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Imaginative new flooring helps sell homes. 

Caribbean inspired l̂ i ngston 
vinyl asbestos tile by Azrock 

V-651 St. Ann 

V-652 jamaica 

V-653 MoranI Bay 

V-654 Lucea 

Take a block of sea-shaped coral . . . cut it into twelve-inch 
squares, . . and you have the look of Kingston, Azrock's newest 
innovation in vinyl asbestos f l o o r t i le! It's styled w i t h skill and 
imagination that helps make your homes more s a l ab l e . . . 
made w i t h large chips of translucent vinyl surrounded by 
smaller vinyl chips, each containing f ine particles of actual 

m a r b l e , and d e e p l y i n l a i d on a v i n y l asbestos b a c k i n g . 
K ings ton is an e x c i t i n g f l o o r i n g adap t ab l e to any r o o m , 
any decor. W i t h feature strip, custom f l o o r designs can easily 
be c rea ted — s t r a i g h t f r o m the c a r t o n ! A v a i l a b l e n o w in 
four tropical colors, 12"x12" size, 1/16" gauge. Kingston 
— a n o t h e r c u s t o m e r - c o n v i n c i n g f l o o r idea f r o m A z r o c k ! 

another fine floor by A Z R O C K " 

Nationally advertised in Better Homes & Gardens, House Beautiful, House and Garden and others. 
For free samples, write Azrock Floor Products, 526B Frost Building, San Antonio, Texas 78205- the HemisFair'68'^' City 
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Colorful promotion materials — yours FREE 
when you sign up to make your next model a 
"NEW DIMENSION HOME." 

3' X 5' all-weather 
banner. Plenty of 
room for your name 

TV storyboard and 
suggested script 

VantiUlirwg 

Quality products 
feature signs 

Direction arrows 
with imprint space 

:30 and :60 second 
radio script 

Newspaper ad 
layout, repro art 
and product mats 

Tasteful metallic 
NDH Medallion 

NDH Builder regis
tration Certificate 

IVIuTone s c o u i u ) 
D I V I S I O N — ^ 

NEW DIMENSIONS IN B E T T E R LIVING 
Madison and Red Bank Roads , Cincinnati , Ohio 45227 

Sign up today — be a part of the biggest product-
package promotion ever offered by NuTone. 
NuTone, long recognized as a leading home products manufacturer 
does it again — leads the way with a promotion designed 
to help you get more model home traffic — sell more houses — 
add to your profits. A promotion package you will w a n t . . . 
featuring products that add comfort, convenience, safety 
and entertainment to your home. 

Save on famous NuTone products. 
The quality, features and styling of the complete NuTone 
product line is available for your model home selection. When you 
sign up you will receive action building model home promotion 
materials — F R E E ! Colorful materials specifically designed to 
help you "show and sel l" from your model home. 

Get all the facts on how you can join, promote and profit 
with a "New Dimension H o m e " . . . 

Contact your NuTone representative, or mail this coupon Today! 

NuTone, Dept. NDH 
Madison at Red Bank Roads 
Cincinnati, Ohio 45227 

NAME. 

FIRM NAME 

ADDRESS 

CITY 

STATE -Z IP . 



NuTone Better-Living product packages 
to make vour model a "New Dimension Home 
All famous brand name NuTone quality products are 
available at special model home prices. 
Pick your savings when you pick your package. You select the products 
you need in the price range you want — then add up the savings. 

Music/Intercom Systems add a 
glamorous sales feature — make 
your home even more attractive to 
buyers. 

Fold-ln-Wall Record Changer. Space 
saving convenience . . . include it as 
part of your NuTone music-intercom 
system. 

Range Hoods for every size kitchen. 
All tested and labeled for air delivery 
and sones." 

New Decorator Door Chime. Glamour 
. . . in your choice of 5 leading "ac
cent" colors . . . Antique Red, White, 
Blue, Avocado and Walnut. Enhance the 
entry w i th "Mas te rp iece Se r i es " 
lighted pushbuttons in Antique Brass. 

E x t e r i o r Mounted F a n s . 
Range ventilation for the quiet 
house. For flat or pitched roofs 
— wood or masonry walls. 

New Bathroom Blower Fans to 
fit every ventilation need. All 
rated in sones* and actual air 
delivery. 
•Most accurate measure of 
sound. 

Trendsetting Lightcraft fixtures are also 
available for your model "New Dimension Home" 
Select from the full line of glamorous decorator inspired fixtures in 
Mediterranean, Traditional, Colonial or Contemporary styles. 

Dining Room 

Post Light 

Kitchen 

Get all the details, contact your NuTone 
representative today! Take advantage of 
this special promotion offer. 

ISI L i T o r i o 
D I V I S I O N 

S C O V I L L 

NEW DIMENSIONS IN B E T T E R LIVING 
Madison and R e d Bank Roads , C inc innat i ,Oh io 45227 
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START 
WITH 

WOOD 

FINISH WITH 
OLYMPIC 

STAIN 

Costs less than paint. 
Lasts longer than paint. 
Easier to apply than paint. 
Protects w o o d w i t h P,M.O, 
Guaranteed not to crack, peel or blister. 
66 Colors, solid or semi-transparent. 

<̂  O l y m p i c s r n i n 

3 p 5 

5it 

^ ^ ^ ^ 

Wood: cedar shingles. Architects. Benriett & Johnson. A.I A / For colot samples on wood and A I A Manual write Olympic Stain. 1118 N.W. Leary Way, Seattle. Washington, 
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NEWS 

In atmosphere of crisis, open liousing comes to tlie nation 
As I he country mourned the slain Martin 
Luther King Jr. and racial violence flared 
in 1 11 cities, the Hou.se passed a nation
wide open housing law. 

The law. which wil l afi'ect 80% of the 
country's 65 mill ion housing units, was 
immediately signed by President Johnson, 
who had urged pa.ssage for years. 

Said the President: "This is a victory 
for every American. Through the process 
of law, we shall strike for all time the 
shackles of an old injustice." 

The housing industry itself welcomed 
the measure. President Lloyd Clarke of 
NAHB emerged f rom the House gallery 
after the vote and said: " I t is a bright, 
new day in American history. I think this 
bill wi l l work, and I know all builders 
will cooperate." 

But the real estate industry still had 
reservations about what it considers "forced 
housing." The president of the 85,000-
member National Association of Real Es
tate Boards, Lyn Davis of Dallas, prom
ised to abide by the new law. But he added: 

"We feel that it is a loosely drawn and 
unsound legislative attack on the human 
right of private property ownership." 

Civil rights leaders generally hailed the 
law, but they were quick to add that "much 
more must be done immediately." 

Proud moment. In enacting the law. 
the Hou.se swallowed its pride and voted 
the Senate's version of the bill word for 
word. Had the House changed one comma, 
the bill would have been forced into con
ference. Then it would have gone back to 
the Senate, where a filibuster might have 
killed it. 

The House passed the bill 250 to 171 
in a bipartisan efl^ort. 

The House's dramatic action was spurred 
quite clearly by the assassination of Dr. 
King, the nation's foremost spokesman for 
civil rights, and by the week of coast-to-
coast rioting that followed (40 dead. $45 
mill ion in property damage). 

Indeed, thousands of armed troops still 
patroled Washington's streets as the House 

Wide World Photo 

A L E R T TROOPS with machine guns ringed Cap
itol as House voted. Washington riots killed 11 . 

voted (photo, above). 
Getting votes. "Last Thursday morn

ing (before Dr. King's murder) ," said 
Wil l iam Colmer ( D . , Miss.) , an open 
housing foe. "the Administration didn't 
have the votes to get that bil l out of com
mittee." 

But on Apr i l 9, the day Dr. King was 
hurled in Atlanta, the Hou.se Rules Com
mittee voted 9 to 6 to force the Senate-
passed bill to an immediate House vote. 
In an unusual move, floor debate was l im
ited and no amendments were allowed. 

The hero of the hour for bill supporters 
was normally conservative John B. Ander
son (R., 111.) who cast the swing vote in 
committee. Said Anderson, whose own 
constituents opposed the bi l l by 2 to I : 

" I legislate not out of fear but out of 
concern for the America I love." 

Stage by stage. The law, which wi l l 
be enforced under civil law, will become 

effective in stages. By Jan. 1, 1970, cover
age wil l be extended to 80% of all hous
ing—that is, all but private homes sold 
without a broker. 

The law wil l not dramatically afl'ect the 
housing industry for eight months. 

For questions and answers on how the 
law will affect homehuilders, see p. 44. 

Cautious NAHB. Although NAHB did 
not officially endorse the bi l l , insiders re
ported that "a growing number of local 
as.sociations were urging NAHB support." 

Historically, NAHB has shied f rom such 
legislation for what it considered a soimd 
business reason: Homebuilders did not 
want to be the only segment of the housing 
market forced to integrate. 

Said President Clarke: 
"Such laws that distinguish between 

new houses and existing houses would 
place the burden of achieving nondiscrim
ination on homebuilders, though in any 
one year we add only 2% to 3% to the 
total housing supply." 

The Des Moines builder added that 
community acceptance of open housing, 
and in turn the law's success, wi l l be helped 
"in no small part by the educational efforts 
of our 40,000 N A H B members." 

Even more caution. I n a careful state
ment, the co-directors of the National 
Committee Against Discrimination in 
Housing, called the law "one step in the 
right direction." 

But the NCDH leaders warned: " I t would 
be cruel and dangerous to raise expecta
tions of [ghetto dwellers] to believe that 
the new legislation wil l have any imme
diate impact on housing conditions or re
strictive housing market practices." 

According to an NCDH survey, fifteen 
states and about 100 localities already have 
local laws with broader coverage than the 
new civil rights act. — F . L . 

Bill Levitt does his part by announcing his own open-housing policy 
The day after Mart in Luther King was 
slain in Memphis, the nation's largest 
homebuilder decided to end discrimination 
in all his subdivisions. 

Levitt's announcement came five days 
later, the day Dr. King was buried, in f u l l -
page advertisements in five hig-city news
papers, including The New York Times. 

The ad described the Levitt decision 
as the company's "tribute to Dr. King . " 
A n d in a press release issued that day, 
Wil l iam Levitt noted that "open housing 
was one of Dr. King's greatest hopes." 

The newspaper ads went on to urge all 
homebuilders to follow Levitt's example: 

"We ask all our colleagues to adopt a 
similar policy without delay. The forces 
of bigotry and prejudice must not be per
mitted to prevail any longer, and we urge 
all builders—large and small alike—to do 

their part in making America once again 
the ideal of the world." 

Levitt & Sons had been selling to Ne
groes in 14 of its 18 tracts. Like many 
builders, the company followed "local cus
tom." so its four subdivisions in the Bal
timore-Washington area were segregated. 

In general. Levitt's stand was praised 
by the press, civil rights leaders and the 
public. "We got 100 phone calls in one 
day," said a Levitt spokesman, "and 99 
of the callers praLsed us." 

Some newspapers, however, seemed 
skeptical. The Wall Street Journal's article 
left the false impression that the change 
was dictated by the parent. International 
Telephone & Telegraph. And the article 
added that Levitt's frank admission of dis
crimination "publicly bares a practice that 
is widespread in homebuilding." 

Some builders had even harsher words— 
" I t was a cheap publicity trick. The new 
law wi l l cover his tracts anyway." 

Levitt's public relations director. Rich
ard Gunderson, refuted the criticism: 

"We reached our decision days before 
even the House Rules Committee acted." 

A civil rights spokesman, who asked 
not to be named, said, " I f builders are 
yelling, they must already feel the impact 
of his stand. So it's a welcome sign." 

The National Committee Against Dis
crimination in Housing said: 

"Wil l iam J. Levitt has set an example 
that every homebuilder and real estate 
man should be proud to fol low." 

And in an editorial, the Washington 
Post said that Levitt's decision "vastly im
proves the moral position of the industry." 

NEWS continued on p. 8 
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SL-8022-34 SL-8022-7 

ahoul 

$4095 
abo SL-802 

SL -985 -34 

SL-8417 ahoul SL-8031 

Only one of these Starlight styling^ 
costs more than ̂ 28^^ 
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$795 
ahoul m SL-8420 

ahoul SL-8414 

ahoul SL-8020 

Low-cost l ight ing has always been an easy way to 

economize in budget or mul t i - fami ly housing. These 

new Starlight designs make it easier than ever, and 

wi th a touch o f luxury t h a f s sure to appeal to your 

homebuyer prospects. 

Starlight is your best way to combine tasteful l ight

ing w i t h low prices. Your local Thomas dis tr ibutor 

w i l l show you how to make the most o f Starlight's 

practical touch o f luxury . L o o k f o r the sign o f the 

l ight ing center lantern in your area. Or wri te us fo r 

more in fo rma t ion and a free brochure. Residential 

L igh t ing Div i s ion , Thomas Industries Inc., 207 East 

Broadway, Louisvil le, Kentucky 40202 

im THOMAS 
immriuis 

A l l prices shown are suggested retail . (Prices slightly higher Denver and West.) 
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menl is still a laboratory curiosity." And 
an ACi past president. Clyde Kesler, says 
Chem Stress (which has no ASTM perfor
mance criteria or commercial standards) 
is "at least five years f rom general use." 

FHA'S Dieman concedes: "No one at 
FHA challenged the cement." But HUD'S 
Simpson—wlio mistakenly claims self-
stressing cement "has proved quite effec
tive for highways"—says the cement is 
ready for its first commercial application: 
" M y engineers say it is perfectly safe." 

Chinese invention. Uniment began to 
evolve in 1963, when Colorado stock pro
moter John H . Lowell and Dallas builder 
Edward T. Dicker ( H & H . Jan.) approached 
Rice with a building system prepared by 
a Chinese inventor. Rice advised them to 
develop the system with his cement. 

The Chinese, named Lum, faded quick
ly f r om the deal. 

Rice became solidly involved. As a 
vice-president of Lowell-Dicker's Interna
tional Homes Inc., Rice was promised 
a percentage of the profit. And through a 
cement-licensing company. Rice was to 
get a royalty on each barrel of cement 
used. Further, he was paid $100,000 as 
engineering consultant to build and test 
a prototype house i.photo, left). 

Af te r inspecting the prototype, FHA 
agreed to insure $6,000 mortgages ($8 a 
sq. f t . ) for 183 houses under its experi
mental low-cost housing program (Sec. 
233) . The houses were to be built in 
Brownsville, Tex. 

The non-buildings. But those first 
box houses were never built. Investors 
reviewed costs and concluded that 1,000 
hou.ses would have to be built to amor
tize $1 mil l ion worth of box-forming 
equipment. 

In addition, when the prototype was 
a month old. Dicker discovered wall 
cracks. According to Dicker. Rice, when 
questioned, replied: "There are bugs in 
everything." (Shortly afterward, the pro
totype was destroyed. Rice says it was 
tested to destruction. Dicker says it was 
simply leveled by a wrecking crew.) 

In 1966 Dicker dropped f rom the deal. 
But Rice and Lowell continued to de
velop technology aimed at stacking the 
concrete boxes into apartments. 

Box by box. A year passed, and the 
surviving corporation. Stressed Structures 
Inc. (ssi) . proposed the Uniment build
ing—the six-story Richmond apartment.* 

Last October FHA made a Sec. 233 mort
gage commitment for $390,000. or $15 
a sq. f t . Dieman, who approved the mort
gage, says, "Simpson pushed hard for i t . " 
Dieman did refuse to award ssi a $40,000 
insulation-research grant, though his as
sistant, Joseph Sherman, favored the grant. 

The investors, who have put $1.5 million 
into Uniment over the years, are report
edly disappointed. Richmond's construc
tion pace has dragged, while costs have 
skyrocketed. Rice has told FHA that in
vestors wi l l spend $300.000—over and 
above the $390,000 mortgage—to com
plete the 24-unit building. 

A better Habitat. But Rice is still find
ing buyers for his Uniment idea. 

Instant rehab: Doubts haunt Ed Rice's masterbox 
Instant rehab—the idea that created an 
instant reputation for Edward K . Rice 
and his Conrad Engineers—is now un
der fire f r om some powerful H U D of
ficials. 

Reason: Instant rehab reportedly cost 
$25,000 a unit, even after developmen
tal costs are discounted. 

This project showed off Rice's bound
less imagination. Rice himself ran the 
show f r o m a specially built platform as 
his hand-picked workmen rehabilitated 
a five-story Manhattan tenement in less 
than 48 hours. The crowning touch: 
Workers lowered preassembled bath
room-kitchen boxes into place through 
a hole in the tenement roof. 

The announced cost: $13,000 a unit, 
or half the cost of new construction. 

Housing Secretary Robert Weaver 
went to the site to hail the federallv fi-

i ne N e w TOrK I imes 

( 

HMD 
R E H A B B O X is hoisted througil the roof. 

nanced effort ($597,300 in mortgage 
insurance and a $1.2 mill ion research 
grant). 

Fed by hourly press releases f rom a 
24-hour publicity headquarters at the 
site, newspapers and magazines broke 
into eager praise ("Instant Rehab 
Proves Instant Success"). In an instant, 
criticism of Weaver's H U D for inaction 
faded in new enthusiasm for the 
agency's daring innovation. 

That was a year ago. 
Late last year the Institute of Public 

Administration, a private group, gave 
H U D a secret—and deeply pessimistic 
—evaluation of instant rehab. The re
port said costs were actually $25,000 
and questioned whether such rehab 
would ever be economical. 

That report has not been released. 
Says an IPA source: "Some H U D oflicials 
still want to think of instant rehab as 
a success." 

James R. Simpson, HUD'S director of 
building technology and instant rehab's 
biggest booster, refuses to discuss the 
IPA "draft ." He promises to release a 
"finished report" within a month. 

Rival H U D sources claim Simpson 
has "taken over the rehab report" and 
attempted to collect his own cost figures. 
Needless to say. housing officials expect 
optimistic conclusions. 

Instant rehab does, in fact, have de
fenders. New York City housing of
ficials are making plans for Conrad and 
Tishman Construction to rehab 20 more 
tenements this summer. 

"The first project," says one official, 
"didn't produce meaningful costs." 

Yet H U D .sources say Tishman has al-
readv pegged unit costs at a discourag
ing $17,000. And some top-ranking of
ficials insist: 

"Instant rehab is dead." 

Last August he teamed up with archi
tect Moshe Safdie, who created Expo's 
Habitat. By manufacturing lighter boxes 
with Rice's cement, Safdie hopes to cut 
costs f rom Habitat's $100 a sq. f t . to $15. 

Safdie propo.sed a Uniment-Habitat for 
Washington. D.C.'s in-city community 
( H & H . O C T . '67) . At first Di.strict officials 
said they had no time for experiments. 

Enter Jim Simpson. He assured officials 
that some new systems were ready to go. 
And then he arranged a meeting between 
the officials and eight innovators—includ
ing Safdie and Rice. 

Result: In February Safdie and two 
other innovators received $22,500 each to 
prepare a feasibility plan. 

Although final costs have not been sub
mitted, FHA'S Dieman says, "Safdie's units 
wi l l cost $30,000 each to build. It is a high-
cost building system." Without Dieman's 
Sec. 233 mortgage insurance, the project 
cannot be built. 

More to come. Safdie and Rice have 
informally proposed luxury housing for 
New York City. Giant Utah Construction 
& Mining Co. has an option to build it. 

Questioned about New York . Joe Sher
man, the FHA assistant whom Rice hired 
in January as a Conrad vice president, 
showed some Ricemanship of his own: 

"We can't discuss that project because 
the Mayor wants to make the first an
nouncement. But don't print that." 

This month Conrad Engineers is pre
paring an application for HUD'S largest re
search contract to date ($5 mi l l i on ) . The 
winner wil l evaluate new building tech
nology for two years. 

Does Ed Rice have a chance for this 
contract? 

Ask Jim Simpson. I t wil l be partly his 
decision. — F R A N K L A L L I 

•Rice holds at least 1 0 % of ssi's shares. His 
Conrad Engineers holds ssi's design and con
struction contracts for the Richmond apartment. 
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Chicago high-school students build a builder's $50,000 model 
Except for pouring the foundation, the 15 
teenagers are doing all the work themselves 
(above) in three hours after school each 
day. 

Similar projects are under way in Salinas, 
Calif., and Irving, Tex., but the young Chi-
cagoans are undertaking the largest and 
most expensive teen homebuilding project 

on record. It's a three-bedroom-house with 
2.300 sq. f t . and it w i l l sell f o r $50,000 
when completed in June. 

The tyro building craftsmen attend Glen-
brook Nor th and Glenbrook South High 
Schools, where they take courses leading 
into architecture, engineering and the build
ing trades. 

Their project began last September when 
Harry Schwaegerman, a Nor th High in
structor, and builder Wil l iam Kennedy, a 
North graduate and vice president of Ken
nedy Development Co., decided that on-
the-job building for students would serve 
two ends: 

• Replenish the shortage of carpenters, 
plumbers and electricians. 

• Ofl'er practical experience to students 
interested in the building trades. 

Kennedy furnished a site in his Char
lemagne development in suburban Nor th-
brook, along with materials and plans. 

"The profit f r om this year's house wi l l 
be used to finance another next semester," 
says Kennedy. —Terry Sharpe 

McGraw-Hil l World News, Chicago. 

Inflation is taking house costs up, up—and away 
The cost of the average house rose 10% in 
1967, the sharpest increa.se in a decade. 
That was more than twice the increase in 
the consumer price index—4%—and two-
thirds more than the average pay raise in 
unionized industries—6%. 

A n d a nationwide survey of housing 
markets by Advance Mortgage Corp. of 
Detroit projects similar cost increases this 
year. 

President I rving Rose of Advance warns 
that inflation is now taking most single-
family housing out of the reach of families 
of modest income. 

"There is a growing disparity between 
housing supply and demand," he points 
out. "TThere is a great demand for homes 
under $20,000, under $25,000 in the West, 
and for apartments under $150 (monthly 
rental). But neither are being built ." 

Vacancies. Advance also disclosed that, 
although vacancy rates are declining in 
some areas, they are not falling as fast as 
might be expected. 

"The affluent adjust to inflation," Rose 
observes. "The poor double up." 

Here is a comparison of vacancy rates 
in the available housing supply, both rental 
and homeowner units, in ten metropolitan 
areas at year-end 1966 and 1967: 

1967 1966 
Atlanta 2.4% 2.7% 
Chicago 3.3 3.3 
Cleveland 3.1 3.0 
Detroit 2.1 2.0 
Houston 4.7 5.5 
Los Angeles 3.6 5.1 
Orange County, Calif. 3.1 5.4 
Pittsburgh 2.5 2.6 
San Fran.-Oakland 2.2 2.7 
Seattle 2.8 2.9 

Detroit's vacancy rate is still the lowest 
for any market. But vacancies increased 
for the first time in five years. 

Vacancy rates in Atlanta, Houston and 
Seattle and in the California markets of 
Los Angeles, San Francisco-Oakland and 

Orange County were the lowest in ten 
years. 

The rental vacancy rate is 1.5 times the 
rate of total vacancies for most metropoli
tan areas. The homeowner vacancy rate is 
50 to 65% of the total rate. 

The '67 market. The survey traces the 
housing market's turn toward recovery in 
1967. Af te r starts touched a postwar low 
of 850,000 in October 1966. they bounced 
back to an annual rate of 1.58 mill ion in 
the fourth quarter of 1967, a rate com
parable to that of the prosperous years of 
1963-65. 

The sales-and-starts recovery was re
gional, not national. A few major markets 
were booming, and they included Atlanta, 
Chicago and Detroit; but others, including 
New York , Los Angeles and San Fran
cisco-Oakland, were at or near postwar 
lows. 

The vigor in the 1967 market was con
centrated in apartments. The only booms 
were apartment booms. 
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Both new-home and modernization prospects are now seeing advertising for new Kentile® Wedge-Stone'^'^ Vinyl Asbestos Tile in Life, 
The Saturday Evening Post, Better Homes and Gardens, and other leading magazines. These 12" x 12" tiles install fast and easy. Colors: 6. 

Looks expensive, but isn't: New vinyl Wedge-Stone tile! 
Whether you're building new homes—or remodeling—this textured Wedge-
Stone floor is a sure customer-pleaser. And for a quality Kentile vinyl tile floor 
that's greaseproof, easy to clean, quiet and comfortable underfoot—Wedge-
Stone's cost is amazingly low. Ask your flooring man to show you samples. 

K E N T E l l F LlOlOiR S 
Brooklyn, N.Y. 11215 
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NEWS 

For the red-hot mobile-home stocks, an amber caution iight 
Mohile-home stocks are giving the most 
exuherant performance of any issues in 
housing—just when legislative develop
ments are raising new questions (below) 
about the future of this fastest growing 
segment of the shelter industry. 

The leading mobile is.sues are selling 
at or near their 1967-68 highs. A l l hous
ing stocks have staged strong recoveries 
f rom lows of that period, set in January 
of 1967. but the mobile rally has been 
far more spectacular. 

HOUSE & HOME'S value average of 25 
key housing issues peaked one month ago 
at about twice its '67-'68 low (chart, p. 
16). Two of the strongest categories of 
stocks on the index, building and land 
companies, were selling at IV2 times their 
lows after excellent gains. The mobiles 
were at 4 ' / ' times their lows. 

Top resul ts . The mobiles are clo.sely 
held * and meagerly capitalized, but they 
ride high, wide and handsomely on a 
seemingly boundless tide of good news. 

The industry has managed to shed a 
house-trailer image and fashion a reputa
tion as the true prefabber of tomorrow. 
The Mobile Homes Manufacturers Assn.. 
in convention in Chicago in March, listed 
more than 300 companies with total sales 
of $1.37 billion in 1967. That was up 
f rom $1.24 billion in 1966 and $518 mi l 
lion in 1960. 

The mobile companies shipped 241.000 
units last year, and they quite seriously 
expect to be delivering 400.000 annually 
by 1972. Average price is $5,700 but 
luxury models range to $12,000-plus. and 
more than 65% of the market is already 
in homes 12' wide (as oppo.sed to yester
day's eight-footers). Builder John Long 
( i i . ' i i i . Jan. '68) has just unveiled the in
dustry's first three-section model at the 
Arizona Home Beautiful Show. It has 
seven rooms and 1.920 sq. f t . , and it .sells 
at $18,000 to $20,000. 

Eight major companies do 409o of the 
industry's dollar volume, and reports f rom 
these leaders continue to glow. Some ex
amples: 

DMH (Detroiter): Sales estimated at $41 
million for calendar '67. up 20%. 

Fleetwood: Sales up every year for ten 
years, to $31.7 mill ion in 1967 ( A p r i l ) . 
Nine-month sales to Jan. 31 up 50% and 
profit more than doubled, to 93<' a share, 
f rom same period a year earlier. Fifteen 
plants operating, three under construction. 

Guerdon: Sales up 17% to $66.8 million 
in same nine months, earnings up to 62<' 
a share f rom 13<* in comparable period. 
Eighteen plants operating since acquisition 
of Magnolia Homes in 1966. 

Skyline: A record nine months to Feb. 
29 on sales of $69.3 mil l ion, up 4 6 % . 
and share earnings of $2.12. up f rom 9\c 
in same '67 period. $2.5 million expansion 
program begun la,si year wil l expand the 
present four plants and add five. .Says 

looo 
842, 000 

g!:WQI.E FAMILY" eT«2TS> 

•4+7.500 
D 500 

7A\,000 

* Examples: Insiders own 63% of Champion 
Home Builders, Gl"/,. of Guerdon Industries, 
56% of Redman Industries. 

D J 1 • ' ' 
I960 bi 62 63 64 65 66 67 

President Arthur J. Decio: "We can only 
view the fourth quarter and the year as 
a whole with the greatest optimism." 

New horizons. More than one of 
every five new single-family dwellings is 
now a mobile, but the industry's activity 
ranges far beyond this private market. 

The industry claims it is ready to 
stack units to create high-rise housing 
somewhat like that shown in HOUSE & 
HOME'S Apr i l issue. 

Guerdon has already bid for the fed
eral low-cost housing market with a mod
ular construction system. It got FHA in
surance for 28 two-story townhouses it 
built as an experimental project in Vick.s-
burg. Miss. (NEWS. Dec. ' 67) . 

And Ritz-Craft Corp. has led the indus
try in a public-housing breakthrough in 
Chicago. I t has sold the city 30 mobiles as 
interim housing for families displaced by 
144 apartments that are going into re
habilitation ( H & H . A p r . ) . The three-bed
room mobiles were recommended by the 
Chicago Housing Authority. Says Chair
man Charles Swybel: "The governing fac
tors were speed and cost. We needed hous
ing that would go up quickly." 

The official explanation is that interim 
means a few months; but street lights are 
going up. sewage and water lines are being 
trenched in. and an official f r om Chicago's 
bureau of sewers hazards an educated guess 
that the mobiles wil l be on their present 
site a year and a half f r om now. By that 
time the mobile industry wil l have had a 
chance to demonstrate its ability to shelter 
rehab or renewal refugees. 

The interim technique has already 
spread. Atlanta wil l buy 60 mobiles for 
residents whose homes are being razed, 
and Washington plans to purchase units, 

Fever of expectancy. For years the 
mobile makers have sought a key to un
lock FHA financing, and the industry's new 
ventures have brought a flurry of reports 
that the agency was ready to take mobiles 
under its wing. Much of a recent bid-up 
in mobile stock prices was probably the 
result of this speculation. 

But the agency refuses to confirm any 
such talk. It says only that it is interested 
in all new low-cost housing ideas and might 
insure any system that proves workable. 
Unless they know something that FHA isn't 
telling, the mobile-home investors may be 
letting wishes run away f rom horse sense 
Their buying has taken some mobile-stock 

prices to 25 times earnings. 
The hard facts. The mobile industry 

seeks help for good reason. Across its rain
bow has surged a cloud no larger than a 
Senate bill—labeled Truth in Lending. The 
legislation's effect would be to focus atten
tion on the high-cost financing behind this 
low-cost housing. 

Finance companies and commercial 
banks finance most mobiles with five- to 
seven-year chattel mortgages at about 7% 
add-on interest. A borrower of $10,000 
for seven years has 54.900 added to his 
loan and signs for $14,900. He pays $177 
a month and. because he has the use of the 
$10,000 for only about half of the seven 
years, simple interest figures to about 14%. 

A conventional mortgagor would pay 
7% simple interest on a declining balance. 
Each of his 84 payments would be $151 
instead of $177. and his total interest 
would be $2,684. not $4,900. 

The contrast is startling, and the prob
lem intensifies as the prices of mobiles in
crease along with their size and their 
owners' demands for new luxuries. 

Longer maturities are not the answer, 
for payments must be raised too sharply to 
accommodate any appreciable increase in 
the loan amount. Simple 6% interest and 
a $75 monthly payment wil l finance a five-
year conventional mortgage for $3,900 or 
a 20-year mortgage for $10,500. At 6% 
add-on, the payments would have to be 
$85 and $96. 

And any effort to hold monthly pay
ments constant reduces the amount that 
can be financed. A $75 monthly payment 
at 6% add-on interest wi l l finance $3,475 
for five years and only $8,200 for 20 years. 

Lower down payments might suggest a 
solution were it not for galloping depre
ciation. In conventional mortgaging the 
lender's risk is hedged by the property 
value, and the borrower's equity usually 
rises fast enough to offset depreciation. 
A foreclosure thus brings the lender a 
property roughly equal in value to the 
amount owing on the mortgage. 

But a mobile home depreciates 20%-
25% of its wholesale cost the first year 
and 5%-10% each year thereafter. Mobiles 
are worth only 50%-60% of their whole
sale price after five years. Any reduction 
in the customary 20%-25% down pay
ment would substantially increase the 
lender's risk of loss.t 

The bitter truth is that there is not 
much the mobile makers can do about 
this financing problem. The industry needs 
FHA. for a specter of the alternative has 
already arisen in Massachusetts. 

The Bay State passed its own truth-in-
lending legislation a year ago. Since then, 
says Executive Secretary Ed Tufts of the 
Massachusetts Bankers A.ssn.. mobile-
home financing has virtually halted. 

+ One fourth of the buyers of new mobile homes 
pay cash, however. About half of these buyers 
already own mobile homes, so the indu.stry must 
conduct a market for trade-ins. Five million 
Americans now live in mobile homes. 

NEWS continued on p. 16 
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MAMIE VANDERGILT SAYS: sejf'J^specting lipmeownef Would 
daft be cauglit iii anytliing less tlian .. 

Trintessa* 
J L T i M A T E ^ G ) F F O R S H O W E R B A T H I N G F R O M F I A T T H E U L T I 

0; 

(mii 

A n d y o u ' l l agree! For the f i rs t t ime, decorated FORMICA* 
b rand lamina te w a l l panels combine w i t h compat ib le color 

MOLDED-STONE* floors to create an exc i t ing shower ensemble 
flattering to you . . . enhancing to your ba th room. Exceeding 
even its great beauty is the ease and economy of TRINTESSA* 

ins ta l l a t ion . U n i q u e j o i n t system provides a l i f e t i m e , leakproof 
u n i t that installs dry—that is w i t h o u t water, mor t a r or muss. 

Except ional ly suited to remodel ing . 

T h i s new, exc i t ing shower concept combines a one-piece, 
s ta inproof floor w i t h smooth surfaced walls that make 

hard-to-clean g rou t jo in t s a t h ing o f the past. C r o w n i n g its other 
advantages is the sparkl ing, tempered glass enclosure that does 

away w i t h metal edge moldings . Just m a i l coupon today 
f o r c o l o r f u l , explanatory brochure. 

Cutaway photograph shows the rugged 
sandwich panel construction and re
veals the extruded aluminum channel 
which is factory attached and concealed 
within the wall panel. This channel 
mates with flange of shower floor to 
form perfect water barrier. 

A water tight triple barrier wall connec
tion is formed tiy the slotted side wall 
panel as it engages the aluminum ex
trusion attached to each side of the 
back wall. Requires no caulking or 
sealant. Note matching corner molding 
that makes cleaning easy. 

NAME 

P R O D U C T S D E P A R T M E N T 
P l a l n v i a w , L . I . , N e w Y o r k 1 1 8 0 3 

Please send descriptive literature about Trintessa. 

ADDRESS 

CITY STATE ZIP 

• T R A D E M A R K S O F ' > B U I L D I N G P R D D U D T S 

MAY 1968 Circle 34 on Reader Service card 13 



Take one , . . . 
carpenter, 108 tt. 
and these ideas^ 

• M c 
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of moulding 

Then watch 
your homes sell. 

Firm 

C i t y . 

Stale . 

