mig. Co.

Dorris Lumber & Moulding Co.
Grand Rapids Hardware Co.
Manarch Metal Weatherstrip Corp.
Protection Products Mfg. Co.

R. 0. W. Window Sales Co.
Sonford Products Corp.

Truth Tool Co.

Unigue Balance Co.

Warren Industries, Inc.

Wood Treating Chemicals Co.
Zegers, Inc.

Ochoco Lumber Co.

Pickering Lumber Corporation

Scott Lumber Co., Inc.

Setzer Forest Products—Div. of
Glencoe Forest Products

Ralph L. Smith Lumber Co.

Southwest Forest Industries, Inc

Tarter, Webster & Johnson, Inc.

[ite Knot Pine Mill

United States Plywood Carp

Warm Springs Lumber Co.

Weyerhaeuser Company

Winton Lumber Sales Co.

MEMBERS —Lumber Group
The Anaconda Company
Associated Lumber & Box Co.
Blagen Lumber Co.

Boise Cascade Corparation
Brooks-Scanlon, Inc.

Cal-lda Lumber Co.

Collins Pine Company

Crane Mills

Georgia- Pacific Corp.

Gilchrist Timber Co.

Edward Hines Lumber Co.
Kaibab Lumber Co. of Flagstaff
Kinzua Corporation

Long Lake Lumber Co.
MecCloud Lumber Co.
Michigan-California Lumber Co
J. Neils Lumber Co.

MEMBERS —Woodwork Group

Andersen Carporation
Anson & Gilkey Co.
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Calwire brand Bostitch staplers are great for
roof work because of their versatility. For
straight work in applying roof decking, opera-
tor simply walks along and pulls trigger from
a standing position. Magazine on all Calwire
tools can be turned to any angle so as to

This tool can nail off a
roof up to six times
faster than hand nailing,
with a minimum of
worker fatigue.

Air return in driving mecha-
nism—only two moving parts.
Staples from =" to 2", Cal-
nails from 1%" to 2”. Oper-
ates on as low as 40 P.S.L

drive staple in proper direction to suit the job.

Call THE MAN WITH THE FASTENING
FACTS on how you can start saving time,
money, and manpower with Calwire brand
staplers. He's listed under “Bostitch” in your
phone book.

FASTEN IT BETTER AND FASTER WITH

23




YOU BENEFIT BECAUSE long-lasting, rust- YOU BENEFIT BECAUSE the light weight of
free copper plumbing gives you an extra copper tube permits use of longer lengths,
bonus in quality to offer prospective home thereby speeding up roughing-in.

buyers.

“All-Copper”’ plumbing helps sell your homes...

For complete information on Anaconda Copper Tube and Fittings, write for Publication B-1, Anaconda American
Brass Company, Waterbury 20, Connecticut. In Canada: Anaconda American Brass Ltd., New Toronto, Ont.

24 HOUSE & HOME




YOU BENEFIT BECAUSE copper piping for YOU BENEFIT BECAUSE it takes less time on
water, drainage and heating systems can be the job to solder copper joints than to caulk
pre-assembled in the shop at less cost. or thread ferrous pipe. Saves space, too.

(2 B4 428
costs no more ... speeds construction
Anaconda Copper Tube, Fittings, and Valves are avail-
able through leading plumbing supply wholesalers. AMERICAN BRASS COMPANY

JULY 1962 25
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This seven-room brick ranch home features prewiring for the Bell Chime and for Home Interphone, the Bell System’s home communications service.

In Indianapolis, Indiana, this house sells for $26,500

(““...and concealed telephone wiring helps sell it for us,” says builder Leon Pedigo)

“My customers know the value of
concealed telephone wiring,” says
Leon Pedigo of Pedigo and Young,
Builders. “I find that people know
that telephone prewiring helps
preserve the beauty of the home,
and it adds to resale value.

“Tt’s so easy to give the cus-
tomer this extra convenience; the
Telephone Company does the

work quickly while the home is
going up. Concealed telephone
wiring 1s one more luxury feature
to please the customer. And it's
a good one.”

When building on speculation,
Leon Pedigo includes color tele-
phones as part of the decor, and
advertises the fact that the house
is prewired for telephones.

£} BELL TELEPHONE

Your Bell Telaphone Business Office will help telephone-
plan your homes. For details on home installations,
see Swoet's Light Construction File, 11¢/Be. For com-
maorcial installations, Sweet's Architectural File, 33a/Be.

SYSTEM

HOUSE & HOME
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TRUSCON
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Ask your dealer
the coupon.
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FOLDING STEF,

CLOSET DOORS SAVE UP TO $]420

Classy, classic folding doors de
frames, track, and hardware.
:f'{or!]('w opening. Pre-finish

you [Hmtmﬂ time,
8™

livered ‘'omplete with

Nylon glides for smooth,

o ed{ 1}11 off-white to save

I ) oice o weights—6’ §

by Itrlmlillru_ qupu] r styles—*Colonial,” h“l“fg

e Mok cia it vour Truscon de: ilers. Popul:
loo—up to $14.20 per closet! s

“Through the use of Truscon Sliding
Windows and Patio Doors in our proj-
ects, we have been able to save approxi-
mately 18%, in addition to excellent
quality and servace

ROSE HILL BUILDERS

Detroit, Michigan
Howard M. Binkow

NEWPORT DOOR, FRAME,
AND HARDWARE...

a packaged deal that

SAVES YOU ., . "8"

You get it complete—door, frame, and hardware—
and there’s no mortising, fitting, planing, or sanding
needed to make it fit. No warping, no binding, no
call-backs. One man can frame and hang the NEw-
PORT Door in minutes. Saves finishing time around
doorways too, because NEwpPORT Doors go up after
interior work is done. Supplied pre-finished and can
also be painted. See the new NEWPORT Door at your
dealer’s. Start saving dollars on every door job now!




’ POTENT PROFIT PARTNERS

Building products
standardized

by Republic to help
you hoost profits

a deal in doorways!

ragran rrames SAVE +<20%

INSTALLATION TIME

Goes in plumb and square
automatically because it's self-
adjusting, self-aligning! Installs
before or after drywall, without
mortising, without sanding, and |
without hardware preparation.
No nailheads to hide, and pre-
finished to eliminate painting.
Supplied complete: frame, strike,
and bumpers, in clean, modern-
styled steel. Will never warp, |
swell. shrink, twist, or rot. Big
owner and tenant appeal. Stocked
now by your Truscon dealer.
Coupon will bring literature.

e

Now. gvt.the “custom” look, plus the
niques with Republic .stcma"ordil" K
to fit any housing design, (
Hepubiw components giv‘v
tie any cost estimate down tight
Just as important, Re i
N _ ant, public standardi; ildi
:3:11”(::“?:2-]1{:: leo.‘with some of'd:;;iufgu;l:‘ﬂ?mg D‘I'Od_UC‘tS
. e st, most time-
kitchens, supplied by Re

Look them ov :
0 rer, consider how these
and out faster—then call vo Repfﬁh units can help you get in

. bS}')ec‘d of mass building tech-
ol i( u:l(:jmg .products. Designed
: appropriate for any price class)
you positive I -

]

cost control—help you

any struc , lik i
s l-_atrudur(, Ill-._v doors, windows, and
public ready to slip in place. ’

€ representative!

R

“E)REPUBLIC STEEL

WAREHOUSES FULLY STOCKED!
24 HOUR DELIVERY ANYWHERE!

Baltimore Cincinnati Oklahoma City
Boston Cleveland Philadelphia
Buffalo Detroit Phoenix
Charlotte Los Angeles Pittsburgh
Chattanooga Harrison St. Louis
Chicago New York City San Francisco

Youngstown

sliding
patio
dOOrS.- ...
smooth,

pretty,

SAVE 27%

Easy to install, simple to adjust, and im-
mediate delivery from warehouse stocks.
Compare with conventional finished wall
costs for proof you'll save plenty! Sturdy
aluminum, anodized, and com pletely weath-
erproofed. Smooth-operating on steel ball
bearing rollers. The luxury look at lower
cost than finished wall!

REPUBLIC STEEL CORPORATION
DEPT. HO-4257

1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO

Let’s have more information about lower in-place costs.
Send literature and details about Truscon’s:

0 Sliding Windows 0 Closet Doors
0O NEWPORT DOOR, FRAME

[0 Patio Doors
O TARTAN Frame

Name Title.
Company.

Address

City~ Zone. State
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“In selecting
Republic Steel Kitchens
price was the least

of our concerns”

“In selecting cabinets for the kitchens of our Terrace Park Apartments we set these as the most important
requirements:

Cost of Installation . . . Durability . . . Low Maintenance . . . Decorative Beauty

Note that initial price was the least of our concerns— for the simple reason that if a cabinet line met these
other needs, it was almost certain to be most economical in the long run.

Republic met every requirement. Delivery of cabinets completely assembled and ready to slip into place
obviously saved us many hours of interior finishing time. Fast installation helped avoid interference with
other trades—and punctual delivery on our schedule helped too.

Bonderized steel construction of Republic Cabinets clearly spells durability—and ability to take hard knocks
without deterioration can be pretty important in a rental property.

As to low'maintenance and decorative beauty, the baked enamel finish on Republic Cabinets can’t be beat.
Resists wear and stain, and a simple washing brings it back, good as new.

Summing up, with Republic Steel Cabinets we got everything we wanted—and the price was right too!”

MARVIN HELF, INC. %

CLEVELAND, OHIO
Marvin Helf

—— — ———— ———— ——— — . S T o o S — —— —— —" {—— — {— — — — -

REPUBLIC STEEL |
|
| REPUBLIC STEEL CORPORATION
| DEPT, HO-4257
| 1441 REPUBLIC BUILDING » CLEVELAND 1, OHIO
I Let’s see the time-saving, money-saving line of
: Republic Steel Kitchens. Send catalog to:
oy | "
Strong | Name Title
Modern Steel | -
| Company:.
Dependabie |
| Address
|
| City. Zone State
|
|
|
I
|
|
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PROTECTED MY

BruceTerminix

#5000
fermite

damage_
protectio

- NEW SALES AID FOR BUILDERS

Bruce-Terminix gives fast, low-cost protection plus

a $5000 guarantee against termite damage

Today, more than ever before, people are aware of
termites and recognize the need for reliable protection
against their costly attack,

You can capitalize on this by having your homes
protected by the world’s largest termite control organ-
ization. Having safecuarded over 350,000 homes and
buildings, Bruce-Terminix can provide the most ef-
fective termite protection methods for any type of
construction.

Terminix relieves you of complaints and responsibility
for termite attack through a guarantee against termite

damage up to $5000. Renewable from year to year at
the owner’s option, this service also provides periodic
reinspections and treating when necessary. Performance
is guaranteed by the Bruce Company and insured by
Sun Insurance Office, Ltd.

Look in your phone book under Bruce-Terminix or
Terminix and call your local company. You'll find their
advice helpful and dependable on any problem involving
termite protection for new or old homes.

TERMINIX DIVISION, E. L. BRUCE CO. Incorporated
P. 0. Box 397-R, Memphis 1, Tenn.

BRUCE

Chemical treatment during construction

Protection without treatment for qualified termite-free structures

JULY 1962

Treatment as required for infested structures

THE NATION-WIDE TERMITE PROTECTION SERVICE
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the trend is up...
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...1n 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#—
ALUMINUM

HOUSE SIDING
A

Witch Follow the Sun weekly on the ABC-TV Network
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Only Westinghouse lets you design a coordinated

e i e anad Ees

L

For higher priced homes, include the unique  For larger homes, install refrigerators with  Install refrigerators with top-mounted freez- For limited area kitchens, this model pro- Choose this new upright freezer for complele
Center Drawer refrigerator. Two Frost-Free  bottom-mounted freezers. This one has ers when homes are smaller. You can choose vides big capacily in a small space. Has push  coordination of kitchen design. I1's styled lo
models to choose from: 14 and 16 cu. It.  152-Ib. freezer capacity, and it's Frost-Free.  from Frost-Free or conventional models. bulton defrosting. Freezer holds a big 77-1bs.  match the new Westinghouse refrigerators,

Pick the budget-priced Roll Out dish-  Please de luxe home buyers with the Im-  When your homes have spacious laundry centers and you want to  Install the Space Mates when you have a limited laundry area—in

washer for low-cost homes. Holds service  perial Roll Out, Has a Hol Water Booster,  offer the best washing system, choose the Westinghouse Laundromat®  vanity pair installation . . . or stacked as in the kitchen above. To-
for 13. And has new double wash feature.  double wash, and every de luxe feature.  Aulomatic Washer and Matching Dryer. Models to fit every need. gether they wash and dry 18 |bs. of clothes. De luxe or standard models.
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kitchen like this...

New Continental gives kitchens an exciting look. It fea-  Many prospects for homes and apartments will find the
tures Magic Mirror Oven Door and exclusive Pantry  Terrace Top 30 an ideal range. Its Split Level Platform
Shelf. And Surface Units plug out for easy cleaning.  makes pois and pans easier to reach. Big 23 inch oven.

Only Westinghouse gives you so many ways to
design completely coordinated kitchens. Because only
Westinghouse gives you so many types of appliances,
completely coordinated in design . . . style . .. colors . ..
and features. Now you can create perfectly matched
built-in kitchens that fit into any space—for homes and
apartments in any price range. And by doing it all
through one source you save rnoney. It simplifies your
work from the drawing board to the final sale. Good

reasons why you can be sure. .. if it's westi n gn 0 u s e

JULY 1962

or this...

This built-in oven and range platform combination When you want to install air conditioning, specify this
gives smart design to any kitchen. Other matching com-  Heavy Duty model. Installs through the wall. Smartly
binations available for every type of installation, designed. Models from 6,000 to 11,300 BTU capacity.

Westinghouse Electric Corporation

Contract Sales Department

Mansfield, Ohio

Please send me catalogue and complete details on the
unlimited design possibilities with Westinghouse major
appliances,

Name

Address

These appliances plus Heating & Air Conditioning, Wiring Devices, Micarta®
Counter Tops, Apartment Elevators, are all available through one point of
contact. See your Westinghouse residential sales manager, or write West-
inghouse Electric Corporation, Contract Sales Dept,, Mansfield, Ohio.
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GENERAL HOMES with KOPPERS FOAM

the new key to housing...

The magic sales appeal of structural plastics in
tomorrow’s homes can be yours today!

This great advance in housing technology is made
possible by the alliance of The Koppers Company,
a leader in chemicals, and General Homes, the recog-
nized leader in factory finished homes.

Now! You can be the first on the market with
structural plastic skin-stressed sandwich type walls
of tremendous strength and rigidity—with DyLITE
cores impervious to water, vapor, odors, fungus and
rot; the most effective insulation known and tested
in’homes from sub-zero Alaska to the tropical humid-
ity, of Puerto Rico.

These plastic core homes—with conventional archi-
tecture and wide variety—will be delivered in a

A

w

FOAM

JULY 1962

KOPPERS

single van with factory finished plumbing, wiring,
heating, painting and decorating—and completed by
factory crews and crane in just one day, ready for
final inspection; all costs fixed and guaranteed!

The completion of the home, foundation and site
work will be financed at 5% simple interest—NO
mortgage.

Land financing and all other customary dealer
services will be available.

Franchises available July 1*-home deliveries will
start in September.

These startling plastic core homes are now ready
for your inspection in Fort Wayne. Contact us
RIGHT NOW for a definite date!

* Available in these states only-Indiana, Illinois, Wisconsin, Ohio,
Michigan, Kentucky, West Virginia and West Pennsylvania.

GENERAL HOMES

Division of General Industries, Inc.
3033 Wayne Trace

Fort Wayne, Indiana

Gentlemen: Please provide complete information about
General Homes' dealerships.

NAME

ADDRESS

CITY STATE
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Celeste Lavatory with single dial-operated control

Sparkling Lucite Handle

Thermostatic Mixing

ig e d- A0 IR T
.

Singl-ese Control

Grane offers you a wider-than-ever
selection of the finest trim

See the Crane Man about the exciting new Criterion line

No question about it—de luxe Criterion
trim has no superior!

Install it with confidence for the finest
homes, hotels, motels and clubs. Top styling,
lucite handles, quality brass, satiny brush or
polished chrome finish.

New and noteworthy is the dial-operated
control featured on the Celeste, Crane’s new
lavatory with semi-concealed, under-the-rim
soap ledges and waste lever. Push-pull knob
for volume. Dial any hot-cold mixture. And no
more messy drippings on the countertop, be-
cause of the revolutionary new design.

A boon to shower users is the new Thermo-
static Mixing Valve. Keeps temperature con-
stant. No icy blasts or sudden scalding! Add
the superb Criterion head and you have the
finest shower in the land. Completely con-
trollable spray . .. no hollows, no stray jets.

Last word in a virtually drip-free faucet
control is the Crane Dial-ese. Works with, not
against water pressure. Seats tight every
time. And for the stylish convenience of one-
lever temperature and volume control, home-
owners find the Crane Singl-ese a favorite
attraction—easier to use.

Criterion trim—the best there is—is an-
other reason more and more builders are dis-
covering the advantages of installing Crane
equipment throughout, No one else offers
you more. In plumbing. In heating. And in air
conditioning. See your Crane contractor. He's
in the Yellow Pages. Or write to Crane Co.,
Box 780, Johnstown, Penna,

* CRANE |

PLUMBING » HEATING « AIR C IONING « VALVES « PUMPS
WATER TREATMENT » CLEGTRONIC CONTROLS + PIPING + FITTINGS

HOUSE & HOME




RS daryl sliding glass patio doors =
e~ :
stimulating a new visual approach to selling homes

a complete line — patio doors for all cost conditions

Daryl Doors...PATIO-RAMA, PATIO MAGIC and MONUMENTAL
will definitely increase your over-all sales potential by capitalizing
on the growing trend toward the use of sliding glass doors. Every
new home-buyer will be sold by the “Touch of Quality" found in every
Daryl shding glass door. All units are easily installed and will provide
years of trouble-free performance. For your individual building
requirements, Daryl presents this national brand quality line:

@ | PATIO-RAMA—Analuminum shiding glass door engineered to offer custom
= features to the economy-minded volume builder

DARYL .| PATIO MAGIC—Where more demanding performance is required . ..
PRODUCTS CORP - ideally suited for use in fine homes and light commercial construction.

