


AZROCK FLOORS

HELP YOU CLOSE SALES,
CUT COSTS

THESE 3 WAYS

The imaginative color and styling of Azrock vinyl
asbestos floors are proved sales assets in today's
housing . . . but Azrock backs this selling ‘‘plus’
with three-way savings for you: YOU CUT MATE-
RIALS COSTS because Azrock vinyl asbestos tile
costs less than cork, rubber, other types of vinyl,
terrazzo or hardwood. YOU CUT ADHESIVE
COSTS because vinyl asbestos needs no special,
costly adhesive — even over concrete below grade.
YOU CUT LABOR COSTS because vinyl asbestos
tile goes down easier, faster than sheet flooring
or high-priced vinyl tile. And remember — for
installation over concrete slab, today's lowest-
cost construction method, vinyl asbestos is unsur-
passed. See Azrock's 75 colors and styles at your
Azrock dealer now.

an original floor styling by AZROCK"®

floor shown: V-423, Autumn Haze; V-427, Romany Beige

Nationally advertised in American Home, Better Homes & Gardens, House Beautiful, House and Garden
and others. For free samples, write Azrock Floor Products, 500B Frost Building, San Antonio, Texas 78205.

Circle 15 on Reader Service Card




EDITOR
Richard W. O'Neill

MANAGING EDITOR
John F. Goldsmith

SENIOR EDITORS
Kenneth D. Campbell
James P. Gallagher
Maxwell C. Huntoon Jr.

ASSOCIATE EDITORS
Edwin W. Rochon
Robert L. Siegel

H. Clarke Wells

ASSISTANT EDITORS
Frank Lalli
Susanna Opper
Jenepher Walker

ART DIRECTOR
Howard R. Berry
Susan J. Land, Assistant

EDITORIAL ASSISTANTS
Patricia Betz
Grace P. Micciola

EDITORIAL CONSULTANTS

Jonathan Aley, building

Carl Boester, technology

George A. Christie Jr., economics
James T. Lendrum, aA1a, architecture
Carl Norcross, marketing

McGRAW-HILL WORLD NEWS

John Wilhelm, director; Jules Abend,
domestic news editor; Alyne Elias, foreign
news editor. Domestic News Bureaus—
Atlanta: Frances Ridgway, chief; Reck
Johnson. Chicago: Bruce Cross, chief;
Susan Pollock. Cleveland: Arthur Zimmer-
man, chief; James Rubenstein. Dallas:
Marvin Reid, chief; Mary Lorraine Smith,
Kay Gallagher. Detroit: Donald
MacDonald, chief; Marianne Friedland.
Los Angeles: Michael Murphy, chief;
Barbara Lamb, Ron Lovell, San Francisco:
Margaret Ralston, chief; Jenness Keene,
Sandra Swift. Seattle: Ray Bloomberg,
chief. Washington: Arthur Moore, chief;
Charles Gardner, newsdesk;

John Nicholson,

PUBLISHER
Eugene E. Weyeneth

ASSISTANT TO PUBLISHER
Blake Hughes

CIRCULATION MANAGER
Henry G. Hardwick

ADVERTISING SALES MANAGER
Richard H. Freeman

——

HOUSE & HOME, Sep. 1965, Vol. 28, No. 3. Published
monthly by McGraw-Hill Inc. Founder: James H. McGraw
(1860-1948), Subscription rates for individuals: U.S. and
possessions and Canada, $6 per year; single copy, if avail-
able, $1; Latin America & Philippines, $15; eisewhere, $20.
Exer.ntm Editorial, Circulation and Advertising offices:
McGraw-HiiI Bunding 330 West 42 Street, New York, N.Y.
10036. Telephone: 971-3333. Printed in New \’ork, N.Y.
Second class postage paid at New York, N.Y. and at addi-
tional mailing offices. Title #® In U.S. Patent Office. Copyright
© 1965 by McGraw-Hill Inc. All rights reserved. The contents
of this publication may not be reproduced either in whole or
in part without consent of copytight owner. Officers of MeGraw
Hill Publications: Shelton Fisher, President; Vice Presidents:
Robert F. Marshall, operations; Robert F. Boger, administra-
tion; John R. Callaham, editorial; Ervin E. DeGraff, circula-
tion; Donald C. McGraw Jr., advertising sales; Angelo R.
Venezian, marketing. Corporation Officers: Donald C. McGraw,
president, L. Keith Goodrich, Hugh J. Kelly, Robert E.
Slaughter, executive vice presidents; John J. Cooke, vice
president and secretary; John L. McGraw, treasurer, Post-
master: Please send form 3579 to HOUSE & HOME, 540
North Michigan Ave., Chicago, 1ll. 60611. Member: Audit
Bureau of Circulations and American Business Press. This
issue of HOUSE & HOME is published in national and sepa-
rate editions noted or allowed for as follows: WNational
116A-B Western W1-W8B; Eastern E1-E3; Midwestern M1-
M3; North Central N1-N6; Southern S1; Swing SWI,

SEPTEMBER 1965

House & Home

A McGRAW-HILL/DODGE PUBLICATION VOL. XXVIll NO. 3 SEPTEMBER 1965

EDITORIAL

Plain-vanilla house design is no way to cover the market. . . . .. .. 61
Some buyers are bored to death by innocuous, often ugly, house design.
They want something distinctive—and until they find it, they won't buy

DESIGN

Award-winning built-for-sale houses. . . . ... ................. 62
Eight models picked as the best of this year's Homes for Better Living
program stress more custom-house features in production house design

Builder-architect teamwork: an H&H Round Table report. . . ... .. 74
Better-designed houses depend on better relationships between the builders
and the designers. A two-day, 39-man discussion found approaches to both

MARKETING

New boost for lumber dealers—a warranted wood house. . . . . . .. 82
A national lumber manufacturer shows dealers how to produce and market the
house, then backs it for 20 years. Object: a new leadership role for dealers

MANAGEMENT

A shortcut to estimating garden apartment feasibility. ... ... ...84
Contrary to what many builders think, it doesn't take an expensive survey to
find out whether a new rental project will be in the financial ballpark

LAND PLANNING

Patio houses on 30-ft. lots win everybody's approval. . . . ... .... 86
Buyers like them because they're private and easy to care for. Officials like
them because they're well planned. The builder likes them because they sell

NEWS

Medicare signals big changes for retirement housing. .. ........ 5
Also: Housing Act helps builders in five ways . . . Land speculation goes
scientific as a package . . . Unsold housing inventory hits two-year low . . .
Census Bureau points out hottest housing markets . . . Antibias laws score
biggest gains since 1961 Prefabber offers no-interest construction loans
Complete NEWS index on p. 5.

DEPARTMENTS

Business in the making. . .. . 47 New products . ..........101
What the leaders build. ... .50 New literature . ... .. o
R S L 58 Reader service card. . . . . . . 117
Technology ............. 92 Advertising index . ... .... 134

Cover: House in Bethesda, Md. Builder: Edmund J. Bennett Assocs. Archi-
tect: Keyes, Lethbridge & Condon. Photo: J. Alexander. For story see p. 64.

NEXT MONTH

Special report on management: case studies show how better management
pays off in smoother operations—and higher profits . . . How to plan houses
for more livable traffic patterns . . . A portfolio of up-to-date apartments

3




800 Kelvinator
refrigerators
in Contello Towers...

735 Kelvinator
refrigerators
in Brightwater
Towers...

It adds up to a lot of
Kelvinators in these
Brooklyn high rises.

Doesn’t this tell you something important about how
Glick Associates attract and hold tenants?

Glick Associates know a good thing when they see it. That’s why they’ve included Kelvinator refriger-
ators in these new apartments designed to give tenants relaxed seaside living just a subway fare away
from Manhattan. They know Kelvinator refrigerators have all the conveniences tenants want— as
well as the dependability and low operating cost the owners want. It adds up to 1,535 good reasons
for specifying Kelvinator in your apartments.

Kelvinator Division of American Motors Corporation, Detroit, Michigan 48232. Dedicated to Excellence in Rambler Automobiles and Kelvinator Appliances.
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WASHINGTON INSIDE

Senate approves cabinet post

The vote was 57 to 33, and the Senate
decided to keep FHa as a quasi-independent
agency within the new Department of
Housing and Urban Development. The
final outcome depended on House-Senate
negotiation, since the version passed by the
House (NEws, Aug.) kept FHa within the
new secretary’s control.

Public housing replacement
Congressmen who guided rent supplements
into law last month are making no secret
of their hope that the new plan eventually
will replace public housing. “[Existing
units] will not be replaced, naturally,” Sen.
John Sparkman said in a radio broadcast
last month, “but we are hoping it may
replace public housing for the future. The
estimate is that this will actually be much
cheaper than public housing [by some $35
a month].”

‘Hearts of gold, heads of lead’?

Did Bob Weaver really say that only per-
sons “with hearts of gold and heads of
lead” would build rent-supplemented hous-
ing for low-income families, as quoted by
the Pittsburgh Post-Gazette? Quite prob-
ably, acknowledges his office. “It was a
glib way of expressing his very real con-
cern that builders, churches and unions
are going to have to get their hands dirty
and deal with those problem families
found in the low-income range,” says a
spokesman. “He did not mean to imply
that the description fits any builders.”

More real estate money

The Internal Revenue Service has just given
pension funds the go-ahead to invest direct-
ly in real estate trusts. Till now pension
funds had te buy full mortgages.

Dry lumber stall

Backers of 1% dry lumber won’t get FHA
to adopt the nonstandard size soon, despite
their success in lobbying a section into the
Housing Act letting FHA approve “techni-
cally suitable” materials, HHFA Administra-
tor Bob Weaver opposes the idea because
“it would render present industry stand-
ards meaningless” and it likely will be a
cold day at HHFA before FHA 4cts.

INDEX
Five ways the 1965 Housing Act can
help Butliders MOW. ... v vime s 6
Can land speculation be organized as a
no-guesswork business? .. ......... 8
Inventory of unsold houses falls to two-
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NEWS

Medicare foreshadows vast changes
for retirement housing, nursing homes

The medicare bill signed into law last
month by President Johnson will have far-
reaching impact on builders in the retire-
ment and nursing home markets.

Builders and geriatric experts contacted
by House & HoME anticipate two results:

. Medicare may spur building of a new
type of facility called the convalescent cen-
ter (o compete with nursing homes, Reason
for the convalescent centers: medicare will
pay the major part of “extended care” up to
100 days for elderly people after they have
been hospitalized three days. The cost of
the first 20 days would be fully paid under
medicare beginning Jan. 1, 1967; patients
would pay $5 daily for the next 80 days.

2. Medicare will remove medical care
plans as a concern for builders of retire-
ment communities. Medicare does this by
paying the major share of hospital charges,
convalescent center charges and home
health services for all persons over 65. In
addition, everyone over 65 can sign up
for voluntary health insurance to cover
80% of doctor bills and other costs not
covered by the mandatory medicare. Cost:
$3 monthly per person.

Convalescent centers. These centers
—a few already exist—care for in-patients
in the recovery period between full hos-
pital treatment and a return to normal,
active living. Until now many nursing
homes have provided comvalescent care,
and some nursing homes find short-term
convalescents provide half their patients.

But only about 1,000 of the nation’s
11,000 licensed nursing homes can qualify
as “extended care” facilities under medi-
care. Hence the anticipated swing toward
full-scale convalescent centers.

One sponsor, United Convalescent Cen-
ters which is backed by the Evinrude Co.
and Singer Frances Langford, opened its
fourth convalescent center in Jacksonville
last month. Two others are under construc-
tion at Palm Beach, Fla., and Los Angeles.
Wallace Johnson and Kemmons Wilson,

the Memphis homebuilders who organized
Holiday Inns of America, are setting up
a new company, Medicenters of America
Inc., to license 400 convalescent centers
across the nation. So far, 10,000 persons
have paid $1,500 for feasibility studies in
their localities and stand ready to pay $100
a bed in franchise fees. Most facilities
will care for 50 to 75 patients.

Johnson calls Medicenters “an entirely
new concept of medical care, neither a
hospital, nursing home or rent home.” He
says they will serve patients of all ages,
and will charge from $7.50 to $15 daily.
He plans to train personnel in a prototype
150-patient center to open in Memphis.

Initial units will be built at Wilmington
and Gastonia, N.C., and Columbia and
Spartanburg, S.C. Most will be low-rise
construction.

Although these convalescent centers will
compete with nursing homes, Mrs. Helen
Holt of FmA's nursing home section ex-
pects that most of the 328 nursing homes
FHA now insures will qualify as “extended
care” centers. “No one should build a
nursing home and expect it to fill auto-
matically because of medicare,” she
cautions.

Retirement colonies. Housing experts
expect many builders of retirement com-
munities to include the $3 monthly fee
for the new voluntary insurance in their
rent or monthly payments.

Such a practice would give these builders
some of the sales advantage now enjoyed
by builders offering medical and/or insur-
ance packages. Ross Cortese’s Leisure
Worlds and Del Webb's Sun Cities have
led this package field.

Cortese men expect to gain under medi-
care by being able to qualify more buyers
by reducing monthly payments. In Walnut
Creek near San Francisco, the dropping of
a private medical-care plan with the advent
of medicare will cut monthly payments by
$23, from $183 to $160.

Congress puts lid on renewal spending

No new urban renewal projects can be
started for a while despite passage of new
money authorizations under the 1965
Housing Act.

Rep. Albert Thomas (D., Tex.), who
is not numbered among urban renewal’s
friends, last month finally won his battle
to gain control of how much money will
be committed for various renewal projects.

As chairman of the House appropria-
tions subcommittee, which controls HHFA'S
funds, he has always disliked the so-called
back-door spending approach of urban re-
newal: i.e., once housing legislation author-
izes a lump sum for urban remewal, it’s
up to HHFA to decide which cities get how
much, uHFA would make a contract with a
city and then come to Thomas' subcom-

mittee six or seven years later when the
money was actually needed to fulfill the
contract.

Paycheck power. Thomas seized con-
trol by refusing to permit the spending of
money to pay the salaries of staff personnel
processing the initial contracts. Not until
HHFA comes to him and explains which
contracts are going to be made with what
cities will Thomas allocate funds for sal-
aries of those working on contracts.

Thomas’ maneuver forced the Adminis-
tration to submit a money authorization
request late last month, Urban renewal
proponents now fear Thomas will cut
down on the money or try to use his new
power as a political tool in horse-trading
with city congressmen.
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NEWS

Five ways the 1965 Housing Act can help builders—now

The $7.5 billion Housing Act signed by President Johnson
Aug. 10 makes the most sweeping changes in federal housing
law since the urban renewal program was started in 1949.
Rent supplements, the most controversial change, let pri-
vate builders compete with public housing agencies in shelter-
ing low-income families. Private builders must operate as lim-
ited-dividend companies whose profit is held to 6% exclud-
ing depreciation on a 10% equity under the program. They
may build low-rise apartments for rent or town or detached
houses for lease to low-income families with an option to buy.

1. No-down FHA loans
up to $15,000 for vets

Even more important than the no-down
terms, the law nearly doubles—to 21 mil-
lion—the number of veterans eligible for
special mortgage treatment. Republican
sponsors claim it could add 6.5 million
new starts in coming years by making, in
the words of one housing man, “virtually
every serviceman since Washington crossed
the Delaware” eligible for a no-down-
payment FHA loan up to $15,000.

Previously only 12,75 million men from
World War 11 or the Korean War remained
eligible for va loans under the i Bill.
Another 6.5 million have already bought
va houses. Now any veteran with 90 days
service at any time qualifies for no-down
FHA loans, and even shorter periods of
service are accepted if served on hazardous
duty. Veterans must hold honorable dis-
charges and may not have purchased a
house under the va program. Veterans
whose eligibility under the a1 Bill had
expired now qualify for FHA loans—and
all World War II vets would have lost
eligibility by July 1967.

The new plan, also relaxes down pay-
ments above $15,000, so a veteran can
now buy a $30,000 house with a $2,000
down payment (vs. $3,000 for non-vets).
Veterans must pay 10% of house value
from $15,000 to $20,000 and 15% of
value over $20,000 (see pay schedule).

Housing men expect the no-down fea-
ture to boost sales in low-cost areas,
mainly in the South. Builders in Dallas
started advertising the loans even before
President Johnson signed the act.

But builders in high-cost areas such as
Chicago, Cleveland and the West Coast
expect little sales activity. They point out
that va houses currently are being offered
with no down payment up to $35,000.
Too, these va loans do not carry the 2 %
insurance charge that FHA will make.

Here is the down payment schedule:

FHA Pay FHA Par
VALUE Down VALUE Down
$17,000 and under $200 25,000 ........ $1,250

TR0, .o yce aioe 300 26,000 ........ 1,400

PRQON o 400 2000015 ... 1,550

201000 . ... 500 28000 ........ 1,700
2L . 650 - 29N00 . 1,850
park 1) SRl SOOI 3000 s 2,000
ZERO0 0 950 3TN000 ... .. 2,150
2000 ........ 1,100 32000 ........ 2,300

2. Lower down payments
for houses over $20,000

The law trims down payments by up
to $500 for houses over $20,000 and will
let FHA builders again become competi-
tive with conventional lenders in this
market. Previously, 10%-down conven-
tional loans from sszLs made down pay-
ments in the upper price ranges smaller
than the FHA scale.

The change cuts down payments from
25% to 20% of house value above
$20,000.

Hence a $2,000 down payment will now
handle a $25,000 house, down $200. On
a $30,000 house, the buyer pays 10% or
$3,000, a cut of $500. Buyers of a 34,
000 house also get a $500 reduction to
$4,000. The new down payment and
monthly payment schedules over $20,000:

FHA Down MoRgT- PAYMENT
VALUE PAYMENT GAGE (30 Yr.)
$21,000 $1,200 $19,800 $117.69

220000 .10 1,400 20,600 122.45

23,000 ... o Le0D 21,400 127.20

24,000 .... 1,800 22,200 131.96

25000 ... 2,000 23,000 136.71

26,0000 ... 2,200 23,800 141.46

ZTO0 b 2,400 24,600 146,22

28000 ... 2,600 25,400 150.98

29,0000 .... 2,800 26,200 155.74

30000 ....... 3000 27,000 160.49

31,000 .... 3,200 27,800 165.24

32,0000 .... 3,400 28,600 170,00

33,000 .... 3,600 29,400 174.75

34000 .... 4,000 30,000 178.32

35000 .... 5,000 30,000 178.32

3. FHA insured loans
for land development

Application forms for FHA's new Sec.
1001 land development loans have not
been sent to FHA offices. But the provi-
sions in the law let builders and de-
velopers begin planning if they desire a
land development loan.

Sec. 1001 lets FHA insure loans up to
$10 million outstanding at any one time
covering 50% of land acquisition cost plus
90% of development costs. The total may
not exceed 75% of FHA's estimate of the
value of the completed project.

Loans will have seven year terms, except
that FHA can insure longer-term loans cov-

HHFA expects 20% of the 375,000 prospective units will be
lease-option plans.

At press time, regulations for rent supplements remained
unissued. Biggest delay: HHFA must survey each local housing
market to set income limits for families qualified to receive
supplements. Reason: the limits of existing agencies are not
comparable under the law.

But other provisions of the new bill become effective im-
mediately, and five of them are of particular significance for
builders and land developers:

ering privately owned water and sewage sys-
tems. Interest rate and insurance charges
are yet to be fixed by the FHA commis-
sioner, but could run to 6% interest and
% % insurance premium.

Land covered by insured loans can be
held in fee simple or by leases running
for 99 years or 50 years from the mort-
gage date. Land improvements can include
water and sewer lines, water supply and
sewage treatment facilities, streets, curbs,
gutters, sidewalks, storm drains and build-
ings other than schools to be owned by
residents jointly.

Davis-Bacon prevailing wages apply.

4. Larger mortgages
for three special markets

Low-priced homes in outlying areas can
now get mortgages up to $12,500 under
Sec. 203i, a boost from $11,000. Many
prefabbers sell heavily under this section.

Near military installations, servicemen
may now obtain $30,000 mortgages on
houses, up from the $20,000 limit. Down
payments are reduced slightly.

Urban renewal builders can now in-
clude general commercial and office space
in renwal apartments. Until now only
businesses serving apartment occupants—
restaurants, beauty parlors, garages and
the like—could be included in the FHA
mortgage. Building must still be predomi-
nantly residential.

5. New insured loans
for small-town housing

A totally new system of insured loans
is set up to house farm families now
living in three million substandard rural
homes.

The Agriculture Secretary, through the
Farmers’ Home Administration, will insure
new and existing house mortgages. Mod-
erate income families can get 5% loans;
other families will pay going FHA rates
of 5% % interest and %2 % insurance.
Ag-FHA plans to resell the loans to private
investors. Mortgage bankers opposed the
loans because private lenders would have
no voice in making the original loan.

Houses in small towns in the 2,500 to
5,500 population class can be insured if
they are rural in character. Otherwise
houses must be in areas below 2,500
persons.

HOUSE & HOME




MIAMI-CAREY HELPS
SELL BATHROOMS
THAT HELP SELL HOUSES

You can find the right cabinet to compliment your
good taste in bathroom styling when you choose from
the complete Miami-Carey Line. Twenty-four appeal-
ing styles include period designs like the ““Mount
Vernon''—or a contemporary model like the ““Broad-
view' (both shown above). You'll also find what milady
wants in the ‘“‘Panorama’—a surface-mounted unit
with ample storage and unique wing mirrors for an
“all-sides’ view. There are also new Child-Protective
Cabinets with special locking devices that deny access
to pre-schoolers—plus many other models in sliding

and swing door types, wall mounted or recessed, with el bt et aniacion

overhead or side lights. of chrome and brass bathroom accessories.

[ FEATURED IN

WORLD'S PAIR HOUSE

Miami-Carey Bath-
room Ventilating Fan
(for wall or ceiling)
attaches directly to
studs—needs no
framing. Forced-air
ceiling heater is an
\ﬂ“ﬁ,,,..,.:uanm,‘,__ easily-installed sur-

B

- face mounted unit.

For more information on Miami-Carey products for bathroom

o *
%

gty "9‘\. and kitchen, write Dept. HH-965, Miami-Carey Division,
“lurar on nerunp 0P The Philip Carey Mfg. Company, Cincinnati, Ohio 45215.
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NEWS

MOBILE SPECULATOR Herbert Edwards (lefr),
president of Rammco Investment Corp., and his

men first inspect land by helicopter, then fan out
over promising tracts by motorcycle.

Land speculation goes scientific
in the nation’s hottest land market

In southern California three companies
have been organized for the sole purpose
of packaging land for speculative investors
and resale to builders.

Largest of this new breed of specula-
tors is Rammco Investment Corp. of
Studio City, which has helped over 1,000
investors put their money into land. Prop-
erty Research Corp. of Los Angeles,
formed in 1959, serves about 200 inves-
tors. A third, California Land Sales Inc.
specializes in setting up deals for Holly-
wood’s monied set.

Finding the land. The word “specu-
late” comes from a word meaning “to
spy out™ and this is exactly what the land
packagers do.

Rammco, for instance, keeps a staff of
34 researchers systematically assembling
facts affecting land values: hearings of
freeway and regional planning commis-
sions, population projections, state and na-
tional budgets for new facilities, govern-
ment and banking forecasts of business
and corporate expansion plans.

Rammco regards industrial development
as the most important single factor af-
fecting land value, since the buying of
a new plant site usually signals rocketing
land values.

But Rammco rates the 200 to 300 par-
cels it scrutinizes each month on 20 other
confidential factors. If a tract scores 85%
under Rammco’s evaluation system, the
company is prepared to take title in its
own name. “If it scores 90% or higher,
we turn it over to a client,” says Chairman
Arthur W. Carlsberg.

Finding the money. Rammco tries to
tie up the land near the end of its dor-
mant phase when the company can claim
that its research almost certainly indicates
quick profits of 10% to 15% yearly.

So far this semi-scientific research
has persuaded entertainment personalities,
Eastern investors and even some corpora-
tions to put $20,000 to $1 million in land.

Builder sales. When the land value
rises—investors hold an average of 31
months—Rammco arranges a sale, gener-
ally to small homebuilders who do not
have the capital to warehouse land.

“By necessty they come to us because
we have what's available,” says Carlsberg,

The company follows the needs of its
builder-clients and tries to place smaller
builders near tracts being developed by
larger builders. The strategy: to let smaller
builders get the most out of advertising
dollars “because large builders are al-
ready attracting prospective buyers to the
area,” says Carlsberg.

The typical Rammco sale conveys a 40-
to 80-acre parcel to a builder. With each
tract, Rammco furnishes the builder a
tentative subdivision map already cleared
with planning authorities and a market
analysis suggesting the house types and
price ranges.

Rammco tailors sales terms to give the
builder as much leverage with his money
as possible. The builder may include pre-
paid interest in his down payment, thus
getting an immediate income tax deduc-
tion. And special release clauses let him
substitute trust deeds from housebuyers
for cash in taking title to small parts of
the tract.

Not all customers of the land packagers
are happy at being forced to deal with
the speculators. Says one: “It is a service
to the unsophisticated. They don't do any
service on the land. The builder does the
rezoning and the engineering and the solv-
ing of the problems.” But he concedes:
“They make a pile of money.”

Pennsy railroad acquires
Arvida and Macco Realty

The purchases took the nation's largest
railroad (assets $2'2 billion) into land
development on a nationwide scale. It got
control of 100,000 prime acres of southern
California land in the Macco purchases
and another 100.000 held by Arvida in
Florida.

