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Does creative floor styling help sell houses? You know it!...and when the
floor is elegant Florentine in Azrock vinyl asbestos tile, you've built in more
value for less cost than with any other type of flooring. Florentine's embossed
marble tracery helps to conceal subfloor irregularities, heel and furniture marks
... housewives appreciate its ease of maintenance . ..and the total effect of a
Florentine floor is totally beautiful. Available at your Azrock dealer now in
four fashion-right colors in 1/16” gauge, 12" x 12" size. Florentine ... Azrock
creative styling at its finest.

an original floor styling by AZROCS .

Circle 118 on Reader Service Card

Subtle beauty . . .
powerful
sales appeal:

Azrock’s
Florentine
embossed vinyl
asbestos tile

Floor shown:
VE-923 Olive White
with olive feature strip

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.



Which do you prefer ?

STRAIGHT

M NuTone has a model W;,
‘ J Ustr lght for yOu ./ ‘ 4

T

“APPLIANCE"” COLORS “APPLIANCE"” STYLING

SEE NEXT PAGE E

Straight lines give you the crisp
look. Lovers of Contemporary
invariably want them. NuTone
offers them in 4 exciting Series.

\

Curves are comfortable . .. easy \g
on the eyes .. even restful . . to X '
many homemakers. NuTone has
them.. . in four popular Series!
.
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V-30 Series offers over ‘
140 combinations, choice
of three Power Units.
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V-34 Series, Non-Duct.

Has triple-filters, and

is available in 9 colors! >
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6000 Series ‘Fold-Away’,

with choice of 8 insert-

panels, two Power Units.
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V-50 Series Heavy-duty;

for large kitchens, and
peninsulas, or ‘islands’.
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V-11 Series. For vertical

)
discharge. The collar is !‘\\~
——

built-in. In 7 finishes.
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V-19 Series Convertible;
horizontal or vertical dis- {\’h\\’
%

) charge. In seven colors!
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7000 Series ‘Roll-Out’ :

for high-oven ranges; in
ducted or non-duct models.

3200 Series for Ovens.
Folds out to ventilate;
folds back, shuts off!




See Previous Page

You Can See the Difference|

NO OTHER HOOD-FAN
CAN MATCH NUTONE'S
OUTSTANDING FEATURES
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Flexible! ~For vertical discharge, No skimpy sizes! NuTone Hoods are Safety-contoured edges and trim of

horizontal ~discharge installations, deep enough to reach front burners; sculptured die-cast Chrome in V-30
or back and up through the walls. high enough for best air-collection. and V-34 Series dress-up kitchens.

Multi-fin pressure blades for peak V-30 Series offers 3 different Power Decorator panels offer a choice of

power. Three-point Fan Mounting Units. You can ‘tailor’ ventilation to 7 appliance-matched colors and fin-
prevents vibration, cushions noise. each specific kitchen’s requirement. ishes, for best color-coordination.

In non-duct models discharge grille
deflects air up and away from house-

clearly marked for safe operation of for odors, one for smoke and one for : C
wife, protects cabinets from damage.

‘Up-Front’ controls are easy to see, Six sq. ft. of triple-filters . . One
two-speed fan and concealed lights. grease. Kitchen air is fresh, clean!

The greatest feature built into NuTone Products can’t be seen. It’s trouble-free
operation backed by the largest number of field specialists in the entire industry.
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rnowccome an o
you hardly know
makes laminated plastic
sheets for

Howard Johnson’s
Holiday Inns
U.S. Post Oflice

Hamilton Cosco
U.S. AirForce

" Maybe yOu ought to
know more about

that outfit.
Name’s Railite

Howard Johnson uses our laminated plastic on their counter
tops. Holiday Inns, on furniture. The Post Office, for counter
tops and walls. Etc.

Want some good reasons? Our Railite is priced better. It
outlasts the big names (in actual abrasion tests). And you can
get it immediately at 2500 lumber dealers — when you pick up
the rest of your building supplies.

For more information, or names of nearest dealers, write to
us. If you want a free set of color samples, send name of near-
est dealer. Railite, Reiss Associates, Reiss Ave., Lowell, Mass.

Railite — priced right, at over 2500 lumber yards across the nation.



WASHINGTON WIRE

Billion-dollar quarter

The Commerce Dept. calculates that the
housing industry increased its addition to
the gross national product by $1 billion
during the first quarter of 1966. Home
building outlays rose to an annual rate
of $28.1 billion put in place, compared
with $27.2 billion in the previous quar-
ter. The figures were $27.7 billion for the
third quarter of 1965 and $28 billion
for the second quarter. Commerce Dept.
economists base their calculations upon
the previous quarter’s housing starts.

Private public housing

Requests for federal dollars from local
public housing authorities are the highest
since 1949. Federal public housing officials
attribute the surge to new programs that
rely on private initiative, such as Rep.
William Widnall’s (R., N.J.) “rent certifi-
cate” program and the novel “turnkey job”
approach now being tried in Washington,
D.C., and talked about in many other
cities. The method: builders erect apart-
ments to public housing specs, then sell
them on a turnkey basis.

Chewing the Digest

A recent Reader’'s Digest article—which
coincidently appeared in print just as the
House was about to vote on rent supple-
ment money—blasts FHA for its handling
of several apartment projects now gone
sour. All have been widely discussed by
the General Accounting Office and trade
publications for the past three years. But
the Digest’s treatment (titled “The Stench
at FHA”) drew accusations of distortion.
And Apartment Builder Arthur H. Padula
of Newark, N.J., has hired attorneys to
demand that the Digest retract statements
that FHA valued his apartment land at up
to 800% more than he paid for it. Padula
says the value was under FHA limits.

FHA’s hot seat

FHA Commissioner Philip Brownstein has
found Charles A. Dieman to fill one of
the hottest seats in the agency: assistant
commissioner for technical standards. For-
mer director of maintenance for the Post
Office, Dieman will become the focal point
for manufacturers trying to gain approval
of their products in FHA standards.
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NEWS

NAHB splits with LBJ Administration
over inflation fighting tactics

Organized homebuilders last month fired
a barrage of publicity in a war to keep
the Johnson Administration from making
housing a ‘“‘sacrificial goat” in the battle
against incipient inflation.

NAHB President Larry Blackmon, a Tex-
an who headed the Johnson for President
clubs in 1960, argued that housing is be-
ing made to bear the full brunt of LBJ's
efforts to reduce inflation pressures.

Summoning NAHB leaders to an emer-
gency meeting in Washington April 23, he
contended the government’s latest move of
boosting FHA and VA interest rates to
5% % (see p. 23) might make more mort-
gage money available to builders.

Blackmon also devoted almost an entire
issue of NAHB’s newsletter, Scope, to dis-
cussing the “parlous state of homebuild-
ing.” And he asked local builder associa-
tions to hold press conferences to publi-
cize NAHB’s view of the economy.

Four California Congressmen added
their voices by asserting, in House
speeches, that California housing bears
“the clear mark of recession.”

Tighter controls. Blackmon suggests
fighting inflation with a broad range of
tighter controls for other segments of the
economy. NAHB directors, meeting in late
April, were expected to call for some of
these measures:

® Standby power to let President John-
son raise or lower income taxes.

® Reinstatement of Regulation W to
let the Federal Reserve Board control
credit terms. Regulation W was last used
in the Korean War.

Planned plunge? Blackmon and NAHB
economists are up in arms because they
detect a move by government officials to
cause a drop in housing starts this year.
Some officials have told NAHB privately
a drop in starts will only “shake out
marginal builders.” And President John-
son inspired talk that housing was a “sac-
rificial goat” in the anti-inflation efforts by

DODGE RESIDENTIAL BUILDING INDEX

citing falling starts in a press conference
as evidence of reduced inflationary pressure.

In Blackmon’s view, the one tangible
action against inflation, the Federal Re-
serve’s boost of the bank rediscount rate
last December, “dampened only the home-
building industry and small business.
Housing, virtually alone, suffered.” Now
he wants others to help fight inflation.

Materials and men up. Blackmon says
building wages are ballooning, even though
the Administration seems near a formula
to stabilize wages (see p. 8).

He contends materials prices are esca-
lating so rapidly that “it is impossible for
government statistics to keep abreast.”
Copper products are already jumping
(NEws, Feb.), and lumber is skyrocket-
ing. Big Eastern buyers now pay $80 for
1,000 bd. ft. of green Douglas 2x4s, up
$12 since February and near the record
$85 of the Korean War. Sanded interior-
grade plywood is also up $1 to $84 per
1,000 bd. ft. since February.

Government war buying is causing the
shortage of cut wood, and some buyers
are grabbing extra supplies to hedge
against a possible lumberjack strike this
summer. As a result, builders report their
lumber costs are up $200 to $650 a house.

Contrary statistics. NaHB’s gloomy
outlook is not shared in all quarters sim-
ply because not all housing statistics are
depressed. The residential housing index
of building contracts compiled by the F.
W. Dodge Co. stands at 135 (graph below),
down from its December peak by 11%.
The Commerce Dept. count of housing
starts, in contrast, is down 17% from De-
cember.

And March housing starts rebounded
13% from their freakish February low.

Engineering News-Record’s tabulation of
builders’ advance plans is running well
ahead of 1965 through the first quarter.

And tight money appears less a villain
than some builders say (see p. 10).
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Based on contract value, 1957-1959=100 (seasonally adjusted).
Lighter shaded areas represent general business recessions.

KEY HOUSING INDICATORS

DOLLARS % change
(millions) from '65

Dodge resid. contracts l;eb. $1,299 uc

1960 1961 1962 1963

tliesrteeain bty 75

1964 1965 1966

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

DOLLARS % change
(millions) from ’65

ENR adv. apart. plans Mar. § 465  -+20

mon. 2,589 ==L 3mon. 1,377 +-6
ENR adv. resid. plans Mar. 843 G ENR adv. house plans Mar. 217 +29
3 mon. 2,498 B 3 mon. 583 +19
Sources: F. W. Dodge Co., division of McGraw-Hill, Inc.; Engineering News-Record.

UC—change less than 1%.



NEWS

FHA’s market forecasters cautious
about housing’s near-term prospects

A cautious view of housing starts in the
coming two to three years is emerging
from FHA’s studies of local markets.

FHA's size-ups of these markets were
kept confidential until a year ago, when
FHA Commisioner Philip Brownstein or-
dered their release as a service to the
entire housing industry. To date the gov-
ernment insuring agency has released over
50 such local studies.

The studies underscore a housing tru-
ism: housing starts respond to—and fluc-
tuate with—Ilocal demand. But since the
national picture is the sum of local mar-
kets, and the average of many local
markets minimizes purely local fluctua-
tions, H&H has analyzed all 23 major local
market studies released by FHA this year.