Even if you use more than 
108 feel, adding eye appeal w illi 
niouldino; is simple, inexpensive, and 
extremely profitable. In fact. vve*\ e 
been told by budders thcmscb cs 
that mouldin«;s put more sell {)er 
dollar into their homes than any 
other sin<j;le item. ( licck these ideas, 
then picture how )()// can transform 
any ordinary home into a faster 
selling showpiece . . . with just a 
li(tle moulding. 

Get a free supply of great 
ideas on how to use mouldings to sell 
your h(mies faster. 

Just fill out tliis coupon and 
mail it immediately to Western Wood 
Nfoul(ling& Millwork Producers Inc., 
P. O. Box 25278. Portland. Oregon 97225. 

Yes, send me a free copy of the Western Wood 
Moulding Catalog and other ideas on designieig and 
dcioraliiig with moulding. 

Name , 

Address 

WESTERN WOOD 
M O U I D I N G AND M I I L W O R K 
PRODUCERS 

—Zip 

M A Y 1 9 6 8 Circle 35 on Reader Service card IS 



NEWS 
continued from p. 12 

A new company offers equity money to homebuilders 
Eight major companies have just invested 
$8 mill ion in a corporation that wil l try 
to increase housing starts by providing 
builders wi th 80% of the equity needed 
to begin a project. The corporation would 
then receive 50% of the project's profit. 

The new concern. Builders Resources 
Corp., is negotiating its first contract with 
Miller & Smith Assoc.. homebuilders in 
the Washington, D.C. area. The project. 
Wessynton. wi l l contain 130 single-family 
houses priced at $38,000 to $48,000. The 
financing company wi l l provide equity of 
approximately $150,000. 

Equity capital is the money a home-
builder must have in hand before he can 
get a loan f r o m a financial institution. For 
example, a builder seeking a $1 mill ion 
loan might be required first to raise S150,-
000 on his own. In such an arrangement. 
Builders Resources would provide $120,-
000 and the builder the remaining 
$30,000. 

Profit motive. Len Harlan, a Builders 
Resources board member and an associate 
of Donaldson, L u f k i n & Jenrette. the New 
York investment bankers who organized 
the venture, says the eight companies had 
two reasons for participating: 

"There is a need for more equity financ
ing for small and medium builders to meet 
the needs for housing construction in the 
next several years, and this is also a good 
investment wi th good profit potential." 

Leberman 

M E D E A R I S S M I T H 

The seven other investors, besides D L & J . 

are Property Research Corp., a Los A n 
geles land developer; C N A Financial Corp.. 
a Chicago insurance holding company: 
and five building suppliers: American 
Standard, National Gypsum, the Stanley 
Works, U.S. Plywood-Champion Papers 
and Whirlpool . 

Second in field. Builders Resources, 
with headquarters in Los Angeles, is 
headed by former homebuilder Robert 
Medearis of Tucson. Ar iz . The company 
is a second attempt by suppliers to ease 
financing problems in residential construc
tion. Last year 12 corporations founded 
Home Capital Funds to make 90% con
ventional loans by adding 15% to the 75% 
mortgages that most institutional investors 
provide.* Home Capital has generated 

* T h e system is cal led p iggy-back l end ing . 
Canada's Cen t r a l Covenants L t d . , f o r m e d un
der auspices o f A l u m i n i u m L t d . , has made 7,000 
such loans since 1964. 

nearly 1.200 loans totaling S32.5 mil l ion: 
it wi l l report profit of $32,000 for the first 
three months of 1968. more than offsetting 
the $9,502 loss it took in its first nine 
months. The company is headed by C. W. 
Smith, former senior vice president of 
Mortgage Guaranty Insurance Corp. of 
Milwaukee, and operates in 24 states. I t 
has just added the Bank of America as a 
participating investor along with Metro
politan L i f e and Investors Diversified 
Services of Minneapolis. 

Mortgage Guaranty net up; 
insurer to form new company 

Mortgage Guaranty Insurance Corp. 
earned $1,259,016. or 70 cents a share, 
in the first quarter, a 50% gain over the 
$838,717. or 47 cents a share, earned in 
the same quarter of 1967. 

The Milwaukee company is the nation's 
largest insurer of conventional mortgage 
loans. Its stock closed at 91'/2 the day 
after President Max Karl announced the 
quarterly figures. 

Kar l also disclosed that M G I C wi l l form 
a holding company, M G I C Investment 
Corp., to control M G I C and two other oper
ating companies, M G I C of AiLstralia and 
Commercial Loan Insurance Corp., a sub
sidiary formed recently to write commer
cial mortgage and lease guarantee policies. 

HOUSE & HOME 'S s tock index 
adds mobiles, drops prefabs 

Why? Because of the new importance of 
the mobile-home industry. The index o f 
25 issues has been recomputed, dropping 
prefabbers and adding the mobile-home 
companies whose names are dotted (•) in 
the tables at right. The new composite: 

H0U5E ĤOME 
VALUE INDEX 
OF 25 B U I L D I N G ^ T C X i K ^ 

F A J A O D P A J A O D P A 
196<> 1-767 1<768 

T O T A L SHAKE VALUE'S OTJANUAEV i - r f c B - i o o 

Apr. ' 6 7 Mar. ' 6 8 Apr . ' 6 8 

Builders 
Land develop. 
Mortgage cos. 
Mobile Homes 
S & L s 

136.34 
188.73 
157.44 
63.14 

107.31 

225.86 
244.11 
251.55 
210.42 
109.48 

278.73 
296.16 
272.45 
278.66 
136.41 

HOUSING'S S T O C K P R I C E S 

C O M P A N Y 

B U I L D I N G 
Capital BIdg. (Can.).... 
Cons, BIdg, (Can,) 
Dew. Corp. Amer 
Edwards Inds 
First Harllord Rlly, 
First Nat. Rlty.*-
Frouge 
•General Bldrs.^ 
• Kaufman & Bd.'' 
Key Co 

(Kavanagh-Smith) 
Nationwide Homes 
•Pres. Real,!' 
Sproul Homes 
U.S, Home & Dev 
•Jim Walter = 
• Del. E, Webb ' 
Western Orbis >> 

rLou Lesser Ent.) 

S & L s 
American Fin 
Calif. Fin." 
Empire Fin 
Equitable S4L 
Far West Fin'" 
•Fin. Fed." 
•First Char, Fin." 
First Fin. West 
First Lincoln Fin. 
First Surety 
First West Fin. 
Gibraltar Fin.°.. 
•Great West Fin.'̂  
Hawthorne Fin 
•Imperial Corp." 
•Lytton Fin.« 
Midwestern Fm.i'. 
Trans-Cst, Inv 
Trans World Fin.' 
Union Fin 
United Fin, Cal.» 
Wesco Fin.» 

April 8 Chng. 
Bid/ Prev, 
Close Month 

C O M P A N Y 

2,15 
1 45 
2W 
7'/4 
7'/4 
2̂ 2 
SVA 
5'A 

31% 

12 
5y. 
6'/4 

m 

28 

12'/4 
m 
1114 
21'/4 
3 iy , 
8'/4 
8'/4 
5y4 
ays 

32i4 
i9y4 
8y4 

loy, 
7 
5y4 
3y4 

m, 
12 
17/8 
2iy4 

M O R T G A G E B A N K I N G 
•Advance 10 
•Associated Mtg 8% 
Charter 15 
•Col well 17 
•Cont. Mlg. Inv." 54% 
Cent, Mtg. Ins 12y4 
FNMA 75 

- i - ,55 
+ ,20 
- '/4 
+ 4y4 
- H 
+ H 
+ iy4 
+ 1 
+ 6y4 
+ H 

+ 3V4 
+ 2>/i 
+14% 
+ m 
- y4 

+ 2'/̂  
+ y, 
+ 2V, 
+ 
+ 2 
+ 3J4 
+ 6% 
- y4 
+ y4 
+ 1 % 
+ y» 
+ 2% 
+ 3% 
+ y. 
+ 3 
+ y4 

+ I'h 
+ 2'/4 
- w 
+ 4% 
+ 3% 

- l>/4 
+ H 
+ 6y4 
- I - 3 
+ % 
+ z 

-

April 8 Chng, 
Bid/ Prev. 
Close Month 

First Mtg. Inv 17y4 + H 
Kissell Mtg.i' Vh + y4 
Lomas & Net, Fin 4y8 - W 
•MGIC-i 83 +I0y« 
Mortg, Assoc 7!4 — % 
Palomar Mtg 4% 
Southeast Mtg, Inv 5 - V4 
United Imp. 4 Inv."- 9y4 + y4 

L A N D D E V E L O P M E N T 
All-state Prop 1.50 + 90* 
American Land 
Arvida 13% 2% 
Atlantic Imp 17 - 2% 
Canaveral Int,"- 6y4 + % 
Christiana 0,1' 5% + % 
Cousins Props, 31 + 6y4 
Crawford + l'/« 
Deltona Corp,'- 24y4 + 5y4 
Discinc 3% + '/4 
Fla, Palm-Aire 3% + % 
Garden Land 4% + % 
•Gen, Devel," 19'/8 + 4 
•Gull American >' . 9 + 1% 
•Holly Corp,h 2y4 - % 
Horizon Land 11'/4 + % 
Laguna Nig 5% - % 
Maior RIty 4% - y4 
•McCulloch Oil 23% + 4% 
So, Rlly. & Util,!' 5% + % 
Sunasco • 7% - y4 

D I V E R S I F I E D C O M P A N I E S 
CitylnvesL"' 44'/8 
Forest City Entr,'' 13% - f y4 
Rouse Co 20y4 + 6'/4 

C O M P A N Y 

Tishman RIty. 

April 8 Chng, 
Bid/ Prev. 
Close Month 

41 + 4% 

M O B I L E H O M E S & PREFAB 
Con Chem Co.i' 20 + 2 % 
•Champion Homes i'» 35J'8 
• DMH (Detroiter) >' 10% + 2% 
•Fleetwood « 26'/4 
•Guerdon 25'/i - f 6% 
Princess Homes • 2414 
Redman Indus.i' 27'/, + 5% 
Rex-Noreco • 34 + 8y4 
•Skyline 76% +18% 
Town & Country Mobile''* 22y4 

Albee Homes 1% - '/« 
Natl, Homes A.« 6% + % 
Scholz Homes. 12% + % 
Swift Industries 3 + % 

a—stock newly added to table, b—closing 
price ASL c—closing price NYSE, d—not 
traded on date quoted, g—closing price 
MSE. h-closing price PCSE. k—not avail
able. —Computed in HOUSE & HOME'S 25-
stock value Index, x—adiusted lor 2-lor-l 
split, y—tender offer. (NA) not applicable. 

Sources: New York Hanseatic Corp, 
Gairdner S Co,, National Assn, of Securities 
Dealers, Philip Beer of Russell & Saxe. 
American Stock Exchange, New York Stock 
Exchange, Midwest Stock Exchange, Pacific 
Coast Stock Exchange. Listings include only 
companies which derive a major part of 
their income from housing activity and are 
actively traded. 

S H O R T - T E R M B U S I N E S S LOAN R A T E S 
Average per 
cent per year cent per year 

7 o the r 8 N o r t h 7 S o u t h  8 S o u t h  4 West 
L O A N S I Z E N . Y . N o r t h  Cen t r a l eastern western Coast 

(000) C i t y east c i t ies c i t ies c i t ies c i t ies 
$1-9 6.37 6.59 6.67 6.46 6.61 7.08 
10-99 6.22 6.69 6.46 6.25 6.36 6.79 
100-499 5.95 6.42 6.18 5.96 6.09 6.34 
500-999 5.70 6.19 5.87 5.75 5.95 5.89 
1,000 up 5.63 5.95 5.74 5.68 5.82 5.76 
Nov. rates in Fed, Res, Bulletin, March 1968. 
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S a m e MosaicTi le , 
three different 

bathrooms. 

i 

Cater to the tastes of three different customers with 
the same tile. Mosaic makes it. The tile that lets your 
customers have their way without you changing yours. 

The secret is Mosaic's built-in color compatibility. 
Home buyers can change fabrics, paper, paint and 
accessories with no mechanical changes. Mosaic goes 
right along with any decorator plan. And not just in a 
bathroom, mind you. But all through the home. 

Remember, too, the big appeal of Mosaic's economy. 
Extremely low-cost maintenance combined with un
beatable durability. 

Mosaic Tile. Today's tile. 

Mosaic Tiles shown in photos are: Tub Wall — Satin-
Glaze 1001 Light Huron Blue. Countertop — Faientex 
1091 Midnight Blue. Wainscot - Evertex 6369 Danish 
White. Floor — 3304-VAAA ceramic mosaics. 

l i t 

T H E M O S A I C T I L E C O M P A N Y 
A DIVISION Of THE KIAKMOU OHOUf. INC 

39 South LaSalle Street, Chicago, Illinois 60603. 
In western states: 
909 Railroad Street, Corona, California 91720. 
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NEIVS 

Fanny May's free-market auction will open on May 6 
The Federal National Mortgage Assn. will 
now entertain offers of mortgages until 
2:30 p.m. on Mondays for the money it 
has available for purchasing that week. 

The agency wil l announce on Tuesdays 
the names of successful bidding companies 
and the prices it will pay. 

Fanny May thus puts its new auction 
into operation May 6. The agency sets the 
volume of money it will spend for mort
gages, and the free market sets the price 
—but only up to a point. The new practice 
replaces and reverses the secondary market 
operation under which F N M A set prices and 
the market .set the volume by its mortgage 
offerings. 

The first auction wil l offer $40 mill ion. 
Operating details. The market wil l 

operate under rules set forth in H O U S E & 

H O M E in February, except for final details 
that had not then been arranged: V2% of 
the funds committed if the mortgages are 
scheduled to be delivered in 90 days, % % 
on six-month delivery and 1% on delivery 
a year off. The seller mu.st pay another 

fo r an initial subscription to F N M A 

stock and an additional V2% i f he delivers 
his mortgage to the agency. 

Any seller can make up to three bids, 
one for each of the commitment periods. 

-Sellers wi l l offer mortgages in multiples 
of $1,000 on F N M A ' S Form 425. Bidders in 
actual competition must offer packages 
from $10,000 up to $750,000 if $60 mi l 
lion is available for purchases, or up to 
$500,000 i f less than $60 mil l ion is avail
able. The total of one seller's bids must not 
exceed these limits. 

Sellers may bid noncompetitively. i.e.. 
agree to take whatever price the auction 
establishes. Such bidders wil l be held to 
maximum offers of S50.000. 

Bids wil l be offered in decimals rather 
than the fractions traditional to the second
ary market: 92.25 or 92.38 instead of 92V4 
or 92%. Bids cannot exceed 100 (par) and 
must be rounded to two decimal places. 

Dry-run auctions. The agency's dry-
run auctions in 11 cities have gone far to 
dispel the myth of a geographical spread 
in prices. 

Fanny May received 784 trial bids in 
representative cities f rom Atlanta to Seat
tle, and the price level established in the 90-
day category was 94.19 to 94.57. The 
prices are not as significant as the spread— 
a mere 38 points nationwide. 

So the agency wi l l adhere to its original 
decision against splitting its market into 
regional operations. 

A price cei l ing. Fanny May has dis
closed, almost inadvertently, that it wil l 
establish a ceiling on the prices i t w i l l pay. 
It let drop this admission at a briefing .ses
sion for 150 members of New York City's 
mortgage community at the Chase Man
hattan Bank. 

Former broker Max Pringle asked the 
F N M A panel of five: " W i l l you fix a maxi
mum price that can't be exceeded?" 

President Ray Lapin conceded that F N M A 

«?.o-
as-

t< ao-
I2T.5 . 
W 7.0 
^ 6-5 

f 60 

4 5 

Y I E L D S - H O E T ( J A G E t ClAVITAL M A R K E T S 

C O K V E N T I O H A i . MOJWdKQK 
N" H A MOETOAQin 3?ATE 

COKP BOKP YTELD 
CAHUTMH GOVT LONQ 
TEieM SOKV VTELD 

1964 ' (<7i.a • t^fbb • l'7b7 ' 1'76S 
SOUIP..CTCS • BKytK or C A J W D A a T A T I S T I C A L gUMMAKY 

CANADA M O R T G A G E R A T E TO SVs % 
T h e interest ce i l ing on government - insured 
mortgages rose t o 9 ' / 8 % A p r i l I under the 
f o r m u l a that sets the ra te 2V4'','r above C a n 
ada's government b o n d yields. A n d the gov
ernment is now c o m m i t t e d t o f ree the m o r t 
gage rate ent i re ly i n the next three mon ths . 
Paradoxica l ly , b o n d yields have tu rned d o w n 
( o n V i e t n a m peace prospects) since thei r rise 
t r iggered the increase i n the mortgage rate. 

would, and he e.xplained: 
"Fanny May has been a successful finan

cial organization and intends to go on being 
one. We can't accept bids that would give 
a yield very far below the price we must 
pay for money, f o r example. We face fi
nancial squeezes, just as you do." 

.So the F N M A auction is not. as Walter 
Russell of the big New York brokerage of 
Hunloon-Paige was quick to point out to 

the assembled mortgage men. a fully free 
market. I t is instead a controlled market. 
Russell suggested that F N M A make the ceil
ing public. 

Fanny May wil l not announce the ceil
ing. It wi l l be. as Lapin put it. a ceiling 
known only within the agency. But it can 
be applied, in his words, "to knock out 
those bids that are inordinately high." 

Experts at the briefing suggested a bet
ter method of control, however. Fanny 
May need only limit the amount of its pur
chases in any offering period in order to 
discourage overpricing. The less money 
offered, the keener the competition for i t 
—and the lower the bid prices. 

Pring^le advisory service 
will move to W e s t Coast 
J. Maxwell Pringle, one of the pioneer 
F H A mortgage brokers in New York and 
long an elder statesman of the national 
mortgage banking community, moves the 
Pringle Advisory Organization Inc. to Wal
nut Creek, Calif. , i n mid-June. 

Pringle's Mortgage Market Analysis, 
widely recognized as one of the most 
authoritative newsletters on mortgage de
velopments, was published independently 
f r o m A p r i l 1965 to December 1967, when 
it became a supplement to the financial 
newsletter Bankers Research, published in 
Westport, Conn. NEWS continued on p. 22 

HOMEBUILDERS' iVIORTGAGE iVIARKET QUOTATIONS 
Reported to HOUS 

C i t y 

E & HOME in week 
F H / 

Discou 
Min.-Dow 

FNMA«y 
6% 

ending April 19. 
k Sec. 203b— 
nt paid by builder 
n* 30-year immed." 

Private mkt 
\,% Trend 

F H A 
221d3&4 

Apts., 
Discount 

6% 

Conven t iona l Loan Rates 
Comm. Savings Savings 
banks, banks, banks, 
Ins. Cos. S&Ls S&Ls 
7595 80?5 Over 80% 

C o n s t r u c t i o n 
Loan Rates 

Interest+fees 
All lenders 

Atlanta 8 8 Up 2 a V/i 7 ^ + 1 - 2 

Boston 7 4 Steady 5-6 6y4-7'/4 7-7'/4 7-7'/4 6 y 4 - 7 + l - l ! 4 

Chicago m 7-8 U p l 6 6'/4 6y?-€y4 m 

Cleveland m 6-7 Steady 6 6W-7 6V4-6y4 6y4-t-i 7+1-2 

Dallas 8 7-8 U p l 5-6^ 7 7 6y4 +2-7-1-1 7 

Denver 8 Up \-VA a 6y4 6y4-7 7-7y4 7 + l - l i 4 

Detroit m 6!4-7 Up l ' /4 6-8 6y4-7 6y4-7 7+1-2 7+1-2 

Honolulu 8 
7 D 

Up I ' / i 
lln 9 

a 7-7'/4 
KV. _7 fi^4-7 7-71/4 

7y4-7y4+l -3 
7 + l i 4 

Houston 
Los Angeles 

8 
8 

/ -o 
V/i 

Up C 
Up 1 

a 
a 

074 "/ 
6y4-7'/4 

U74 / 
6y4-7y4 7^-754 6y4-7y4+l!^-2!4 

Miami 8 8-8i4 Up 254 a 7-7'/4'' 6y4-7 7-7y4 7-7 y4 

Minn.-St. Paul VA 5-7 Upl'>4 
1 In 1 / 

5 
7_J) 

6y4-7y4 
C 1 1 

6y4-7 7+3 
6-4-2 

7 y?+1-114 

Newark 
New York 

7 
7 

514-6 
4 

Up 54 
Up!4 

/-o 
«^ 

b-)-i 
6-f-3 

D - r ^ 
6-1-3 6+3 6+2 

Okla. City 8 6-8 upy4 a 6y4-i-i 6V4-fl 6 y 4 + l - 2 7+1-2 

Philadelphia 7 7 Up 2 a 7 7 7+l ' /4-3 

San Fran. 8 7 upm 6 '/.-«i4 6y4 7 6y4-7y4+l!4-2 

St. Louis 8 6-8 steady a 6',4-7 6y4-7-1-1 7+1-2 7-7'/4+l-2 

Seattle 8 1-lVi Upl'/5 a 7-7'/4 1-m 7y4-7V4 I'A-VA 

Wash.. D. C. m 8 l i p l a 7 7-7'/4 » 7+2 

• Immediate covers loans (or delivery up to three months, future 
covers loans lor delivery in three to twelve months. 
• Quotations refer to prices in metropolitan areas, discounts may 
run slightly higher in surrounding towns or rural zones-
• Quotations refer to houses of typical average local quality. 
• 3% down on first $15,000; 10% of next $5,000 ; 20% of balance-
Footnotes: a—no activity- b—limited activity, c—Net yield to 
Investor of 6% mortgage plus extra fees, w—for comparable VA 
loans also, x—FNMA pays 14 point more for loans with 10%. 
y—discounts quoted are net after seller pays !4% marketing fee 
and )4% adjustment for stock purchase. Seller must pay 1% of 
mortgage for stock calculated in $130 units, of which $30 is contri
bution to FNMA capital and $100 is for a share trading at about $70. 

Sources: Atlanta. Robert Tharpe, pres-, Tharpe & Brooks Inc-; 
Boston, Robert Morgan, pres-, Boston 5< Savings Bank; Chicago, 
Robert H. Pease, pres., Draper S Kramer I nc, and Robert H- Vlfilson. 

pres-, Percy Wilson Mortgage & Finance Corp.; Cleveland, David E 
O'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, pres., T- J. Bettes 
Co.; Los Angeles, Christian M. Gebhardt. vice pres., Colwell Co.; 
Miami. Lon Worth Crow Jr., pres., Lon Worth Crow Co.; Minne-
apolis-St- Paul, Walter C. Nelson, pres., Eberhardt Co.; Newark, 
William W. Curran, vice pres.. Franklin Capital 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-, and 
Robert Kardon, pres-, Kardon Investment Co-; St. Louis. Charles A. 
Keller, vice pres.. Mercantile Mortgage Co.; San Francisco, John 
Jensen, vice pres.. Bankers Mortgage Co. of California; Seattle, 
Kirby D. Walker, vice pres.. Continental. Inc.; Washington, James 
C. Latta, sr. vice pres.. Associated Mortgage Cos. Inc. 
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E v e n i f 
y o u d o n ' t n e e d 

c r e a t i v e f i n a n c i n g , 
c a l l o n K a r d o n . 

W e ' r e g o o d a t o r d i n a r y m o r t g a g e s ? t o o . 

The local mortgage banking subsidiaries of Kardon Investment 
Company have well-earned reputations for making your difficult 
mortgages easy. Being able to work with complex creative financ
ing techniques like sale-leasebacks, leaseholds and wrap-around 
mortgages helps. So does not having any maximum loan limit. 

For example, among recent Kardon mortgages: $2,200,000 
for construction and permanent financing of 132 garden apart
ments in Newark, Delaware; $490,000 for a Syracuse, New York 
office building; $500,000 for a church in Nashville, Tennessee; 
$3,300,000 for an Atlantic City motel; and $3,500,000 for 179 
homes in southern New Jersey. 

The alert Kardon subsidiaries are just as eager to help you with 
an uncomplicated 5-digit mortgage as they are when you need 
intricate 8-digit financing—just as efficient with spot residential 
loans as they are with loans on large residential tracts and major 
income-producing properties. That's saying a lot. 

K A R D O N 

INVESTMENT COMPANY 
117 South 17th St., Philadelphia, Pa. 19103 

M U R P H R E E M O R T G A G E C O M P A N Y 
226 T h i r d A v e n u e N , Nashvi l le , Tenn . 37201 

Cha t tanooga , Tenn. 
H u n t s v i l l e , A la . 

PEOPLES B O N D & M O R T G A G E C O . 
1426 W a l n u t St., Ph i lade lph ia , Pa. 19102 

Har r i sbu rg , Pa. 
Lancaster-Reading, Pa. 

Paol i , Pa. 
W i l l o w G r o v e , Pa. 
W i l m i n g t o n , D e l . 
W a s h i n g t o n , D .C . 

P I T T S B U R G H M O R T G A G E C O R P O R A T I O N 
2 1 0 Grant St., P i t t sburgh , Pa. 1 5 2 1 9 

Erie, Pa. 
Y o u n g s t o w n , O h i o 

Circle 38 on Reader Service card 
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SCHLA6E HELPS YOU ANSWER 

W h a t p e o p l e d e s p e r a t e l y w a n t t o d a y , 

SECURITY—that's what people are anxious 
about. In their homes . . . i n hotels, motels and 
apartments. . . in offices and plants throughout 
the country. 

Security is, of course, Schlage's business. 
It has been for over forty years of research, 
development and the manufacturing of better 
door locks. 

We first met the challenge by inventing the 
cylindrical lock. And as the needs for security 
have become more severe, we have kept on 
improving and per fect ing our or ig inal and 
unique lock design. 

We've developed finer quality materials and 
systems of manufacture: Special strip steels 
rolled to precise speci f icat ions. . . the closest 
tolerances in the industry.. .and kep tou rwho le 
line under constant, rigid inspection. 

So today, Schlage recognizes the greater 
needs and wants for security —and can pro
vide greater answers than ever. 

Take, for examp le , the new SCHLAGE 
DOUBLE SECURITY ENTRANCE LOCK. As 
described at right, this is real security! 

Secur i t y unde r l i es many Sch lage locks 
which are specialized for different needs —for 
all residential and commercial applications. 
Attractive finishes, too. are diverse and read
ily available. 

Naturally, Schlage locks cost a litt le more. 
But since there is little upkeep or maintenance 
cost, they soon pay for themselves. 

S C H L A G E 
L O C K C O rVI F=>/v M V 
SAN FRANCISCO • VANCOUVER B.C. 



The new SCHLAGE DOUBLE SECUR
ITY ENTRANCE LOCK. It provides ex
tra inside-and-out deadbolt security. 
It has a recessed cylinder. It has an 
armor-plate shield.. . has a free-spin
ning outside knob and a roller bearing 
in the deadbolt. It is a "panic-proof" 
lock that opens instantly with one 
twist of the inside knob. This lock 
resists being jimmied, sawed, pried, 
punctured or drilled! 



N E I V S 
conlinued from p. 18 

Mortgaging's wheeler-dealer Jerry Hoffman hits a roadblock 
Jerome D. Hoffman burst upon the f i 
nancial scene during the tight-money 
crisis of 1966 with an incredihle offer to 
bring the vast riches of pension funds 
into mortgaging. 

The New York Supreme Court has now 
forbidden Hoffman and his Institutional 
Monetary Corp. to sell $25 mil l ion in 
securities to finance mortgage purchases. 
Court papers disclose just how well Hoff 
man did, during the intervening two years, 
with one of the most flamboyant operations 
ever attempted in the mortgage market. 

The big league dream. Jerry Hoff
man's story starts in St. Louis, where he 
pursued a vague sort of career into young 
manhood. He "attended" Washington Uni 
versity, where he was something less than 
a Big Man on Campus, and he did a short 
stretch as a catcher in the semi-pro time. 
The university's records show him only 
as a summer student (Classes '53 and '56) 
and an exhaustive inquiry turns up nobody 
on the sports desks of either the Post-Dis
patch or Globe-Democrat who ever heard 
of him. 

Hoffman appears in the Middle East in 
1956 as a C B S exchange correspondent, 
and it was then that he got the pictures 
that make his office a gallery of the poten
tates of the lands beyond the Nile. He 
had himself photographed with them all. 

He made it to New York and worked, 
successively, for two of the city's most 
respectable real estate houses, winning an 
instant reputation as the man who knew 
where the money was. By 1962. at 29. he 
had organized National Realty Investors 
as a trust and arranged for Swiss bankers 
to buy the Hi l ton and Sheraton Hotels, 
a deal that died in the stock market crash 
of that year. 

Off on his own. Hoffman set up his 
monetary fund in 1963. Private pension 
funds had just attained assets of $63 bil
lion, a tidy 2,100% gain in 20 years.* 
Every mortgage man on the North Ameri
can continent was trying to pipe a line 
into the well, and Hoffman thought he had 
a way—participations. In 1964 alone, 
said Hoffman in one of his direct-mail 
broadsides, he would place $100 mil
lion in such .shares. 

One of Hoffman's most telling boasts of 
this period, as events would reveal, was 
of familiarity with the mortgage market: 
"Financing is not as mysterious as some 
people think." 

The I M C mailings recounted a dizzying 
succe.ssion of successes—Hoffman was 
forming a mortgage guaranty insurance 
group, he was organizing 100 pension 
funds to buy $3 mill ion in mortgages 
apiece—but the feats seemed never to 
move onto his balance sheet. 

For all its grand plans, I M C had set up 
with a T O & E of two: Jerry and a part-time 
secretary. In 1965 they were still strug
gling along with a liny staff in cubbyhole 
offices in New York's old Lincoln Build
ing on East 42nd Street. 

* Latest figures: assets over $100 billion, with 
about 5% in mortgages. 

N E W Y O R K ' S H O F F M A N 
"Fi/iancim; isn'i as ni\ \iriinu\ as some ihink" 

Run for the big money. Then came 
the New York State Banking Law of 
1965. permitting trustees to mingle the 
monies of their several pension funds 
when they invested. Surely here was a 
gold mine for participations. 

Hoffman took magnificent new offices at 
295 Madison Avenue. He summoned 
Paul A. Nalen. former vice president of 
Mutual Benefit Life , to recruit a panel 
of the best mortgage inspectors he could 
find, and Nalen organized Criterion Mar
keting Report Inc. with a .score of highly 
prestigious names.! 

Attorney General Louis J. Lefkowitz of 
New York now takes over the story. His 
affidavit in Supreme Court. New York 
County, sets forth this chronology: 

In June of 1966. with the tight-money 
crisis nearing its peak, Hoffman mailed 
thousands of offers to provide mortgage 
funds in million-dollar lots. 

Lefkowitz says replies came f rom 630 
individuals or businesses in 42 states and 
five Canadian provinces. They asked for 
$1.1 bill ion. 

Hoffman charged $500 to send an em
ployee to inspect the property. Then the 
client visited Hoffman in his new offices, 
where he was told the amount he might 
get. Finally one of Criterion's experts 

t Panel, and positions prior to retirement: An
drew H. Alexander, commercial mortgage mgr.. 
Northwestern Mutual Life: Frank Audino.. v.p., 
Dime Savings Bank, Williamsburg. B'klyn; Arn
old Bower, asst. v.p., Nat. Shawmut Bank. Bos
ton; Edwin Burrow, pres.. Hamilton Fed. SAL, 
B'klyn: Eugene S. Cox, mortgage loan mgr.. 
Pacific Mutual Life; Carl Davis, v.p.. First Nat. 
Bank. .Seattle: John Foulkes, mortgage officer. 
Sc linen's Bank for Savings, N Y C ; Waller M. 
Harvev, v.p,. Equitable Life; O.J. Helburn. exec, 
v.p.. F;iuk- Insurance Co.; Hugh M. Henry, 
mortgage loan manajzcr lor Florida, Travelers 
Insurance: Frederick W. Jackson, sr. v.p.. Dime 
Savings. B'klyn; M.J. Jackson, v.p., Jefferson 
Standard Life; Matthew Jones, v.p.. Lafayette 
Nat. Bank. B'klyn: Robert E . Kerr. sr. v.p.. N. 
Carolina Nat. Bank; Allen T. Murphy, exec. gen. 
mgr.. Prudential Insurance: John Robinson, 
v.p,, West. & South. Life; Wayne Sudderth. re
gional supervisor. Jefferson Standard Life, and 
Marvin W. Wynne, associate mortgage loan man
ager Jefferson Standard. 

made a feasibility study, for which Hoff
man charged $2,500 to $25,000. A l l ap
plicants paid the inspection fee. and 300 
paid a total of $741,000 for feasibility 
studies. 

Lefkowitz told a press conference that 
one client was the Del Webb Corp. of 
Phoenix, which had lost $13 million in 
1965 and sorely needed cash. Webb 
sought $38 mill ion. Holfman offered only 
$28 million at 8 ' / 2 % after Webb paid a 
$25,000 fee. and Webb then found that 
it could get a larger mortgage elsewhere 
at a lesser rate. 

The debacle. Every client, says Lef
kowitz, was ultimately offered less than he 
had been promi.sed in conference with 
Hoffman. And on the requests for $1.1 
bill ion. Hoffman delivered only $4.3 mil
lion, or about 0.4%. to three applicants. 
Yet he netted $1 million in fees. 

The Attorney General told the New 
York .Supreme Court that Hoffman had 
engaged in a "reckess. improvident and 
fraudulent" advance-fee scheme, and he 
added that he was calling the operation to 
the attention of postal authorities, the SEC 
and U.S. Attorney Robert Morgenthau. 
Justice Arthur Markewich signed the per
manent injunction forever barring Hoff 
man and his three defendant companies 
( I M C . Criterion and Institutional Monetary 
Trust) f rom .selling .securities in New York 
Stale. Hoffman himself has applied to 
withdraw an application to register the 
i-ssue with the SEC. but the agency must 
approve. It has not done so. 

What went wrong? The mortgage 
community draws two lessons f rom the 
bizarre story of Jerry Hoffman. 

One lesson is obvious. He could not 
deliver. In 1966 virtually nobody could. 

The other lesson is more subtle. 
Hoffman's assertion to the contrary, 

mortgage financing is "as mysterious as 
some people think"—indeed, more so. I t 
is a complicated endeavor whose success 
turns on a sophisticated knowledge of the 
money and credit marts, of mortgage sup
ply and demand, and of personalities. 

Hoffman wrote repeatedly to virtually 
all of New York's top mortgage dealers, 
and his communication with them shows 
a lack of familiari ty with many of the 
complexities of the mortgage market. 