.| MONUMENTAL—The finest door available. .. custom manufactured
1o the height and width requirements of architecturally designed homes,
high-rise apartments and commercial installations.

T240N E 4TH AVENUE MIAMIFLORIDA

R S R s 3
| Please send me information on the following Daryl products: I
: [ PATIO-RAMA ] PATIO MAGIC [0 MONUMENTAL }
I name _ I
| I
| FIRM SRS—— |
: ADDRESS :
| city OARE |
e et e R —— =

ADVERTISED IN SWEET'S (A.1.A. NO. 16E) / DISPLAYED IN THE ARCHITECTS' SAMPLE BUREAU, NEW YORK AND BUILDORAMA, MIAMI, FLORIDA







Long-Bell

is the name
you can
build on

In the silent, green forests, a Long-Bell
forester and his young friend stop to watch
the future of America growing. One day,
sturdy seedlings like this will become Long-
Bell kitchens...precise-fitting millwork...
lumber of every dimension . . . construction
or decorative plywood and flakewood panels
... hardwood flooring...and an endless
procession of other valued forest products.

A program of scientific woodlands manage-
ment assures that these quality Long-Bell
products will be available—perpetually—to
coming American generations.

As an example, look closely at the Red Birch
kitchen shown here. Now, and in the future,
homeowners can raise their families in
natural wood surroundings, while enjoying
the famed craftsmanship and built-in con-
veniences which typify Long-Bell kitchens.

For detailed information on Long-Bell natu-
ral wood kitchens, or any of our other forest
product lines, simply address the Long-Bell
headquarters nearest you.

®

INTERNATIONAL PAPER
LONG-BELL DIVISION

LONGVIEW, WASHINGTON
KANSAS CITY, MISSOURI




1. Load it this way

3. Start it

New Waste King Universal Dishwasher-Dryer
will hold everything, get things clean and dry!

Twelve-inch plates, oval platters, even odd
and old-fashioned shapes fit readily into
only this dishwasher.

Same goes for your big roasting pan, casse-
roles, long carving knife, tall pitcher and
coffee pot.

The top basket comes out easily (Picture 2),
leaving a rack for extra-large pots and pans!
Start it, and a washing action more effective
than any other dishwasher takes over. The
picture at right shows how the jet streams
from two full-width full-power arms sweep
clean through both baskets.

Another exclusive new benefit: You can
select water boosted to a super-cleansing

1657 for the final rinse or for both the final
wash and rinse

Only this new Waste King Universal Imperial
900 has such a great capacity for getting

1 OR PERFORMARGE o>
ot ok P toF
ao? ‘f%b

P
/8

\% GUARANTEES ey
G

Lag, n‘:""‘
ENT 0R merynp 10 €0

Gas & electric ranges » Dishwashers » Food waste
disposers ¢ Service assured anywhere in the nation.

2.0r load it this way

4. Bless it

soil off silverware, dinnerware, glassware
and cookware...and keeping it off.

A unique filter system continuously traps
even the tiniest particles so they cannot be
recirculated. Cleanest wash; best rinse ever,
too!

Spot-free, bacteria-free drying uses only the
hot, clean air already in the dishwasher and
does not raise kitchen humidity. That's why
beautiful wood panels are so practical. Or

match your kitchen with stainless steel or
any of 16 happy colors,

A nearby dealer who knows what's best is
now demonstrating this new dishwashing
wonder. (Dont know his name ? Write to:
Waste King Universal, Los Angeles 58.)

BOLD ANNOQUNCEMENT: This full page  SAFE PREDICTION: This new Waste King STRONG SUGGESTION: See this stand-
in Better Homes & Gardens for June Universal dishwasher will catch the eye out yourself. Then, when you're sold,
introduces a dishwasher without a com-  of any prospect, speed the sale of any build it into the house you live in and
petitor. Outstanding. house, boost the reputation of any the houses you make your living from.
builder. (Great at washing and drying Good idea? Yes; you'll get a lot of those
dishes, too!) from Waste King Universal.
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S&Ls: scapegoat for defeat of this year’s tax bill?

As spring turned into summer, the Kennedy Administration’s tax bill looked so
moribund only a miracle could bring its enactment into law. The bill has been
stalled in the Senate finance committee since early May and, said Capitol Hill
analysts, there weren't nearly enough votes there to send it to the floor.

The biggest stumbling block was the Administration’s plan to withhold 20%
of dividends and interest paid depositors and thus collect $650 million income
taxes the Treasury says taxpayers now evade. S&Ls and commercial banks had
been fighting it by stirring up a grass roots letter-writing campaign so effective it
staggered senators. But dividend-withholding is the money-raising heart of the tax
bill. S&Ls, bigger interest is that the measure would also boost their income
taxes from about $9 million to $200 million a year. The President originally asked
that they pay $500 million, but the House ways & means committee softened the
bite before the House adopted the legislation.

Against that background, a top White House aide dropped a not-so-gentle hint
to S&L lobbists: “If you kill this year’s tax bill, we'll get you next year. This
bill doesn’t really hurt you.” Result: on June 5, Legislative Director Steve Slipher
of the US S&L League wrote Treasury Secretary Dillon noting that the league had
urged member S&Ls to stop stirring up letters on withholding way back in April.
When the Treasury leaked the letter to friendly newsmen, the story got out that
S&Ls had dropped their opposition to dividend withholding. Was this, Sen John
J. Williams (R, Del.) asked on the Senate floor, “blackmail” or perhaps a “deal?”
It was neither. The league promptly announced it was still against withholding.

But JFK & Co had conjured up a handy scapegoat if the '62 tax bill dies in
the Senate.

Look for a Presidential anti-bias edict before November

White House sources again say President Kennedy has about decided to issuc his
long-promised order prohibiting race discrimination in some federally-aided hous-
ing. Similar reports persisted last December but in January the President said the
order would be forthcoming when it would “make an important contribution to
advancing the rights of our citizens” (NEws, Feb). Here is how the experts figure
the outlook now:

The order will be issued sometime after Congress adjourns. Congress will likely
quit work in late July or August; the order likely will come between then and
the November congressional elections.

The order could be postponed if economists decide it would cripple housing’s
recovery from the 1960 recession.

The order will probably cover about 50% of US housing. Race bias will be
forbidden in houses built with direct federal loans, insured by FHA, guaranteed
by VA, subsidized by PHA, or mortgaged by S&Ls under the Home Loan Bank
Board. HLBB a year ago ordered federal S&Ls to stop denying mortgages solely
on the basis of race, but FHA, VA, and PHA say they are waiting for an Execu-
tive Order. The US Civil Rights Commission last fall sought a much stronger order
applying to 80% of US housing (NEws, Oct). It would have included S&Ls in-
sured by the Federal S&L Insurance Corp and commercial banks supervised by
the Federal Reserve Board, Federal Deposit Insurance Corp, and Comptroller of
Currency.

The order may be softened to apply only to new construction. This would be a
sop to public housing, which would not be forced to integrate the 500,000 existing
units. So strong is opposition that some public houses, in the South have discussed
selling projects if an order is issued. New public housing would apparently be
stymied in the South no matter how Kennedy maneuvers.

WASHINGTON INSIDE: FHA ponders
whether to hike its application fee, which has
been $45 for the last ten years (FHA refunds
$25 if the case goes through to insurance).
Officials figure it now costs the agency an aver-
age $53 to process a mew-home case. So it
takes insurance premiums for 13 months just
to cover the cost of putting business on the
books.

FHA is getting set to promote a new rental
housing program that has almost all the ad-
vantages of the old Sec 608. It is Sec 221d4,
an almost unnoticed part of the '61 Housing
Act which lets profit-motivated sponsors build
cheap apartments with loans up to 90% of
replacement cost. Moreover, FHA waives
economic soundness in reviewing proposals.
Room-cost ceilings are lower for 221d4 than
under FHA Secs 207 and 220 ($2,250 vs

$2,500). For elevator structures, the per-
room cost-ceiling goes to $3.000 for 221d3.
The big advantage over Sec 220 is that a
221d4 can be built anywhere, not just in a
renewal area. FHA is hopeful that its lawyers
will rule the program is available to all mod-
erate-income families, not just displacees.
Displacees would get preference in renting.
Congress seems likely to scrap a scheme
to let HHFA tap FHA's mutual mortgage
insurance fund for $32 million to build a
giant headquarters. Realtors are fighting the
back-door-financing plan. HHFA and its
satellite agencies would repay the loan at
4% interest over 25 years. The building. with
1,285,500 sq ft of floor area would let HHFA
concentrate its 3300 employees now scattered

in 15 buildings throughout Washington.
NEWS continued on p 44
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HOUSING MARKET:

Jousing Bureau has 2,016 sq ft, will sell from $22,000

TWO-STORY COLONIAL model by Advanced
to $26,000 (plus land). Inside walls, says the bureau, are wash 'n wear vinyls laminated to drywall.
Outside will require almost no painting, bureau says. Stundard equipment includes air conditioning,

some wall-to-wall carpet, intercom-radio. Other models will have varying architectural styles.
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Bureau for Advanced Housing aims
at new style builder-producer tie

Vertical integration of house production—the concept of unified control from pro-
ducer to builder—has taken a new twist.

With more than $1 million in capital—most of it from National Gypsum—a new
Burcau for Advanced Housing in Princeton, N.J., is signing up builders across the
nation to put up a group of homes priced from $15,000 to $45,000 which the
bureau will design and promote. Builders will pay the bureau 5% of the sales price
of production homes (10% on model homes) but sponsors say builders should get
this back through lower prices on the materials in the bureau’s package.

At its launching, the plan was proving controversial—perhaps because of the
basic idea, perhaps because of some things its promoters are saying, perhaps just
because it is misunderstood.

How it works: Builders (15 had signed up
by mid-June but sponsors hope to enroll 100
this year and 500 by 1963) must agree to
build two model houses a year and to use the
Bureau's complete package of design and ma-
terials without deviation in both models and
production houses. Participating builders get
promotion materials, help with mortgage fi-
nancing and title insurance if they want it,
national advertising and, optionally. furniture
packages. Models are being designed for the
bureau by Architects Vincent Furno of New
York and Alfred Kastner of Washington. The
bureau expects to offer at least a dozen differ-
ent plans by fall and another dozen by next
spring. They will cover models in four price
ranges around $15.,000, $25,000, $35.000 and
$45.000 (plus land).

SCHWINN

BAKER

Roofing, American Olean Tile, Suburban and
Viscount Gas Kitchen Appliances, Amco Alu-
minum of Philadelphia, and Caradco Inc. The

National Gypsum, the bureau’s founding other manufacturers have invested no capital

sponsor, has earmarked $800,000 to start the
project, and the bureau has signed up some
24 other manufacturers as participants. They
include Westinghouse, Briggs, Schlage, Nu-
Tone, Bigelow Carpeting, Mosler Safe, Baum-
ritter Furniture. York Wallpaper, Sandura,
Bryant Electric, Lightolier, Progress Electric,
Miami Carey Bathroom Fixtures, Buarrett

but have agreed. say bureau sponsors. to cut
prices on their products used in bureau houses
enough to more than offset the 5 or 10% the
builders pay the bureau. The discounts will be
lumped together so builders can only guess
how much the price cut is on each item.
Builders who put up at least ten advanced

houses will be eligible to get a 2V2% rebate

for co-operative local advertising (on a 50-30
basis). The bureau plans to put 6 million
copies of a 120-page four-color plan book on
US newsstands. And its 50-man stafl will turn
out color brochures and publicity for local
use.

The bureau is aiming at 10,000 homes
next year—and 50,000-a-year in time.

Chairman  Melvin  Baker says it should
boost National Gypsum sales $5 to $10 mil-
lion a year. “Our estimates show we need
about 125 builders building two houses, one
in the spring and one in the fall, to make a
profit [with the burcaul,” he says.

Who can join?  An advisory board of
builders headed by Francis J. Fineran of
Westport, Conn.. will pick builders for the
program. In each price bracket, only one
builder per community will be named. First
models are to open in October,

Wiho's who? Bureau Chairman S, (for
Sidoine) J. (for Jordan) Schwinn, 57, began
his career in 1924 in advertising, was a vice
president and director of Ruthrauff & Ryan
from 1948-51. He became an advertising and
marketing consultant at Princeton in 1955,
His first brush with housing was when he
organized the so-called Institute of Essential
Housing as the shell homes arm of Certain-
teed in 1960. Later, Schwinn and Certain-teed
parted company. He is the author of Five
Bastes of Mass Sclling (1938), and The
Simple Simon Stories (1951).

Why it's controversial:

In its first announcements and brochures,
the bureau said things that raised hackles at
both the Natl Association of Home Builders
and the Natl Retail Lumber Dealers. At
NAHB's spring directors’ meeting in Washing-
ton, President Leonard Frank criticized the
bureau in angry terms. First, he read these
paragraphs from a burcau brochure:

“The home building industry is so widely dis-
persed, with so many unrelated elements that it
has no focal method of communication, only sev-
eral thousand unorganized weak voices trying to
be heard, trying to compete for the consumer
dollar against the highly-skilled, clear and loud
choruses of a dozen less essential industries.

“The degree of vertical integration already
achieved in the food processing industry (which
provides you with twice the nourishment for half
the labor hours it cost your parents) is possible
in the building materials industry if it is properly
co-ordinated with the merchant builder.

“Wasteful, inefficient distribution and exorbi-
tant marketing costs can be partially eliminated

.in 1962 . . ., and largely eliminated in this
decade.”

All this, said Frank, amounts to an accusa-
tion that builders haven't been doing their
job. I suggest you look with a great deal of
suspicion on reports containing this tvpe of
information.”

NRLDA, in its National News bulletin,
concluded that the burcau and its producers
“have set up what appears to be a group-
buying organization to bypass the normal
channels of distribution and sell direct to
selected builders.”

Such attacks prompted National Gypsum
to offer explanations to quiet critics.

“National Gypsum is in no way competing
with home builders.” says Chairman Baker.
: Likewise, the bureau is not competing
with our dealers. . . . All building materials
will be purchased by the builder locally froin
retail lumber and building supply dealers at
prevailing prices.” Adds Vice President Wade
Hildinger: “Our understanding is that distribu-
tion channels will get their normal markup.”
Moreover, the cut-price package does not in-
clude such structural items as lumber, brick,
and cement.
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STRIP OF BLIGHT in foreground helped slow
rentals in rectangular Il-story apartment (lar
left among the six high-rises). Slums will fall
this autumn for a Hilton Hotel.

Apartment surplus, blight
pinch Kansas City Sec 220

The pioneering high-rise which Realtor-
Developer Lewis Kitchen added to his suc-
cessful Quality Hill section in 1960 has, like
many trailblazers, encountered bumpy going.

Kitchen opened the [1-story, 128-unit build-
ing, called 910 Pennsylvania, in January 1960
as a luxury dwelling (central air conditioning,
24-hour doormen service, $45 a room) a few
minutes walk from downtown. lts pastel-blue
curtain wall was one of the first curtain wall
apartments in the city. Kitchen refused to sell
the $2,239.000 mortgage to FNMA and was
the nation’s second Sec 220 sponsor to get
financing from a private lender, Dollar Sav-
ings Bank of New York City. Kitchen was
optimistic because five other Kitchen apart-
ments nearby with 600 units had filled within
six months of opening ten years ago at 535/
room for smaller rooms. Those buildings have
stayed at 97% occupancy. Kitchen says they
prove marketability of walk-to-work units.

But, unlike the earlier buildings (see photo)
910 Pennsylvania fronted on a block of run-
down dwellings which Kitchen will clear this
fall for a new $20 million Hilton Hotel. He
couldn’t clear it sooner because he ram into
delays setting up a private redevelopment cor-
poration with powers of eminent domain un-
der Missouri law.

Then midway during renting, Kansas City
developed a glut of rental housing. It would
take Kansas City ten years, at prevailing
growth rates, to fill all apartments built or
started, estimated Dr. Frances Gaw of the
City Plan Commission about a year ago. To-
day, some apartments in top locations are less
than 35% filled. Says one developer: “Urani-
um stock would be only slightly less risky
than building an apartment here right now.”

With 910 Pennsylvania just now coming
over 55% occupancy, Kitchen next tried to

JULY 1962

refinance the apartment under a new clause
in Sec 220 which lets losses from the first two
years in a renewal area (where slow renting is
only to be expected) be capitalized and added
to the original mortgage. But Dollar Savings
and Kitchen could not agree on details of this
switch. As a result the mortgage was assigned
to FHA last Oct 2. It was the first Sec 220
mortgage to undergo such troubles (although
Sec 220s in Cleveland, St Louis, and other
cities have been granted forebearances by
FHA and FNMA. which holds the loans).
FHA paid off Dollar Savings in debentures.

Are S&Ls building a

By John Senning

Will overcapacity plus ecasy-to-get mortgage
money and new federal aids for special pur-
pose programs like housing the aged and nurs-
ing homes lead to a glut of housing even on
the fast-growing West Coast?

Two speakers at last month's Pacific Coast
Builders’ Conference in San Francisco dropped
sharp warnings of potential trouble ahead.

1, State Rep Richard Hanna—generally re-
garded as an industry friend—Iiterally shook
his finger at builders as he warned that money
is so easy, vet the market so uncertain, build-
ers may overbuild themselves into a monu-
mental industry recession.

“The road is rocky ahead,” he cautioned.
“The airplane industry has reached a plateau.
Its newest cousin, missiles, is going to flatten
off. Electronics will even drop ofl because of
foreign competition. I sincerely hope that in
this situation availability of funds will not be

ASSEMBLYMAN HANNA
“The road is rocky ahead”

the determining factor of who builds what,
where and when.

“You must build on the basis of need. not
on the basis of how much mortgage money
vou can get. And remember that if the man
next to vou overbuilds it will hurt you almost
as much as it does him, I hope that we do not
need new laws to forestall this kind of trouble.”