More laggards than gainers. FHA's
local market analysts expect 14 of these
markets to start fewer houses per year
during the next two or three years than
they averaged in the first five years of the
1960s. The expected laggards contain
major housing markets like New York
City, Philadelphia, Denver and Sacra-
mento. Starts in these 14 markets will fall
16.5% below their 1960-64 average of
149,386 units, say the FHA analysts.

The FHA men find nine local markets
where housing starts will gain over the
1960-64 average; included are the big
housing markets of Minneapolis-St. Paul
and Newark, N. J. Overall, builders in
these nine markets will start 6.5% more
units in the next two to three years than
the 45,578 starts a year they averaged for
the first half of the 1960s.

National trend? Taken together, the
23 studies predict an 11% drop in the
annual rate of starts in these 23 cities
from the 1960-64 average. This weakness
is expected to hold until mid-1967.

The trend is at variance with national
forecasts which see a gradual uptrend in
housing demand and starts for this same
period. FHA itself makes no national pro-
jection from the figures, and economists
advise against any nationwide conclusion.

For example, the local market studies
are released at random when completed
by FHA district offices, and the totals
could produce severe distortions by bunch-
ing areas of purely local weakness. For
instance, the 23 cities include El Paso,
where 14.1% of rental units are vacant,
reflecting low levels of military personnel
at nearby Fort Bliss and Biggs AFB. Both
installations expect increases in strength,
but just when is uncertain.

Still, the 23 cities accounted for 13.8%
of all U. S. private nonfarm housing starts
in the first half of this decade and a
sample of this size cannot be ignored.

How good? To date, little local crit-
icism has been voiced about the quality of
FHA’s forecasts. In some cases unfavor-
able findings are ignored by local officials,
as in the case of a 1965 forecast showing

6

no demand for apartments in Cincinnati
at the same time city renewal officials were
planning a downtown apartment com-
plex. The attractiveness of downtown liv-
ing would overcome the gloomy statistics,
argued the renewal men. Vacancies are
now down.

One recent critic has been the General
Accounting Office, Congress’ spending
watchdog, which in the past has been
accused of being insensitive to the nuances
of housing financing and design. Last
month GAo took FHA to task for approv-
ing a $4.5 million mortgage in 1963 to
build the 242-unit Weequahic Park Plaza
high-rise project in Newark, N. J. in the
face of a weak rental market. GAO com-
plained that FHA market analysts had
found an 11.4% vacancy in eight compet-
ing FHA-insured apartments, and three
of these were in default and two in modi-
fication agreements.

FHA called this an instance where cold
statistics fail to tell the full story. Wee-
quahic Park Plaza was to offer luxury
accommodations ($50 a room rental) and
the “superior amenities” of a swimming
pool, health club, soundproofing, doormen
and carpeted halls. Competing projects
did not offer some or all of these.

Today, a year after completion, Wee-
quahic Park Plaza is 40% rented and its
sponsor, Builder Arthur H. Padula, calls
it a success because “it takes 18 to 24
months to rent a project of this size.” To
demonstrate his faith in the apartment,
Padula has escrowed $105,000 to guarantee
the first year’s payments when loan amor-
tizations start in April 1967.

Whether or not the statistics tell the full
story, FHA has done an impressive job.

The 23 major markets analyzed this
year:

EXPECTED GAINERS

1960-64  Annual forecast
City avg. yr. Houses Apartments

BUTAl0N . amamsranlehuts « 4,400 3,600 1,200
Champaign-Urbana .... 1,200 725 5285
Davenport-Rock Is.-Mol. 1,795 1,700 700

[AVEORR = it B e 4 6,398 4,800 1,800
Hamilton-Middletown .. 1,150 1,000 280
Minneapolis-St. Paul .. 16,000 8,000 8,500
Newark; "N i snvesis 11,850 5,150 7,600
Pentiacke . e | w2 1,500 1,500 275
SEANEORd. " ot ol s 1,235 850 450

Total™ o smeiians s s 45,578 27,325 21,330

EXPECTED LAGGARDS

Bivrmingham’ . soioe oz 4,125 2,750 300
{62 1 o]y T PO NGNS 1,136 900 200
DERVBEgy 000 o aia 13,167 6,900 1,100
El SRzt Stk Jo o8 e 2,295 1,250 None
Grand Raplds' - c.coms. 2,985 2,850 100
Louisville” oo s eimieasmiaove 5,605 4,000 1,530
New York City¥' ...ow. 65,000 19,600 39,600
Ogden;, Utah .coevnaay 1,274 550 None
Philadelphia . :....... 27,159 11,060 12000
PiEtsburah’s ;i sns 7,635 5,700 1,900
Sacramento ......... 9,625 3,400 1,475
San Antonio. . .. e 5,430 3,500 800
Shikeveport. ox e« 1,700 1,200 None
Stockton, Calif. ...... 2,250 1,350 575

ynral o g A ), 149,386 64,950 59,580

Bill Beal

Posh townhouses in Dallas
keep high-rise site working

The townhouses shown above may be the
most expensive relocatable housing.

Dallas’ innovative builder, Hal Ander-
son, bought the 60,000 sq. ft. of land
beneath the building ten years ago for
$45,000 as part of his exclusive enclave,
“behind the pink wall” on Preston Rd.
Since then he has erected two high-rise
apartments nearby, and this was to be a
third high-rise site. But a deed restriction
banned anything but one-family dwellings.

As the land soared in value—Anderson
now pegs it at $1 million—it became im-
perative to put the land to some use. So
Anderson has built 12 townhouses cost-
ing $65,000 apiece on the land, each one
using a 50" x 100" lot. Anderson rents the
3,000-sq.-ft. townhouses, complete with
janitor service, yard care and butler’s
quarters, for $600 to $750 a month. All
are filled, and there is a waiting list.

When the deed restriction expires in
2Y5 years, Anderson will move the town-
houses to a nearby site, add garages and
a pool, and sell them for $85,000 each.

Builders’ control of buying
tighter than most people think

The most comprehensive study* yet made
of product selection in the housing and
light construction industry explodes some
shibboleths about who makes the final buy-
ing decision. Faculty members of 15 col-
lege economics departments probed the
operations of 300 homebuilders and de-
bunked some widely held notions:

Misconception: Subcontractors do most
of the buying in housing.

Finding: Subcontractors are the “last
identifiable purchaser” for many materials
but “many subcontractors have explicit
dealership relations with particular manu-
facturers, and as a result the builder is
deciding on both product brand and in-
staller when he selects a subcontractor.”

The professional homebuilder emerges
as the most powerful purchasing group in
the industry, “the only individual who
stands astride the buying process looking
back to the original design and the pur-
chase of materials and services, and for-
ward to the ultimate sale of the house.”

* “The Home Building Market: Its Characteris-
tics and Buying Practices,” by Case & Co., pub-
lished by Sweets Construction Catalog Service.
McGraw-Hill, Inc., 230 pp., $25.
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NEWS

New hope for wage-price guideposts

The Johnson Administration may yet sal-
vage the wage-price guideposts for the
housing and construction industry.

The test hangs upon terms of an off-
again, on-again contract between New
Jersey’s General Contractors and Operat-
ing Engineers, Local 825. The two groups
were the first to negotiate a contract this
year, and when they settled on a 9%
wage boost in January, contractors cried
that the settlement set an industry pattern
that virtually killed the Administration’s
wage-price guidepost of 3.2% hikes.

But the contract was never signed, and
last month Local 825 abruptly withdrew
its demands and agreed to let U. S. Labor
Secretary Willard Wirtz and N. J. Labor
Commissioner Raymond J. Male arbitrate
the final figure.

While Wirtz and Male are billed as
“final and binding” arbitrators of the dis-
pute, all parties are aiming at a solution
both sides can accept.

Stretchout. The arbitrators are study-
ing “the complete economics of the situa-
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GREENBELT around Greenhills, Ohio, can be
used only for public park, says Ohio court. Pri-

tion,” not just the size of the hourly
package. Both sides are interested in the
idea of lengthening the number of work-
weeks from the present 40 to 42 weeks
yearly. If the Administration prevails, pay
gains may be smaller, but they would be
spread over more of the year, in effect
providing workers with the same or higher
annual incomes than they receive under
the current average $5.60 hourly.

But any settlement may be too late.
Already many major contracts have been
negotiated exceeding the 3.2% guideposts
(which unions say should be upped 1.7%
for higher living costs anyway). Buffalo
cement masons, bricklayers, carpenters
and iron workers all get an hourly increase
of $1.05 over three years. Kansas City
carpenters get $1.10 over five years, about
5% a year. Laborers in 11 southern Illi-
nois counties get 5% yearly. And Philadel-
phia cement truck drivers won a form of
guaranteed annual wage: drivers reporting
on Monday, Tuesday and Wednesday will
be guaranteed a 40-hour week.

ot G , ] 2 5> o ;

i - o by B v 3 3

A NSRS, £ S W

vate owner wanted to build on 125 acres (dark
shade). County park surrounds town.

Greenbelt must stay green, Ohio says

Can zoning prevent a builder from erect-
ing houses on open space, even if the
builder pays taxes and maintains the land?
Yes, says Ohio’s Supreme Court in its
ruling on a widely watched case involving
125 acres of greenbelt surrounding a
model community of the 1930s.
The land is part of 400 acres, mostly
a 1,000-year-old beechwood forest, which
federal planners set aside in building the
village of Greenhills, a Cincinnati suburb,
to demonstrate good planning. (Two other
communities built in those Depression
days, Greenbelt, Md. near Baltimore, and
Greendale, Wis. near Milwaukee, also ex-
perimented with greenbelts.)
After World War II, the Public Hous-
ing Administration, which managed the
676 units comprising Greenhills, sold the
units to a private non-profit company,
Greenhills Home Owners Corp. GHoOC
became a profit-making company in 1954

8

and renamed itself Fienco. That same
year Fienco persuaded village officials who
governed Greenhills to rezone 85 acres
of the greenbelt for residences.

But in 1960 Fienco tried to convert an-
other 125 acres to residential use and vil-
lage fathers balked, citing a 1949 zoning
ordinance. Fienco sued, challenging con-
stitutionality of the ordinance.

Last month, Ohio’s highest court ended
five years of litigation by saying that
Fienco could not challenge the zoning
ordinance because it knew of the ordin-
ance when it bought the town, and had
secured a reduced purchase price because
of the non-building rule.

Fienco plans to appeal to the U. S. Su-
preme Court. “We have to continue to
fight the case,” says President Frank Rus-
sell. “The greenbelt is an impossible situa-
tion. We're paying taxes on the land, we
pay liability insurance, and maintain it.”

First model law is passed
to protect scenic spaces

Prince George’s County in Maryland has
pioneered with an ordinance to accord a
tax credit up to half the total real estate
levy to a property owner who gives a per-
petual scenic easement to federal, state, or
county governments.

The Interior Dept. plans to use the law
as a model in pressing for others through-
out the country.