The Pennsylvania, from its base on Phil-
adelphia’s famed Main Line, may wind up
paying $40 million for Macco, which had
its greatest year in 1964 with a net of
$2.66 million ($1.77 a share) on a $27.9-
million gross. The railroad is paying $14
a share for each of the 1,561,724 Macco
Realty shares held by the parent Macco
Corp. And Pennsy is asking tenders at the
same price for the 170,000 outstanding
shares of common stock debentures, which
are convertible into 1,099,647 common
shares, and warrants exercisable on 30,000
shares.

Macco Realty joint-ventures its building
with contractors and sells houses on land
it has developed in Los Angeles, Orange
and Riverside counties. Its 100,000 acres
gave it the largest inventory in southern
California. Its holdings include one third
interest in the 87,500-acre Rancho Cali-
fornia, southeast of Los Angeles.

Chairman John MacLeod, President
John Parker and other key Macco officers
retain their posts,

Arvida sale. The railroad bought 3.
274,428 shares, or 51%, of Arivda Corp.
for $18.3 million from the estate of Arthur
Vining Davis, the founder of the Alumi-
num Company of America who died in
1962. Arvida’s acreage includes a mile of
Boca Raton oceanfront with 174 apart-
ments in two condominium projects and
two housing communities on Bird and
Longboat Keys in Sarasota Bay.

In the deal the railroad resold
of its shares to Stockton, Whatley, Davin
& Co., the Jacksonville mortgage banker
and realty company which has managed
Arvida property since 1961. Brown What-
ley, 1953 president of the Mortgage Bank-
ers Assn., retains posts as Arvida president
and chairman of Stockton, Whatley.

The Pennsy started moving into land
development in June 1964 by buying con-
trol of Great Southwest Corp. of Arling-
ton, Tex. The developer of a 5,680-acre
industrial park between Dallas and Fort
Worth, Great Southwest last spring set up
a subsidiary in Los Angeles to deal in all
types of land on the West Coast. So far
the subsidiary has reported no deals.

SBA will bar small-business
loans for land speculation

New rules proposed by the Small Business
Administration would stop the nation’s
700 small business investment companies
(seics) from making loans to finance
land speculation.

The proposed rules elaborate on a
March order (NEws, Apr.) limiting “real
estate investment” to one-third of an
SBIC’S assets.

HOUSE & HOME




ing on this demanding tradition, the CONTESSA
offers builder and plumber alike AN ACCENT ON
ELEGANCE . . . always at a competitive cost.

i Whatever your next job . . . from tract homes to high-
rise — be discriminating — specify Price Pfister!

« . . Price Pfister’s new CONTESSA widespread lava-
tory fittings have been specified throughout the
ultra-luxurious CANYON CLUB INN, Palm Springs,
California. Dramatically appointed in a sophisticated,
modern motif, the guest rooms of this new Palm Springs
golf resort provide the ultimate in luxury for the dis-
criminating guest. Built to rigid specifications that de-
mand the utmost in quality throughout, it was entirely

appropriate that Price Pfister’'s CONTESSA should be PRICE FHSTER BRASS MFG. CO.
selected. 13500 Paxton Street, Pacoima, California 91331
: : ; : : Sold only through wholesalers.
Price Pfister products are being specified in luxury proj- \;ara?n%ses igitrllaease.pr&raqmal mltﬁ?&' *»
beless : irmingham, Alabama; Chicago, Illinois; Dallas,
ects from coast to coast, because of the built-in quality - Texas; Pacoima, California; Elizabeth, New Jersey.
and trend-setting styling that has earned the reputation -

as the best performing brass in the industry. Carry-

" Plumbing Contractor: : - Plumbing Wholesaler:
Palm Springs ELghios - Familian Pipe and Supply
= . of Palm Springs '
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NEW HOMES FOR SALE AT END OF EACH MONTH
1962 1963 1964 1965

300 |
NUMBERS IN THOUSANDS

264

Unsold inventory hits two-year low
as confident buyers_ step up purchases

The Census Bureau’s count of unsold new
houses dropped to 233,000 at the end of
May. a full 12% below 1964 levels and the
lowest figure since July, 1963 (see graph).

Census’ count includes 106,000 com-
pleted houses, 105,000 under construction
and 22,000 authorized but not yet started.

The wunsold inventory equalled five
months’ supply based on an average of
47,000 units sold monthly in the past year.

House & HomE's mortgage correspond-
ents report that in most areas June and
July sales ate further into that inventory,
so that unsold inventory was even less
than these record lows at press time.

California concentration. California
contains nearly half of all the unsold com-
pleted houses in the nation, if an estimate
by the usually accurate Bank of America
is correct. In early June the Bank esti-
mated there were 50,000 unsold houses
in the state. But activity is picking up par-
tially because the buildup of United States
military forces in Viet Nam is boosting
military spending in the state.

Bullish buyers. May, with 55,000
houses sold, was the biggest sales month
for merchant builders since August 1964.
Before May. buyers had been slow to act,
but the May spurt brought 1965 sales up
even with the 1964 pace.

The late-June downturn in the stock
market, which came amid predictions of a

ENTIA

75
150
125
100

59
1960 1961

Based on contract value. 1957-59 100 (seasonally adjusted).
Lighter shaded areas represent general business recessions.

1962

slowdown in the nation's 52-month eco-
nomic boom, has not dampened consumer
plans to buy. Only one in 100 consumers
mentioned the stock market decline, ac-
cording to a late-June survey by the Uni-
versity of Michigan's Institute for Social
Research. And the Institute’s index of con-
sumer sentiment rose to 102.2, its highest
level since 1955,

“Optimism has spread during the past
year,” say Institute researchers. Consumer
optimism for families with annual incomes
over $7.500 is rising faster than the over-
all average.

Rising starts. Private housing starts
entered the second half of 1965 ftrailing
the 1964 pace by 45,700 units.

But residential building contracts meas-
ured by McGraw-Hill's F. W. Dodge Co.
division, scored a 4% gain in June and
ended the half-year only 1% behind the
1964 pace. The Dodge index is now at
144 (see graph). As a result, Dodge Econ-
omist George W. Christie now predicts
total residential contracts will hit $21,
425,000 this year, up 4% from 1964. Pri-
vate nonfarm starts will reach 1,510,000,
says Christie, down 1.3% from the 1.
530,400 units of last year.

But the trend is unmistakably up. The
U.S. Savings & Loan League reported
many housing markets are beginning to
look brighter in its mid-year survey.

BUILDING IND

1963 1964 1965

F. W. Dodge Co., a division of McGraw-Hill Inc,

KEY HOUSING INDICATORS

DOLLARS 9% change

(millions) from '64

Dodge resid. contract June $2,080 + 4
6 mon, 10,715 -1

ENR adv. resid. plans July 511 —31
7 mon. 5,220 + 4

ENR adv. apart. plans July 302 —30
7 mon. 2,740 - "1

ENR adv. house plans July 83 —-35
7 man. 1,086 + 1

UNITS % chagfa

(000) from "

Starts, priv. nonfarm June 1493 — 5
6 mon. 7338 - 6

Starts, ann. rate June 1,504 - 6
Permits, ann. rate June 1,241 - 15
New houses sold May 55 - 6

5 mon. 238 NC

New houses for sale 233 —12

May

Sources: F. W. Dodge Co., division of McGraw-Hill;

10

Engineering News-Record; Census Bureau; HHFA,

Census Bureau names 38 cities
as 1964’s hottest markets

The Census Bureau's final 1964 report
finds that 38 urban areas, producing over
1,000 units yearly, gained 25% or more
in permits last year. Only 17 cities fell
an equal percentage—but this group in-
cluded some of housing’s biggest markets
of earlier years. The net result: permits
in the nation’s 219 metropolitan areas
dropped 5.9%—compared to a nation-
wide decline of only 3%.

Canton, Ohio, led the nation with a
110% gain to 1,811 permits. Three other
hot markets trailed closely: Wichita, up
99% to 1,444 permits; Lubbock, Tex., up
98% to 1.413 units, and Ann Arbor,
Mich., a 95% gainer to 3,546 units. The
other 46 boom markets of 1964:

Gains over 50% : Cedar Rapids. 68%;
Charleston, S.C., 65%; Stamford, Conn,,
59%; Lancaster, Pa., 56%; Lexington,
Ky.. 52%: Hamilton-Middletown, Obhio,
51%.

Over 40%—Norwalk, Conn., 48%:
Newark, N.J. and Youngstown-Warren,
Ohio, 47%; Colorado Springs, 44%: Au-
gusta, Ga. and New Haven, 43%; Boston,
42%.

Over 30%—Des Moines, 39% : Racine,
Wis., 38%; Trenton, N.J. and Bridgeport,
Conn., 37%: Peoria and Raleigh, N.C.,
and Jersey City, 35%; Greensboro, 34%
Baton Rouge and El Paso, 33% ; Madison,
Wis., and Nashville, 31 % ; and Waterbury,
Conn., 30%.

Over 20%—Miami, Fla. and Norfolk-
Portsmouth, Va., 29% : Hartford, Kansas
City, and Wilkes-Barre, 28% ; Milwaukee,
27% ; Springfield, Ohio, 26%.

Las Vegas was the largest loser, falling
75% from 11,146 to 2,813 units. Santa
Barbara dropped 54% to 2,998 units.
Other declines:

Over 40%—Tucson, 47%.

Over 30% —New York City and Sacra-
mento, 39%; Salt Lake City, 35%; Seat-
tle, 34%; San Jose, 31%.

Over 20% —Lowell, Mass., 29% :; Ama-
rillo, 28%:; Houston and Birmingham,
27%: Phoenix and Albuquerque, 26% ;
Columbus, Ohio, and Macon, Ga., 25%.

New household formations
show a surprising upturn

The surge of new households which build-
ers have been awaiting may have arrived.

The Census Bureau has just reported
that 1,253,000 new households were
formed in the year ending March 1965—
up sharply from the 900,000 vearly rate
which was held since 1960,

However, nearly two-thirds of the new
figure represented houscholds headed by
“primary  individuals” — persons living
alone or with unrelated persons. It is the
biggest rise in this category in a decade
and helps explain why apartment vacan-
cies are holding steady while apartment
building continues strong. There are now
9.5 million households in the “‘primary”
category, 6.3 million headed by females
and 3.2 million headed by men.

HOUSE & HOME
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DECORATIVE TRIM
ROSETTES BY

KWIKSET
k

0

4

Sandpiper Marquis
No. 1-192 C 18¢ No. 1-186

Barcelona

Paloma

Peacock
No. 1-180

KWIKSET
BRINGS FINE ART
TO THE DOORWAY

For the discriminating builder looking for ways to create distinetive

ssions at entryways, Kwikset presents “the look of luxury”
with an exciting collection of decorator styled Trim Rosettes.

These exclusive custom designs are reproduced from genuine
historical artifacts and are available in a wide variety of unique
: sizes to complement and enhance doorway decor.

ART CAST Trim Rosettes are hand sculptured from the

finest high-grade solid brass and are available in a choice of three

finish is bla
highlights, and plastic coated for lasting lustre.

Write to Kwikset for a colorfully illustrated catalog, and see for
yvourself how Kwikset truly brings “fine art to the doorway”.

Poco Paloma Polaris
No. 1-191 No. 1-184
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What makes this house practical to build?

N\

(Unit #6 in an award-winning series from Ponderosa Pine Woodwork

First floor

Here is the kind of house today's home buyer is
looking for. A quality home with custom-type
features. Yet not priced out of reach. A home
with taste.

Find out more about this practical-to-build

Second floor

“return to elegance’’ house designed by award-
winning architect, G. Hugh Tsuruoka.

Return the completed coupon with just $10.00
and we will send you working drawings and de-

tails. Do it today.

3

12
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These will give you an idea:
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Idea No. 1—Entry Hall: beautifully worked standard Ponderosa
Pine mouldings and panel doors give this elegant stairway and
hall distinctive sell-appeal . . . practically.

Idea No. 3—Master Sun Porch: a new and practical idea for
privacy. The use of Ponderosa Pine dutch doors gives easy
access, good ventilation and lots of light. Movable awning pro-
tects from rain or sun.

The better homes
in your neighborhood
have wood windows.

Have you noticed?

SEPTEMBER 1965

Idea No. 2—Fireplace: standard Ponderosa Pine mouldings and
mantel give beautiful custom look to this marble fireplace. (Notice
the built-in bar behind the louver doors.)

Idea No. 4—Provincial Kitchen: featuring a Kelvinator Original—
the hottest new appliance idea in years—giving this exciting
kitchen a rich designer-look. Elegant and practical and all from
standard products.

f PONDEROSA PINE WOODWORK
39 S. LaSalle Street, Chicago, lllinois 60603

Gentlemen: Please send me the following:

set of complete working drawings at $10.00 first set,

additional sets at $2.00 each

Name

Company Name

Address

City. State, 7,1']1 Code.

Ponderosa Pine Woodwork creates these award-winning plans to show
the newest, most popular uses of ponderosa pine products. Feel free to
use any ideas you see.

13
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What the 1965 buyer is buying:
more equipment and more space

Demand for the minimum house may be
fading faster than the industry has realized.

That’s what naHB found when it asked
600 members of its Builders’ Economic
Council for detailed descriptions of houses
bought by their 1965 customers. Here are
the key findings based on reports by the
400 builders who replied:

30% of the houses are air conditioned.
More than 75% of new Southern houses
have air conditioning, mostly by central
units. The trend is also sweeping north-
ward: cooling units are included in 18%
of houses in the North Central states and
17% of Northeastern houses. And 75%
of all new apartments are air conditioned.
By contrast, the 1960 Census found that
less than 9% of all rental units then oc-
cupied were air conditioned.

61% of the houses have two or more
baths. And only 16% have one bath—
down from 33% in the last comparable
survey, made in 1961 by F. W. Dodge Co.

84% of the houses have a garage or
carport. Regionally, figures range from
75% in the South to 96% in the West.

80% of the houses have built-in ovens,
ranges, dishwashers and garbage disposers.
And more than half the builders include
these appliances in the house price. Wash-
ers, dryers and refrigerators are generally
offered as options.

95% of the units have kitchens with
wooden cabinets. Only 2% use composi-
tion board and 3% use laminated plastic.

38% of the new homes have fireplaces.
The high (54%) is in the West, the low
(28% ) in the South. And the higher the
house prices, the more fireplaces.

77% of the new homes use public sew-
ers. Only 7% have individual septic tanks
and less than 1% have cesspools.

The average lot size has increased from
9,500 sq. ft. in 1964 to 9,700 in 1965.
The most frequently used lot sizes are
from 8,000 to 9,999 sq. ft. and from
10,000 to 14,999,

The median sales price of new homes
is $19.225, up 1.8% from 1964.

Two other significant findings: 1) one-
story plans, used in 63% of the houses,
are still most popular; 2) brick, used on

MOBILE CLOSING OFFICE

Two ways to speed closings

In New York City the Dime Savings Bank of
Brooklyn staged a two-hour mass closing for 49
buyers of condominiums built by Alexander and
Douglas Paulsen, The concentrated effort saved
the builder 48 man-hours. And in Dallas, Hexter

70% of the houses have family rooms. 28% of the houses, is the most popular
H 'l % > > 7 ay teT1 aterts 1 3 ] - . - " - .
T_he htgh (81%) is in the West, the low exterior material. But builders now com “Cruiser Completer,” to bring sales closings 10
(57% ) in the Northeast. And in five of bine two or more materials on 30% of the homebuyers, The air-conditioned mobile office
every eight houses the family room is on houses. Only 15% of the houses have all- cost $10,500, includes a radio telephone and
the first floor. wood exteriors—down from 43% in 1940, table for eight.

Title Co. is using a furnished van, dubbed a

S R T

Add BUY APPEAL to

your homes with . ..
Genuine McKinney

Forged Iron Hardware

\ |

ARE home buyers more design-conscious? More quality-

conscious? You know they are! You can add buy appeal
to your homes with the generous use of McKinney Forged
Iron Hardware. There’s hardware for every application in
every residential design . . . colonial or contemporary. Straps,
strap hinges, thumb latches, H-L hinges, and dutch door
hardware are yours for the asking. Add beauty, add quality,
add buy appeal with nationally known McKinney Forged
Iron. At your hardware or building materials dealer. Send
for catalog #14A.

Use McKinney for your moedel home. Our consultant is at your service.Write

McKINNEY

SCRANTON, PENNSYLVANIA 18505

HOUSE & H
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SURFACE MOUNTING KIT AVAILABLE FOR NON-RECESSED INSTALLATION.

New Wall Heaters Feature
Totally Enclosed Elements

These units were designed with apartments in mind:
priced to fit your building budget; scaled to fit be-
tween standard studs; engineered to fit all the
various local eleetrical eode requirements throughout
the ecountry.

Internal improvements include redesigned heat-
ing elements, totally enclosed on all models, to
provide more heat, better circulation, extra safety.
New rough-in box and hangers provide faster in-
stallation, improved appearance.

Grille frames, all models, are 1614"wide, 2214” high,
and project only 114" into room. All feature built-in
preeision thermostats, distinctive picture-frame styl-

ing and attractive heat-resistant finish. Backed by
Hunter's 80-year experience.

Hunter also makes convection baseboards, forced air baseboards, radiant
ceiling cable, bathroom, portable, infrared and unit blower heaters

SEND COUPON FOR ¢
Hunter Division, Robbins &

© 2510 Frisco Ave., Memphis, m. |
Send Hunter Electric Heat Catalog to:

Name.

HUNTER |
ELECTRIC
HEAT

Circle 24 on Reader Service Card




After exhaustive legislative hearings, Ohio
has just become the fourth state to outlaw
race bias in private housing this year. In
all, 16 states have adopted such statutes.

Ohio thus joined Rhode Island and In-
diana in banning race bias in private-home
selling and renting (NEws, Apr. & May).
A fourth state, Maine, adopted a law bar-
ring discrimination only in apartments,
new or existing.

This is the biggest antibias boom since
1961, when five states passed antibias laws.
Until this year, only three more were
added to the list—and California’s law
was repudiated by voters last November.

Ohio and Maine avoided deadlocks by
exempting owner-occupied one- and two-
family homes, although they are a major
part of Maine's rented housing. Half of
Ohio’s existing 3 million homes—and all
construction—will come under the

new
ban.

Violators of Ohio’s law, to be policed by
the State Civil Rights Commission, will
face court injunctions and criminal con-
tempt of court citations. Builders, realty
agents and property owners are forbidden
to make discriminatory refusals to sell or

#* Others: Alaska, Calif.,, Colo., Conn., Ind.,
Mass., Me., Mich., Minn., N.H., NJ., N.Y,, Ore.,
Pa. and R.I.

Legislatures: housing antibias laws
have their best year since 1961

rent, sign restrictive covenants, use block-
busting tactics, publish discriminatory ad-
vertising or misrepresent the fact 'that
houses are open for inspection.

State legislatures tightened housing rules
in other fields.

Texas made dual-contracting a felony
on a second offense. The new maximum
penalty for using fraudulent sales agree-
ments with higher than actual prices to
obtain illegal loans: up to five years and
a $5,000 fine.

California eliminated cumbersome dual
jurisdiction of condominium sales by giv-
ing all power to its Division of Real Es-
tate. Previously, condominium salesmen
had also to qualify as securities salesmen
with the Securities Commission. New York
is now the only major state retaining this
type of double jurisdiction. California also
began preparing for the 1970s—when
eight cities the size of San Francisco will
be built—by creating a Department of
Housing and Community Development to
coordinate planning.

New York ordered a November vote on
a $200-million increase for public housing,
more than the $165-million boost rejected
in 1964. New York also legalized rent
strikes if tenants can prove in court that
landlords have neglected needed repairs.

States will be pressured
to adopt flexible zoning

The push will begin this fall as the Urban
Land Institute and National Association
of Home Builders warm up for the 1966
and 1967 sessions of state legislatures.
They will stage three state conferences
(locations are undecided) with planners
and legislators to promote a new model
law permitting flexible zoning. NauB and
uLlr have been trying to stop suburban
sprawl for years. But only New York State
and a few California towns have adopted
flexible zoning laws permitting cluster
plans.

After two years of study NaHB and
ULt have drafted model state and local
statutes for flexible zoning which builders
can ask local officials to adopt. The model
codes are backed by a legal casebook™
supporting flexible zoning,

Connecticut and Pennsylvania officials
already are interested in the models.

The 96-page legal report suggests that
restrictive lot-by-lot zoning be replaced
when feasible by flexible zoning to permit
better land use through planned unit de-
velopment of cluster plans.

Under model laws, a builder would have
to convince officials to waive local restric-
tions by showing that his plan, taken as a
whole, is in the public interest.

*yLr Technical Bulletin 52, Legal Aspects of
Planned Unit Development, vri, 1200 18th St
N.W., Washington, D.C., 20036, $6.

B ELT EA;JGET COMPANY

Division of MASCQO Corporation
IN CANADA: Delta Faucet of Canada Lid.

SINGLE HANDLE BALL FAUCETS

.« » the faucet on this sink
is over ten years old . ..

Millions of women :-\-c-rywlwn- are aware
of DELTA Faucets and agree that lin'y
are the grealest faucet ever created.
Multiple-millions of Delta Faucets

are in operation t]lrnug]mul the country
oﬂ-l-ring living proof of the fact

that Delta 1ru|_v offers years

of dvpenc[n}ﬂe service,

There are over 450 model applications for

the Delta line of Single Handle Faucets.

EVPry important Plumhing Contractor
is aware of the excellent nd\'nntﬂgvs
Delta Faucets offer builders

because of their low maintenance and
rigidly high qua!ily standards.

Shouldn't you be installing
DELTA faucets?

Rexdale, Ont.
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now there’s a material difference in siding

It looks like painted wood. Yet it won't
splinter, peel, blister or rot and won't
support termites.

It's strong like metal. Yet it won't dent,
rust or corrode and won't conduct
electricity. It also is an excellent thermal
insulation.

A 169-year-old company—Bird & Son of
East Walpole, Mass.—chose to use this
siding made of Geon vinyl for their par-

SEPTEMBER 1965

This siding i

ticipation in The House of Good Taste at
the New York World's Fair. They give
reasons named above plus these: mini-
mum maintenance, color goes clear
through, scratches won't show. The lus-
trous surface is easily washed, by rain
or garden hose. It will not support com-
bustion.

Like many other improved building
products, this siding carries the identi-

s made of solid 'Ge('m vinyl.

fication shown here in red and black. It's
your assurance that the manufacturer
stands behind his high-quality product
of proven performance, using Geon rigid
vinyl compound. For additional informa-
tion about this exciting material, write
B.F.Goodrich Chemical Co., Dept. GN-9
3135 Euclid Ave., Cleve-

land, Ohio 44115. In

Canada: Kitchener, Ont.

'B.E.Goodrich Chemical

a division of The 8 F Gaodrich Company
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Prefabber offers its builder-dealers
the best deal yet on financing

Hilco Homes of Philadelphia is providing
a one-stop loan service which, it claims,
will revolutionize the prefab industry.

The plan lets Hilco builder-dealers proc-
ess and close these two separate loans at
once:

1. A no-interest building loan. Hilco will
advance a loan for the construction cost
of a house if the builder or buyer owns
the lot and if the ultimate buyer’s credit
has been approved.

2. A 25-year conventional mortgage.
The loan is fully amortizing for the ulti-
mate buyer, includes closing costs and cov-
ers the full house price if the buyer already
owns a lot.

Atlas Credit Corp., Philadelphia credit
company which bought Hilco last spring
(NEws, June). began the new Hilco plan.
Its aim, says Atlas Executive Vice Presi-
dent Norman Wolgin, is “to provide what
nobody in the industry previously had—a
complete, vertically integrated financing
and service organization.”

Break with tradition. The Hilco plan
runs counter to the practices of most home
manufacturers, who offer standby financ-
ing aid to builder-dealers only when they
cannot get mortgage money locally.

For instance, National Homes Accept-
ance Corp., started in the tight-money days
following World War 11, acts as mortgage
banker on a standby basis for only FHA
and va loans. And Inland Homes processes
FHA loans and makes construction loans
through Inland Mortgage Corp.

A few shell-house builders have financed
their own houses but with consumer-type,
add-on loans or discounted interest loans.
Often a final balloon payment has been
left at the loan’s termination.

Aid from Atlas. Hilco provides its new
one-stop service by calling on two other
Atlas subsidiaries: Colonial Mortgage Serv-
ice Co., a mortgage banker with over $400
million in its servicing portfolio, and West
Jersey Title and Guaranty Co. Atlas has
just bought State Mortgage Co. of San
Diego, which has a $262 million portfolio.

“We place the permanent mortgage at
simple interest,” says Wolgin. “These loans
have a ready market through Colonial
Mortgage’s many offices in Hilco’s market-
ing area. West Jersey Title arranges title
search and insurance for building loan and
mortgage.”

Hilco, which sold 560 houses last year,
reports that the new plan has already dou-
bled sales to a 100-a-month rate.

“After a few months of field testing, we
probably will extend the same financing
and service program to small-subdivision
and custom-home builders in other ftest
markets,” says Wolgin. Most of these
builders wouid be located outside Hilco’s
present [4-state territory (along the East
Coast from Maine to North Carolina).

In line with this expansion, Hilco aims
at doubling its present builder-dealer force
of 50. The company is also organizing a
new division to sell wall panels, roof trusses
and pre-hung doors and windows.