A story told by one of New York's 
most respected brokers is revealing. 

"We were desperate in 1966." he relates. 
"Clients all over the country were calling 
us. saying 'Hoffman says he can get money. 
Why can't you?' 

"So we wrote out a check for $50,000 
and I put it in my pocket, and two of us 
went up to see h im. 

"We didn't tell him we had the check. 
We just sat and listened. He talked—and 
talked—and with each word that check 
went deeper into our pocket. Af ter half 
an hour we le f t—wi th the check." 

Hoffman had not convinced them that 
he knew the business well enough to do 
the impossible. 

NEWS conlinued on p. 30 
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N E W D A P F A S T E N E R 
4 ways it can bring new cost savings to you! 

It 's DAP Panel and Dryvvall Adhesive—the faster fastenor. 
Installs drywal l and pre-finished panels up to 50% faster. 
Eliminates hammer damage, countersinking, nail pop. 

Prevents wavy walls caused by ouf-of-line studs — auto
matically bridges gaps up to Vs". Gives a neater, tighter fit. 
Actually becomes stronger wi th age. 

Completes furr ing strip installation faster, safer. No steel 
fasteners to ricochet. No chipping to weaken blocks. Water
proof—assures a solid, permanent bond. 

Cuts nailing time on sub-flooring jobs. Gives you a solid, 
squeak-free unitized floor. Deadens sound transmission. 
Equally effective for stair treads. 

And that's just the beginning. DAP Panel and Drywall Adhesive does 
much more because it's heatproof, waterproof, bleedproof. Grips tight 
to virtually any surface [even bonds shower stall frames to porcelain). 
Maybe it's hard to believe an adhesive will do so much so well. This 
one does. Contact your building materials supplier now. DAP 

D A P I n c G e n e r a l O f f i c e s 

D a y t o n , O h i o 4 5 4 0 1 

SUBSIDIARY OF !/^&n^A,Snc. 

VIAY 1968 Circle 3 9 on Reader Service card 23 



How many painters do you know who'll 
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^arantee a prime coat for 5 years? 
Chances are you can't name a 

single painter. That's not surprising. 
The only reason we're able to go out 
on the limb for a full five years is our 
meticulous factory-applied process. 

No on-site priming can ever match 
smooth, uniform coverage lil<e this. 
We're absolutely sure it won't blister 
or peel. And we write this into the 
guarantee. 

This broad line of primed exterior 
products includes bevel siding, lap 
siding, panel siding and soffit. All 
available from one single source. From 
one reliable dealer in your area. 
MAY 1968 

These products can go up in all 
kinds of weather because they are 
protected until the finish paint coat is 
applied. Finish coats of all types go 
on faster, with better paint coverage. 

With no culls you get maximum util
ity of material. Every piece is usable. 
No broken pieces or knotty problems. It 
comes pre-packaged making it easier 
to handle and protect on the site. 

Can we give you more facts (or do 
you already have a painter lined up 
who'll give you a 5-year guarantee)? 
Write us at Box B-2817, Tacoma, 
Washington 98401. 

Circle 40 on Reader Service card 

W e y e r h a e u M r * P r i m e d E x t e r i o r Produots 
5 - Y E A R P E R F O R M A N C E G U A R A N T E E 

U i m b c r H s r d b o a r d 
W e y f t h » u « Pnnvwood V*ynh«eu«CT Prnntd 

Bevel Siding U p S i d i n t 

.Sidinc'Soffll 

P l y w o o d : 
WiynhMiuer Pnnwl 
Panel Sidtng/MDO 

V ^ r h M U M T Primed 
Soni .MDO 

The ficlory-«iiplled primer on llie elmve li i led Weverh«eiuer Prtmed E«(»rior 
I'n.d,., I . i< euarenleed lor FIVK YK.^R.'i elUT in i lu l milalUuon to be peel-
pniol end bluter.pnwf, provided a Anish painl OMI la appbed wilhm 00 daya 
alter iintial inalallation anil Iherealter nuinumed in good ntnditkin. 

AJao. Die entire product ta guaraiileed for the aanv period to give Mliafartory 
performance aa eit«rior aiding wh«r inaulleil in acwirdance with inatnictions 
acrom[ian>>ing each ahipinent and witen finiibeil aa indicated above. 

Should any o( Iheae primed producta not cumply with thia 
baeuier wit], at 11a option, repair, replace, or make 
up to (he ongioal pnce o( the material aa ileUvvred lor the inaUllation. Hi 
ever, Wiryorhaeuaer must be givrn written nobce wilhm 90 daya alUr dia-
covfry of auch noncompliance and a reaaunabie ofiportunity Ui inapect the 
product prior to any alteration or repair 

i f u l l not br Uabit 

W e y e r h a e u s e r 
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Lennox puts 
the comfort 
insidê *̂ 

— — 

and the 
equipment 
outside 

/ -

Look what's new for homes (and 
other buildings): 

A single-package heating, cooling, 
ventilating system that's installed 
o u t 5 i i i e . O n a grade-level slab. 
O r on the roof. 

There's no flame indoors. 
N o chimney needed. N o r inside space. 
You gain sales appeal. 

The only thing brought inside is 
Total Comfor t . Fresh, Living A i r f 
warmed or cooled to fit the season. 
Humidif ied—or wrung dry o f 
dampness. Cleaned electronically. 
Circulated continuously. 

It's a ful ly weatherproof system, 
w i t h insulated cabinet and electric 
ignition system. 

The unit can—in its larger commercial 
capacities—offer 100% ventilation w i t h 
outside air. A n d cool free when that 
air falls below 57°F. 

Available for homes in sizes as 
small as 2 tons cooling and 80,000 
Btuh heating. Commercial sizes 
range up to 22 tons cooling, 500,000 
Btuh heating. 

Electric cooling. Gas or oi l heating. 
The system is completely factory 

assembled, wired and tested, including 
controls. Finest quality. . . and a single 
source o f responsibility. 

It 's an ideal single-zone system for 
homes, apartments, schools, churches, 
offices, and other buildings. 

For details, see Sweet's—or write 
Lennox Industries Inc., 384 S. 12th Ave., 
Marshalltown, Iowa 50158. 

LENNOX 
A I R C O N D I T I O N I N G • H E A T I N G 
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Something-for-everybody package 
clicks in D. C. townliouse society 
Capital idea: D. C. developer uses V^" urethane 
foam insulation to pare costs; boost comfort, 
floor-space and profit in townhouse units. 
Town Square Townhouses, a creation 
of arctiitects Macomber & Peter, mas
ters of ttie Federal style, is an ambi
tious urban renewal project in Wash
ington, D. C. Being built by Bresler 
and Reiner, when complete it will 
consist of 116 garden apartments and 
180 3-story, single-family units, priced 
up to $54,500. 

Of brick construction, nearly all 
of the townhouse units are insulated 
with sprayed-on urethane foam ap
plied by Bilton Insulation & Supply, 
Inc., D. C. specialists in this type of 
contract insulation since 1952. 

Because of urethane foam insula
tion, each Townhouse unit gained a 
living space bonus worth $572-$1144* 
to the buyer. 

Here is how the urethane foam 
gains were measured by the princi
pals involved: 
C. V. Davenport, Bilton executive vp 
and gen. mgr.: 'The arithmetic is 
there for all to see. Urethane enabled 

'Computed on basis of 2400 sq ft of living 
space in unit selling for $54,500. Buyer is 
paying about $22 per square foot. Better in
sulating ability of rigid urethane foam saves 
26 sq ft to 52 sq ft or $572 to $1144. 

the developer to gain up to 52 sq ft 
of extra floor space per unit. Ure
thane foam is a cryogenic insulant. 
With a k factor of 0.11 and as used in 
this instance (1" wall space consist
ing of Vn" of urethane foam and a %" 
air space), urethane foam replaces a 
3%" glass fiber batt. In addition, ure
thane foam is moisture-proof, the 
need for a vapor barrier is eliminated, 
and it safeguards electric wiring and 
plumbing fixtures against fire, freeze-
ups and corrosion." 

Potomac Electric Power Company 
determined that this wall design met 
their Gold Medallion insulation re
quirements. They estimate it will cost 
the average Town Square Townhouse 
owner about $305 a year to heat his 
home, $60 to cool it. A dollar a day 
for a $54,500 home investment isn't 
bad. 
B. Reiner, Bresler & Reiner builders: 
'There is no question about the cus
tomer benefits of urethane insulation. 
I would be sold on it just forthe space 
savings it offers. Most home-buyers 
don't care what insulation is used, but 
we publicize urethane as a key selling 

point. We translate the measurable 
extra floor space, consistent comfort, 
warmer wall areas, lower heating and 
cooling bills, and they are im
pressed." 
R. A. Dwyre, Bilton sales mgr.: "With 
batt-type materials, builders often 
have an expensive, irksome problem 
of securing dry wall to the studding. 
Because of the slick vapor barrier 
necessary, nails keep popping out. 
With urethane, one man can complete 
two walls each on three floors (1140 
sq ft) in about 30 minutes." 

H. White, project mgr. and supt.: "I've 
been in the construction business for 
30 years and I have never seen an 
insulating material that provides a 
better seal than sprayed-on urethane. 
It's clean, simple and fast in applica
tion, and leaves no mess of scraps 
to clean up." 

The foam chemicals system for this 
project was supplied by Isocyanate 
Products, Inc.. New Castle, Del. 19720. 
For the full story on urethane foam 
insulation in a wide range of projects, 
write MOBAY CHEMICAL COMPANY. 
Code HO-58, Pittsburgh, Pa. 15205. 
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DEPENDABLE 
SEWAGE TRANSFER 

AND TREATMENT 
EQUIPMENT 

BIG PLANS DEMAND 
PDDVED EDDIPDIENT 

\ 
A Smitfi & Loveless field-
erected "Oxigest"* plant is 
the most dependable, 
economical solution for the 
sewage treatment needs of 500 
to 10,000 population equivalent. 
Multiple installations serve 
greater capacities. 

Time after time, they have proved 
to be the best long-term 
investment to meet the treatment 
plant needs of communities, 
subdivisions, military bases, 
resorts, industrial-commercial 
developments, etc. Odor-free and 
nuisance-free. 

Smith & Loveless experience and 
know-how in the wastewater 
transfer and treatment field can 
save you time and money — 
especially in maintenance costs 
and value that lasts. The S & L 
name means simple, dependable 
sewage treatment. 

All Backed by the Best 
Single-Source Warranty In 
the Wastewater Industry. 

• MIKE MICROBE 

"Gxigest" and "Addigert*tram-
mem plants are factorv-fabricated 
and unit atsambled at campletely 
as possible lor fast economical 
instflllation in the field. 

ADove Grouna 

Partially Above Ground 

Or At Grade Level 

Main Plant: Lenexa, Kansas 66215 (Near Kansas City, Mo.) Depl 70 
Manufactured by Smith & Loveless and its licensees at • Oakvllle, 

Ontario • Osaka, Japan • Denbighsfiire, England • 
Brussels, Belgium • Helsinki, Finland 

NEWS 
continued from p. 22 

Heavy debt perils Lytton Financial; 
Bart Lytton sells 13<̂ o of S&L firm 
Lytton Financial Corp.. one o f 
the largest publicly held S&L hold
ing companies, is facing a critical 
financial squeeze. 

The company has $2.8 million 
in debts due this month and. its 
annual report says, i t "presently 
does not have the funds available 
t o meet all of these obligations." 

Bart Lytton, president and 
chairman, has nevertheless ex
pressed confidence in raising the 
money before the deadline. 

The financial problem affects 
only the holding company, not the 
two s&i. subsidiaries: Lytton s&L 
in Los Angeles and Lytton s & L o f 
Northern California in Palo 
Alto. Y e t Lytton has admitted 
that the sale of one of the two 
S&Ls to sati.sfy the debts is a 
"likely possibility." 

A spokesman for Preston Mar
tin, California's s & L commis
sioner, said: "The capital and 
liquidity of the two s&LS are un
impaired." 

Lytton also said that he did not 
know what action the creditors 
would take if the financial obliga
tion were not met on time, but 
he added that the creditors real
ized that "foreclosure is not an 
appropriate response." 

The debts include Si .6 million 
owed to the United Automobile 
Workers Union and $1.2 million 
owed to institutional investors, of 
which the largest is Investors 
Stock Fund Inc.. a mutual fund 
managed by Investors Diversified 
Services of Minneapolis. 

Lytton has faced a financial 
crisis of his own. He has just 
sold 13% of the company's shares 
from his personal portfolio to 
"settle personal obligations." He 
retains 8% o f the ownership. 

Asked if the sale would mean 
a change in the name of his com
pany, he quipped in reply: "It 
might—when they change the 

L Y T T O N F I N A N C I A L ' S L Y T T O N 
"It's an awfully well-known name" 

name of the Lincoln or Wash
ington S&LS. Lytton is a good 
name, and it's awfully well 
known." 

Lytton Financial, with assets of 
$730 million, has lost $12.5 
million in three years—$3 mil
lion in calendar 1967. more than 
$2 million in 1966 and $7.5 mil
lion in 1965. 

Lytton refused to di.sclose the 
identity of the group of buyers 
who purchased the estimated 
334,449 shares or the price paid. 
But based on the closing price of 
Lytton Financial at the time of 
sale, $6.50 a share ( N Y S E ) , 13% 
of the company's outstanding 
stock would have been worth $2.1 
million. 

Lytton also would not say 
whether the sale was arranged 
to satisfy personal debts at the 
Union Bank. Los Angeles. Los 
Angeles businessman Henry Sal-
vatori confirmed that he had been 
approached "some time ago" 
about buying some of the stock 
but said he had nothing to do 
with the current sale. 

Bankers Mortgage gets new chief 
Bankers Mortgage C o . of Cal i 
fornia has chosen Kent L. Colwell 
as president to succeed Harland 
G. Keller, who is retiring. 

ColwcU has been financial vice 
president of Bankers since 1964. 
when founder Ray Lapin (now 
president of the Federal National 
Mortgage Assn.) sold it to Trans-
america Corp.. San Francisco's 
big "department store" of finance 
( N E W S , Apr. "64). Colwell had 
been assistant to the president of 
Transamerica. He is treasurer of 
the California Mortgage Bankers 
Assn. 

Bankers has also announced 
the promotion of John R. Jensen 
and Harold Granger to senior 
vice presidencies. Both men had 
been vice presidents. 

The company is the ninth larg
est mortgage banking hou.se in the 

B A N K E R S M O R T G A G E ' S C O L W E L L 

Into the president's chair 

country. It services $735 million 
in mortgage loans. 

NEWS continued on p. 34 
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Frigidaire brings you... 
more help in selling today's prospects 
who demand easy-clean kitchens. 
You probably know the hottest, most 
wanted Idea in built-ins. The Electri-ciean 
Oven idea. Now it's yours in a Frigidaire 
Compact 30 range. In just 30" of space, 
you can add a complete, contemporary 
cooking center. Surface units. Automatic 
controls. Plus an oven that goes from dirty 
to clean automatically. Cost per cleaning 
for your prospects: just about the same as 
a cup of coffee. This is the range for kitch
ens that create more leisure, not more work. 

more help with fast, easy installation. 
We know installation time is money. Your 
money. We try to save you both. Example 
—the Compact 30 instal ls with just 4 
screws. 

An easy-to-follow installation guide is yours for sub
contractor use on this and every Frigidaire built-in. 

help y o u r p r o s p e c t s c l e a n up . . . 

more help with customer 
satisfaction . . . factory-trained 
service available everywhere. 
Coast to coast, one of our authorized ser
vice outlets is available to take over the 
service responsibility. You're free to con
centrate on building and selling. This is 
another reason Frigidaire-equipped kitch
ens can help you build traffic. Boost rentals. 
Or close sales. Call your Frigidaire repre
sentative and let him show you. 

Frigidaire 
bothers to 
build in 
more help 

4 * 4 

GM 
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New Andersen Perma-Shield 
value of wood plus a rigid vinyl 

Welded insulating glass 
is standard. No need 
for storm windows. 
(A real sales feature.) 

No painting 
Vinyl sheath doesn't 
need it. Can't rust, 
pit or corrode like 
metal, either. 

The warmth of wood 
plus weatherproof 
\j\ny\ cuts heat loss 
and gain, checks 
condensation. 

Flexible Vinyl glazing bead 
eliminates all face 
putty problems. 

Vinyl weatherstripping 
seals out drafts 
springs back to shape 
indefinitely. 

The dimensional stability 
of wood. Won't stick, 
twist, warp or bind. 

New Andersen 
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Windows offer the insulating 
shield that needs no painting • 
(No wonder youVe seeing more of them lately.) 
Inside a Perma-Shield sash there's a core of warm, 
stable wood. Outside, there's a thick sheath of 
rigid, weatherproof vinyl. And the glazing is 
welded insulating glass. 

Is it the perfect window? You'll have to decide 
about that for yourself. We're proud of i t , 
and we're pleased that Perma-Shield windows 
are being specified for some of the best new 
commercial buildings and residences. 

W i d e range o f styles and sizes. 

Choose casements, awning style, fixed types, 
single or multiples right from stock. There are 
26 basic Perma-Shield sizes and 3 sizes of 
gliding doors—6, 8 and 12 feet. 

For more i n f o r m a t i o n check Sweets file. 
Or mail the coupon below for Hterature or a 
Perma-Shield Demonstration in your oflice. 

Andersen Corporation 
Bayport, Minnesota 55003 

• Please send complete Perma-Shield Literature. 

D I'd like a Perma-Shield Demonstration in my office. 
Please have an Andersen Distributor call me for an 
appointment. 

Name 

Firm 

Address_ 

City State Zip. 

^ n d e r s e n \ y i n d o w a l l s 
Window Beauty is Andersen 

Wash ing ton C l u b Inn , Virginia Beach, Virginia, features 40, 8-foot 
Andersen Perma-Shield Gliding Doors. Guests get a sweeping view of 
the ocean through snuggly weathertight gl id ing doors. No problems 
. . . even under the most severe salt-air condit ions. 
Architect: Evan J. t^cCorkle, Virginia Beach, Va. 

E m m a Norton Methodist G i r l s ' R e s i d e n c e . S t . P a u l . Di f f icul t elevation 
could make window maintenance a nightmare, but there's l i t t le or no 
maintenance with Perma-Shield. They've been performance proved on 
thousands of residential and commercial jobs like this one—exposed 
to every cl imate over the last 9 years. 
Architect: Progressive Design Associates, St. Paul, Minn. 

4 

Low m a i n t e n a n c e h o m e , Long L a k e , Minn. The Perma-Shield Windows 
in this home won't need paint ing, or storm windows, and they won't 
pi t or corrode like metal. They combine the insulat ing value of wood 
and the maintenance savings of a rigid vinyl shield. 
Architect: George F. Panuska, Virgin Islands. 

Perma-Shield Windows 
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IfYOO'RE 
LOOKING FOR A 

• THAT C O S T S FAR L E S S TO BUY 
ic AND EVEN L E S S TO MAINTAIN 
• AND CAN DUPLICATE UP-TO 400 " D " 

S I Z E PRINTS AN HOUR 
•k AT A MATERIAL COST OF 1$ PER 

S Q U A R E FOOT 
ic WITH F U L L 42" CAPACITY 
• AND PRINTING S P E E D UP-TO 21 F E E T 

PER MINUTE 
•k REQUIRING NO S P E C I A L VENTING, 

WIRING OR PLUMBING 
•k AND IS TECHNOLOGICALLY THE MOST 

ADVANCED WHITEPRINTER E V E R MADE 

YOU'RE LOOKING FOR 
PRICED 
FROM 

For big new free no-obligation catalog 
circle reader service card now! Or write: 

Diaxit^ Company inc. 
Route U.S. 1. Youngsvi l le, North 
Carol ina 27596 • Phone (919) 556-51 

$249! 
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let s Del 
loihe 
base 
ollliis 

Better showers are bui l t w i th a waterproof COMPOl 
foundat ion . 
Where ceramic t i le is to be a feature of the ba th , the 
economy of COMPOTITE resul ts in a desirable, fu l ly- t i led 
s h o w e r a rea at no m o r e c o s t t h a n t h a t o f a t u b or 
open-base receptor. 
C O M P O T I T E ' s w a t e r p r o o f , c o r r o s i o n - p r o o f , a s p h a l t i c 
membrane seals shower mois ture away f rom vulnerable 
areas m o r e e c o n o m i c a l l y t h a n any o the r shower pan 
mater ia l . Send for your brochure today. 

p. O. Box 26186. 
Los Angeles. Cal i forn ia 90026 

(213) 483-4444 

NEWS 
conliniied from /». 30 

Kennedy offers a 
attacks the Presi 
Sen. Robert Kennedy (D.. N.Y.) 
announced a new slum-housing 
proposal and gave h u d Secretary 
Robert Weaver his best one-liner 
of the year: "It's a rich man's bill 
for poor man's housing." 

The Senator, speaking before 
the Senate Housing subcommit
tee, outlined his new proposal and 
aiiacked the Administration's 
slum-housing bill , based on sub
sidized mortgage interest rates, 
for having "major defects." 

The Kennedy plan provides a 
profit incentive to builders of low-
rent housing in urban ghettos in 
the form of direct subsidies paid 
by the federal government. A new 
debenture issued to the builder 
when he receives federal mort
gage insurance would obligate the 
government to pay him. each year 
during the life of the project, a 
supplementary and tax-free 
amount equal to 6% of his net 
ctiiiily investment. 

The effect of this payment. 
Kennedy states, would be to raise 
a builder's annual after-tax profit 
to about 12%, or 6% more than 
he is allowed to make under ex
isting 221d3 bylaws. 

The Kennedy proposal also 
incorporates below-market-rate 
mortgages financed through gov
ernment channels and reduced 
rentals through low-interest 
rates, 50-year terms, property-tax 
abatement and subsidized land 
costs. 

The Senator's criticism of the 

slum-housing plan, 
dent's as defective 

Wide World Photo 

NEW YORK'S KENNEDY 
Offers a profit incciiiivc 

Administration's slum-housing bill 
(Niiws. A p r i l ) : 

• It does not require that new 
low-income housing be built in 
urban poverty areas. 

• It doesn't spur employment 
of low-income residents in re
building their housing. 

• It doesn't involve local resi
dents in community planning. 

• It doesn't provide for im
proved relocation facilities. 

Capitol Hil l forecasters say 
Kennedy's proposal, in bill form, 
does not stand a chance of pas
sage. 

"It's too complicated and im
plies changes in the tax laws." 
says one legislator. Others, in
cluding .Secretary Weaver, con
tend that the Kennedy proposal 
only serves to augment the con
centration of Negroes in the 
ghettos. 

Savings bankers nominate new chief 
He is Robert J. Hill, president of 
the New Hampshire Savings Bank 
in Concord, and his nomination 
will be presented to the National 
Association of Mutual Savings 
Banks at its 48th annual con
vention in Washington May 17. 

Hill succeeds Harlan J. Swift, 
president of the Erie County 
Savings Bank in Buffalo, N.Y. He 
is currently the N A M S B ' S vice pres
ident, a post to be taken by 
Richard B. Haskell, president of 
the Mechanics Savings Bank of 
Hartford. Conn. 

Officers of the association serve 
one-year terms. 

The association represents 500 
mutual banks in the 18 states in 
which they are permitted. The 

S A V I N G S B A N K E R S ' H I L L 
Taking a step upward 

banks' combined assets approxi
mate $68 billion. 

LENDERS: Clinton L Miller, 62. 
has retired as president of The 
Dime Savings Bank of Brooklyn. 

PUBLICISTS: Sam Justice, for
merly an information director for 
the National Association of Mu
tual Savings Banks (story above), 
has been appointed a vice presi
dent in the New York offices of 
Booke & Co.. a financial and in

vestors relations firm that main
tains branches in Chicago and Los 
Angeles. 

BUILDERS: Levitt & Sons of 
Lake Success, N.Y., has named 
James E. McCarty Jr. to the new 
post of national sales manager. 
He had been a division sales 
manager for the Readers Digest 
in Pleasantville. N.Y. 
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something new for the outside of 
your houses that you don't have to paint. 

Ifs called wood. 
Not just run-of-the-mill wood. 

PFL® Siding f rom U.S. Plywood. 
I t comes with a th in plastic coating that's 

bonded to it by heat and pressure. 
Thin. But tough. 
In an attractive range of colors. 
So you don't have to paint it when you put 

it up. 
And it's highly resistant to cracking, crazing, 

chipping, peeling, flaking and blistering. So 
it shouldn't need painting for any of those 

reasons after you've put it up. 
Being wood, it naturally won't rust or cor

rode in any weather. 
Being hard, it's very tough to dent. 
Which is more than you can say for some 

of those other new siding materials you may 
have heard about. 

See your building supply dealer and ask 
for U.S. Plywood P F L Siding. 

I f he doesn't have it , call us. 
Collect. 

S U . S . P l y w o o d 
K J I I A O x i t w o l U S PYnod'CnamBainPipenlnc 

' Ih.n) ».<mu«. U o Vol". N » 1001' 
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What every 
over-confident 

builder 
should know about 

/ \ m - F i n n 

If you're already offerinj? free refrigerator-freezer, 
dishwasher, washer, dryer, self-clean oven and free 
home owners' policy in your new houses . . . or all this 
plus pool and 9-hole golf course in your latest apart
ment building . . . you may think you're a big jump 
ahead of the competition. 
Don't believe it! 
You're probably just neck-and-neck with the guy down 
the street. 
So how do you unload yours — first, fastest, with the 
best profit — to your highly pampered, demanding 
buyers and tenants? 
Simple. Pamper them a lot more — at little extra cost 
— with Am-Finn Sauna. 
Why Am-Finn Sauna? 
Why not find out? Give us a ring today — overconfi-
dence can be costly. 

A m - F i n n 

Dept. HH 

Haddon Ave. & Line St., Camden, N . J. 08103 
Please sevd me complete information on Am-Finn Sauna. 

Name . 

Company 

Address 

City .State- .Zip_ 

NEWS 

A computer's projection for 1968: 
big rise in one-family Homebuilding 
Consultron. the service that anal
yzes the Census Bureau's housing 
permits each month by computer, 
now projects increases in single-
family building for 168 of 192 
metropolitan areas in 1968. 

Consultron is a management 
and marketing service offered to 
builders by the Celotex Corp. and 
operated by the corporation's con
sultants, W.R. Smolkin & Assoc. 
of New Orleans. 

Many of the latest 1968 proj
ections show sharp percentage 
gains over 1967—Las Vegas up 
312%—but they do not neces
sarily signal a boom market. Be
cause 1967 was a poor year— 
Census estimates national totals 
at only 612.900 single-family per
mits—it provides a faulty base 
on which to measure increases. 

The forecast is not strictly a 
prediction of the number of pri

vate houses to be built this year. 
It is rather a projection of the 
totals to be reached if the housing 
market continues as it has done. 

The second column (below) 
shows permits projected for 1968. 
The third cites the projection 
made a month earlier, and the 
fourth measures the change and 
indicates the most recent market 
trend. The latest 1968 projection 
(column 2) for a city may still 
exceed the 1967 permit total but 
fall below the 1968 projection 
made a month earlier (column 
3). This circumstance indicates 
a weakening market. It applies in 
111 cities (example: Akron. 
Ohio), not counting 23 cities 
whose 1968 permits will fall short 
of those in 1967. 

The fifth column shows the sec
ond column's percentage gain or 
loss from 1967. 

Current 1968 
Name of Prinelpol 

Clfy o» SMSA 

Abilene, Tex 
Akron, Ohio 
Albany, Oa 
Albuquerque, N.M. 
Allenlown, Po 
Alloona, Pa 
Amarillo, Tex 
Ann Arbor, MIeh.. 
Aihevi l le , N.C 
Atlanta, Go 
Atlontic City, N.J.. 
Augufta, Oa 
A u i l i n , Tex 
Bakertfleld, Calif. 
Baltimore, Md 
Baton Rouge, La 
Bay City, Mich 
Beaumont, Tex 
Binghomton, N.Y.. 
Birmingham, Ala 
Boiton, M a t t 
Bridgeport, Conn.. 
Brockton, M a t t 
Browntville, Tex 
Buffalo, N.Y 
Canton, Ohio 
Cedar Rapldi, Iowa 
Champaign, III 
Chorletton, S.C 
Chorletton, W. Vo 
Charlotte, N.C 
Chattanooga, Tenn. 
Chicago, III 
Cincinnati, Ohio 
Cleveland, Ohio 
Colorado Springt, Colo. 
Columbia, S.C 
Columbut, Go 
Columbut, Ohio 
Corput Chrltii, Tex. 
Dallat, Tex 
Davenport, lowo 
Dayton, Ohio 
Decatur, III . 
Denver, Colo 
Dei Moinet, Iowa 
Detroit, Mich 
Dubuque, Iowa. 
Duluth, Minn 
Durham, N.C 
El Pato, Tex 
Erie, Pa 
Eugene, Ore 
Evantvllle, Ind 
Fall River, M a t t . . . . 
Fitchburg, M a t t . 
Flint, Mich 
Ft. Lauderdale, Flo 
Fort Smith, Ark 
Fort Wayne, Ind 
Ft. Worth, Tex 
Fretno, Calif 
Oadtden, Ala 
Golvetton, Tex 
Gory, Ind 
Grand Ropidt, Mich. 
Green Boy, Wit 
Greentboro, N.C 
Greenville, S.C 
Hamilton, Ohio 
Harritburg, Pa. 
Hartford, Conn. 
Honolulu, Hawaii . 
Houtton, Tex 
Huntington, W. Vo 

jection Previout Change in 1968 V I 

SMSA Projection Projection 1967 

61 53 8 - 21.7% 
3,044 3,366 - 322 31.7% 

719 703 16 112.1% 
1,168 1,206 - 38 43.0% 
1.989 1,925 64 42.4% 

138 127 11 - 13.2% 
353 363 - 10 9.3% 

1,337 1,416 - 79 16.2% 
242 309 - 67 3.8% 

16,574 18,847 -2 ,273 66.9% 
1,250 1,113 137 45.8% 
1,824 1,805 19 46.6% 
2,327 2,722 - 395 39.2% 
1,431 1,254 177 39.6% 
8,173 7,794 379 34.8% 
3,219 3,599 - 380 45.3% 

424 485 - 61 12.2% 
940 899 41 54.4% 
813 794 19 •7% 

3,360 3,280 80 23.5% 
5,288 5,193 95 8.5% 
1,760 1,763 3 25 .1% 
1,187 1,302 - 115 63.7% 

255 157 98 72.2% 
3,610 3,997 - 387 - 1.8% 
1,618 1,348 270 57.7% 
1,155 1,263 - 108 26.3% 

381 273 108 156.9% 
1,640 1,736 - 96 34.9% 

213 231 - 18 - 19.7% 
4,288 4,664 - 376 35.3% 
1,437 1,576 - 139 10.0% 

26,706 24,923 1,783 49.8% 
4,858 5,172 - 314 52.7% 
8,884 9,062 - 178 50.5% 
3,492 4,091 - 599 61.9% 

160 143 17 - 19.5% 
1,362 1,488 - 126 21.6% 
8,491 8,495 - 4 1 25.7% 
1,643 1,664 - 21 19.6% 

12,823 14,212 -1 ,389 48.3% 
2,337 2,339 2 37.9% 
5,318 5,659 - 341 36.0% 

620 681 - 61 63.6% 
8,879 8,670 209 48.8% 
2,427 2,207 220 84.6% 

24,638 27,066 -2 ,428 44.7% 
156 158 2 - 25.3% 
234 270 - 36 - 16.9% 

1,533 1,809 - 276 84.0% 
2,140 2,367 - 227 44.4% 

639 706 - 67 12.9% 
1,894 1,977 - 83 54.3% 
1,043 1,224 - 181 56.3% 

393 448 - 55 - 15.2% 
362 334 28 74.3% 

3,254 3,490 - 236 49 .1% 
8,083 8,038 45 79.7% 

469 516 - 47 50.0% 
690 667 23 - 5.3% 

7,188 7,998 - 810 70.9% 
2,072 2,000 72 15.8% 

242 287 - 45 21.9% 
549 656 - 107 35.9% 

3,989 3,822 167 62.4% 
3,024 3,257 - 233 30.4% 
1,132 1,106 26 37.7% 
1,720 1.936 - 216 29.8% 

426 534 - 108 35.3% 
1,622 2,021 - 399 140.8% 
1,053 993 60 28.8% 
3,682 3,916 - 234 38.0% 
4,796 4,085 711 59.7% 

10,071 10,562 - 491 40.4% 
250 296 - 46 - 3.4% 

804 
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F L O W - M A T I C s i r n a n d l e k i t c h e n f i t i i 

You can see at a glance why the Pasadena Art 
Museum chose to honor Flow-Matic for excel
lence of product design. The sculptured lines 
of Price Pf ister 's single handle water con
trolling device for the kitchen is a study in 
c l a s s i c simplicity with a contemporary flair. 

As winner of the coveted California Design X 
award, Flow-Matic will be featured in catalogs 
sold throughout the world by the Pasadena 
Art Museum. Millions of architects, builders, 
designers, artists and art lovers will become 
aware of Flow-Matic's incomparable beauty 

and design superiority. And one more thing: 
every Flow-Matic single-handle water-control
ling device features an unconditional five year 
w a r r a n t y on the c a r t r i d g e w i t h a labor 
a l l o w a n c e i n c l u d e d . 

S o l d on ly t h r o u g h w h o l e s a l e r s 
W a r e h o u s e s in t h e s e p r i n c i p a l c i t i e s : B i r m i n g h a m . A l a b a m a ; 
C h i c a g o , I l l inois; D a l l a s , T e x a s ; P a c o i m a . C a l i f o r n i a ; E l i z a b e t h , N e w J e r s e y 

• T O M O R R O W S D E S I G N T O D A V 
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and you, , 
ignore oO/t. 
or your mar ket. 

It's a fact. Three-fifths of prospects in major metro
politan and suburban areas indicate they w/7/ pay 
extra for construction that reduces noise levels inside 
the home. 

Six out of ten of your next customers are ready to 
put extra profits in your pocket, if you'l l just put a 
little quiet-condit ioning in their new homes or 
apartments. 

And Celotex can help you do just that. We have the 
products, the systems and know-how to solve your 
every noise problem. 

Let us send you the Celotex Sound Control System 
Guide. Shows you how to reduce noise transmission 
through common walls, partitions and floor/ceil ings 
wi th a choice of 21 constructions using Celotex 
Soundstop* Board and Celotex Gypsum Wallboard. 
And how to soak up noise in family rooms, living 
rooms and kitchens with Celotex Acoustical Ceilings 
Send for your free copy today. 