Land eligible for tax credit must be ear-
marked by Maryland’s state parks depart-
ment. Shore and park areas, woodlands,
and animal refuges will be included.

The ordinance prohibits development
except for single-family houses and golf
courses and country clubs if they are on
large tracts.

‘How do you define beauty?’
New York builders ask court

Builders in Westchester County, a highly
selective bedroom annex of New York
City, contend that several commuter towns
there have become so conscious of neigh-
borhood aesthetics that they impose un-
reasonable restrictions on new homes.

So the Builders Institute of Westchester
and Putnam Counties is supporting a New
York State Supreme (lower) Court suit
by a builder, Old Farm Road, Inc., to
have the town of New Castle’s architec-
tural board of review ruled unconstitu-
tional.

Old Farm says the review board “pro-
hibits excessive similarity of buildings, ex-
cessive dissimilarity . . . and poor quality
and design without setting forth any stand-
ards or definitions.”

The board’s chairman counters that the
institute has been trying to let “a few

unscrupulous nonresident builders turn
the clock back and say ‘Beauty be
damned.””

Builders must pay $200 a lot
into park fund, court rules

The Wisconsin Supreme Court has ruled
that the village of Menomonee Falls can
assess subdividers $200 a lot instead of re-
quiring them to dedicate land for schools
or parks.

In a 6-to-1 decision, the court also held
that land dedication could be required “if
the evidence reasonably establishes that the
municipality will be required to provide
more land for schools, parks, and play-
grounds as a result of approval of the sub-
division.”

Subdividers Martin Jordan and James
McMiken had argued that the requirement
was an abuse of police power. The Milwau-
kee Builders Assn., warning that the Wis-
consin decision is of wide significance to
builders, is backing the subdividers’ appeal
to the U. S. Supreme Court.

The Wisconsin decision runs counter to
rulings in which Kansas and Illinois courts
have held that equalization fees do repre-
sent an improper exercise of police powers.

HOUSE & HOME



PRICE PFISTER BRASS MFG. CO.
13500 Paxton Street, Pacoima, California 91331

Sold only through wholesalers.
Birmingham, Alabama; Chicago,
alifornia; Elizabeth, New Jersey.

Warehouses in these principal.cities:
Illinois; Dalias, Texas: Pacoima, C

Price Pfister Products — Install Easier — Work Better — I.
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Cry wolf! Or, is tight money really housing’s villain?

Lots of people would like to think so. It’s comforting to be
able to file all of housing’s current troubles in one convenient
pigeonhole labeled “tight money,” and that’s just what the
industry is doing when it blames New York’s present tight
mortgage market for what promises to be a less-than-sensa-

tional housing year.

But while this simple answer may be psychologically satis-
fying, evidence now suggests that its economic dangers out- 1400
weigh its emotional rewards. For example, several economic
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who will determine whether 1966 will be a good or bad hous-

ing year. Net demand for housing is stronger now than it

was in 1965, but 1966 will certainly be a poor year if builders

give up before they start.

The misconceptions, The theory that
enjoys the widest currency among builders
runs this way: Soaring general interest
rates drove mortgage rates upward, mak-
ing mortgage money expensive. Then the
higher deposit dividends paid by commer-
cial banks began to suck money out of
savings banks and s&L associations, the
heaviest mortgage lenders, and mortgage
money became scarce. And with money
both tight and scarce, February starts
sagged to the lowest point in three years.

1. Interest rates. But the picture changes
under closer examination.

Bond yields, which traditionally provide
pressure under mortgage yields, halted
their rise after the New York financial
community survived a hair-raising fund
squeeze on its March 15 tax deadline. By
March 31 the 4% % federal Treasury
bonds of 1987-92, key indicator for gov-
ernment longterms, had skidded to a yield
of 4.60% —down from the 4.76% that on
March 1 set a 40-year high for 25-year
maturity bonds. There were at least tem-
porary indications that stability was in the
offing for mortgage yields (see story, p.
235"

Chairman George Champion of the
Chase Manhattan Bank has said he sees
no need for another increase in the Fed-
eral Reserve’s discount rate, now 4%2%.

“There’s a pretty good balance at
present,” he says of the credit markets.

2. Savings flow. Early 1966 figures were
particularly discouraging. The nation’s
savings banks attracted only $220 million
in net new money in January against $360
million a year earlier. s&Ls had a net sav-
ings outgo of $61 million compared with
a gain a year earlier.

But the savings banks’ gain of $218
million in net new funds in February was
off only slightly from the $222 million of
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DROP IN STARTS is sharpest in tight-money years (shaded). But
chart by Sherman Maisel (see story) shows that demand remains

stable. Starts dip in response to high inventory, not slack demand.

February 1965, and President Robert M.
Morgan of the National Association of
Mutual Savings Banks now predicts that
the savings banks’ 1966 deposit gains will
be at least as high as their $3.6-billion
gain in 1965. The s&Ls increased February
savings by $597 million compared with
$580 million in February 1965; it was the
first time since November 1964 that the
s&Ls’ net gain surpassed that for the same
month of the previous year. The S&L gross
inflow—and this was long after the Fed-
eral Reserve’s Regulation Q change of De-
cember 6 let commercial banks pay up to
5V5 % on certificates of deposit—was $2.7
billion, an all-time February record.

Commercial banks, arch rivals of the
s&Ls, gained only $3.4 billion in time de-
posits in January and February, down
from $5.6 billion in the same ’65 period.

Says Morgan: “Commercial banks are
hardly cornering the savings market.”

Morgan also points out that combined
mortgage repayments to all lenders have
frequently exceeded net savings flow as
a source of mortgage credit, another con-
sideration that will temper the severity of
the 1966 money squeeze.

“With mortgage credit demands likely
to show only a modest increase in 1966,”
he says, “the effects of a tightened supply
of mortgage credit shouldn’t be severe.”

3. Availability of money. At the height
of the money squeeze Chairman John.E.
Horne of the Federal Home Loan Bank
Board had predicted that funds available
for mortgages might shrink by $1.5 bil-
lion, or 5%, in 1966, with a consequent
5% dip in starts. But Research Director
James J. O’Leary of the Life Insurance
Assn. estimates that lenders will provide
$15 billion for one to four-family house
loans in 1966, plus another $16 billion for
other loans, or slightly more than the

$14.5 billion and $15 billion respectively
provided in 1965. O’Leary’s first prediction
—for 15 billion for one-to-four mortgages
in 1966—came in December (NEWwS,
Jan.). He upped that subsequently to
$15.5 billion, but cut it back again to $15
billion on evidence of tighter money.

4. February starts. Private non-farm
starts fell 17% below January’s reduced
figure to an annual rate of 1.318 million
units. The highly volatile monthly start
figures are generally unreliable as a guide
to anything, but the housing industry’s
first reaction was to read the decline as
an effect of tighter money.

Money was, in fact, probably the one
completely blameless influence. The in-
formed economist’s rule of thumb is that
starts require six months to react 1o
changes in the interest structure, and
money had begun to tighten only after
last Dec. 6, when the Federal Reserve
Board raised the re-discount rate to 4% %.
Further, February’s severest start declines
came in the North Central states, where
mortgage rates have been comparatively
stable. Starts were actually up in the
South, where some of the deepest FHA dis-
counts now appear on HOUSE & HOME'’s
mortgage price chart.

And finally, March housing starts re-
bounded 13% to make the February fig-
ures look more like a fluke than a trend.

5. Starts for 1966. February’s discour-
aging figures brought new predictions of
declines for the year.

The prevailing view among housing’s
leaders has shifted since January, and most
now say that starts will be off from the
1.48 million non-farm units in 1965. Presi-
dent Larry Blackmon of NAHB predicts a
drop of 5%. President Ewart Goodwin
of the Mortgage Bankers Assn., writing in

Story continued on p. 12
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Wood?
No, Nylon!

New DuPont Nylon Shutters meet demand for
low maintenance, pre-finished, high-quality
materials...give you fast, easy installation

Made of tough Du Pont Nylon, these pre-finished
shutters won’t rot, crack, dent. Slats can’t fall out.

They’re easy to install. One man can put up a pair

in 5 to 6 minutes on any siding or masonry. No
special tools needed. All painting and puttying
eliminated. And they have the look of fine woodwork.

The durable factory finish—in black, white, dark
green—won’t blister, chip, peel. Once they’re installed,
there’s almost no upkeep. If homeowner ever wants to
change colors, they can be easily repainted.

On your next job include the most practical shutters
ever made—Du Pont Nylon Shutters. They’ll save you
money. For full details, contact Du Pont Building
Products, Room N-2521, Wilmington, Del. 19898,

“We converted 100% to

Du Pont Nylon Shutters,” says
Bob Scarborough, builder of
1,500 homes, selling up to
$40,000 at Cherry Hill, N. J.
“They costalittlemoreinitially,
but fast installation and elimi-
nation of callbacks quickly

get that back for us.”
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Continued from p. 10

the Savings Bank Journal, revised his
earlier estimate of 1.525 million starts
downward to 1.440 million.

But it isn’t a united front. Mellon Na-
tional Bank and Trust of Pittsburgh says
in its March newsletter: “Housing starts
will not vary significantly,” and adds: “The
market decline in residential construction
in the last two years may have reduced the
vulnerability of the housing market to
credit restraint.”

And Savings Banker Morgan clings reso-
lutely to his New Year forecast:

“I still feel that housing starts in 1966
will be at least as high as in 1965 and per-
haps a shade higher.”

The danger: inaction. The confusion
over starts focuses attention on the theory
propounded by Sherman J. Maisel of the
Federal Reserve Board when he was a
professor of housing economics at the Uni-
versity of California at Berkeley.

“Many people seem to have assumed
that movements in credit have caused
starts to fluctuate by altering the under-
lying demand for dwellings,” he says. “I
disagree. The ultimate demand for addi-
tional houses must come either through
more household formations or through the
more rapid replacement of existing units.
I can find no evidence either in theory or
in statistics to show that credit has had
any basic effect . . . on this underlying de-
mand.”

Gov. Maisel says tight money does in-

Photos: Fabian Bachrach

MORGAN MAISEL

fluence starts and may influence them—
unfavorably—in 1966. He concedes in a
comment to Fortune that he would not
consider a 100,000-unit decline unusual
“in the light of past experience.” But it
will influence them through changes in
inventory, not through basic demand (see
chart). Starts fell during the Korean War
in 1951-1952 and again in 1956-58 and
during the second half of 1959, all tight
money periods. But they fell after inven-
tory got so high that builders stopped
adding to it. The demand for housing, as
Maisel’s chart shows, remained relatively
constant.

Furthermore, the housing industry takes
into 1966 a minimum demand for 1,400,-
000 private farm and non-farm units. The
figure is based solidly on family forma-
tions and replacement of units razed or
destroyed. (Maisel estimates this basic de-
mand for the years 1965-1969 will average
slightly higher at 1,470,000 units.)