2. Robert F. Filley, head of James Downs’
Real Estate Research Corp on the West Coast,
warned that the rash of senior citizen projects
in California may contain the seeds of a scan-
dal “worse than 608"

Reasons for the powderkeg: “Failure to
build suitably to the market. failure to provide
a proper living environment. failure to assure
a continuing stream of replacement tenants
together with reliance on cheap acreage and
on public assistance.”

Filley painted a word picture of potential
project defaults, hundreds of empty unsaleable
homes scattered in the desert sand. He agreed
some projects are excellent, while others (un-
named) “show evidence of sponsorship by
promoters with open pockets or amateurs with
hearts of gold but heads of lead.”

Kitchen and his associates, City Bond &
Mortgage Co, still own the building, and are
negotiating with a life insurance company to
refinance it under the new Sec 220 terms.

Kitchen remains optimistic about in-town
apartments overcoming an apartment surplus,
But he says this bumpy detour has shown
that surroundings and amenities are more im-
portant in renewal than even he had ever
suspected before, “T will never put good next
to bad again.” he vows. “When that block of
blight is leveled, you'll see a change. We're
on the right track.”

bust in California?

Builders, too, had a few complaints—
mostly against their primary mortgage
money benefactors, the S&Ls.

Chief indictment: state-chartered S&Ls are
more and more active in land buying and
development and in actual construction of
houses through participation deals with build-
ers. State S&Ls can put up to 2V2% of their
assets into raw land: federals can put none.

Sitting around a breakfast roundtable, one
San Fernando Valley bulder complained:
“We were negotiating to buy 3,000 acres. But
then we found we were competing with Home
Savings & Loan. We had to bow out.” Cried
another builder: “The S&Ls are making cha-
otic conditions in the market by loaning on
anything, They're breaking down the market.
They finance anything just to get their money
out, They build anywhere on the cheapest land
they can find.”

Chimed in another builder: “When S&Ls
build houses they don't watch their subs. They
let them raise their prices sky high, even if
it means the houses might be unsaleable. But
if the subs can get that kind of work they
won't work for us at a fair price. They want
the S&I. price.”

Even the objectors admitted that, for the
first time in 15 years. they can get all the
mortgage money they want when they want it
and usually at an excellent price.

What talk there was of money involved
stories of builders who played one investor
against another, succeeded in getting conven-
tional loans for no points vs the average of 3
they normally pay in fees alone. S&L. men
roamed corridors assuring builders they had
plenty of money and “why not come by and
see me.”

One reason. as noted hy Waldo Watson of

RESEARCHER FILLEY
“Hearts of gold but heads of lead”

San Francisco Federal: S&Ls are selling 75%
participation in loans to S&Ls elsewhere in
the US. Because yields are highest in the
West, agreed other S&L men, this trend is

sure to grow substantiallv—and soon.
Most of the 1,200 conference registrants
seemed happily content with their business.
continued on p 46
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A six weeks building trades strike has closed
down most house production in Northern Cal-
ifornia (and seems likely soen to interrupt the
flow of delivered mortgage loans to East
Coast investors). But it is slicing unsold in-
ventories in soft markets.

So the market for homes seemed good to
excellent (except in Phoenix. considered hor-
rible). Builders raised the expectable outcry
about upgraded zoning and codes but mostly
they relaxed, spoke optimistically of newer,
bigger markets—opportunitics in condomin-
iums and housing for the elderly.

Other convention high points:

® Condominiums, still so new only 200
units have been authorized in the state, pro-
duced by far the most significant display of
builder interest.

Two hundred spectators packed a meeting
room to hear about this infant program. They
learned that a bill to clarify procedure will
be offered in the legislature next year. No-
tably it is aimed at reassuring lenders on tech-
nical points and putting condominiums under
one, instead of two, state officials as it is
now. *

They were reassured about assessments by
Attorney Howard Ellman who called the
problem “highly overrated.” His prediction:
there will be no problem anywhere in Califor-
nia in getting individual assessment of condo-
minium units.

Only 21 condominium projects have been
approved in California—all in the north. But
builders and mortgage men are predicting a
vast boom. Said one builder: “We've sold the
public on home ownership. Condominium
gives us a way to sell him a home to which
he has a deed with the economies of apart-
ment planning and construction.”

* Builders must now apply to both the real estate
commissioner and corporation commissioner.
Their regulations are sometimes contrasting, occa-
sionally conflicting. The bill would put condo-
miniums entirely under the realty commissioner.
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® The new state residential building code
threatened to produce the controversy of the
conference—but it fizzled. Builders came to
a legislative session prepared to charge that a
code—authorized by the legislature last year
—was being put into effect without their con-
sultation. Under California law the state code
is a minimum code.

Director Lowell Nelson of the Department
of Housing assured builders before they could
attack that he has issued only a first draft.
They will have a chance to suggest changes
and many are sure to be made, he said.

One point builders especially protested: a
requirement for a 5 sideyard setback. Los
Angeles now requires only 3. (Neither makes
good sense.—Ed.)

® Siringent building and zoning regulations
took their licks from start to finish of the
three day conference. Outgoing HBC Presi-
dent John Kuhl keynoted that the industry
has reached a point of crisis. “We have to
change directions . . . or all too soon suffer the
consequences,” which he identified as home
prices too high for most families.

On closing day NAHB's President Frank
called tougher building and zoning rules
“stinking.” He argued: “The concepts of land
use still held by too many of our code and
municipal officials and our tax accessors be-
long with the high button shoes.”

As they decried tougher standards, build-
ers from Los Angeles revealed details of a plan
to build low cost housing ($10,000 or less) by
using less land.

A low cost project, modeled after San An-
tonio's Project Sarah, calls for lots averaging
3.000 to 4,000 sq ft vs the 6.500 average in
the LA area. Builders hore to build 30 to 40
homes to show that low priced housing can
be attractive and still profitable.

But Frank, President Merrill Butler of the
Los Angeles HBA and other builders con-
ceded that the “very bad housing” their indus-
try built in the early post war vears is their
biggest handicap in seeking a chance to try
this new experiment in low-priced housing.
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How home ownership has gained in the US since 1950

Home owners now outnumber renters in all but
three states—New York, where New York City
is 80% rental units, and the new states of Alaska
and Hawaii, where mortgage money is still scarce.
In 1950, eight of 48 states were below 50% in
home ownership.

For the nation, 61.9% of all occupied units
are owned by their dwellers, just-tabulated 1960
Census figures show. One in 10 units was vacant

in the Census and so is not included.

Michigan has the highest home-ownership
ratio: 74.4%. Other leaders: Minnesota (72.1%),
Utah (71.7%), and Indiana (71.19 ). California
has the most owner-occupied units: 2,910,093,

Biggest gains in home ownership in the decade
came in South Carolina, from 45.1% to 57.3%,
Connecticut, from 51.1% to 61.9%, and Ala-
bama, from 49.4% to 59.7%.
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Builders can now build
over interstate freeways

Commerce Secy Luther Hodges and his Bu-
reau of Public Roads have just sent state
highway departments new rules telling them
how they can lease air rights over freeways
to private builders for apartments and other
structures.

Gov Edmund Brown of California and
other officials are saying the historic change
of policy by BPR *“could have a very impor-
tant effect on the growth and development of
our metropolitan areas”, Here's why:

The interstate highways, designed to link
nearly cvery city over 50,000 population,
have cut swathes 200 to 300" wide through
the heart of almost every metropolitan area
since construction started in 1956. Sprawling
interchanges take many acres more. Cities
complain this has removed valuable property
from tax rolls and forced families to move
to the suburbs.

Using air rights over transportation is not
new; Park Ave in New York City is built
over the New York Central tracks. The
shortage of good apartment sites in recent
years has forced many builders in New York
City, Chicago, and other cities to renew their
interest in air rights over railroads.

Says Sec Hodges: “Highways could be rib-
bons of road interspersed with modern build-
ings which would improve the appearance of
our urban areas.” Highlights of the new
rules:

1. States would lease air rights and control
resulting income. California, which already
has a program of using air space heneath
elevated expressways, says it intends to lease
rights after competitive bids.

2. Buildings must have a vertical clearance
of 16" 4 over roadways,

3. Buildings cannot have direct access to
the freeway. Exira construction costs (like
lights, signs, supporting columns) would not
be borne by the federal government.

4. No definite rules cover spacing buildings
over depressed freeways, but adequate open
space must be maintained.

Four sluggish years
face Midwest builders

So predicts President Irving Rose of Advance
Mortgage Corp in Detroit (NEws, Apr) after
a look at the housing markets in 10 Midwest-
ern citics,

“After 1965, an increase in marriage rates
should produce a strong upturn,” Rose adds.
“In four metropolitan areas—Chicago, Colum-
bus, Indianapolis, and Cincinnati—starts in
the second half of the decade should surpass
the average of the 1950s. No other metro-
politan areca is likely to enjoy again the hous-
ing boom of the early 1950s . . . but nearly
all should surpass their average of the past
four years before this decade ends.”

In-migration was the No. 1 reason for the
housing surge of the 1950s in nine of the ten
cities (Chicago, Detroit, Columbus, Dayton,
Cincinnati, Cleveland, Grand Rapids, India-
napolis, and Milwaukee). says Rose. Pitts-
burgh’s growth came from undoubling of
doubled-up households.

Now, only Indianapolis and Columbus are
growing at the old rate. “The tides of in-
migration have not been reversed,” says the
report. “Detroit, Grand Rapids, Cleveland,
Milwaukee, and Cincinnati all appear to be
areas of net out-migration. In Chicago and
Dayton the trends in migration appear to be
balancing out.”

As a result, Rose says, rental vacancies may
increase for some years and 8% may become
accepted as the normal vacancy rate.
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NAHB DIRECTORS:

Can homebuilders serve public housing
market? New subsidy plan gets trial

Organized builders, whose membership was initially built on the threat of public
housing, are now setting out to show that private builders can house low-income
families just as well—and perhaps a lot cheaper—than public housing.

There will still be subsidies. But apparently they will average only about $60 per
unit per year instead of $300 per unit in a typical public housing project. And no
burcaucracy will rise to do the realty management. Homebuilders will do it.

If all this sounds a bit revolutionary, it is. Experimental, too.

Plans call for 100 individual three-bedroom
brick homes priced at $9,000, but available on
a rent-purchase scheme to families earning
from $2,100 to $3.600 a year—deep in the
lowest third of income distribution. The
homes will go up on scattered lots in a 45-
acre renewal project in Tulsa, Okla. Displac-
ces, of course, will get first crack at them.

The plan leans on two new federal sub-
sidies created by Housing Act of 1961.

But—significantly—it also seeks to turn
low-income renters into homeowners in two
ways. Details:

1. Tulsa homebuilders are forming a non-
profit corporation, Home Builders Demonstra-
tion Inc, to build houses with 3% % loans
under FHA Sec 221d3, the controversial rent-
al program which lets FNMA buy subsidized-
rate mortgages at par with Treasury cash.
FHA also waives its %2 % mortgage insurance
fee (thus charging its lowest rate on its risk-
iest loans).

The $9.000 houses would rent for $49.87/
month under this plan. including full prop-
erty taxes and maintenance charges. The
Tulsa builders will ask tenants to pay 20%
of gross income for rent, so a $250/month
income would normally be required. How will
families earning as little as $175/month and
able to pay only $35/month rent get in?

2, The difference will be made up for five
years by an advance from HHFA out of the
$5 million Congress voted last year for ex-
periments in new ways to house low-income
families. The NAHB committee led by Past
President Richard G. Hughes which devised
the Tulsa plan, estimates this will amount to
$29,571 over five years, Official approval is
expected soon.

Even this money will not be an outright
dole. Says Dick Hughes: “We hope that
through this experiment we can help these
people to improve their income, and to im-
prove their attitudes toward homeownership,
so that within five years they all will become
homeowners.”

Families moving into the Tulsa homes
will pay 209%, of their income until a 39,
down payment ($250) is built up.

At that time the house will be switched
from a subsidized-interest mortgage to a Sec
221d2 mortgage carrying a 54 % interest and
requiring monthly payments of $57.65.

If the buyer has benefited from an HHFA
demonstration loan (because he carned less
than $250 monthly when he moved in). he
must repay the amount of his subsidy before
getting his deed. At the end of the five-year
experiment buyers who have not built up
their down payment will be charged the full
rent ($49.87) under Sec 221d3.

To help tenants upgrade their income to-
ward the goal of homeownership. the city of
Tulsa will retain a welfare worker to counsel
with families about budgeting and other fi-
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NAHB'S HUGHES
Improving attitudes rtoward homes

nancial matters. Tulsa University will study
how the low-income families react to the plan,
HHFA will give $56.000 for these two activi-
ties, plus incidental expenses.

NAHB directors accepted this builder par-
licipation in a quasi-public housing program

‘Non-profit’ groups

Members of NAHB's elderly housing com-
mittee started pressuring FHA brass with this
complaint almost from the moment they hit
W;nshingmn.

First they huddled with FHA Commissioner
Neal Hardy and told him bluntly: “Virtually
no consideration is being given to profit-
motivated corporations™ in FHA's Sec 231 in-
surance program for units for senior citizens.
At first he couldn’t believe it, but “"when we
showed him the figures from the FHA re-
ports, he was amazed.” reported Chairman
Clement Hausman of Pueblo, Colo, The
figures:

Only 289, of the 24,320 units insured or
in process under Sec 231 involve profit
making corporations.

Worse, 20 of the 37 profit-making projects
are confined to two states, Arizona and
California.

Argued Hausman's committee: the market
for aged housing is not confined to these two
states. because the large majority of older
persons would rather stay close to home than
move to far-away warm states.

Builder William James of Myrtle Beach.
S. C. reported his Senior Citizens Housing
Associates had bumped into footdragging and
outright opposition in FHA's offices in several
southeastern states.

“I tried for a year to get FHA to look at
a lot in Atlanta,” said James. “Finally one
of the staff told me they were encouraging
non-profit groups because they made a better
mortgage risk.” He also told of working three
months to get a site inspected in North Palm
Beach, Fla,

Incidents like this meant that non-profit
groups, notably churches and labor unions,

without comment at NAHB’s spring directors’
meeting in Washington.

In such calm acceptance of some form. of
subsidy to house the poor (but not of a
bureaucrat-operated public housing empire)
lies a milestone in the changing climate of
housing industry opinion. When Joseph P.
McMurray, now chairman of the Home Loan
Bank Board, made his $10,000 study of low-
income housing for NAHB in 1960, McMur-
ray’s suggestions for similar experiments were
coolly received by many NAHB leaders, A
year ago, bitter wrangling by NAHB directots
preceded the original go-ahead signal for the
Hughes committee (News, July '61).

Last year, NAHB made its first try at tap-
ping the public-housing market by showing
how the technological cost-cutting resulting
from relaxed building and zoning codes could
shave the price of a three-bedroom house to
$7.000 in San Antonio (News, Nov). City
officials helped that experiment by selling co-
operating builders improved lots for $750, less
than they cost the city.

The Tulsa experiment swings full circle
away from the cost-cutting approach to in-
novating with financing. Although the Hughes
committee had first talked about using three
federal and local aids (News, Oct), it
dropped hope of a local realty property tax
abatement and settled for federal aids.

Home Builders Demonstration Inc is headed
by W. L. (Buddy) McCune. president of the
Tulsa Home Builders Association. Demonstra-
tion will contract with Builders L. R, (Andy)
Latch. Louis Russell. and Ramon L. King to
build the first homes.

The 45-acre Seminole Hills renewal project
liecs 2 mi northeast of downtown Tulsa (pop

continued on p 49

steal markets

could carry off the aged housing market with
the 100% mortgages open to them, pressed
members. “They have a lot more public
sympathy than a profit-making builder,” said
one. “In some places ‘profit’ is a dirty word
now.”

Hardy replied to the builder gripes by send-
ing his deputy, Paul Ferrero, and Zone 2
Commissioner James Neville (a former
NAHB staffer) to learn more details from
the committee. They listened and were im-
pressed.

The builder pressure will bring an FHA
order to end any favoritism.

Most likely course is a directive from
Hardy to all field offices telling them to treat
all Sec 231 applicants alike.

Hausman contends such an order will mean
nothing unless local builders are ready to
take advantage of it. He suggested that all
local home builder groups devote one meet-
ing to telling members the big advantage of
Sec 231

Profit-making corporations can get insured
mortgages for 90% of estimated replacement
cost of units rather than the uvsually lower
estimated value used under Sec 207 multi-
family units. Note 90% of replacement cost
was the Sec 608 formula that produced mort-
gaging out. It still should. But cost certifica-
tion now bars windfall profits. A minimum of
cight units is required for a 231 project, but
loans may cover construction or rehabilitation
of detached, semi-detached, row, or multi-
family units,

NAHB is preparing an illustrative case
historv to show builders details of how a
profit-making corporation can build units
under Sec 231.
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L. Laurence Liss and a model home in Enchanted Hills, Tucson, Arizona
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“Owner’s titl insurance

sold this model”’

Mr. Liss says: “We have people coming to Arizona
from all over the United States to settle and buy homes.
These people are sophisticated buyers; they know
quality and won't settle for less. One of the quality
features that consistently sells my homes is a Lawyers
Title owner’s policy.

“Prospective buyers become eager buyers when told
that an owner’s title insurance policy is furnished with
every Enchanted Hills home.

“Today’s knowledgeable buyers look at my homes from
the quality roof down to the title of the land. Buyer
resistance turns to acceptance when I tell them we
furnish an owner’s title insurance policy to insure their
carefree homeownership.”

Enchanted Hills wutles are insured by Lawyers Title
through our Agent—Arizona Land Title and Trust
Company.

lawyers Title [nsurance (orporation

Home Office ~ Richmond .Virginia

CAPITAL, SURPLUS AND RESERVES OVER $23,000,000

LAWYERS TITLE SERVICE AVAILABLE IN 44 STATES, INCLUDING HAWAII; AND IN THE DISTRICT OF COLUMBIA, PUERTO RICO AND CANADA,
NATIONAL TITLE DIVISION OFFICES: CHICAGO e DALLAS « DETROIT « NEW YORK
REPRESENTED BY LOCAL TITLE COMPANIES IN MORE THAN 275 OTHER CITIES. THOUSANDS OF APPROVED ATTORNEYS LOCATED THROUGHOUT THE OPERATING TERRITORY.