Mortgage money tightening
without major price changes

So said Robert M. Morgan, president of
the Boston Five Cents Savings Bank and
chairman of the Massachusetts Purchasing
Group of 190 mutuals.

“There has been a little tightening,” he
sums up. “Some investors are inclined not
only to forego buying mortgages in the
secondary market, but also to sell some
paper. The situation has not yet translated
itself into any definite change in mortgage
prices.”

Tight money usually means higher dis-
count rates charged to builders.

The tightest cities to report among
House &« HomE's 18 key mortgage centers
are Washington, where discounts jumped
by 1% to 1-2% ; Houston, holding strong
at 2% after a rise last month; Dallas, up
14 % for the second month, to 1%2-215 %
and Atlanta, up % % to 1V5-2%2%.

Morgan says the mortgage market seems
weakest where savings and loan associa-
tions are dominant.

California and Chicago, for example,
face tighter money as their s&Ls slow down
deposits and commercial banks continue to
invest less of their deposit increase in
mortgages.

Vice President Everett Mattson of T. J.
Bettes Co. in Houston noted that Federal
National Mortgage Assn. has increased
purchases of low-grade $8,000 to $12,000
mortgages. (Purchases were valued at
$28.5 million in February but were up to
$36 million in July.) “It indicates tighter
money,” Mattson said, “no matter what
the story.”

SKCOMDARY MARKET HOMEBUILDER’s MORTGAGE MARKET QUOTATIONS
Sec. 203b & Sec. 207 Reported to HOUSE & HOME in week ending August 13,
VA houses Apts. Conventional Construction
Money Yield to Yield to FHA 5Y;s (Sec. 203b) FHA Loan Rates Loan Rates
center Tnvestor Trend | lnvestor Trend Discount paid by builder 207 Comm. Savings Savings
Hoston .03-5. FNMA Min. Down® Apts. barnks, hanks banks
Chil‘.:gn 55.035-55 ]172 gif,iﬂi 5 12.'; 16 smﬁc Scdry. 30-year Firm Ins. Cos. S&Ls S&ls Interest-|-fees
New York 5.06-5.12 Eirmat 5112 2 Static City Mkg.xy Immed.w Teend Commitment | 75% 80% Quer 80% All lenders
San Fran. 5.06-5.126 Steady | 5.14b Weak Atlanta 2% 112-2Va  Up V2% a 51/3-5%a 5%a-6 beb1/a 6+1
e Boston 1% par+1-par Steady par--l-patt | 514-514 53/a-51/2 53/ 5Ya-b
a—No activity. b—Ilimi ivi
Ivity imited activity. Chicago ST VRE Steady a 5Ya-5Va 51/ 53a-6 53/2-64-1-1V2
Cleveland 2V 1-1% Steady a 51/2-5Ya 53/2-5%a b-61Va 51251
Dallas 23/ 115-214 Up V% pars 51/3-534 5%a-6 6-634 61
CONVENTIONAL LOANS RESALE MARKET Denver 2%, 12-2 Steady a 54/a-51/27 53/ 6-61/2 64-1-2
Packages of conventional loans, privately insured by MGIC, Detroit 2%a par-1 Steady 1-1% 51/4~51/ 5%2-6 5%s-6 b-|-%a
st i L e e e ety Seady : s e
3 rs and commercial bank- o B
ers and listed with Mortgage Guaranty Insurance Co., 600 Houstan o 2 Steady L Wt 8 bYa-b¥z | b-f-1
Marine Pilaza, Milwaukee. Address Inquiries c¢/o Jack Ditt- Los Angeles 23/ 1 Steady par--1-par<4-¥a [ 51/2-6 53/a-6.6 bYa-6Ya | 6-6.6-41-2
mann. Typical offerings reported the week ending Aug. 6: Miami 28 1%a-2 Steady 3a-1 5/2-6 53/5 6 b-4-1/6-1
Loans available Net % Yield WAk e 2 Steady Pk e e il ik
(millions) Location to investorss New York 1% par Steady par-+1-par | 5Va 5% 6 SRSl
Okla. City 2% 1-2 Steady a 5/4-53/4 51/2-5%a 6461/ 6-61a+1-12
$10.0 California 5,75 Philadelphia 1% par Steady _par-1 53/2-5%4 534-6 b 5-64-1
13-3 ﬁeﬂfgia 5.50 San Fran. 2% 1-1% Steady par-1 51/2-5%4 53/4-6 66V 6Y4-6Va
5.0 Michigan §_Z,f; i s 2% 1-2v Steady par-1 5126 53a-6 G664 | SWa-6Yaf1-2
2.0 N. Carolina 5 50 Wash., D.C. 2Va 1-2 Up 1% par 51/ 54 6b 51/2-5%a--1/2-1
1.0 S. Carolina 5.50
1.0 Wiseonsin 5.50
=—Net after insuran ici
SRR s e g * Immediate covers loans for delivery up to three months, Chicago, Harry N. Gottlieb, vice pres., Draper & Kramer Inc.;
future covers loans for delivery in three to twelve months. Cleveland, David F. 0Neill, vice pres., Jay F. Zook Inc.;
* Quotations refer to prices in metropolitan areas, discounts Dailas, M. J. Greene, pres., Southern Trust & Mort-
NEW YORK WHOLESALE MARKET may run slightly higher in surrounding towns or rural zones. gage Co.; Denver, C!a,lr_ A. Bacon, exec. vice pres., Mortgage
* Quotations refer to houses of typical average local quality Investments Co.; Detroit, Sherwin Vine, vice: pres., Citizens
FHA, VA 514s with respect to design, location and construction. Mortgage Co.; Honolulu, ‘William J. Huckins, asst. vice pres.,
: * 39% down on first $15,000; 10% of next $5,000; 25% Bank of Hawali; Houston, Everett Mattson, vice i
I - Va~ . 2 ’ , § i pres.,, Tk
mmediates: 963/2-97%a Futures: 96Y2-97% of balance. : : ? Bettes Co.; Los Angeles, Christian M. Gebhardt, vice pres.,
FHA, VA 5%a spot loans (On homes of varying age and Footnotes: a—no activity. b—Ilimited activity. w—for com- Colwell Co.; Miami, Lon Worth Crow Jr., pres., Lon Worth
condition) parable VA loans alse x—FNMA pays Vs pgint. more for Crow Co.; Newark, Willlam B. Curran, vice pres., Franklin
S y loans with 10%. y—discounts quoted are net after seller Capital Corp.; New York, John Halperin, J. Halperin & Co.;
'"‘"‘Ed'dt'fs' 961/2-97Va e pays Ya% marksting fee and V4% adjustment for stock Oklahoma City, B. B. Bass, pres., American Mortgage &
Nnt‘u:‘ Prices . are net based on a servicing fee of 12%. purchase. Seller must pay 1% of mortgage for stock caleu- Investment Co.; Philadelphia, Robert 5. Irving, vice pres., First
Majurnty_ pf loans I?elng sold today include concessions made lated in $120 units, of which $20 is contribution to FNMA Pennsylvania Banking & Trust Co., St. Louis, Charles A, Kel-
hyl servicing agencies which would be reflected in higher capital and $100 is for a share trading at about $84. z— ler, vice pres., Mercantile Mortgage Co.; San Francisco, Frank
prices. Prices cover nut-of-state |oans, reported the week applies to 66% loans. W. Cortright, sr. vice pres., Bankers Mortgage Co. of California

ending Aug. 13 by Thomas P. Coogan, president, Housing
Securities Inc,, New York City.
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Sources: Atlanta, Robert Tharpe; pres., Tharpe & -Brooks
Inc.; Boston, Robert Morgan, pres.,, Boston 5¢ Savings Bank;

and Charles E. McCarthy, vice pres., Bank of America; Wash-
ington, James C. Latta, sr. w.p., Frederick W. Berens Inc.
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When it comes to harmonizing, our new Golden Olive tile
does it beautifully standing up or lying down.

We let ourselves get carried away.

We thought our Golden Olive 6452 wall tile was such a
rousing good idea that we made a companion floor for it.

It's called Mosaic 3304-VCDA Olive ceramic mosaic tile.
Everything our wall is, our new floor is.

Stack one (or both) up against our 6447 Gold Dust wall
tile. Or our countertop of Faientex 1391 Old Gold. Or
accessories that run hot or cold.

You'll come off in perfect harmony every time. We guar-
antee it. Because totally color-compatible tile is the only
kind Mosaic makes.

No one Mosaic color ever overpowers any other Mosaic
color. Not even if you, too, get carried away with something
like a Golden Olive.

Talk to your Mosaic Representative, Service Center or
Tile Contractor about that. And about price ranges, alternate
colors, samples and availability while you're at it.

Check through your Yellow Pages under ‘'Tile Cantractors-
Ceramic’’. Or inquiries may be sent to The Mosaic Tile Com-
pany, 55 Public Square, Cleveland, Ohio 44113. For com-
parable colors in the western states, write: . )
909 Railroad St., Corona, Calif. 91720.

“Mosaic” is the trademark of The Mosaic Tile Company
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Plywood maker emerges as builder of 1,500 houses yearly

Without fanfare, U.S. Plywood Corp. has
become a homebuilder whose production
may exceed 1,500 houses, townhouses and
low-rise apartments this year. The com-
pany’s investment in housing will run be-
tween $6 and $8 million.

Long known as a leading producer and
wholesaler of plywood and allied products,
U.S. Plywood began building three years
ago. Its Weldwood Structures Division,
originally a components maker for com-
mercial buildings, built 16 condominium
units in Peacock Gap in Marin County
north of San Francisco as showcases for
U.S. Plywood products.

The Peacock Gap project showed usp
that with proper controls, building can be
profitable. Since then the company has
erected 925 other houses and condomin-
ium units and in the process has picked up
experience that has helped the design of
new products,

Hawaiian venture. usp’s jump into
building led to the company’s buying Lew-
ers & Cooke, 118-year-old building supply
and land development company in Hono-
lulu last spring. The price: $10 million
in usp stock.

As a usp subsidiary, Lewers & Cooke
will keep right on building and this year
expects to complete 400 houses, mainly

in Pacific Palisades overlooking Pearl
Harbor.
Lewers & Cooke joint-ventures its

U.s. PLYWOOD condominiums at Lake Tahoe.

houses with island builders, the same
method usp has used on the mainland.

Coming ventures. usp's mainland op-
erations are run from New York City
headquarters by Financial Vice President
John P. Schlick. Weldwood Structures
Head Warner Odenthal analyzes proposed
projects which, till now, have been cen-
tered in California and Nevada.

But this year usp is ranging farther
afield, and expects to co-venture projects
with 150 units in Houston, 100 in Chi-
cago, 200 units outside Cleveland and 25
houses in Tampa. In California, in part-
nership with Hy Weisel of Proud Homes,
usp will build 210 units in Santa Clara,
100 units at Hiller Highlands in Oakland,
200 houses in Beverly Hills and 60 units
in West Covina.

Finally, usp expects to continue build-
ing at two projects at Lake Tahoe on the
California-Nevada border—Crystal Shores,
with Developer Sherill Broudy and Assoc.
and Tahoe Tavern.

use is flexible in its financial arrange-
ments with builders, but generally likes to
have a 50-50 share in the financing. In
rare cases—Hiller Highlands is one—usp
accepts land as the developer’s contribu-
tion and puts up working capital—about
$1 million in Hiller Highlands to grade
and develop some choice hillside sites.
“We want our partners to have some
cash,” says Schlick.

Most projects so far have used either
off-site or on-site prefabrication, plus am-
ple quantities of usp products—although
their use is not required. One new product
that has come out of use’s building opera-
tion is a ‘“grid core” panel. 4" wide and
any length desired, used as a ceiling-floor
system in apartments to deaden noise.

Unlike some other materials producers
which have invested in housing, Usp doesn't
try to retain ownership of its buildings for
the depreciation cash flow. It has kept only
one project, a 235-unit apartment in Santa
Clara, and will probably sell that.

“We have made some mistakes. and we
have found that projects tend to be a lit-
tle less profitable and take a little longer
than projected,” says Schlick. “But we
haven’t lost any money.”

HOUSING’S STOCK PRICES

Aug. 9  Chng. Aug. 9  Chng, Aug. 9 Chng.
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Appliance maker takes over
stalled renewal project

General Electric Co. has taken over the
financially distressed Red Rock Hill proj-
ect in San Francisco’s Diamond Heights
renewal area. GE has resumed work on 74
apartments in the 990-unit project.

GE originally held a 10% interest with
Redevelopers Irvin J. Kahn and Norman
Smith, But their project stalled amid a
spate of name calling between the devel-
opers and Architects James Levorsen and
B. Clyde Cohen over costs (NEws, May).

GE is putting up over $1 million to com-
plete Red Rock Hill as a “showcase of
electrical living,” and has hired Cohen and
Levorsen to do the job.

Savings association stocks
gain 4% in big turnaround
Savings and loan shares have just staged
their first advance since November. Their
rally helped lift House & HoME's index
of 82 housing stocks by 1%. The averages:
June 7 July 12 Aug. 9

Building ......... 502 455 454
Mortgage banking . 12.15 11.81 11.76
Prefabrication .... 5.60 544 535
o U e 11.51 1096 11.36
Land development . 5.86 5.54 5.59

AVERAGE ...... 793 1S54 G465

NEWS continued on p. 24




and real cool too

entire home decor with Fiesta stylings,
or use them as focal points in key selling
areas.

See new Fiesta at your nearest Moe
Light distributor. Or write to the address
below for our colorful new brochure.

Special

introductory

offer

Free dimmer with $100 Fiesta order
Here’'s an opportunity to add the appeal
of electronic dimming to your model
homes at no extra cost. Your choice of the
M-8502 or M-6503 dimmmer (for three-way
switches). Both feature Moe Light’'s new

compact design and dimming ranges
from 100% to less than 1% with no breaks
in the cycle.

Order Fiesta (and free dimmers) now
from your Moe Light distributor...and
really give your prospects something
special to remember about your homes.

MOE

LIGHT, |
% Residential Lighting Division

Thomas Industries Inc.

207 East Broadway

Louisville, Ky. 40202
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THERMA[OL

STEAM BATHS

‘. ..newest
status

~LOOK
. gt

They speed new home sales
and apartment rentals!

Here's the exciting feature you've been looking for to make you stand out from
the competition. The Thermasol Steam Bath is the bathroom luxury everyone

is talking

about. It draws attention to your ads; lures traffic to your model

homes and apartments; helps close sales and leases faster, at higher profits.

People te

11 friends about your homes and apartments—and newspapers write

about them—when there's a Thermasol in the bathroom! Real Estate Forum

says it's

Thermasol is inexpensively installed in any bathroom . . .

struction

and serve

a must for the progressive builder.”

under con-
or already built. The stall shower or tub doubles as a steam room,
5 its normal use as well. Thermasol takes up no bathroom space. An

amazingly compact steam generator hides away in vanity, closet, ceiling or
floor. A steam outlet head and timer switch complete the set-up. FHA-ap-
proved, Thermasol adds only a small fraction to the cost of a bathroom. For

apartmen

ts, the equipment can be leased for as little as 22¢ a day.

Safe, simple, foolproof, Thermasol is U.L.-listed and guaranteed against
steam damage to tile, bathroom walls or decor.

As easy to use as a shower bath—and even easier to install—the Thermasol
Steam Bath is the most appealing home “appliance” you can offer.

Mail Coupon or Phone Collect for Details — (212) MU 4-7766

P

| Thermasol Ltd., 101 Park Avenue, New York, N. Y. 10017 |
I Please send complete literature on Thermasol individual Home and Apartment I
| Steam Baths. |
|
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B. Martin, Walter Daran, Fred Schnall
%

NAHB's ROGG_ (left), CANAVAN and DeWOLF
New team of vice presidents rakes over

NAHB’s staff gets a streamlining:
three new chiefs but fewer Indians

Bernard Boutin last month com-
pleted the stafl realignment he
has been working on since be-
coming NAHB'S executive vice
president last November. His
biggest change: the creation of
three brand new staff vice presi-
dencies a notch below his own
office.

Richard J. Canavan, 43, a
former NauB staffer who headed
technical standards for Fua dur-
ing the past four years, returns
to NaHB to fill one of the new
spots. Two other veleran NAHB
staffers, Nathaniel Rogg, 52,
and Oliver DeWolf, 53, are ele-
vated to the other two.

Each mew staff vice president
will take charge of a broad area
of service to NAHB's 43,000 mem-
bers and 380 local associations.
Specifically:

DeWolf will handle adminis-
trative tasks—budgeting and ac-
counting, mail, clerical work and
general housekeeping. A former
Associated Press newsman cov-
ering the Senate, DeWolf has
been NaHB's Mr. Inside for years
and served as acting executive
vice president in the interim pre-
ceding Boutin’s appointment.

Canavan returns to supervise a
new builder services division
(“anything to build and sell
houses better” says Boutin). His
division encompasses  design,
technical services, labor relations,
land use, multi-family housing,
mortgage finance, marketing and
business management,

Canavan became a nationally
recognized expert on house de-
sign when he was NAHB'S assist-
ant director and director of con-
struction from 1953 to 1959.
After joining wHA in 1961, he
modernized the agency’s time-en-
crusted underwriting and archi-
tectural rules by developing pio-
neering new rules for planned
unit developments and rewriting
multi-family standards. For his
work House & HoMg named
him an Outstanding Performer
of 1963.

Rogg will direct NAHB services
to local associations (“anything

to do with meetings and educa-
tion,” says Boutin). Included are
the legislative, public relations,
economics and statistics and
workshop departments, plus the
the National Housing Center and
the annual convention.

Rogg steps up after 11 years
of remarkable achievement as
NAHB's chief economic analyst. A
Phi Beta Kappa, Rogg joined
NaHB in 1954, after a I14-year
stint as HHrA researcher, with the
stipulation he gets a free hand in
interpreting economic data. With
that freedom he has turned out
such consistently accurate fore-
casts that he has become one of
the nation's most respected hous-
ing cconomists. One aid to this
success has been the Builders
Economic Council which Rogg
set up in 1956 to survey activ-
ities of 600 leading builders every
six months,

The reshuffling completes Bou-
tin's streamlining of NAHB to get
a maximum efficiency from a staff
slimmed slightly to 139 from a
peak 144 in recent years. One of
Boutin's first tasks was to con-
duct a professional work flow
study. The finding: “the profes-
sional staff was spending entirely
too much time on a myriad of
details.”

To pare detail, Boutin is turn-
ing to a newly installed Univac
1004 computer to handle not only
accounting and dues billing but
also any statistical or engineering
problems that might be dreamed
up by technical researchers and
economists.

NAHB president
suffers heart attack

Perry Willits, 51, president of
NAHB, was hospitalized in Al-
pena, Mich., during a speaking
tour last month with chest pains
later diagnosed as a mild coro-
nary. He will be hospitalized
three to four weeks. Other NAHB

- officers and directors look over

Willits’ summer speaking schedule.
NEWS continued on p. 28
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Ripple-Tone

We think new
about exteriors v

Sl

o -

Kaufman and Broad, Chicago, have already sold over 400 units such as those above in their Brandywine
development, Qakbrook, lll. Architects: Pastor and Fonville, Oak Park, Mich. Ask your Gold Bond Represen-
tative for samples of Ripple-Tone, or write National Gypsum Company, Dept. HH-95, Buffalo, N.Y. 14225.

Gold Bond Ripple-Tone Panels replace stucco on 1,100 town houses.

Stucco was originally specified as the accent material. Ripple-Tone Panels achieve the same
effect, but are less expensive. And more durable. So a total of 150,000 feet of Ripple-Tone
will go into this new 1,100-unit Kaufman and Broad project. Predecorated Ripple-Tone, made
of portland cement and asbestos fibers, never needs protective painting. Surfaces are beauti-
fully textured in a choice of two finishes —tough Gold Bond Plasti-Clad, guaranteed against
blistering, peeling or crazing; or weather-resisting Plasticrylic®. Both in a choice of standard
or special colors. Thinking about lower construction costs? Think new with Gold Bond".

v

GOId Bond One of many fine products that come from 40 years of thinking new

RIPPLE-TONE

NGc NATIONAL GYPSUM COMPANY
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j CROWN NOVO WOODSIDE BELL
Polished Brass Oxidized Satin Aluminum Qil Rubbed Bronze Polished Brass

| Knob, 2-1/4”; Knob, 2-1/8"; Knob, 1-15/16"; Knob, 1-7/8";

1 rose, 2.9/16" rose, 2.9/16" rose, 2-9/16" rose, 2-9/16"

|

i .

1

i

1

|

|

|

: MAGNOLIA CORONET WATER LILY LUNA

H Polished Brass Satin Brass Oxidized Satin Bronze Oxidized Satin Chromium

| Knob, 2“; Knob, 2"; Knob, 2"; Knob, 2";

rose, 3-5/8" rose, 2-9/16" rose, 3-5/8" rose, 2.9/16"

o




. HANOVER CLAREMONT
0il Rubbed Bronze Old Iron
Knob, 2:1/8%; Knob, 2-1/8";

rose, 3-1/4" square

rose, 2-9/16"

\

LOTUS GEORGIAN
Satin Bronze Oxidized Polished Brass Oxidized
Knob, 2; Knob, 2-1/8";
rose, 2-9/16" rose, 2-9/16"

PLYMOUTH METEOR
Polished Brass Qil Rubbed Bronze
Knob, 2-1/8"; Knob, 2";

rose, 2-9/16" rose, 3-1/4" square

SATURN TULIP
Satin Brass Satin Bronze
Knob, 2"; Knob, 2“;
rose, 2.9/16" rose, 2-9/16"

Schlage gives you so much more freedom of choice
in specifying locks...with 101 different lock designs
and up to 23 different finishes. You're sure to find
the exact answer to any residential or commercial

locking requirement. o] Flawless performance
through the years has given Schlage a world-wide
reputation for dependability. Architects, builders,
and building managers know this as “the lifetime

lock.” #] In the planning stage, plan to invest the
few extra dollars it takes to include Schlage quality,
Schlage beauty. i: Schlage’s quality line for fine
residences and offices shown here (“A” locks) are just
a few of the designs and finishes available. For an
even wider look at the Schlage line, call your Hard-
ware Distributor. Or write directly to Schlage Lock
Company, P.0O. Box 3324, San Francisco 19, Calif.

You get

SO much more

with *SCHLAGE-

SCHLAGE LOCK COMPANY - SAN FRANCISCO + LOS ANGELES + NEW YORK s+ CHICAGO + VANCOUVER, B.C.
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"My company
has been

successful
bidder on
many jobs

I couldn't
touch without
SPEE-FLO
HYDRAAIRLESS
EQUIPMENT"

So says Mr, Fred Hephinger, President of Hephinger Painting and Decoratin

Company, New Philadelﬂhia: Ohio. The subject of the cunv%rsatiun was thg
Spee-Flo Model 2B-100 HydraAirless and Patented H-Gun purchased in June
of 1962 after a series of tests against competitive units. The unit has now
been proved on such jobs as Hillsdale High School near Haysville, Ohio; The
Methodist Churches of Brentwood, Dover, and Mingo Junction, Ohio; and
Jefferson Union School of Richmond, Ohio.

Here's what Mr. Hephinger had to say:

“This is the only airless unit which | own and operate which is trouble-free.”
“I have had absolutely no maintenance costs on this unit.”

""This unit has applied over 3,000 gallons of material including latex, flat oils,
clear varnishes and lacquers, and exterior materials.”

;Igrfvle'ry case Spee-Flo equipment has permitted me to make additional
rofrits.

“Material savings have run from 20 per cent to 33 per cent depending on
material.”

"We have been the successful bidder on many jobs because we can count on
Spee-Flo equipment to operate without interruption.”

“On one job the speed of application with this equipment permitted us to
paint a ceiling deck with 7-inch ribs in about half the time estimated.”
Spee-Flo has many other testimonials just like this. Why not put Spee-Flo in

your profit picture. Write today or contact the Spee-Flo Representative in
your area.

6614 Harrisburg Bivd., Houston 11, Texas
Dffices in Major Cities

Export Offices: New York City

Sets new standards for quality finishing
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Spee Fo

Company

This 27” piggyback diazo machine will
print 94% of your work for only $417.*

(It’s the
lowest
priced
unit

sold!)

And that $417 price tag includes everything you need to pro-
duce perfect prints for 1¢ per square foot materials cost. No
accessories needed. Now or ever.

And the Blu-Ray piggyback unit is preventative-maintenance
engineered. An exclusive that avoids costly downtime and
major repairs so well you get a written warranty for a full 12
months. That's the best engineering and the best cluality you
can get—in a 27" diazo machine that handles 94% of your
work. You pay less and get more with Blu-Ray.

* If you must have a 42" diazo machine, we've got one for you. Same

story. And only $467.00. (Lowest priced 42" unit of its kind})

FREE OFFER! FREE DEMONSTRATION! Get free can of
Blu-Ray Sparkle-Kleen — a $2.00 value — for cleaning repro-
duction cylinders and all glass, metal, or plastic surfaces. Send

coupon now. Don’t delay it . . . Blu-Ray it.

| |
| Reproduction Engineering Corporation I
| 2442 Westbrook Road, Essex, Conn. |
| Please send FREE literature, FREE can of Blu-Ray |
| Sparkle-Kleen . . . and arrange a FREE demonstration |
| of your Piggyback diazo machine — sold for the lowest |
price in town.