There were 1,504,700 private farm and

non-farm starts in 1965, or 104,500 more
than rock-bottom demand. Maisel esti-
mates no increase in inventory in the 1965-
1969 period, so the 104,500 units repre-
sent discretionary buyers—buyers the
building industry did sell last year and
must sell this year if it is not to go on
adding to inventory.

Obviously there are other discretionary
buyers, and the important thing is that
builders should not forfeit these sales in
despair over tighter money.

So it can be said that whether or not
starts rise is up to the builders, not the
bankers. And even if starts fall, they prob-
ably will not fall nearly as far as in other
tight-money periods—the 30% of Korean
War memory, for instance—for the pre-
vious declines came, as Maisel points out,
on extremely high inventories. Today’s in-
ventory hovers around 200,000 units and
has been moving downward for three
years. And more accurate local market re-
search—perhaps housing’s greatest achieve-
ment of the 1960s—has prevented the
tremendous buildups of unsold houses
which triggered the volatile ups and downs
of the 1950s.

“With homebuilding at a three-year
low,” summarizes the Mellon Bank, “the
adverse impact of tight money in 1966 is
likely to be significantly less than in, say,
1959, when the pace of starts (and of in-
ventories) was at a four-year-high.”
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POW! R-R-R! POP, POP, POP!

the new CraﬂBuiIf Component A

Machine frames and sheathes

a 1200 sq. ft. custom home
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in less than eight man hours.

POW!

Programed nailer
head clamps studs in
position and drives
1,2, 3o0r4nails
automatically.

Saw and router head
trims sheathing, routes
for door and window
openings all from one
floor position.

POP, POP,
POP!

Programed stapler head
completely staples a
12 foot panel in less
than three minutes.

Talk about operating efficiency! Whether
you build 50 or 500 houses a year . . .
stock plan or custom .
Craftbuilt Component Machine is the
nearest thing to a guaranteed profit

you can imagine! It’s engineered for
maximum production .
to take fantastic abuse .
below what you'd expect. One man

can push button a 1200 sq. ft. custom
home (all exterior walls framed and
sheathed, interior walls framed) in 8 man
hours . . . three men can give you three houses (all different,
if you wish) per day. Craftbuilt offers several models
tailored to your volume and production requirements . . .
whether you build one a week or ten a day. We train
your men for maximum productivity. Write for complete
details on our machine and monthly seminar.

CRAFTBUILT SYSTEM CO.

. . the new

. . bulldog tough
. . yet priced far

Dept. 8, P. O. Box 463, Cedar Rapids, Iowa
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“Let me see the kitchen”

She’s bound to ask. Here’s how to capture her taste
for elegance with a kitchen you can both be proud of.

Fresh new designs from Formica
Corporation to start your kitchen
plans. Colorful, carefree cabinets
and counters surfaced with
FORMICA® brand laminated
plastic emphasize convenience and
style. Your customers will take it
from there.

Contact your local Formica District Office or write direct
for complete information on cabinet designs with sell-
power. FORMICA® is our brand name for laminated
plastic, molding, flakeboard, adhesives, wall paneling,
industrial plastics, doors and toilet compartments.

New FORMICA® brand cabinet
moldings and laminate surfaces
can turn ordinary cupboards into
high style furniture for the kitchen.
Choose from a full range of beau-
tiful woodgrains that radiate sell-
power . . . never need refinishing.

The cabinet fabricators of
FORMICA® brand laminated
plastic are prepared with plans
and specifications, ready to build
real excitement into your kitchens.
Whatever your style of architec-
ture and interior, there’s a just-
right cabinet design from Formica
Corporation.

FORMICA

BRAND

laminated plastic

T onderchit thraush Tnnanation s FORMICA CORPORATION ¢ Cineinnati Ohia 45932 « subcidiary of —— CYANAMI D >



FIRE RETARD!
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UL HOMASOT

. WRITE FOR

Specifications | [edis

of U/L Approval—

Class “A”...flamespread rated “‘25"
— As tested by A.S.T.M., E 8461 to
meet National Fire Protection Asso-
ciation Standard 255 and U/L 723.

Range of U/L Approval—

U/L Label Service available on
standard Homasote in 4’ and 5’
widths and lengths to 14’ — also
on One-man Panels, Durasote and
‘*Easy-ply’’ Roof Decking. |

Listing, Inspection and
Label Verification—

U/L Homasote listing will ap-
pear under “Mineral and Fibre
Board" section of Underwriters'
Laboratories ‘‘Building Mate-
rials List”’ with next publishing

in January, 1967. Notice of

immediate approval will be
carried in their next bi-month-
ly supplement.

All such Homasote products
will bear official U/L label,
guaranteeing approved pro-
duction methods. Homasote
quality control will assure
product performance.

€y ON my iy

FOR BULLETIN U/L 091 WITH
COMPLETE DETAILS... MAIL COUPON TODAY!

HOMASOTE COMPANY, Dept. E-5
Trenton, New Jersey 08603

Send me Bulletin U/L 091 on U/L Rated
Homasote Fire Retardant Panels.
Name.

Fifp o L Sl r e St s BT D e B L T h t
AdAresslie s et Sl TaNELC Sl 5t S o IR U BRI omaso e .

Trenton, N. J. 08603

City.
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Bias accord fumbled: realtors
caught with ink on their faces

Clergymen representing the three major
faiths have abruptly rejected a proposed
open-housing accord with the nation’s
Realtors after uncovering a “strictly con-
fidential” letter written by the Realtors’
chief negotiator.

The proposed accord spelled out the
churches’ support of open-housing laws
and the Realtors’ opposition to such laws.
But the two groups agreed to support vol-
untary open-housing programs and the
elimination of block-busting practices.

The clergymen balked after the realty
men’s chief negotiator wrote to the execu-
tive committee of the National Assn. of
Real Estate Boards (NAREB) urging
adoption of the accord because “it could
be a powerful force in stopping the drive
for either federal, state or local legislation
in this field.”

The letter fell into the hands of the
National Committee Against Discrimina-
tion in Housing, which immediately called
the churchmen to a meeting in New York
City. There, NcpH Executive Director
Edward Rutledge said the letter proved
that the long-negotiated accord was actual-
ly “a violation of the spirit and letter of
the civil rights movement.”

A damned letter. The next day the

JUSTICE

RUTLEDGE

nation’s three largest religious bodies—the
National Council of Churches, National
Catholic Welfare Council, and Synagogue
Council of America—rejected the accord
because, they wired NAREB, it “might
compromise our commitment to fair-hous-
ing legislation. . . .”

Rabbi Henry Siegman, executive vice
president of the Synagogue Council, said
the NAREB negotiator’s letter was “an
expression of bad faith.” He added that
the letter writer “perhaps felt he has to
sell them (NAREB’s executive commit-
tee) a bill of goods.”

But the writer, Realtor Robert B. Mor-
ris of Buffalo, N. Y., said it was all a
misunderstanding: “The damned trouble
is that the letter was intended only for the
association.”

NEWS

A buried accord. Before the letter was
uncovered, the accord was given a good
chance of adoption by NAREB and by
one religious group (the National Assn. of
Evangelicals).

NAREB  President Jack Justice of
Miami Beach had even stumped for the
accord before Realtors in Philadelphia.

But after the churchmen’s rejection,
Justice said, “It is unlikely that our board
of directors will consider the subject fur-
ther.”

NcpH’s associate executive director,
Jack Wood, said church leaders may soon
join his group in a national program deal-
ing with urban ghettos.

“Why should the churches take a neu-
tral position with the Realtors,” asked
Wood, “when they can take a positive
position with us?”

New Jersey is seventh state
to ban bias in all sales

New Jersey last month joined six other
states by banning race bias in all housing
sales.* Previously, houses in developments
of less than ten units were exempt.

The Garden State also banned bias in
all rentals, with two minor exceptions:
units in owner-occupied two-family houses
and rooms in one-family houses.

*Qthers: Alaska, Colorado, Connecticut, Massa-
chusetts, Michigan, New York.

living space..

for you.

4 e
Harrison Park, twin- story comfort—1492 sq ft.

Today’s customers want bigger and berter
homes. Inland’s expanded line will help you
meet the demand. New designs. ..
. more luxury, all add up to
more house for the money and more sales

MARKET OPENERS

Announcing two more new models from
Inland’s exciting and profitable lineup for 1966!

INQUIRIES WANTED! WRITE AT ONCE
FOR COMPLETE CATALOG OF THE’66 SERIES

more

Dept. HH-5, 501 S. College St., Piqua, Ohio 45356

Skyline Park, split-level luxury—1804 sq. ft.
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Now, the can-opener method to repair slums in 48 hours

After 15 months work on the drawing
board, the most imaginative method yet
devised for rehabilitating near-slums was
put to the test last month. In an empty
five-story tenement on Manhatan’s lower
East side, workmen began a project de-
signed to demonstrate that the can-opener
approach to fixup can work.

President Edward Rice of T. Y. Lin &
Assoc., Los Angeles consulting engineers,
and its subsidiary, Conrad Engineers, has
written an operation plan for the workmen
that goes like this:

Workmen cut 8/x8/ holes in the roof
and floors to create three vertical shafts.
Next crews of demolition men will gut the
interior of the building, taking out dis-
carded furniture, partitions and plaster.
Rubble will be removed in steel trash boxes
lowered into the shafts by a crane. When
the interior is gutted, pre-packaged con-
tainers of finishing materials will be low-
ered to appropriate floors and installed by
workmen.

Finally, the crane will lower plumbing
cores (see photo) designed to stack atop
each other and fill the shaft completely.
The cores will provide new bath and kitch-
en facilities.

The project sponsors will not use cores
already marketed for one-family homes
by several companies. Instead they have
asked for bids on a core designed to permit
speedy hookup of the stacked cores. Four
manufacturers have submitted bids and
the sponsors will soon pick the company
to make the cores.

Speed-up. The work now underway
will test three or more materials and as-
sembly methods for each part of the reno-
vation—floors, walls, ceilings. It will be
three or four months before the tenement
is remodeled into 15 new units. Materials

Rent supplements

The controversial rent supplement pro-
gram is still too controversial to get
through Congress easily.

Despite unified support by builders and
Realtors, the new plan authorized last year
is having problems getting underway.

The House appropriations committee,
which last year scuttled rent supplments by
refusing to vote funds for them, last month
slashed President Johnson’s request for $30
million for the remaining few months of
this fiscal year to $12 million. Even if the
Senate restores part of the cut as expected,
the Administration will probably get little
more than $15 million.

More importantly, the committee tacked
on a proviso that prevents the use of rent
supplement money in any community that
lacks a workable program, unless there is
“local official approval.”

Racial undertones. On the surface the
“workable program” proviso sounds like
just another effort to spur communities to
make master plans and pep up code en-
forcement.