HERE'S HOW LAWYERS TITLE HELPS BUILDERS
SPEED UP SALES OF QUALITY-BUILT HOMES!

Lawyers Title service to builders starts long before the
actual sale of @ home. For example, Lawyers Title con-
sumer promotion in home planning magazines, plus
informative booklets, pamphlets; builders display cards;
Merchandising Aids for Model Homes, and our highly
successful “Secure Homes Program’ pre-conditions home
buyers on the importance of title insurance protection—
and spotlights the fact that one of the outstanding fea-
tures of Quality-Built homes is safe, sound, reliable Law-
yers Title insurance protection. For information about
Lawyers Title “Secure Homes Program” for builders, mail
the coupon today.

Lawyers Title Insurance Corporation
3800 Cutshaw Avenue
Richmond, Virginia

Please send us information about Merchandising Aids for Model Homes,

ADDRESS .........cornevarares

L ¢ T peepp e p———— |
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261,685). The Tulsa Urban Renewal Author-
ity expects to begin buying rundown homes
in the all-Negro [20-home neighborhood
within 30 days. Builders are not counting on
buying all their lots at a federally subsidized
write-down price. Latch has already bought
four of the 56 vacant 50’ x 100’ lots in Semi-
nole Hills for $1.000 to $1,100 each without
using eminent domain.

The plan has already overcome one
strong local criticism and is generating in-
terest in the renewal land.

Local newspapers first misinterpreted the
homebuilders” plan as public housing—and
denounced it editorially.

Feeling against public housing is strong in
Oklahoma—the state is one of three* which
has no law letting public housing authorities

operate,

Builders straightened out the misunder-
standing.

And Builder Latch plans to build one-

family homes under Sec 221d2 (3% down
payment) on scattered sites near the renewal
project. Prices: $8.250 to $9,600.
NAHB directors also:

® Supported the “broad objectives” of Presi-
dent Kennedv's trade expansion bill (NEws,
May). NAHB support was openly courted:
The entire executive committee was guest at
President Kennedy's major trade speech to
the committee for a Natl Trade Policy the
first meeting day. Next day Commerce Secy
Luther Hodges treated directors to an off-the-
cuff stump speech for the trade bill, ending:
“I know you'll help us out.” NAHB staffers
told directors that the health of homebuilding
was tied to the nation’s general economic well-
being, which in turn may hinge more and
more on US ability to compete in European
and other foreign markets.

® Voted to charge non-NAHB members an
extra $25 to attend the annual convention
in Chicago. Over 2,100 non-members paid
$15 to attend the exhibition and panel ses-
sions last year. This vear they will pay $40;
members will still pay $15.

® Won an extra 30 days to review a re-
write of FHA's minimum propertv standards
for multi-family buildings. FHA-VA commit-
tee members are worried about an entirely
new section on land-use planning. The section
lets FHA classify or zone multi-family sites
and apply floor-area ratios for each zone.
The floor-area ratio (commonly called FAR)
is a new and sophisticated tool to control
land use which relates total floor area built
on a site to the size of the site. In an FAR
zone of 2, for example, a building with
20,000 sq ft could be built on a 10,000 sq
ft site. The FHA proposal also sets new stand-
ards for land coverage and open space.

® Voted to look into the events leading up
to adoption of the 235-1b shingle by Under-
writers Laboratory (NEws, Mar et seq).
“This thing has brought more resentment than
anything they [independent standard groups|
have ever donme,” raged President Frank, Ex-
ecutive Vice President John Dickerman said
almost 250 separatc independent organiza-
tions set standards for materials which build-
ers must follow. “The shingles are perfect
example of how other people control our
industry,” said Dickerman. “The time has
arrived for our people to set some of the
standards for this industry.”

® Decided to go ahead with an advertising-
editoral insert in American Home Magazine
this fall as part of the HIPO program to
stimulate consumer desire for new houses.
The estimated $120,000 cost would be met

*The others: Utah and Wyoming.
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through sale of the inserts. Chairman Edward
(Ted) Pratt of Natl Housing Center trustees
made clear the insert was a last-ditch effort
o pump new life into the lagging HIPO
campaign. “Unless we get a permanent or-
ganization to support this program, 1 think
we should go in another direction.” he advised.

® Asked FHA to let carpeting be included
as part of the mortgage in one-family homes.
Last year FHA let apartment builders include
carpeting in their mortgages (News, Nov),

SEGREGATION:

but resisted the idea for individual homes
even when they were rented. NAHB directors
said demand for the carpet-included plan by
buyers is “increasingly apparent,” that many
conventional lenders already permit its in-
clusion, and that carpet makers can supply
the type and quality demanded.

® Voted, on second thought, to allocate
$5,000 seed money for a study of new ways
to use land. Zoning and land use, builders
agreed, is their No. 1 problem.

Three states uphold anti-bias laws

Decisions by the supreme courts of both
California and New Jersey are unanimous that
laws banning race bias in publicly-aided hous-
ing (by FHA or VA mortgages) are legal.
Massachusetts jurists are split.

The states thus disagree flatly with the

Washington Supreme Court (NEws, Jan)
that such laws breach both US and state
constitutional provisions guaranteeing equal

rights under the law. The US Supreme Court
has let the Washington decision stand (NEws,
May) on procedural grounds,

The New Jersey court rejected a plea
that anti-bias laws violate an owners’ right
to free use of private property.

Defendants Harold and Isidor Strauss of
the Harridor Realty Corp of New York City
argued that the 14th amendment to the US
Constitution gives them a right “to dispose
of property as they see fit.”

Harridor in 1959 refused to sell an FHA-
insured home for $19,990 to Negro Engineer
Ermon K. Jones in its Asbury Gables sub-
division in Monmouth County. Harold Strauss
told a state discrimination commission worker:
“Now, let's be frank, If I sell a house to
a Negro in this development, 1 would go
out of business.”

The Supreme Court held that Harridor's
right to free use of private property is “not
absolute,” and said the application of the state
anti-bias law did not constitute an unreason-
able taking of property. The court noted that
in a previous case involving Builder William
J. Levitt it had ruled the publicly-aided-only
feature of the law did not violate the guar-
antee of equal rights.

The Caiifornia court upheld an anti-bias
law applying to publicly-aided houses and
put realtors under a second anti-bias law.

In three decisions, it ruled unanimously:

® The state Unruh Act banning bias in all
“business establishments™ applies to realtors
and apartment owners. Negro Airman Charles
Hudson can collect $1,000 damage from
Apartment Owner Murray Nixon of Merced
for not renting him an apartment, even though
Hudson was transferred from Merced long
before the suit was settled.

® The state Hawkins Act banning bias in
publicly-aided housing involves a fair classi-
fication because “the legisluture could reason-
ably conclude that the problem of discrim-
ination is more important in publicly assisted
housing than in private housing.”

The court said Negro Seaborn Burks Jr
was entitled to $30,000 damages from Poppy
Construction Co and its President Sherman
Cornblum of Palo Alto, and Saxe Realty Co
of San Francisco for refusing to sell him
a $28.,000 home. But Poppy has gone bank-
rupt and the home has been resold.

The next fight in California will be over

procedure. Negroes in each case had to appeal
to courts, and integration backers are press-
ing for a state commission to enforce laws
instead. Builders fear liberal commissioners
would fine defendants quickly. They want
court enforcement only.

The Massachusetts Supreme Court upheld
that state’s anti-bias law and ordered a
Waltham apartment owner to rent to a Negro.
The owner had denied the applicant because
he was a bachelor.

FHA-VA open-door policy
on resales riles builders

For years VA has had a policy of giving
lists of foreclosed homes ready for resale to
brokers regardless of race. Ditto for FHA
since before the Kennedy Administration.

But no matter how much Washington offi-
cials publicize the fact, some local offices have
dragged their feet over giving the lists to
Negro brokers. But more and more Negro
really men are insisting on getting the lists,
and the Natl Association of Real Estate Brok-
ers, a Negro trade group. has told its 1,000
members to complain if rebuffed.

In Baltimore, reports a nationally known
builder, this new insistence on rights has
moved two Negro families into all-white
neighborhoods, including one where the build-
er was still selling new houses.

“This is concealed blackmail to get us to
buy back foreclosed homes in our own sub-
divisions,” he cries. To protect himself he is
checking foreclosure lists to see if houses in
any of his subdivisions are involved.

COMMUNITY FACILITIES:

Vague water line rules
voided in Massachusetts

The State’s Supreme Judicial Court has struck
down the all-too-common practice by plan-
ning boards of holding up approval of subdi-
visions unless developers do more than the
written subdivision rules require.

The unwritten rules snarled Developer
Leonard Jackson when he tried to get final
approval for lots in the second section of
his Castle Estates in Medfield. The planning
board (which had approved earlier lots served
by well-water systems) insisted this time that
Jackson connect the lots to the town water
line a mile away. Jackson protested the writ-
ten rules did not call for connecting lots to
the town system.

Said the high court in siding with Jackson:
towns must adopt ‘“comprehensive, reason-
ably definite, and carefully drafted regula-
tions” to tell developers what is required.

NEWS continued on p 51
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BUILT-IN

+

STEREO

ADDS A NEW NOTE OF ELEGANCE IN TODAY’S HOMES AND
APARTMENTS...LUXURIOUS SOUND AND CONVENIENCE USUALLY

FOUND IN ONLY THE MOST

PALATIAL SURROUNDINGS ...

NOTHING ADDS SO MUCH FOR SO LITTLE COST!

Tremendous! that's what builders all over
the country are saying about Rangaire
Stereo. It turns the “lookers” into buyers
more quickly than any single feature in
todays homes and apartments. Rangaire's
majestic stereo, plus the practical conven-
ience of room-to-room intercom, adds value
to the home that far outweighs the cost.

The Rangaire gives you stereo, FM-AM
radio and intercom in up to nine rooms . . .
and there’s the added feature of door an-

Roberts Manufacturing Company e

swering from the privacy of inside the home.

All components are tastefully styled in
Early American or Contemporary to match
interior decor. Fold-out record player has
stereo cartridge and diamond stylus. Master
station and speaker cabinets are beautifully
finished Walnut or Maple hardwood.

Why not make your next home a fast
selling stereo home? See your Rangaire
dealer today.

Cleburne, Texas

HOUSE & HOME
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MORTGAGE MONEY:

Discount shrinkage slows:; uneasy
lenders put stress on loan quality

After four consecutive months of smaller discounts the slide is finally running its
course—just as some mortgage men predicted a month ago.

In House & HoME’s monthly survey of mortgage deals in 17 cities, only Detroit
and Philadelphia report discounts shrinking by a full 2 point,
the common monthly decline since early this year.

This bottoming out of yields extends to conventional loans,
The Home Loan Bank Board says typical loans from 189
S&Ls with over $50 million assets were at 6.03% in May, a
miniscule 0.02% below the April level. Mortgage bankers note
three subtle pressures in the market: 1) discounts for loans for
future delivery are shrinking in some cities while immediate-
delivery loans hold firm, 2) the price range for immediates is expanding in some
cities, and 3) discounts are getting smaller for some rental housing. Examples:

ouse
ome

exclusive

The Los Angeles range for FHA minimum- 9712 to 98, level with immediate delivery loans.
down, 30 year immediates expands from 97 to 97- Sec 207 mult-family loans go up | point to
9714 in San Francisco a straight 97 price gives 98'2 in Detroit, and both Sec 207s and 220s
way to a 97-98 range. Miami FHA and VA advance 2 to 1 point, from 97%2-98 1o 984
futures go from 95'%4-96'2 to 96-96'2; Newark in New York City. Cleveland 207s are up
futures for FHA and VA loans increase from from 97-98 to 98-98\2.

Investors are putting new stress on loan quality, apparently because they
worry over prospects for the economy.

Business indicators look uneven: May non-farm cmplovmcnt is at a record high
but retail sales fell 1% on a seasonal basis. The May increase in personal incomes
is the smallest monthly rise since the recession touched bottom a year ago. Corpo-
rate earnings for 1962’s first quarter slipped 2% from the record of the previous
quarter. Overshadowing all is the stock market.

“The uncertainty of the stock market has shaken the picture and tended to
stabilize [mortgage] conditions,” says President Robert M. Morgan of Boston 5¢
Savings Bank. “There is a disposition on the part of the mortgage banker to move
the paper he has but not go out on a limb on any new deals. And there isn’t a
fellow among investors who isn’t asking what’s ahead—what is the market signal-
ing? The mortgage investing side of lenders is being asked by the financial side,
‘Are you covered?” The net cffect is that the market has flattened.”

The result? “A little bit more sclective pricing,” says Morgan. “We see an
easing of yields on the prime loans and a stiffening of yield requircments on non-
prime loans,” adds Vice President Robert S. Irving of the First Pennsylvania
Banking & Trust Co in Philadelphia. “The investor will play it safe.”

Examples: onc mortgage banker was asked to broker a $10 million conven-
tional loan for an apartment development but says he can’t find a market because
the loan doesn’t have the safety of FHA insurance. Some lenders are more in-
terested in Sec 220 loans because the debenture payoff on default is better.

Lenders aren’t cutting their yield to make marginal loans. “If you can work
out the yield, you can sell the loan,” says First Vice President Robert E. Morgan
of Colwell Co in Los Angeles. Even the hungriest lenders balk at a 5% yield,
adds another. “Builders are demanding 97-98 and investors are not paying these
prices vet, with full servicing,” reports a third.

In New York, savings banks are reconsidering further boosts in interest rates
(News, June). “The stock market decline has injected a new eclement of un-
certainty,” says one banker.

Some analysts say demand for mortgages may not be as huge as it appears.

It may be like the demand for autos after World War 2, suggests mortgage
banker Lon Worth Crow Jr in Miami: “The demand wasn't there once they
started delivering cars.” “Some investors are even acting as if they are getting all
they want now,” adds Executive Vice President Donald McGregor of T. J. Bettes
in Houston.

Why? For one thing, the inflow of savings is tapering off. April, traditionally
poor because of withdrawals to pay income taxes, was slow. Savings banks actually
fell behind by $51 million, and S&Ls are 3% behind last year through April.

Another reason: average mortgages are higher. In the first quarter the number
of under-$20,000 mortgages increased 4.8% but dollar volume jumped 12.4%

Prudential Life Insurance Co put 25% more into |- to 4-family mortgages
through April than in the first four months of last year. Apartment loans are
running at a $10-million a month clip, 60% over last year. The showing reflects
a vigorous push for mortgages in the early months of the year.
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The Scuthwest's Fastest-Growing
Mortgage Institution

U

...meeting your

*INVESTMENT
NEEDS!

NEED LOANS?

Lumbermen's Investment Corporation has
them. This year alone, LIC will originate
over $30 million FHA, VA loans and in

excess of $25 million commercial and

industrial loans

NEED EFFECTIVE SERVICING?

Of course you do . . . particularly with

the rising foreclosure rate. LIC is a
relatively young company—organized in
1994, Perhaps there was a fime when
mortgage loans ook care of themselves—
but not in our experience. With us, an
investor pays for servicing and is entitled
to jus! that! LIC is complefely IBM equipped,
its own servicing employees cover the
entire states of Texas and Oklahoma: its
delinquency rate on 362 million servicing has
been consistently lower than either

the national or regional averages

NEED DIVERSIFICATION?

Most investors like to avoid an overly
heavy concentration of their mortgage loan
portfolio in any given area LIC originales

FHA and YA loans in all towns and

cities of Texas and Oklahoma. We have six

offices, 73 employees, and 661 dealer

stockholders and real estate agents. All

! " originate qualily mortgage loans for LIC. LIC

I can mee! your diversification requirements,

NEED A CORRESPONDENT?

- i All investors wan! financial strength in a

correspandent. LIC's capital and surplus

s §2.5 million. |t numbers. among its
slockholders and directors many of the
mos! experienced, successful businessmen

in the Southwest,

P. S. Please write me of your interest. | would
appreciate an opportunity to work with you,

I.umbermen 5
7 Investment
—Corporation

2501 NORTH LAMAR

Austin, Texas
TELEPHONE GReenwood 7-9417
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Some things are too bzg-
to handle alone’ | |

When you need mortgage financing

or seek mortgage investments—
You need a Mortgage Banker

u

This advertisement is sponsored by the firms
listed below in the interest of the more than
2,000 MBA members from coast te coast.

e

. Carroll Mortgage Company
Seattle, Washington
. Pacific States Mortgage Co.
Oakland, California
. The Colwell Company
Los Angeles, California
. A. B. Robbs Trust Company
Phoenix, Arizona
Mortgage Investments Company
Denver, Colorado
. City Bond & Mortgage Company
Kansas City, Missouri
. Southern Trust & Mortgage Co
Dallas, Texas
. T. J. Bettes Company
Houston, Texas
. First National Mortgage Corp.
New Orleans, Louisiano
Reid-McGee & Company
Jackson, Mississippi

1.

12

14.

15.

16.

19.

20.

Dovenmuehle, Inc.

Chicago, Illinois

H. Duff Vilm Mortgage Co., Inc.
Indianapolis, Indiana

. Cobbs, Allen & Holl Mtg. Co., Inc.

Birmingham, Alobama
Guaranty Mtg. Co. of Nashville
Mashville, Tennessee

Tharpe & Brooks, Inc.

Atlanta, Georgia

Stockton, Whatley, Davin & Co.
Jacksonville, Florida

. Cameron-Brown Company

Raleigh, North Carolina

. The Carey Winston Company

Washington, D. C.
T. B. O'Toole, Inc.
Wilmington, Deloware

Jersey Mortgage Company

Elizabeth, New lJersey

A good mortgage banker is a two-way specialist.

A specialist in helping builders, realtors, architects and
attorneys in his area find the right lender to finance their
work. A specialist in helping national lenders find

the best loans.

A good mortgage banker knows far more about the
national money market than any builder or realtor can
take time to learn. He knows which of the many national
lenders he represents offers the best
market for each kind of loan.