• Trademark 

YUCATAN, MEXICO-Ca . A.D. 987. Detail of a 
workman/sculptor from one of a series of paintings 
depicting major achievements in the history of 
Man the Builder. 

The painting is one of three in Set B of the 
Celotex collection. For full-color reproductions (20" 
X 16") suitable for framing, send SI .00 (for each set 

of 3) to: Historical Construction Paintings, Box 
368A, Miami, Florida 33145. Important: please 
specify Set A or Set B. 

Contr ibut ing to the progress 
of Man the Builder. 

THE CELOTEX CORPORATION 
T a m p a , Florida 33607 

Subsidiary of jim Walter Corporation 

Set A consists of: The Ise 
Shrine, Japan; The Erechtheum, 
Athens, Greece; Ollantaytambo, 
Peru. Set B: City of Uxmal, 
Mexico; The Bayon, Cambodia; 
Neolithic Shrine, Turkey. 
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Buy ventilation 

and beauty 

in one 

package! 

REDWOOD 
CUPOLAS 

Get double value with 
these quality redwood 
built look of elegance, 
they are the best attic 
air effectively with no 
styles and sizes avai 
dealer today. Prices 
catalog. 

a STEPHENSON CUPOLA! First, 
cupolas give a home the custom-
Second, installed on the rooftop, 
ventilators, exhausting hot moist 
moving parts. A wide variety of 

lable. Order from your lumber 
start at $39.00. Send for free 

S T E P H E N S O N & C O M P A N Y 

15752 Industrial Pkwy. Cleveland, Ohio 44135 

Circle 51 on Reader Service rard 

These 
3 re 

TECO-U-GRIP 
joist and beam 

hangers 

They save 
up to 50% 
in framing 
floor and ceiling joists 

Send for FREE catalog information on TECO's 
fu l l line of labor saving fastening devices. 

TIMBER ENGINEERING COMPANY 
1619 Mass. Ave., N.W., Washington, D.C. 20036 

NEWS 
continued from p. 36 

One-family homebuilding continued 

Current 1968 
Nome o» Principal 

Cily of SMSA 

Hunliville, Ala 
Indlanapolil, Ind 
Jackton, Mich. 
Jackton, MUs 
Jacktonvllle, Flo. 
Kalamaxoo, Mich 
K«no»ha, Wli 
Knoxvilla, T«ni». 
Laka Charles, La 
La n caller, Po 
Lansing, Mich 
Laredo, Tex... 
Las Vegas, Nev 
Lawrence, Mass 
Lawlon, Oklo 
Lexington, Ky 
Lima, Ohio 
Lincoln, Nebf 
Little Rock, Ark. 
Lorain, Ohio 
Los Angeles-Long Beach, Calif. 
Louisville, Ky 
Lowell, Moss 
Lubbock, Tex 
Lynchburg, Va 
Macon, Go 
Madison, Wis 
Manchester, N.H 
Memphis, Tenn 
Mariden, Conn. 
Miami, Fla 
Midland, Tex 
Milwaukee, Wis.. 
Minneapolis, Minn 
Mobile, Ala 
Monroe, La. 
Montgomery, Ala 
Muskegon, Mich. 
Nashville, Tenn 
New Bedford, Mass 
New Britain, Conn 
New Haven, Conn 
New London, Conn 
New Orleans, La 
New York, N.Y 
Newark, N.J 
Newport News, Va 
Norfolk, Va 
Norwolk, Conn 
Odessa, Tex. 
Ogden, Utah 
Omaha, Neb 
Orlando, Fla 
Poterson, N.J 
Pensacola, Fla. 
Peoria, III 
Philadelphia, Pa 
Phoenix, Arls 
Pittsburgh, Pa 
Portland, Me 
Portland, Ore.-Wash 
Providence, R.I 
Pueblo, Colo 
Racine, Wis 
Raleigh, N.C 
Reading, Pa. 
Richmond, Va. 
Roanoke, Va 
Rochester, N.Y 
Rockford, III 
Sacramento, Calif 
Saginaw, Mich 
St. Joseph, Mo 
St. Louis, Mo 
Salt Lake City, Utah 
San Antonio, Tex 
Son Bernardino, Calif. 
San Diego, Calif 
Son Francisco-Oakland, Calif. 
Son Jose, Calif 
Santa Barbara, Calif 
Savannah, Go 
Seattle, Wash 
Shreveport, La 
Sioux City, Iowa 
Sioux Falls, S. Dak. 
South Bend, Ind 
Spokane, Wash. 
Springfield, III 
Springfield, Mo 
Springfield, Moss 
Sleubenville, W. Va.. 
Stockton, Calif 
Syracuse, N.Y 
Tacoma, Wash 
Tampa, Flo. 
Texarkano, Tax 
Toledo, Ohio 
Topeko, Kan 
Trenton, N.J 
Tucson, Arix 
Tulsa, Oklo 
Tuscaloosa, Ala 
Tyler, Tex. 
Utica, N.Y 
Waco, Tex 
Washington, D.C 
Woterbury, Conn 
Waterloo, lowo 
West Palm Beach, Fla 
Wichita, Kan 
Wichita Falls, Tex 
Wilmington, Del 
Winston-Salem, N.C 
Worcester, Mass 
York, Pa 
Youngstown, Ohio.. 

action Previous Change in 1968 vt 
SMSA Projection Projection 1967 

1,023 1,106 - 83 19.5% 
5,779 6,029 - 250 55.6% 

784 790 - 6 30.4% 
64 8 708 - 60 3.4% 

1,977 2,162 - 185 52.9% 
588 689 - 101 - 12.7% 
150 151 1 - 9.3% 

3,106 3,087 19 73.2% 
549 294 255 137.2% 
846 883 - 37 26.9% 

4,382 5,237 - 855 83.0% 
171 169 2 171% 

2,948 3,188 - 240 312.3% 
906 950 - 44 14.7% 
739 914 - 175 30.3% 

2,143 2,801 - 658 71.3% 
187 219 - 32 9.6% 

1,094 916 178 95.5% 
1,513 1,582 69 39.0% 
1,301 1,199 102 57.6% 

16,476 1 6,689 - 213 77.3% 
5,853 6,757 - 904 53.3% 
1,224 1,268 44 10.9% 

720 810 - 90 37.2% 
797 796 1 41.2% 

1,212 1,313 - 101 38.0% 
1,557 1,531 26 23.1% 

432 423 9 24.9% 
5,314 6,019 - 705 25.0% 

242 213 29 55.1% 
6,605 6,070 535 75.4% 

618 776 - 158 107.4', 
8,180 7,946 234 103.6% 

1 1,392 10,721 671 72.3% 
1,134 1,192 - 58 34.3% 

210 208 2 - 5.8% 
1,699 1,796 - 97 62.9% 

572 570 2 20.9% 
3,675 4,345 - 670 42.6% 
1,050 1,226 - 176 24.9% 

470 470 0 11.6% 
903 1,003 - 100 - 6.0% 
439 427 12 3.8% 

5,095 5,000 95 19.6% 
20,272 20,248 24 23.8% 

4,694 4,406 288 28.5% 
3,346 3,581 - 235 82.0% 
5,466 5,878 - 412 96.8% 

786 756 30 41.9% 
152 153 - 1 - .7% 
983 1,056 - 73 115.2% 

3,284 3,237 47 70.1% 
4,793 5,010 - 217 66.1% 
3,462 3,353 109 27.0% 
1,814 1,840 - 26 107.4% 
1,212 1,171 41 27.8% 

15,213 1 5,765 - 552 25.3% 
6,161 6,579 - 418 22.7% 
8,965 10,164 -1,199 59.2% 

852 755 97 52.6% 
6,905 7,359 - 454 38.1% 
3,747 3,790 - 43 16.4% 

216 166 50 - 29.4% 
84 46 38 - 75.4% 

1,934 2,158 - 224 44.8% 
697 778 - 81 10.5% 

4,267 4,728 - 461 56.3% 
1,557 1,925 - 368 49.7% 
5,234 5,301 - 67 32.0% 
2,562 2,625 - 63 80.5% 
5,339 4,726 613 59.5% 

651 639 12 - 34.4% 
254 238 16 22.0% 

8,087 8,497 - 410 11.3% 
3,065 3,182 - 117 70.6% 
3,196 3,317 - 121 8.5% 
7,856 7,234 622 67.9% 

13,093 13,561 - 468 100.8% 
13,894 11,046 2,848 77.1% 
17,461 17,006 455 133.3% 

1,101 1,211 - 110 78.3% 
1,499 1,543 - 44 139.8% 

20,551 21,063 - 512 53.3% 
1,212 1,301 - 89 76.7% 

784 516 268 153.1% 
290 258 32 87.6% 
561 650 89 - 23.2% 

1,413 1,451 38 56.8% 
505 602 - 97 12.9% 
731 852 - 121 55.2% 

2,276 2,050 226 44.3% 
280 224 56 - 5.4% 

1,663 1,614 49 39.7% 
1,448 1,420 28 1.9% 
4,699 4,766 - 67 60.6% 
7,733 7,763 - 30 39.2% 

561 641 - 80 98.3% 
3,279 3,354 - 75 75.2% 
1,067 1,282 - 215 5.1% 
1,056 1,167 - m 40.5% 
2,553 2,635 - 82 95.3% 
5,851 7,039 -1,188 1 37.6% 

587 597 - 10 37.1% 
314 390 - 76 48.4% 
317 359 - 42 - 21.8% 
206 206 0 - .6% 

44.6% 16,589 1 8,479 -1,890 
- .6% 

44.6% 
1,333 1,568 - 235 56.0% 

855 967 - 112 375% 
2,530 2,528 2 42.4% 
2,344 2,786 - 442 89.4% 

328 373 - 45 30.5% 
4,835 4,130 705 97.3% 
3,724 5,221 - 1,497 78.7% 

849 826 23 9.7% 
748 827 - 79 24.3% 

2,929 3,383 - 454 70.5% 
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I t 's a l l W i l l i a m s but the 
w a l l p a p ^ 

M 

The Cordoba in Spanish oak finish 

Ju.st select the color. Williams does the re,st with matched sets 
of vanities and upper cabinets, styled the way a woman wants 
them. De.si^rner approved in seven pjanned-to-please-her shack s 
and rich wood finishes — coordinating tops and bowls. 

And Williams flatters her with the warm light of incandescent 
bulbs. With big, big mirrors. Delights her with durable finishes 
ihut resist her family. 
Provides more space for 
their belongings. 

Does she like to plan? 
We've a range of sizes to 
fit any space and lots of 
optionals to make her 
planning practical. Don't 
forget our popularly 
priced medicine cabinets 
— to u.se alone or with 
vanities. And that takes 
care of everything except 
the wallpaper. The Mount Vernon in white and gold 

WILLIAMS PRODUCTS, INC. 
1536 Grant Street 
Elkt iar t , Indiana 46514 

HH 

Send me your free fu l l -co lor cata log. 

Firm Name 

Address 

C i t y . 

Sold through selected distrib
utors. Help yourself while 
you're pleasing her. Write for 
our complete line catalog. 

U J I L L [ p m S 
PRODUCTS, INC. 

state and Zip_ 

The Constellation with stainless or gold trim 
Attention of_ 

Type of f i rm. 
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For builders: The questions and answers on open iiousing 
Congress and the President have made 
open hou.sing the law of the land (see p. 5). 

How does this affect builders, lenders 
and owners? Here are answers to some of 
the most urgent questions about the law. 
Title 8 of the new Civil Rights Act : 

Q: We bought land a year ago, before 
this law was passed. The land is for a pro
ject we plan to open in 1969. Must we sell 
to Negroes? 

A: Yes. As of Jan. 1, 1969, you wil l be 
covered under the section that prohibits 
discrimination in the sale of a house that 
is not your personal residence. The new 
law states: " I t is illegal to refuse to sell 
or rent after the making of a bona fide 
offer, or to refuse to negotiate for the 
sale or rental of, or otherwise make un
available or deny, a dwelling to any per
son because of race, color, religion or na
tional origin." 

Q: Can we get around this law simply 
by informing a Negro that he can't inspect 
the house? 

A: No. I t is "forbidden to represent 
to any person, because of race, color, re
ligion or national origin, that any dwelling 
is not available for inspection, sale or 
rental when such dwelling is in fact so 
available." 

Q: Are builders of two or more dwell
ings a year affected immediately? 

A: Not unless the dwellings were in
sured by F H A after Nov. 20. 1962, or 
built on land cleared by the federal urban-
renewal program. President Kennedy's ex
ecutive order already covers these 900,000 
housing units, but enforcement has been 
lax (NEWS . Jan. ' 63) . 

The brunt of the new bill wi l l not be 
felt until Jan. I . 1969, when discrimination 
in all apartments and newly built single-
family homes wi l l be illegal. The only ex
ceptions: resident owners and builders who 
sell fewer than two houses a year. 

Q: We built a 50-unit apartment in 
1959 with a conventional loan. Can we 
discriminate in rentals? 

A: Not after Jan. 1. 1969. when your 
apartments wil l be covered. 

Q: Does the new law carry criminal 
penalties? 

A: No. You can't be sent to prison for 
simply discriminating. Under civil law, you 
can be sued by the discrimination victim 
or the federal government and fined up to 
$1,000 in punitive damages. 

Q: Can the law indirectly result in a 
jail penalty without a jury trial? 

A: Conceivably. I f a violator defies a 
court order, a judge can rule him in con
tempt and send him to jai l . 

Q: What is the penalty i f discrimination 
is proved in the sale or rental of housing? 

A: First, you can be ordered to sell or 
rent to a complainant. I f . while a complaint 
is pending in the courts, you sell the house 
to another buyer (provided the judge has 
not issued a restraining order against the 
sale), you can be required by the court to 
pay whatever actual damages were suffered 
by the complainant in addition to $1,000 
in punitive damages. 

Q: Are mortgage lenders affected? 
A: Yes. As of Jan. 1, 1969. banks. 

s&LS. insurance companies or any other 
business engaged in making commercial 
real estate loans can not discriminate by 
denying a loan for the purchase, construc
tion or repair of a building or by setting 
extra-high interest rates solely because of 
the applicant's race, color, religion or na
tional origin. 

Q: How fa.st wi l l Negroes move into 
formerly all-white areas? 

A: In certain suburbs, where large tract 
builders have been discriminating for fear 
of being at a competitive disadvantage, 
there may be an influx of Negroes, espe
cially in suburban apartments. 

But what the Negro can afford to buy 
or rent is directly related to what he earns. 
So, while Negro income remains sub
standard, there wil l be no mass exodus 
f rom the urban cores to the expensive 
suburban areas. 

F o u n t a i n s b y R A I N J E T 

Thousands of crystal-like droplets capture the color and brilliance 
of underwater lighting by night and become a shower of dia
monds. Thousands in use in homes, industrial and office buildings, 
banks, restaurants, stores and motels as well as gardens and parks. 

Complete fountain, including 3-ft. bowl, recirculating aqua-
vator and underwater lighting from $199.50. Other size bowls to 
8-ft. No plumbing needed. Just provide electrical connection 
and fill bowl with water. Send for free full-color literature... or 
fpr full-color 3-D Viewer ($1.00). 

Division of RAIN JET CORP., Dept. HH-31 
303 S. Flower St., Burbank, California 91503 

IT TAKES ONLY 2 MEN TO LIFT 
A WALL INTO PLACE WITH 

• B R O C T O R 

i 

2 

W A L L J A C K S 

Increases speed of construction and 
eliminates fear of injury 

L i g h t w e i g h t P R O C T O R 
Wal l Jacks take the back-
b reak ing labor out of rais
i ng wa l ls . Workmen s tand 
back f rom the job where 
acc idents cannot happen. 
W a l l s a re l i f t e d q u i c k l y , 
easi ly, accurate ly . You can 
save t i m e a n d money w i t h 
PROCTOR Wal l Jacks. 

Only $160 per pair 
plus freight. 

3 
SATISFACTION 
GUARANTEED 
If your dealer 
can't supply 

order direct from 

ROCTOR 
PRODUCTS CO. . I N C . 

B o x F H • K I R K L A N D , W A S H I N G T O N 9 8 0 3 3 
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all-steel shelving with 
skilled labor "built-in" 

at the factory 

A beautiful door is only the 
@ beginning of closet glamour . . . 

when you complete the package 
with handsome X-Panda Shelves! 
Instantly adjustable, these strong 
steel shelves go up fast with 
only a screwdriver. There are no 
mistakes, no waste and no 
painting. Shelves are available in 
a choice of bonderized enamel 
colors. Brackets and rods have 
a beautiful brushed satin-tone 
finish. X-Panda Shelves are 
stronger than custom-built 
wooden shelves . . . and they 
can't warp, splinter or burn. 
A wide variety of endwall and 
offwall installations are 
possible—to fit every 
shelving application at 
lower installed cost. 

products CO. 

PO. BOX 68 PRINCEVILLE, ILLINOIS 61559 PHONE 309-385-4323 

E N T R A N C E C L O S E T S 

X - P a n d a Shel f puts extra beauty where it is most impornant 
. . . w h e r e everyone s e e s it. 

W A R D R O B E C L O S E T S 

Installation is fast . . . shelf and rod expand for a perfect 
fit with no waste . 

i 

r 
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I 
N D HOMES' thfiee remarkable collections 

oflFer jiew Insight in die pirit anc character of 
traditional American desigf. Eich reflects a fetish 

or aijthenticity of colonial detail , combined with a 
• 'creative knowledgei o|ni[iieteeaE found red and 

sixt) eight housing needs. Our appfeal is frankly 
to the demand for elegance andlqualit}'. Our 

V llage Square, Olde Coiach and Dr^xel Hill Col
lect O'QS give the builder tiie opportunity' to resolve 

the dreams of yes eryear in te -ms of today 

INLAND HOME^, Dept. 
P. O. Box 1346, Springfield, Oh 

Area Code 513-.325-7091 
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How Maxiite paneJing gets involved 
in everybody else's "business. 

ir.mu' .•"till 

New R o s e w o o d does wonders for a corporate 
image by capturing all the rich grain and color 
of hand-rubbed natural wood. Only differ
ence: Marlite stays like new, Annual Report 
after Annual Report. 

New A m e r i c a n T i l e is the answer where clean 
walls are the question. A l l the beauty of ce
ramic tile, but none of the problems of grout
ing. And like all Marlite paneling, this wall 
wipes clean with a damp cloth. 

N e w A n t i q u e W h i t e T a p e s t r y has texture you 
can see and feel—down to the most delicate 
thread. But Marlite texture can't peel off. It's 
deep-embossed in the panel for a Hfetirne of 
wash-and-wear beauty. 

-

N e w L o m b a r d y T r a v e r t i n e has been accused of 
looking like costly Italian limestone. That's 
the idea exactly. So if your customer wants 
magnificent walls without paying a heavy pen
alty, make a case for this Marlite paneling. 

N e w M a r l i t e M u r a l , entitled "Flemish Har
bor," is crafted in deep brown and gold on a 
white background. Use this panel when you 
want pictorial effects in a hurry. (Marlite goes 
up fast without interrupting business.) 

See Marlite's new line of prefinished hardboard paneling (including new Fire-Test Panels) 
in Sweet's File or write Marlite Division of Masonite Corporation, Dept. .522, Dover, Ohio. 44622. 
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New T e x t u r e d O a k gives you everything the 
real wood has except acorns. Authentic tex
ture. Distinctive grain. Plus a rugged plastic 
finish that resists heat, moisture, stains and 
dents. A great background for any business. 

in M a r l i t e 
c T a S p l as t i c - f in i shed p a n e l i n g 
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P H I L I B 

VILIAGER 
7 

soon...everyone 

the newest product of 
Carey Corporation 

It's really someth ing! Our own sol id vinyl 
s id ing. The siding that won't do anything ... 
except last and l a s t . . . all the while looking 
its clean, smooth beauti ful best! 

M a d e of t he b e s t . . . B . F. G o o d r i c h 
Geon** v i n y l s . . . in sof t ly-r ich co lors : l ight 
gray, l ight green and whi te. Both 8" and 
double-4" types. 

Now's the time to check up on this new
est of all sidings. Decide how it can do a lot 
of good for your business. Get samples and 
l i terature. 

Wri te or phone Phil ip Carey Corporat ion, 
D e p t . HH-568, C i n c i n n a t i , O h i o 4 5 2 1 5 . 
Phone: 513 — 821-3000. It's wor th it! 
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fresh one 

A toilet that ventilates itself? 
This has to be the hottest bathroom 
feature since American-Standard 
moved plumbing indoors! 
And we're making it even hotter 
with big, bold, bright ads in 
L I F E , T I M E , N E W S W E E K , S U N S E T , 

B E T T E R H O M E S & G A R D E N S , 

H O U S E B E A U T I F U L and 

H O U S E & G A R D E N , N O wonder 
smart, successful builders like 
Gene May, of Evermay Homes, 
McLean, Va. are featuring the 
remarkable Compact /Vent-A way 
in their model homes right now! 

AMERICAN 
STANDARD 

P L U M B I N G & H E A T I N G D I V I S I O N 

© 
© A M E R I C A N STANDARD Inc. 1968 
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The sporty Fiesta makes other kitchen sinks look hke 
they're standing still. Once women get their hands on 
that souped-up instrument panel, there's no stopping 'em! 
And smart, successful builders like J. S. Hovnanian of Holiday-
On-The-Green, Mt. Laurel, N . J., know it. He's turning 
prospects into home buyers right now with a Fiesta sink in each 
of his model homes. We're backing Mr. Hovnanian and you up 
all the way with advertising that's reaching (and pre-selling) 
137 million people. That's pretty wild, too! 

AMERICAN 
STANDARD 

P L U M B I N G & H E A T I N G D I V I S I O N 

I AMERICAN STANDARD Inc. 1968 
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c t a n * " ^ ' " ' 6 8 ! 

h a s 

sate one 

The slip-resistant bottom on 
our Stan-Sure* tub makes stepping 
into the bath as easy as jumping into 
bed. Makes your homes easier to sell, 
too. (Just ask George McCormick, 
of Mac & Mac Inc., Pittsburgh, Pa. 
He's featuring Stan-Sure in his model 
homes for the second year now!) 
What more could you ask for.'' Big, 
bold ads like this making a splash 
with your best prospects in 14 of their 
favorite magazines! 

•4 times safer than regular tubs. 

These nationally advertised 
trend-setting products are being 
featured by builders all over the 
countr>'. Reason? To help sell more 
homes faster. For more information 
and details on the special promotional 
program call your nearest American-
Standard representative, or write us. 
American-Standard, 40 West 4()th Street, 
New York, N.Y. 10018. 

AMERICAN 
STANDARD 

P L U M B I N G & H E A T I N G D I V I S I O N 

0 
© A M E R I C A N STANDARD Inc. 1968 
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The round one. 
It's what's new in central air conditioning! 

This new Carrier air-cooled unit says your homes 
are as modern as '68 . . . distinguishes them from others 
down the street. 

Makes all other condensing units, well, kind of 
square. 

Is considerate of shrubs and neighbors, too, even 
close ones. Tosses heat and sound straight up-away 
from them, not at them. 

And figure on low on-site labor costs. And Carrier 
quality through and through-at a very attractive low 
price. 

The round one. Modern. Available in capacities 
from 17,500 to 49,000 Btuh. Well worth inspection-
your Carrier Distributor is the man to see. Or write us 
at Syracuse, New York 13201. 

Carrier Air Conditioning Company 
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M e e t o u r n e w e o n t i n i i o u s t r e e 

Pot latch E lec t ro-Lam" beams are t rees 
redesigned and rebuilt into superior load-
carrying members. Each individual board is 
kiln-dried, then surfaced and scarf-jointed. 
Laminated together under tremendous heat 
and pressure into a continuous beam, they 
are stronger than a whole tree, carry more 

load than steel I beams the same size or 
weight. And our continuous lay-up makes 
any desired lengths precisely available. 
Electro-Lam beams are typical of the ad
vanced products produced from our per
petual forest resource. From over a million 
and a quarter acres, trees are selectively 

P o t l a t c h p u t s the F O R in F O R E S T S . . . for w o o d p r o d u c t s , for p a p e r b o a r d a n d p a c k a g i n g , 

Lithographed on Northwest Coated Cover, basis 50, another creative product of Potlatch Forests, Inc. 

in 

harvested and remanufactured to solve 
some problem of business or industry. If you 
have a problem, we are f inding answers, 
cont inuously. Potlatch Forests, Inc., P.O. 
Box 3591, San Francisco, California 94119. 

PotlatctiW^ 
r b u s i n e s s a n d p r i n t i n g p a p e r s ^ 



I^H>ir THE LEADERS ARE BUILDING 

Photos 

Three models show the kind of excitement that space can create 

1̂  

The house shown here, and the' two houses 
on page 58. are new models at Green-
hrook, a Larwin Co. project in Cypress. 
Calif. They are already proving to be best
sellers chiefly because they appear far more 
spacious than their actual area. And this in 
turn is due to their imaginative use of 
vertical space. 

The main entrance to the house above 
leads to a mid-level landing {plan, below) 
that looks down into a sunken living room 
and up to a soaring 2'/2-story ceiling and 
balcony on the upper level (top photo, 
left). By contrast, the dining room has a 
more intimate feeling because of the low 
ceiling. But the family room (center, left) 
appears larger than it is because it opens 
to the living room. 

On the second floor, the master bedroom 
has a sloping ceiling (hoitom. left) that 
rises to the ridge. And it is opened up even 
more by a high window and glass doors to 
its own sundeck. 

X . E V - E L 

Other features include a compartmentcc! 
master bath, large walk-in closets, a f u l l 
bath on the lower level next to the den (or 
guest bedroom), a bar in the family room 
and a separate laundry room between the 
family room and two-car garage. The fifth 
bedroom can be eliminated to make space 
for a three-car garage and a larger laundry. 

This model offers 2,983 sq. f t . of l iving 
area, including sun deck; it sells for .$35.-
550. Opened in November, it has already 
accounted for more than 100 sales. 

The two houses on page 58 are priced 
at $35,990. Opened in February, they have 
accounted for a total of 50 sales. 

A l l three houses represent the high end 
of Larwin's eight-model line, and they cur
rently account for about 25% of total sales 
at Greenbrook. The project's total for the 
16 months it has been open is 1.200 sales, 
with current delivery dates as far away as 
December. 

Architect: B.A. Berkus. 

BE 

MASTER 
BR 

L E V E L . 
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D E C O R A T O R F I N I S H E S I N P E R F E C T T A S T E 

W E I S E R L O C K S 
WEISER COMPANY • S O U T H GATE, C A L I F O R N I A 

DIV IS ION OF N O R R I S I N D U S T R I E S 



WHAT THE LEADERS ARE BUILDING c.nnnued 

Photos: Jul ius Shulman 

3AI.C? 

BE, 

1 

O e> lO F T 

U P F E E I4EVTIL 

I^OWER L E V E L 

SIDE-ENTRY MODEL at Grcenbrook has 
a front fence to shield the living room 
windows and the entry court (plan. left). 
The kitchen—which has a walk-in pan
try—opens into a large family room with 
two fu l l walls of glass opening to rear 
patios. The two-story living room includes 
a conversation pit in one corner beneath 
the stair landing. The master bedroom 
(left) has its own rear balcony and a large 
closet-walled dressing room. Total living 
area: 2,764 sq. f t . 

CENTRAL-ENTRY MODEL has a loggia 
leading through the house to the rear yard. 
Above it, a glassed-in gallery connects the 
master bedroom with the rest of the house. 
A sunken living room (right) has a view of 
the front door and open gallery abpve. One 
step down f rom the living room is a con
versation pit (plan, right, and cover). The 
in-line kitchen has an island sink that 
overlooks glass-walled family room. Living 
area: 2,678 sq. f t . , plus deck. 

Other photos of this and the model 
above are shown on p. 96. 

r. •oHOT 

11. . ^ l A 

PIT 

L O W E R L E V E L 

68 
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New from Ozite...lowest priced pattern carpet ever! 

It's Ozite Outdoor-Indoor Pattern Carpet! Now get all the proven features 
of original Ozite Outdoor-Indoor Carpet made with Vectra fiber...and 
striking patterns, tool These aren't burned-in designs that catch and 
hold dirt. They're actual patterns...three in a\\...Brick, Wrouglit Iron and 
Mosaic...and each pattern comes in different colors. We call it Ozite Fiesta 
Carpet. Amazing Vectra fiber is colorfast...won't rot. Dense, firm surface 
resists soiling, is not affected by mildew. Low-cost installation. Seams 
beautifully. Face yarn will not ravel or sprout. There's no finer decorative 
carpet value for kitchens, baths, rec-rooms. patios, balconies, commercial 
installations...anyplace indoors or out! 

Solid colors with rubber back! 
There isn't a more solid carpet 
value than Ozite Town-Aire Car
pet! All the durability of Ozite 
Outdoor-Indoor Carpet, but with 
built-in high density foam rubber 
back for indoor use. Outstanding 
dimensional stability. Easy to in
stall and maintain. See new Ozite 
Fiesta Carpet and Town-Aire Car
pet at your Ozite dealer now. 

• Housekeeping'. 
Buiums 

''*'•'0. .iiiwoio"*'" CARPET PRODUCTS made w/tftVcctra OLEFIN FIBER 

Ozlle® is the reoislered trademark of the Ozite Corooration. Merchandise Mart. Chicago. I l l inois. 

Vec t ra * ole.in fiber is manulaclured by Enjay Fibers and Laminates Company, Odenton. Maryland, a division ol Enjay Chemical Com )any. Enjay makes fiber, not carppts. 
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You don't have to te 
your prospects 

about Moenique. 
But Moenique will tell them 

a lot about you. 

It says you're up-to-date. Moenique is 
new—it 's the first major improvement 
in years in shower-tub accessories. 

It says you're interested in conveni
ence for your homebuyers. Moenique 
puts everything in one easy-to-reach 
place. 

It says you have safety in mind, too. 
Moenique unclutters the walls around 
the tub and thus eliminates many po
tential hazards. 

See Moenique at the Pacific Coast 
Builders Conference at Booth 101 

At the same time, Moenique reduces 
your installation costs. One trade (not 
three) installs the accessory center. 

Shouldn't you get the full story on 
this un ique way to upgrade your 
homes? Get i n f o r m a t i o n fast on 
Moenique or on our full line of fau
cets. Call or wr i te Moen, inventors of 
the single-handle faucet. 

M O E N t he faucet that 
turns peop le on. 

Moen, Elyria, Ohio 44035, a Division of Standard Screw Co., 216/323-5481 
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H o w t o m a k e a g o o d h o u s e g r e a t : 

Mellowood Cabinets by Kitchen Kompact 
Start wi th a Great Idea — Mel lou'ood 
cabinets crafted by Kitchen Kompact. 
It's a stunning and exciting way to add 
sales appeal to your homes. Friendly, 
warm Mel lowood is classically styled 
— doesn't date itself. And the rich, 
lush wood tones wi l l complement any 
kitchen decor. The KK construction is 
just as good as its handsome appear

ance. An improved dual drawer sus
pension system affords even smoother 
drawer action. KK's exclusive rounded 
drawer design has proved itself ex
ceptionally strong plus making clean
ing far easier. 
Here's another Great Idea . . . use 
Kitchen Kompact Mel lowood cabi
nets in other room areas . . . game 

i 

room, den, family room. Provides a 
finished, professional touch plus giv
ing valuable, extra storage space. 
Check Kitchen Kompact's two dis
tinguished cabinet lines — Mel lowood 
and Fruitwood. You'l l see why KK 
has been acclaimed 'The Best Value 
in Cabinetry". 
Wan t some Great Ideas for your 
homes? Write for the new booklet, 
"Great Ideas with Kitchen Kompact". 
Free for the asking. 
Kitchen Kompact, Inc. 
911 East 11th Street 
jeffersonvil le, Indiana 47130 

NKCA 
* s s ° 

A GREAT IDEA! 
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BROAN-NEW! Two-speed, 
quality-built hoods for the budget-
conscious—the Colony House line 

Choose a Colony House Hood with 
rectangular duct, at 140 CFM (damper 

included) lists from $33.50.. .the round 
duct model at 160 CFM lists from $30.50 
.. .or the duct-free which lists from $37.50 

All three come in Coppertone, Avocado, 
Stainless Steel and White, and are 

available in either 30" or 36" widths. 
Broan quality features include two-speed 
control, a lifetime washable grease 
filter (and in the duct-free, an additional 
activated charcoal filter), 100 watt light. 
In short, more hood for your money. 
Send for Colony House Hoods literature. 

From the manufacturers of custom-made 
Chuck Wagon hoods, Lo Sone fans, and 
the finest quality hood line led by dual 
blower venti lators... for more 
than 35 years. 

B R O A W 
B R O A N M A N U F A C T U R I N G 

C O . , INC. 
H A R T F O R D , W I S C O N S I N 

53027 

BROAN MANUFACTURING CO. INC., Hartford, Wisconsin 
Rush your Colony House Hood literature. 

N A M E . 

F IRM 

A D D R E S S -

C ITY - S T A T E . -Z\P. 

I am a: • Contractor • Builder 

• Architect • Distributor 

• Dealer 
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T.M. 

(He lps y o u se l l h o m e s fas te r ! ) 

Introducing: The Kid-Cushioned Floors. 
What do we mean by Kid-Cushioned? 
Beautiful floors tliat can take a beating 
and not show it. 
A new idea in vinyl floors that sells 
houses faster because it s a benefit 
buyers want. 
Kid-Cusliioned Floors 
aren't just plain, ordinary vinyl. But 
proved Congoleum-Nairn cushioned vinyl 
Proved because its extra vinyl 
cushions its beauty 
against the heating floors take from kids, 
•"lookers" and home-buyers 
... better than other jioors. 
They have the cushion-in-the-middle. 
So when chfldren jump-up-and-down, 
rassle & rougli-house, tlie cushion "gives.' 
Then bomices back to its original beauty. 
Scuffs? Scratches? Marks? 
Forget "em! 
Our vinyl is tougher & thicker. 
Spills? Dirt? Accidents? 
Forget about them, too. 
Kid-Cushioned Floors come clean fast! 
"How about installation?" 
Fast & easy. 
Kid-Cushioned Floors 
won't crack or split in cold weather. 
They stay fle.Kib e. And many install on any grade. 
Thanks to our famous White Shield"^ backing. 
"How about choice?" 
Kid-Cushioned Floors come in 
the widest range of color-pattern combinations 
to ease your decorating problems. 
Yet Kid-Cushioned Floors never cost more 
and usually much less than their imitators. 
BUILDERS BEWARE: 
There's only one KID-CUSHIONED FLOOR. 
It was invented & ncrfccted by ns: Congoleum-Nairn. 
I<'(ir ( (iiiiplctc details sec your floor covering contractor. 