16

CAN-OPENER SYSTEM shown by model; drops
materials through 8’ x 8 hole in roof and floors,
then closes shaft by stacking plumbing cores.

makers have been invited to have their
men work along with the tradesmen, their
costs to be paid from a $390,000 hous-
ing demonstration grant to the Institute of
Public Administration.

When the first building is renovated,
workmen will move next door to a second
vacant tenement. There the combinations
of materials and methods that proved best
in the first building will be further refined

But Congressmen realize that many
suburban communities don’t have work-
able programs because they don’t want
them. In metropolitan Washngton, for in-
stance, seven proposals for rent-supple-
mented suburban projects have been offered
—but three are in small incorporated com-
munities without workable programs.

HUD officials admit that high land costs
may often preclude rent-supplemented
projects in center-city locations. They’ve
implied that rent-supplemented projects
could best be located in suburban areas
with lower land costs.

HUD planners were relying on the initia-
tive of private entrepreneurs to put rent-
supplemented projects into suburbia.
Though avoiding overt approval by local
elected officials—a stumbling block in lo-
cating new public housing projects—HUD
hoped to achieve economic (i.e., racial)
integration of the suburbs by means of pri-
vate enterprise.

It is virtually impossible to assess the
actual crimp that the local-approval or

under the stopwatch of time and motion
experts. The aim: to renovate the second
building within six to ten days.

After these warmups, a 60-man crew
will tackle a third tenement, now occupied.
The furniture and belongings of the ten-
ants will be packed in containers and
lifted out of the building via the shafts,
and tenants will move to hotels for two
nights while crews work round-the-clock
to finish the entire renovation job on the
building in 48 hours,

Helping hands. Rice is aiming at out-
of-pocket costs of $7,000 a unit, far below
the $10,000-plus that some rehab jobs have
cost in New York. Overall cost works out
to $12,600 a unit, also below previous
costs.

The low price tags are due in part to
help from a number of government agen-
cies and private foundations. The Carol
W. Haussamen Foundation acquired the
properties and worked with both the New
York City Rent and Rehabilitation Ad-
ministration and FHA on details of the
work. FHA assigned James R. Simpson
deputy director of architectural standards,
to the project. One result: FHA will insure
a $570,000 mortgage on the completed
dwellings at 3% interest under its Sec.
221d3 program. Chase Manhattan Bank is
providing construction funds.

The instant rehabilitation plan has
caught the imagination of officials in both
New York City and Washington. New
York Mayor John Lindsay and Housing
Secretary Robert Weaver have exhibited
a model showing workings of the plan in
public appearances. Rice is so certain his
idea will work that he is already talking
about similar operations to prove the tech-
nique can work in cities like Cleveland and
Chicago.

struggling to a half-way victory

workable-program requirements might put
in the rent supplement program.

Congressmen who favor the program
admit privately that demand for rent aids
will outrun the money. And HUD specialists
admit that the Sec. 221d3 moderate-income
program, providing subsidized mortgages
at 3%, is also saddled with the workable-
program requirement but not with the need
for “local official approval.”

Money cry. Most House opposition to
appropriating money for rent supplements
centered on the *“guns and butter” issue.
Despite strong White House statements
about false economies, Republicans led the
attack by arguing that budget-trimming
was needed to help stem inflation and that
therefore no money should be appropriated
to start a new program.

The opposition was narrowly defeated,
198 to 190, after well-noticed arm-twisting
efforts by White House lobbyists. An ad-
ministration attempt to knock out the
workable-program proviso was defeated,
183 to 153.
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Featherlight
and Fabulous

Fiberglass
Fixtures

Think of the dollars and man hours that can be
saved with faster, easier to install, one-piece
fiberglass fixtures. So easy to clean and to main-
tain. No grout * No seams * No leaking * Elim-
inates removals and callbacks. Fiberglass not
only cuts unnecessary costs, but improves bath-
room presentation and construction. Tub or
shower, complete with integral walls for instal-
lation during framing, delivered when needed
at job site. One or two men can lift, set in

place, nail flanges, and unit is ready for plumb-
ing hookup. Find out how other builders have
increased their profits on NAHB tested fiber-
glass fixtures. Passed for scrubbing, staining,
cleanability, wear and strength. U/R fiberglass
Uni-Baths and Uni-Showers to meet all design
requirements in white and five pastel colors
matched to U/R china or cast iron lavatories
and water closets. More information? Mail
coupon today.

Neptuna (photo top) Full-width, molded fiberglass tub with integral nailing flanges. One man (or gal) can lift and
easily install. Meteor (photo middle) New! Full-width, one-piece bathtub with three walls. Recessed soap dish and
grab bar. Featherlight and mobile. Two men can lift easily. Nail flanging edges to framing and complete remaining
wall areas to specifications. Spa (photo bottom) New! Unique design concept. 60" fiberglass shower stall and three
walls with integral corner seat molded all-in-one. Recessed soap dish and grab bar. Leakproof. Wipes clean with

liquid household detergent. Molded safety bottom.

Universal-Rundle Corporation.

BN LY -0 Vo]H DBox 960, New Castle, Penn. 16101

CORPORATION

If agalcan liftatub, | have to know more about U/R fiberglass fixtures.

NEW CASTLE, PENN. [] Send brochure. ] Send name of nearest wholesaler. [] Send girl.

Designers and manufacturers of
fine vitreous china, enameled
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cast iron, fiberglass plumbing
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fixtures and chrome brass
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HUD’s new technocrats dig business management

Mel Chamowitz

The top-to-bottom retailoring of the new
Housing and Urban Development Dept.
is far more than an exercise in bureau-
cratic one-ups-manship. The old HHFA has
gotten a massive transfusion of new blood
at the top with the result that the neat
new tables of organization now appearing
hold far more significance for housing
managers than for the title-switching bu-
reaucrats themselves.

Simply put, Hup for the first time is
trying to adapt the most modern manage-
ment techniques to the massive problems
of housing and city growth. Already these
same techniques are being picked up by
the nation’s largest industrial companies,
producing a collective impact on manage-
ment that builders cannot ignore.

To be sure, there are significant differ-
ences between managing HUD, a non-profit
organization with 14,000 workers, and
running a building company with ten, 25,
or 100 employees to make a profit.

But many techniques are the same,
varying only in scale. In fact, HUD has
borrowed some ideas from an even bigger
shop, Robert McNamara’s Defense Dept.,
which had to develop some modern ways
to run the nation’s largest collection of
men and machines.

Status quo challengers. HUD's new
management look is largely the work of
a new crew of assistants gathered by
Housing Secretary Robert C. Weaver from
universities and other government agen-
cies.

Chief among them is Robert C. Wood,
a political scientist from Massachusetts
Institute of Technology and Weaver’s sec-
ond in command. Wood gives short shrift
to the bureaucratic niceties so dear to the
hearts of many down-the-line government
employees. He is a mover and shaker
whose disregard for the status quo may
not be universally admired: “We proceed
on the assumption that we cannot achieve
our goals if we maintain our traditional
methods.”

Two back-office men, operating far out
of the public eye, will handle key assign-
ments under Wood. Dwight A. Ink, a
highly regarded administrator from the
Atomic Energy Commission, will run the
budget and accounting offices that Weaver
and Wood are depending upon to feed
pertinent information to top management.
And William B. Ross has been shifted
from the Budget Bureau to plan HUD’s
work five years into the future. His offi-
cial title: deputy undersecretary for policy
analysis and program evaluation.

Missions, not programs. “We are
trying to bring a bundle of techniques and
tools and funds together and to orient
them toward broad problem solving,” says
Wood.

This is HUD’s adaptation of McNa-
mara’s “mission” concept. The Defense
Secretary early discovered that his semi-
independent service chiefs often planned
their work and prepared budgets with lit-
tle regard for what other services were
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doing or what the overall mission of the
military would be. For instance, he found
the Army had several combat-ready divi-
sions stationed at airfields for emergency
airlifts, while Air Force leaders resisted
spending ‘“their” money for airlift capa-
bility and instead ordered more nuclear
bombers. When the Pentagon analyzed the
men and materiel on hand in terms of
their total strategic mission, it corrected
this inconsistency by beefing up airlift
capacity.

Likewise, the new housing department
is being set up to deal with broad prob-
lem areas. In the old HHFA, one agency
doled out grants and loans to build water
and sewer lines while another supervised
metropolitan planning grants and the pur-
chase of open space for recreation.

Obviously both had broad impact on
when and where land would become avail-
able for development by builders, but not
infrequently the two agencies spoke with
two voices to builders. To correct this
failing, HUD has grouped both activities
under an assistant secretary for metropoli-
tan development, former Harvard Law
School Prof. Charles Haar.

Applied to homebuilding, the mission
concept simply means that the builder
should 1) put more time and thought into
analyzing his company’s missions—building
and selling houses, building and renting
apartments, developing land, for example
—and 2) allocate his company’s resources
(in money, men and materials) on the
basis of each mission’s relative profit po-
tential.

Pass the buck down. “We are re-
solved that greater decision-making au-
thority must be closer to the problems and
the people,” says Wood. In other words,
HUD’s management will buck decisions
down to the lowest level possible.

This has been said before, but in the
past the theory has yielded to political
realities. Too often a builder, especially
an apartment builder using FHA insurance,
could and did appeal to Washington brass
if an FHA district office nixed his plans.
And too often the Washington office over-

rode the local decision. In fact, Washing-
ton orders to insure two apartment proj-
ects in Houston and Fort Worth which
subsequently flopped are now under at-
tack by the General Accounting Office
and Sen. John Williams (R., Del.).

The new men at HUD have now given
eight regional offices power to make final
decisions on far more items than under
the old HHFA. Whether Washington offi-
cialdom will have the backbone to let
local decisions stick remains to be seen.

The principle of bucking decisions
down to the lowest possible level can be
applied to almost every phase of running
a building company. For instance, why
should the president be bothered with
decisions the construction department
head could make? And why should the
construction chief spend time on decisions
a foreman could handle? With questions
like these in mind, more and more man-
agement-minded builders have come to
realize that only major policy issues
should be bucked up through their ranks.

Built-in planning. “We are concerned
with using the newest data processing and
budgeting techniques,” says Wood. In the
new HUD setup, this takes two forms:

1. Budgeting will be geared to measure
the administrative performance of the
agency in dealing with specific problems
instead of merely counting the amount of
money doled out to cities or the number
of mortgages insured. Many variations of
performance budgeting are already used
by industry.

2. The current budget will be con-
stantly related to a five-year budget for
the agency. The aim: to relate what is
going on this year to the activities in
which HUD will probably be engaged five
years from now.

This will be Ross’s special province.
The idea is to make long-range planning
an integral part of daily operations, in-
stead of compressing it into a year-end
crash activity. It also means that Ross and
Ink will be asking more questions in the
field about the effectiveness of programs,
to speed the feed-back of information for
HUD’S new managers.