A good mortgage banker knows far more about the local
construction market than any national lender can take time
to learn. He knows which builders and which realtors
have the best locations, the best products,
the best merchandising, the best security.

Every good mortgage banker’s services reflect his expert
specialization—the advance thought and planning that
pay off handsomely for mortgagor and investor alike.
There are many good mortgage bankers in every state
from coast to coast.




MORTGAGE BRIEFS

VA maps second loan sale

Despite limited success of its May sale, VA
will try to peddle between $200 and $220 mil-
lion of mortgages to investors this month.

VA is under pressure to raise $250 million
cash as expected under President Kennedy's
budget for the fiscal year beginning July I,
a maneuver aimed at balancing the budget on
paper. The cash will be used to increase VA's
loan guaranty revolving fund for property ac-
quisition, management and to pay off loan
guaranty claims.

The loans bear rates from 5% to 52 %.
They cover homes VA has taken over by fore-
closure and resold. VA does not guarantee the
new loans, but will repurchase any loans in
default for 90 days. thus sparing the lender
the expense of foreclosing.

In its first $100 million offering in May,
VA accepted bids averaging 100.04 for $40,-
327,000 of loans but rejected the remaining
bids because they fell below par. VA men
feel they should not sell their mortgages, part
of a $474 million portfolio, at a loss.

Fanny May sales dwindle

In April the administration raised prices on
loans sold from FNMA's secondary market
holdings by Y2-point (to 103%: for 53 %
loans) because officials feared mounting sales
of mortgages might sop up money that other-
wise would go into new housing.

The brake is working: sales volume which
had climbed to $105.7 million in April fell
to $64 million in May and was expected to
dwindle still further to $55 million in June.
Since commitments to buy FNMA mortgages
are good for six weeks, the effect of the price
increase is delayed.

Many purchase commitments were purely
defensive moves to let mortgage men get
paper to sell to lenders. Some will let com-
mitments expire.

Biggest purchasers from FNMA are insti-
tutions who want to service their loans di-
rectly. Eastern savings banks are among
FNMA's biggest customers, although a Cleve-
land trust fund has just bought $1 million
despite the stiff price.

One-stop firsts, seconds

A new twist on second-trust deeds. doubly
significant because it taps a new source of
mortgage money, has been started in Los
Angeles by Financial Federation, an S&L
holding company.

Financial Federation calls it the “twin-loan
home-financing plan.” Homebuyers, brokers

CONVENTIONAL S&L LOANS

(national average, weighted by volume)

May Apr  May 1961
New homes 6.03 6.05 6.13
Ex'sting homes 6.24 6.24 i
Conslruetion loans ........ 6.15 6.15 fi.

Source: Home Loap Bank Board. Buased on reports for the first
10 days cf the month from 189 insured S&Ls with $22 billion
savings (one-third of all FSLIC-insured S&ls).

NET SAVINGS DEPOSIT CHANGES

in millions of dollars

% change  Year to % change
Apr '62 from Mar date from 1961
Mutual savings
hanksn =il i $ 765 .25
S&Lsb 225 -75 2.205 -3
Commere banks®  900* =h3 6,000 91

*preliminary figures

aNational Association of Mutual Savings Banks
blinited States Savings & Loan League
“Ameriesn Bankers Association
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and builders can arrange two trust deeds
through one of the company's 11 S&Ls (com-
bined assets of about $500 million).

The first is an 8077 loan-to-value loan
made on the association’s prevailing terms.
The second is 107 loan-to-value four-year
amortized second at 1047 interest. This gives
the homebuyer two loans for 907 of the
appraisal.

The seconds are being made by Pacific
Finance Co, a major consumer finance com-
pany making its first foray into home financ-
ing. PF runs its own check on applicants
already approved by the S&L. But the bor-
rower makes only one application, enters
only one escrow, and pays only one origina-

tion fece, one appraisal fee. After the loan is
made the borrower makes only one com-
bined monthly payment.

Financial Federation President Ed Johnson
sees the plan as filling a major need—sub-
stantially unmet since the ten-percenter scan-
dals tarnished the entire junior financing field
in California.

The plan is most helpful, he contends, for
familiecs who want to buy new and better
housing. “This lets them get their equity out
in cash for another house. In many cases in
the past they've had to take back a second
themselves to make a sale, limiting the
amount they could put down on their new
home,” he says. NEWS continued on p 56

MORTGAGE MARKET QUOTATIONS

(Sale by originating mortgagee who retaing servicing.) As reported to HOUSE & HOME the week ending Juno 15, 1062,

|
Conventional Construction Loans™W FHA FHA FHA
Loans 207 220 203"
Comm. Interest 4 fees ’
banks, Savings Banks, Ins Firm Min. Down
Insurance banks, Cos. & Savings banks, Firm Commitment 35 year
City Cos. Is & Ls | Mtg. Cos. S & Ls Commitment 35 years futures
Atlanta | 5%—6 6 6-61-2-2% 6—6% 12214 a a O
Boston local 5% 514 5% 5% . a 2
out-of-st. = == = — __._ 95%-06 _
Chicago 1,6 5% -0 1-11% 5%—64 1% 07980 94-05 10
Cleveland 6 641-114 6+1-1% TOR-0814 i
Denver 6%  6+1%-2%  6--1%-2% =T a
Detroit 14-5% 640 640 0814 a 97
Honolulu 61 6+1-2 6-4-1-2 a Ta oo s
Houston 614k 641 61 07-08 0Gbd 969614
Los Angeles i B8--114 6-6.64-9-3%% | 071498  O8-08%%  96%-07
Miami ; = 5Y—6-4-0-1 | — & 98
Newark 5 6+ 1 I i _'-""f'_,-,—“ a
New York 5 6-f-0=1 oo 9815 28
Okla, City 53 . _h%: 1-2 I
Philadelphia 5%-h% 540 5441 i 9814 98D
San  Fran. 569 6114 i 0714 9614-97 %
St. Lovis Yy Bl =014 5% —0 Y12 a = 4
Wash. D.C. T 5% 5% -1-114 98 08 97
FHA 514s (Sec 203) (b) VA 5Ys
New Construetion
New Construction Only Existing? Only
FNMA Minimom Down* 10% or mare down Min Down FNMA No down
Sedry 30 year 30 year 25 year Sedry 30 year
Mkt=v | Immed Fut Immed Fut Immed _ City Mktzs | Immed Fut
B0% 96%-07  96%-07  OT-0T%" _a ___ 90%-07 | Atlanta 9ty 9614-07  9634-97
97% par-101 par-101 par-101  par- 101 par-101 Boston logal 971 par-101 pu;IOT_H
96%-97 a6 a g out-of=st, 061%-07 1
“06% D6%-97% 96% 97-08  06%-98 97-03 Chicago 06% 0775  96% 07
“06% 97-08 964 07  OR-9814 071 08 971%-95 | Gleveland ST —
o6 06 96-97%  06-07% 06-971% 906-97% |mnm 9607 09T
96 971408 98 o 97%-95 | Dotrolt KT Ty 1
96 961, 96 97 9614 95-06% | Honoluly 96 T 95% 08
T00%  96%-0T% U6 97 1408 i 9614-97 % Houston O6Y OBl 0
[T 07-07%  87-971  9fef a 07-07 14 Los Angeles [T a7
96  06-06%  D6-DGl  D614-07h a 96-96 Miami 0/, 06-DaYh 06-06 140
07 98 98 98 98 98 Newark 97 8 98
a7t 08 98 98 93 98 New York 97 Y 08 a8
06 06%-87  96%-07h 97.97% 1 0614-07 R Okla. City 06 D6%-07T  9BLa-07b
ar 90 99 99 99 a7 Philadelphia a7 8D x>
06 97-98 Tl 9RT 97-98b 97 San  Fran. 96 97-98 96145-97 1%
06% B5-08 95%-08  95%-08 94-07% St. Louis 96% a a
a7 08 874 98 07 1% g8 Wash. D.C. o7 98 0714

*39% down of first $13,500; 107 of next $4,500; 307 of balance,

Sources: Atlanta, Robert Tharpe. pres, Tharpe & Brooks Ine;
Boston, Robert M. Morgan, pres, Boston Five Cents Savings
Bunk; Ch ), Robert H, Pease, vice pres, Draper & Kramer
Ine; Clev i, David O'Neill, vice pres, Jay PF. Zook Inc;
Denver, €. A, Bacon, vice pres, Mortgage Investments Co; De-
troit, Harcld Finney, exee viee pres, Citizens Mot e Corp;
Honolulu, Howard H. Stephenson, Bank of Hawaii; Houston,
Donald MeGregor, exee viee pres, T. J. Bettes Co; Los Angeles,
Robert B, Morgan, first vice pres, The Colwell Co; Miami, Lon
Worth Crow Jr, pres, Lon Worth Crow Co, Newark, William W.
Curran, Franklin Capital Corp; New York, Jobhn Halperin, pres
J. Halperin & Co: Oklahoma City, B, B, Buss, pres, Amer
Mortgage & lInvestment Co: Philadelphia, Robert 8 Trving, viee
pres, First Pennsyivania Banking & Trust Co; St Louis, Sidney
L. Aubrey, viee pre Mercantile Mortgage C San Frarn M,
A. L, Buchner, exee vice pres, Bunkers Mortgage Co of Calif;
Wiashington, D.C.. Heetor Hollister, exec vice pres, Frederick
W, Berens Ine. .

NEW YORK WHOLESALE MORTGAGE MARKET

® Immediate covers loans for delivery up to 3 months, future
covers loans for delivery in 3 to 12 months.

® (Quotations refer to prices in metropolitan 4 5. discounts
may run slightly higher in surronnding towns or rural zones,

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

Footnotes: a—no activity. b—Ilimited activity, e—being made
only by a few eommercial hanks d—on spot basis. e— FNMA
is only purchaser. f—25-year loans. g for dimmediate ; no
futures market. h—mostly 5% -6%. Kk —on outlving property,
X—FNMA pays % point more for loans with 109 or more
down, y—FNMA net price after % point purchase and murket-
ing fee, plus 2% stock pureha ¢ fignred at sale for 75¢ on the
$1. z—on honses no more than 30 years old of aversge quality
in a good neighborhood.

FHA 5':s FHA, VA 5Ys FHA 5% spot loans

Immediates: 98-99 Immediates: 969714 (On homes of varving age and  eondition)
Futures; 96-97 Tmmediates: 95-07

Note: prices are net to originating mortgage broker (not

necessarily net to builder) and usually inelude concessions Prices for out-of-state loans, as reported the week ending June

made hy servicing agencies,

15 by Thomas P, Coogan, president, Housing Seeurities Ine.
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IN SCHOOL CAN PUT NEW VITALITY
IN YOUR HOME SELLING

The 2-day Carrier Home Salesmaker training program is a
practical course in the art of selling homes with the bene-
fits of air conditioning. But the air conditioning part is
only 25% of the course. The rest of the time is devoted to
good selling practices as outlined by your industry’s leaders.
Sessions are conducted by Carrier training specialists, field
representatives and distributor salesmen who are well
informed on local market conditions.

Would you like to help your salesmen sharpen their ability
to qualify and evaluate prospects? To help them identify the
various buying motives? To learn how to use the most powerful
appeals for each type of home buyer? To learn more about air

conditioning . . . and how to make it a sales-getting tool?

Just ask your Carrier Distributor about the Salesmalker pro-

gram. It's available to every builder who installs Carrier air

conditioning. And the sessions are conducted right in your area.

First step in the Home Salesmaker training program is an intensive
session in the fundamentals of home salesmanship. jammed with solid
selling ideas for new salesmen and veterans alike. A Carrier sales
training specialist is shown here getting a meeting started.

Air conditioning as a selling tool is an important subject of the second
day’s work. Here. right in a tvpical model house. salesmen practice how
to use the benefits of air conditioning as a selling tool. Now they're well
primed with information on the fundamentals of air conditioning.

The Carrier Home Salesmalker program costs you nothing.
but the payoff is big. Here. for example. are just a few of the
remarks from salesmen who participated in the first sessions:

“In my many years of sales. this was the best and most
interesting program.”

“An excellent sales course . . . very interesting.”

“This session has given us a lot of excellent ideas .. .it’s
helped us to improve in some areas where we'd gotten rusty ...
I would recommend it for any sales group.”

JULY 1962

Table discussion groups give the salesmen a chance to exchange ideas,
Here. a Carrier Field Man leads a discussion of different sales appeals.
Each salesman is asked to prepare his own list of benefits and appeals
and then to relate them specifically to the homes he is actually selling.

—

v| v
ﬂ ﬂ HOME ¢
HOME | HOME SALESMAKES

A complete 4-part promotion package to back up your well-trained sales.
men includes preprinted handout literature vou can personalize. custom-
ized publicity prepared for you by Carrier. tips on setting up a model
home. display materials, and even a post-sale follow-up kit.

HOME SALESMAKER

“Now we'll go into the field with more confidence in our-
selves and our products.”

Your sales force and your sales can benefit from the Carrier
Home Salesmaker program. Your Carrier representative has all
the information. Call him: he’s listed in the Yellow Pages. Or
write Carrier Air Conditioning Company. Syracuse 1, New York.

Air Conditioning Company
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FHA REGULATIONS:

Model condominium law

FHA has drafted model legislation to help
builders and developers who want to start
selling condominium apartments but are
stymied by unclear or missing state laws,

Only Arkansas, Hawaii and South Carolina
have laws specifically authorizing condomin-
iums (although condominium appears legal
in Florida, California, and several other states
without special laws). Condominium owner-
ship is common in Latin America and has
been popular in Puerto Rico since 1955, but
was almost unknown in the US until the
Housing Act of 1961 set up FHA Sec 234.

Tax assessment is the trickiest legal prob-
lem facing condominium backers. Condomin-
iums are being sold in California but the
method of tax assessment is still unclear.

FHA recommends this wording:

“Each apartment and its percentage of un-
divided interest in the common areas and facili-
ties shall be deemed to be a parcel and shall be
subject to separate assessment and rtaxation by
each assessing unit. Neither the building,
the property, nor any of the common areas and
facilities shall be deemed to be a parcel.”

The model gives property tax liens and
sums unpaid on a first (or construction)
mortgage of record priority over all other
liens. On two other tender legal points it says:

1. The undivided interest in the apartment's
common areas is computed “by taking as a
basis the value of the apartment in relation
to the value of the property.”

Common areas are defined as land, founda-
tion and structural parts of the building, halls,
roofs, corridors, stairs, basements, yards,
gardens, parking, janitor's quarters, central
services for power, light, water, gas, and air
conditioning, and elevators.

The percentage of undivided common inter-
est due each apartment is to be calculated
and recorded in original plans for the apart-
ment and may not be changed without unani-
mous consent of owners in a building. No
apartment owner may sue to have his un-
divided share apportioned to him.

2. Apartments must be released from
blanket liens when they are sold. FHA recom-
mends this language for its present require-
ments on this potentially troublesome point:

“At the time of first conveyance of every apart-
ment, every mortgage and other lien affecting
such apartment . . . shall be paid and satisfied of
record, or the apartment . . . shall be released
therefrom by partial release duly recorded.”

FHA, VA APPLICATIONS
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FHA applications jumped a seasonal 12.4% in
May to 29,762. This was 0.29% higher than in
May 1961. Applications on new homes rose
1.6%, (from 22,693 in April to 23,065) but fell
3.4% from last year's 23,871. Project applications
followed the general May upturn, climbing 76.8%
(to 6,697) and 15.1% over a year earlier.

VA appraisal requests on new and proposed
houses also joined the spring swing. They
reached 17,782, up 9% from April.

Crackdown on ad lures

FHA has ordered its field directors to crack
down on misleading advertising. Its special target
is distorted sweat-equity ads. Local offices have
been ordered to watch newspaper, television and
radio advertising for “deceptive or misleading™
claims. Local offices are told to warn the of-
fender and “in some instances™ to complain to
the publishing media. Repeat offenders may be
blacklisted.

Says the FHA order (OL-357 dated May 21):
“Recent advertisements by some builders have
all the characteristics of used car advertising
and financing. Many have catch phrases such as:

“ONLY $10 powN—FHA on-the-spot financing

“ONE CENT powN—FHA equity plan

“No MONEY pownN—Owner participation plan,”

FHA's objection is that the advertisements do
nol explain that the buyer must do some interior
and exterior painting and landscaping in lieu of
his cash down payment, Hence, says the FHA
order, “all of these advertisements distort, mis-
lead, and misrepresent. They imply that labor in
lieu of a cash investment can be accepted auto-
matically as part of every FHA transaction.”
Actually, only FHA offices can make such a
decision after checking each case.

FHA s distributing the Federal Trade Com-
mission’s “Guides for Advertising Shell Homes™
(News, June) with instructions that FTC's guide-
lines apply equally to FHA housing.

Trade-in rules eased

The new instructions give realtors and builders
more flexibility in handling trade-ins, and FHA
hopes they will give new life to the agency's
stunted program by curbing “abusive practices.”

FHA lets you assume the existing FHA mort-
gage of a trade-in by doing two things: 1) get
FHA's approval as a substitute morigagor and
remove the original owner from responsibility
for mortgage payments, and 2) put in escrow
the amount by which the unpaid balance of the
original mortgage exceeds 857 of the original
principal amount.

But since rules like this. issued last winter and
later rescinded, proved too strict and failed 10
provide for special situations in which original
mortgages had been paid down to safe levels,
FHA now adds these exceptions:

You do not have to seek FHA approval as
a substitute mortgagor if:

1. The unpaid balance of the mortgage does
not exceed 75% of the original amount.

2. The house was sold by the applicant mort-
gagor (the person trading up by buving another
house) more than six months before he applied
for FHA insurance of his new house.

3. The house covered by the old insured mort-
cage is located in a distant town and the new-
house sale is apparently not related to the new
purchase.
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Labor rate rises lorced residentinl construction
costs up to 2993 in May on the Boeckh index
for their sharpest climb in a year. May's level
is 0.57% higher than April's 297.7, and 1.6%
above a year earlier when the index was 294.7.
Col E. H. Boeckh points out rhat wage increases
account for the whole c¢limb in construction
costs. Some materials, notably western lumber
and steel (on the wholesale level) experienced
price drops.