Persian Tile^M^ SprinK'^ Luxury Cu.shionecl Vinyl: Terracotta. 
Like all our installed cushion-vinyl floors, it meets all F H A requires 

ROMAN A C C E N T I S A GRAf iDE 

CongDieum-Naim 
C O P Y R I G H T 1968 , C O N G O L E U M - N A I R N , I N C . 



5 dependable household 
servants from Miami-Carey... 



and 5 good reasons to buy 
These 5 essential products for the home all 
wear the same name plate. (Advantage: one 
source—one responsibility.) Each comes from 
an unusually large family of similar products. 
(Obvious advantage: good selection.) We've 
made them as easy to instal as we know how. 
(Advantage: savings on installation.) They are 
tastefully styled. (Often overlooked advan
tage: little things sometimes sway big sales-
like homes.) 

And their performance and quality have the 
Good Housekeeping seal. (A mutual advan
tage: making the kind of products that improve 
your business is the only way we know of to 
improve ours.) 

Why not try all of these products under one 
roof on your next job? You'll have 5 advantages 
going for you. 
For complete informat ion ask for ' 'The 
Builder's Pack"—a complete set of full color 
catalogs on each of these lines. Address 
Dept. HH-568M, Miami-Carey Division, Philip 
Carey Corporation, Cincinnati, Ohio 45215. 

• Good Housekeeping'. 
GUittNIIIS 
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LETTERS 

College-trained talent 
H & H : Your March article on hiring men with 
college degrees in building is exceptionally in
formative and dramatic. 

As a direct result, we have just received 
several letter and telephone inquiries concern
ing our program, which you so kindly listed. 
We imagine that each of the other schools 
that you identified as offering building cur
ricula will experience an equivalent response. 
Such constructive reporting is a positive way 
of solving the shortage of able young men for 
builders" organizations. As always, you serve 
the industry well. 

E D W . \ R D F. SH.MI I;R JR . . chairman 
Construction Dept. 
Arizona State University 
Tempe 

i i&i i : Everyone in our department at Michigan 
State is pleased with ihc article. 

We have received numerous inquiries about 
the availability of our graduates and some 
letters from prospective students. We wish 
there were more of the latter so we could 
come closer to fulfilling the needs of the 
industry. 

E. A. B E I I R . acting chairman 
Department of Forest Products 
Michigan State University 
East Lansing 

H & H : . . . well done and very timely. Please 
note that the University of Oregon should be 
listed among the colleges offering a degree in 
building construction. 

JhROME D A S S O , associate professor 
of real estate 
University of Oregon 
Eugene 

Housing 'mystiques' 
H & H : Your March editorial on the "mystique" 
of easy solutions to housing is superb. I hope 
you continue with the effort to get people to 
get their heads out of the clouds, get their feet 
on the ground and understand the realities of 
the situation. 

You express very clearly my feeling about 
the mess created in housing by so-called ex
perts from the academic field, none of whom 
have any basic knowledge and understanding 
of the housing industry and how it works. 

T H O M A S P. C O O G A N , president 
Housing Securities Inc. 
New York City 

H & H : Being generally considered a heretic 
with regard to housing and, especially, to gov-
ernments role in housing, it is always nice to 
see clean, knowledgeable and refreshing ex
position of like heresy. 

Congratulations on your March editorial. 
Your promi.se of additional columns leads me 
to suggest that you seriously consider putting 
them in pamphlet form as an antidote to the 
panacea pamphlets that abound. 

R I C H A R D E. B I . A K L I Y 

State of Illinois Housing Board 
Chicago 

H & H : Your March editorial is not particularly 
earthshaking, but old-fashioned horse sense 
rarely is. What you say is vitally important, 
and 1 hope that you will keep on saying it and 
that your readers will somehow get the mes
sage to all of the people in this country who 
need to know the facts. 
J O H N A. S T A S T N V , vice president and secretary 
National Association of Home Builders 
Washington. D.C. 

Leliers coniinued on p. 70 
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WHEN YOU'RE 
THE FIRST 
TO SELL 

4 MILLION 
DISPOSERS 

W A S T E KING • [ t 

U N I V E R S A L • 

We became first choice of 
4 million buyers when the word 
got out: Waste King can take 
all the food waste any family can 
hand ou t -day in, day out for 
years-and do it quietly. Without 
jamming. Without annoying 
service problems. (Our warranty 
is one year parts an6 labor. And 
it's backed by over 900 factory-
trained service agencies across 
the country.) 
We hushed the irritating noises 
with our patented Hush Cushion 
suspension. And when people 
found it easier on the ears to 

take the daily grind, they bought 
Waste King. 
We made our disposers another 
cut above the others by giving 
them a better cut below. With 
an exclusive surgical steel 
undercutter blade that really 
tears into its work. When people 
discovered that we cut up 
stringy stuff like corn husks and 
celery, they bought Waste King. 
A disposer that's trouble-free, 
longer-lasting and quiet has the 
kind of selling points that help 
sell the kitchen that helps sell 
the house. We're telling 50 

YOU MUST HAVE AN 
million readers of Look, Sunset 
and shelter magazines about 
it. Why not give your next 
project another edge on 
competition-Waste King's edge. 

W A S T E K I N G 

U N I V E R S A L , 

3300 E 50th Sireel • Los Angoles. Calilornia 90058 
Makers of America's linest disposers, dishwashers and cooking equipment 
A subsidiary ol Norris Industries. 

H/e got to be the big noise in disposers by getting rid of the big noise in disposers. And for the perfect companion, 
a full line of Waste King stainless steel dishwashers. For information, write Dept. H-5. 
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SPECIAL 
INTRODUCTORY 
OFFER 

H o m e 

o w n e r ' s 

R e c o r d B o o k & G u i d e 

G I V E T H I S H A N D S O M E , 
L O O S E - L E A F BOOK TO YOUR NEW HOME
OWNERS - IT'S DESIGNED TO HELP THEM 
WITH DAY-TO-DAY MAINTENANCE PROBLEMS 
AND WITH ESSENTIAL RECORD KEEPING. 

IT INCLUDES-
* CONVENIENT FORMS FOR RECORDING 
HOME PURCHASE DATA . . . REPAIR AND IM
PROVEMENT COSTS . . . TAX AND MORTGAGE 
PAYMENTS . . . WARRANTY DATES . . . YEAR-
TO-YEAR UTILITY CHARGES . . . INSURANCE 
DATA, ETC. 

* USEFUL INFORMATION ON HOME MAINTE
NANCE PLUS REPAIR TIPS ON LAWN, TREE 
AND SHRUBBERY CARE . . . IDEAS FOR PRE
SERVING AND IMPROVING THE VALUE AND 
BEAUTY OF A NEW HOME. 

IT HELPS Y O U -

• EXPLAIN HOME MAINTENANCE AND CARE 
TO YOUR BUYERS 

• MINIMIZE CALL BACKS 

• CREATE GOOD WILL 

• ADD A PERSONAL TOUCH TO YOUR MER
CHANDISING 

7H/S UNIQUE BOOK IS YOURS ON A FREE EX
AMINATION OFFER FROM 

HOUSE & HOME PLAHNER'S DIGEST 
A unique publication distributed daily to new 
home-planning families reported by F. W. Dodge 
giving manufacturers an opportunity to offer their 
product literature to over 50,000 prime prospects 
annually. 

To obtain a 
copy of the 
HOMEOWNER'S 
RECORD BOOK 
& GUIDE 
for FREE 
examination 
and approval, 
fill in and mail 
this coupon 

HOUSE & HOME PLANNERS' DIGEST 
3 3 0 W e s t 4 2 n d S t r e e t , New York , N.Y. 1 0 0 3 6 
P lease s e n d m e t h e HOMEOWNER'S RECORD BOOK & 
GUIDE f o r 10 days f r e e e x a m i n a t i o n . In 10 days I w i l l 
r e m i t $ 6 . 9 5 p l u s any loca l t ax a n d p o s t a g e . O t h e r w i s e , 
I w i l l r e t u r n t h e b o o k p o s t p a i d . 

NAME 

ADDRESS. 

CITY STATE. - Z I P . 
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ODCL. 320 

K e e p t h e l i d o n 
b u i l d i n g c o s t s 
- w i t h the instrument of ' 1 0 1 " uses 

Which Berger is best 
for your needs? 
(Not shown: Model 500 Optical Plummet 
Transi t -Level . Some specifications as 
1*̂ 320 but with optical plummet. $290.*) 

18" PROJECT L E V E L . Mociel 480. 33-
power coated optics. With horizon
t a l c i r c l e a n d 5 m i n . v e r n i e r . 
$290 .00* 

H E A V Y D U T Y 1 2 " D U M P Y L E V E L . 
Model 150. 25-power coated opt ics. 
$160 .00* 

The more building jobs you can do with a single instru
ment, the easier it is to keep costs down. That's why 
Berger's Convertible Transit-Level (Model 320) is really 
custom made for these days when construction costs 
keep soaring and nibble away at your profits. 

The Berger Convertible meets building challenges 
from measuring angles, extending lines and setting 
forms to a l igning s tructura l steel and establ ishing 
grades for streets. It does these and scores of other jobs 
fast and accurately — the insurance you need to protect 
against costly "do-overs." And like every Berger instru
ment, it's manufactured right herein our Boston factory. 

F o r its moderate price you get big instrument fea
tures like a 22-power telescope with coated lenses that 
focuses 3 ft. to infinity, horizontal circle and vertical 
arc with double vernier reading directly to 5 min., plus 
all the other features and superb craftsmanship for 
which Berger has been known since 1871. See the 
Berger Convertible...get the feel of it, at your dealer. 
O r mail coupon for full information. C . L . Berger & 
Sons, Inc., 53 Williams St., Boston, Mass. 02119 

B ^ F = ^ E 

M A I L C O U P O N F O R D E T A I L S 

SPEED-A-LINER BUILDER'S TRANSIT-
L E V E L . Model 200A. 20-power optical 
sys tem. $123 .00* 

SPEED-A-LINER DUMPY L E V E L . Model 
190A. 20-power internal focusing tel
escope . $78 .00* 

C. L. BERGER & SONS, INC. 
53 Will iams St . , Boston. Mass. 02119 
Send complete detai ls on: 

• Master Bui lder Convertible 
Transi t -Level $220 . * 

• Optical Plummet 
Transi t -Level $290. * 

• 18" Project 
Level $290. * 

• Heavy Duty 12" 
Dumpy Level $160. * 

• SPEED-A-LINER 
Transit -Level $ 1 2 3 . * 

• SPEED-A-LINER 
Dumpy Level $78 . * 

•All prices F.O.B. Boston, include corrying case and plumb bob. Tripod oxtro. 

NAfVlE^ 

A D D R E S S . 

C I T Y S T A T E , .ZIP. 
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L E T T E R S 
coiuinucd from p. 65 

h&h: In one .section ("Mystique No. I : Tech
nology") of your March editorial. I am afraid 
you are indulging in a comparison of apples 
and oranges when you state that the cost per 
sq. ft. of most new merchant-built dwelling 
units is the same as the ex-plant cost of a 
mobile home ($6 to S7) . 

Sq.-ft. costs have always been an unrealistic 
method of comparing various forms of hous
ing; they are seldom used by "experts" who 
arc interested in truly evaluating noncompara-
tive systems. 

I f we are going to make comparisons, per
haps the merchant builders could tell us their 
costs for a 600-sq.-ft.. single-family detached 
residence with two bedrooms. P/2 baths, all 
appliances and all furnishings. Of course, mer
chant builders do not build homes this small, 
so we can only speculate. But I would venture 
that their best costs for such a home would be 
in the $IO-per-sq.-ft. range. 

On the other hand, the "assembly-line boys" 
do build double-wides. which are essentially 
mobile homes comparable in overall size and 
floor plan with small merchant-built homes. 
Ex-plant costs of these homes (excluding fur
niture package, appliance package and profit) 
are $5 a sq. ft. I think we "experts" do know 
what we are doing. 

JOHN SLAYTER. president 
Slayter Associates Inc. 
Flkhart. Ind. 

H&H:. . . You say well in much that needs 
saying, and I look forward to later editorials 
in the same series. 
N.vTHANH.L H . RoGG. executive vice president 
National Association of Home Builders 
Washington. D . C . 

For more liousini' "mystiques." see p. 89—Eu 

'Masterful job' 
H&H: 1 just had to write and tell you what a 
ma.sterful job was done on the apartment story 
in the March issue. Y o u are to be commended 
for being able to distill all of the essentials of 
a very complicated subject in a few short 
pages. 

I also want to commend you on your "Mys
tique" editorial. It was a pleasure at long last 
to find someone who knows what he is talking 
about with the courage to debunk some of 
these myths, which are apparently becoming 
as sacred as mother, home and flag. I am 
anxiously awaiting your session with rehabili
tation, which is long overdue for a factual 
dissection. 

Y o u r magazine is greater than ever. 
DONALD J . SCHOLZ, president 
Scholz Homes Inc. 
Toledo, Ohio 

Buyer-motivation study 
i i M i : .A ilclailed iespon.se to Norman Young s 
letter to you [Mar.j on Project Home is not 
po.ssible. Its superficial and polemic character 
completely negates any attempt to discuss 
the issues. By quoting material out of context, 
by half-truths and outright distortions of ihc 
matter and purpose of the study, he throws 
dust in the public eye and doubt on his own 
qualifications as critic of serious scientific re-, 
search. 

Under its hysteria and confusion, one can 
see two basic preconceptions in Mr. Young's 
letter. Both of them are equally fallacious. 

One: He is convinced that houses can be 

Letters continued on p. 74 
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This new Luxuria Mediterranean style is just one of seven styles 
available from Long-Bell's nationwide network of assembly plants. 

Out of the carton and onto the wall...Long-Bell 
pre-finished cabinets save you time and money 
No wonder this carpenter looks pleased ! 
He's winding up another quick installation of Long-Bell 
pre-finished, true-fitting kitchen cabinets. From rich exte
riors to carefully crafted, factory-assembled "action con
venience" interiors . . . Long-Bell design and quality con
struction lets him complete the job faster. 

And his boss will be smiling, too. 
For good reason. When the carpenter is done, there is no 
worry about temperature control and lost time for cabinet 
f inishing. This kind of trouble-free speed means less build
ing or remodeling costs—more units ready to show cus
tomers sooner. It all adds up to greater sales and profits. 

"Action" conveniences intrigue, then sell. 
Today's sophisticated homemaker insists on distinctive 
bdauty—plus the latest in time and effort-saving efficiency. 

Self-closing drawers, Lazy Susans, pop-up mixer shelves, 
sliding shelves in base cabinets and a pull-out vegetable 
rack are just a few of the favorite "act ion" sales-makers in 
the Long-Bell Luxuria line. 

For added savings, use Long-Bell vanities. 
Long-Bell's new line of pre-finished vanities will give bath
rooms more sales power too. Available in three beautiful 
finishes, popular sizes. 

Start quicker installation, greater sales action now! 
Fill in and mail this coupon today. 

® 
N T E R N A T I O N A L P A P E R 

L O N G - B E L L D I V I S I O N 
C O M P A N Y 

Te l l me more 
about Long-Be l l 
K i tchens and 
Van i t i es . 

i P l e a s e send 
literature and 
spec i l l ca t lons . 

• P lease have a 
representative cal l 
I am a 
• Bui lder 
n Archi tect 
• Other 

INTERNATIONAL PAPER 
P. 0. Box 8411, Dept. 812 
Portland, Oregon 97207 

Company 

A d d r e s s 

City 

State Zip 

Attention of 
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Builders gain competitive 
buyers a sensible solution 

MR. DICK SMITH of Falls Church, Virginia 

Mr. Dick Smith. President of Richard Air 
Conditioning, Falls Church, Virginia re
ports how he has used the tremendous re
cent publicity on air pollution to really sell 
air cleaners. 

"People are well aware of smog and air 
pollution problems. It's a fact that more and 
more people are experiencing respiratory 

problems. Without proper air filtration, the air inside the home is 
the same as the air outside. I figure if I can help my customer 
protect himself, I am doing him a great service. 

"That's why on every air conditioning lead, I first send a 
brochure that talks Total Home Comfort with an air cleaner. 

"Then I make a personal call. First I sell air conditioning, then 
I talk air pollution and the fact that for just four or five hundred 
dollars, he can have Total Home Comfort. 

"I sell the Honeywell Electronic Air Cleaner at full markup 
and make good profits. I'll sell over 100 units this year. 

"The secret is talk air cleaners. With all the air pollution pub
licity, prospects are very receptive. Most of them have already 
heard about the Honeywell Electronic Air Cleaner, and a simple 
presentation is all that's needed to close the sale." 

MR. ART ROEHNER of Fairborn, Ohio 

Hupp and Roehner, Inc., of Fairborn, Ohio is developing a 
housing area with about 700 homes, with prices ranging from 
$18,500 to $40,000. The blank frame for Honeywell Electronic 

Air Cleaners is installed in every house they build. 
Mr. Art Roehner says, "We offer the Honeywell Electronic Air 

Cleaner as an optional feature in all homes. 
Also air conditioning. Over one-third of the 
buyers request the air cleaner—just a little 
less than those who install air conditioning. 

"We have a display of the Electronic Air 
Cleaner in our sales oflice. Most people are 
very interested in it because of the growing 
air pollution problem, and also because of 
children who may have allergies . . . the Elec
tronic Air Cleaner is a great help on both 

counts. Many people wait awhile and have it installed at a later 
date; that's why we always put in the Honeywell blank frame." 

Mr. Roehner concludes, "The homeowners are very happy with 
the Electronic Air Cleaner. They say their houses are cleaner and 
more comfortable in many ways." 

MR. MIKE ZAZOULINSKY of Aurora, Ohio 

"We're really happy with the Honeywell 
Electronic Air Cleaner," says Mike Zazou-
linsky of Aurora, Ohio. "We have two de
velopments under way right now—one in 
Rootstown, the other in Kent, Ohio. In the 
Kent development, we ofier Total Home 
Comfort as standard equipment. That is, 
central heating and air conditioning, hu
midity control, and the Honeywell Elec
tronic Air Cleaner." 
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"We feel that when a man spends over $20,000 for a new home, 
he is entitled to the most comfortable home we can make for 
him. The Electronic Air Cleaner is definitely part of that comfort." 

Mr. Zazoulinsky continues, "In our Rootstown Estates devel
opments, we started offering this Honeywell Electronic Air Clean
er about eight months ago. And the last 4 out of 5 buyers had it 
installed immediately. They know its benefits, and the word 
spreads pretty fast. 

"One family has a little girl with an allergy problem. They 
installed the Honeywell Electronic Air Cleaner, and it relieved 
her problems. 

"I'm entirely sold on the Electronic Air Cleaner. It's obviously 
the coming item in home comfort." 

MR. WILLIAM H. HIGHSMITH of An t le rson . Ind iana 

"We install the Honeywell blank frame for 
the Electronic Air Cleaner in every home 
we build," says Mr. William H. Highsmith 
of Anderson, Indiana. "People who have 
had the Honeywell Electronic Air Cleaner 
before buy it readily again because they 
know of its advantages as far as dust, air 
pollution, allergies and cleanliness are con
cerned. 

"About 30 or 35% of the new homeowners add the Honeywell 
Electronic Air Cleaner after they have lived in the house awhile. 
They not only realize that they will be living in a more comfort
able home, but also that the resale value of their house will 
increase because of this feature." 
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UT ;OIVIES 
LEAN AIR 

H o n e y w e l l E lectronic Air C leaner mounts easily in return air duct of forced air 
heat ing-cool ing s y s t e m s . C a t c h e s up to 9 5 % of airborne dust and dirt. 9 9 % of 
pol len pass ing through it. 

H o n e y w e l l 
A U T O M A T I O N 



We were the 
first company to 

get scientific 
about air pollution • • • 

... in attics 
Air i.s polluted when there is 
something in it that nobody 
wants. Somediing that causes 
trouble. Like excess heat. Or 
too much moisture. 

We fought it with science, becoming the 
only company to fully research and de-
\cl()p a properly balanced attic ventilation 
s\ stem. It s Vent-a-System. and it creates a 
uniform flow of air from soffit to ridge with 
no blowers, no motors, no moving parts. Al
ready proven in thousands of fine homes, 

Vent-a-System is backed by 
our $1,5()0.000 warranty that 
says it must maintain attic 
temperature no more than 
15 °F. above outside air. 

The result is air cooler in summer and 
dryer in winter. Air conditioning costs are 
lower. Moisture damage is eliminated. 
Paint doesn't peel. Roof shingles last 
longer. And ceiling insulation is kept dry 
to prevent w inter heat loss. 

Isn't science wonderful? 

CLIP AND MAIL THIS COUPON TODAY FOR THE VENT-A-SYSTEM STORY! 

H H 5 6 8 

products CO. 

PO BOX 68 PRINCEVILLE, ILLINOIS 61559 PHONE 309-385-4323 

Please send literature on Vent-a-System. and other 
products checked below: 

• X-Act Wood Mold .Shutters • X-Panda Closet Shelves 
• Aluminum Louvers • X-Otic Door Pulls 

Name 
Firm 
Address. 
City. .Stat< .Zip . 

lam: • Builder • Dealer •Architect • Distributor 
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built and sold only by trial and error. 
Two: He seems to believe that Project 

Home was intended to provide a blueprint for 
building a successful house. 

The American housing industry is working 
by trial and error. And it is not able to get 
its lair share of the consumer dollar. It wants 
lo know why—and that was why Project 
Home was entrusted to our firm by 28 major 
firms involved in the industry. 

Using tested and accepted techniques of 
market research (with which Mr. Young does 
not seem to be familiar), our organization 
produced a report on the basic human at
titudes that influence Americans in the pur
chase or rental of homes. The results have 
not been seriously or convincingly challenged 
by Mr. Young or anyone else. 

This report will not tell a builder how to 
construct a house. It was never intended to 
do so. But it does indicate things to avoid, 
qualities to emphasize, in building a commu
nications platform that will appeal to a num
ber of different housing markets. It does pro
vide the fundamentals of motivation which 
automobile manufacturers, television distribu
tors, makers of breakfast cereals, use every 
day. but which the housing industry has hith
erto ignored—to its own detriment. 

Mr. Young works for the Levitt organiza
tion, who are enormously successful builders. 
The pattern of their success was established 
long before Mr. Young joined them. His "ex
pertise" gets a long ride on their coattails. 

Project Home was an effort to bring hous
ing out of the Neanderthal age. It is regret
table that Mr. Young sees fit to stand, stone 
axe in hand, at the entrance to the cave. 

WILLIAM SNAITH 
Raymond Loewy/Wil l iam Snaith Inc. 
New Y o r k City 

For a report on Project Home, a buyer-moti
vation study by Raymond Loewy/Williani 
Snaith Inc., see House & Home's November 
1967 issue. Critic Young is .senior vice presi
dent-marketing of Levitt & Sons.—ED 

Land policy Down Under 
H&H: YOU may be interested to hear that a 
report on land taxation and land prices in 
Western Australia has been published by a 
select committee on which our agency, the 
Metropolitan Region Planning Authority, was 
represented. Material from HOUSE & HOMF, 
[Sept. "641 helped the policy makers to be 
sympathetic toward the control of land prices. 

DR. DAVID CARR. chief planner 
Metropolitan Region Planning Authority 
Perth. Western Australi;i 

Model Cit ies: human factors 
H&H: I was greatly impressed with "Business 
and the urban crisis" [Feb.]. Ii was a compre
hensive, succinct and straightforward analysis 
and challenge to private industry. I share 
your feeling that urban slums and poverty 
are among the most critical problems we 
face today. If we are to overcome them, all 
of us—government, business, educators, pri
vate citizens—must learn to work together, 
and work hard. 

You may be interested in an explanatory 
comment in connection with the brief state
ment concerning the Model Cities program. 
The $11 million and $300 million figures were 
correct, but the explanation that the funds 

Leiler.s continued on p. 78 
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Get your feet 
in a 
billion-foot 
market-
with Bird 
Solid Vinyl 
Siding 
The market for resiidential sidings — for new and 
remodeled homes — should hit a billion feet an
nually within the next two years. Says who? Says 
the trade, in report after report. Get set for that 
tremendous, sure-profit market with Bird's Solid 
Vinyl Billion-Foot-Market Line. 

BIRD SOLID VINYL SIDINGS — the news in the in
dustry! Never needs paint. Double-4 and 8 'and 
vertical. Choice of 3 colors. Won't dent, pit, rust 
or corrode like metal. Won't blister, rot, f lake or 
peel like wood! 

BIRD SOLID VINYL RAIN CARRYING S Y S T E M . 
Can't rust, rot, flake. No kinks in stock, transit, or 
installation, like metal. Available in 10', 16' and 
2 1 ' lengths. 

BIRD SOLID VINYL S H U T T E R S . 
No paint needed — easy installation. Available in 
13 standard sizes and 3 colors. 

H e l p m e g e t m y f e e t i n 

t h a t B i l l i o n - F o o t M a r k e t . 

BIRD «S(SON, inc. 
Box HH-5. East Walpole, Mass. 02032 
Please rush me nevjs about your 
Solid Vinyl Products Line. 

Name 

Address- -City-

County- -State- -Zip 

Bird products available East of Rockies only 

B I R D 
Q U A U T V P R O D U C T S S I N C E 17BB 

E a s t Walpole , M a s s . 

C h i c a g o , I I I . 

C h a r l e s t o n , S . C . 

Shrevepor t , L a . 

Per th Amboy , N.J. 

B a r d s t o w n , Ky. 
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Chevrolet MTamers 
come equipped 

FOR CUSTOM-TAILORED EFFICIENCY AND LOW COSTS 

H H 

Series 50 Conventional Model 

YOU select irom a broad 
range of gas or diesei 
engines, wheeibases, 
transmissions, axles... 
Plus two cab designs. 
That's wby Chevrolet 
Job Tamers keep costs 
low on your lob. 
There's no problem getting the 
right truck for your toughest jobs. 
Choose a Chevrolet Job Tamer. 
Series 40, 50 and 60 come 
equipped to handle practically 
any hauling assignment. 

Specify single rear axle or 
big-muscled tandem models. Each 
offers a variety of wheeibases to fit 

the body size that's best for your job. 
GVW ratings range from 10.500 lbs. 
all the way up to 32.000 lbs. with 
single axle — up to 45.000 lbs. on 
tandems. For tractor-trailer service, 
GCW ratings go as high as 60.000 lbs. 
There's plenty of versatility in the 
power department, too. In gasoline 
engines, you select from both Sixes 
and V8s — from the standard 
250 Six in some models to the 
260-hp 427 V8 which is available for 
the big jobs. Or ask for diesei 
power — and get diesei savings — 
to match the most demanding tasks. 

These engines can be teamed with 
a wide range of transmissions — 
manual or automatic. Everything from 
4-speed to lO speed manuals, 
depending on model. 
Your choice of cab design, too. 
Chevrolet's famed conventional cab 

S e r i e s 5 0 T i l t C a b M o d e l 

measures a short 96 inches from 
bumper-to-back-of-cab. Accommo
dates a high cubage body on a shorter 
wheelbase for good weight 
distribution. Or select a tilt cab 
model for both maneuverability and 
excellent weight distribution. 
Ask your Chevrolet dealer for the full 
Job Tamer story. He's equipped with 
all the facts. . . . Chevrolet Division 
of General Motors, Detroit, Michigan. 

M Tamer imKz 
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How to build 
townhouses that cost less & earn more. 

A\festern 
does it beautifully. 

Apartment owners hove found 
that the added warmth and character 
created by Western Wood appeals more to 
prospective tenants. So rental rates ore 
tops, vacancy rates lower and the 
structure's resale value substantially higher 
. . . in essence, the builder/owner who 
makes use of Western Wood spends less 
to earn more. 

With Western Wood as both 
framing and finish, structural elements 
become dynamic design elements. 
They work together to create the warm, 
total environment so necessary in today's 
multi-unit market competition. 

But perhaps most important. 
Western Wood requires no special 
technique. It's familiar to your subs, and it's 
available anywhere in many grades, sizes. 

Exciting ideas on multi-family 
dwellings are iust part of the extensive 
Western Wood Urban Projection concept 
. . . a program conceived and sponsored 
by the Western Wood Products Association 
to help guide the natural growth change 
and renewal that occurs in every 
community business district. 

For more ideas, moil the coupon 
for the new Western Wood booklet 
"Western Wood Multi-Family Structures... 
More Profitable by Design." Also check 
the coupon for the Urban Projection 
booklet and information about a 20-minute 
full color 16 mm movie. 

Y / v / v W e s t e r n W o o d P r o d u c t s A s s o c i a t i o n 

^ " D e p t . H H - 5 6 8 , Y e o n B u i l d i n g , 

P o r t l a n d , O r e g o n 9 7 2 0 4 

• Western W o o d " M u l t i - F a m i l y St ructures" Book 

Q U r b a n Project ion Book 

Nome 

Firm 

Address 

Ci ty 

1 

Slate Z ip 
We»l»in Wood* .nclude knolly ond c l w f grodM ot Douglai Fir. Pondcfoia 
Pine, Wtsltfn Hod Cador, Inctnie C«jor, WMton Htmlock, Whila Fi i , Engal. 
maun Spiuce. W«il«rci la ich. Lodgepole P in . . Idaho Whila Pina. Sugof Pm« 

O n e of o series presented by members of the Forest 
Products Promotion C o u n c i l . 
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'REDCAP' 
P L A S T I C 

SCREW ANCHORS 

Screw starts 
easy in 

large throat. 

F a m o u s 
' H i - R E D " 

A n c h o r 
w i t h a 
c o l l a r 

Gripper fins 
prevent 
turning. 

Tapered 
end slips 

, into 
/ hole. 

No. 8-C 
for 8, 7,*or 6 screws (Me" drill). 

No. 12-C 
for 12,10, or 9 screws ('/«" drill). 

No. 16-C 
for 16, 14, or Vi" lag CAi" drill). 

U S E A N Y W H E R E . . . 
including masonry blocks 

and hollow walls 

"Red -Cap" has all of the BIG 
HOLDING POWER and other im
portant features of the original "Hi-
Red" anchor. . . plus a collar that 
keeps it from falling into masonry 
block cores and bottomless holes. 
Use with slotted tapping or wood 
screws. 

B U Y ' E I V I I N ^ 

H A N D Y K I T S 

. . . O R 

C A R T O N S 

Kits include 
anchors, screws, 
and masonry drill. 

WRITE FOR 

FREE SAMPLES 

H O L U B I N D U S T R I E S , I n c . 

421 ELM ST . -SYCAMORE, ILL. 60178 

L E T T E R S 
continued from p. 74 

were to be used for construction was errone
ous. $100 million will be spent for urban 
renewal, but the remaining $200 million will 
probably be spent as much for social rede
velopment as for physical improvements. 

The Center for Community Planning is a 
new office responsible for coordinating and 
encouraging HEW'S participation in the Model 
Cities program and other broad-scale urban 
improvement programs. Brick, mortar and 
pavement are neces.sary ingredients for any 
slum improvement plan. But without the hu
man ingredients—education, health, jobs, and 
adequate income and confidence in oneself 
and in the future—these physical features are 
useless. 

Each of the 75 Model cities will, of course, 
develop its own improvement plan accord
ing to its individual resources, problems and 
priorities. But discussions with city officials 
have thus far indicated a clear recognition 
that both human and physical redevelopment 
must occur simultaneously, and in close co
ordination. 

1 hope that your report stimulates the same 
interest and sense of urgency in the business 
community as it did within our office. 

JAMES ALEXANDER, 
deputy director 
Center for Community Planning 
Washington. D . C . 

How wise is good old Charl ie? 
H&H: Your February editorial on "why 
Charlie's happy now," is a delightful bit of 
speciosity. 

Since he makes "22G per each and every," 
good old Charlie will probably buy a 50G 
house; and if he gels an 80% loan for 30 
years at 7%, he will be paying $266.20 prin
cipal and interest per month instead of the 
$239.90 he would pay for a 6% loan. If he is 
in the 25% tax bracket, he saves one-fourth 
of the $26.30 difference, or he is paying 
$19.73 more per month. 

Since Charlie can't buy the daily pack of 
cigarettes, he will probably live long enough 
to fully amortize the loan. In 30 years he will 
pay an additional $7,102. 

I know why Charlie's happy—Charlie's 
stupid. 

ROLAND S . Ross 
San Francisco 

Good old Charlie did buy a 50G house, but he 
made a $28,000 down payment because this 
was his fifth house, and his equity on each one 
not bigger and bigger—not only because of 
his mortgage payments but also because of 
the appreciated price of the house when he 
sold it. Charlie improved each of his houses 
and saved all his canceled checks to show the 
improvement cost—and prove to the IRS that 
there was no capital gain on the appreciation. 
On only one house did Charlie find himself in 
(I hind because he couldn't sell immediately. 
So he rented it for a year and took the sum-
of-the-years-digits depreciation on the income 
property, which gave him a nice rebate on his 
income tax. Charlie knows he probably will 
stay in his present house only five to six years, 
and while he's there he can deduct the interest 
on his mortgage from his income tax. If he 
didn't want to pay 7% for a mortgage at this 
time, he would wind up renting and would 
have no tax deduction. So Charlie is not so 
stupid. In fact, he's fairly .smart.—ED 

CASINGS 
POSITIVE 
WATER 
STOP 
#103 

3 

P o s i t i v e l y S t o p s W a t e r ! 

We would like to do business with 
YOU! Please-write for sample and 
latest catalog. They will be sent to 
you by return mail. 
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Hotpoint̂ s 
^̂ Single'Sourcê ^ 

program.! 
. It'sfor 
builders 

who dorft 
have time 

to wasted 
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WfeVe put 
Americas finest line 
of appliances and 
professional 
building services 
together 
under one 

H O U S E & H O M E 



You can get all the appliances 
you need in the same place. 
Hotpoint. And Hotpoint backs 
these up with the finest 
planning services in the country. 

Our consultants can provide 
technical know-

how that 

can help you cut costs. Services 
include kitchen and laundry 
planning, interior and exterior 
lighting, heating and air 
conditioning calculation and 
layout (including operational 
cost estimates), merchandising 
and promotional planning, 
professional sales counseling. 