Budgeting and long-range planning are
only now coming into their own in hous-
ing companies. Developers of new towns
particularly are forced to make ten- and
20-year development plans instead of fast
in-and-out deals. What’s more, tough com-
petition in the one-family house market
is forcing builders to plan more carefully.

HUD’S new management policies are in
part a response to changing its goals from
quantitative ones—the number of new
houses built, for example—to qualitative
ones—the quality of the living environ-
ment being produced. So, too, as builders
switch their main mission from the pro-
duction of houses to the creation of total
environment, they may say with Wood:

“Our new ambitions make necessary a
new philosophy of management.”

NEWS continued on p. 23
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1. Forming corners right on the job | 2. 15" thickness of KenCove Vinyl
with KenCove eliminates unsightly Wall Base hides wallirregularities
... for a better-looking job.
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3. No accidental kickiﬁg off of corners, because base and corners are one piece.
KenCove Vinyl Wall Base colors: 10. Heights: 2%”, 4”7, 6”. Length: 48".

KenCove® Vinyl Wall Base adds quality to any resilient floor.

KenCove's accurate cut and uniform shading assure ends
E that meet together perfectly, quickly. No unsightly seams at
corners either, because corners are easily formed right on the

m m m E job...are part of the base itself, not separate pieces. No shrink-

age problem. And %" thickness hides possible wall irregulari-
ties. Ask your flooring man about KenCove Vinyl Wall Base.






IFashionable Home Lighting
by Moe Laght

New 124-page catalog includes over 800
stylings plus fashionable room setting ideas—

all in full-color photography

M-2004 (facing page) Country Manor chandelier.

M-2016 Hand-hammered wrought-iron M-2504-24 Chain-hung lantern in M-2815-34 Verde green Mediterranean
chandelier. suede blue. wall lantern.

MOE LIGHT!

There’s a new spirit of freedom in the world of
fashionable decorating. You see it in the charming
Country Manor look, the romantic Mediterranean

i i Residential Lighting Division
influences and the fresh New American look.

Thomas Industries Inc.
207 East Broadway
Louisville, Ky. 40202

Moe Light welcomes this new vitality in decorat-
ing with the broadest range of lighting stylings ever

D Please send me your new 124-page Moe Light catalog.
offered: chandeliers, pulldowns, chain-hung lan-

|
|
|
I
|
|
|
D I’d like to discuss lighting with a Moe Light I
representative. :
I
|
|
|
|
|
|

o ————————— ——— —)

terns, brackets, ceiling stylings, pendants, recessed
and out.do_or lighting. In our new catalog you'll also | 'Wne
find brilliant room setting ideas that show how |

I Firm

lighting can really give customers something special
to remember about your homes.

: Street Address

Send for your free copy today!



People who know

the "Hidden Value” of are mighty grateful
Southern Pine LI You do not see the framework. Yet it holds your home together . . .

beneath floors, between walls, above ceilings. Here the hidden
value of Southern Pine proves important throughout the years. Its
steadfast support gives your home endurance that resists the ravages
of time. The stable quality of the framework is your insurance
against costly defects, such as uneven floors, plaster cracks. The
firm grip of fastenings by this properly seasoned product assures
overall cohesiveness. You will have low-cost heating and cooling,
plus lasting security, minimum maintenance and maximum liva-
bility. Specify Southern Pine . . . from the member mills of the
Southern Pine Association, Box 52468, New Orleans, La. 70150.
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FHA rates rise —and so do hopes for mortgage stability

Experts believe the worst is over—that
yields will level soon and that discounts
charged to builders will not go much
higher.

“We’re entering a stable period,” says
Executive Vice President Felix M. Beck
of J. I. Kislak Mortgage Corp. in Newark.
“The FHA rate change [to 53 %] is here.
The uncertainty is over. The big savings
shifts for March and April are behind us.
Taxes have been paid to Uncle Sam.

“Secondary market investors will begin
to realize they must bid on this new 5% %
mortgage, and we will see real demand
for loans for the first time in months.”

The home buyer’s interest rate went to
5% % from 5% % April 11. On the same
e day the Federal Na-

‘:n tional Mortgage Assn.,
~ the government’s
mortgage-purchasing
agency, reduced the
price it pays for mort-
gages by $2 per $100.
It had cut its price
three times—Dec. 10,
Jan. 18 and March 4.
And it had refused to buy mortgages larger
than $15,000 per house in its previous
attempts to stem the offerings of mortgage
bankers who were resisting the high yields
demanded by open-market investors.

Last advance? Beck traced the effect
of a ¥4% increase in the FHA rate, as he
had when the agency raised to 5%2 % from
5Va % (NEws, March).

The new Y4 % rise (to 5% %) is equal
to 2%, or 25 basis points, of “price” paid
for mortgages in the secondary market.

“This Y4 % is now added to the home
buyer’s interest payments,” says Beck.
“The mortgage dealer could—theoretically
—charge the builder 2% less in a mortgage
discount. But the investor, at the other
end of the mortgage market, will claim up
to half of that 2% in higher yield. So the
discount to builders on the new 5% %
mortgage will not be 2% less than on a
comparable 5%2 % loan. It will be about
1% less.”

And in fact the new 53 % residential
loan opened at discounts from %2 % to
1%2 % below the old 52 % loan on HOUSE
& HoME’s mortgage chart. The range ran
from par-plus in Boston to discounts of
4Y2 % on the Coast and 6% in Detroit.

Toward a plateau. rFnMA’s $15,000
rule had driven yields upward in the open
market, and they added 12 points on
FHA’s rate change. (Just as Beck surmised,
investors were taking half of the 2%.)
The new level was 5.90% to 6.02%.

“But we’re at the top of the market
now,” said Mortgage Broker Ernest E.
Rutgers of New York City. “A plateau
probably lies ahead.”

Other experts thought yields might rise
slightly before leveling, but the consensus
was that stability was near.

Phil O’Connell of the big New York
mortgage house of Huntoon, Paige & Co.
emphasized that bonds comparable to

BECK
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ISLANDS
DISCOUNTS TO BUILDER are shown for new
FHA-VA 5% % mortgages sold to FNMA. Fig-
ures include %% purchase fee and %% for
FNMA stock. For old 5% % loan, add 2%.

FHA mortgages—the new-issue utilities
rated double A—were down from 5.25%
to a yield of 5.10% at mid-April. The 90-
point spread between these bonds and
FHA loans yielding 6.02% was the widest
in a year.

“The pension funds will now come back
to mortgages,” he said.

Pension funds, never out of the mort-
gage market, were in fact coming in
deeper. President Arthur Viner of Invest-
ors Central Management Corp. of New
York said the volume of orders he fills
for several funds was up sharply.

“The freeing of the market by FNMA
made it possible for yields to rise to a
point where pension funds can increase
orders,” he explained.

Money being found. Most big insur-
ance companies had reportedly left the
FHA secondary market rather than par-
ticipate in the deep discounting that had
developed on the FHA's old 5%2% loan.
But after the FHA rise to 5% %, Vice
President Carl Huebner of Metropolitan
Life emphasized that his company remains
a selective buyer.

“We’re not out of the market, but we're
asking a pretty good yield,” he said.

Savings banks were still short of money.
High yields had ceased to be the determin-
ing factor in their mortgage decisions. New
York’s 15 largest mutuals had lost $110
million in savings switching in the last
three days of March and they had precious
little cash with which to buy at any price.

But the financial community as a vhole
had come through the March 15 fund
squeeze (NEws, Apr.) and was surviving
the April 15 tax showdown. The New
York Times headlined on April 12:

Money-Market Pinch Lessens
Despite Heavy Drain on Funds

The money market digested without
strain some $1.29 billion in new govern-
ment-agency issues in the week of April
12. Commercial banks met and replaced
their certificates of deposit by tax time,
and there were indications that money
was freeing up.

The worst was over.

HOMEBUILDER’s MORTGAGE MARKET QUOTATIONS

Reported to HOUSE & HOME in week ending April 22.

Conventional Construction
FNMA FHA Sec. 203b FHA Loan Rates Loan Rates
Scdry. Discount paid by builder 207 | Comm. Savings Savings
Mkt.xy Min.-Down* 30-year Immed." Apts. | banks, banks, banks,
FHA-VA Firm | Ins. Cos. S&Ls S&Ls Interest-{-fees
City 51/> 53/4 53s 5,5 Trend Commit.| 75% 80% Over 80%| All lenders
Atlanta 534 334 312-41/2 5-7 Up 1 a 6-6V4 6Ya-61/2 61V2-6%4|6Y2-7 +11/>2-2
Boston 43/ 2% par-+1 a - 51/2-53/4 53/a 53/a 53/4-6
Chicago 54 3V 4 512-6 Up 2 5 6 6-61/2 61/4 612+1-2
Cleveland 51/ 34 2-4 3-5 Up 12 a |6 6Ya-612 612 612+1-2
Dallas 53/4 334 41/ 6 llo 2 5 6Va 61a-61/2 6Y5-612(7+1
Denver 54 3% 4-5 6-7 Uo 2 a 6-64 6-6Y4 612 612+1-2
Detroit 5Y/4 3V, 3vz-6 4-6 Up 2 a 6VYa 6Va 6Va 612+1
Hanolulu 53/a 334 4-5 5 Uo 12 a 61/2-63/4 615-634 612-6%a 61/2»7+11/2-3__
Houston 534 334 a 5-6 Un 2 a 6Y3-612 61/4-6%4 61/2-7 61/2-7+112-2
Los Angeles 534 334 41/ 6Va Up 1v4 a 6/3-634 61/>-7.2 6Va-63a|6V2-7+112-2V2
Miami 53/ 334 4-5 4-7 Lo 3 a 6-612 6-61/2 6-612 6Y2-634+1-112
Newark 43/4 23/ 212 312 Up 212 3 53/4-6 5} 6 6Va-612+1
New York 4%/a 2%a 2 2-21> o 15 4-41/56-612 6-61/4 6-61/2|6-6Va+1-112
Okla. City 5% 3% 3-5 4-6 Up 2 a_ |66z 6YVa-6%  6Ya-b%a|6Vz+1-2
Philadelphia 4%4 2% 3-4 a o 6 |5% 6 6 6+1
San Fran. 5% 3% 42 5-6 Up 1 4Y2(6-612 61/a-7 7 61/2-8Y2+1V2-312
St. Louis 5% 3% |2v2-31% 4-5 Up 1 a_ |5¥%-6Ya 6Ya-bY2  bYa-b6¥a|6-7+1-2
Wash., D.C. 5V/a 3Ys 4-5 5-6 Up 2 5 |le+1-2 6+1-2 6+1-2 |6-612+1-114

% Immediate covers loans for delivery up to three months,
future covers loans for delivery in three to twelve months.
« Quotations refer to prices in metropolitan areas, discounts
may run slightly higher in surrounding towns or rural zones.
« Quotatjons refer to houses of typical average local quality.
% 39, down on first $15,000; 10% of next $5,000; 25%
of  balance.