I name TITLE I
| compANY NAME :
: ADDRESS |
| CITY STATE__ZIP CODE |
| TELEPHONE |
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NAHB elevates a former builder
to housing’s top economic post

The promotion of NAHB econo-
mist Nat Rogg (see p. 24) puts a
new man in charge of NAHB'S
economics department — a man
who combines tireless energy
with new ideas that spring from
his own experience as a home-
builder,

Michael Sumichrast, a Czech
construction engineer with a
PhD. in economics from Ohio
State, launched Namn's ambitious
housing forecast system a year
and a half ago despite warnings
from such knowledgeable men as
his boss, Nat Rogg, that the sys-
tem just couldn’t work

Sumichrast has made it work,
and at virtually no cost. Here's
how he does it:

Manufacturers’ representatives
and housing economists in more
than 60 cities give him their best
guess on housing starts for the
next six months. Sumichrast
feeds them into a computer which
prints out the result in reproduc-
able form.

Sumichrast says he’ll have 100
cities lined up by the end of this
year. He feels it's too soon to
really tell how accurate the sys-
tem is, but he points with pride
to the fact that the first six
months' forecast was off by less
than 2%.

The forecasts are only a first
step in Sumichrast’s plans. He's
thinking of establishing a similar
network of title companies that
might report weekly on the num-
ber of applications for title in-
surance on both new and used
houses, He figures that with at
least 20 cities in the network—
and perhaps eventually 100—his
computers could produce statistics
on how houses are selling.

Vincent Finnigan

NAHB's SUMICHRAST
Finding ways to do the impossible

Sumichrast is that breed of
man who wants to take on what
everyone says is impossible. He
got out of homebuilding because
—believe it or not—it didn't of-
fer him enough challenge after
he had built 611 units in this
country and 901 houses in Aus-
tralia. (He was also production
manager for Fritsche & Co. of
Columbus, Ohio during four
years when Fritsche built 500
houses a vear.)

So what's next on Sumichrast’s
“impossible™ list? An accurate,
in-depth national survey of hous-
ing characteristics, last tried by
F. W. Dodge Co. in 1961. Sumi-
chrast figures it could cost about
$40 million to do the job—but
he hopes to slice this by using
the talents of participating com-
panies, for free, just like in the
forecast service,

Ambitious plans? Perhaps, Su-
michrast says with the slight ac-
cent familiar to housing experts
who keep in touch with him. But
then he adds with a gentle smile:
“But after all, I've got 7% hours
a day to concentrate on them.”

CMI head quits, runs for governor

“In a tough campaign you can’t
subject the stockholders of a pub-
lic company to political contro-
versy.”

So saying, David Carley, 37,
last month resigned as president
of Continental Mortgage Insur-
ance Co. of Madison, Wis., to
seek the Democratic nomination
for governor of Wisconsin in a
September 1966 primary.

His successor is Bruce Thomas,
a Madison attorney who helped
set up cM1 in 1961.

When Carley took over Ml in
April 1963, it had insured $13
million of house mortgages. In
slightly over two years the figure
swelled to $173 million, making
cM1 second in mortgage insur-
ance behind Mortgage Guaranty
Insurance Co. of Milwaukee.

Carley becomes a member of
Marshall Erdman and Assoc., a
maker of prefabricated medical
buildings and schools (H&H, "60).

Marvin S. Gilman, Baltimore
and Long Island builder and de-
veloper, joins Leon N. Weiner
& Assoc. of Wilmington, Del.,
builders of planned communities,
as executive vice president,
DIED: George H. McLain, Cal-
ifornia developer of senior citi-
zens' housing and promoter of
pensions for the aged, of a heart
attack in Los Angeles on July 12.
As president of the California
League of Senior Citizens he built
two communities for the elderly.
William Best, president of Best
Homes of Effingham, Ill., and a
home manufacturer, July 22,

HOUSE & HOME




From the inside
you can’t see them at all!

Those compact Carrier condensing units in-
stall in the wall, up out of the way. Each
powers a central ducted heating and cooling
system. A system ideal for apartments, and
homes, too.

Why? It gives the tenant or owner quiet
movement of filtered, conditioned air to each
room all year long. Plus heating or cooling
whenever he wants it. As much as he wants.

It offers you low first cost, takes up no
floor space and no land space either. Big sales
and rental advantage with the Carrier name
and traditional low maintenance and high
reliability.

Note the condensing unit. It slides into a
wall sleeve from inside. A wallboard panel
completely hides it from view. Or, if you or
your architect prefer, it can install flush on
the outside, and project a few inches into a
closet or utility room. Other parts of this easy-
to-install Carrier system?

Refrigerant tubing with quick-couples at
both ends for a fast, clean connection to fan-
coil or furnace.

An all-electric fan-coil that can power air
through long duct runs— does it quietly from
any spare space— above a closet, in a furred-
down ceiling, a crawl space or attic.

And it measures only 1314 inches high.

Heats with electric strip heaters or a hot
water or steam coil—or a compact gas furnace
with matching cooling coil.

Details? Your Carrier dealer will give them
to you. And handle everything to do with
heating and cooling: duct design, equipment
location, wiring, controls—right through start-
up. And back it up with expert service.

You'll find Carrier dealers in the Yellow
Pages. Carrier Air Conditioning Company,
Syracuse, New York 13201. In Canada:
Carrier Air Conditioning (Canada) Ltd.,
Bramalea, Ontario.

Air Conditioning Company

More people put their confidence in Carrier air conditioning than in any other make
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Andersen Gliding Windows w

help bring in a favorite view . . .
provide top-to-bottom ventilation,
yet close extra tight for snug, year-
round comfort. New Andersen
Wood Gliding Door adds distinctive
touch to your jobs.

o Andersen Casement Windows

in a bow-window combination en-
hance this remodeled living room.
They're the fuel-savingest windows
ever, and complemented by the
convenience of welded insulating
glass, they’re far and away the
finest units ever made.

Andersen Flexivent® Windows »

look ““custom-designed” for this
room. Despite their richness, stock
Flexivents are a most economical
Windowall. And they’re the most
versatile window you can use:
single . . . or in stacks, ribbons, or
picture-window groupings.

<« Andersen Beauty-Line* Windows

help you provide picture-window
beauty at a practical cost . . . make

ssible to create a kitchen that’s
a pleasant place to b slect wood
is specially treated for lifetime pro-
tection from termites and decay.

Andersen Narroline® Windows »

help transform a dark, dusty attic
into a little girl’s dream come true.
They’re so extra weathertight,
welded insulating glass is practical.
Easily removable grilles pop in or
out for easier window maintenance.

Vo |
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And now American-Standard brings you

A Single Lever

with everything new
but the action

to help prospects sell themselves

i

on your modern kitcheps

To make the Single Lever Faucet even more attrac-
tive, we've lowered and smoothed all lines, including
those of the aerator-equipped swing spout . . . and
added a finger-fitting handle for distinction. It’s all
new but the time-proven action! Inside is the same
American-Standard washerless valve that has al-
ready freed more than 114 million kitchens from the

whole plink-plink-plinkety problem of leaks, drips
and washer replacement.

Single Lever on your sinks gives your salesmen an
extra selling feature that the lady can demonstrate
for herself! See your American-Standard plumbing
contractor. Or write American-Standard, Plumbing
and Heating Div., 40 W. 40th St., N.Y., N.Y. 10018.

AMERICAN-STANDARD
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ew ways to build better

( and save money to boot )

with plywood siding

AMERICAN PLYWDOD ASSOCIATION




TYPICAL STUR

Plywood with Battens

Medium Density
Ovarlaid plywood;
rough-sawn plywood; elc.

Batten

Note: No diagonal wall bracing

or building paper

WALL APPLICATIONS

Lap or Bevel Siding

Overlaid, preprimed or
coated plywood

Building paper

Corner bracing

/Slunglc
wedge under
| wvertical joints

>

Insulation as

required with panel siding,




With plywood siding you can
completely elimmate sheathing

... that saves you up to $200 a house right there

“Sturd-i-wall” is what the American
Plywood Association calls the system of
using one thickness of plywood as

both siding and sheathing. No matter
what you call it, it's bound to save you
money because it completely eliminates
the entire sheathing process. And it’s
the most modern, efficient way to geta
strong, rigid wall — even stronger than
most ordinary construction.

1. NAHB Director George Barclay
was one of the first big builders to
adopt the Sturd-i-wall system. He
figures it saves anywhere from

$175 to $200 a house.

Barclay is trying several new plywood
products at his Mayfair development,
Parkland, Wash. On this house, it's a
preprimed overlaid plywood that
needs only one coat of paint on the
job. It goes directly on studs, with
batt insulation to be applied

between studs later.

Barclay says he saves enough from
time-saving plywood building systems
like this to pay for good design,
landscaping and other extras that
attract home buyers.

2. Here’s a house that couldn’t
have happened without Sturd-i-wall
construction.

Jewel Builders, Berwyn, Ill., built

it for a family limited to a $22,000
budget. Yet the house had to look
right in a neighborhood of homes that
cost several thousand dollars more.

“Using plywood as combination sid-
ing-sheathing was the answer,” says
Tom Simon, Jewel president. “It's a
great labor saver — you just go around
the house once instead of twice.” He
used grooved cedar plywood with a
reverse board-and-batten effect for

the lower level, preprimed plywood lap

siding for the upper.

Subfloors, soffits and roof sheathing
are plywood too. All in all, Simon
estimates he saved about $1,000

by using plywood.
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3. These drawings show two of the
most frequent plywood Sturd-i-wall
applications. When used as shown at far
left but without battens, suitable ply-
wood sidings would also include Texture
One-Eleven®, grooved, etc.

For a free 12-page booklet with com-
plete information on Sturd-i-wall con-
struction, write American Plywood
Association, Tacoma, Washington
98401. (US only.)

+ AMERICAN PLYWDOD ASSOCIATION







Plywood siding helps your sales
by making a good first impression

No other material gives houses such a look of quality — at such low cost

1. Like most of today’s successful
builders, Joe Mentor knows the impor-
tance of choosing the right siding to
conform with the design of the house.
Here’s an example: a Better

Homes & Gardens award-winner in his
Eldorado Hills development near
Bremerton, Wash. It was sold before
completion, as is the case with nearly all
the 20 or so houses he builds each year.

“First you've got to catch the pros-
pect’s attention,” says Mentor. “That’s
where plywood siding like this Texture
One-Eleven® really pays off. Almost
everyone likes it, and it has the kind
of style that never goes out of date.”

But Mentor uses plywood for other
reasons than appearance. He depends
on it for quality construction at low
cost, too. Floors are 3-inch T & G
plywood, glued and nailed to avoid any
chance of squeaks. His biggest savings
come from using plywood as combina-
tion siding-sheathing. That cuts

labor by 30 to 40 per cent.

2. Thomas Borgford had just com-
pleted and sold this Bellevue, Wash.,
house, when a prospective home buyer
drove by and was so impressed he asked
him to build another exactly like it.

Borgford thinks the use of Texture
One-Eleven applied horizontally had a
lot to do with the appeal of the house.

Architect Harold J. Nesland, Seattle,
capitalized on the horizontal lines by
contrasting them with strong verticals
around the entrance and battens at panel
joints. Borgford reports he got just

as much satisfaction from building
the second house as the first. For one
thing, he likes to build homes with
style. For another, he saved about 20
per cent in labor costs, through use

of Texture One-Eleven on studs
without sheathing.

AMERICAN PLYWDOD ASSOCIATION
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Look into these new plywood sidings
for finishes that really last

Overlaid, preprimed or coated plywoods virtually e
and save you money, too

Research in plywood coatings and
finishes is coming up with

dozens of new products that cut on-
site labor sharply and promise an end
to home buyers’ maintenance problems.

1. Coated plywood: Phillip Q.
Kershner, Norristown, Pa., replaced

the faded, 12-year-old asbestos shingles
on his house with this new siding. It's
EXT-DFPA® plywood, factory-finished
with a tough, permanent, weatherproof
coating. It comes in several colors, in lap
siding or 4 x 8 panels. It needs no paint
at all, and is guaranteed by the manu-
facturer not to need any for 15 years.

2. Medium Density Overlaid
plywood: Harold Stroeberger, Port-
land, Ore., gave this house two coats of
paint when he built it 15 years ago. The
owners have repainted once — after ten
yvears. That’s typical of the superior
performance of overlaid plywood. The
permanent resin-fiber overlay gives

you the best possible surface for a
smooth, fast, long-lasting paint job.

3. Texture One-Eleven Overlaid

plywood is siding on this Edina, Minn.,

house. In spite of the severe climate,
builder Bruce Yund could apply ply-
wood directly to framing, with
insulation between studs.

Besides the familiar smooth panels
and T 1-11, overlaid plywood comes in
these styles: grooved, lap and bevel,
and reverse board-and-batten.

Several new finishes can be applied
to Medium Density Overlaid
plywood, to give it more resistance
to wear and weather than any
conventional paint. (Write for more
information — see below.)
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iminate mamntenance —

Other new sidings: Be on the
lookout for these new labor-saving
plywood sidings, too.

Preprimed overlaid plywood:
Cuts painting costs in half. It’s

Medium Density Overlaid plywood, with
a new special prime coat applied under
controlled conditions right in the mill.

Aggregate-surfaced plywood:
Standard EXT-DFPA® plywood, fin-
ished with an epoxy resin and any of
several decorative aggregates, ranging
from fine sand to marble chips.

Comes in a variety of colors.
Tremendously resistant to abrasion
and weathering.

Aluminum-overlaid plywood:
For the warmth, durability and impact
resistance of plywood, and no
maintenance problems.

For a list of sidings and coating prod-
ucts that have been qualified by the
American Plywood Association, write
us at Tacoma, Washington 98401.

AMERICAN PLYWDOD ASSOCIATION




A guide to distinctive plywood sidings
Peeserted by the Amercan Mywood Associotion

Free Sidings Guide

Send for your Guide to Plywood Sidings,
a free, 24-page manual with dozens of
color photographs. Shows how plywood
sidings adapt to all architectural styles.
Includes application recommendations,
technical data on strength and insulation
values, finishing techniques.

Also, a list of specialty siding manufacturers,

Write: American Plywood Association,
Tacoma, Washington 98401.
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The DFPA grade-trademark
on plywood assures you of strong,
durable siding.

It’s essential to use the highest quality
plywood in all your building. But it's
especially important with siding. You
must be sure the appearance will stand
up —and you must be able to depend on
the waterproof glueline and the durability
and strength of the whole panel.

So it’s good business to specify

only plywood with the EXT-DFPA®
grade-trademark. That means

it was manufactured according to the
high standards of the DFPA quality control
program. Always insist on this grade-
trademark on every panel.




Plywood exterior features like these
mean a lot to second-time buyers

Attention to the little details can lift your houses out of the ordinary

Today’s home buyer cares about good
design and the “extras” that make a house
more fun, more convenient. With so
many styles of Exterior plywood
available, there’s almost no limit to the
ways you can add these touches:

1. Plywood soffits are faster to
install than boards and you have a wider
choice of patterns. These are

Medium Density Overlaid plywood

for a smooth, glossy painted surface.

Or use Texture One-Eleven®

or rough-sawn plywood for a

natural, rustic look.

2. Plywood accent panels, when
harmoniously combined with other
sidings, can do a lot for most contempo-
rary houses. Dutch Construction Co.,
Marysville, Mich., used gleaming white
panels of overlaid plywood at windows to
set off the charcoal-stained T 1-11 siding.

3. Gable ends get an unusual
treatment: redwood resawn plywood,
with 2 x 2 redwood batts, 5 inches o.c.
This award-winning house is by Stoneson
Associates, San Francisco.

4. Plywood screens can be dec-
orative and useful. This windbreak panel
at an entry is overlaid plywood, painted
white and framed with 1 x 2's.

5. Atriums and decks attract
buyers. Architect Jay Fleishman, N.Y .,
specified plywood several ways for

the atrium-style deck of this Pough-
keepsie, N.Y., house: for siding (seen
at end of deck) and for plywood-faced
“flying beams.”
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6. Carport screens and siding
can help sell the house, too. Resawn
redwood plywood, with an interesting
horizontal pattern and strong, vertical
battens, is carport siding of this Los
Angeles house designed by Elda Muir.

7. Patios and outdoor privacy areas
are easy to create with plywood.
Architect Homer Delawie made a small
private patio for the master bedroom

of this La Jolla, Calif., house simply

by extending the T 1-11 wall.

For a free booklet on finishing these
and other sidings, write American
Plywood Assn., Tacoma, Wash. 98401.

AMERICAN PLYWDOD ASSOCIATION
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Don Elferdink

LJ W_q;

44

Beacon House, Naples, Florida

Ira Capelle

When developers Don Elferdink and Ira Capelle first started planning to
make Beacon House a “Landmark for Happy Living”, they decided that
luxury living had to be reflected in every room, especially the kitchen. That’s
why they specified Rca wHiRLPOOL refrigerators with IceMagic® automatic
ice makers, new eye-level Connoisseur® electric ranges, built-in dishwashers
and food disposers. “We feel that we receive better attention and service

from one source”, said Mr. Elferdink.
*Tmk.
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Herb Salzman Sande Rocke

Bobby Jones Garden Apartments, Sarasota, Florida

Builders from coast to coast are sold
on Whirlpool’s Full-Line Concept of
both gas and elec-

tric home appli- )FULL-LINEK
ances. The main |CONCEPTI

advantage is that O o oo

it saves them time
and paper work. You
have one dependable
source for a full line
of gas or electric ap-
pliances. You deal
with one man, sign
one order, receive
undivided responsi-

RCA WHIRLPOOL Appliances are Products of Whiripoo! Corp

SEPTEMBER 1965

One of the main reasons Messrs. Sande Rocke and Herb Salzman selected
RCA WHIRLPOOL appliances for their 154-unit Garden Apartments is the
way they are perfectly coordinated in design and color. Every apartment
will feature an RCA WHIRLPOOL refrigerator, reverse-cycle air conditioner,
built-in oven and matching cooktop. This award-winning apartment com-
plex is just about completed and the public response has been very gratifying,
according to Mr. Rocke, President of Bobby Jones Garden Apartments.

prospects on these quality
appliances. Take advantage
of these benefits. Let your
RCA WHIRLPOOL distributor
show you a “package plan”
that can add that extra
touch of value to your
homes and apartments.

bility and service,
plus a brand name
your prospects
know and respect.
Millions of dollars
in national and lo-
cal advertising have
helped pre-sell your

GAS AND ELECTRIC APPLIANCES

sration, Benton Harbor, Michigan Trademarks & and RCA used by authority of trademark owner, Radio Corparation of America.
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“Our last building
project taught us we
must offer Total
Comfort by Lennox”

Portraitof leadershi - , in partners h his brother Milton, is presently

developing Albidale, 15 miles nort ) iladelphia, in the Huntingdon Valley, This
4 $23,750 to $28,500, all improve-

S i d. 0 f e firn seph Cutler & Sons has earned the
reputation for being s’ build in the highly competitive Philadelphia market. The
Cutler brothers are known throughout the area for their superb scheduling and work flow, backed




ature’s Freshness:
limate of
eadership

ictor and Milton Cutler

ire installing Lennox central
ir conditioning as standard
quipment in their new
ommunity of Albidale.

Why?

In their most recently
ompleted, 375-home
‘Golden-Gate,” in northeast
Philadelphia, 95 per cent
pf the home buyers paid extra
o equip for air conditioning.

Lennox air conditioning
provides the competitive
dge. The cost: Completely
ffordable with Lennox
RFC™ systems, installed at
building time.

And Lennox gives the
utlers an exclusive in air
onditioning: The nationwide
bromotion theme: Lennox is
ature’'s Freshness Indoors.

Write Lennox Industries Inc.,
513 South 12th Avenue,
arshalltown, lowa.

LENNOX IS NATURE'’S
FRESHNESS, INDOORS

LENNOX

IR CONDITIONING - HEATING
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House & HoME presents locarions, sponsors,
architects and estimated costs of representative
new projects costing over $500,000 as gathered
by ENGINEERING News-Recorp and F. W, Dodge
Co., division of McGraw-Hill Inc. to alert build-

ers, lenders and contractors to new business.

ALABAMA _HArTSELLE: 40 houses, $560,000,
Builder: W. E. Smith, HunTsviLLE: 100 houses,
$1.5 million. Builder: Jerome Averbuch,

CALIFORNIA—OrLAND: |00 houses, $1 million.
Designer: Jack A. Burman, Chico. SaN DigGo:
Apartments, swimming pool and parking, $3.5
million. Sponsor: Atomic Investments. Plans:
Jack R. Meadows; Condominium apartments,
$3.5 million. Sponsor: 1. Feurzeig; Townhouses,
$750,000. Architect: Loch Crane & Assoc.;
Townhouses, $1 million, Sponsor: William Starr
& Drogin Homes.

COLORADO —BOULDER:
ments, $2.5 million. Sponsor: Keller-Loup Con-
struction, Denver. Plans: Everett Zeigel.

Condominium  apart-

CONNECTICUT _BRIDGEPORT: Apartments, $2.3
million. Sponsor: Park Royal Apartments, Stam-
ford. Plans: Schulman & Solloway, Jamaica, N.Y.
GreeNwicH: 40 houses, $1.2 million. Builder:
Winterser Land Corp. Groton: 23 houses, $500,-
000, Builder: 1. R. Stich Assocs., West Hartford.
MiLForp: Apartment, $1 million. Sponsor: An-
chor Redevelopment Corp. Plans: William Griffin
Assocs., Bridgeport; Apartment, $1 million. Spon-
sor: Joseph Migliapo, Woodbridge. STRATFORD:
Apartment, $500,000, Sponsor: Stonybrook Gar-
den Cooperative. Plans: William Griffin Assocs.,
Bridgeport, WATERBURY: Apartment and swim-
ming pool, $1 million. Sponsor: Arbor Homes.
Plans: Ginsberg Assocs., New York City.

FLORIDA—DayTONA BEACH: Apartment, $750,-
000, Sponsor: Ano Corp. Plans: Alfred G. Kem-
merer. GULFPORT: Apartments, $750,000. Spon-
sor: J. M. Gross, Houston, Tex. Plans: Burndette
Keeland Jr. & Assocs., Houston. HALLANDALE:
Apartments, $800,000, Sponsor: El Dorado Coun-
try Club. Plans: Arthur A. Frimet and James A.
Young, Hollywood. JACKSONVILLE: Apartment,
$675,000. Sponsor: Cal Holland, Charlotte, N.C.
St. PETERSBURG: Condominium apartments, $600,-
000. Sponsor: Tyrone Apartments. Plans: John
D. Mulslander. TrrusviLLE: Condominium apart-
ments, $2.5 million. Architect: Lopatka & Mc-
Quaig.

GEORGIA —ATLANTA: Apartments,  $950,000.
Sponsor: Neal Gochee & James M, Keelin. Mari-
ETTA: 30 houses, $500,000. Builder: Howard
Simpson Realty,

HAwAll—HonoLuLy: $650,000,
Sponsor: Blackburn & Assocs.; Condominium and
swimming pool, $2.4 million. Sponsor: D. S.
Pacific; Apartment, $870,000. Architect: Bradley
& Wong; Apartments, $850,000. Sponsor: Ka-
maaina Developers, Kailua; Apartment, $550,000,
Sponsor: Limco Ltd.

Apartment,

ILLINOIS—CHICAGO: 64 houses, apartments, $18
million. Sponsor: James McHugh Construction.
Plans: Ezra Gordon & Jack M. Levin & Assoc.
and Solomon & Cordwell & Assoc. DECATUR:
Apartments, townhouses and swimming pool, $3
million. Sponsor: Roy & Haskel Prock, Indianap-
olis, Ind. DoLTon: 45 houses, $1,025,000, Builder:
William A. Torok & Co., Chicago. Plans: Nelson
Joseph, Chicago. ELGIN: Row houses, $1 million.
Builder: Liberty Realty.

BUSINESS IN THE MAKING

KENTUCKY—FT1., THOoMAS: 80 houses, $800,000.
Builder: Dress Developers & Builders, Erlanger.
LexiNGToN: Apartment, $500,000. Sponsor: Town
Properties, Cincinnati, Ohio. Plans: Pansicra,
Dohme & Tilsey, Cincinnati. ST. MATTHEWS:
lownhouses, $2.24 million. Sponsor: Klingbeil
Haddox & Co., Columbus, Ohio. Plans: Ballard
H. T. Kirk & Assocs., Columbus,

LOUISIANA—MarrERO: 80 houses, $1.6 million,
Builder: L. W. Heaslip, Metairie. NATCHITOCHES:
Apartments, $750,000, Sponsor: Special Ventures
Corp. Designer: Design Services, Dallas, Tex.

MARYLAND—DistricT  Hewurs: 49 houses,
$627,000. Builder: Washington Estates, Plans:
Douglas C. Dolan, Wheaton. GREENBELT: Garden
apartments, $5.6 million. Sponsor: Forrest Lake
Joint Venture ¢/o Rosansky & Kay Construction,
Washington, D.C. Plans: Bucher-Meyers Assocs.,
Silver Spring. Urrer MarLBoro: Garden apart-
ments, townhouses, apartment, marina and swim-
ming pool, $20 million. Sponsor: Laurel Inves-
tors, Silver Spring. Plans: Morton W. Naoble,
Washington, D.C.; 325 houses, $6 million. Build-
er: Levitt & Sons, Bowie, Md.