The Hotpoint line 
offers you 

two dozen refrigerator models, 
over forty oven-ranges (some 
self-clean), and a wide variety 
of countertop ranges, 
dishwashers, disposers, 
washers, dryers—plus a full line 
of cooling and heating products. 
All backed by our prompt, 
professional customer service. 

You save yourself a lot of 
running around, and a lot of 
money, using our "Single-

Source" program. Save 
yourself time, too, by 

contacting your 
Hotpoint distributor 

right now. 

The name of the game is living, 
and people live better with Hotpoint... 

The ̂ ^Single^Source^^program by Hotpoint 
S e e Hotpoint's complete Builder line insert in Sweet 's cata log. 
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42 Ranges/Ovens/Surface Units 

8 Refrigerators with 
left or right hand doors 

1| 4 Dishwashers 
I with a variety 
1 of door fronts 

8 Air Conditioners plus a 
full line of electric heat products 

5 Food Waste Disposers 

GENERAL I E L E C T R I C COMPANY 

C h i c a g o , Il l inois 60644 

Expert service is as close as your phone. 
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a Bilco Door 
' Bie. Wouldn't be 

home buyers 
the same way/̂  

BUILDER: Willard Ryan, Custom Builder 
LOCATION: Madison. Wisconsin 

Successfu l bu i lder of qua l i ty homes, Bi l l Ryan r e c o m m e n d s those 
fea tu res he knows wi l l appeal mos t to his home buyers. He knows 
f i r s t hand how the d i rec t access of a m o d e r n B ILCO Door opens up 
a basemen t fo r rec rea t ion , hobbies and conven ien t s torage — how it 
supp lemen ts the inside sta i r to keep " p a r a d e s of t r a f f i c " ou t of f i r s t 
f l oo r r ooms . H e knows , too . t ha t no o the r s ing le fea tu re in his homes 
adds so much t o the l iv ing p leasure of his buyers . 

S ta r t en joy ing fas te r tu rn -over of your homes. Exper ience the sat isfac
t i on of hav ing c u s t o m e r s t h a n k you fo r p rov id i ng t h e m w i t h a usefu l , 
conven ien t , safe basement . 

Send today f o r fu l l i n f o rma t i on abou t nat iona l ly adver t ised B ILCO 
B a s e m e n t Doors and S ta i r S t r i nge rs ( the fas t , easy, low-cost way to 
bui ld t he s teps under a B ILCO Door) and f ree p romot iona l mate r ia l 
fo r use in your model home. 

A M E R I C A S F I N E S T 

B A S E M E N T D O O R 

T H E B I L C O C O M P A N Y , D E P T . B - 5 5 . N E W H A V E N , C O N N E C T I C U T 0 6 5 0 5 
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Now...you can get 
red cedar shakes 

in a Koppers 
fire-protected 

super wood! 
Here at last are red cedar shakes 
and shingles pressure-treated by 
Koppers to provide UL Class 
"C" protection. This means that 
beau t i fu l western red cedar 
shakes and shingles may now be 
installed on commercial, institu
tional and apartment buildings in 
areas where their use had been 
restricted by fire codes. 
Koppers pressure-treated shakes 
and shingles retain the charm 
and good looks of untreated 

cedar ' s sof t , reddish brown 
tones. They offer the durability, 
strength, lightweight, weathering 
characteristics and distinctive 
shadow lines possible only with 
natural wood, hewn from fine, 
even-grain red cedar. Koppers 
super wood shakes and shingles 
have been tested by Underwriters" 
Laboratories, Inc., and carry a 
Class "C" label. For more infor
mation, write for Product Data, 
W-583. Forest Products Division, 

Koppers Company, Inc., 795 
Koppers Building, Pittsburgh, 
Pa. 15219. 

KOPPERS 
Architectural and 
Construction Materials 
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The war against ugly 
Maybe hearts and flowers went 

over big in 1928, but they don't be
long on a 1968 plastic laminate. 

But what do they keep showing you 
every year? 

Patterns straight off Grandma's 
wallpaper, colors as vibrant as a 
paper bag and woodgrains that 
wouldn't fool a squirrel. 

So we've developed over 120 con
temporary designs that give you a 
fighting chance. 

Wild, unpredictable abstracts like 
Paisley and Old Town. 

Rich, luscious woodgrains like 
Coachwood and French Walnut. 

Brilliant, eye-popping colors like 
Fuchsia, Poppy and Curry. 

And we keep working on more. 
We want you to have more to work 

with than those same old museum 
pieces. 

Want to see what we mean? 
Write General Electric Company, 

Laminated Products Department, 
Section ABC, Coshocton, Ohio 43812. 

And join the war against ugly. 

i 

®TEXTOLITE 
D E C O R A T I V E S U R F A C I N G 



Chrysler Airtemp deluxe 
gas furnaces look as good 
as they work. 

Chrysler engineering know-how plus decorator 
design make this the best-working, best-looking 
gas-fired furnace line available. Get all the facts 
on the wide line of Chrysler-engineered cooling 
and heating products from your Airtemp dis
tributor, or write Pete Fry, Airtemp Division, 
Chrysler Corporation, 1600 Webster Street, 
Dayton, Ohio 45404. 

Memp 

CHRYSLER 
C O R P O R A T I O N 
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EDITORIAL 

More mystiques 

'There is no absurdity but that it may be firmly planted, 
by constantly repeating it with an air of great solemnity' 

On this page in March we outlined three mystiques—theories 
that seem to offer solutions to housing problems but actually 
make it more dillicult to house all Americans adequately. Here 
are three more examples of the same kind of fuzzy thinking. 

Mystique No. 4: the nonprofit syndrome. This has it that if 
one removes the profit motive from the development of low-
income housing, it could be built at lower costs. Of course, 
no one has ever demonstrated that adequate housing can be 
built for low-income families with any more economy than 
adequate housing can be built for anybody. 

But the real problem in nonprofit development is that such 
housing rarely stays low-income. In New York City, where 
there are now more than two million dwelling units, nonprofit 
groups have produced fewer than 25,000 units in the last hun
dred years for the ostensible purpose of housing low-income 
families. And today fewer than 400 of those units are occupied 
by families who could be called low-income under the broadest 
definition. 

What happened? Almost all the nonprofit-produced units 
were sold to private owners who, wanting a reasonable return 
on their investment, raised the rents beyond the level of low-
income families. 

Why did the nonprofit groups sell out? Because, most ex
perience shows, they had no financial incentive to keep, or 
keep up, the low-income units. Only permanent government 
agencies, set up to run low-income housing projects, have 
shown that they can do the job consistently for decades. A 
prime example: the local housing authorities that have man
aged public housing since 1937. 

There is another problem, too. Most contractors who have 
taken on a job for a nonprofit sponsor are loathe to repeat the 
experience—and for a very good reason. Generally, the spon
sor is so lacking in construction and financing expertise that 
keeping the job within the budget becomes a serious problem. 

Mystique No. 5: the rehabilitation cure-all. Too many people 
who should know better see rehab as the answer to too many 
housing problems. To be sure, it does solve some housing prob
lems. Where an area is clearly worth saving, for instance, rehab 
can do great things for a city. And the economies of massive 
rehab jobs can bring costs down to between 70% and 90% of 

— S c h o p e n h a u e r 

the cost of new dwelling units. But there is no magic way to 
reduce those costs still further. In fact. 1967"s highly touted 
"Instant Rehab" job in New York City cost around $25,000 
a unit. 

Where massive rehab would fall short is in hard-core slums. 
Reason: It would do nothing to change land-use patterns in 
these areas—would add no more recreation space, no more 
school space, no more commercial space or no more space for 
entertainment like movies and bowling. In effect, rehab would 
leave the slum gilded but still the same drab place with none 
of the amenities the rest of us expect in our everyday environ
ment. 

Then, too, massive rehab can do nothing about the problem 
of density. In New York's Harlem, for example, there are 50% 
more households than there are dwelling units. If all of Harlem 
could be rehabbed. people would still be cramped, three, four 
and five to a room. So the only workable solution is to provide 
more units in the same area with new construction. 

Mystique No. 6: landhanks, the planners' Utopia. Planners 
deplore urban sprawl, all the while ignoring the cheerful public 
acceptance since World War 11 of miles and miles of sprawl in 
every major U.S. city. 

"But," say those who deplore, "you can't dismiss sprawl on 
those grounds. We must maintain green space to plan for the 
great urban centers of tomorrow, and we can do it by putting 
the land into landbanks." 

That sounds fine, but such a proposal would involve federal 
use of the power of eminent domain in a sweeping and arbitrary 
program that could serve no immediate public purpose. I f that 
power were used, the market value of land adjacent to the land-
banks would skyrocket. And by the time the purchase could be 
made. Uncle Sam—meaning the taxpayers—would pick up an 
exorbitant tab, leaving a few landowners as rich as Croesus. 

The whole landbank argument disregards a basic fact: We 
are not a needy nation. If the public decides it needs a great 
cultural center in the middle of some mammoth junkyard, for 
instance, we have the money and technical know-how to do the 
job. Such an approach—developing what we need when we 
need it—would be a lot cheaper in the long run than lining the 
pockets of a chosen few by pursuing the landbank theory. 

— R I C H A R D W . O ' N E I L L 
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Fritz Taggart 

For years, the hotly competitive Southern California market has been 
housing's Mecca of merchandising ideas. Right now, this market's 
emphasis on furnishing and decorating can show you... 

How to use C LOR to make 
your models memorable 

Many builders in many parts of the couniry 
will find the pictures at left and on the next 
ten pages astonishing, if not downright un
believable. They show models decorated in 
blazing colors and furnished with a wild 
variety of furniture and accessories; they 
show a degree of decorating sophistication 
far beyond the experience of most of the 
housing industry; and in some cases, they 
show such an overpoweringly colorful at
mosphere that a builder could justifiably 
fear his prospects would never get around 
to noticing the houses themselves under 
all that glitter. 

But the hard fact is that this kind of 
decoratini; is sellinsi houses. The Los An
geles market is the country's biggest and 
most competitive, and it boasts the largest 
number of big. successful builders. These 
builders would not be paying hundreds of 
thousands of dollars to interior designers 
and landscape architects if there were a 
cheaper way to sell. 

"In my opinion, this kind of model pres
entation is absolutely necessary," says 
James Manley, vice president of the Donald 
L. Bren Co., which is building 1,200 homes 
in Valencia, in Ventura County. "But I ' l l 
never be sure, because I wouldn't dare try 
a project without i t ." 

The key idea behind this kind of deco
rating: Never let a visitor forget a model. 
Says John Martin, vice president and sales 
manager of the Mission Viejo Co., which is 
building 1,800 houses in Orange County: 
"We constantly have people come into the 
sales office to tell us they're interested in 
the red house, or the green house, or the 
house with the crazy blue mirror." 

Says interior designer Pat Yeiser: "The 
decorating doesn't have to be entirely be
lievable—the idea is to excite people 
enough so they remember the house." 

And says interior designer C. Tony 

Pereira: "Some people will love what we 
do with a model, others will think it stinks. 
But none of them will forget i t ." 

This doesn't mean, however, that taste 
isn't important. On the contrary, the strong 
colors and color combinations that are 
going into these models demand an expert 
touch; otherwise the result could be an 
unlivable-looking mess. 

"We're trying to produce impact," says 
Virginia Douglas of Douglas-Cottrell & As
soc., interior designers, "but we're also 
looking for emotional acceptance. The visi
tor has to feel he'd be happy living there, 
and he has to instantly see the relationship 
of the living spaces." 

What about sex as a merchandising 
pitch? Is it true, as has been increasingly 
suggested of late, that the best way to sell 
houses is to decorate and furnish models 
in a manner strongly suggestive of a sort of 
domestic bordello? 

The answer, at least in Southern Cali
fornia, is emphatically no. 

" I f you mean sex in the sense of sex 
appeal—color, excitement and so forth— 
then we use it," says John Cottrell of Doug
las-Cottrell & Assoc. "But if you mean it in 
terms of suggesting physical sex—mirrors 
on the ceiling and that sort of thing—our 
builders don't want it." 

Says Virginia Douglas: "We put a lot of 
emphasis on the master-bedroom suite, but 
we do it in terms of privacy—a mature re
lationship. I don't think a builder with real 
taste would be caught dead using that Play
boy-type stuff in his models." 

Says Jim Manley: "We don't want to 
olTend potential buyers, and that sort of 
thing would." 

And says Philip Riley, president of 
Mission Viejo Co.: "The heart of our mer
chandising is appealing to the whole family. 
The negligee-thrown-on-the-double-bed sort 

of thing would hurt us far more than it 
would help." 

Expert decorating costs a tot of money. 
It's not unusual for a .$25.(K)0 model to 
have $10,000 worth of decorating inside 
and $10,000 worth of landscaping outside: 
so a seven-house model area could cost the 
builder $140.000—in front money. 

"We charge $7.75 a sq. ft. to decorate a 
model," says John Cottrell. "About $6 of 
that goes for furnishings, and the rest is 
our fee. But the builder will get most of 
that back, because somebody is almost sure 
to buy the whole furnishings package for 
his house." 

And says landscape architect Courtland 
Paul of Courtland Paul/Arthur Beggs: 
"Typically, a builder can expect to get back 
about half of his landscaping and exterior 
furnishing expenses when the models 
themselves are sold." 

High or not. the expense is worthwhile 
to Southern California builders. "During 
the worst of last year's housing slump, our 
decorating business doubled," says Vir
ginia Douglas. 

But can this colorful brand of model 
merchandising be effective in other more 
sedate parts of the country? This remains 
to be seen, but there are signs that it can. 
There has been a noticeable increase in the 
out-of-state-builder traffic through the Los 
Angeles market; some interior designers 
there are talking with out-of-state builders; 
and some very California-like merchandis
ing ideas are beginning to pop up in other 
areas (see p. 98). 

Perhaps the best indication was given by 
a former Tennessee housewife who had 
just bought a new home in Mission Viejo. 
She told Vice President John Martin: 

" I f Memphis builders did half the job on 
their models that you do, they'd be selling 
homes like hot cakes." 

COIvrftii raised liiinf" ruuiii is in a inudt'l huili 
hy Ruben H. (Irani Developers Inc. Interior 
(lesion is hy Hamilion-Howe. 

For a tour of some of Southern California's most colorful Tnodels, 
start on the next page 
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C O L O R F U L C A L I F O R N I A M O D E L S conlinued 

A single dominant color can unify-
and identify—specific models 
B U I L D E R : Mission Viejo Co. 
L O C A T I O N : Eldorado subdivision, Mission Viejo 
I N T E R I O R D E S I G N E R : Douglas-Cotirc'll & Assoc. 
L A N D S C A P E A R C H I T E C T : Courtlaiid Paid 

Carpeting is the basic decorating element in these 
houses. The same carpet color is used throughout 
each to give a sense of continuity, and furnishings 
and accessories are keyed to this basic color. Result: 
Visitors remember these models as "the red house," 
"the green house" and "the yellow house." Models 
are priced from $18,000 to $22,000. The project will 
ultimately have 1.000 houses; about 450 have been 
sold in the past year. 

Photos: Julius Shulman 

V 

I III 1̂ 

The red ibeme of this model could have been overwhelming, had it not been used with restraint. So walls and much of the 
furnishings were kept much lighter than the deep red carpel. Note how mirrored doors (lower right) open up a bedroom. 
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This green model features simple, gaily painted furniture. "In this price 
range," says interior designer Virginia Douglas, "we try to give buyers 
inexpensive ideas on how they could do their own decorating." 

Busy decorating patterns are used in this yellow model. The old clock 
shown in the top photo is a feature that most visitors remember. 

5 'MA'-'^^-' 

2 

. 0 
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C O L O R F U L C A L I F O R N I A M O D E L S continued 

Photos: Julius Shulman 

Bright colors in these kilcJien-faniily room areas draw attention to 
the big expanses of glass opening to the rear outdoor areas. 

Color can play up the relation 
between outdoors and in... 
These pictures show two ways color can accentuate 
outdoor areas: by framing glass areas with strong 
contrasting colors, as at left, or blending with natural 
colors, as below. 

Nearly 500 of these models, priced from $22,495 
to $30,995, have been sold in Valencia, a 1.200-acre 
development north of Los Angeles. 

B U I L D E R ; Donald L. Bren Co. 
L O C A T I O N ; Valencia 
I N T E R I O R D E S I G N E R : Douglas-Cottrell & Assoc. 
LANDSCAPE A R C H I T E C T : ConTtland Paul 

Green of the outdoors is echoed inside this model, and yellow 
decorating accents are used both inside and out. 
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Comfort and excitement are combined in this living room, with its deep, overstuffed furniture and contemporary tables and accessories. 

Photos: Fritz Taggart 

. . . and accentuate the luxury 
of high-priced townhouses 
Muted colors and dignified decor used to be the hall
mark of the luxury house. But these pictures show 
that brightness and imagination are just as much at 
home in the higher brackets as in the low—even 
though the appeal is obviously to the more urbane 
buyer who can afford to pay from $32,000 to 
$37,000 for a townhouse and to whom status is usu
ally a high-priority requirement. 

B U I L D E R : American Housirtg Guild 
L O C A T I O N : Whittier 
I N T E R I O R D E S I G N E R : Hamilton-Howe 

A bright .iculptured rug emphasizes the height of this two-story living room. 

A formal dinner setting gains a 
feeling of liveliness from colorful 
tableware, wall accessories and chair 
patterns. 

continued 
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C O L O R F U L C A L I F O R N I A M O D E L S continued 

Photos; Julius Shu I man 

2: 

Modest areas of red carpet are used in the model's living room. However . . . 

Color can be used in small 
touches or big splashes . . . 
Only touches are used in the high living rooms at 
left; big areas of color would have been overpower
ing. But the kitchens of the same models (below), 
having more conventional proportions, benefit from 
big splashes of bright color. 

In the past 12 months, 1,200 houses have been 
sold in the project where these models are shown 
(see p. 56 and cover). Price: $26,950 to $35,990. 

B U I L D E R : Larwin Co. 
L O C A T I O N : Cypress 
I N T E R I O R D E S I G N E R : C . Totty Pereira 

in the kitchen, the same red is splashed around much more generously. 

In this model's living room, yellow is confined to accent areas. But . . . in the island kitchen, even the ceiling is covered with yellow. 
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Dashes of strong color in this kitchen-family room complement the blue of the pool and the color of the landscaping outside. But in the photo below 

. . . and ft can be underplayed 
to emphasize outdoor areas 
The outdoor areas in Colony Park (H&H , Sept. *67) 
are just as important as the indoor rooms, and almost 
every room has glass walls opening to its own patio. 
So the interior decorating is deliberately subdued, 
creating a visual balance with the patios. 

Colony Park's 300 walled houses, priced from 
$30,000 to $39,950, have all been sold. 

B U I L D E R : Harlan Lee 
L O C A T I O N ; Westlake Village 
I N T E R I O R D E S I G N E R : Erickson Assoc. 
LANDSCAPE A R C H I T E C T : Sid Galper Assoc. 

In this small dining area, a simple 
decorating scheme against Ugh: 
walls makes the patio seem part of 
the room. 

a less colorful patio is balanced by less intense interior colors. 
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C O L O R F U L C A L I F O R N I A M O D E L S conlinuctJ 

Photos: Fritz Taggart 

Color can add excitement to 
a model decorating theme... 
"Identity is vital," says Darrell Howe, who decorated 
the rooms shown here and on the next page and also 
made some of the key pieces of furniture. "So I try 
to give every project a distinct style, and every model 
its own idea or character." 

The price range in this project—Tustin Meadows 
—is from $22,495 to $30,495. The project opened in 
February. About 265 houses have been sold. 

B U I L D E R : Robert H. Grant & Co. 
L O C A T I O N : Tustin 
I N T E R I O R D E S I G N E R : Hamilton-Howe 

Tyrolean theme is reflected in a hutch with beer mugs 
on its shelves, and a table with crossed legs. 

Spanish theme is evident in the living room and family room of this model. 
A mirror over the living-room fireplace adds to the sense of spaciousness. 
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. . . and ft can add the feeling 
of luxury to a small house 
Grantpark exemplifies interior designer Howe's dic
tum that each project needs a special style. It is built 
by the same builder as Tustin Meadows (left), and 
falls in the same general price range ($24,495 to 
$27,995), yet its character is completely different— 
sumptuousness rather than individual themes. 

Grantpark is a 250-house project that opened 
about five months ago: 100 units have been sold. 

B U I L D E R : Robert H. Grant & Co. 
L O C A T I O N : Cerritos 
I N T E R I O R D E S I G N E R : Hamilton-Howe 

7 J^^'^CWr^SFW^VSr^ ^ 
I I I t 

IJving room of the bottom-priced model has low furniture and a tow-
hanging chandelier to emphasize the height of the ceiling. 

I'uinily room, in the same house a.s the photo above, gets an inrinuih' 
feeling from a papered ceiling and wood wine racks. 

^ • 

Family room of the project's top-of-the line model shows interesting 
contrast between severe furniture lines and paisley ceiling pattern. 
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C O L O R F U L C A L I F O R N I A M O D E L S continued 

Outdoor areas need to be colorful, too 
and so do model apartments 

The growing trend to walled lots puts a bigger burden 
than ever on the landscape architect. Patios are be
coming outdoor rooms that must be handled as ex
citingly as—and in harmony with—indoor areas. The 
pictures below and immediately at right show color
ful examples of how this can be done. 

The renter is as susceptible to excitement as the 
buyer, and the photos at far right show that apart
ments can be decorated as colorfully as houses. 

Leiand Y Lee 

'i 

Harmony between indoor and outdoor decorating is shown in this Deane Garden Home model at Huntington Beach. Price range in the project is $25,000 
to $31,000, and 100 out of 133 houses have been sold. Interior decorating was by Pat Yeiser. and the landscape architect was Courtland Paul. 

f 

King-sized chess set by Courtland Paul makes vi.sitors remember this walled model by Donald L. Bren Co. at Valencia. 
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Julius Shulman 
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Two treatments of outdoor areas are shown in Colony Park models 
in Westlake Village. At top: an intimate dining patio, at bottom a 
large pool terrace. Sid Galper Assoc. was landscape architect. 

Hamilton-Howe decorated these three rooms in The Highlands, a high-rent 
(to $600) apartment project in Hollywood Hills. The alcove in the 
top photo was created by leaving the doors off a bedroom closet. 

continued 
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C O L O R F U L C A L I F O R N I A M O D E L S continued 

. . . And in New York: another 
way to make models memorable 
B U I L D E R : Robert Martin Assoc. 
I N T E R I O R D E S I G N E R : Elaine Sollar for B. Alt man & Co. 
L O C A T I O N : Tarry town, N.Y. 

Before launching their high-priced ($55,000 to $70,-
000) Tarryhill project in suburban Westchester 
County, partners Martin Berger and Robert Weinberg 
visited some of California's most colorful models. 
One result: Their models, too, are colorful. But they 
also gave each house a distinctive character by fur
nishing and decorating one of its four bedrooms as a 
".special purpose" room suggesting a particular in
terest, hobby or activity. 

Photos: Bill Rothschild 

' H E R H I D E A W A Y ' i.v fitted out as .u-wing and dressmaking center, has desk for letter writing and house
hold bookkeeping, and appeals to housewives as a quiet area for lounging or watching television. 

' C U L T U R A L C E N T E R ' directed to the family with an interest in arts and 
crafts—includes paintings, sculpture and musical instruments. 

' L E A R N I N G CEHTER'—devoted to the needs of students—has comparinwn-
talized studv areas as well as the latest audio-visual leaching aids. 
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' H I S L A I R ' ;.v jurnishcd us the male refuse lhai so many professional men 
and executives demand at home. Equipment siii^gests that the room can be 

used as an office, study or physical-fitness gymnasium. Black walls and deep 
red carpeting carry out the strong ma.sculine theme. 

' F U N - A N D - G A M E S ROOM'—suggesting use as a children's playroom—is fur
nished with indoor recreation items, decorated with inexpensive posters. 

' T R A V E L C E N T E R ' includes mementos from vacation trips—foreign and 
dome.stic—wall maps and a .screen for showing movies and slides. 
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H O U S T O N T O W N H O U S E S were Hallcraft Homes' first tryoul of its new Data Core service. Builders are J.S. (Mickey) Norman and Wesley Development Co. 

D E N V E R T O W N H O U S E S arc some of more than 
3,000 built by Hallcrafi in ihc Southwest. 
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Photos: Markow 

For sale: a big builder's 
townhouse formula 

P H O E N I X T O W N H O U S E S reflect local flavor out
side but have stock Hallcral't plans inside. 

The big builder—^Hallcraft Homes of 
Phoenix and Denver—has impressive cre
dentials. Hallcraft has built more than 
3,000 condominium townhouses in A r i 
zona, Colorado and California since 1963, 
and has a record of fast sellouts. Its first 
project in Denver—207 units in 1964— 
sold out in ten weeks despite a soft local 
housing market and other builders' f a i l 
ures. A l l told, Hallcraft has built 14,000 
housing units in the past 16 years. 

Now Hallcraft has set up a packaged-
management service—called Data Core— 
to sell its townhouse know-how to any 
builder it thinks is smart enough and suffi
ciently capitalized to handle its kind of 
project. 

Data Core (Development Analysis 
Townhou.se Assn.) gears up the project, 
guides it to grand-opening day and helps 
with post-management details. The builder 
pays Data Core nothing until he starts 
selling townhouses; the fee is 4 % per unit 
sold, less if the units are rented. 

"There's no magic in our formula," says 
Data Core President Thomas Carlile. 
"We're selling the ability to .set up a 
leisure-oriented townhouse project faster 
and cheaper than anybody else, and with
out as many mistakes." 

Data Core's biggest appeal to would-be 
townhouse builders may be starting power. 
Says Houston developer James MacNaugh-
ton: "They [Data Core] were the catalyst 
that got our project started. I t takes a lot 
of money and a lot of hard work to get 
one of these jobs off the ground. Data 
Core, which saved us at least $50,000, 
made it almost easy." 

MacNaughton, who had encouraged 
Hallcraft to set up Data Core, was its first 
client. Other Hallcraft-formula projects 
are now under way in Atlanta, Colorado 
Springs and Arlington, Tex. 

Hallcraft says Data Core is a "how it 
was done" program. 

Clients get Hallcraft's stock floor plans, 
stock job-scheduling system, stock legal 
documentation for winning condominium 
approvals and a large file fu l l of Hallcraft's 

trade secrets for managing and merchan
dising the project. 

They get the benefit of Hallcraft's 
volume-purchasing power and its staff of 
specialists, including engineers, land plan
ners and touring sales experts who visit 
projects in the guise of shoppers to test 
clients' salesmen. 

They are told how to finance the project 
and are closely guided in 1) choosing the 
site, 2) getting approvals, 3) hiring sub
contractors, 4) selecting and training a 
marketing director and aU sales personnel, 
5) hiring advertising and public relations 
agencies and 6) selecting and indoctrinat
ing a management firm. 

A client doesn't necessarily exhaust 
Data Core's fund of knowledge after the 
first project. He may continue using the 

M O D E R A T E D E N S I T Y of ten units per acre or 
less is a Data Core rule of thumb for layouts. 

service as a source of new ideas drawn 
f rom other clients' projects. 

So far the Data Core formula has been 
applied only to projects of about 200 units 
in large metropolitan areas. Reason: These 
are the conditions under which all Hal l 
craft townhouses have been built and for 
which its market approach is geared. But 
the formula may soon be tried out in a 
city of less than 100,000 population. I f it 
works as smoothly as it has so far. Data 
Core's potential clients would overwhelm 
its present limited staff. 

To see how the Data Core townhouse 
formula works, turn the page. 
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T O W N H O U S E F O R M U L A continued 

Formula design: stock 
plans and interiors 
behind localized facades 

"Outwardly, our jobs are all completely 
different," says Data Core Vice President 
Joe Agee, "'but behind the facades arc the 
same proven floor plans we've sold so suc
cessfully i n Phoenix and Denver." The 
exteriors are varied to suit a project's re
gional flavor and to blend with terrain. 
Data Core makes at least two elevations 
for each plan and designs a wide range of 
color schemes. 

Agee's confidence in repeating Hal l -
craft's .stock plans 
is well justified. 
Data Core's two 
best-selling models 
in Houston were 
also Hallcraft 's two 
best-sellers in Phoe
nix and Denver— 

S O U N D B R E A K between 

units rates over 55 STC. 

K ; and the quality of 

• v - — K decorating seems to 
make no difference. 
" U n f o r t u n a t e l y , " 
says Tom Carlile, 
"you can build just 
so many in one 
project without get
ting monotonous." 

The best-sellers are also the highest-
priced models in the line. "That's always 
the pattern," says Carlile. "Buyers take the 
top of the line first and work down in 
price as each model gets sold out." Typical 
price range: $20,000 to $25,000. 

Other buyer patterns repeated in every 
Data Core project are: 

1. Average number of children per 
family is 1.0. I n the Houston project it 
was 0.9. 

2. Average age of the buyer is 40. In 
Houston it was 39. 

3. Average family income is high— 
close to $12,000. The Houston average for 
the first 40 buyers: $15,000. 

Most buyers come f r o m houses rather 
than apartments, so Data Core pays special 
attention to sound-deadening. Its party 
walls (above) have a sound transmission 
rating comparable to .solid masonry. And 
to guarantee their effectiveness. Data Core 
permits no party-wall penetrations for 
plumbing or wiring. Its parking ratio is 
four-to-one: three spaces per unit plus an 
extra one in a perimeter area. 

Data Core tries to discourage builders 
f rom tampering with the floor plans as well 
as other elements of its package. Says 
Agee: " I n 3,000 jobs we've refined the 
package to the point where it's just about 
impossible to improve. Whenever a builder 
tries, he inevitably ruins something." 

O P E N S T A I R W E L L lets living room and dining room, right rear, borrow visual space from each other. 

l i i i 
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U P P E E . L E V E L •OFFER. L E V I X 
$ 1 9 , 9 7 5 P L A N for $158 a month was a slow-
selling bottom-of-the-line model in Houston. 

L,OWEI^ L E V E L U F F E K , L E V E L 
$ 2 4 , 8 2 5 P L A N for $191 a month was a best-
selling top-of-the-line model in Hou.ston project. 

H O U S E - W I D T H P A T I O , fenced at sides, is screened from rear parking area by a storage shed. 
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Formula merchandising: 
an ail-out emphasis on 
a carefree way to live 

"Country-club living, which is what we 
sell, has the same appeal to people every
where," says Carlile. So all Data Core proj
ects focus on a swimming pool, clubhouse 
and playground designed to sell as well as 
serve the buyer. A l l maintenance—includ
ing owners' roofs and exteriors as well as 
common areas—is taken care of for about 
$22 a month. The theme: "The tax ad
vantages and privacy of home ownership 
combined with the non-maintenance con
venience of an apartment and the fun of a 
country club." 

Standard clubhouse specifications call 
for a lounge wi th wood-burning fireplace, 
a large room for parties, a teenagers' 
room, kitchen, billiard room, card room, 
exercise room and sauna bath. A n d the 
clubhouse must be two stories so that pros
pects have a vantage point for viewing the 
project. 

Data Core plans the prospect's tour 
route carefully. He enters the project 
through the clubhouse and makes a tour of 
its rooms and the pool before visiting the 
model row. Planned talking spots, like a 
clubhouse balcony overlooking the pool or 
an adjacent school, are designated for 
salesmen. Says Agee: "Let the people see 
your amenities." 

Specifications are also exacting for 
special-effect lighting. Outdoor fixtures are 
part of the project's initial design and in
volve a considerable investment. "You 
can't just bolt on night merchandising." 
says Agee. 

Construction sequence is planned so that 
on opening day, in addition to the recrea
tion complex and adjacent row of models, 
a row of townhouses can be seen under 
construction at a far corner of the project. 
Object: to impress the prospect with the 
project's openness. 

Data Core's merchandising is more than 
skin deep. Says Carlile: "We believe in a 
lot of glamour, but at the same time we're 
sensitive to post-management problems." 
He specifies top-of-the-line recreation 
equipment—professional pool tables and 
exercise equipment—that Hallcraft has 
standardized through trial and error. A 
sprinkler system with expensive directional 
sprayheads is planned into the landscaping 
not only to simplify post-management but 
also to avoid future homeowner complaints 
about wet sidewalks or doorways. 

Says Agee: "Our projects give home
owners a perfect place—the clubhouse— 
to get together and sound off about man
agement. So we're extra careful not to give 
them anything to sound off about." 

•" * 
- M B 

S W I M M I N G P O O L and clubhouse design is critical; it establishes the tone of Data Core projects. 

N I G H T L I G H T I N G , essential to weekday sales, is set for effect and tested in dress rehearsals. 

P L A Y G R O U N D of imaginative space-age equipment appeals to parent 
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T O W N H O U S E F O R M U L A continued 

Formula management: 
how Data Core keeps 
jobs under control 

Clients get Hallcraft 's standard job-con
trol diagram (rif^ht) plus detailed informa
tion .showing how to handle every step of 
the project f r o m initial planning to grand 
opening day. 

"It's our own version of the P E R T and 
C P M scheduling methods," says Agee. "We 
call it S P E R T . " 

S P E R T is not only an aid to the builder. 
I t is a communications tool that lets Data 
Core's Denver headquarters keep tabs on 
the progress of several diflerent builders 
and projects. I f a builder runs into schedul
ing trouble, f o r instance, the consultants 
can study his job status on a duplicate 
work chart in the home office and advise 
him by telephone. 

Every work phase on the job-control 
chart is keyed to indexed instruction manu
als and to a host of visual aids. And all the 
information is cross-referenced to the 
chart: Example: 

When a builder looks up "Paving Plans 
Off^site" in the manual index, he is referred 
to written material on the subject, to a 
folder of typical townhouse paving plans 
and to "Day No . 30" on the C P M chart— 
the deadline for staning paving plans in 
order to put them out for approval and 
bids on "Day No . 40." 

The instruction manuals are subdivided 
into sections on preplanning (site selection 
and land acquisition), financing, engineer
ing, construction, marketing and general 
information. Exhibits include blueprints, 
printed forms, photographs, movie film, 
tape recordings, records, brochures and 
pamphlets. 

Data Core refers to this information as 
the "nerve center" of its townhouse for
mula and packages it in a locked file. Some 
of i t , like a f u l l set of exhibits for docu
menting the legality of condominium own
ership, involves years of research and fees 
that would take a great deal of time and 
money to duplicate. 