Footnotes: a—no activity. b—Ilimited activity. w—for com-
parable VA loans also. x—FNMA pays %2 point more for
loans with 10%. y—discounts quoted are net after seller
pays 2% marksting fee and %% adjustment for stock
purchase. Seller must pay 1% of mortgage for stock calcu-
lated in $120 units, of which $20 is contribution to FNMA
capital and $100 is for a share trading at about $84. z—
applies to 66% loans.

Sources: Atlanta, Robert Tharpe,
Inc.; Boston, Robert Morgan, pres.,
Chicago, Robert H. Pease, pres.,

pres., Tharpe & Brooks
Boston 5¢ Savings Bank;
Draper & Kramer Inc.,

and Robert H. Wilson, pres., Percy Wilson Mortgage & Fi-
nance Corp.; Cleveland, David E. 0’Neill, vice pres., Jay F.
Zook, Inc.; Dallas, M. J. Greene, pres., Southern Trust &
Mortgage Co.; Denver, Clair A. Bacon, pres., Mortgage
Investments Co.; Detroit, Sherwin Vine, vice pres., Citizens
Mortgage Co.; Honolulu, H. Howard Stephenson, vice pres.,
Bank of Hawaii; Houston, Everett Mattson, vice pres.,
J. Bettes Co.; Los Angeles, Christian M. Gebhardt, vice pres.,
Colwell Co.; Miami, Lon Worth Crow Jr., pres., Lon Worth
Crow Co.; Newark, William W. Curran, vice pres., Franklin
Capital Corp., and Felix M. Beck, exec. vice pres., J. I.
Kislak Mortgage Corp.; New York, John Halperin, J. Halperin
& Co.; Oklahoma City, B. B. Bass, pres., American Mortgage
& Investment Co.; Philadelphia, Robert S. Irving, vice pres.,
First Pennsylvania Banking & Trust Co.; St. Louis, Charles
A. Keller, vice pres., Mercantile Mortgage Co.; San Fran-
cisco John Jensen, vice pres., Bankers Mortgage Co. of
California; Washington, James C. Latta, sr. vice pres., Fred-
erick W. Berens Inc.
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California’s S&Ls challenge banks in savings-rate war

The Bank of America opened fire with an
offer of 5% savings certificates in March.
California’s other major commercial banks
followed suit, and several savings and loan
associations began moving up immediately.

The cost of attracting savings was rising
in California, as it was everywhere else.
Howard Fieldstead Ahmanson announced
that his $2-billion Home s&L of Los An-
geles—the world’s largest—would pay a
straight 5% on passbook savings, but most
associations were content to offer a 5%
certificate for time savings to match the
banks and to retain their going 4.85% on
passbook accounts.

It was not a runaway rate scramble
among the s&Ls, and facts now suggest
that the Eastern financial press was hasty
in speculating that the rate war caught the
Coast s&Ls in vulnerable position. The in-
crease represented about 1/10th of 1% for
the s&Ls, a figure most could well afford.

Too simple a story. Housing starts
had fallen from a high of 292,000 in 1963
to 185,000 in 1965, writers pointed out.
Although NAHB Economist Michael Su-
michrast now says southern California’s
decline has bottomed and will turn up-
ward this year, other economists estimate
that the 1966 total will drop 15%. Febru-
ary starts were 39% below the same
month in 1965, and the annual adjusted
rate of 133,632 was the state’s lowest

since 1954. Executive Vice President
James D. Murphy of Brentwood Mortgage
Co. in Beverly Hills fears the cutback may
reach 50%.

But southern California alone has an
oversupply of 75,000 residential units, and
the cutback in starts must thus be con-
sidered healthy insofar as it reduces the
surplus. President Elwood L. Hanson of
the California s&L League says his group
is actually trying to hold starts down to
175,000 in 1966.

Foreclosures up and down. The over-
supply of housing triggered an alarming
rise in foreclosures in past months, and
analysts were quick to blame the take-back
rate for a cluster of dismaying year-end
reports from s&L holding companies.

For example, Financial Federation, Ed-
ward L. Johnson’s big Los Angeles
combine, earned $6.4 million in 1965
compared with $10 million in 1964, al-
though assets increased by $137 million to
a total of $1.16 billion. A cursory glance
shows that Fin Fed’s foreclosures leaped
from $18 million to $39 million, but it
would require careful study to learn that
the corporation realized a gain of $343,000
on its foreclosed property.

Bart Lytton’s Lytton Financial Corp.,
another holding giant, lost $2 million in
1965 to compare with earnings of $5.7
million in 1964. And recent reports show

that among the following companies, five
were down sharply and one was un-
changed:

1965 net 1964 % change

in millions
California Financial Corp. $2.01 193 4+ 4%
Empire Financial Corp. .. 1.39 139 NC
First Charter Financial ... 20.3 196 + 4
First Lincoln Financial ... 261 546 -52
Gibraltar Financial ...... 386 456 -—15
Great Western Financial . 10.6 941 4413
San Diego Imperial ..... 764 732 4+ 4
Trans-World Financial .. 2.00 323 -38
United Financial Corp. .. 128 273 -53
Wesco Financial Corp. ... 3.92 4.89 -20

Experts agree that 1965 was a bad year
for loss chargeoffs, but they also point
out that it was probably a near-record
year for earnings set aside in reserves.

Not guilty. The picture was compli-
cated when Chairman John Horne of the
Home Loan Bank Board asked Congress
for new regulatory powers for his
agency. Horne said 25 s&Ls with $1.3
billion in assets were problem cases. Al-
though he was talking about the nation
and not about California, Eastern writers
were quick to note that California’s sched-
uled-item (delinquent loan) ratio was
4.98% on December 31 against 2.5% for
the U.S. But California’s 4.98% was down
from 5.27% in the previous quarter. As
for the comparison with the U.S., Califor-
nia has a “faster” foreclosure law.

General Development’s stock,
profits up; Lou Chesler out

Canadian promoter Louis A. Chesler has
sold his 1,292,702 shares in General De-
velopment Corp., the Florida land devel-
oper. His bloc represented 17% of the
7,514,000 shares outstanding and was
worth $8.4 million the day he sold.

The buyer is City Investing Corp., New
York realty and management company.

Chesler helped found General Develop-
ment, and had been president before re-
signing as a director last year.

Current President Charles Kellstadt has
turned GD away from the free-wheeling
sales policy Chesler favored. Before Ches-
ler’s exit, GD announced a 1965 profit of
$2.16 million, up from $1.59 million.

Building stocks. General Develop-
ment rose 2 points, to 7, to lead HouUse
& HoME’s land-company stocks in a small
advance in the month ended April 7. Mi-
ami’s Gulf American gained half a point,
to 12, after winning a court fight to regain
control of Fenestra, Detroit materials pro-
ducer.

Kaufman & Broad led builder compa-
nies up, climbing 3 to 16%. Averages:

Feb. 7 Mar. 15 Apr.7

Building 1% e 5:56 '15.260 | 555
Prefabrication 4.18 4.03 3.82
SRS . e 10;18.  '9:43" & 8.72
Mortgage banking. 13.29 13.72 12.60
Land development 6.46 6.44  6.47

AVErage: & .- - #1786 " B2F 47,33
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April 7 Chng.

April 7 Chng. April 7 Chng.

Bid/ Prev. Bid/ Prev. Bid/ Prev.
COMPANY Close Mon. COMPANY Close Mon. COMPANY Close Mon.
BUILDING
» Adler-Built Inc. ... 12 — 5 First West Finc..... 4 — Ya Christiana 0.5 .. . 4% — s
«!Capital 'Bld. Indic” 165¢ = Lol Gibraltar Fin.c . 15 — 23 Coral Ridge Prop . 5% — 1Y,
Cons Bldg. {(Can.) 5 — 45¢ Great West. Fin. 8% — 14 Cousins Props. 13 .
= Dev. Corp. Amer..... 13/a + 3% Hawthorne Fin. 734 —_ Yy Crawford ....... 23/ )
Dover (GORSE:: fsssserin — Lytton Fin.c — 1V Deltona Corp.b 3 — 3
Edwards Eng. Midwestern Fin.b ... 3% — s » Disc Inc:: e . 2%4 — s
Edwards Inds. San Diego Imp.c........ 6V2 — Y, Fla. Palm-Aire 2Ya — 14
Eichler Homesh ......... 3% ... Trans-Cst. Inv. . 31 — 3 Forest City Ent. N R
» First Hartford Rity 6% — Trans Wrld. Fin.c.. 7% — 1V Garden Land 45/g +
First Nat. Rity.b...... 134 + Vs Union Fin. — 1 Gen. Develb .. 7 S
* Frouge ...... + 7 United Fin. — 3 Gulf Americanb 12 SRS
General Bldrs.b . + » Wesco' Fini' codcioeses 142 —1 Holly Corp.b ... 1Ya + Ve
Kavanagh-Smith . — 15 Horizon Land 27%d — Vs
Kaufmt:an & Bd.b + 3 Laguna Nig. A.h 117% 1 Vs
Levitt! = 7 » Laguna Nig. B 4 Ya
Lou Lesser Ent.b. b /S/s MORTGAGE BANKING Lake Arrowhead -
us! —1716 * Macco Rity. .. Vs
Pres. Real. A.b.......... 5 g | DA n g o s BRI s —h 3¢
* Amer. Mort. Ins 9142 + Y "
= Sproul Homes ...... ~— s Associated Mtg 7d IR * McCulloch 0ilb ...... — Yy
U.S. Home & Dev.... 1 + % SUALIS Credie | o G So. Rity. & Util.b..... 3Va + w
Jim Waltere + Y Charter 3 33 Sunset Int. Pet.b.... 6Va + 58
Del. E. Webbe... — 0y kA
Colwell 15 =3
Cont. Mtg 29% +
Cont. Mtg 62 —_—
PREFABRICATION FNMA .. 78%4 + 2va a—stock newly added to table. b—
First Mtg. 16 —_ closing price ASE. c—<losing price
Admiral Homes S+ RS St = Kissell Mtg.b 43d  — 3 NYSE. d—not traded on date quoted.
Albee Homes .. 13%d — 14 + W g—closing price MSE. h—<closing price
» Continental es 3 4= 15 — 1% PCSE. k—not available. p—formerly
Gt. Lakes Homes........ 1%s — Vi * Mortg. Assoc. ....... 4%s + Wallace Investments. *«—not included in
Inland Homesb . 5 — » Southeast Mtg. Inv. 10V + Y averages. x—adjusted for 4-for-3 split.