MASSACHUETTS—Boston: Duplex  houses,
$500,000. Builder: Saegh & Conlin, West Rox-
bury. Plans: Norman A. Homsy, Needham
Heights. Braprorp: Apartment, $1.7 million,
Sponsor: Essex North Association of Congrega-
tional Christian. Plans: Clinton Foster Goodwin,
Haverhill. EvererT: Apartment, $600,000. Spon-
sor: DiBiasi Bros. Plans: John G. Danielson,
Lexington. MasHPEE: 300 houses, $4 million,
Builder: American Central Corp., Wellesley.
NewToN: Apartments, $2 million. Architect: John
G. Danielson, Lexington. Norwoobn: Garden and
row apartments, $700,000, Sponsor: Fisher Gar-
den Apartments. Architect: Lester N. Lechter
Assoc., Dedham.

MICHIGAN—DETROIT: Apartment, $3 million.
Sponsor: Young Israel Council. Plans: Jude T.
Fusco, Ferndale. FarmiNaTON: Townhouses, $4
million. Builder: Bert Smokler Co., Southfield.
Pontiac: Apartment, $1.2 million. Sponsor: Am-
bassador East, Southfield. Plans: Robert Calder,
Detroit. Reprorp: Apartments, $700000. Spon-
sor: Practical Construction, Oak Park.

MINNESOTA—BLoOoMINGTON: Apartment and
townhouses, $5 million. Sponsor: Inland Con-
struction ¢/o Jos Havland, Minneapolis. Plans:
Arthur Dickey, Minneapolis; Apartment, $1.5
million. Sponsor: Hugh B. Thorson, Minneapolis.
Plans: Miller & Melby Inc.,, Minneapolis. EDINA:
Apartments, $1 million. Architect: Wallace B.
Kenneth. Minneapolis, MINNEAPOLIS: Apartment
and garage $500,000. Sponsor: Paul Klodt, Hop-
kins. Plans: Miller & Melby. Wayzata: Town-
houses and swimming pool, $1.75 million. Spon-
sor: Gleason Fstates, Minneapolis. Plans: Baker
Lange & Assoc., Minneapolis.

MISSOURI—BALLWIN: Apartment and swimming
pool, $6 million Sponsor: Stanley Multin, Uni-
versity City. Plans: Bryce Hastings, Clayton.
Kansas Crry: Apartments, $800,000. Sponsor:
Howard D. Burner. Plans: John R. Horner &
Assoc.; Apartment, ‘:\R{I(}.lllill Sleﬂbl'T.’ Van En-
glehaupt. Plans: Morris.Schechter,

NEW MEXICO—ALsuguerque: Condominium
apartments, $3.5 million. Sponsor: Lee Hanosh
Corp. Plans: Lawrence Garcia & Assoc. SANTA
Fe: 200 houses, $3.5 million. Builder: Allen
Stamm & ASsocs.

Business continued on p. 48
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NEW JERSEY—LinpENwoLD: Garden apart-
ments, $2 million. Sponsor: Frank Adamucci,
Margate City. Plans: Martin Guttman, Camden.
RmGEFIELD PArRK: Garden apartments, $750,000.
Sponsor: S, Hekemian & Co., Hackensack. Plans:
Gerber & Pancani, Newark. Riversme: Garden
apartments, $700,000. Sponsar: Louis Calabrese,
Upper Darby, Pa. Plans: Gerd H. Ruoff, Upper
Darby. SerinG Lake Heweuts: Garden apart-
ments, $1 million. Sponsor: Oakwood-Edison,
Architect: Jerome M. Larson. WEST PATERSON:
18 houses, $504,000. Builder: George Herman,
Clifton. Plans: Neal M. Tanis, Clifton. Woop-
BRIDGE: Garden apartments, $720,000. Sponsor:
Island Garden Inc., Clark. Plans: Benjamin
Nienart, Elizabeth.

NEW YORK—Bavsme: Garden apartment, $1.25
million. Sponsor: Elmwood at Bayside Inc., Rock-
ville Centre. Plans: Stanley Klein, Jamaica. Car-
MEL: 100 houses, $2.2 million. Builder: Romanofl
Development, New York City. Plans: Bruce P.
Helmes, Katonah, Fisukiir: Garden apartments,
$700,000. Sponsor: c/o Edward M. Cavaccini &
Daniel V. Cavaccini; Garden apartments, $700,-
000. Architect: Seymour Gurlitz, Nanuet. NEw
York Ciry: Garden apartments, $1.2 million.
Sponsor: JSA Realty, New Rochelle. Plans:
Myron Dubin. NorwicH: Garden apartments,
$600,000. Sponsor: Midland Park Realty. Plans:
Seiler & Kerner, Liberty and Seiler & Nakrosis,
Kearny, N.J. Oceansipe: 83 houses, $1.25 mil-
lion, Builder: Madison Farms. RosepaLe: Garden
apartments, $2 million. Architect: Architecture
Affiliates, New York City. Serauker: Garden
apartments, $1 million. Architect: Edward R,
Bergmark, Northport, WHaite Pramws: Garden
apartments, $700,000. Sponsor: Robert Gabriel
Inc., New York City. Plans; Millard F, Whiteside
& Laszio Papp.

OKLAHOMA—TuLsa:  Apartments and town-
houses, $3.5 million. Sponsor: 1. N. Berman.
Plans: Murray-Jones-Murray.

PENNSYLVANIA—ALLENTOWN: Apartments,
$600,000. Sponsor: c¢/o John Van Kooten, Plans:
Robert W, Frey. MmLcreek TownsHip: Apart-
ment, $1 million. Sponsor: Haddox-Klingveil,
Erie. New Hoee: 1,000 houses, $8 million. Spon-
sor: Amron Realty, Cranbury, N.J. PHILADEL-
PHIA: Apartments, $1 million. Sponsor: Homes
By Barry Lewis. Plans: Abraham R. Hyman; 33
townhouses, $900,000. Sponsor: Penn Towers
Development. Plans: Bower & Fradley. SALISBURY
Townsuip: Apartments, $§1 million. Sponsor: Ivy
Development, Allentown.

SOUTH CAROLINA—CHArRLESTON: Townhouses,
$6.4 million. Sponsor. Jack Modlin.

TEXAS—CLEar  Lake: 64  houses, $700,000.
Builder: Andrew Schnedier, Pasadena. PiNg-
HURST: Houses, $4 million. Builder: Dal Sasso
Enterprises, Orange. Plans: Ben F. Greenwood
& Gene E. Hines, Houston.

VIRGINIA—Famreax:  Garden apartments, $3
million. Sponsor: Barry Construction, Washing-
ton, D.C. Plans: W. L. Mayme & Assocs., Alex-
andria; Garden apartments and townhouses, $3.5
to $4 million. Sponsor: Duke Assocs, ¢/o Marvin
Dekelboum, Washington, D.C, Plans: Morton
Noble, Washington, D.C.; Garden apartments, $2
million. Sponsor: Carl M. Freeman, Silver Spring.
Plans: Albert Girard Mumma, Washington, D.C.;
Townhouses, $4 million. Architect: Paul C. Quigg,
Arlington, FaLLs CaurcH: Townhouses, $750,000,
Sponsor: L. F. Jennings, Plans: J. Jansons.
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Here is the number to call
to get ANY number in the
Progress Lighting Catalog

ALABAMA
Birmingham ...Lighting & Lamps Whisers., Phone: 323-5842
o nv'hlh u.»?&n. Studio, Phone: 2628871
Huntsville . Huntaville Elec. Supply Co., Phone: 636-6021
Mobile. . ... . Riley Stewart Elec, Supply, Phone: 471-4361
ARIZONA
Phoenix .......Regal Lighting Fixture Co,, Phone: 204-7580
ARKANSAS
Bl.v;hniﬂe +++American Elee, Supply, Ine., Phone: 37023
ith Southern Electrie, Ine,, Phone: BU 2-0000
A n Electric Supply Co., Phone: WE 2-4681
Little Rock i .Adcoek Lighting & Bunnly, Phone: MO 3-4108
CALIFORNIA
+ «Consolidated Electrie Dist,, Phone: 880-2880
+ . Consolidated E]nnlrﬂu Dist., Phone: 268-8404
Electric Suppliers, Phone: 266.0421
Sucramento .. ... . Consolidated Blectric Dist,, Phone: 462.8111
San Francisco J. B, Calder Co,, Phone:
Callfornin Elee, sunpl.v Co,, Phoi
KenMar Eslol:lrln Co., Phon

Poerlite Mfyg, & Suppl;
Consolidated Electrie Dist., Phone: 466.2301
COLORADO
Central Electric Supply Co., Phone: 266-3211
CONNECTICUT
+ +Capitol Ll:ht & Supply Co., Phone: 527:-81156
El m: Whols mnmu, Phone: B27-3288
Monroe .....ss nnro- Rlectric, Phone: 268-8080
West Haven .. ..C. S, Meraick Ejec. Sup. Co., Phone: 2883551
DELAWARE
Dover Dover Electrie Supply Co.. Phone: £74-0115
Wilmington . ...Tecot Elec. Sup. Co., Ino., Phone: OL 6-6581
FLORIDA
Galnesville Hughes Supply, Tne., Phone: 372-8471
Jacksonviile Atlas Electric Supply Co., l‘hun! sﬂu-usn
Lakeland . . + 1+ Hughes Supply Co., Phone:
Minmi .. > A!.hu Electric ﬂupnllm, l’hnn
ud-Scuul.bc_ rn_Eleetri Pho

Orlando .

Ine., Phone: 968-3171
Supply, Inc., Phone: 862-1641
Lighting, Inc., Phone: 236-5707

GEORGIA
ceees.Beck & Gi Hardware Co., Phone: 521-2010
Cain ;.‘El'zht & Supplies, Phone: 768-2626
Georgin l-llhtinn upply Co.. Phone: TR 6-4769

ILLINOIS
Chiengo + ... .Brllht Eleatrieal Supply Co., Phone: AR 0-4001
Brook Electrieal Supply Co., Phone: AR 6-2800
Cryulnl Lighting Supn y. Ine,, Phone: G86-0440
'hone: SE 8-3700
Nuﬂh Show Elec .'!uppz | Phone: DA B6911

land Elec. 8y. Co.,
Lllhl-inz Showplace, Ine., Pm
Marlin Associntes, Inc., Phone:
INDIANA
Aurora ..., Aurora Supply Co., Phone: 602
lhﬂhnlbulil .+ Central Elee. Supply Co., Plione: ME 6-8606
Kulwin Electrio Co., Phone: WA 60694
South Bend ......... ... Midwest Lite Co,, Phone: AT 84427
1OWA

Ft. D «+ v+ o s Eleetric Materlala, Phone: 570-7108
Marshal Iw\rn 3 lawa Wholesale Supply Co., Phone: T52-4655
Washington Bitlers Elee. Supply, Inc., Phone: OL 3-2123

KANSAS

Coffeeville . . .. Tri-State Elec. By. Co., Inc., Phone: CL 1-0484
Empaoria . ..Tiemann-Hess Elee. Supply Co., Phone: DI 2-3531
Independence. Jayhawk Eleetric Supply Co., Phone: ED 1-1691
BRI e + v ansess - Kriz Davig, Ino., Phone: TA 7-4497
KENTUCKY
Louisville . ... Belknap Hnnlwum & Mfg. Co., Phone: 684-1841
Brechor Co., Phone: 684-7121
I.OIJIBIAHA
Mid State Elec. Co., Inc.,, Phone: 442-4483
Monceret & Brister Appl., Iru: ., Phone: DI 8-6732
L C. Electrie Suppiy, Phone: 341-4281
Ldlnun "Elee. Supply Co., Phone: 232-1434
House of Lights Ine., Phone:
.Lighting, Inc., Phone:
Interstate Eloctrir Co., Phone: 423-6131
MAINE
wosessn s Btandurd Electric Company, Phone: 6
Lo ++ + Lewiston Supply Company, Phone: 131.-4051
Portland ... ...soss.Muine Hardware Co., Phone: SP 8.5004
MARYLAND
Baltimore Gas Light Co., Phone: MU 5-7670
eaple’s Elec. Supply Co., Ine., Phone: PL 2-5336
MASSACHUSETTS
.« Ralph Pill Electric Supply Co., Phone: 423-0121
Atlantic Distributing Co., Phone: 4568-6857
Esaex Elntric Supply Co., Phane: LY 8-6200
C, Sherman Co,, Phone: 196-8207
h r Co., Inc., Phone: dTl-lRﬂo
Granite Gily Eleu Supply, Phone:
Weymouth , . South Shore Electrie Supply Co., Phone: 33
Worcester . . Atlantie Elootrical Supply Co,, Phone: P 'I-"'n'.t
MICHIGAN
Detrolt Center Elee. 8y. Co., Phone: 342.3200
Madison Eleetric Co., Phone: 876-1660
Puritan Electrie Co., Phone: UN 3-0603
Royalite Compnny, Phone: CE 8-4641
Litscher's Wholesale Electrie, Phone: 468-1386
. .Monroe Electric Supply Co,, Phone: 241-088%
Mudison Electric Co., Phone: 5d6-36056
«+ +Modern Wholesale Elec, Supply, Phone: ED 2-6601
MINNESQTA
ern Elec. Supply Co., Phone: RA 2-0651
o Nurthjlmi Elec. Su ply Cm. Phone: FE 2-4481
Derickson Company, Phone: FE 5-6791
8t. Paul .......... . Lax Electric Co., Ine., Phone: 227-6601
MISSISSIPPL
Greenwood .Delta Plbg. & Elec. Supply Co., Phone: GL 3-5623
MISSOURI
Clinton .....Tiemann-Hess Elec. Supply Co,, Phone: 885-3821
Kansas City., x-nu. City Ltg. & Fixture Co., btume VIz-4201
Tiemnnn-Hess Elee. Supp!
2d4h Grand Avm\w. l’hnno' BA 1-8368
6120 Antioch, Phone: GL 2-8100
Independence

Tiemann-Hess Elee, Supply Co., Phone: IN 1-8300
8t. Joseph . Tiemann-Hess Elec. Supply Co., Phone: AD 2-2646
Springfield .......S0uthern Mnturinll Co., Phone: UN G-2822
8t. Louis .. ross Chandelios

Fhone: Office & inry. CE I-loﬂﬂ Showrooms, VO 3-1180
rost Electric Supply Co., Phone: JE 34004
Unil-d Electric Supply Co., Phone: 241-9065

MONTANA
Glngier State Elec. Supply, Phone: 7614220

NEBRASKA
Enterprise Electrie, Phone: 4352121
United Electric Supply Co., Phone: G63-4604
Westinghouse Electric Supply Co., Phone: 245-8700

NEVADA

Osborne Blec, Supply Co., Phone 384-6363

NEW HAMPSHIRE

Keene ......veo...Keene Elec. & Plbg, Sy., Phone: 352-1215

NEW JERSEY
Asbury Park ...... . Rale Elee. Bupply Co., Phone: !N-MW
Cumden . . .. National Electrle Supply Co,, Phone: EM
Dover ..., . Dover Electrion! !!un Iy Co., Tno., Phonet BNH‘FWD
Middletown Coope: . Supply, Phone: 671-6000
Puterson: . . . Feldman Llrhtinz Fiutun Co,, Phone: BH 2-7529
Pennsauken. . , . Ulir Elos. Bupply Co.

Phonea: NO 2-3456—(N.J.) WA 5-3100—(Phila.)
Phillipsburg . . .Fromm Eh-c Supply Corp., Phone: GL 4-1186
Ridgetield Park .. Vee Dee Elec. Distr., Ine., Phone: DI 25310
Toms River .. ...Goodfriend Ejec. Sup Ine,, Phone: DI 8-4100
Union .Surrey Electric Supply, Phone: MU 8-0430
Union City Swiﬂ. Electrie Supply Co., Phone: UN 3-6457

NEW MEXICO
vevesesses s New Mexico Supply Co., Phone: 746-2773
NEW YORK

t. 2
.N & § Decor Lighting, Phnne
rway Electric Supply Co., Phone: I.Y 3—5‘00
.Nutional Elec. Supply Co,, Phone: CH 8-9770
. Capitol Elec. Supply Co., Inc., Phone: LE 4
" Midway Eln Sur ly Co,, Inc., Phon
nctrle Supply. Phil.:

Pougthkeepsie ' u
River - .R & M Elee. Supply Co.,
White Plains . Garfleld Electric Supply, Phlmt W[‘I B-H600
In + EN 9-8000)
Goler Elee. Supply Co,, I'lmm YO 3-3627

NORTH CAROLINA

Charlotie . ..Southern States Sup. Co., Ine., Phone: FR 5-8081
Gastonia . . House O'Lights, Phone: 824-3605
ssassssnssssDelta Eleetrie S8y, Co,, Phone: 633-6331

NORTH DAKOTA
Fargo . ... Waestinghouse Electric Supply Co., Phone: 232-4446

OHIO

Cineinnati .....Richard Elm{"srh: Supply Co., Phone: 'iEl-lﬂlD

Cleveland . .
Columbus
Toledo ... Gross Electric Co., Phone: CB Edﬂ-i
OKLAHOMA
Emnumv Supply Company, Phone: UN 2-3224
. .Cook Electric Supply Co., Phone: CE 5-7461
sonemamuy ', Clurk Electrie Supply Co., Phone: LU 7-0138
Nelwon Eleetrie Supply Cn.. Phone: LU 6-1241
OREGON
Medford . . Westinghoune Electric Sunply Co,, Phone: 773-45656
Portland sardner & Beedon Co., Phon ..ll-‘lBﬁD
E’I-tl Ehﬂ.vle Supply, Phone
Portland Electric & Plbg. Co., Phone: CA 5-2531
Westinghouse Elee. Supply Co., lenn 226-7361
PENNSYLVANIA
Fromm Elec. Supply Corp., Phone: 867-0511
Stokes Engineering Supply Co., Phone: 258-0277
J. Friedman Elee. Supply Co., Ine.
Phnmm ﬂﬁlluM'?l 467-T241
«+8eott Elnelrle Company, Phone: TE 44321
.Raub 8 ply Co., Phone: CH 8-3671
United E:len ply Co. I Phum! 2340017
ter Raub Su| nply mpany, ' : §97.6221
Norristown. . . . Lighting Equin & Sup. Co, I’hone CR 20722
Not n—mnnn Elec. le: Ca. Phone: BR 5-721! -2
Philadelphia . . ... Esstern Elee. Supply Co.. Phone: PO 9-
Fox Electric Supply Co.
Gold Seal Electric Supply Co., l'hun
Hurry Horn, Ine.,
Morse & Robbins, Inc Phnnn LG i-l TB!
United Light Company, Phone: CU 91453
Westinghouse Eleotric Supply Co., Phone: WA 2-80660
Weat Phil n Elge. Supply Co., Phone: GR l—lﬂou
Pittaburgh .., . Allied Hlee. Supply Co,, Phon
La !h]h Klee. B\mrly Cao., Phon 321-1450
Pottaviile ...Seranton Elee. Construction Co., Phone: 622-6041
Reading . . . Fromm Elee. Supply Curp 1
Ridley Par! Eagle i-‘la:. Sunn
Wilinmspart .
Willow Grove. ...North West Eircl.rh: Suppl;
: OL 9-5757

York .....YESCO (York Elec. Supply Co.), Phum: 843-0091
RHODE ISLAND
Pawtuekot ... .Eqnlhlllv Fln: Su ply Co., Phone: PA 52400
Providenee pany, Phone: JA 1-H800
Mastro F.I-c Buppl Cu 1n= Phone: HO 7-7700, 01, 02
o Tiec. Supply Cov. Phone: UN 10506
‘I‘ENN'E!!EE
Southern Snpyh' Complny Phone:
i g Ine., Phone:
Westinghouse Electric Snnply Co., Phone:
Nashville Elee. Supply Corp., Phone: 242-2601
TEXAS
.Mnllmp Cummins Supply Co,, Phone: OR 2.7837
Wileon Supply Co., Phone; OR 3-1706
Lmnua Chrhtl

Corpus Christi Hardware Co., Phone:

Southern Electric Supply Co., Phone:

Dallas Buffalo Electric Supply Co., Phone:
Meletio Electric Supply Co., Phone: RI 1-3921
Watson Electrie SupEply Co,, Phone; RI 2-8441
Co 0.y h\mr 632-4614
. Cummins S!rnp!y (.‘.o. Phone: ED 6-9563
Nathan Frankel Co., Phone: En G-5656-7
s MeCoy Supply Company, Phone: SO 3-6464
Grand Prairie . .. B & M Supply Corp., Phone: AN 2-5121
Houston Buffulo Electric Co., Phone: CA 8-4431
Murlin Associntes, Phone: CA B-B47D
Owen Bleotric Supply Cu Phun-: CA SMl-ﬂl
Worth Elglrlegupnh Gy A 3215

Harrisburg ..

El Paso ...
Fort Worth

Longview

Lubl

Odessa . .

San Angelo .....

Wichita Falls .. .. Cummina Elec. Supply Co., P

VERMONT
Rutland . Vermont Elee, Sy. Co., Ine., Phone: 773-2736
VIRGINIA

Lynehburg . tern Elec. Company, Phone: 847-4441
ewpart Ne , Centralite Sup I.v Co,, Phone: 247-6874

Norfolk . teicnl Bxchunge Phone: KI 5-5441

Electrical Suugli-m ne., Phone: 8270531
Richmond Lighting & Supply Co., Phone: 232-8911
Winchester ... Raub Supply Co., Phone: 662-4134
WASHINGTON
Seattle . « .Stusser Electric Company, Phone: MA 3-1501
Tacoma . . . Love Electric Company, Phone: FU 3-5551
WEST VIRGINIA
Charleston Galdfarh Ehe Su ply Co., Phone: 342-21563
Ronconverte Blue lectrie, Phone: 647-5200
WIICDNSIN

Fond-du-Lae . .....Central Elee. Supply Co., Phone: 922.1880

Green Bay . Wulin[huuu Elec. Supply Co., Phone: 435-3751

Manitowoe .. Mnnhowae Electric Supply, Phone: MU 2-3848

Milwaukee L. Neher Company, l'bun: BT1-6700

Lappin
Oshkosh. . Electrical Contractors Supply, Ine., Phone: 2
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GO PROGRESS...ONE-STOP RESOURCE FOR EVERY LIGHTING NEED!

The choice is all yours when you deal with a Progress cover-to-cover distributor . . . for you
get just the fixtures you want when you want them. Cover-to-cover distributors stock every
item in the comprehensive Progress catalog . . . all the smartly-styled appealingly-priced fix-
tures for any project you're working on. A guaranteed supply of the most-wanted lighting
fixtures is only a phone call away. Check our list for the number of your cover-to-cover dis-
tributor. Give him a call. It’s the sure way, the sharp way, of doing business. That’s Progress!

PROGRESS MANUFACTURING CO., INC. pruqress PHILADELPHIA, PENNA. 19134
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WHAT THE LEADERS ARE BUILDING
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Stepped-down design cut land development costs
in this five-building apartment project

The sloping one-acre site is a former gran-
ite quarry. Architect Robert Felson stepped
each four-unit building down the hill in 3’
steps, excavating only under the two down-
hill units for basements and garages and
putting the upper two units on slabs. As a
result, land development costs were held
to $50,000. Another benefit: the

steps,

entr patio of each

down to

lead rear garages

(right), 35 parking

plus offset siting, give the 20-unit project
house-size scale which blends with its older
residential neighborhood. Because the five
buildings are identical, Builder George L.
O’'Brien was able to keep construction costs
to $315,000. Each building has its own
heating and plumbing system. Location:
Greenwich, Conn.

spaces and basement entrances.
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EDITORIAL

Design in housing

House & Home

September 1965

Not everyone likes plain vanilla—there is room
in the marketplace for much more exciting design

For years most builders have assumed that the
majority taste rules the market to the exclusion
of minority tastes. As a result, acres of plain-
vanilla houses sprawl through the suburban
fringe of every metropolitan area. Even worse
are the pockmarks on the landscape of tracts
of splanches, banana splits, Cinderellas, Old
Massas, Aunt Minnies and so on—styles stolen,
degraded, ravaged and then uselessly embel-
lished with a pastiche of gimcrackery, all in a
headlong pursuit of “the market.”

Big question: does plain vanilla, or night-
mare architecture, satisfy the market—a market
of buyers who don’t have to buy? Not by a long
shot, says a small but growing number of
builders and architects, vanilla only reaches
that part of the market that likes vanilla. Po-
tential buyers who don’t like plain vanilla, and
can't stand nightmares, are staying away from
most new housing, and staying in their old
houses. In many areas, there is hardly anything
on the market that will bring them out.

Builders should ferret out and cater to all
kinds of tastes—tastes that cover not only va-
nilla but also a wide range of contemporary
design. And good contemporary design is good
business because the few builders who are
building contemporary houses are selling them.

Still, most builders shy away from tackling
contemporary design because they say it won’t
sell in their areas. Then, when they go out to
find the bestselling models, they find they can’t
pin down a bestseller that will work for them
across town. There is no such thing any more
as a bestseller that everybody can copy. Hot
houses not only cool off with too much expo-
sure, but they are usually hot because of their
price and location, not their design.

Many housing professionals feel the most ef-
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fective marketing tool a builder can have today
is a broad architectural spectrum in any single
subdivision. Not a spectrum that runs from
shingled ranch to clapboard two-story, but a
spectrum that runs from a major architectural
effort (a first-of-its-kind contemporary) to a
careful colonial reproduction. Such a subdivi-
sion not only would reach out to every segment
of the market, but its variety would place it

among the better neighborhoods of the future.