Shell homes association
urges industry ethics

“There are a lot of messes in this industry
and I want chiefly at this meeting 1o promote
ethics. Expansion has been indiscriminate
and with expansion so fast control is impos-
sible. 1 would like to have a restoration of
faith in the shell homes industry.”

So says President Ray Rowland of the
two-year-old American Shell Home Associa-
tion, whose convention last month in Atlanta
drew some 115 persons representing some 80
shell house builders.

Rowland has worked out a code of ethics
which he would like every salesman to sign
before he sells shell homes. “"We have got 0
live down our reputation for being ‘suede
shoe boys.” he says. “When the bottom fell
out of the siding business, we got a Jot of fast
operators. Shell homes people are too indi-
vidualistic. They have got to learn to sit
down and talk things over.”

Most of the delegates who talked things
over in the Dinkler-Plaza Hotel were from
companies in the South and Ohio, with a
sprinkling from Kansas and bordering states.
Jim Walter, the industry’s giant, was absent.
Biggest operators on hand included US Shell,
IBC, Bevis, and Trumpton. Rowland, who
was with Jim Walter until a little over a vear
ago, now has his own business, Better Built
Homes of Arkansas, Ray Rowland Homes of
Oklahoma, and Ray Rowland Homes of
Texas (seven branches, 15 dealers). He did
$2 million volume last year.

What are the newest trends in the shell
house industry?

® Less sweat equity and more finishing, says
Rowland.

® More lenders willing to take shell house
loans without recourse. But Rowland pre-
dicts his industry must tighten up more before
it can expect standard financing.

Taxpayer revolt shows up
in defeat of bond issues

Once again, the election returns have con-
firmed what Pollster Samuel Lubell has been
saying: resentment against high state and
local taxes is growing into a top issue in this
year's elections,

California voters rejected nearly 60% of
state and local spending proposals that ap-
peared on June ballots. The most controver-
sial was a proposed $100 million state bond
issue to finance housing for the elderly with
50-year, low interest loans. It was decisively
defeated, 2,390,707 to 1,382,465. The meas-
ure, backed by Gov Edmund G. Brown and
other leading Democrats, was attacked by
housing industry groups as a “blank check
promoter’s dream.” Not only would it have
exempted aged housing from the state con-
stitutional requirement that public housing
projects pass local referendum before they
are built, but it imposed no stated limits on
rents: projects would have had power of
eminent domain to seize sites, then would
have been exempted from local real estate
taxes.

California voters did approve another $250
million bond issue for the state’s $15 million
Cal-Vet program for mortgage loans to vet-
crans at subsidized interest rates. But the
margin of victory was the closest yet for the
40-year-old program: 1,857.894 to 1,821,870.
Political analysts figure this trend could mean
this is the last Cal-Vet bond issue.

Pittsburgh, Pa., voters approved a $35 mil-
lion bond issue by a 3-2 margin. It includes
$13.4 million for urban renewal.
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STOCK MARKET:

Housing issues dip below market trend
as unseasoned stocks lose favor

Wall Street’s tailspin strikes especially hard at housing stocks. From May 8 to
June 11, House & HomE’s average for 91 stocks plunged a breath-taking 24.8%
to 9.77. This was more than double the 10.4% decline of the Dow-Jones industrial
average for that period and nearly twice the 13.0% drop of the Natl Quotation
Bureau’s index of 35 unlisted industrial issues.

Some bright spots remain. Although hous-
ing issues (like most stocks) tumbled wildly
in May 28's Black Monday selloff, 23 of 40
issues sampled recovered from their May 28
price drops two weeks later, on June 11. All
are fractional gainers except Wesco S&L, up
234, Kaufman & Broad and Jim Walter, both
up 1%2, and Del Webb, up 1. Two other is-
sues stay unchanged and only 15 drop, led by
Financial Federation’s 17-point plunge. Only
four other losses top 1 point.

The plunge hit hardest at last year's
darlings of Wall Street—shells and S&Ls.

Shells slumped 28.7% below their May
levels—and 38.2% below April. June 11 bid
offers for two companies sank to nearly one-
third of their May price: Morris Shell from
21% to 34, and Western Shell from 3 to Y.
Only Bevis Shell bid prices held even.

S&Ls nearly duplicated this drop. falling
28.2%. Financial Federation nosedived 37
points to 642, Not one S&L issue advanced.

Realty investment stocks performed best as
a class, dipping only 14.5%. Chief Under-
writer Aaron Katz of Troster, Singer & Co
explains that most buyers here are seeking
long-term yield via a monthly dividend check
(now about 7% ) rather than growth,

Lack of seasoning is the prime cause for
housing's downspin.

Analysts blume the general market’s erratic
behavior on the fact that small investors have
become painfully aware that inflation is over
and no longer guarantees automatic profits in
stock trading, Beforc May 28 many blue chip
issues were priced about 22 times earnings—
compared to the 10 to 15 which professional
investors prefer. President Kennedy's crunch-
ing of US Steel's short-lived price boost also
underscored to investors that profits might no
longer be restorable through higher prices. So
—suddenly—stock prices looked much too
high—as experts like Economist John Langum
have been saying for years.

Housing issues are caught by a second
item: the vast majority have been offered for
public sale in the last three years. when build-
ing’s rush to the stock market for new capi-
tal began.

“These securities are not sufficiently sea-
soned to have a stable market,” says one
broker. The proof: in the May 29 recovery
from Black Monday, only two of 30 recent
issues, (of al! types) sold at their issue price.

A few traders are stopping making a mar-
ket for the poorest performing housing stocks.

Market uncertainty has sharply curtailed
new stock issues in housing, as you'd ex-
pect.

“The big companies are putting off new
issues now, so the smaller ones cerrainly are,”
says one broker. From June 1 to 14 only two
housing companies filed papers to float new
stock with the Securities & Exchange Com-
mission. Others are withdrawing new financ-
ing plans from SEC registration. From Janu-

JULY 1962

ary to May 132 companies (all kinds) aban-
doned new issues, compared to only 72 in the

previous six months.

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

Apr

16
Bulldng, s 6.83
Land development 8.84
L200) (2 SRS 30,58
Mortgage banking . 22.50
Really investment 10.40
REITS: . .cocmmmmsiomn s 11.58
Prefabrication . ... .. 5.64
Shell homes ........ 7.95
AVERAGE .. iivivwsns 13.30

May  June
8 1
6.40 5.03
8.22 622
3143 22,57
20.90 15.95
9.85 8.42
11.63 9.58
5.48 447
6.89 491
13.00 9.7
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NEWS continued on p 58
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First Fin West, . =
Gibraltar Fin .. *®
Gt Western Fin @

REAL ESTATE INVESTMENT TRUST!
Continental

Mtg Iny . a i 1
IFirst Mtg Inv. .15 i 17 1
Liberty oo vnon 10 8 815
'S Realty Toy, .10 Iy 11
REALTY INVESTMENT
Brookhridge Dev. © b3 L4
Gt Amer Rlty.. * e L
Herman & Appley . 5% a &
Incume 'rops 9% 10 10t
Kaymarg . .6 7 T
Kratter A e 2541
Mensh Inv & Dey, d 16 (&
Presidential Rlty 634 130
Rity  Equities By bl 6%
Walluee Ty 10 15 16 1

S

HOUSING’S STOCK PRICES

Offering  Apr 16 May B June 11
Company Price Bid Ask Bid  Ask Bid Ask
BUILDING
Adler-Built Ind. © 1 1% 114 1% % 14
Cons Bldg (Can) 4 163% 16% 16% 15% 124 14
Dey  Corp Amer 2 % . . . A 2
Dover Const ... . 6% a il Bl 6% i (IR
Edwards Inds... 4% 1% 2% 1% 2% 114 1%
Eiehler  HWomes. . © 9% Y% R B T8 N4
First Natl Rity &

Const ...... a2 55 6 TR i

Frouge .......10 10y 11 10 0%y 814 0%
General Bldrs .. © Al (A0 1,
Hawaiian Pae Ind 10 VAN 5% 5% 4% .
Kavanagh-Smith 5 636 T (AN 15 Y
Kaul & Ml 10 piitah 13
P11 [ 10 LA il LY
Lusk Corp ,, .., d LT HL TS 1 1L [
'S Home & Dey © 1%, 2 e 1% 1 134
el Webh . e 26 6% 14 15 10 (A
Welih & Knapp. ., © 1140 11gh Jah
Wenwond . ..... © ; E 72 a
S&Ls
tCallt Fin ..... e 15% 16
Emp Fin L 201, 91
Rquitable S&L. .23 Hit) 11
Py West, Bin L. @ RELR P | VA
Fin, Fed DL
First Chartr Fin ©

Hawthorne Fin e LCR . B
Lytton Fini ..., * )AL S
Mdwstrn Fin .. 4% HaLh

sun Diego Imp ® A

Trans Cst Iny. 15 THWOITH 18
Trans World Fin 8% Q0L

Union Fin ....15 N HE
UnitedFinof Cal 10 30¢

Weseo Fin = 1% %
MORTGAGE BANKING

Colonial ...... 9 1
Colwell ...... 10 17
BN, cminiane ® 74
MGIC ... 02718 | HY
Palomur ... ® 15% 1615 12 13 9% HEXA
Stockton Whatley * 1834 10% 17°% I8 1Y 15

R e
Ry I8
TN
HL |
1% 1% W HiA
g 6, o ny
5% 5% Oy
10T xY, 0
T i} t
HEL
15 14 15%
Wy
i B hAg i
115 15 104 114

Offering  Apr 16 May 8 June 11

Company Price Bid Ask Bid Ask Bid Ask
LAND DEVELOPMENT
All-State Prop.. © G1gh G14b 470
Amer Rlty & Pet ¢ il 6 4% 5% 4y 1%
AT i bt L R4 81y Ry, 9 hy 14
Canaveral Intl , 6 111450 27 14b 10140
Cons Dev (Fla) 5 T BY 4 Ky 8y 414
Coral Ridge Prop *© g IR 1% 1
Fla  Palm-Afre. . © 2% 1% 2
Forest City Ent.10 LA
Garden Land ., 6% 2% Y%
Gien Dy | ¢ ah
Grt  Southwest. .18 17 15
Gull Ameviean ., © 13 014
Horizon Land ., € 19y 14 13% 14 LA 91
Laguna  Niguel, . @ 101 108 9% 10 T% 814
Lake Arrowhead, 10 Gl Tl W 7 4 5.
Lieféourt .oooss e 6 R 14" 140
Mucco Rity ....10 a a 8 S 11y 11%
Maujor Rlty .. e 2 215 106 2 1% 1%
Pac Cst Prop..10 8 R 8Y 4y 6% Ty
Realsite  Ine e 1% 2% 1% 1% T 1%
Southern Rity

& Bt o d Al G4 R IAY
United Tmp & Inv @ LRI AL e
PREFABRICATION
Vdmiral Homes “ 2 2% 1% 21 1M 214
Crawford ..... 13 5l 6 Y6 ] A
Harnischfeger .. @ 2154 2215 21Ky 18 18%
Hileo Homes ., 3 16 21 1% 2 1% 1%
Inland Homes .. ® 1 11" LAl
Madway Mainline 10 a a a i R4 0914
Natl Homes A, © Nty 9 8 Ry 7 TH
Richmond Homes, © g 28 1% 2% 1% 214
Scholz Homes .. @ 2% SiG 2% 2% 2 214
Seaboard  Homes * 2L, 2% 14 2 1% 1%
Steel Crest Homes 2 4% 5 i 5 2% G
Swift Homes .. 9 6 6% 6 6% 37 %
Teihbilt Homes. . ®© % % K W % B
SHELL HOMES
Albee Homes . .16 ] ’ 18
BVl (e d 5 ' % %
Mortds: . .iiieies d 1y 2 L 4 114
Nutionwide ... d AY 4L A% M 2 2%
U8 Bhelll Lo L 1615 1R b 15 8 11
Jim Walter .... © 1414 15 1 1% 11 12Y
Western Shell .. 214 %1 o1 % o
Wise Homes .. © 1% 1% o 1 “Wo1
* stock newly added to table
8 gtoek not yel marketed
U oelosing price (ASE)
¢ closing price (NYSE)
! fssued in units
¢ stock issued hefore Jan 1, 1960
Sources: New York Hanseatic Corp; C. F. Childs Co; Ameri-
can Stock Exchange: New York Stock Exchange,
Listings Inctude only companies which derive a major
part of their income from housing activity and whose
stocks are either listed or actively traded.

57




NEW REGISTRATIONS
(SEC approval pending

PeErMa-BiLT ENTERPRISES INC, San Leandro,
Calif.  homebuilder  (Daniel  Schwartz,
$50.000-a-year president and chairman), is
going ahead with plans to float a stock issue
of up 1o $1.8 million despite the sliding
market.

The company sceks SEC approval to issue
230,000 shares of common at not more than
$8/share. Proceeds are earmarked chiefly to
buy and develop land in Perma-Bilt's Suan
Francisco Bay area of operations.

Since 1951, Perma-Bilt has sold 4,126
homes in 24 Bay area subdivisions (for a
$68,575.000 gross), is now building in three
tracts and plans three more this year. Current
models are priced from $13.950 to $28.950
(H&H, May p 148). The company has also
built eight apartments (337 units) and a 40-
lane bowling alley; it still owns 168 rental
units (vacancies under 2% ).

Sales for the vear ended last Feb 28 were
$10.610.161; net after taxes was $228.896.
Sale of tract homes accounted for 70% of
gross, rental and sales of investment proper-
ties 13% and sale of land 17% . Underwriter:
Robert A. Martin Associates, New York.

First Estate Corporation. Greenville, S.C. (Rohert E. Unger
president), has flled & Regulation A statement with the SEC
ecavering 150,000 common at $2. The compuny,
now  leensed o do business  only in Delaware, Georgia  amd
Sonth Carolina, is w realty investment corporution. It owns
F167.600  of  properties,  mostly  single-  and  molti-family

residential, from  Unger in  exchange for comman

ohtained [
stock. The $300,000 neeeds will be used Lo buy properties

No underwriting 18 [nvol

shares  of

Federal Realty Investment Trust.
of the two housing companies to  file
Bluck  Monday.  May The trust
HO0,000 shures ar warrauts  to buy an  additional
200,000 shares (al $05.50 per share) to be offered in units
of 100 shares and 5O warrnnts at $500 per unit, Proceeds
will b wsed to nequire the Trust's first property, GO owner-
ship in an apactment building (o ‘be constructed in Muryland,
and other properties, Trustees Henry J. Fox, Wales W, Jack

Washington, D.C., s one
with the SEC after

seeks  registrution  of

und John R, Steelman will each buy 200 shares at 5 and

will  csch  receive warrants to huy 2,000 shares at $5,00
until 1972, Underwriter:  Investor  Serviee  Seenrities,  Wash
ington, e

Income Properties Ine, Brooklyn. New York (Joseph 0. Ma o

liso,  president) @ 200,000 shares Class A eapltal stoek  aml
200,000 S-year warrants in units of one share and one war
riant al @ maximum of $12 per Cluss & share. The eompany
owns and operates nine apartment houses around New York and
is tmilding another. Procecds will re debts and  add to
working capital. On June 11, bid and ask for company's om
standing stock was 814-9. Underwriter: Crow, Brourman &
Chatkin, Ine, New York,

NEW ISSUES

Proceeds Offering
to price of
Date Company company® securities
May X FEquity Capital ........83,000.000b L
First REIT of NJ .. 677.500 160,00
Sixty Realty Trost 275,000 1. 0400 1)
North  Ameriea REIT 149,000,000 10 0
Gold Props . . 1,800,000 10,00

b After

inderwriting discounts und  commissons,

W Maximum proceeds, Minimum proeeeds of $2.805,000 will go
to company if broker-dealers are needed to sell debentures
“Afered in umits of 8% subordinated debentures due July 1

18G5 at par.
4 Inecludes $200,000 proceeds from sale of franchises to quali-

fledd dealers entitling them to sell shares of the Trust in
specified  territory,

REGISTRATIONS WITHDRAWN

Proposed

Amount price of

Date Company sought seeurities

Muy 17 Continestal  Investment. . $6.000,0008 $3.000

June 1 Val-U Homes Corp . 500,000 6.00

o Maximum

PROFITS & LOSSES

Recent reports on how publicly held compa-
nies in the housing industry are faring:

GENERAL  DeveLopMENT Corp  says its  sales
climbed 21.8% to a new record last year. Net
income rose 17% above 1960. But the company,
which credits sales and earnings with the full
amount at the time the first payment on a site
is received, cancelled $17.5 million in sales con-

tracts from 1960 and earlier which had been
unpaid for six months or more. The company
sold 37,862 homesites, up 13.9% while house
sales totaled 1,538, an increase of 22.8% over

. We feel it important to the future
company and its communities
of home sules last year gained

1960, “. .
progress of the
that the number

even more than lot sales, reaching new peaks
in both unit and dollar volume,” say President
H. A. Yoars and Chairman Gardner Cowles.

Although first quarter earnings for 1962 climbed

20% and sales were up 33%, managemenl ex-
pects the second quarter picture o be “down
a it

1961 1960

$56,151,007

0,870,219
10,704 4090
15.445.507

Net Nales . 68 A400,702
Net dneome j

Net gite sales
Net home  sules
Earned per share

Froripa Caritar Corp, a small business invest-
ment company specializing in loans to real estate
businesses, reports an increase of 352% in gross
over fiscal 1961, Net earnings for the year end-
ing March 31, 1962, jumped 1,653% to $433,304,
The company recently loaned $150,000 and com-
mitted another $150,000 to developer August
Tobler for a 1,500-acre community in Lake
Placid, Fla.