Madway Mainline 32 AW N S
Modern Homes .......... 2%29 —
Natl. Homes AZS..... 3% + A

* Nationwide Homes.. 1%

United Imp. & Inv.b 434

V2

Sources: New York Hanseatic Corp.,

* Scholz Homes.......... 47/ Vs LAND DEVELOPMENT Gairdner & Co., National Assn. of Secur-
= Seaboard Homes...... 0y N T ities Dealers, Philip Beer of Russell &
Steel Crest Homes.... 47/s — 1 All-State Prop. ........ 36¢ — 8¢ Saxe, American Stock Exchange, New
Swift Industries .... 2¥s ... « American Land .. ) i el RN | York Stock Exchange, Midwest Stock
ke ek Exchange, Pacific Coast Stock Exchange.

g + 1 Listings include only companies which

Atlantic Imp. — 11 derive a major part of their income from

S&Ls Canaveral Intl.b + 7% housing activity and are actively traded.

American Fin. ..........

=]

Calif. Fin.c
0 ey ]/ ORIl A vy TR e
Empire Fin. . Vs

Equitable S&L Vs LOAN SIZE

Far West Fin.c .

s SHORT-TERM BUSINESS LOAN RATES

Percent interest and (net change) in year

7 other Northern
& Eastern cities

11 Southern

New York City & Western cities

Fih: Fediel o ol $1-10 . 5.65 (+.01) 5.88 (— —) 6.02 (+.07)
First Char. Fin. ) $10-100 5.37 (—.04) 5.62 (+.06) 5.73 (+.06)
First Fin, West. A $100-200 . SN 0T2) 5.31 (+.06) 5.45 (+.09)
First Lincoln Fin 7V — 1va $200 & over . 4.64 (+.03) 4.87 (+.01) 5.03 (—.06)
First Surety o.ieei. 3% = Source: Federal Reserve Bloard, September, 1965.
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faiy DNoes (It o J
with fi/—g-l’ox Windows

You’ll find it easy to demonstrate the advantages of
removable and balanced R:O0-W Wood Windows.
They’ll give your homes an extra flair that suggests
quality throughout. Select windows with great care.
Experienced home buyers do.

R:O*W Window Sales Co.

1369 Academy East, Ferndale, Mich. 48220




INSTALL GAS-FIRED

v VMM A,
; Voo O00

...and SAVE MIONEY!

SINGLE OR
MULTIPLE UNITS

FireHOOD, the famous free-standing
conical fireplace, is now available
gas-fired for an economical addition A
to any dwelling. Available in 30” or >

7

38" hearth and a choice of decorator .

colors to add an accent and appeal

to the room. Requires no masonry 7

N

work or extra floor support. Comes

complete with built-in controls and

a ceramic log. Vents through any authorized vent . . .
multiple units can use one common gas vent. Builders
and apartment owners declare “that it increases occu-
pancy” and customers are pleased with the colorful
effect. The unit is AGA and CGA approved.

CHOICE OF HOUSE & GARDEN COLORS
DISTRIBUTED NATIONALLY

Write for literature and specifications . . .

CONDON-KING CO., INC.
@&\ DEPT HH-5, 5611-208TH AVENUE S.W.
W LYNNWOOD, WASHINGTON 98036

Manfactured in Canada by:
FIREHOOD MANUFACTURERS LTD.
266 E. Esplanade, North Vancouver, B.C.
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Ohio’s ‘whiz kid’ builder emerges
from plunge into bankruptcy court

Ten months ago Cleveland
apartment builder Marvin M.
Helf took a step no builder
chooses willingly—he placed 11
of his 19 interlocking companies
under protection of a federal
bankruptcy court to fend off the
mounting claims of creditors.
Work on 11 Helf apartments
from Pittsburgh to Toledo halted.

The spectacular collapse cast
a pall over Cleveland apartment
building and mortgage lending.
For Helf was the “whiz kid.” He
started operating from his home
in 1946, and by the late 1950s
he had built over 5,000 houses
in Cleveland. He spotted the
trend to apartments early and by
1961 had built 1,000 units. He
was a respected leader in build-
ing and was elected an honorary
life director by NAHB in 1964.

Last month Helf was back in
business at the old stand—but
with new bosses. At age 44 he is
now vice president of a new com-
pany set up by the court to run
ten apartment buildings owned
by Helf’s ailing companies. For
the next three to ten years, de-
pending upon the court, this
part of the Helf empire will be
run by his creditors.

Helf escaped from active court
supervision in ten months; this
is far less than the seven to ten
years required for many reor-
ganizations of this size and com-
plexity. The speed is largely the
work of Bankruptcy Referee
Wlliam J. O'Neill, who set a
series of tight deadlines for com-
pleting a reorganization plan.

Like all reorganizations, the
result is a mixed bag for Helf
and everyone concerned. Helf
will be working as manager to
finish and rent his own apart-
ments at a 3% management fee
inside Cleveland, 4% outside.

Nearly 1,800 subcontractors
and suppliers who claimed $6
million from Helf must make a
hard choice of accepting 15¢ for
each dollar owed or taking 10¢
in cash plus one share of stock
in the new company for each
$100 due them.

For mortgage lenders, it means
postponing for one year any
principal payments of $17 mil-
lion lent on Helf structures.

Helf will own 50% of the
stock in the new company,
Apartment Living, Inc., but the
creditors’ committee will control
three of five board members.

Apartment Living will operate
still saddled with the deep finan-
cial problems that plagued Helf:
a top-heavy debt load coupled
with slow-renting apartments. To
carry himself over the hump,
Helf had borrowed $1.8 million
in second and third mortgages at

CLEVELAND’s HELF
After an unpleasant step, recovery

12% to 18% % interest. Indus-
trial Finance Corp. of Boston, a
Merritt, Chapman & Scott sub-
sidiary which loaned all but
$100,000 of this, is now cutting
back interest to 6% as part of
the reorganization, but in re-
turn 1FC will add Y2% monthly
to principal after three years.

Hence Apartment Living will
face an interest bill of $864,000
a year or $72,000 a month.
Helf was forced to seek court
protection because interest was
eating up 81% of his monthly in-
come; the new arrangements will
drop the percentage to less than
50% of $160,000 monthly rent.

When the Helf empire col-
lapsed, 71% of the 1,095 units
in ten complete or semi-complete
buildings were occupied. Since
then receivers have boosted oc-
cupancy to 84%.

As part of the workout, 1EC is
putting another $450,000 into the
company, at 6%, to pay claims
and provide working capital.

No one expects the road back
to be an easy one. The agree-
ment, says O’Neill, appears to
save Helf from “a situation that
seemed leading to bankruptcy for
all Helf corporations.”

Lusk trustee quits;
it took too much time

A. C. Simon resigned unexpec-
tedly last month as trustee to
lead the reorganization of Lusk
Corp. of Tucson, Ariz., once
housing’s tenth largest home-
builder. Simon, a retired food
wholesaler, told a federal court
the demands on his time were
“far in excess of what I antici-
pated.”

The court named Charles
McCarty of Tucson, previously
Simon’s attorney in the Lusk
reorganization (H&H, Jan.), as
replacement trustee. Shortly be-
fore Simon’s resignation, the
court had approved issue of
$175,000 in trustee certificates to
let Lusk build an apartment in
Sacramento.

NEWS continued on p. 30
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HE HOTTEST BUILDER ITEM
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Front and rear

| \\ | 77
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“w - Sections with

panels removed. H ea‘tin’g i H U m'Ld'&ﬁCG/tlon =0 COOhng
Dehumadification — Electronic Air Cleaning
ALL IN ONE PACKAGE

Yes, to the builder who is constantly
looking for new merchandising features,
WILLIAMSON’s new ‘‘Five-In-One”’
Yearound Indoor Climate Control Con-
sole should prove to.be the hottest home
feature for 1966.

Smartly styled and handsomely stream-
lined, the new “‘Five-In-One” is a furnace,
humidifier, cooling/dehumidification unit
and electronic air cleaner completely en-
closed in a single casing. Best of all, the
new “‘Five-In-One” costs less and takes
less space than a combination of com- ELECTRICAL
parable capacity elements purchased as

separate units and assembled into a total i S CIT @ ||  FuRNAcE
comfort package. HUMIDIFIER s f Exh

EXCHANGER
The WILLIAMSON “Five-In-One” is
available for use with natural gas, L.P. gas
or fuel oil. Heating capacities range from
80,000 BTU/H to 150,000 BTU/H. Cool-
ling capacities availablefrom 25,000 BTU/H
to 57,000 BTU/H.

Regardless of your building plans for 1966,
it will be worth your time to take a “look-
see”” at WILLIAMSON—the broadest line
of quality heating and cooling equipment
in the industry.

ELECTRONIC
AIR

CLEANER

BURNER
(Gas shown—can be 0il)

The Williamson Company

Dept. M-78
3334 Madison Rd., Cincinnati, Ohio 45209
(513) 731-1343




NOW YOU CAN BUY AN

ACRYLITE
SKYWINDOW

AT HALF PRICE!

=75 Special Introductory Offer! <=

BUILDER'S REGULAR PRICE...$46.35
PROMOTION PRICE 23.18

(To Builders Only)

YOU SAVE...$23.17

‘; Model HS2432 Skywindow

*Trademark

Now the problem of dim, windowless bathrooms can
be eliminated for good.

1! The ACRYLITE Skywindow provides abundant daylight from
. overhead plus the comfort of complete privacy . . . actually makes
the interior bathroom a dramatic new home sales feature. The
unit installs easily on any roof . . . admits evenly diffused daylight
throughout any room . . . adds excitement and value to any home.
And the ACRYLITE Skywindow is weather-proof and shatter
resistant . . . never needs replacement.

Perhaps you first saw it at the NAHB Show or installed in other
new homes. Maybe you've read about it in ads or editorials in
national magazines — and wanted to try one in your model home.
Well, be our guest. You can buy, for a limited time only, a Model
HS52432 ACRYLITE Skywindow at half price. Prove to yourself
that it will help sell your new homes faster.

28 HOUSE & HOME



Here’s why we make this offer!

In 1966 Cyanamid will ship its one millionth ACRYLITE® acrylic skylight.

In the past two years alone, over one thousand builders have become users of ACRYLITE Skywindows.
The majority of builders who try just one ACRYLITE Skywindow in a model home re-order again
and again. Many are installing four, five, even six units in one home — at the request of owners! To in-
troduce the ACRYLITE Skywindow to as many builders as possible, and prompt you to try it, we're
making this special offer. Once you've installed one in a model home, the interest and excitement it
creates among your prospects will prove how effective the ACRYLITE Skywindow is as a new home sales
feature.

Look what other builders say:

“Acrylite Skywindows have
drawn many comments, and
all good . . . product is really
seen and admired.”
Mr. Bob Jennings
of Bob Jennings, Inc.,
Daytona, Flor<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>