Perhaps the best way to come to grips with
this changing market is to examine the chang-
ing attitudes of buyers. Although there is no
great buying trend, the public has never been
so responsive to the development of new archi-
tecture. In some areas, more and more buyers
are buying good contemporary design—as
much to express their own tastes and individu-
ality as to satisfy any other need. And they are
buying this good design in merchant-built
houses like the A1a award winners on p. 62-73.

With better designs, the housing industry
could capitalize a lot more on the identification
which most of us seek and find in one posses-
sion or another. Each individual thinks and
knows he is different from other people, so why
not let him identify with a house that can be
his individual badge, a house that fits his or his
family’s personality and breaks away, in good
taste, from the run-of-the-mill.

In sum, the old compunction to rely on the
security of an economic and emotional invest-
ment in a plain vanilla or any other market-
safe house is slipping away from today’s buy-
ers. They, and the lenders, are more sure of
themselves, and as they grow more knowledge-
able about housing, the badly designed house
becomes a poor investment anyway you care to
look at it.—RicHARD W. O'NEILL
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Award-winning built-for-sale houses:
A hillside two-story on stilts takes top honors

Built on an unusually steep site (left), it combines a handsome
exterior with a highly workable plan. That's why it received
the only Honor Award in the merchant-built category of the
1965 Homes for Better Living program.

The contest judges (listed below) were particularly im-
pressed by three aspects of the house: first, it looks good from
any angle; second, its living area is expanded 50% by outdoor
decks to which six of seven rooms have direct access; third,
it is full of well-thought-out details—e.g., an open-gable roof
over the living area, a cantilevered fireplace blended into the
outside wall by siding and a laundry area conveniently placed
at the bedroom level.

The house—located in Belvedere, Calif., and priced at
$29.580 without land—was built by Victor Tchelistcheff and
designed by Fisher-Friedman Assoc. and Robert J. Geering.

Seven other merchant-built houses, pictured on the following
ten pages, won awards of merit or honorable mention. All
show a fresh emphasis on new ways to expand interior space
and produce more usable outdoor space. All achieve a high
degree of privacy both inside and out. All make heavy use of
natural finishes that weather gracefully and need little upkeep.
In short, all are production houses with custom-house features.

The judges of this year’s contest—sponsored by The Ameri-
can Institute of Architects in cooperation with House & HoME
and The American Home—were Alan C. Borg, building editor,
The American Home; Matt Jetton, Sunstate Builders Inc.;
Claude Oakland, A1a; John L. Schmidt, aia, U.S. Savings &
Loan League; Earl Swensson, A1A; George Hugh Tsuruoka,
AIA, and James P. Gallagher, senior editor, HOusE & HOME.

) 5
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POLE FOUNDATION helped builder stay within $25,000 construction budget.
Pole diameter is 12”. Concrete footings are 6’ deep, 30” in diameter,
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HIGH-PEAKED ROOF permils big glass gable ends above
Cantilevered fireplace at upper level

living
is cedar-shingled as part of

room.
wall,

SHELTERED ENTRYWAY is reached across house-wide deck which is also
outdoor-living space for kitchen, door at left, and study, door at right.

LOWER LEVEL

UPFEE LEVEL

TWO-STORY PLAN puts bedrooms under
each level with ample deck space. Laundry area is near bedrooms and baths.

main living arca and ]\ll'\llil.‘.‘\
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AWARD-WINNING HOUSES continued

Photos: Robert Lautman

BLANK FACADE conceals atrium (note treetop at center of roof) behind double-door entry, Breezeway next to garage expands partly inset family-room deck.
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A hillside atrium house with a
variety of outdoor-living areas

Unlike other atrium houses, this one doesn’t depend
entirely on the inner court for sun and fresh air.
Instead, it offers a choice of three separate and
totally different places for outdoor living: 1) a
glassed-in formal garden (the atrium) at the center
of the house; 2) a screened breezeway-patio next to
the family room and 3) a rear deck off the living
and dining rooms.

Besides enhancing the interior of the house—par-
ticularly the entryway—the atrium creates a circular
traffic pattern in which all rooms open off a tile-
floored gallery. It also places an effective zoning
barrier between the entertainment center and the
children’s bedrooms.

A prefabricator panelizes the post-and-beam house
—exterior wall finish and all glazing is factory-in-
stalled, but the roof is precut—and the builder's crew
assembles it with the aid of a crane.

Award of merit. Builder: Bennett Construction
Co. Architect: Keyes, Lethbridge & Condon. Land-
scape architect: Thurman Donovan. Location: Beth-
esda, Md. Price: 346,000 without land.

TWO-LEVEL PLAN makes all rooms accessible from atrium gallery. Family-

room extension of gallery links atrium to side deck and breezeway patio.
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KITCHEN-FAMILY ROOM is lighted by window wall on garage side, at rear,
and by roof opening on atrium side. Upper cabinet divider is two-way.

OPEN STAIRWELL to lower level turns gallery at
small balcony. Lap siding on gallery walls carries exterior look inside.

GLASSED ATRIUM includes a formal garden area just inside entryway. Access is from family room, rear. Tile floor is same as in gallery.




AWARD-WINNING HOUSES conrinued

PROTRUDING FRONT WALL conceals entry and part of outdoor living
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COURTYARD PLAN puts half of main living area inside, half outside. Side
courts were architect’s answer to limitations imposed by deep setback.

(plan, below). Sliding glass doors give direct access to study.

A Japanese-style house with
walled courts on three sides

Every room in the house—and the entry as well—
has complete outdoor privacy behind the court walls.
And the courts, which are open at the rear, also
provide direct access to boat docks that are located
behind this waterfront model.

To combine the main living area visually with
the outdoors, the red brick floor of the L-shaped
court is continued into the foyer, kitchen and living-
dining room. Blocks of planting relieve the monotony
of the long courtyard floors.

Clean exterior lines—stacked-bond block and a
gently sloping shingled roof—are repeated inside by
high ceilings of exposed roof decking and beams,
and also by exposed block walls. Other interior fea-
tures: deep storage compartments in the kitchen and
bedroom hallway; dressing tables in all three bath-
rooms; closets set into the bathrooms so the doors
do not interrupt the high bedroom walls.

Award of merit. Builder: Jack Lavender. Archi-
tect: J. West, AlA. Location: Sarasota, Fla. Price:
$60,000 without land.
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Photos: Lionel Murphy

SLOPING CEILINGS and high walls add visual space to
interiors. Bedroom closet is built into bathroom, at rear,

INTERIOR SURFACES—dark-stained wood on ceilings, white
block on walls—echo exterior and offer low upkeep.
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LONG COURTYARD is paved with brick and sectionalized by garden beds.

Door

at

left

leads out

to yard; door at

rear

goes

Lo

carport

in

front.




STREETFRONT PRIVACY on narrow lot was achieved by screening entry and living room window with 6” fence made of exterior siding boards.
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WELL-ZONED PLAN puts chudren’s bedrooms and bath at
front of house, master bedroom at rear and court between.

A C-shaped house planned for
privacy on a tight city lot

The three sides of the C enclose a 28x30 court,
which is the principal outdoor living area. Every
room except the master bedroom looks inward to the
court and has direct access to it through French
doors. A separate patio serves the master bedroom,
keeping it independent of and thus insulated from
the rest of the house.

The plan takes up the full width of the 50’ lot, so
the carport is at the rear; it is reached through a
mid-block alley installed years earlier when the block
was originally developed. The front of the lot has a
rolled stone surface which provides space for off-
street parking by visitors.

One low-maintenance finishing material—re-sawn
pine board—is used for both exterior and interior
walls. Ceilings are also wood paneled (and stained
white). To minimize openings in outside walls, sky-
lights are used as the sole source of daylight in both
bathrooms.

Award of merit. Builder: Manning Grinnan. Archi-
tect: Enslie Oglesby. Landscape architect: Nancy Mar-
cus. Location: Dallas. Price: $38,500 without land.
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Photos: John Rogers

OFF-CENTER COURT is enclosed on ¢ sides by C-shaped house. EXPANDABLE ROOMS for children are partitioned by heavy sliding wall
Grid under high overhang is sun baffle for south-facing window walls, which can be opened (as shown) for daytime activities, closed for sleeping.

LIVING ROOM faces courtyard across gallery which serves to extend living area, Both walls a ceilings throughout house wood paneled.

continued
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MODULAR PAVILIONS offer wide choice of siting plans and elevations,

Buyer has option to expand any floor plan by 4. Doghouse is optional.

A three-unit pavilion house
designed for factory production

Garage, living and sleeping areas are each in separate
buildings constructed entirely of standardized, inter-
changeable components.

Design, however, is not standardized. Roofs, for
example, may be flat, hip or pod. Either of the living
units may be raised 4’ to create two levels with a
split entry. And the three pavilions—a 20'x24" liv-
ing-dining-Kitchen unit, a 24%x24" three-bedroom,
two-bath unit and a 20'x20’ carport—may be lined
up on the site or offset in a variety of groupings and
elevations. An 8-wide link between the living units
triples as passageway, entry and rear-yard access.
The double carport is detached.

Award of merit. Builder: Alan E. Brockbank
Organization. Architect: Boyd A. Blackner, AIA.
Location: Salt Lake City. Price: $19,995 with land.

OFFSET SITING screens living-dining-kitchen pavilion at rear
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Photos: Hal Rumel
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THREE-UNIT PLAN contains below-grade recrea-
tion and utility rooms under bedroom pavilion.

of lot.
room pavilion at front conceals main entry. Garage hides outdoor decks.

FLEXIBLE DINING AREA can be combined with kitchen (as shown) or
living-room L by altering partitions. Fireplace is optional.
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Photos: Richard Gross

LONG FRONT WALL conceals all rooms but leaves see-through entry exposed. Post-and-beam exterior is finished with stucco and stained redwood.

An H-shaped house divided T
by a glass-walled entryway i

The foyer is both link and buffer between the quiet
zone of the house and the active-living area. From
the street side, it provides the one point of vertical
relief in the long horizontal lines created by low
eaves and house-length privacy walls. From the rear
swimming area, it is the backdrop for an inset
decorative pool and garden.
One flexible plan element—the detached carport
lets the builder duplicate this economical post-and- T
beam rectangle on irregularly shaped lots. And S i3 B
changing the front privacy walls, which screen patios % “ A0
on each side of the entry, permits a variation in the
front elevation.

Honorable mention. Builder: Fillmore Crank. ‘ . ] L
Architect: Richard Dorman & Assoc. Location: Tk s : t’:y 5 S <
Palm Desert, Calif. Price: $44,000 without land. : i

5 |

i
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DIVIDED PLAN insulates two bedrooms and two baths from all other rooms,
Each half of plan has separate heating, cooling and hot-water equipment.

BACKYARD LIVING AREA, screened from street by lot-wide house, is
accessible from master bedroom and living-dining room through glass doors.

POOL GARDEN (left) can be viewed through window walls of entry and
living room. Soffit, foreground, is finished with blown textured plaster.

continued

71




AWARD-WINNING HOUSES continued
Photos: Glenn Mitchell

OUT-FRONT GARAGE conceals patio living and creates deep entry. Cedar shingles and redwood trim are used around entire house and on gable roofs.
|

An L-shaped house designed
for a narrow-lot subdivision

—F

The lot is less than 50" wide. Yet the house is private
because a detached street-front garage screens the
entry, main living area and front patio, and the liv-
ing-dining room opens to a secluded rear deck.
Four completely different elevations permit repe-
tition of the plan without creating a row-house ap- ;
pearance. Three models (shown above and below)
have post-and-beam framing—two with flat roofs
varied by open-gable and open-truss roofs over living
rooms and a third with a gentle roof pitch over
the entire house. A fourth model has separate pyr-
amidal ceilings over the family and living rooms.
Honorable mention: Builder: Stoneson Devel- INDOOR-OUTDOOR PLAN gives family room and three bedrooms access to
opment Corp. Architects: Fisher-Friedman Assoc. secluded patio. Living-dining room and master bedroom open to rear deck.
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and Robert J. Geering. Location: San Bruno, Calif.
Price: $27,500 with land.

VARIED ELEVATIONS for same plan—sloping roof above entire house, left, or flat roof with open gables—avoid row-house look on narrow lots.

72 HOUSE & HOME



SITH EFLAFL 25 KO TS5 FT

CLUSTERED HOUSES are as close together as zoning permits to make
maximum use of partly buildable site located in prime residental area,

Six quury rental houses REAR BALCONIES are enclosed by redwood sidewalls. Only other windows
» are at front. Neighboring houses cannot be seen from any position inside.
clustered on a problem site

Only one corner of the 2% -acre site was high
enough to build on—the rest is flooded periodically
by a river that borders the land on two sides. So the
houses are tightly grouped on the high ground but
planned so that no two living areas, both indoors and
out, are exposed to each other. Only the front and
rear walls have windows, and the front elevation is
screened by a two-car garage and redwood fence.

The plan permits living on one floor but has a
lower level for utility and recreation. To provide a
contrast of ceiling heights between bedrooms and the
living-dining room, two sections of roof slope in
opposite directions.

Special merit award: Builder: Willits West Co. :
Architect: Carl Luckenbach, AlA. Location: Birming- FRONT PATIO, off dining room, is screened on two sides by redwood fence
ham, Mich. Rentals: 3375 to $425. and carport. Deep overhang of carport, foreground, covers approach to entry.
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TWO-BEDROOM PLAN attracts small upper-income families who want the GLASS-WALLED LIVING ROOM has rear view of wooded site. Massive
no-responsibility convenience of an apartment and the livability of a house. brick fireplace appears free-standing because it is surrounded by glass.
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Highlights of a two-day discussion among builders, architects and
other industry leaders on today's housing design, with emphasis on
why architects and builders have so much difficulty establishing and
continuing a working relationship with each other.
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Nothing has brought the homebuilding industry more criticism
than the humdrum design of today’s mass housing. It is a rare
month when some critic doesn’t cry “ticky-tacky,” “cookie-
cutter” or “rape of the land.” Yet, allowing for some exaggera-
tion and not a little downright dishonesty, there is truth in
much of the criticism.

Most builders will admit that new houses could be better
designed, could offer more of the pleasures of living and are
often offensive in line, proportion, color, texture and materials.

And the chief reason for these shortcomings is that home-
building does not make enough use of the one group trained
in the planning, design and aesthetics of housing: architects.

Builders usually say architects don’t know what the prob-
lems are, don’t know what people want, don’t know how much

<

things cost and how much houses can be sold for.

Architects disagree. They say builders low-rate the taste
of buyers and simply don’t want to pay for good design.

This long-standing controversy prompted House & HoOME to
invite 39 thoughtful architects, builders and other concerned
industry members to a two-day Round Table. Its purpose: to
identify the basic reasons for the lack of architect-builder
cooperation and to suggest some approaches to a better rela-
tionship. Significantly, the participants agreed that buyers are
showing an undefined but growing demand for something new,
something more livable than is usually available in today’s
houses. House & HoME offers these excerpts from the dis-
cussion to start every reader thinking about what he can do to
bring about the better design that everyone is seeking.

. Good design must be defined in terms not of style, but of plan,
w. proportions, relationship of materials and total environment.

Traditional styling seems to appeal to many families, but it is
debatable whether it is the style itself or the emotional associations
it evokes. Architects insist they can satisfy the same emotional

needs in a truly contemporary house.

Good de-

Robert Schmitt:
sign today is one of the most
saleable things there is. A num-
ber of people are experiencing
this. Perhaps we were forced into
bettering our product by eco-
nomics, but the homebuyer today

is demanding and recognizing

good design.

George Anselevicius: Young
people are tired of being fooled
and are not going to be fooled
much longer. They do know
what they want, They realize we
are giving them a phoney and
ridiculous house. Manufacturers
say they are giving these people
what they want. They play on
their weaknesses, This, 1 think,
is terrifying.

Gary Driggs: A lot of things
may sell, but when people live in
them and see the kind of prod-
ucts and materials they have,
they find the housing is not as
good as the glamorous impression
they got in the model house.
They will stay in a house and be
willing to pay off the mortgage
only if there is decent environ-
ment and all of the products and
materials are as they are sup-
posed to be.
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Gene Leedy: Regardless of
style, a house often rejects life.
It doesn’t work. Most of the
houses built in the U.S. in the last
few years have little differences
in their basic floor plan. Find
some way to make houses larger.
Recognize the fact that people
have children and people are en-
titled to privacy.

George Martin: 1 believe ar-
chitects are trying too hard. Ev-
erytime 1 consider an architect, I
see a church of his under con-
struction and it scares the day-
lights out of me. Some places in
housing you need to quit horsing
around, quit embellishment and
just do a functional design.

Clovis Heimsath: Let me ask
a question of the builders. Do
you really accept us architects as
knowing anything more than you
do about aesthetics and or about
building?

Dave Curland: We build in Ft.
Lauderdale and everything there
is concrete, Some buyers want
colonial homes, so we give them
the style they want, even though
they are buying concrete houses.
We don't try to give them what
we think they should want. We
don’t go to the architect or the
designer and ask him to design
the exterior., We try to tell him
what he'’s faced with.

Heimsath: Couldnt you give
the architect the job with no re-
quirement of style and no men-
tion of materials? If you present
the problem without answers and
actually give the architect the op-

portunity to sit down and solve
it, he will.

John Fischer: Anyone can ask
an architect to rework a design
or an elevation, I think the aver-
age builder is asking the archi-
tect for an elevation or for some
fronts.

Dick Pollman: Go into the
back yards of subdivisions and
look at the rears of all the houses.
It's kind of a grim pattern back
there.

Leedy: 1 don't like colonial al-
though it's very popular. Some
of my best clients come to me
and say, “We want a colonial
house.” Rather than turn them
down, we analyze why they want
a colonial house. Their idea of
a traditional house may be en-
tirely different from ours. We
analyze further and find these
people may have a lot more taste
than we gave them credit for.

Jack Bloodgood: When some-
one says he wants a modern

house, there is no telling what he
wants, I would rather work with
a person traditionally inclined.
The warm feeling, the fireplace
and the intimacy are all things
we associate with early Ameri-
can, They want the warmth and
invitingness and they will say,
“*Why can’t you do this and why
can't we have this?”

Earl Swensson: When it comes
to budgeting house design, why
not include more than the house?
After buyers move in, there is lit-
tle money left to pay for land-
scaping and outside amenities.
The beauty on the outside is
beauty to the community.

Sam Primack: Good design is
partly the right materials. In
Denver every time we put wood
siding on a house that faces south
or west, we must paint it every
blessed year. For this reason, we
wind up with all-brick houses
and some materials do not blend
well with it. If it sells. then we
have done a decent job.

Anselevicius: I don't see any
relation between selling and good
design. 1 have bought many
things that had no relation be-
tween selling and goodness, The
question is bigger. I'm not inter-
ested in just beauty, but in vital-
ity and in the circumstances in
which people live. Beauty is not
the same as equality of life and
opportunity for people. When
you look at houses today, the
problem seems to be boredom.

Leedy: 1 question our use of
the word “traditional.” A new
“colonial” today is a phony.
Houses built today are contempo-
rary houses, and they arc either
good contemporary or they are
pretense.

continued
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DESIGN ROUND TABLE continued
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Martin:
very limited definition. A colonial
built today can have a great deal
of charm and the lender, as well
as the customer, knows it.

That is certainly a

Bloodgood: It has been my ex-
perience that the types of houses
that the consumer likes most are
neither pure colonial copies nor
very modern houses. They like
houses that are contemporary in
attitude and detail, but that are
traditional, often two-storied in
mass.

Alan Borg: 1 agree. | find that
the consumers want a clear, well-
defined design—colonial or con-
temporary—as long as it has a
feeling of warmth and a good
mass in which to live.

Heimsath: Some people have
tried to relate the matter of taste

to occupation and background,
but in Houston, 25 astronauts,
highly trained in modern science,
purchased houses. Only one of
the 25 has a contemporary house.
The rest have colonial houses.

Primack: We are trying to sell
a better way of living. Because
of climate, air conditioning is
not completely necessary in Den-
ver, but it has motivated a lot of
people to buy houses and it sells
houses. We are going against the
grain in Denver by offering it.
Air conditioning does sell houses
and so do posts and shutters and
considerable bric-a-brac. I'll put
on shutters and give them what-
ever appeals to them if that is
what it takes to sell a house,

Al Mayer: One thing an archi-
tect has to understand: he must
be willing to make slow progress
toward better design. When the
builder starts talking about shut-
ters, the architect throws up his
hands and doesn’t want to go
even one small step with him, Ar-
chitects generalize and feel that
fine details and trim and design
are equally appealing to all prices
and classes.

Martin: You have a point there.
What people should like and
what we should give them and
what they should have are apt to
be different. Ham Crawford did
one of the best designs in Louis-
ville in 1950. I think it was, and
is, a tremendous house. The point
is that it was too big a step in this
traditional area for people to
take then, although the house has
great resale wvalue today. The
young, modern people like it.

Some new development might do
very well with this concept.

Walt Wagner: Some houses
leave you completely cold; in
others you want to take the 10¢
tour the minute you hit the front
door. There are things about that
house that please and excite vou.
Almost everyone recognizes and
likes them. Our problem is how
to create these elements.

Heimsath: Four or five years
ago, modern meant flat top, We
haven't designed flat tops since
then. I would say a flat roof is
as much a design cliché as any-
thing and as far as creating
houses for people, no good archi-
tect is just pushing flat roofs. I
think the architects are willing to

A true give-and-take relationship between builder and architect is
= But it is hard to develop and successful examples are rare.

Architects want to design builders’ houses and builders want bet-
ter design, but lasting partnerships have been few. A clear under-
standing of, and respect for, each other's area of responsibility
and competence is a necessary first step.

Leedy: This discussion asks the
architect 1o compromise. In the
last ten years, it seems to me
that all of the compromise seems
to have come from the architect
and none of it from the builder.
All the builder knows about the
market is based on the past, but
when he asks to put the same old
things in the same old house, it
is just nonsense. In most in-
stances, the only jobs architects
are given are changing the floor
plan or making some small
changes in the shell of a building.

Dick Wasserman: How can a
large tract builder develop good

design? Can he work with outside
architects? We have worked with
many of the country’s most
prominent and are pleased with
the results, but we admit it has
been a difficult relationship for
both parties. We constantly find
that the outstanding architect
wants to demonstrate his genius
and maintain his identity. We
must build houses that blend with
the existing community and we
do not attempt to dictate taste.
Nevertheless, we strongly endorse
the use of outside architects in
conjunction with our own design
staff. It is the best means of
obtaining new and creative ideas

and a product freshness that is
essential.

Our own design, construction
and supply departments make
whatever modifications are neces-
sary to make the designs feasible
for economic production,

Leedy: The problem is that the
architect’s services are used like
a streetcar. He gets on, stays two
stops and then gets off. When an
architect is hired. I think he
should be brought into the whole
operation. He should know the
sociological environment of the
area. He should understand the
methods the builder uses to pro-
duce and sell his product. This
must come first before designing
the individual house. The individ-
ual house for one builder will be
entirely different from another
builder’s, because some builders

work with you if you want shut-
ters, if you give them an oppor-
tunity to do something better
with the land planning and the
facilities that go with your
houses.

Charles Hardtke: | think we
have to relate the problem of

taste to a search for security.
People seem to get the feeling of
security, roots, out of traditional
design and not necessarily out of
contemporary design,

Mayer: Another factor is the
fact that colonial is much less
costly to build than contem-
porary. You can buy all of the
woodwork and details right out
of a catalogue. Contemporary has
not developed anywhere near to
that degree.

Jim Lendrum: There are a
number of other good reasons
for colonial architecture, Our en-
tire building system is based on
handicrafts and in colonial you
can cover gaps with moldings.

Fred Kemp: We can get an
awful lot of mileage out of our
costs when we do colonial.

vital.

do certain things much better
than others. The architect recog-
nizes this. He doesn't just throw
off the same plan to every build-
er. The great failing is that of the
builder-architect relationship.

Curland: We pay our staff ar-
chitects well because they are im-
portant in our operation, We hire
them because we want them to be
a part of the entire selling and
building process. They work with
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our custom-house buyers from
the moment they walk in. They
are an integral part of our sales
department.

Heimsath: Won't vou builders
let us design your houses and still
retain our independent architec-
tural practice? 1 don't think the
architect can be a staff man and
give truly objective service.

Leedy: My nonresidential prac-
tice is ome source of ideas for
design, materials and technology
that I can profitably work into
house design.

John Schmidt: Some archi-
tects are tailored to do custom
houses, and others are tailored
to do project work. This must be
considered in the relationship of
the architect and the builder. We
are not able to give the builder
good answers without being in-
volved in the very beginning of
the project, and we rarely are,
We take a real sense of responsi-
bility in our job, and we do know
the mechanics of building. We
are not satisfied just to design
and let the builder tell us how it
is to be put together. The only
way we can successfully build is
when we work with them and
they work with us together as a
team all the way through.

John Deinhardt: Maybe the
first quality the architect has to
have is to be a salesman. If he
is a good salesman, he will sell
himself and his design. The first
party he has to convince is the
builder, and the builder will help
convince the buyer,

o

Schmitt: One third of our sales
today are of completely new de-
signs that we create, Two thirds
of them are variations of plans
that we have already built. Qur
buyers are interviewed, and we
get a feeling of what they want,
If we have a plan category they
prefer, we might print up four,
six or eight plans or elevations
for them to study. They come
back in a week, and if they
haven't seen anything they like,
then we make a completely new
plan, or we make whatever vari-
ations are necessary on any plan
they did like.