Year ending Year ending

Mar 31, 1962 Mar 31, 1961
Gross INeome .. .vveveeen.., SROT DY §192,014
Net earnings before loss reserve, 04 24,714
Movision: for loss reserve ¥ L 3 "
Distributable earnings 13,304 24,714
Note: The company has elected to be tuxed as a regnlated in-
vestiment company, thus reports wo provision for income tnx.,

Reavty Equimies Corp, real estate investment,
development and construction company, reports

a 599 increase in revenues for 1961 but a 13%
drop in net income for the year:

1961 1960
Groxs  fucome ., .. SN 121 $1.483,092
Net fneome R T 150,101
Earned per share . .......... 47¢

CavLirorNia FivanciaL Corp had it's best year in
1961. Earnings rose 24.29%: assets climbed 31.4%
o $109.4 million.

1961 1960
Total revenues . i TO00,014 $0.700.7
Barnings before federal ine fuxes 1.TAT 1,510,333

Federdl dne taXeB ......ounn 15,000 16
Net earnings  before appropria-

tions to general reserves.

286,757 1,694,838

This advertisement is neither an cfier to sell nor a solicitation of un ofler te buy uny of
these securities, The offering is mude only by tie Prospectus
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housing industry
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PLANNING:

Candeub: top hand among the new renewal consultants

He typifies a growing breed of expert, nurtured
by ever-rising federal subsidies for planning

By Kenneth Campbell

Isadore Candeub, just turned 40, swings into the Newark Airport lugging two attache
cases—one for papers, one for an extra shirt—and takes calmly the attendant’s word
that his flight to Boston had been delayed | hour 15 min. “We'll still have time,”
decides the nation’s largest renewal-planning consultant. “I've learned not to get
upset. I couldn’t with the pressure of the workload and all the traveling 1 have to do.”

Waiting Candeub talks of his schedule: in the office only two days the week before
and work all day Saturday; this week out of the office at Monday mid-afternoon to
fly to Boston, meet a subordinate there, and drive to Newport, R. . for an evening
citizens’ committee meeting, then return to Boston. Next day on to Albany. “The
workload is getting to be just fantastic,” he muses.

If Candeub’s workload is fantastic, so is the growth of renewal planning, a busi-
ness that has blossomed under the ever-faster shower of federal dollars (see box,
p 64) into a pivotal but little-noticed part of housing.

An estimated 200 private planning con-
sultants are now in business to help cities
take advantage of this $68.7 million bounty.

This estimate comes from Executive Di-
rector W. C. (Bud) Dutton of the American
Institute of Planners, the organization of pro-
fessionally trained planners. On the other
hand, Executive Director Dennis O'Harrow
of the American Society of Planning Officials
(for pros plus citizen members of planning
commissions) says only about 75 to 100 pri-
vate planners are visible to him.

One explanation of this discrepancy is that
the boundaries of planning consultancy are
fuzzy. Some plans are being done by men
trained in other disciplines—engineering. traf-
fic engineering, architecture—and this pains
the professional planners. Some are the work
of university professors who become consult-
ants during vacation or on leave. Still other
plans are done by planners on big city pay-
rolls who moonlight from their homes. ASPO’s
new code of ethics frowns on moonlighting
(News, June) and the practice has been
probed in Cleveland. Still, some leading con-
sultants got started this way. T. Brooks
Brademas. for example, took on consulting
work for Mishawaka, Ind. while he served on
the staff of the Detroit plan commission and
was so successful he started his own City
Planning Associates Inc in Mishawaka.

Candeub himself used his apartment as
his first office. He first got engrossed in the
planning of cities when a librarian in Brooklyn
(where his father and mother settled after
fleeing Communist Russia in 1920) pointed
him to a book by Frank Lloyd Wright. “I
was so fascinated I think T read them all.”

Candeub graduated from City College of
New York and went on to Massachusetts In-
stitute of Technology for a master’s degree
in city planning.

He went to work for the Passaic-Bergen
Community Planning Association in New
Jersey and did studies leading to changes in
the state redevelopment law. Then came a
rude but expectable introduction to one po-
litical reality of renewal: “The city ran out
of money so they fired the technical staff.”

Next Kelly & Gruzen, the architects, asked
him to help on a renewal plan for Paterson.
N. J. He got two projects quickly approved
by federal officers, but political gremlins
again intruded: the mayor put the plans on
ice until after an upcoming election.

It was 1950, and by then HHFA's division
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Walter Daran
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PLANNERS CANDEUB (r)

& FLEISSIG
What makes a neighborhood tick?

of slum clearance and urban redevelopment
(forerunner to URA) was decentralizing and
Candeub became chief project planner for
the northeast region.

Candeub left DSCUR in March 1953 and
began working as fulltime consultant from
his Newark, N. J. apartment. His clients:
mostly small cities whose paid planning staff
is either non-existent or rudimentary. and
who pay from $20.000 to $40.000 to get
professional planning for a city master plan
or renewal project. Some giant metropoli like
New York City hire planning consultants
because they are involved in so much plan-
ning their own burcaucrats can't cope with
the load, Candeub, for instance, is doing a
$100.000 project in New York's Upper West
Side in association with Brown & Guenther.

The consultant works in a multi-needled
thicket of local politics and pressure groups.

City officials often are unaware of the
complexities of renewal planning; a few poli-
ticians hire planners to provide window dress-
ing for favorite projects (like a new city

hall.) Local merchants are suspicious if they

think new competing stores will be brought

into town: they are helpful if they think
they'll get more parking. Negro and other
minority groups resist being forced from their
homes. Homeowners in other neighborhoods
don't want slum dwellers moved onto their
street. Property owners fret over the possi-
bility of higher taxes.

To resolve such conflicts, Candeub (like
all consultants) becomes the patient teacher
of specific facts—the exact number of houses
available for displaced families, the exact tax
assessment of buildings to be razed—and ad-
viser on what can be done. “You have to
have an awareness of what makes a com-
munity tick.,” says Candeub. “This is the most
fascinating part of planning. 1 tell my plan-
ners they have to learn how a project area
relates to the overall neighborhood before
they even look at the site. Then we look at
the streets and topography. Then we ask how
the city can use this land more interestingly.
Finally we start talking about what density
of housing and buildings is needed to make
this a more livable neighborhood. Only then
do we start worrying about the size and
shape of the buildings—not before like so
many architects who leap over site planning
to the details of the building itself.”

This creed has helped Candeub to phe-
nomenal growth, Today his company operates
six offices (Newark headquarters plus
Boston. Albany, Scranton, Chicago. and San
Francisco), plus resident planners in seven
cities. In 1955, as business expanded. Morris
Fleissiz. a former regional attorney for
DSCUR. became a partner and the name
changed to Candeub & Fleissig. It employs
95 persons. Candeub has completed planning
on 28 renewal projects and is working on 70
more now—or over 10% of the 930 US
renewal projects.

Sometimes the infighting spills beyond
the local political scene into head-on
clashes with:

® Highway engineers, who can hold up a
project for years while they decide the width
of right-of-way or the location of ramps and
interchanges. Some planners consider high-
way engineers their Enemy No. 1. In Fall
River. Mass., 27 acres of land cleared under
a Candeub plan has stood idle for three years

while a state highway location is debated.
® Other government agencies, particularly
statec governments. which can destroy a re-
newal plan by fast land buying. In New
Jersey's capital of Trenton, (“Case City,”
H&H, Oct '57) Candeub was hired by a joint
city-businessman council to co-ordinate city
renewal and the location of new state office
buildings. After many meetings with legisla-
tors, the remewal project was enlarged to let
the state build four modernistic buildings.
In Albany, Candeub’s planning faces an-
other such test. As consultant for the city he
has revised the city master plan and is doing
three remewal projects. When state officials
began talking about building new office build-
ings. a merchant-sponsored committee asked
Candeub to develop a downtown plan—to
keep any new state buildings downtown.
Candeub proposed putting the buildings over
a parking garage in a valley near the state
capitol. But the state condemned 98.5 acres
on the opposite side of the capitol—without
making public detailed plans for the area.
One of Candeub’s chief rivals in renewal
planning. T. Brooks Brademas' City Planning
Associates. has recently run afoul of new
sources of antagonism. Part stems from
Brademas’ name and his spectacular success:
in just four vears Brademas has grown to a
continued on p 64
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65-man staff (third behind Candeub and the
43-year-old Harland Bartholomew & Associ-
ates, St Louis, whose staff of 110 does only

10% to 15% of its work in renewal).
Brademas handles 32 renewal jobs and 23
other planning assignments, mostly financed
with federal aid, and dominates renewal plan-
ning in its home state by representing 17 of
the 22 Indiana cities spending federal renewal
subsidies. Brademas has captured 73% of the
$1,165,000 the US is spending for renewal
plans in TIndiana, reports the General Ac-
counting Office. Critics link this success to
the fact Brademas’ brother is Rep John
Brademas (D, Ind.) and point out that CPA
represents six cities in his brother’s district.
But Planner Brademas says Politician Brade-
mas has no business connection with his
firm. “I have been very careful not to men-
tion my connection with John,” says Brade-
mas. "l can’t change my name.”

Does the very existence of federal sub-
sidies lead to needless renewal planning?

The accusation has been made lately in
Indiana by critics who assert cities often are
oversold by zealous officials or consultants.
Cries the executive director of the State Dept
of Commerce:

“There are larger fees in the redevelop-
ment plans and there is a danger planners
are drawing the comprehensive plans to war-
rant larger redevelopment projects than really
are needed. . . . In too many Indiana cities
redevelopment has been crammed down peo-
ple’s throats. . . . Too many cities are getting
ill conceived comprehensive plans as fast as
they may apply for federal money.”

Echoes the general manager of the Indi-
anapolis Chamber of Commerce (where the
city shuns federal funds in favor of self-help
renewal ): federal renewal aides are the great-
est source ever for “influence peddling and
fraudulent misuse and abuse of federal tax
funds . . . What for scores of years was simple

URBAN RENEWAL:

US AGEN- Coeai-
PROGRAM Pays  cies MITTED™
Gronls

Sec 701

Cilies & ccunties under

S [ I 24 1,922 $11.5
Depressed areas ..... % 2 2.2
States (for regional

plaEns) el 24 36 1.6
Metro & rerional plan

AFENCies .. .veeuiie 24 89 5.5
Disaster ares ...... 2 iy i
IFFederal impacted

areas B 10 0.1
States  (for

BIRIET uraeimamismone 24 16 1.4

Community renewal
AN Lo sleesr il 41 52

Urban renewal plans .. B75 4180

Pobiil e $68.7
Advaneces
General  neighborhood
VEHOWHL: s smcue e e 130 17804
Puhblic works plans®.. ¢ 2,087 52.7
* In millions through 1961,
1,06,
v & plunming eosts for renewal projects commiting
'S tn spend $2.3 hillion,

e Advances repayable from renewal or construetion  funds,

A Panning  eoits not separated;  total  Ancludes  cost  of
earying out plan.

" For  engineering plans to provide a  reserve of public
works projeets (Iike sewers, public buildings) as an
anti-recession deviee,

slum clearance now encompasses a grab

basket of urban remewal” which has paid for
“even the paving of parking lots adjacent to
high school gymnasia.” Observes S. Howard
Evans of the US Chamber of Commerce
(and a former URA official):

“What seems to be the case is that the
method of promoting them [renewal projects]
through professional planners is highly ob-
jectionable and is causing repercussions which
can have very adversc effects on the entire
renewal program.”

But the push for renewal stays strong.

Tiny Batesville, Ind, (pop 3.349) sought
a $49.000 advance of federal cash for renewal
planning last year. When Sen R. Vance Hartke
(D) announced the request was approved,
the mayor reported Hartke “is giving all the
encouragement possible to use the money.
The government wants to spend the money.”

But renewal wasn't feasible in the first
neighborhood surveyed and Batesville (after
spending  $25.000, including $20.000 paid
Brademas) is wondering whether to go ahead.
This Hoosier brand of second-looking, often
sparked by aroused citizens, has already killed
renewal plans in four other Indiana cities—
all Brademas clients. Logansport, (pop
21.106), followed its revolt against housing
codes (News, Apr) by officially dumping re-
newal. But the Brademas firm will collect
$25.900 for its preliminary renewal plan and
$45,700 for doing parts of a comprehensive
plan. Marion (pep 37.854), Plymouth (pop
7.558) and New Albany (pop 37.812) like-
wise quit renewal after paying Brademas size-
able planning bills.

“Why,” asks Candeub, ‘‘does renewal
need private planning consultants?”’ His
answer:

“Some of the early projects are bad because
nobody considered what was going to happen
outside the buildings. How? Well, the archi-
tects and others who've done some projects
decide, “We'll have some buildings that look
like this,” (drawing a rectangular building on
newspaper) and say ‘We'll arrange them on a
site like this” (sketching buildings facing each
other). Then he calls a landscape architect
and tells him to work out a good landscape
scheme. That is the extent of site planning.

“So what happens? The landscaper puts a
walk down the center. It looks fine from an
airplane, but the people can't walk on it
Why? The buildings have created a wind tun-
nel and the walk is right in the middle of the
wind. No one has considered what was hap-
pening outside the buildings.”

Is local cash, talent better tool to fight slums than US aid?

“Rather than urban renewal programs spawned
at the federal level . . . such problems must
be tackled at the local level—largely with
local leadership, local money, and the pooling
of a variety of local talents,” argues George
Romney, former president of American Mo-
tors now running for Michigan governor.

The local cash could well be pooled into
private loan funds to help slum dwellers fixup
their homes, Romney told a Detroit confer-
ence sponsored by Action Inc, the national
council for good cities, because “credit black-
listing contributes to the formation of slums.”

“Once slums are formed, the people who
live in them are further handicapped by in-
ability to obtain loans for renovation of their
homes, other than at usurious prices.

“If no money is available at reasonable
rates to improve a neighborhood, residents are
virtually powerless to improve their situation
save by leaving, thus accelerating the neigh-
borhood’s decline. The areas thereby become
prime prospects for government, urban re-
newal, and the onslaught of the ubiquitous
bulldozer,

“Federal mortgage insurance programs
have fallen down in meeting the needs of
most Negro communities. The government
bureaucrat starts with the assumption that the
people in such areas are poor risks, that they
care less than nothing about the upkeep of
their properties, and that they live in slums.

Joe Clark

MICHIGAN’S ROMNEY
“Slum dwellers could save themselves”

Negroes contend . . . that the high cost of
money is a major reason for slum growth.”
This credit bottleneck could bz broken by
a multi-million dollar revolving fund to lend
money in run-down neighborhoods. making
loans to both white and Negro borrowers at
the same interest and fees. says Romney.
Small-scale plans have already worked in
Chicago. A $90,000 loan to modernize and
install indoor plumbing in a row of slum
apartments in the back-of-the-stockyards area
sparked rehabilitation of 5,000 homes. At be-
hest of the Organization for the Southwest
Community, two S&Ls and three banks have

loaned $3.5 million to homebuyers (20%
Negro) in older neighborhoods,

“Such a locally initiated program would be
a4 step toward providing Negroes and others
with equal financial opportunity in the mort-
gage loan field,” says Romney. “It would
make available a local mechanism through
which slum dwellers could save themselves
from the urban renewal steamroller.”

Massive federal spending for bulldozer
renewal lets ‘‘the government spread slum
and blight at a loss,”’ charges Romney.

“Urban renewal too often has contributed
to cconomic and racial stratification within
the cities with a consequent shoring up of
segregated ghettos,” judges Romney. Typically
low income grouns are evicted from their
homes to make way for housing financially
open to middle or upper income families.

“When people are torn from their neigh-
borhoods to become a floating, rootless popu-
lation, their assimilation into the community’s
life is greatly retarded. Through this approach
we've been blocking the solution of one of our
biggest problems—how to speed the Negro's
integration into American life.” Worse, the
method of planning renewal, often in secret,
without regard for minority rights has “si-
phoned millions of taxpayer dollars into fa-
vored real estate development loans.”

HOUSE & HOME
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Long Islander finds Sec 203k loan
secret—and gets 10% of US volume

The man-who is mortgage processing agent
John Pergola of Levittown, N. Y.

Pergola started fast last fall (News., Nov)
by doing the paperwork for the nztion’s first
big-ticket, fixup loan insured by FHA (up to
$10,000 repayable in 20 years, compared to
the $3,500, five-year limit for Title I home
improvement loans).

Pergola has now closed eight of the 79
big-ticket loans insured through April by
FHA. He has another 90 in the works.

First secret: charge a flat processing fee
to builders.

The 1961 Housing Act. which launched
Sec 203k, says loans (with a maximum 6%
interest) could bear service charge, appraisal,
inspection, and similar fees. FHA lets lenders
charge a 1% origination fee but has ruled
that any additional discounts could not be
paid by the borrower.

But extra discounts are all right if 1) the
discount is disclosed, and 2) somebody else
pays it.

Pergola does just that—he charges re-
modeling contractors a flat $175 processing
fee for all FHA-insured proposed construc-
tion, from a $5.000 fixup loan to a $25,000
loan for a new home. So far about 20 Long
Island builders are working with Pergola on
these terms.

Second secret: advance builders part of
the loan amount during construction.

Remodeling contractors work directly for
the homeowner, who gets no loan funds from
the lender until the work is done. This leaves
the builder to arrange his own interim financ-
ing, or do the job (which may run to
$10,000) from his own capital. Not many
fixup builders have enough capital.

So Pergola co-signs a 6% note to a bank
letting the contractor get one-third of the
job cost when construction actually begins.
Without this arrangement. Pergola doubts he
could succeed.

Third secret: do all the paperwork.

All the Sec 203k loans have gone to Penin-
sula Natl Bank in Cedarhurst, L. 1. Pergola
has represented the bank for five years and,
in effect, acted as its mortgage department
for new house loans. The bank is happy be-
cause under Sec 203k it gets 6% loans with
no paperwork, Pergola works out financing
details with borrowers. Then he co-ordinates
FHA'’s three inspections with the homeowner
to cut lost working time.

FHA is considering raising the 19 origi-
nation fee to pump some life into this
celebrated flop.

Commissioner Neal Hardy is huddling with
lenders, builders, and home improvement
contractors to study possible changes. Lenders
have argued from the very start that the 6%
interest ceiling did not let them get a high
enough return on the loans (compared to the
9.6% average return on a Title I loan). They
are pressing for a 2%2 % originating fee.