The file is supplemented by visits f rom 
field men. And, where project size war
rants it, a Data Core-trained job manager 
becomes a permanent member of the 
builder's staff. For example, the Houston 
project—involving several 200-unit phases 
and a six-year construction schedule—is 
managed by a former Hallcraft executive 
who had spent five years in the company's 
Denver ofl^ce. The manager of an Atlanta 
project, being built by Spratlin Assoc., is 
a former executive with Ross Cortese, the 
big retirement-housing builder; he was 
given a basic-training course at Hallcraft 's 
Phoenix projects. 

C R I T I C A L P A T H D IAGRAM — c o n c e a l e d by a recreation-center rendermg when folded up—organizes the 
114 work days between a Data Core project's conception and grand opening. 
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. Manual, keyed to C P M , advises on renderings. 

D A T A F I L E , packaged in a portable steel cabinet, 
contains manuals and exhibits cross-referenced 
to the C P M schedule {photo sequence at right). 
Top management gets a master manual; de
partment heads get copies of specific chapters. 

.Mi ; 3 . 

3 . Keyed exhibit folder has sample renderings. 
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Paul Ponsard 

By building houses like this on owners' sites, 
Art Rutenberg has rolled up a volume o f . . , 

$18 million a year in odd-lot housing 
Rutenberg Homes is based in a small F lor ida city 
(Clearwater, pop. 4 6 , 0 0 0 ) , develops no land, owns 
no subdivisions and operates i n only one state. Y e t 
its annual volume i n single-family houses is topped 
by only a handful of housing's giants. 

Rutenberg's gross sales f o r fiscal 1968 ( w h i c h 
ended A p r i l 3 0 ) were $18 m i l l i o n — a whopping 
6 7 % over the previous year. A n d President A r t h u r 
Rutenberg expects fur ther growth. He is confident 
that he can put a branch into any Flor ida city that 
builds at least 300 to 400 houses a year. 

"We can capture as much as 2 0 % of any market's 
new-house sales wi th in a few years," he says, "and 
60 to 80 houses are enough to make a very p rof i t 
able operation." There is just if icat ion fo r this op t i 
mism; market penetration of the company's 11 
branches * now ranges f r o m 5% to 1 5 % . 

O f course, some special characteristics of the 

* In Clearwater, Largo, Northeast St. Petersburg, South St. 
Petersburg, Sarasota, Ft. Myers, Cape Coral, Naples, Boca Ra
ton, West Palm Beach, and Palm Beach Gardens. A twelfth 
branch, in Ft. Lauderdale, will open this spring. 

Flor ida market work in A r t Rutenberg's favor. For 
example, 6 0 % of his buyers are retired or semi-
retired families f r o m out of state, and most of them 
buy fo r cash. The few who do want mortgages usu
ally require only low-rat io loans that are snapped 
up eagerly by local lenders. A n d Florida cities abound 
w i t h land developers, so Rutenberg's buyers have a 
wide choice of developed bui ld ing sites. 

But balancing these market advantages is a seri
ous management problem that faces every odd-lot 
builder: Should he 1) decentralize and risk losing 
control of his costs and production or 2 ) maintain 
tight central control and thus create expensive layers 
of top management far removed f r o m the point of 
decision? 

Rutenberg has set up a management system which 
gives h im the pluses but not the minuses of both 
approaches. He believes that move—along w i t h two 
new employee-compensation plans and a wide choice 
of house plans—is largely responsible fo r his com
pany's growth . For the details, turn the page. 
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These organization charts show the steps that led to Rutenberg's present setup 
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S T E P 2 : Division managers were eliminated, and control was 
centralized under company president and two area managers. 
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S T E P 3 : Division managers were reinstated—bul this time 
with much more control over their operations. 

'We give our division managers so much freedom they are almost partners'̂  
Like partners. Ar t Rutenberg's division 
managers run their branches with little 
interference f rom the home office. But un
like most partners, they invest no money in 
the company, although they do share in its 
net profits {.see p. 112). 

The division managers' independent role 
didn't evolve overnight. In fact. Ruten-
berg realigned his personnel twice before 
he hit on what he considers a successful 
formula for managing his multi-city oper
ation. 

Initially, each manager had nominal con
trol of his branch (Step 1. above). For 
instance, he negotiated subcontracts and 
bought most of his materials. 

This arrangement was substantially un
changed for I I years. But eventually two 
weaknesses cropped up: 1) the division 

managers' authority was weakened because 
their sales managers and field supers could 
bypass them and take problems directly to 
home-office sales and construction execu
tives; 2) a heavy layer of high-salaried 
headquarters personnel boosted company 
overhead at the expense of net profit. 

Disturbed by those problems, Rutenberg 
made an almost 180° turn in 1964 to 
strong central control (Step 2. above). 
He eliminated the home-office executive 
layer leaving himself as the sole policy 
maker. Division managers were also elim
inated, and the sales and production man
agers of each division reported to one of 
two area managers, who in turn reported 
directly to the president. 

T o be sure, this arrangement slashed 
overhead. But it also limited the company's 

growth by putting decision making at the 
division level in the hands of only two 
men—the area managers—who soon found 
they could not devote adequate time and 
effort to Rutenberg's different markets. 
Vice President Dean Van Horn, who was 
one of the two area managers, recalls: 

"The division I ran personally did fine, 
but the ones farther away suffered. In 
variably, when a problem popped up at 
one division, it was at a time I was needed 
somewhere else." 

To some extent, strong central con
trol also made the division sales and pro
duction managers less effective. It invited 
friction between them. Rutenberg says, 
and led them to rely on the area managers 
for decisions. 

So in 1966 Rutenberg began the organ-
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izational changes that led to his present 
setup (Step 3. above). He immediately re
instated his division managers—but this 
time with far more authority and respon
sibility than they had under the 1953-64 
arrangement. And two months ago he added 
two regional managers, who, he is quick 
to point out, wi l l not reduce the division 
managers' authority. Instead, the two newly 
appointed executives wi l l take on top-
management responsibilities and thus free 
Rutenberg and Executive Vice President 
Kenneth J. Schwartz to recruit personnel 
and plan for expansion into new markets. 

The company's division managers now 
have almost complete autonomy. For in
stance: 

1. They set their own goals by budget
ing their annual profit and lo.ss. Each 
budget sets sales quotas and projects gross 
profit, expenses and net profit. Once ap
proved by the home oflice. it becomes the 
standard for evaluating the division's 
monthly P&L statements (box, bottom 
right). 

Each manager must convince the home 
oflRce that he has the production capacity 
to meet his sales goals. The budget sets 
his monthly quota for starts. Within that 
month, he can't exceed the quota unless 
he can show he has lined up enough 
extra field supervisors and .subcontractors 
to cope with the extra volume. 

"We don't let a man outsell his ability 
to produce and then try to juggle his 
crews to keep buyers satisfied," says Rut
enberg. "We'd much rather delay the 
start of a house for a month than get our 
buyers mad about non-delivery." 

2. They hire everyone on their staff's 
—including office, sales and production 
people—and decide on pay raises, promo
tions and, i f necessary, firing. The only 
exceptions: division sales managers, whose 
hiring (or firing) must have home-ofiice 
approval. 

3. They buy all materials and equipment 
except major appliances, on which bulk 
purchasing by the home office has turned 
out to be less costly and more efficient. 

The home office keeps a computerized 
record of prices paid by each division for 
82 different items. A monthly readout in
cludes the high, low and median prices for 
each item—and thus shows each manager 
if his prices are in line. 

4. They negotiate all their subcontracts. 
Here, too, the home office issues a monthly 
computerized record, which shows varia
tions in subs' prices—and thus .serves as a 
valuable bargaining tool in negotiations. 

But the division managers are not laws 
unto themselves. For example, a central 
design department draws up house plans 
and specifications. Then each division man
ager and the home office together decide 
which models wi l l be built in his display 
area. The home office also produces adver

tising and brochures, although the division 
manager decides which ads and which 
media to use. 

Most important, however, in preventing 
the chaos that could plague such a decen
tralized organization is a company operat
ing manual. This loose-leaf book has 127 
sections spelling out policy and procedural 
guidelines for every phase of the com
pany's activities. 

Subjects range f rom "telephone usage" 
to "management personnel changes." f rom 
"roof pitch factors" to "cash flow." 

Guidelines leave no room for doubt. 
Some random samples: 

On answering phones: "Do not ask 
who is calling? or say, 'May I tell him 
who is calling?' " 

On intra-company hiring: " I n no case is 
anyone to hold a conversation with a 
prospective transferee without the f u l l 
knowledge and consent of his superior." 

On advertising: "Newspaper advertising 
is to be placed on pages 3, 5, 7 or the 
back page." 

On delivery dates: "The customer must 
nor be told, 'We' l l try to finish sooner.'" 

On customer relations: "Each time a 
progress payment is requested f rom an 
owner [buyer], or received f r o m a bank, a 
Polaroid picture of the owner's home in its 
current state should be sent to the owner 
with a note as to how the job is progress
ing. The picture should be dated on the 
back." 

On subcontractors: "Each branch [di 
vision] is to have a set of subcontractors 

which are wholly diff'erent f r om those of 
an adjacent branch." 

On market surveys: "Each January and 
July a market survey wil l be made by each 
branch on Form R34. . ." 

Neither division managers nor any other 
employee may deviate f rom the manual 
without the approval of Rutenberg him-
•self or Executive Vice President Schwartz. 
I f a change—requested by a division man
ager, for instance—is approved, it is wr i t 
ten into the manual and becomes company 
policy. But within the manual's guidelines, 
all decisions are left to the branch man
agers' own judgment. 

"The manual is not a curb on a manager's 
initiative," says Rutenberg, " I t simply re
lieves him of decision making in many 
repetitive situations." 

Who are Rutenberg's potential division 
managers? He says some of them are his 
sales managers and supers. Others are 
high-level executives with other large home-
builders or independent builders "who are 
grinding out $18,000 to $20,000 a year" 
and are stymied by limited capital, mort
gage scarcities and discounts and land-
buying and development problems. 

Says Ken Schwartz: "'Our best bets are 
candidates with a sales-type personality— 
men who are good at customer relations 
and also know how to manage a Homebuild
ing business." 

T o such men, Rutenberg offers not only 
a high degree of autonomy but also a crack 
at spectacular earnings. To see how spec
tacular, turn the page. 

Closings 
Cost of sales 

CROSS PROFIT 

Sales overhead 
Advertising 

Cen. & adm. exp. 
Cuarantec svc. exp. 

TOTAL 

Sales commissions 
Home-office expense 

TOTAL 

Other (Income) or loss 

TOTAL EXPENSES 

Net Profit on Homes 
Decorator income 

Lot income 

TOTAL NET PROFIT 

Budget for 
fiscal year 

AMOUNT % 
1,382,000 
1,077,960 78.0 

304.040 22.0 

49.752 3.6 
8,292 0.6 

63.019 4 56 
15.202 

136,265 9.86 

52.516 3.8 
27,640 2 0 

80,156 5.8 

216.421 15.66 

87.619 634 
4,146 0.3 
6,910 0.5 

98,675 7.14 

Actual 9-monrh 
performance 

AMOUNT % 
1,095,990 — 

859,925 78 5 
236.065 21.5 

35.402 3 2 
7,747 0.8 

53,792 4 9 
11,908 1.0 

108.849 9.9 

35.92 i 3.2 
21.920 2.0 

57,841 5.2 

861 0.8 

167.551 15.2 

68.514 
2.764 

63 68.514 
2.764 0.2 
2,724 0.2 

74.002 6.7 

Prorated from 
full-year budget 
AMOUNT % 

854,873 78,0 
241,117 22.0 

39,456 3.6 
6,576 0.6 

49.977 4.56 
12,056 11 

108,065 9.86 

41.648 
21,920 

3.8 
2 0 

63,568 5.8 

171,633 15.66 

69.484 
3.288 
5,480 

6.34 
03 
0.5 

78,252 7.14 

How one division budgeted-and how it actually performed 

The figures above show (left to right) the 
division manager's projections for the 1967-
68 year, his performance for the first nine 
months and a nine-month prorating of his 

annual projections. By checking his "perform
ance" percentages against the "prorated" per
centages, he knew whether his division was 
exceeding or falling short of his estimates. 
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$5>.ooo 
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f2o ,ooo 
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$ l O , 6 0 O 

*We stimulate extra effort with profit sharing and incentive pay' 
"The next step in your career could do 
wonders for your income." said the head
line of a recent Rutenberg ad seeking 
candidates for division-manager jobs. 

The copywriter wasn't kidding. Largely 
because of profit sharing, introduced in 
late 1966, Rutenberg's division managers 
have done wonders fo r their incomes. 

In fiscal 1968 (ending Apr i l 30) one 
manager earned $97,190. And . except for 
two new appointees who took over divi
sions toward the end of the year, all man
agers averaged $50,000 each. 

By contrast, the average was $27,000 
in fiscal '67. when profit sharing was in 
efi^ect for only the last seven months and 
when the managers were all relatively new 
to their positions. 

Salesmen, too. have made impressive 
gains under an incentive-pay plan, also 
started in late 1966. Their average went 

f rom $9,500 in fiscal '66—before the plan 
was adopted—to $15,400 in '68. And the 
top performer earned $40,000 plus a 
$5,000 bonus as the first salesman to reach 
$1 mil l ion in annual sales. 

Profit sharing for division managers 
("the best business decision I've ever 
made." says Ar t Rutenberg) is based on 
net profit rather than gross sales. So it en
courages well-rounded management by put
ting a premium not only on a man's ability 
to generate volume but also on his skill at 
controlling costs. For instance: He must 
buy shrewdly, schedule efficiently and in
sist on quality to avoid expensive callbacks. 

The example above shows how Ruten
berg's profit sharing works. The manager 
drew a salary equal to 1.2% of his divi
sion's projected gross sales—in this case. 
$18,000 on a gross o f S 1.500.000. Net 
profit came to 7%—or $105,000. The 

company skimmed off the top 3%—or 
$45.000—and then split the $60,000 bal
ance with the manager. So the manager 
wound up with $30,000 in profit sharing 
plus his $18,000 salary—or $48,000. 

Under Rutenberg's incentive-pay system, 
also shown above, salesmen can reap large 
rewards with a little extra effort. As a sales
man's volume reaches a series of plateaus, 
his commission percentage is increased. 
And these increases are retroactive: They 
apply not only at that plateau and above 
but also to his previous sales for the year. 

For example: Up to a volume of $249.-
999, the salesman's commission is 2 % . 
So at that total he earns $5,000. But as 
soon as he clinches the sale that puts him 
at $250,000. his commission on future and 
past sales goes to 3%—and his earnings 
to $7,500 (the $2,500 in retroactive com
missions is paid immediately). 
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P L A N V A R I A T I O N S alter one wing of these models. Prices in company's lowest-cost area: $25,950 to$36,000 (top), $18,930 to $20,200 (bottom). 

'We offer floor-plan options with each model plus a wide price range' 
Rutenberg's prospects are essentially cus
tom buyers with strong preferences in 
house plans, and incomes ranging f rom 
modest to high. 

To appeal to families with such different 

Paul Ponsard 

incomes, he offers nine models priced 
f rom $15,850 to $53,300 in the lowest-
cost building area and f rom $17,515 to 
$58,900 in the highest. 

And to give these families many of the 

T Y P I C A L M O D E L {plan at top oj page) is fully 
landscaped in front and back. Rutenberg's models 

always include a maximum of optional extras 
like the $3,850 pool package shown in plan. 

advantages of a custom house without im
pairing his production efficiency, he offers 
most of his models with a choice of al
ternate plans (examples, above). 

Says Spencer Hart, who heads the com
pany's four-man design department: 

"We're trying to provide the exact house 
that these demanding buyers want, but we 
do not want our salesmen playing architect 
and dreaming up houses that have to be 
priced out separately and fitted into our 
production schedules." 

The company builds only to its basic 
plans and standard alternates, which have 
set prices for each area so that salesmen 
can instantly quote costs to prospects. 
Within that framework, minor changes in 
fenestration, materials and room size are 
welcomed. Each division has a draftsman, 
who draws up these changes. The division 
manager then prices them out. 
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Plastic plumbing makes new strides in housing 
Plastic pipe's bitterest enemies are 1) cast-
iron .soil pipe manufacturers, 2 ) copper-
pipe manufacturers and 3 ) imion plumbers 
who are convinced that plastic pipe w i l l put 
them out of work. A l l three fight plastic 
pipe's attempts to get code acceptance with 
every weapon they can devise. And even 
after code approvals are won, they fight to 
overturn them. 

But even while metal-pipe manufactur
ers are denouncing plastic pipe, they are 
quietly beginning to produce and sell it 
themselves. 

More than a dozen of the largest cast-
iron and copper-pipe producers are now 
in the plastic drain-waste-and-vent piping 

business. The list includes U.S. Pipe & 
Foundry, James B. Clow & Sons, Glamor
gan Pipe & Foundry. American Brass & 
Iron Foundry, Charlotte Pipe & Foundry, 
Triangle Conduit & Cable, Nibco Inc. and 
Mueller Brass Co. 

Some of these companies have joined 
the Plastics Pipe Institute. A n d at least one 
has become a member of the ABS Council, 
the plastic-industry task force that fights 
for code approvals. 

Old-line metal-pipe producers are join
ing the young plastics industry because— 
despite all their delaying tactics—plastic 
pipe is making steady headway in home-
building: Examples: 
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ALL-PLASTIC PLUMBING SYSTEM of B.F. requirements for rehabilitation w o r t Estimated 
Goodrich polyvinyl chloride has passed FHA cost saving compared with copper pipe: 35%. 

markets—and even its enemies are lielping 
1. A t least 17% of U.S. housing built 

last year has plastic pipe for drain-waste-
and-vent ( D W V ) plumbing. 

2. More than half of new single-family 
houses built in California last year have 
plastic DNW piping. 

3. Plastic D W V piping has been approved 
by 13 state codes, by local codes within 32 
states and by all regional and national 
codes, including the Building Oflficials Con
ference of America. Southern Building 
Code Congress. International Association 
of Plumbing and Mechanical Officials and 
F H A . 

4. Plastic pressure piping for hot-and-
cold water supply is now permitted in F H A -

financed rehabilitation projects. I t is being 
used extensively fo r low-cost rehab in 
Cleveland. 

Outside the housing industry, plastic 
pipe enjoys big markets in natural-gas dis
tribution, rural potable-water systems, crop 
irrigation and chemical processing. Almost 
100% of all mobile homes and travel 
trailers have plastic pipe. 

But metal-pipe competitors still say plas
tic pipe can't do the job. They have pro
duced illustrated reports showing that 
household drain cleaners and other chemi
cals wil l destroy it. They say termites and 
rodents wi l l eat it and fungi wi l l attack it. 
They claim it produces lethal smoke when 

it burns. And they question how long plas
tic pipe wil l stand up under natural aging. 

The plastics people have lots of practice 
answerinf; these and other accusations. 

For starters, they quote F H A Commis
sioner Philip Brownstein: "We surveyed 
[in 1966] all of our field offices to learn if 
there had been any complaints f rom Own
ers of homes with A B S drain-waste-and-
vent piping since 1961 when Materials 
Bulletin No. 33 was issued [permitting 
plastic D W V in FHA-insured houses]. The 
results show that not a single complaint 
had been received." And, the industry esti
mates, plastic D W V Ls u.sed in more than a 
half-million single-family homes to date 
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P L A S T I C P I P E continued 

Comparison chart; 

MATERIAL 

(and in over a million mobile homes). 
Plastics people discount evidence that 

their product is subject to chemical attack. 
Their own laboratory reports show that 
plastic drainpipe resists all chemicals nor
mally found in the home. Some of the most 
disastrous tests that metal-pipe interests 
conduct on plastic drains have included 
paint removers and various acids in un
diluted f o r m . 

Claims that plastic pipe won't stand up 
are discounted also by case-history evi
dence. Plastic pipe has been used in Chi
cago's municipal sewage-disposal plant 
since 1947, when it was substituted for 
severely corroded metal pipe. It has been 
used to carry acid wastes in chemical 
plants for decades. And the Farmers Home 
Administration has kept records since 1953 
on plastic pipe's performance in 10.000 
miles of water-distribution systems. 

Claims that plastic pipe is a fire hazard 
are contradicted by laboratory studies and 
in-use experience. The studies show that 
A B S (acrylonitrile-butadiene-styrene) plas
tic does not contribute to the start of a fire 
nor to the spread of flame and that the 
amount of poisonous smoke (hydrogen 
cyanide) it could produce in a burning 
house would be insignificant. Pvc (poly
vinyl chloride) plastic pipe has an even 
cleaner record—it is self-extinguishing in 
fire. There are other plastic pipes, but only 
these two are important to homebuilders. 

A B S and P V C producers are sewing up 
the plastic-pipe market in housing 

A B S , invented by Uniroyal Inc. in 1944, 
got a five-year head start on P V C . By the 
time A B S had been okayed fo r F H A houses 
in 1961, it had already made strong in
roads in the mobile-home industry by win
ning California code approvals. Pvc, i n 
vented in Germany 40 years ago, was not 
recognized by F H A until 1966 and had not 
enjoyed a high-volume market like mobile 
homes. As a result, almost twice as much 
A B S is used for D W V piping—15 mil l ion 
pounds in 1967. compared with nine mi l 
lion pounds of P V C . 

But P V C has an advantage over A B S : I t 
is better suited to pressure piping. Last 
year some 50 mil l ion pounds of P V C — c o m 
pared wi th only three mill ion pounds of 
ABS—were used for water-supply systems. 

One producer, B. F. Goodrich Chemical 
Co., calls P V C the carbon steel of the plas
tic-pipe industry. Goodrich and some 
others produce a version known as C P V C 

(chlorinated polyvinyl chloride) that meets 

national standards for piping I 8 0 ° F water 
at pressures of up to 100 psi and can with-
.stand 2 0 0 ° F water fo r limited periods. 
A B S pipe, on the other hand, is limited to 
160°F water at lower pressures considered 
adequate for D W V use. 

Other companies hope to improve on 
P V C . Carlon Products Corp. is test-market
ing a P V C pipe called Vyion that is sup
posed to be three times tougher than any 
previous D W V plastics. Carlon is also ex
ploring ways to cut the cost of a different 
plastic called polypropylene oxide ( P P O ) 
that is said to withstand continuous water 
temperatures of more than 2 1 2 ° F . General 
Electric, too. is reportedly developing a 
super plastic for hot-water pressure piping. 

Plast ic pipe boasts high standards 
protected by a policing system 

Plastic pipe and fittings meet commer
cial standards of the National Bureau o f 
Standards. U.S. Dept. of Commerce. 
American Society for Testing and Mate
rials ( A S T M ) and U.S. of America Stand
ards Institute ( U S A S I ) . 

But the industry's most significant stand
ards are those that the independent Na
tional Sanitation Foundation enforces. 

More than a hundred pipe and fittings 
manufacturers and raw-material suppliers 
print the N S F seal of approval on their 
products just as the electrical industry uses 
the Underwriters Laboratories label. To 
use the seal, they have to agree to four 
surprise inspections of their plants every 
year. The N S F inspector picks a random 
sample of pipe or fittings for testing by the 
agency's laboratory to see i f it measures up 
to standards that the industry and N S F 
have agreed upon. 

The industry has begun to develop stand
ards for hot-water pressure pipe. But they 
wil l probably be slow in coming because 
the manufacturers disagree on how thick 
their pipe walls should be. C P V C meets 
national standards for 180°F pressure-
pipe systems when it is made in iron-pipe 
thicknesses. But when it is extruded in 
copper-pipe dimensions, it meets no stand
ards. 

This hasn't stopped at least one manu
facturer. Genova Products, f r om going 
into full-scale production of C P V C piping 
in Vz" and copper-pipe sizes. Genova 
is supplying the FHA-insured rehabilitation 
projects in Cleveland. 

Another point the manufacturers don't 
always agree on is how to promote the 
advantages of plastic pipe. 

P E 
POLYETHYLENE 

low, medium 
and high density 

A B S 
ACRYLONITRILE-

BUTADIENE-
STYRENE 

P V C 
POLYVINYL 
CHLORIDE 

C P V C 
CHLORINATED 

POLYVINYL 
CHLORIDE 

S R 
RUBBER MODIFIED 

STYRENE 

C A B 
CELLULOSE 

ACETATE 
BUTYRATE 

P P 
POLYPROPYLENE 

A C E T A L 
POLYACETAL 
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Only ABS, PVC and CPVC are factors in household plumbing 

PROPERTIES APPLICATIONS MAX. TEMP., 

OPERATING 

JOINING 

METHODS STANDARDS 

• Good chemical and crush resistance • 
Excellent impact strength and flexibility 
• High level elongation at freezing • 
Good low-temperature performance • 
Non-toxic • NSF approved for potable 
water 

• Low-pressure water systems • Irriga
tion and golf course sprinkler systems 
• Corrosive liquids and gases • Under
ground conduits and gas reliners • In
dustrial and chemical laboratory drain
age systems • Natural gas • Water 
service • Distilled and demineralized 
water 

120°F 

200''F* 

Insert fittings 
Butt welding 
Heat fusion 

External 
compression fittings 

Transition fittings 

P E 
OS 197, OS 255, 
ASTM D-2104, ASTM D-2239, 
ASTMD 2447, ASTMD 2513, 
F-S 00545, MIL-P 26692, 
MIL-P 22634 

• Good chemical resistance to house
hold chemicals • Good crush resistance 
• Non-toxic • NSF approved for pot
able water and DWV • Rigidity at high
er temperatures • Excellent impact 
strength, especially at low temperature 
• Fast-setting joints 

• DWV piping systems - mobile and 
residential • Pressure piping and drain
age systems • Water service • Irriga
tion, industrial and municipal • Gas 
service*Underground electrical conduit 

180°F* 
Solvent welding 

Transition fittings 

A B S 
OS 218, CS 254, OS 270, 
ASTM D-1527. ASTM D-2282. 
ASTM D-2465, ASTM D-2468, 
ASTM D-2469. ASTM D-2513. 
F-S 322, FHA-MPS Revision 
No. 31, lAPMO TSC 6-61, 
TSC3-62, lAPMO PS 17-65, 
IS 5-65 

• Excellent chemical resistance 
• Good crush and impact strength 
• Fire-resistant (self-extinguishing) 
• High tensile strength 
• Non-toxic 
• NSF approved for potable water and 

DWV 

• DWV piping systems • Pressure pip
ing and drainage systems • Water and 
gas distribution • Irrigation and golf 
course sprinkler systems • Sewage 
treatment • Surface and underground 
conduit • Industrial chemical piping • 
Corrosive fume ducting • Crude oil 
flow lines • Water well casing 

Solvent welding 
Threaded 

1 5 0 ° F ^ '''^"ged 
Compression fittings 

1 8 0 ° F * " 0 " ""'"gs 
Transition fittings 

Bell-ring 
Rubber gasket 

P V C 
CS 207, CS 256. CS 272, 
ASTMD 1785. ASTMD 2241. 
ASTM D 2464, ASTM D 2466, 
ASTM D-2467, ASTMD 2513, 
F-S 320, F-S 540, 
MIL-P 22011. FHA-MPS 
Revision No. 31, FHA UM 41 

• Excellent chemical resistance 
• Good crush and impact strength 
• Fire-resistant (self-extinguishing) 
• High tensile strength 
• Non-toxic 
• NSF approved for potable water and 

DWV 

• Good crush resistance 
• Fair impact strength 
• Moderate chemical resistance 

• Hot and cold water distribution 
• Hot and cold chemical process piping 

• Drainage and sewage systems 
• Underground downspout drains 
• Underground electrical conduit 
• Septic tank absorption fields 
• Foundation drains 

Solvent welding 
Threaded 
Flanged 

200OF Compression fittings 
" 0 " rings 

Transition fittings 
Bell-ring 

Rubber gasket 

160°F 

C P V C 
CS 256-63, ASTM D-1785, 
ASTM D-2241, ASTM D-2466, 
ASTM D-2467, ASTM D-2464 
FHA-MPS 562, FHA-MPS 563 

Solvent welding 
S R 
CS 228, ASTMD 2321, 
FHA UM-26, FS WP 0O383 

• Moderate chemical resistance 
• Excellent resistance to petroleum 

and paraffins 
• Good impact strength 
• Available in transparent form 
• Excellent solvent-cementing 

characteristics 

Chemical process piping 
Oil field and natural gas 
Gas service 
Conveying systems (air operated) 
Underground conduit 

I S C F 
Solvent welding 

Transition fittings 
C A B 
ASTMD 1503, ASTMD 2513 

• Excellent chemical resistance 
• Resistant to sulphur-bearing 

compounds 
• Very light in weight 
• Good tensile strength 
• NSF approved for potable water 

• Industrial and chemical lab drainage 
systems 

• Low pressure gas and crude oil 
• Chemical process piping 
• Salt water gathering lines 

1 9 0 ° F 

• Excellent resistance to paraffins and 
solvents 

• High resistance to surge fatigue 
• Non-toxic 
• NSF approved for potable water 

• Process systems 
• Solvent handling 
• Agricultural chemicals 
• Crude oils 
• Natural gas 

I S C F 

Heat fusion 
Threaded 
Flanged 

Transition fittings 

Heat fusion 
Transition fittings 

LEGEND: 

CS Commercial Standard, Office 
of Commodity Standards, U.S. 
Dept. of Commerce 

ASTM American Society for Testing 
and Materials 

F-S Federal Speci f icat ions, General 
Services Administration 

FHA Federal Housing Administration 

MIL Military Standards, Dept. of 
Defense 

NOTE: Physical properties of thermoplastics pipe change with temperature 

Cour tesy : The Society of the Plast ics Industry Inc. 

MAY 1968 

'Maximum continuous operating temperature for non-pressure systems 
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P L A S T I C P I P E continued 

Plast ic-pipe promoters used to st ress 
low costs and easy-to-do installation 

Some manufacturers have gone so far as 
to offer plastic pipe to the do-it-yourself 
market. Carlon Products, for one, intro
duced a D w v ki t in 1966 that had "every
thing you need—including roof flashing, 
a brush and cement—to install a three-
piece bathroom drainage .system." 

Another plastics-industry tactic that 
hasn't made friends among the plumbing 
industry is voicing predictions that plastics 
wi l l make plumbers obsolete. Borg-Warner 
Corp.'s Marbon Chemical Division publi
cized such a prediction made in 1965 by 
Architecture Professor Walter Lewis of 
the University of Illinois. Said Lewis: The 
terms "plumbing" and "plumber" wil l be 
replaced by "plastication" and "plasti-
cator" in 20 years. "Plumbing as we know 
it w i l l not exist in 1985." 

Plastic plumbing materials do cost less 
than metal piping, and they do involve 
fewer work steps. Says a New Jersey 
plumber, Calvin Currier: " A l l you need to 
install it are a saw, a knife and a glue pot." 

But documenting their cost savings has 
not been easy for the plastic-pipe people. 

"The industry's rule of thumb," says 
Thomas Rourke of Celanese Plastics Co., 
"is that comparative D V A ' material and 
labor costs f o r a typical one-family dwell
ing run $115 for A B S or pvc pipe. $163 for 
copper and $205 for galvanized steel or 
cast i ron ." 

The catch is that a large part of these 
savings depends on the industry's estimates 
of labor time. 

According to the Plastics Pipe Institute, 
installing a plastic D W V system for a one-
fami ly house can require as little as 4.25 
man-hours (allowing f u l l prefabrication) 
compared wi th 12 hours for copper pipe 
and 22 hours f o r cast-iron or steel. Thus 
the official materials-plus-lahor breakdown 
becomes $97.85 plus $17.32 fo r plastic 
D W V , $114.91 plus $48.90 for copper, and 
$115.99 plus $89.65 for galvanized steel 
or cast iron. 

Hostile plumbers don't see eye-to-eye 
with figures like these. The Contracting 
Plumbers of Brooklyn and Queens (New 
York Ci ty ) estimate that a single-family 
D W V system of A B S plastic—currently pro
hibited by their local code—would require 
26 man-hours compared with 33 for cast 
iron. What's more, they estimate that the 
A B S materials would cost more than cast 
iron—$202.80 compared with $195.76. 

Ironically, the New York plumbers also 

argue that plastic pipe shouldn't be per
mitted in the city code because it hasn't 
proved itself—even though the code has 
for years approved of P V C piping fo r the 
drainage of acid wastes. 

But the plastic-pipe industry doesn't 
want to fight plumbers. I t needs them to 
buy and install its product. 

Plast ic pipe's new tack is quality 
and an appeal to ski l led mechanics 

N o longer wi l l the industry accept accu
sations that its product encourages ama
teur plumbers. In fact, it turns the accusa
tion back onto the cast-iron industry. Says 
Rom Rhome of the A B S Council and U n i -
royal: "The cast-iron industry—not plas
tics—is guilty of promoting do-it-yourself 
plumbing. They have promoted a variety 
of prefabricated rubber joints that require 
no skill whatsoever except the tightening 
of a clamp with a screwdriver." Rhome 
refers particularly to the cast-iron indus
try's No-Hub joint—a neoprene gasket and 
metal sleeve—which can be made in a 
couple of minutes. 

Rhome and others emphasize that plas
tic-pipe joints leave no margin f o r error. 
Reason: They are bonded with solvent 
cements that set permanently in ten sec
onds. I f the plumber makes a layout error, 
he can't unsweat the joint as wi th copper, 
but must cut out the fitting and perhaps 
remove a large section of piping. Another 
complication is that plastic pipe requires 
expansion joints because i t stretches and 
shrinks with temperature changes. Pvc, for 
example, expands about Ys" per 10' length 
for each 100°F temperature rise. 

Plastic-pipe promoters are ceasing to 
dwell on cost savings. Instead, they play 
up: 

1. Durabil i ty. Manufacturers claim plas
tic pipe stands up better than metal pipe, 
and they back it with long-term guaran
tees. Celanese, for example, guarantees its 
A B S D W V pipe fittings to homeowners for 
50 years. 

2. Safety. The manufacturers say their 
glued joints reduce fire risk in plumbing 
work becau.se—unlike cast iron's hot-lead 
joints and copper's sweated fittings—they 
don't require an open flame. 