Al Reidelbach: Actually, our
dealers and distributors are very
small builders, only ten to thirty
houses a year. Unless they steal
their plans or get stock plans,
who do they turn to?

Schmitt: This is very critical.
The smaller builder is helpless
along these lines. With a very
tight budget, and a lot of FHA
and local government problems,
he has never found a way to
orogress in his design.

Borg: What about the designer-
builder? I think a lot of people
here are in that category.

Kemp: I myself am an architect
and a builder, and another archi-
tect is in our employ on all our
houses from the very beginning.
But very early we do an eco-
nomic study of the house, and
the architect is in on this. He is
in on the marketing study along
with two or three other members
of the firm. We run buyer pro-
files, and get a pretty good pic-
ture of the buyer. We try to
show the architect the problems,
rather than just present the prob-
lems as “design something that
will sell.” It seems to make the
job far more challenging and in-
teresting for them and is more ef-
fective in the final results.

Fischer: All of our houses are
our own prefabricated houses.
We have architects and engineers
working for the prefabrication
company, We find that most of
the architects we talk to donmt
know enough about prefabrica-
tion methods to do any further
work for us.

Leedy: One of the problems is
the difference between the phi-
losophy of the architect and the
philosophy of the builder. 1 have
no indication why people like
certain houses, but when I know
their needs, 1 feel that as an ar-
chitect 1 can fulfill their needs in
honest, straightforward fashion,
without copying anything that
has been tried before. Architects
are trained to do these things.
But the builder has been brought
up to copy anything if it sells.
I am simply trying to solve the
same problem that the builder is
—creating a house that people
want to live in. He does it by
copying. I do it by trying to
satisfy their real needs,

Clarence Thompson: We
must find a way to get good ar-
chitectural design for the very
small builder in the small town
who only builds a few houses a
year. I would like a plan service
for him, only with higher design

O E Good design talent is never cheap. But volume builders can afford
p to pay well for better design that will attract more buyers.

The per-house fee system sometimes works well, but too often
the architect is gambling for his fee. If too few houses are sold,
even drafting costs may not be regained. A combination of basic
design fees and sliding royalties is one answer.

Heimsath: How can any ar-
chitect work in this field? Can
you afford to have builder houses
designed at all? In Houston we
come up against design service
people who get, perhaps, $150
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for a 3,000-sq.-ft. house, We
can't afford to do this work.
Some builders, looking for new
houses, will pay 6%. You do the
design on the first houses and
help him get started. The guy

says “this is great, now the next
one we want you to do for $150"
—and I can’t do it.

Leedy: Six per cent is not ade-
quate. An architect designs a
house for a builder. This is
almost an industrial product.
He should get an industrial de-
signer fee. Too many architects
work on a percentage basis or
royalty, but frequently this is un-

standards than some of the plan
services presently available.

1 &

Jonn Anderson: How can we
best help the small builder with
property scattered all over in
different parts of town?

Chuck Graves: We think we
could in our office. We simply
charge a small builder an hourly
rate, We develop not working
drawings but some basic details
of design from sketches. I have
to admit we don’t make any
money on it. The man who
builds ten houses can afford arch-
itectural service and land plan-
ning on an hourly basis.

Swensson: All of our work is
in multi-family, and the extra
construction cost of a compre-
hensive environment plan is a
serious problem, since these costs
must be absorbed in the rentals.
Therefore, we combine total en-
vironment costs with the cost of
the buildings themselves, in de-
termining total project cost,

Leedy: We are all after a bet-
ter product, and I don’t think we
care who does it, the designer or
the builder, licensed or unlicensed
architect. or Joe Doaks—but we
need one guiding force to follow
design through all stages. I say
that should be the architect.

Schmitt: How can an architect
know construction if he has
never personally built a house
and kept cost sheets on it?

Schmidt: You don’t have to
have a baby to be an obstetrician.

realistic. They never build the
number of houses they promise.
Unless the architect gets a lot of
royalties, he ends up maybe
breaking even. I think the Levitt
people have a fine approach.

Wasserman: We feel we
shouldnt go to an architect and
ask him to gamble. We feel that
we can get the best brains in the
architectural field by paying ade-

continued
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DESIGN ROUND TABLE continued

quate fees on a time-card or fixed-
fee basis, We generally commit
only for design studies, initially.
We then select those with the
greatest development potential.

Herman York: Many architects
believe that a housing practice
not only takes them out of the
main stream, but may restrict
their earning potential. For 18
years, I have been trying to cre-
ate better design in the one-family
house and have specialized in
this field. The rewards, emotional
as well as financial, have been far
above expectations.

Heimsath: How much would
builders be willing to pay on a
$30,000 house for architecture?

Thompson: If a house is being
built by a small builder for
speculation, 1 say maybe $500.

Fischer: If you can't feed an
architect enough commercial
work, then he can’'t make enough
money. And if you don’t give
him the residential work, you
don't keep his ego alive,

Swensson: [ wonder if we
couldn’t come up with some sort
of clinic-type of concept—not
only one architect but a collec-
tion of architects.

Graves: Maybe the local A
could establish some sort of a
homebuilders’ advisory service.
We might have a clinic one night

Local resistance to change reflects the unconcern or hostility of
the public, which needs to learn the value of better design and
planning. FHA's system works smoothly for volume-built projects
but is not adaptable enough for the custom house.

Schmitt: We lost a recent case
because the judge said that the
local community didn't have to
accept minimums. 1 believe we
lost this case on the basis that
the community did not have to
accept a minimum design for
aesthetic reasons. 1 think federal
legislation on this point would be
a very great stride toward what
we are trying to accomplish.

Martin: [ think we need changes
in zoning under our existent laws
because we are not doing what
we could be doing. There are
many projects that have rigid
front and side setbacks, but if we
could locate the house differently,
we could develop better siting.

Bob Brown: We have had great
success in Seattle with planned
unit development. In fact, we've
gotten anything we've asked from
local officials. The problem we
had was that FHA was dragging
its feet.

Wasserman: [ think it is ob-
vious that pup is becoming more
and more important and requires
educating and publicizing beyond

78

the municipal officials. It's not
enough to have it read by a few
planning boards. We need many
individuals in every community
who are familiar with the idea.
It needs to be publicized in maga-
zines and papers read by the gen-
eral public. When the public
knows the advantages of a

planned unit development, it will
put pressure on the town board
and they will soon respond.

Graves: We are going to have
greater difficulty in providing
multi-family housing that adds
interest to our neighborhoods un-
less the building industry uses
its political power—particularly
in zoning—so we can have vari-
ety of building types within a
neighborhood.

Charlie Farris: Zoning and
land planning are not federal or
state things. They are local. All
urban renewal is strictly local. It
is run from City Hall.

Curland: We haven't built FHA
or va in the south Florida area.
Many builders do build under
these two programs but FHA and

a week for this for the small 5
to 10 to 25 houses a year builder.
The architects and the other pro-
fessionals would give him assist-
ance and advice on a time basis.

Creston Doner: Perhaps archi-

tectural schools should have
salesmen's courses so that the
better designers and better archi-

va don't work for our higher
priced custom houses.

Fischer: This has not been a
problem with us. We haven't had
appraisals less than $2,000 above
our selling price for I don't know
how long.

Primack: We've had the same
experience. We don't have any
problems, I think these are local
FHA office problems that you
might have difficulty with. I don't
think it's national. Someone said
that FHA was a dirty word. I
wouldn’t be here if T hadn’t been
building for years under FHA.

Fischer: In the past two years,
we have built one FHA 221d3
project and as soon as we can
find another place we can build,
we will build a second one. They
and we are darned happy with
the first one and we want to
build another.

Schmitt: To say Fua is all bad
is foolish. It is one of the great-
est inventions of government to
vitalize our industry. Its prime
function was to show private capi-
tal that housing was a good in-
vestment and it forced private
capital to be more active in hous-
ing. Housing became big business
because of FuA. Today the me-
chanics of gefting an FHA com-

tects they turn out will know
how to sell themselves to the peo-
ple they are dealing with and
their skills to the people that
need them.

Anselevicius: We are already
inundated with salesmen. What
we need are more socially com-
mitted competent professionals,
with both ideas and ideals. They
must be able to communicate
their ideas, but this is a matter
of knowledge and intelligence.

Rudy Hermes: Architects
should see the opportunity in this
new market. They should be first-
class designers, but also men who
understand the builders’ problems
and are sympathetic to them.

Local, state and federal governments can aid—or hinder—better design,
especially by their receptivity to change in planning and technology.

mitment for large production
make it almost mandatory to
work with stock plans and stock
elevations. It's almost impossible
to build an FHA custom house.

Fischer: Is that the reason, or
is the reason really that you can't
figure out how to do it? Everyone
likes to talk as long as tney are
protected but damn few people
have the guts to stick their necks
out. Our local FHA has done a
real fine job. If any builder can
deal with a custom buyer, he can
deal with FHA on any volume.

Martin: I disagree 100%. I've
dealt with FHa for |5 years. Life
is too short to put up with it.

Fischer: You didn't understand
me, If you are capable of dealing
with your buyer, you sure as hell
are capable of dealing with FHA.

Hermes: We have one project
in the local office but it has to
be cleared by Chicago. We have
spent a little over five months
trying to get this cleared.

Farris: I think this varies from
regional office to regional office.
In our case, if we have anything
pending in the regional office for
more than thirty days, I bypass

them and go to Washington.
That's what you should do.
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Ly The lender must throw the weight of his influence—and his appraisals—
«" on the side of better design and planning, and against the commonplace.

The greatest barrier to the “different” house is a low mortgage
appraisal that puts a financial handicap on both builder and buyer.
One promising lender trend is the use of an architectural panel
to review plans before the loan is committed,

Schmitt: The lender has a pri-
mary role in design. I wonder if
you've ever had the traumatic
experience of being turned down
for a loan on houses that are well
designed but more advanced than
the taste of the appraiser? Lend-
ers today put a premium on the
mediocre—on the just barely ade-
quate, But the builder doesn’t put
many quality, low-maintenance
items in the house because the
lender will discount them. This
attitude holds back advanced
standards, People are qualified for
housing purchase on their in-
come. Yet we know the man is
going to spend a great deal more
for his housing because of the
extras he buys like storm win-
dows, carpeting and a garage.
That same man would be a
sounder risk if all these things
were included and he had the
$15.000 loan that was needed in-
stead of the $12,000 that his sal-
ary qualifies him for,

Driggs: We do care about bet-
ter design. We held a symposium
in Phoenix for both large and
small builders, and town and city
zoning offiicals. We invited an
architect to talk to them about
total environment. We showed
pictures of bad projects in town,
then showed pictures of good de-
velopments. We needled this bad
planning and bad achitecture,

In our opinion, design is at the
bottom of most foreclosures. Even
when location and other factors
are right, if the design is bad—
the project may fail. Not just the
house of course—the entire en-
vironment.

Deinhardt: If that's really the
case, the architect could earn his
fees two ways: his design could
cut construction costs and it
could get us better financing.

Driggs: My own company is
now granting 30-year conven-
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tional loans. This means that
the value of the house must have
permanency, including the aesthe-
tics, A few years ago, we had
some houses built that looked
like Swiss chalets and nothing
could be more out of place in
Phoenix than a Swiss chalet.
They did sell originally, but now
they stick out like sore thumbs
and are poor mortgage risks, We
need materials that last, and we
also want design that’s in good
taste and will stand the test of
time.

Martin: How can we get our
local savings and loan associ-
ations interested in land planning
and proper land development?
How can you s&L people educate
your members to do what Gary
Driggs has done?

Schmidt: We have a construc-
tion lending guide of about 300
pages that deals with eight or ten
various subjects. It took us al-
most two years to put it together.
Our hope is that lende:s will use
this book as the first place to go
when they have a question con-
cerning design or technology.

Primack: Exactly what is this
book? Is this going to be some
sort of a minimum standard
thing?

Schmidt: If there is anything
the industry doesn't need, its an-
other minimum standard, We
call it a guide. Essentially it gives
lenders some understanding of
design and environment. It's a
way of putting all of this infor-
mation in one place.

Driggs: If you would like to get
your lender on your team, you
should go to him early in the
game and say, “I nzed your help
in this land-development loan.
These are my plans and this is
the better way 1 want to develop
this land and the houses on the
land,” If the lender knows you

are working with him, he will
work with you. I think the Sav-
ings and Loan League wants the
same thing that you want. 1 insist
that you can get a better loan for
your project if you improve the
quality.

Anselevicius: | would love to
agree with you, but I can’t accept
that all builders and lenders have
improving the environment in
mind. Most people build only as
well as is absolutely necessary
and are no longer invelved when
the maintenance man has to
come in.

Primack: What percentage of
lenders give better appraisals to
projects with good design?

Schmidt: How close can you
get to zero? This is the only in-
stance I know of where it is being
done,

Driggs: When we get a plan for
a project, we take it to our archi-
tectural consultants, whom we
hire to appraise properties for
their aesthetic and planning qual-
ities. He studies the floor plans,
exteriors, siting, everything. He
says whether he likes it or not. If
he thinks everything is right, he
says so. If not, he gives recom-
mendations. Sometimes, we turn
it down cold. In a way, this is
our own FHA. We charge the bor-
rower for this, just like an ap-
praisal fee, A typical fee is $25
and the architect-consultant may
spend an hour on it. This man, of
course, is a real pro, and we use
two or three or four so we don't
get an inbred opinion. The build-
er can question our changes. We
get the architect-consultant and
go over the plan with the builder
and show him where it could be
a better project. I tell you that
economics are on vour side, More
and more lenders are gelfting
burned. It is often the design and
the environment of the house
that gives them the trouble.

Swensson: Don't just judge on
Gary Driggs’ experience—it’s
unique.

Driggs: Equitable and Pruden-
tial are moving in this direction,
but in any big company it always
takes a while to move because
they move slowly. I think you
will see this ideal going through
the whole industry, at least in the
near future.

Doner: Who are the people in
Phoenix you are lending money
to on this basis? Are they typical
of the same kind of people you
deal with all over the United
States?

Driggs: We cover just about the
whole range of families,. We
frankly do a small amount of
FHA. It is mostly conventional,
but we have every range of house
and apartment and every kind of
borrower,

Wasserman: 1 would like to
pose a hypothetical question. Sup-
pose I submitted two houses to
you, One, a two-story traditional
house, the other one a contempo-
rary. How would you rate these
in giving a loan? What is your
own attitude, if they were of the
same cost and sales price?

Driggs: If the contemporary
house were designed for one spe-
cific person, it would not have as
high a loan value, because it
would have a limited market for
resale. If it had good propor-
tions, good plan and tasteful use
of materials, we would give it as
good a loan as a traditional
house.

Deinhardt: We had a great
deal of difficulty in getting a loan
from an institution on a fine new
apartment project because it was
different in design.

continued
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DESIGN ROUND TABLE continued

. " | Architectural schools today are not oriented toward residential design,
“wst' and graduates are ignorant of production, marketing and economic limitations.

Before the architect can make a real contribution to volume hous-
ing, his education is going to have to include an understanding
of how such housing gets built and an emphasis on residential
design as a problem worthy of his talent.

York: Several years ago I looked
at an exhibit of architectural stu-
dents’ work in the residential field
and I was actually embarrassed
at the lack of knowledge of con-
struction and construction econ-
omy. I think that just as in med-
icine, the architect should put in a
strict internship, working with the
builder to learn business details
and the economics of construction.

Schmidt: Most architectural
schools are turning out young
architects totally ill-equipped for
residential work. Young people
come out of school with the idea
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that they must control everything
in design, and yet not one of
them could create a subdivision
when they graduate. Compromise
to many of them is a dirty word,
and instead of teaching them not
to compromise, they should learn
that the architect works toward
the concept of maximum effec-
tiveness. Not to run away.

Architects like to

Lendrum:
specialize, but I don't know that

any good architectural school
should. I think that specialization
comes after graduation. The few
architects that I know who can

Both architects and builders would like to be consulted before
a product goes on the market because they can help determine
how it can best be used. Everyone dislikes materials that imitate
others, but marketing may demand such camouflage.

Lloyd Shand: Our new prod-
ucts must be compatible with cur-
rent designs in the market. We
can't always use our materials to
take best advantage of the mate-
rials . . . For instance, we can
make windows of maintenance-
free vinyl plastic, but if they are
to be used in colonial houses, we
have to imitate the traditional
wood window. We manufacture
clapboard in an 8” and a 4” sid-
ing because these are preferred

widths for most traditional
houses. It would be more eco-
nomical and would make better
use of the product’s properties to
cover the outside of the house in
large sheets, but there is little
housing design where this would
be acceptable. We must design
our products in forms that the
public is ready to buy in vast
quantities, so we put most of our
effort into products that fit the
house designs that the architects
and builders tell us can be sold.

Hardtke: Most of us know that
millions of dollars are spent on
research every year by our in-
dustry and NamB, but much of
this is just going down the drain
because the research projects are
ill-conceived. There is little con-
cern by the lender about main-
tenance and lasting materials.

really design houses didn't learn
it in school. They learned it by
working with clients, builders
and from years of design work.

Swensson: One failure of the
architect’s education after school
is that he does not get enough op-
portunities in the field. In my
practice there is no bigger prob-
lem than time. Besides having
one of our senior members do
nothing but work with contrac-
tors in the field, we encourage all
of our staffl to think about the
fieldmen's problems.

Kemp: | think the last thing on
their minds as students at the uni-
versity is residential architecture.

Heimsath: Students today are
pretty bright and by the time
they are sophomores they are
reading the local papers, seeing
who is commissioned to do what.
In Houston they get the local
paper and open it up and see all
the very badly designed houses
and they immediately assume
that the housing industry has no
place for them and they turn
elsewhere for their design career.

Leedy: The problems between
architects and builders are par-
allel to those between architects
and manufacturers, Manufactur-
ers spend a great deal of time in
creating a new product and then
we architects have to work like
crazy to figure out how to use
it. Why don't more manufactur-
ers call on architects in the
initial stages of product develop-
ment, then both get together with
the builder to see how the prod-
uct will work long before it
reaches the marketplace.

Fischer: Often a manufacturer

will have a line of products

Schmidt: 1 don't think we
ought to expect the architectural
schools to turn out full-fledged
architects to go right in and work
with homebuilders. I think the
problem of education is the atti-
tude given the students. Most of
these kids leave school thinking
that a career in housing is not
decent, Some think it is some-
thing they will have to endure up
until they get something better.

Leedy: A young architect doesn’t
want to work in a builder’s office
because it doesn't count as time
toward his registration. The in-
ternship he must put in must be
spent in the office of a regis-
tered architect. Perhaps if he got
credit, he might be more willing
to spend a few years learning
about volume residential housing,

Graves: You can't have special-
ization in the architectural school
except at the graduate level. The
problems in homebuilding should
be no different from those in
other commissions. Our curricu-
lum prepares the student to deal
with people, their program re-
quirements, and to translate them
into the finished project.

- Manufacturers can contribute to better design through new products and
w.  materials, but they must work closer—and earlier—with designers and builders.

which are simply added to when
new and better designs come out.
One manufacturer designed a
line of components strictly for
the new-house market and when
he found some changes should
be made, he simply added the
new components to the existing
line, further complicating the in-
ventory and product selection
problems.

Dick Elliott: How do I get ap-
proval of new products? What
do you use as a basis for accept-
ance of new products? Do you
g0 on national standards or on
the basis of the local codes?

Driggs: Much of our approval
is based on the local code. Also,
if our architect consultant agrees
it is a good product, we will ac-
cept it. We will help you get bet-
ter building codes and push for
changes, and I think you will
find as you get into the political
fights to change codes, that the
s&L and banking people will be
powerful allies.
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Schmitt: Do you screen out
bad products and give extra value
to good ones?

Driggs: We will go better on a
loan, give longer terms or a bet-
ter interest rate if the guy is
doing a good job, If the builder
is doing his best job, we go all
out to get him a better loan.

f. al

Hermes: A lot of the problem
is that the house does not accu-
rately reflect its materials. When
you have aluminum it comes out
looking like wood and tile comes
out looking like brick.

Jack Anderson: Certainly alu-
minum manufacturers are mnot
too proud of the fact that resi-
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dential aluminum products sold
today in a large volume resem-
ble other materials. There are
practical reasons for this. The
most important of which is the
reluctance of the homebuyer to
accept earth-shaking changes in
appearance. Consumer and trade
acceptance of any mnew product
requires a tremendous amount of
time, effort and money.

Elliott: Many of us manufac-
turers underestimate our power
when promoting a major prod-
uct. We can promote a product
so that it will surely sell, and we
can make a positive contribution
to design change instead of sim-
ply designing products that will
fit into an existing vocabulary.

Variety in the types of housing we offer the American public
may be more important than the style it is clothed in. Architects
are eager to design multi-type planned communities, and builders
are willing to innovate and experiment.

Kemp: [ think that the public
is Starved for something different,
and not necessarily a matter of
contemporary design in a single-
family house versus traditional
design in a single-family house.
We, as architects, have not begun
to scratch the surface of the pos-
sibilities of how we can live.
And the public cannot react to
the potentialities in what we
might come up with in variety of
contemporary design because
they haven't seen it yet.

Anselevicius: It seems to me
that one issue is really the build-
ers’ myopic concern with the in-
dividual house. I question wheth-
er this is the only way we should
try and house American families.
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The problem of service to each
such house and the tremendous
amount of land it takes up means
you have to get in your car and
drive to any recreation or to
schools and every other amenity.
The second issue is that part of
our environment is not houses.
There are other things much
more important than to just cov-
er the country with houses.

Swensson: 1 don't think there
is any risk to introducing multi-
family units in single-family
areas. We've had units of as large
as 100 designs that literally
changed the neighborhood. It is
amazing how beautiful they are
and how they fit in,

Deinhardt: Let's talk about the
level of cooperation between the
designer and the developer in
multi-family projects. One, more
money is available in multiple
projects to hire good personnel
including good architect-designers,
because of the number of units
involved. We've built multi-fam-
ily units as investments—not to
sell—time and again. We rent

Anderson: Usually the most
efficient and functional product
developments are the most radi-
cal in design and, therefore, must
be compromised in order to re-
ceive volume acceptance by the
consumer, building trades, code
groups and lending agencies.

Elliott: 1 think we can fulfill
our design obligations by edu-
cating the public toward good
design. Furthermore, 1 think we
should do more research in what
the public really wants in the
way of building products, or even
better, what motivates the public
in the way of aesthetics.

Borg: Materials manufacturers
have an obligation to consult

and re-rent them for 10 or 20
years. We're interested in the best
materials and the best design and
the best maintenance we can put
into it. We try to combine these
factors with good land planning
and good designing. We do about
2,400 apartments per year and
3,000 next year. I'm not sure
with the pressure that the public
has put on us, and that we are
putting on the architects for bet-
ter design, that the small volume
builder can really compete.

Anselevicius: People should
have choices because that's hu-
man, and [ think we, as archi-
tects, should grapple with the
choices people should be able to
make for the “good” life, rather
than in the choices of styles they
might have. Some people want
to live in hi-rise and in dense
areas. Other people want to live
in the country. How can we de-
velop varied density housing, hi-
rise and low-rise? We must get

with builders and architects about
the design of new products; espe-
cially on what it is going to look
like when spread over 600 houses
in an area.

Thompson: Could some archi-
tects get together with the manu-
facturers and create design serv-
ice packages that could be sold
at minimum fees to builders to

encourage better design? I'm
thinking of standard floor plans
and details that builders could
purchase as a sort of architec-
tural service. Most small builders
cannot afford architects.

Elliott: We have supplied de-
sign service to builders, and we
both learned and profited from it.

Multi-family housing shows great promise of improving both the design
standards and the total environment of our communities.

out of this gobbledygook about
mellow colonial or modern ori-
ental and deal with important
issues.

Graves: We must not overlook
the multi-family housing that is
not being done by competent
architects or builders—small units
that provide nothing on the site
but buildings and parking.

Deinhardt: Maybe public insti-
tutions have a role in promoting
taste. Maybe all the way down
to the high school level—we give
music courses and art courses;
why not appreciation? We found
that multi-family projects were
more challenging a field than al-
most anything an architect can
get into. I might say that we are
getting extremely good loans on
these better apartments in con-
ventional financing, However, the
mortgage man is on our team
from the very beginning when
we go in and analyze the sites.
He works with the developer and
the contractor and the architect.

Anselevicius: The real prob-
lem for design to me is not sim-
ply trying to improve the single
house; it is whether there should
be more multiple or less multiple
housing for rent or sale and real-
izing that multiple units will not
give you the same kind of choice.
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SCREENED FRONT conceals entry court behind wood grille and carport. partial privacy for living-area windows in sidewall. Low-upkeep walls are
Garage gets daylight through high-up, gable-end glass. Cedar fence provides finished with rustic cedar outside, factory-coated wood panels inside,

New boost for lumber dealers: this wood-promotion house

Purpose of the house: to stir up excite-
ment—and sales—for retail lumber dealers.
A lumber dealer prefabricated it, mer-
chandised it and provides a 20-year war-
ranty on every piece of wood in it.

The dealer—Currell Lumber Co. of
Lawton, Okla.—is one of 57 lumber deal-
ers participating in the year-old Registered
Homes program (H&H, Aug. '64) run by
Weyerhaeuser furnishes the design, backs

: 1 & Wi . v 8 ruides > ale y
—i - il . ! : i .lp the u.'r.ml_ and guides the detxlgr buh
GLASSED REAR opens family room to a patio equipped with permanent gas n pmduung the hou“_: and getting 1t to
barbecue and gas lighting. Door under deep overhang leads to mudroom. \th’:_\!-‘I'hLlL'U\t‘F Co. of Tacoma, Wash.