FHA officials won't go that far—but are
pondering a $50 minimum fee. This would in
effect increase the rate for smaller loans, up
to a maximum 2% on the smallest possible
loan, of $2,500. The average Sec 203k loan
closed so far is $3,700.

All these devices are up for study because
the cheap money bloc in Congress insists on
interest ceilings.
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Remodelers are suggesting that FHA
drop its requirements for second mort-
gages.

The Housing Act says only that the new
fixup loans must have “adequate security in
such manner as the commissioner may re-
quire.” But when FHA got out its rules, it
required second mortgages. “We need to use
the liberty the law granted,” argues John
Haas of the General Improvement Contrac-
tors Association (NEws, Apr) for one-stop
remodelers, other reliable security or top-
notch credit standing would do.

Haas notes that the second trust rule also
keeps homeowners of high-priced homes
from using the new fixup loans, Reason: the
total debt on a remodeled home cannot ex-
ceed FHA's maximum mortgage of $25,000.

Other Haas suggestions: 1) let outstanding
Title T loans be absorbed into Secc 203k
loans; 2) end the “unnecessary” wording in
the law restricting the loans to homes over
10 vears old. The rule was written to exclude
shell homes, but Haas says Congress could
just as easily restrict the loans to completely-
finished homes.

URA tries to cool renewal’s
hottest issue—relocation

In the next decade, renewal will have 1 mil-
lion families to move, nine times as many
as the 113,000 families relocated since re-
newal began in 1949,

Such wholesale evictions bulk larger and
larger as the political albatross which re-
newal has hung around its own neck. Inhu-
mane relocaticn has sparked “organized, vo-
ciferous oproesition to renewal,” says a state
official. Relocation is sometimes called “Negro
clearc ce” because 69% of all displacees are
Negrz.

So last month URA Commissioner Bill
Slay'on fired a series of orders to local re-
new ol officials to “correct weak points in a
number of programs.” New rules:

1. Cities must prove private housing is
available. Cities cannot get federal approval
by merely saying private construction is ex-
pected. They must give specifics, which only
builders can provide.

2. Relocation will boost public housing.
Oniy 17% of evicted families move to public
housing, (a fact URA’s announcement
omitted ), although 66% are eligible. Officials
claim many displacees are not told of public
housing, or that no public units were vacant.
Slayton's cure: cities must prove they have
signed contracts with PHA (instead of mere-
ly applying) for the units they need.

FHA 221d3: new way to bail out

The tonic for rental ills which 1,232 ailing
units in two Cleveland renewal areas found—
refinancing with FHA-approved 3% loans
designed to help middle-income families
(NEws, May)—is becoming a panacea for
all projects with real or imagined ailments.

Three more projects—in Milwaukee, Cin-
cinnati and Kansas City—have just wangled
easy-term Sec 221d3 commitments after they
ran into tough sledding of one kind or an-
other.

Each now becomes eligible to refinance
existing Sec 221 and Sec 213 mortgages as
below-market loans which can be sold to
FNMA at par. FHA also waives its 2% in-
surance premium. Result: rents about 20%
below what apartments paying FHA's normal
54 % interest plus 2% insurance must
charge. The interest break is not open to
home owners.

A union-sponsored project in Milwaukee
was 969, occupied but claimed that higher
property taxes and increased costs justi-
fied the switch.

The 328 apartments owned by the Ameri-
can Federation of State, County, and Munici-
pal Employees’ Union began renting in De-
cember, 1960 at $81 to $87 for I-bedroom
to $105 to $109 for 3-bedrooms.

They filled quickly, and only 16 units were
vacant last fall, But between project planning
and opening Milwaukee's tax rate increased,
and the apartment's tax bill went up $13,382,
or $3.40 per apartment per month. Operating
and maintenance costs also edged upward and
the opening of competing apartments boosted
the vacancy rate over 5%. Sponsors tried to
get the city to freeze realty taxes for seven
years—as officials have done for a large
downtown bank and several major businesses
recently, But the city refused.

The union got FHA approval for refinan-
cing 264 of the units under Sec 221d3, then
applied for refinancing of all 328 units. Rents
will be cut to $70 for l-bedroom and $92
to $99 for 3-bedroom.

Critics note that some 75% of the tenants
are making more than FHA’s income limits
for Sec 221d3. “Will they be evicted? Whether
they are or not, this method . . . distorts the
purpose of the Act,” cries one.

Urban renewal units will be refinanced
as Sec 221d3 co-ops in Cincinnati and
Kansas City.

Both were originally planned as Sec 213
co-ops and are backed by the Reynolds
Aluminum Service Co, headed by former
HHFAdministrator Albert M Cole, and Real-
tor Jack Havens of Columbus, Ohio.

The 322-unit Park Town in Cincinnati's
Laurel renewal area began sales a year ago,
but only 110 are living there now (plus 37
other applications).

From the beginning Park Town has been
plagued by poor surroundings: eyesore build-
ings including an old saloon were left stand-
ing nearby, and the area looked bombed-out.
Schools were predominantly Negro and 82
of the first 110 occupants are Negro.

Project sales agents, the Foundation for
Co-operative Housing of New York City, de-
cided to switch to Sec 221d3 because “we
would have faced a financial crisis in the next
three or four months,” says Attorney David
L. Krooth.

When the switch was revealed, some resi-
dents with over-limit incomes thought they
would have to move. But FHA gave FCH
permission to let these families stay if they
paid the full economic rent they would have
paid under Sec 213.

The switch cuts down payments from a
$400-5650 range to $100-$150. Monthly
charges drop from $69-$103 to $55-$93.

In Parade Park in Kansas City, 214 units
just being completed (none are occupied) are
also being refinanced as a Sec 221d3 co-op.
Monthly charges will run from $48 to $74
and FCH expects they will draw many fami-
lies from a nearby public housing project.

News continued on p 66
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PUBLIC HOUSING:

Can old mansions
house the poor?

Last year, Congress gave HHFA $5 million
to experiment with new forms of public hous-
ing. Last month, HHF Administrator Weaver
announced his first plans to spend some of it.

In 60%-Negro Washington, the National
Capital Housing Authority will lease 50 big
(and presumably old) homes, sub-lease them
to large-sized families eligible for public
housing. Most of the $194,470 federal grant
for the 2V42 year test will be used for rent
subsidy. The rest will buy a report on how
it works.

NCHA will lease its mansions on the open
market, insist that they be up to housing code
standard at the owner’s expense before it
moves in subsidized tenants.

The idea breaks new ground in three ways:

1. For the first time, federal public housers
are moving into rent subsidies, the method
realtors favor for housing the poor.

2. Both the Washington Real Estate Board
and the Washington Real Estate Brokers
Association (Negro brokers) have agreed to
help find the 50 big homes (some of them
are expected to be vacant).

3. It promises quicker re-housing for dis-
placees with oversize families: public housing
projects seldom have enough multi-bedroom
apartments for parents with many children.

The idea, forecasts Weaver, “is expected to
have application in other cities,”

New York City selling
part of housing empire

The Housing Authority, which is the nation’s
biggest landlord by virtue of controlling
151,616 apartments in 154 completed or
planned projects, decided to sell off 4.8% of
its empire two years ago.

The authority wanted to convert eight proj-
ects with 7.282 units to middle-income co-ops
operated by private sponsors,

The projects, then under planning, were
the last of 38 built under the city’s unique
no-cash subsidy plan in which tenants pay full
economic tent and the only subsidy is prop-
erty tax exemption,

The first four projects sold were plagued
by early sales resistance.

Prospective co-op buyers (who must pay
$450 to $600 a room down payments) balked
because some of the apartments were sur-
rounded by Negro or Puerto Rican slums,
or because units contained such dreary public
housing-style furnishings as exposed heating
pipes in living rooms and tiled corridor walls
(NEws, Jan),

Sponsors moved fast to meet objections.
Some heating pipes were enclosed and inter-
coms installed between apartments and
lobbies.

Result: three of the first four projects with
2.200 units are now 94% sold, and one, 408-
unit Rosedale Gardens in the Bronx, is a sell-
out. A fourth project, Franklin Plaza, is
handicapped by an East Harlem location but
has now managed to sell 809 of its 1,635
apartments in six months.

Buoyed by improving sales, the city last
month sold three more projects with 2,211
units to mnon-profit sponsors, The buyers
ranged from US Rep Leonard Farbstein (D,
N.Y.) to the Slovak Gymmastic Union Sokol.

The switch will actually cut some rents.

Housing authority men make much of
“providing housing for middle-income fami-
lies” by the switch but it actually cuts some

HOUSE & HOME




rents. Rents in a recent no-cash-subsidy proj-
ect average $25.49, while the monthly co-op
charges for the new apartments will range
from $18 to $24 a room.

The sale will yield the city an average
$1 million a year in extra property taxes.

For the first 30 years the co-ops will pay
the same taxes as the slums which once stood
on their site. After that they will pay full
taxes—or $53 million extra to the city over
the 50-year co-op mortgage life.

EROWNSTONE (1) AND NEIGHBORS BEFORE

Walter Daran

STOOPS VANISH AFTER RENOVATION

Renovating brownstones
saves 23 % for New York

This startling cost cutting comes to light as
the New York City housing authority opens
the first of 18 brownstene buildings it is re-
habilitating on Manhattan's upper west side.

The authority bought the brownstone at
251 W 103d St, which had been carved into
ten single-room living units during World
War 2, and turned it into four apartments of
32 rooms each. Five adjacent brownstones
and two six-story temements are being simi-
larly remodeled at an average cost of $16,055
a unit, This is 23% cheaper than the $20.805-
per-unit cost of three recent Manhattan public
housing projects.

But Mayor Robert Wagner passed quickly
over this fact at the opening ceremonies 10
stress instead the politically-appealing rent
cuts made possible through subsidized public
housing. Before remodeling, a family of three
paid $73.67 monthly to live in a single room.
Now tenants will pay only $70 monthly, in-
cluding gas and electricity.

Housing officials took 28 months to reno-
vate the first brownstone, but by mid-August
they expect to complete work on seven adja-
cent buildings with 72 units. Seven other
buildings scattered around New York are
being remodeled into public housing for late
summer or fall opening. By then, 209 New
York families will be living in rehabilitated
public housing. NEWS continued on p 70
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YOU'LL SELL...

when you fill your kitchen with Fasco

Fasco has all the versatility and value you'll ever want in ventilators
and range hoods . . . add to this the solid appeal of Fasco’s new
built-in intercom and you have kitchen selling features that just
reach out for convenience-minded customers,

Consider this, too: For today’s time-and-money-conscious builders
Fasco means one “‘buy”, one stop, one source of product responsi-
bility. It all adds up to uniform quality and performance in a
“kitchen package™ you can’t afford to overlook.

THIS IS FASCO'S "HOME COMFORT" LINE

FASCO

= _ INDUSTRIES, INC.
9 Fan mobeLs 46 Hoops 21 ventitators 14 eLectric neaters ROCHESTER 2, N.Y.
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YOUR
PLYWOOD GETS
A COMPLETE
“PHYSICAL"

4" - .

Georgia-Pacific fir plywood must
pass 21 quality checkpoints during
manufacture. The man in the white
coat is very particular about your
plywood. He's Georgia-Pacific's qual-
ity control supervisor. He works with
other G-P employees to assure you
of the “vital plus" in G-P fir plywood
quality . .. a plus that means so much
to the buyer in today’s highly com-
petitive market.
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Quality checked from pond to shipping pallet
G-P quality control begins before our white-coated
supervisor sees the product. Only the prime peeler
logs are chosen for plywood from among thousands
rafted in plant log ponds. These peelers are carefully
inspected by the ramp operator who lines them up
for the lathe (picture No. 1). After passing his critical
gaze, the logs are scaled (picture No. 2) as an aid
to careful grading before placing on the lathe. The
lathe operators check for defects as they guide the
peeling (picture No. 3)

Quality supervisor uses sensitive instruments,
critical eye. A periodic micrometer check of the
“peel" (picture No. 4) for strict thickness control is
made on the ‘green chain' as veneers are stripped
from the logs. This is the first of 21 checks made
by the man in the white coat. Highlights among his
duties also include: a moisture content analysis of

&
| 0

veneers as they come from the seasoning
dryer (picture No. 5) . .. constant supervision
of glue machine settings (picture No. 6) . . .
regular analysis of the glue spread (picture
No. 7) ... systematic control of press settings
(picture No. 8) ... cutting a panel from each
press load to verify the glue bond (picture
No. 9) and a final check of finished panels
for minor defects (picture No. 10). G-P ply-
wood must pass a last hurdle before ship-
ment; it is counted and OK'd in the yard
before loading (picture No. 11) and its journey
to you.

G-P quality “plus” includes service. The
j world’s largest plywood producer isn't satis-
i L filed with painstaking quality control of the
.* i / product. G-P features superior service with
i | i on-hand stocks and on-time deliveries. The

, v ) ‘ \ broad line of G-P plywood in varied widths,
o lengths, thicknesses, grades, glue lines, spe-

Y \ cies and overlays enables mixed car ship-
| i ments. A nationwide network of distribution
o N centers at 76 locations assures you a com-
il ‘ plete plywood selection and swift delivery

wherever you are.

Thus the “vital plus' for
you extends from G-P's own vast stands of
prime Douglas Fir, through the meticulous
manufacturing process, right to your door,

Lo

GEORGIA-PACIFIC

plywood«lumber+redwood+hardboard-pulp+paper«containers+chemicals
EQUITABLE BUILDING « PORTLAND 4, OREGON




70

PEOPLE:

Bill Atkinson, past NAHB president,
wins Oklahoma governor nomination

The next governor of Oklahoma
—barring an unprecedented upset

—will be Past NAHB President
W. P. (Bill) Atkinson.

Atkinson, who led organized
builders in 1951, won the Demo-

cratic nomination by a whisker in
a runoff primary election in late
May. He defeated former Gov
Raymond Gary by 954 votes out
of 462,781 cast. The margin is
slightly thinner than John Ken-
nedy's over Richard Nixon in the
1960 presidential race, and Gary
conceded only after a recount.
Oklahoma Republicans are mak-
ing an all-out effort to win the

Cliff King

CANDIDATE ATKINSON
On his second try, upset victory

governor’'s chair for the first time,
but Atkinson is a heavy favorite
to defeat GOP Candidate Henry
Bellmon, a Red Rock wheat farmer,
in the November general election,

For Atkinson, 55, victory came
on his second try. He went after
the Democratic gubernatorial nom-
ination in 1958 (with Gary's back-
ing), but lost by a big margin to
Gov J. Howard Edmondson (Okla-
homa governors may not succeed
themselves). This year he shucked
his '58 reputation for fence-
straddling to advocate such con-
troversial proposals as reapportion-
ment (unpopular with rural voters)
and a l¢ boost in the state sales
tax.

As late as the May 22 clection
day. most political analysts were
predicting a Gary victory. Atkinson
had barely managed on May | to
sneak into the runoff by amassing
a few more votes than three other
candidates. Gary's plurality of
85.000 votes was a record for an
Oklahoma gubernatorial candidate.

Gary ridiculed the notion of
higher sales taxes. pointing out
they would cost an ordinary family

in a year as much as it would
spend for Christmas presents,
“Don’t shoot Santa Claus,” he
cried.

The state’s largest newspaper,
The Daily Oklahoman, accused

millionaire Atkinson in front page
editorials of trying to buy the
governor's job. “We have no faith
in Bill Atkinson.” the paper pro-
claimed. (Atkinson replied with a
$10 million libel suit.)

Atkinson played heavily on his
reputation as a successful business-
man, denounced scandals in Gary’s

administration, used television to
reach voters in all parts of the
state. Sometimes he took three
hours to tape a 3 min TV spot.
One of his few campaign prom-
ises was to earmark 20% of the
proposed sales tax boost for cities.
This turned out to be good politics.
Atkinson piled up big margins in
the population centers while Gary
carried rural areas.

Atkinson. who still lives in Mid-
west City (pop 36,000) which he
built from a wheat field in the
early forties, says the most grati-
fying part of the campaign was
the 70% majority he rolled up in
his home town. “A builder usually
steps on a lot of people’s toes
when he builds a city,” says he.
“T was most pleased by the way
my people showed their confidence
in me.”

Atkinson started in building by

putting up his own home. Four
years later he was the biggest
builder in the state. Gambling

(correctly) that a big Air Force
base would be built nearby, Atkin-
son bought 156 acres of wheat
fields in the early forties and
named it Midwest City. He built
300 homes himself. After putting
in streets and sewers, he sold lots
to other builders. Fifteen were in
the original development and more
than 40 are involved today.
Now, Bill Atkinson Enterprises
15 almost out of the home build-
ing business. It concentrates on de-
veloping land, shopping centers,
owns and runs an office building
and the state’s biggest cafeteria.

MBA's THOMPSON
Nominee for president

WEBB'S JACOBSON
Carpenter to businessman

Jacobson becomes new
president of Del Webb

In 1938, a carpenter named L. C.
Jacobson and his family started
from Tucson, Ariz. to Los Angeles
for greener fields in construction.
But he ran out of gas in Phoenix.

He sought work from Del E.
Webb and talked Webb into hiring
him as a $25-a-week timckeeper.
After that, “Webb convinced me [
should stay by continuing to give
me salary raises,” recalls Jacobson.

Last month Jacobson, now 49,
got the biggest boost of all: pro-
motion to the presidency of the
company which last year had gross
revenue of $67.100,713 and net
earnings of $2.835908 or 50¢/
share. Del Webb Corp is building
three retirement centers in Cali-
fornia, Arizona, and Florida and is
in commercial and renewal work.

Former President Del E. Webb,
62, becomes board chairman but
remains chief executive, “Retire-

ment is something I haven’t even
thought about,” he says.

MBA's WINSTON
Up to vice president

MANUFACTURERS: W. P. Ful-
ler & Co, San Francisco-head-
quartered paint and glass producer,
has named Harold M. Williams
as president and chief executive,
He is the company’s first president
from outside the Fuller family.
Williams has been executive vice
president of Hunt Foods & Indus-
tries into which Fuller was recently
merged. He succeeds W. P. Ful-
ler Brawner.

Carborundum Co has promoted
Wi