= HOUSE & HOME




W]

DINIHNG

LIVING

© 5 {0 I5¥T g_ ~

U-SHAPED PLAN has all mechanical equipment
grouped at center for installation economy.

DINING ROOM is separated from living room by
island closet, Wall finish is walnut panels.

ENTRY COURT scrves as traffic lane between
garage and house and as outdoor living arca

BREAKFAST COUNTER scparates kitchen from
family room. Passthrough is fitted with screen.
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reached directly from cooking center. Cupola,
upper rear, encloses chimney and all vents.

FAMILY ROOM, like all other rooms, has ceilings
of laminated beams and cedar decking.

is backed by a manufacturer’s 20-year warranty

market. Purpose of the program: to give
the lumber dealer a more profitable role in
homebuilding by helping him become an
efficient prefabricator and a strong mer-
chandiser.

The one-level contemporary, designed
especially for the Southwest, is among the
latest of about 60 designs created by Wey-
erhaeuser. Currell Lumber introduced the
house in June as the sales model for a 50-
lot subdivision ($25.000 to $35,000 price
range) which it is developing through a
franchised builder.
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More than 6-million potential home
buyers—the readers of Good Housekeep-
ing magazine—will see the house in ten
color pages next month. Good Housekeep-
ing selected it as a “Home of the Year”
and will so publicize it in the October
issue,

All heating, cooling and cooking in the
house is fueled by gas, as are a barbecue
unit mounted in the patio and three out-
door lighting fixtures. A five-ton gas-ab-
sorption unit, in a mechanical room at the
center of the 2,106-sq.-ft. plan, supplies

warm or chilled air through perimeter
ducts and 25 vents,

Exhaust vents and air intakes for the
mechanical room are concealed in a deco-
rative cupola which also encloses the
chimney and all other vent pipes in the
house.

The U-shaped floor plan is based on an
entry court which permits good zoning and
direct access to outdoors from the living
room, kitchen and master bedroom. Main-
tenance of the house, finished inside and
out with natural wood surfaces, is minimal.

83




If yow're a builder or developer considering a new apartment
project, the first thing you need to know is whether the project
18 wn the financial ballpark. Contrary to what you may think,
this need not involve an extensive—and expensive—survey.

Here’s a shortcut to estimating

garden apartment feasibility

It's an eight-step system requiring a mini-
mum of time, money and research. And
the man who developed it—Housing Con-
sultant William R. Smolkin of New
Orleans—says it is sufficiently accurate to
tell you whether the project makes eco-
nomic sense or should be redesigned, re-
financed or dropped altogether.

Smolkin’s simplified system is based
chiefly on two shortcuts in researching
local markets:

You need only look at two-bedroom,
one-bath units in comparable garden apart-
ments, Smolkin has found that these units
are in greatest demand in most areas and
are, therefore, the key to a project’s
success.

You need not determine exact vacancy
rates in your area; just use a flat 7%.
This method is used by top lenders and
appraisers, and Smolkin has found it is
perfectly sound. The only exception: if
you suspect vacancies run higher than 9%,
use a flat 10% in your figuring,

Both of these shortcuts have been
proven out on Smolkin’s Consultron serv-
ice for apartment builders—a computer-
ized research-analysis system which he
developed with the help of the Barrett
Division of Allied Chemical Corp. Con-
sultron requires somewhat more research
than the system outlined below, but it is
more accurate and also provides marketing
data. So it is a logical step between the
simplified system and a full-scale feasibility
study. Builders can give their proposed
projects a Consultron check at no cost by
writing to Barrett.

Smolkin's eight-step system applies to
garden apartments that offer air condi-
tioning, all kitchen appliances, carpeting
and, if there are more than 50 units,
swimming pools. Here’s how to use it:

Step 1. Determine the proportion of dif-
ferent apartment types in your project.
Smolkin recommends sticking close to this
formula: 60% two-bedroom, one-bath
units; 25% one-bedroom units; 7V2 %
three-bedroom, one-bath units and 72 %
three-bedroom, one-bath townhouses. !

What about other apartment types? For-
get them, says Smolkin. Efficiencies are too
specialized for garden apartments; they
belong in high-rise projects. And units
with two baths are too costly to build for
the additional rent they can command.

Step 2. Plan your two-bedroom, one-
bath units so they match comparable units
in your area in both size and rent. Smolkin
suggests that you survey two-bedroom units
in at least five comparable projects and
average out their rents and living areas.

Step 3. Use your two-bedroom units as
the basis for setting the size and rent of
one- and three-bedroom wunits. One-bed-
room apartments should be about 150 sq.
ft. smaller than two-bedroom units, and
three-bedroom units about 150 sq. ft.
larger. Townhouses generally require an
additional 200 sq. ft. to 300 sq. ft. because
of stairways.

To figure rents for your one- and three-
bedroom units, calculate the rent per sq.
ft. generated by your two-bedroom units
and apply the same rate to the other units,
A possible exception: where this rent per
sq. ft. rule throws an apartment type out
of line with the rent per room of the
two-bedroom units, some adjustment may
be necessary,

Step 4. Figure your gross rent. Simply
total up the rents of all your proposed
units. The resultant gross rent is what you
would get with 100% occupancy.

Accuracy is important here, says Smol-

kin. Reason: every error will be multiplied
ten times or more when the project value
is calculated (step 6).

Step 5. Convert gross rent into net in-
come. First, adjust your gross rent for an
anticipated vacancy factor by deducting
the flat 7% that Smolkin advises for sound
markets.

Next, deduct anticipated operating ex-
penses. Here you can get help from your
lender: operating expenses for garden
apartments vary only slightly from project
to project within a local market, and the
three factors—heating, cooling and taxes—
that exert the greatest influence on operat-
ing expenses can be fairly accurately esti-
mated.

In the Northeast, where heating costs
are high, expenses generally run between
35% and 40% of gross rent. Further
south, where heating costs are lower, ex-
penses drop to between 30% and 35%.
But in some parts of the South high cool-
ing costs cancel out low heating costs.

No such rule of thumb can be applied
to taxes. Within a given region they can
vary by as much as $100 a unit per year.
' When gross inome has been reduced by
the vacancy allowance and operating ex-
penses, it becomes net income before de-
preciation and debt service. This is the
income figure used in the next step.

Step 6. Convert income into value. In-
come should be capitalized by dividing the
rate of return commonly accepted by in-
vestors in your market into your gross
income. Again, lenders will be able to
provide a reasonable figure.

Generally, capitalization rates run be-
tween 8% and 8% % (except for very
low-cost projects, where capitalization rates
can run as high as 9%2 %, says Smolkin).
But rates should be constantly checked,
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since they are subject to more or less con-
tinuous fluctuation.

Now, suppose your gross income is
$100,000 and your net income before
depreciation and debt service is $55.000
(after deducting 7% for vacancies and
38% for expenses). If investors look for
an 8% return in your market, you can
estimate the value of your project at about
$690,000.

Step 7. Check your value by comparing
your project with others in your area that
have recently been sold. Multiply your
gross rent (step 4) by the gross-rent multi-
plier obtaining in your market. The gross
rent multiplier is figured by dividing the
price of projects that have been sold by
their gross rent at the time of sale.

Multipliers generally range from 6.6 to
8, with 7.5 a common figure. Lenders can
usually supply you with the multiplier for
your area.

Suppose this multiplier is 7. Now if your
gross rent is $100,000, you can estimate
your value at $700,000, which comes com-
fortably close to the value you arrived at
in step 6.

Still another value check can be made
on the basis of local construction costs.
A lender will supply you with the going
replacement cost per sq. ft. of similar
projects, including land and all improve-
ments, This figure, multiplied by the gross
floor area of your project, should check
with the previous two values.

Step 8. Find out how debt service will
affect the feasibility of the project.

At this point you have three consistent
estimates of the value of your proposed
project and you are ready to look for
financing. In most cases you will look for
the loan with the lowest equity required,
the lowest interest rate and the longest
term. But while a lower interest rate and
a longer term reduce the debt service, a
lower equity raises it.

Now you are ready to determine whether
your project, as planned in the previous
steps, can sustain the debt service that
accompanies the most favorable possible
financing, There are, says Smolkin, two
key questions:

1. What is the ratio of net income (be-
fore depreciation and debt service) to debt
service? Lenders generally want this ratio
to be at least 1.3, and they consider 1.5
very good coverage.

2. What is your break-even occupancy?
Your project must be able to fall to a low
level of occupancy and still cover all ex-
penses and debt service (but not deprecia-
tion). Lenders often look for a 75%
break-even occupancy level when they
have committed themselves to a loan that
is two-thirds of value. And if the loan-to-
value ratio is higher, they will look for a
lower break-even level.
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sq. ft. rate rent
STEP1&2 56 two bedroom/one bath 910 $133 $ 376
STEP1&3 12 one bedroom 760 110 15,840
8 three bedroom/one story 1,160 150 . 15072
8 three bedroom/twostory 1320 173 _ 16608
STEP4  Gross rent $ 136,89
STEP 5  Net income ;
Subtract vacancy loss (7%) —3,583
Net income before depreciation and debt service 82753

STEPB  Capitalized value

Divide net income by capitalization rate (8%)

STEP7  Market value

Multiply gross rent by local market multiplier (8)

I STEP8  Mortgage and debt service

Mltily capitalized value by loan-tovalue ratio (80%)  § 827,530

 Figure debt service (25 years @ 6%):  principal § 14,796

Figure break-even percentage ; , 79%

Case example: a simplified feasibility study
checks—and chucks out—a builder’s proposal

The figures above represent a feasibility
study for an apartment proposal in a
Midwest market. They have been ar-
ranged to conform with the eight-step
procedure outlined at left.

For this study, Smolkin advised that
67% of the 84 units permitted by zoning
be allocated to two-bedroom, one-bath
units; 14% to one-bedroom, one-bath
units; and the remaining 11% split even-
ly among three-bedroom, one-bath apart-
ments and three-bedroom, one-bath town-
houses. (These percentages depart from
Smolkin's general 60%-25%-7Y2 % -7V %
formula because Smolkin wanted to group
the apartments in multiples of four.)

The builder found that comparable
projects in his market were offering two-
bedroom, one-bath units that included an
average of 910 sq. ft. of living space
and earned an average of 14.6¢ per sq.
ft., or $133 per unit (step 2). The builder
designed his units to match these aver-
ages.

Other types of units were planned to
conform to the two-bedroom units (step
3). For example, the one-bedroom units
are 150 sq. ft. smaller and the three-
bedroom units are 150 sq. ft. larger. The
rent per sq, ft. of the one-bedroom units
approximates the 14.6¢ per sq. ft. of the
two-bedroom units, but the three-bed-
room units have been adjusted to con-
form with the $27 per-room rate set by
the two-bedroom units,

The total gross rent of all 84 units
(step 4) is $136,896, which becomes a
net income of $82,753 (step 5) after
adjustments for vacancies and operating
expenses.

This net income before debt service
and depreciation—$82,753—is capitalized
at 8% (step 6), the prevailing rate of
return in the builder's market. The re-
sultant value is $1,034,413,

To check this value (step 7), the
builder multiplied his gross rent by his
local gross rent multipler (8). This gave
him a value of $1,095,168, reasonably
close to the valuation derived from step 6.

The best financing the builder could
get for this value was an $827,530 (80% )
loan for 25 years at 6%. The interest
payment during the first year is $49,253
and the principal payment is $14,796. So
the tota] debt service is $64,049.

The builder learned that his net in-
come should be at least 1.3 times his
debt service. But his calculations ($82,753
divided by $64,049), produced a figure
of 1.29. The builder's lender also re-
quired that the break-even rate be 75%
or less, and the proposal failed this test
too. The break-even point (debt service
and operating expenses divided by gross
rent) was 79% ($64,049 plus $44,560
divided by $136,896).

Thus the project was considered un-
feasible with this particular rent scale
and financing.
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PAIRED HOUSES, shown in model

ea (photo), are sited on slightly passersby
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Land plan alternates house pairs with two different noor piaus,

curved, dead-end streets. Street-front garages screen patios and houses from Houses were designed by Architect Matt Copenhaver, AlA.

Patio houses on 30-ft. lots: these duplex units are a hit
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WASTEFUL SIDEYARDS on typical 60’ lot, left, are reduced by abulting-
garage plan on 50' lot, center, and eliminated by patio house on 30’ site
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While most communities are badgering
builders with demands for larger lots,
Milpitas, Calif., has approved the narrow
sites shown above.

Just as important, the attached patio
houses, at a planned unit development
called Starlite Pines, have caught on fast
with buyers. The first 42 units were sold
out before they were completed, and Build-
ers Joseph R. Mclnerney and Richard
Harkness are taking reservations on a
second group.

Eventually, the project will include 800
houses. About 200 will be patio units on
30" x 100’ lots. Most of the others will
be semi-detached houses (only garage walls
abut) on 50’ x 100 lots.
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CHOICE OF PLANS, one with and one without
family room, is offered to buyers. In model with

Il e e

family room, kitchen and dining-area locations
are switched, and kitchen is open at both ends.

with homebuyers—and city officials too

The patio houses attract buyers because
they offer a combination of detached-house
privacy and care-free apartment-type liv-
ing. Specifically:

1. Their yards are easy to maintain—
an advantage that draws families who balk
at garden chores and like to use leisure
time for swimming, boating, camping and
other recreation. Street-front landscaping
of each house totals only 16 sq. ft. And
the paved patios need little upkeep.

2. They are planned for privacy—both
outdoors and in. Patios are completely
enclosed. Front, side and rear lot lines
are fenced with 6’-high redwood. And
house heights are limited to one-story so
no house overlooks the yards next door.
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To reduce house-to-house sound trans-
mission where the paired houses abut, the
wall of each house has %" gypsum board
on both sides, and a fifth layer of gypsum
board (%2”) and an air space (also 2")
is added between the adjoining walls. Be-
sides cutting down noise from the neigh-
bors, the air space resolves any possible
confusion over whether the houses are
legally separate property.

But invitingly low prices have not been
a major sales appeal. Builders McInerney
and Harkness analyzed family incomes and
were surprised to find that most of their
patio-house buyers could have afforded
higher-priced houses on larger lots.
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PATIO of house without family room is enclosed
by garage, left, house and 8 common wall

FAMILY RoOM dead-ends off corridor kitchen,
can also be reached directly from living room.

Starlite Pines’ two patio models—one
with and one without a family room—sell
for $18,700 and $17,600. That's roughly
$2,000 less than the semi-detached models
with equivalent living space and almost
identical floor plans.

About $1,500 of the price difference re-
sults from lower land and development
costs. The rest stems from economies in
the design of the patio houses—their un-
finished contiguous walls, for example, and
their low-pitched, built-up roofs instead
of standard shake roofs

The builders made sure that high-density
siting would not detract from the attrac-
tiveness of the community. For example:

continued
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PATIO HOUSES continued

1. Patio-house sites are limited to lightly
traveled, dead-end streets. Results: people
driving through main arteries don’t get an
impression of crowded housing; and home-
owners backing out of street-front garages
run less risk of accidents.

2. Double sliding doors, instead of up-
ward-acting doors, are used on all garages.
Result: no more than 8" of any garage is
open to the street at one time.

The 30 lots won city approval primarily
because they are part of a planned unit
development. As in other pups, land saved
by eliminating almost useless sideyards was
put into community open space. So aver-
age over-all density is virtually the same
as it would have been with a conventional
land plan.

The master plan includes 1) an eight-
acre park—with paths, plantings, play
areas, sprinklers, rest rooms and fire pits
—which was deeded to the city; 2) a
seven-acre common green, which also
serves as a buffer between the house and
an adjacent freeway; 3) two centrally
located school sites, which were set aside
for purchase by the local board of educa-
tion.

Two other factors helped Harkness and
MclInerney win official approval of the
narrow, patio-house lots.

One was the builders’ local reputation
(since 1954 they've built 1,200 houses in
Milpitas). Says Harkness: “I doubt we
would have gotten approval if we hadn’t
demonstrated our ability and intentions

#ITE PLAN
170-ACRE PLAN of Starlite Pines planned unit
development limits 30’ patio-house lots to low-

with other projects in this community.”

The other favorable factor was the atti-
tude of city officials themselves. As one
planning commissioner put it, they were
“tired” of stereotyped developments. So
they welcomed more imaginative land-use
ideas and, in fact, helped design and revise
the Starlite Pines plan.

Says City Manager Richard DeLong:
“It’s easy to go along with standard sub-
division plans. But I think we will all be
ahead if we experiment with new ideas to

: o : Z50  S00PT

traffic streets (white area). Park and school
area are conveniently placed in center of site.

avoid spawning a community of look-alike
houses and subdivisions.”

After the plan was approved, the first
92 sales revealed figures of significance to
any officials who fear the effect on school
taxes of smaller lots with lower valua-
tions. The 42 patio-house buyers, mostly
older couples or families with small
children, averaged only one child per
household. By contrast, 50 buyers of the
semi-detached houses on larger lots aver-
aged 2% children each.

Buyers say the most noticeable gain in
houses sited at a 15° angle to the street is
more backyard privacy. So reports Ocean
View Builders which is building 158 houses
(priced from $25,450 to $30,950) this
way at University Terrace, a planned unit

"I"'"""T"'-P-T'
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Another land-use idea: diagonal siting for added privacy and variety

development located in Santa Cruz, Calif.

Other advantages, says land planner
David B. Whittet, are: 1) street-front vari-
ety; 2) more sidewall surface exposed to
light and air; 3) greater lot depth at two
corners, permitting more flexibility in the

positioning of garages, gardens and patios.

But a word of caution: diagonal siting
exposes two house walls to the street. For
best results, the leading sidewall and the
front elevation should be designed as a
single unit,

HOUSE & HOME
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Patenied Reynolds Aluminum Roll Soff

it System

You don't paint it. You don’t vent it.

You just slide it in place.

It's fast, it's simple, and we think
you'll agree the most attractive,
too! Reynolds Aluminum Roll Soffit
systems come factory-finished,
perforated for venting—and
ready to install in any weather.
And the price is right in line with
conventional soffit, too!

Just nail the channels on the
fascia and frieze, and roll the soffit
right off the coil into place. Poly-
ethylene retainer spline seals it
quickly and permanently.
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Patented Reynolds Aluminum
Roll Soffit is another touch of
extra quality on your work, too.
It's stucco-embossed in V-crimp or
corrugated styles, to blend in with
any building design or architec-
ture. Finished in toughest, longest
lasting baked-on enamel you can
buy—Reynolds exclusive Polar
White Colorweld®. It can be bent,
cut, and worked without chipping
or peeling! It stays new-looking
for years on houses and apart-
ment buildings. Available for com-
mercial buildings, too!

Reynolds Aluminum Roll Soffit
comes in 50 ft. rolls, in 127, 18"
24", 30", 36" and 48-inch widths.
Get details from your Reynolds
distributor or dealer, listed in the

Yellow Pages under “Aluminum.”
Mail the coupon today.

Send for Your Copy of the New FREE Brochure

Featuring Reynolds Aluminum Building Prod-
vets—Including Soffit Systems.

Naome
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MAIL TO: Reynolds Metals Company
Building Products & Supply Division, Dep! HH-945
325 W. Touhy, Park Ridge, lllincis 60068
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A where new ideas take shape in

ALUMINUM

Watch “The Red Skelton Hour,” Tuesdays, CBS -TV
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Give your client a sidewall he can be proud of:

Red Cedar Grooved Sidewall Shakes

HOUSE & HOME
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Red cedar grooved sidewall shakes have that
“something extra” that clients can understand —
and appreciate — for years after you've made the
sale. These trim, dimensionally squared shakes
give a home a broad, generous look. The
vertical grooved texture picks up oblique light,
which softens a broad expanse of wall. And the
effect is just as good whether the house is tall or
not. Occupants will soon notice the shakes’
insulating effect, particularly on a hot day. Add
to all this red cedar’s well-established

resistance to decay, strong winds and weather
and you can see why homeowners everywhere
like them...and tell their friends. Customers and
builders appreciate the low applied cost of
grooved shakes, too. The lowest, in fact,

of any sidewall material of comparable quality.
They're available natural or in a range of
attractive factory-applied colors. Certigroove
shakes are of premium quality — 100% clear,
100% heartwood, 100% edge-grained. For more
information, write to Red Cedar Shingle and
Handsplit Shake Bureau, 5510 White Bldg.,
Seattle, Wash. 98101. (In Canada:

1477 West Pender St.. Vancouver 5, B.C.)

This house, designed in Colonial style (upper left), was built
by Metcalf and Co. in Newington, Mass.

The home at the lower left, in Bellevue, Washington, was
built by Bell & Valdez; John Anderson, Architect.

A relatively unbroken, deep horizontal shadow line is a feature
of dimensionally squared red cedar grooved sidewall shakes.

l:llncnuovl
SHAKES

The Certigroove label on the carton of red cedar grooved sidewall
shakes is your guarantee of strict-graded quality. The manufacturing
mills subscribe to our standards in order to use this label. And our
inspectors constantly inspect at both mills and jobsites. This label is
profit insurance for you. Don’t pay for less. J
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TECHNOLOGY

New idea in relocatable

It comes in four 15,000-1b. packages, and
it can be assembled and ready for occu-
pancy within 48 hours. The U.S. Air Force
developed it and Madway Main Line

Homes (of Wayne, Pa.) is building it.
Cost: about $20,000—plus transportation
1,075-sq.-ft.

and land—for two bilevel

Y

| —

1. First-floor sections are hoisted off flatbed
trailers and placed at center of foundation.

4. Front wall, hinged to floor, is tilted up.
Foam sealer strip is placed between hinge leaves.

1 m——— IR Ak -
7. Hinged floor section forms downstairs ceiling.
Roof panels, rear, form sloped upstairs ceiling.

92

units with three bedrooms and 1% baths.

Basis of the new design is the Air
Force's now-familiar one-story fold-out
house (H&H, June '64): designers simply
cut it in half and stacked it up. The new
two-story unit folds into two 10'x24
packages compared with a single 10'x45

2. End walls, on vertical piano hinges, are un-
folded on both sides and bolted to foundation,

5. Walls are joined at corners by lag bolts
(hole in foreground) which are covered by trim.

Field-applied
hinge sections tie upstairs floors to lower walls.

8. Upper walls are unfolded.

housing: a two-story fold-out duplex

package for the one-level house. Any
number of the units can be linked up.
Construction (see photos below) is like
the one-story version except for additional
mechanical equipment between floors.
Official name: usaHoME 1. Likely
civilian market: housing at work sites.

e — .
3. Hinged floor section is lowered by crane.
Roof panels, foreground, are bolted on later.

6. Upper-level section is set at center of lower
shipped loose

section. Partitions are inside,

9. Model, at Andrews Air Force Base, Md., was
built from foundation between § a.m. and 6 p.m.

Technology continued on p. 97
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Floor: Bruce Fireside Plank with dark finish. Walls: BrucePly Paneling in Gothic Elm.

Hardwood at its best... with TUF-LUSTRE prefinish

Look to Bruce for beautiful hardwood floors and walls with the remarkable Tuf-
Lustre prefinish that penetrates the surface to protect the wood against scratching,
marring and fading. In addition to Fireside Plank with its dramatic dark finish
(pictured), Bruce gives you Ranch Plank with pegs, laminated or solid Blocks,
and universally used Strip flooring—all prefinished. In BrucePly Paneling, you
have a choice of 41 woods and finishes, color-styled by one of the nation’s top
designers. See our catalog in Sweets. For complete data, write E. L. Bruce Co.,
P. O. Box 397-A, Memphis 1, Tenn.—world’s largest in hardwood floors.
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Bruce

Floors
Walls

Leader in prefinished hardwoods

BRUCE FLOOR CARE PRODUCTS « BRUCE-TERMINIX



Give your homes
the proven
sales edge of
hydronic heat at

warm air prices

with the American-Standard name and reputation

There’s a different breed of prospects looking at your homes today. They have more money and they’re
more critical because they're more informed. Many are second-home buyers. You have a definite sales edge
when you offer them clean, quiet, draft-free hydronic heat. This is the modern version of hot water heat,
long the mark of a quality home. American-Standard hydronic heat features compact cast iron boilers
and trim baseboard panels, both designed for efficient heat output at low cost. For additional economy,
our engineers have established new system design methods and techniques that prevent waste and cut in-
stallation time. All this means that you can now afford hydronic heat for any home you build. Ask your
American-Standard heating contractor for the full story. Or write American-Standard, Plumbing and
Heating Division, 40 West 40th Street, New York 18, N.Y.

Boulder, Colo. The snug comfort of a $470 hydronic sys-
tem helped Jim Hudson sell 100 ranch houses. "

Philadelphia, Pa. A $510 hydronic system helped Paul Big-
gansand Louis Feldshersell 120 row housesin warm air territory.

ERICAN- 1

NG AND HEATING D
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This new Imperial Door swings open
on unlimited design possibilities...

It’s the Imperial Full Flush Door—
trim, modern in appearance —
compatible with any decor. So ver-
satile that a single style, with the
glass frame section and snap-in
glazing bead provided, makes pos-
sible any glass or louver treatment.
For the architect this means speci-
fying prefabricated economy with-
out limiting design possibilities. For
the builder it means handling only
one type of door at the jobsite and
this saves time and money. Because
it's re