3. Versatility. Plastic DW\ assemblies 
can be completely preassembled in off-site 
shops because they weigh up to five times 
less than copper or cast-iron assemblies. 
And plastic piping is easier to squeeze 
into old structures in rehab work because 
its joints don't require working space. 
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H F I L X 

H o w t o c l e a n u p t h e b u s y - b u s y e x t e r i o r 

The d i f f e r e n c e between a well-designed merchant-built f a 
cade and a hashed-up one can u s u a l l y be summed up thus: The 
good one i s simpler, and i t ' s handled w i t h r e s t r a i n t . To 
prove t h i s , HOUSE & HOME selected examples of the hashed-up 
v a r i e t y and asked a r c h i t e c t George Hugh Tsuruoka ( l e f t ) to 
redo them i n sketches. Tsuruoka i s something of a s p e c i a l i s t 
at t h i s ; as a design consultant ( t o , among others, the Ar
c h i t e c t u r a l Aluminum Manufacturers' Assn., plus a group 
of ten major building-products companies), he r e g u l a r l y of
f e r s redesign ideas to b u i l d e r s . Note that i n most cases h i s 
new design i s no more c o s t l y than the o r i g i n a l . 

ARCHITECT TSURUOKA 

The good old ranch i s s t i l l a basic house i n much 
of the country, but t h a t ' s no reason to keep on 
mixing i t s e x t e r i o r f i n i s h e s and overemphasizing 
i t s h o r i z o n t a l look. Here, Tsuruoka has e l i m i 
nated the f r o n t b r i c k bellyband and a l l horizon
t a l s i d i n g , s u b s t i t u t i n g v e r t i c a l s i d i n g w i t h a 
touch of stone to give the entry warmth. Result; 
a house t h a t looks neater, bigger and much more 
up-to-date. 

I 

continued 
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The s k i n n y - l o t house (best known i n Chicago) 
s t a r t s w i t h the problem of end-on s i t i n g ; here 
the problem has been made worse by two uneven 
masses of b r i c k veneer on f r o n t . Removing the 
b r i c k should save almost enough to pay f o r a new 
f r o n t step and p l a n t e r , plus a l i t t l e h i p gable 
t h a t gives the roof some character. A side fence 
also helps, p r o v i d i n g i t doesn't i n t e r f e r e w i t h 
the driveway. 

J 

The handsome P a c i f i c - s t y l e contemporary below 
looks j o l t i n g l y d i f f e r e n t from the a l l - t o o - f a m i 
l i a r s p l i t - e n t r y at l e f t , yet the only s t r u c t u r a l 
change i s a moved foundation w a l l at l e f t of the 
door. Everything else i s done by a l t e r i n g w a l l 
and window masses and adding small hip gables to 
the r o o f . 
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There are a l o t of l i t t l e reasons why t h i s s p l i t -
entry's facade doesn't q u i t e come o f f : too many 
window types, a truncated f r o n t gable and an 
overexpanse of h a i r y s i d i n g . Tsuruoka's rede
s i g n — w h i c h completely changes the character of 
the house from s o r t - o f t r a d i t i o n a l to out-and-
out contemporary—knocks o f f the gable, u n i f i e s 
the window s t y l i n g and puts v e r t i c a l s i d i n g on 
h a l f the facade. 

mi 

V 

This l i t t l e gem (how'd you l i k e t o 
have to frame up t h a t roof?) looks 
hopeless. But by t a k i n g l i b e r t i e s 
w i t h one corner (the near one), Tsu-
ruoka has produced a neat, r e l a t i v e l y 
simple l i t t l e house w i t h something 
of the f e e l i n g of an old c o l o n i a l 
barn. The savings i n rough carpentry 
and f l a s h i n g alone should be enough 
to pay f o r the handsome new stone f a 
cade. 

continued 
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I f you had to p i n a s t y l e l a b e l on t h i s nonde
s c r i p t ranch, you'd probably c a l l i t c o l o n i a l , 
a f t e r the s h u t t e r s . So Tsuruoka has given i t r e a l 
c o l o n i a l f l a v o r w i t h a recessed entrance, a mix 
of v e r t i c a l and narrow h o r i z o n t a l s i d i n g and b i g 
ger windows w i t h smaller panes. The crowning 
touch i s an oversized chimney, which could be 
corbelled out i n the a t t i c so t h a t i t would eat 
up less l i v i n g area. 

iC 

I f the house above i s under-colonialed, t h i s one 
i s over-colonialed i n the manner of the short
l i v e d storybook or Cinderella houses of a few 
years ago. Redesigning i t i s l a r g e l y a matter 
of s i m p l i f i c a t i o n : Three i d e n t i c a l windows r e 
place the o r i g i n a l mixture, and the e l l ' s roof 
i s cut back (but the sheltered entrance r e 
tained) . The only a d d i t i o n i s , again, a b i g colo
n i a l chimney. 

z 
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On a really small box like this, good redesign may not pay off 

In f a c t , most bui l d e r s have found t h a t the 
pseudo-Cape Cod box i t s e l f i s n ' t worth b u i l d i n g . 
But occasionally something of t h i s general s t y l e 
crops up as a vacation house ( i t does o f f e r a l o t 
of space f o r the money), so Tsuruoka has shown 
how to t u r n i t i n t o a r e a l Cape Cod. The narrow 
s i d i n g , bigger windows, c o l o n i a l entrance and 
monster chimney w i l l a l l add to the cost, but the 
r e s u l t i s a house w i t h r e a l character. 

and on an eye-opener like this, redesign may be impossible 

At l e a s t t h a t ' s what Tsuruoka thought. He r e 
turned t h i s photo w i t h a b r i e f note to the e f f e c t 
t h a t a joke can be c a r r i e d too f a r . 

But HOUSE & HOME'S e d i t o r s are a dauntless 
group. Welcoming the challenge, we sat down and 
produced the new design shown at r i g h t . Note that 
the basic character of the house i s unchanged— 
i n f a c t , i t has been enhanced by p u r i f y i n g and 
emphasizing what was apparently the o r i g i n a l de
sign theme. 
Who knows? We may s t a r t a whole new tren d i n 

imaginative subdivision a r c h i t e c t u r e . 
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mi 

Every 2 minutes another family 
moves into a new home 
with flameless electric heat. 

Get your share of this profitable market. 
Add extra sales appeals. Speed construction, too. 

See your electric light and power company. Right now. 
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BETTER 

This Gold Medallion identifies a home where 
everything's electric, including the heat. It gives 
you a great selling edge for homes of every 
size, every style, every price bracket. Ask your 
electric light and power company about 
the Gold Medallion Home Program. 

LIVE BETTER ELECTRICALLY 
Edison Electric Institute, 750 Third Avenue, N.Y., N.Y. 10017 
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When Jim Lees sells a house, 
he doesn't have to sell the dishwasher. 

'The people that buy my houses expect 
quality," says builder Jim Lees. "And 
this means they expect a KitchenAid 
dishwasher." 

"Since I began using KitchenAid 8 
years ago, they've had a wonderful 
reception from my buyers, without any 
selling on my part." 

"Women are especially impressed, 
for the kitchen is so important to them. 
And a KitchenAid dishwasher stands 
for quality and convenience." 

Lees points out that there are many 
quality features in his homes, in addi
tion to the dishwasher. Take his latest 
development of Penn Wood, in West-
town, Pa. 

This location is one of the most 
highly desirable in the greater Phila
delphia area. A l l homes have such 
features as disposers, and cabinets hand-
finished by local Amish craftsmen. And 
some homes also have such luxury touch
es as fireplaces and air conditioning. 

Since he formed his own business 
in 1954, Lees has developed several 
areas, building all types of homes, in all 
price ranges. And he still finds time for 
remodeling work, too. 

I f you'd like to assure your cus
tomers of quality, maybe you should 
use KitchenAiddishwasherstoo. They're 
known for dependability and virtually 
service-free operation, by many quality 
builders like Jim Lees. For more de
tails, see your distributor. Or write 
KitchenAid Dishwashers, Dept. 8DS-5, 
The Hobart Manufacturing Company, 
Troy, Ohio 45373. 
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K i « c h e n A i c l 
Dishwashers and Disposers 

By the makers of Hobart commercial dishwashers and food waste disposers. 
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T H I S S P A C n C O N T R I B U T E D BY T H E P U B L I S H E R 

Mr. Rnck Hudson 

Learn the seven 
warning 
signals of 
cancer. 
You'll be in 
good company. 
1. Unusual bleeding or 

discharge. 
2. A lump or thickening in the 

breast or elsewhere. 
3. A sore that does not heal. 
4. Change in bowel or bladder 

habits. 
5. Hoarseness or cough. 
6. Indigestion or difficulty in 

swallowing. 
7. Change in a wart or mole. 

If a signal lasts longer than 
two weeks, see your doctor 
without delay. 
It makes sense to know the 
seven warning signals of 
cancer. 
It makes sense to give to the 
American Cancer Society. 

I 

N o w . . . 

t h a t l o o k s 

e n o u g h 

l i k e i irnnfl 

t o f o o l a 

• Finally there's a shutter that looks authentically like wood but 
is far more durable and practical. Even a woodpecker would be 
fooled by the new X-act Wood Mold S h u t t e r . . . 100% abs poly
mer, thermo-formed over a mold designed from a wood shutter. 
No seams or rivets show. Louvers can't fall out. No painting 
needed . . . your choice of white, black or green. 
• Installation is literally a "snap." Wire clips install fast on any 
type of exterior siding, and one quick push snaps the shutter 
into place and locks it on. 
• The X-act Wood Mold Shutter won't buckle or bend when the 
weather changes, because the wire clips allow it to move slightly 
up and down as normal expansion and contraction occur. And 
the frame is the same abs polymer as the face, for uniform ex
pansion of all parts—no twist or warp. 
• Unbelievably, this shutter costs /ess than most plastic shutters 
and even less, on an installed basis, than most wood shutters. 

We have more answers for your questions . . . just send the coupon. 

HH 

products CO. 

P.O. BOX 68 PRINCEVILLE, ILLINOIS 61559 PHONE 309-385-4323 

Please send literature on Yent-a-System, and other 
products checked below: 

• X-Act Wood Mold Shutters • X-P«nda Closet Shelves 
n Aluminum Louvers • X-Otic Door Pulls 

Name 
Firm 
Address. 
City -State. .Zip. 

I am: Q Builder Liilder • Dealer Q Architect • Distributor 
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Whatever you want in a 
swing-door bathroom cabinet, 
Grote has it . . . with a wall 
mirror to match 

3 5 s w i n g - d o o r s i n 

s t y l i s h m e t a l l i c o r 

e l e g a n t c a r v e d w o o d 

No bathroom cabinet gives more convenient storage for 
the money or easier installation than the timeless favorite of 
so many builders, the swing-door. Or more glamor, when you 
buy Grote. For the Grote line of 35 swing-doors gives you 
the gamut from stylish practicality in metallic frames to the 
ultimate in decorator-inspired elegantly carved wood. Re
cessed, or surface-mounted with the built-in look. Simply 
invert the cabinet on the job to switch the door swing. 

Two years ago we bought a whole mirror plant, renowned 
Hagemann of Shelbyville, Ind., to bring you ALL the sales 
magic of mirrors. Not only the industry's broadest variety of 
styles but, when you buy Grote cabinets, you can get wall 
mirrors to match. Neat trick to sell a home or rent an apart
ment weeks earlier. Send coupon to see all our sales tricks. 

THE MANUFACTURING CO. 
P.O. Box 766-EP. Madison. Indiana 

Snnd your cata log of 35 sw ing -doo r cabinets p lus 
s l iders and ensembles, more than 200 va r ia t ions . 
Lei 's see al l you r sales t r i cks . 

Ciiy State 
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Signed 
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Zip 

fitiT 

ZIP CODE 
SPEEDS 

YOUR 
PARCELS 

1. Packages are shipped 
by more direct route. 

2. They are handled 
fewer t imes. 

3. There is l ess chance 
of damage. 

HOUSE & HOIVIE 



After you get through 
filling, sanding and sealing 

this door, it'll look great. 

This new Weyerhaeuser 
one-piece louver panel door 
looks great to begin with. 

Our new door looks exactly like 
any other louver panel, except you 
don't have to do anything to it after 
it arrives on the job. 

With a molded door face made 
out of a tough, resin-impregnated 
wood fiber, we've come up with an 
absolutely smooth surface. With no 
grain. No checks. No joints. 

The surface is already primed. All 

you have to do is paint it. 
Weyerhaeuser Molded Doors are 

available in all popular sizes. You 
may order widths: 9" to 3'. Heights: 
6'6" and 6'8". In three-panel and 
six-panel designs. 

Like more information? 
Mail the coupon at the right. 

We'll be back to you with all the 
details. 
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To: Weyerhaeuser Company, Box B-2812 

Tacoma, Washington 98401 
Please send me more information 
on your new one-piece molded 
door. 

Name 
Address 
City 

Slate. 

A 
-Zip. W e y e r h a e u s e r 



I would like to take this oppv/*.. 
pass on to you our conclusion that we 
ery well advised to utilize Artistic Brass 
in our homes at Falls Grove, Flower Valley 
-M Lake Normandy Estates. The record of " 'reaction in the three communities total planning of the -^vterior, contri sales. 

References 
to your 
product were 

and 
complimentary/' 

• F A L L S GROVE 
NO A R L I N G T O N . V I R G I N I A / 20 HOMES 
P R I C E R A N G E $ 6 3 , 0 0 0 T O J 6 9 . S O 0 

• FLOWER VALLEY 
M O N T G O M E R Y C O U N T Y , M A R Y L A N D / 4 S 5 HOMES 
P R I C E R A N G E : » 3 7 . 5 0 0 TO $ 4 8 , 0 0 0 

• L A K E NORMANDY ESTATES 
P I C T U R E D A B O V E 
F A L L S ROAD, P O T O M A C , M A R Y L A N D / 79 H O M E S 
P R I C E R A N G E : $ 4 5 , 0 0 0 T O $52 ,OO0 

FOR YOUR NEXT DEVELOPMENT, SPECIFY 
ONE OR MORE OF THE 85 BEAUTIFUL 
ARTISTIC BRASS DESIGNS. 

A R T I S T I C B R A S S , I N C . 
3148 East 11th Street. Los Angeles, California 90023 
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ARE YOU BUILDING MODERN 
HOMES WITH O L D M O N E D 
HEATING S AIRCONDITIONING 

Q Heating 

© Humidification 

0 Air-Conditioning 

Q Dehumidification 

© Electronic Air Cleaning 

Williamson's new "Five-In-One" 
letes the old concept of a warm 
add-on central air-conditioning, 
closed in a smartly styled casing 
typical furnace, the Williamson "F 
and humidifies in the winter, cools 
in the summer, and electronically 
year around. 

completely obso-
air furnace with 
Completely en-
no larger than a 

ive-ln-One" heats 
and dehumidifies 
cleans the air all 

The "Five-In-One" offers heating from 80,000 to 
150,000 BTU, cooling from 25,000 to 56,000 BTU, 
humidification up to one gallon output per hour, 
and removal of up to 90% of all airborne contam
inates. The "Five-In-One" is available for use with 
natural gas, L.P. gas, or fuel oil. It costs less and 
takes less space than a combination of comparable 
components purchased separately and assembled 
into a total comfort package. 

Take a good look at 
Williamson's new "Five-In-One". (Patent Pending) 

E S T A B L I S H E D 1 B 9 0 

The Williamson Co., Dept. T-102 
3334 Madison Rd., Cincinnati, Ohio 45209 

Phone: (513) 731-1343 
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Announcing the 
all-new Bostitch clinch-nail 
roof trass system. 

Combines the proven strength and durability 
of nail-on truss plates with the speed and low 
cost of a simple, compact air gun system. 

New Speed. No more flipping of trusses 
during assembly. All joints are nailed from only one 
side. Now you can make trusses in half the floor 
space normally required. 

New Strength. Each nail goes completely 
through both sides of each joint. "Clinching" action 
locks joints together—with 40% fewer nails. 
Fewer nails mean less truss assembly time, too. 

New Simplicity. Bostitch Clinch-Nail System 
includes adjustable builder's saw guides for cutting al 
but truss webs right on truss assembly table! Two or 

three men easily operate entire system including 
cutting of webs and assembly. 

New Versatility. Basic system handles almost 
any style trusses up to 40-foot span and 8-in-12 pitch. 
Just add extra tables and track to expand pitch and 
span to any lengths. 

New Economy. There ore no cumbersome or 
expensive presses or roller machines. Bostitch provides 
everything you need to build trusses except 
the lumber and sows. The new Bostitch Clinch-Noil 
Truss System includes low-cost hardware 
and plans for six movable truss tables, two Bostitch 
Truss Nailers, power sow cutting jigs for peak and 
heel joints and rafter toil cutoff, electric or gas 

What it is: Heart of Bostitch Clinch-Noil Truss System is the special two-ply truss plate and companion clinch-point 
noil. Each noil is power driven completely through joint and automatically clinched on opposite side. Two-ply construction of 
clinch-pod truss plates insures precisely controlled clinching action. 

BOSTITCH 
TRUSS NAILS 

TRUSS TRUSS 
TOP PLATE MEMBER 

/ \ 

SPECIAL CLINCH PAD 
TRUSS PLATE 

BOSTITCH 
TRUSS NAIL 

1 
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driven air compressor, air line hoses and accessories, 
plus truss plates and cl inch-point nails. 

1. Peak and heel joints are cut at the table 
during assembly. Precut webs are then placed 
in position. 

2. Bostitch clinch-pad truss plate is next 
placed under each joint and a Bostitch truss 
nail plate on top. 

3. Both truss plates and truss members are 
power nailed together simultaneously from one side of 
joint. Clinching anvil mounted on each tabletop 
automatically clinches truss nails. 

4. Separate, movable clamp-and-nail tables at 
each truss joint accommodate practically any size or 

style truss. Spaces between tables simplify 
truss assembly and removal from any side. 

Now truss making becomes easier, and more 
profitable than ever before! You get professionally 
designed, high-quality trusses at minimum cost. 
Field experience proves that two men can turn out 
up to 30-foot trusses in three minutes per truss 
including cutting top and bottom chords. 

Get into the extra-profitable Clinch-Nail 
truss-making business now with this new Bostitch Truss 
System. First step for you—call THE MAN 
WITH THE FASTENING FACTS. He's listed under 
"BOSTITCH" in your phone book. 
Or send this coupon. 

How it works: 

Build it better and faster with 

Bostitch Division of Textron Inc. 
245 Briggs Drive 
East Greenwich, R.I. 02818 

F A S T E N I N G S Y S T E M S 

Pleasesendmefulldetailsonthenew 
Bostitch Clinch-Nail Truss Package. COMPANY 

Name 

Company 

Street 

Now Bostitch can do 
more than ever for you. 

J 
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TECHNOLOGY 
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S T A G G E R E D - S T U D P A R T Y W A L L of 2x3s plus woven 2 " insulation and 
V%" gypsumboard provides varying noise reduction in three different sections 
of NAHB's tested apartments. Field STC rating averages 40 to 46. 
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M A S O N R Y P A R T Y W A L L of 8" hollow blocks covered with furring strips. 
1" mineral-fiber insulation and V i " gypsumboard provides highest noise re
duction between apartment bedrooms. Field STC rating averages 53 to 56. 

The sound-deadening gap: Why builders get less than they pay for. 
Apartment builders and sound-control 
manufacturers have always suspected that 
the difference between a sound system's 
lab rating and its field performance is 
sometimes like night and day. Now the 
N A H B Research Foundation has docu
mented just how great the gap actually is, 
and what causes i t . 

N A H B researchers made a long-term 
study to test the effectiveness of sound-
deadening used in a 98-unit apartment 
project in Washington, D.C. The buildings 
—three-story, wood-frame structures in the 
$125 to $175 rental range—contain a host 
of standard sound-deadening systems and 
materials between units. But because o f 
mistakes in workmanship, their perform
ance varies. 

N A H B ' S study—published in a thick re
port entitled "Field Study of Residential 
Acoustics"—is unusual for three reasons: 

1. The buildings were not constructed 
fo r testing. They had already been designed 
and were under construction before the re
search team approached the builder-owner 

for permission to study them. 
2. Researchers were able to examine de

tails of sound-deadening construction dur
ing the building stage so they had a good 
idea o f what caused acoustic failures when 
the finished walls and floors were later 
tested by instruments. 

3. Tenants of the apartments were thor
oughly interviewed to learn what noises 
they considered objectionable—in effect, a 
double check against the test findings. 

Despite the builder's precautions against 
noise transmission, his tenants had many 
complaints. In order of most frequent men
tion, they were 1) impact noises through 
floors. 2) appliance and plumbing noises, 
3) stairway noises, 4) airborne sounds 
through walls. 5) noises generated by ten
ants' own appliances, and 6) noises f rom 
central utili ty areas such as laundry rooms. 

The builder's precautions included stag
gered studs, masonry party walls, fiber-
board underlayment on floors, ful l- thick 
mineral wool stapled between floor-ceiling 
joist spaces, gypsumboard ceilings sus

pended in resilient ceiling channels nailed 
to bottom edges of joists, and sponge-neo-
prene bushings to isolate metal plumbing 
f rom framing members. 

Some sections of party walls and floor-
ceilings did have Sound Transmission Class 
(sTc) ratings close to those of laboratory 
specimens. But other sections—of the same 
basic sound-deadening construction—were 
many src points below laboratory ratings 
and in some cases completely ineffectual. 

Tenants' complaints backed up the erratic 
effectiveness of the builder's sound-deaden
ing—i.e.. 40% of them had no complaints 
about noise, while the balance had com
plaints that covered every possible kind of 
sound transmission. 

N A M E ' S conclusion: Apartment builders 
who want effective sound-deadening must 
pay the cost of substantial extra super
vision for the workmen who install it. The 
best-conceived sound-break is useless in 
the hands of a workman who doesn't know 
how to install it. Some precautions they 
should be taught are listed below. 

and what NAHB experts advise doing to get your money's worth 
Most sound-break failures discovered in 
the N A H B test were caused by wall penetra
tions. N A H B ' S rule of thumb: A ' /2"-diam

eter hole in a masonry wall reduces its S T C 
rating by seven points. So the experts em
phasize that i f holes cannot be avoided, 
they must be sealed with mortar or heavy 
flexible caulking. 

A typical soiu-ce of sound leakage was 
the crack around exposed ceiling beams at 
the point where they pass through gypsum

board walls. Not only should the gypsum
board fit tightly around the beam, but the 
seams should be caulked on both sides of 
the wall before molding is applied. 

Sound-deadening material in floor-joist 
cavities wil l help reduce plumbing noises, 
but only i f the pipes are held free f rom all 
framing. The builder N A H B studied had 
used neoprene bushings on some pipes, but 
others had been secured by driving wood 
wedges between pipe and framing. 

Telephone outlets and T V antenna ter
minals were found to be as detrimental to 
sound-deadening efforts as are electrical 
boxes. They don't have to be back-to-back 
to permit noise transfer, but merely in the 
.same stud space. 

How good does a sound-deadened wall 
have to be'.' According to N A H B ' S tenant-
survey, any party wall with a noise-reduc
tion rating of less than 48 S T C is little bet
ter than u.sele.ss. 
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If looks could kill., 
we'd kill the looks 
A bold design with elegant style skillfully expressed through 
the fine wrought detail and hand-rubbed f in ish! 

Stunning beauty? Absolutely. But we make sure it 's not 
fatal. Like all Weslocks, it 's panic-proof. It locks people 
out—but never in. To escape, one simple, instinctive turn 
from the inside unlocks and opens the door. 

It 's out and out beauty.. . that starts with common sense 
safety. 

CWESLOCf^ 



Wendy is Pomona's spokesman to mill ions of prospective home buyers. 
Through full-color, full-page ads in top home magazines, she's telling millions 
of potential prospects how to judge the quality of a home by the quality 

of its baths. She's tell ing them how to recognize such quality bathroom features as 
genuine ceramic tile by Pomona. She's telling them how to get the most bathroom 

for their dollar in the homes they buy. 

Pomona's How (o Sell a Bath booklet 
was prepared especially for you, the 
home builder. It shows how the potent 
sales appeal of modern ceramic t i le 
bathrooms can be an important 
factor in selling homes. It's packed 
wi th practical tips on how you and 
your salesmen can fully exploit the 
qua l i t y features home buyers are 
looking for. To get your free copy of 
How to Se//a Bath, just fill in the coupon. 

G e n u i n e 

c e r a m i c t i l e 

b y 

Pomona Tile 
A DIVISION OF AMERICAN OLEAN 

4 

Pomona Tile Company 
Box 2249, Dept. DA-26 
216 South Reservoir Stree 
Pomona, California 91766 

Please send me my free copy of How (o Sell a Bath, plus a ' 
lul l-color Idea Book. 

(please print) 
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THE SILENCER 
Aluminum sliding glass doors that carry Our Quality Certified labels are nothing to holler about, 
Nothing to write nasty letters about, either. 
The label means 
(1) that these sliding glass doors meet specifications approved by the USA Standards Institute, 
(2) and that they are continually tested for sound construction, water leakage, structural strength, 
air infiltration and wind load in compliance with the specs. 
Specify them and enjoy peace, blessed peace. For a complete list of aluminum sliding glass 
doors and windows that carry these labels, write for AAMA's CERTIFIED PRODUCTS DIRECTORY. g 

A r c h i t e c t u r a l A l u m i n u m 
M a n u f a c t u r e r s A s s o c i a t i o n 

> 35 East Wacker Drive, Chicago. Illinois 60601, Dept. B58 
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Lombardi 
lucky? 

It's a lucky thing for Lombardi that there are rough, tough 
clubs hke the Cohs. the Cowboys and the Bears around the 
league. 

Without them, his Packers wouldn't be the great club they 
are. 

Greatness, after all. is the rarest commodity on the market. 
It isn't something you're born and raised with. It's some

thing you rise to-against the .stiffest kind of competition. 
A simple fact of life, you say. True in sports, or school, or 

business, or industry. 
Funny thing, (hough... there are people around today who 

just don't buy that point of view when it comes to business. 
They think there's loo much competition in the market

place. Too many brands in the sporting goods store, for instance. 

Too many manufacturers fighting each other to sell you some
thing. 

They'd like the government to take steps that would even
tually lead to fewer brands in the stores, and therefore, less 
competition. 

But, tiiey forget that restricting competition is not the way 
this country got great. 

It is competition that produces the endless innovations in 
our marketplace . . . that creates whole new industries . . . more 
jobs . . . that makes the Packers the greatest. 

Say . . . can you imagine Lombardi's reaction when some
body tells him the referee is going to call his plays for him? 

And he can't average 241 in the line because the Colts 
average only 233? 

Magazine Publishers Association 
An association of 365 leading U. S . masazines 
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Rmerican Home 

If you're not a Weyerhaeuser Registered Home® builder, 
here's the kind of spring promotion help you missed. 

(But you don't have to miss the big fa l l promotion.) 

Our spr ing home sell ing push 
starts wi th a feature in Apri l Amer i 
can Home magazine on a new WRH" 
home. We call it " the WRH home 
that can change to meet family 
needs" promot ion. 

Big, ful l -color Weyerhaeuser Reg
istered Home ads wil l run in both 
Apr i l and May issues of American 
Home. The 2-page May ad lists 
WRH dealers across the nation. 

In addi t ion, there's local publici ty, 
b ig local newspaper ads, model 
home displays and a ful l-color idea 
brochure. 

And WRH builders around the 
country are bui lding model homes 
with a direct tie to this national pub-

MAY 1968 

I i c i l y /adver t is ing /merchand is ing . 
Promotions like these are just 

one part of the full WRH story. As 
a WRH builder you get component 
packages at a stable price from a 
close-at-hand WRH dealer. New 
home designs. 

As well as 90 per cent mortgage f i 
nancing at competi t ive interest rates. 

And Weyerhaeuser backs every 
WRH home with a 20-year warranty 
on all our wood products used in 
the home, an important benefit to 
both first and second owners. 

Send the coupon for more infor
mation on what 's in WRH for bui ld
ers. Just in t ime for the really big 
fall WRH promot ion. 

Circle 102 on Reader Service card 

r " 
To; Weyerhaeuser Company 

Box B-2850 
Tacoma, Wastiington 98401 

Please send me more details on the 
Weyerhaeuser Registered Home build
ing program, and the name of my 
nearest dealer. 

Name 

Firm 

A d d r e s s , 

City. 

State. 

A 
- Z i p . W e y e r h a e u s e r 
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"At Campus Commons we 
take care of the maintenance, 

so designing for 
easy upkeep was critical. 

"Tliat's whiy we used red cedar 
grooved sidewall sliakes." 

When Sacramento's new Campus 
Commons development is completed, it 
will consist of 4,000 individual homes 
spread over 660 acres. Plus Three swimming 
pools, a clubhouse and six tennis courts. 

That's a lot to take care of. But a 
maintenance contract covering all exterior 
upkeep IS part of every house. "Naturally 
with a responsibility that large," says Joe 
Tabarracci, Campus Commons' super
intendent of construction, "we wanted 
to use exterior matenals that would give 
us quality appearance yet still hold 
costs down and be easy to care for later 

on. Our architect. Warren Callister, 
specified Certigroove red cedar 
sidewall shakes." 

Why? Because they provide the 
authentic, natural look only wood can 
give, at the lowest possible cost and with 
the highest possible practicality. Cedar 
shingles and shakes are durable, they 
provide a natural insulation barrier and 
they're strong enough to stand up even 
under hurricane winds. 

Joe Tabarracci was so sold on the 
advantages of red cedar, he even went a 
step further—and put red cedar hand-

split shake roofs on every unit. How 
about you? Like to know more about the 
low cost, high practicality and unmatched 
natural beauty of Certigroove shingles, 
Certigrade shingles or Certi-Split shakes? 

For details, plus money-saving 
application tips, just drop a line to: 
5510 White BIdg., Seattle, Washington 
98101. In Canada: 1477 W. Pender St., 
Vancouver 5, B.C. 

Red Cedar Shingle & 
Handsplit Shake Bureau 

_^^,\HG TOUCH 0 , 

*'#eLt.'i 1 HUH' 

C E R T I G R A D E CERTICROOVI 
CEDAR SHAKCS 
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One of these labels under the bandsticks of the product 
you buy is your assurance it was made, inspected 
and graded under regulations of the Red Cedar Shingle 
& Handsplit Shake Bureau. Insist on these labels. 
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New from York! A through-fhe-wall air conditioner 
for garden apartments that's quieter, more compact. 

The Champion is competitively 
priced, but has York quality engi
neering that assures customer sat
isfaction, no maintenance problems. 

Here's the industry's most advanced 
split system air conditioner—designed 
to meet builders' needs for a compact, 
trouble-free through-the-wall unit. 
It's York's all-new Champion . . . a 
quiet, dependable system that's ideal 
for garden type apartment buildings. 

Equipped with inherently protected 
compressor motor and fan motor, the 
York Champion is delivered pre-
charged and leak tested. Refrigerant 
lines are also pre-charged —and avail
able in 15, 25 or 35-foot lengths, with 
York quick-connect couplings. Avail
able in VA and 2-ton capacities, the 
York Champion may be installed with 
either upfiow or coimter-flow coils — 
to meet any job requirement. 

Ask your Authorized York Dealer 
about York's new, quieter air condi
tioners for homes and apartments. Or 
write York Division of Borg-Warner 
Corporation, York, Penna. 17405. 

York found a better way 
to build an air conditioner 

Matched Borg-Warner 
Furnaces are designed 
to team with York air 
conditioning for year 
around comfort. Oil or 
gas-fired units in a com
plete range of capacities. 

Y O R K 
DIVISION OF BORG-WARNER CORPORATION 

BORG/WARNER 
I ^ 
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Gutter 
systems of 
rigid Geon vinyl 
will not rust, 
corrode, rot,peel 
dent flake^ scale 

or 
call̂ back* 

Photo courtesy: Bird 8c Son, inc., E. Walpole, Mass. 

That's because they are solid v iny l , and the color goes 
through and through. Rigid Geon vinyl sheds rain water 
and chemical roof wash without being bothered by them. 
Geon vinyl is making the material difference in many build
ing products . . . windows, siding, pipe, conduit, gutters, 
downspouts, shutters, electrical raceways. And the differ
ence is that they take care of themselves 
so that you won't have to. B.F.Goodrich 
Ghemical Company, Dept. H-13, 3135 
Euclid Avenue, Cleveland, Ohio 44115. 

E E G o o d r i c h C h e m i c a l C o m p a n y 
a division of The B.F.Goodrich Company 

R E Goodrich r 
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Patent Pending. 

will help you sell 
more homes faster... 

at 1 /5 the installed cost of 
conventional hand-hewn wood 

Totally new! Truly revolutionary! Molded polyure-
thane Lite-Beams" defy comparison with wood . . . 
weigh l ess than V2 Ib . / running foot . . . go up in 
minutes with adhesives on any surface . . . indoors 
or out . . . require no auxiliary carpentry, plastering, 
painting or masonry . . . can be nailed, cut with a 
knife, sawed or drilled . . . channel can be used to 
hide small diameter pipes or wiring . . . come pre-
finished in three popular shades . . . 

UTE BEAM DIVISION of AM-FINN SAUNA, INC. 
Haddon Avenue & Line Street, Camden, N. J. 08103 

Prospects will snap up homes, clients will approve 
plans faster when you include the look of authentic 
hand-hewn beams at minimal extra cost. In a word. 
Lite-Beams are HOUSE MOVERS. 

HH LITE BEAM Division of AM-FINN Sauna, inc. 
Haddon Avenue & Line Street, Camden, N. J . 08103 
Gent lemen: P lease send me free brochure and more 
information about Lite-Beams. 

Name 

Address 

Cit/ State Zip 
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Habit-
forming 

When you stack one U.S. Savings Bond on top of 
another, it becomes a habit that's tough to break 
and hard to beat. That's because it's so painless. 
Just tell your employer or banker to set aside a 
regular amount for you before you have a chance 
to spend it. Sign up today. 

N e w F r e e d o m S h a r e s 

Bonus opportunity for people who buy Bonds 

through the Payroll Savings Plan or Bond-a-
Month Plan — a new U.S. Savings Note called 
Freedom Shares. I t pays a higher rate of interest 
and matures faster. Get all the facts where you 
work or bank. 

U S . S a v i n g s B c m d s , 

n e w F r e e d o m S h a r e s 

" i r tv The U.S. Cnrertimeni does not pay for this advertisement. It is presented as a public 
\ S 7 '"^^ '"^ cooperation with the Treasury Deparimeni and The Advertising Council. 
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here's 
something 
your customers 

can see! 

alsj/nitBIsimmghs 
A garage door of Alsynite/Structoglas is eye-catching and good looking. 
Helps you sell a house faster. Gives you additional talking points. Less maintenance. 
No painting. More usable living and play area with light 
transmitted evenly throughout the garage. Lightweight . . . no 
heavy l i f t ing. Tougher than ordinary building materials. 
Resists fading and weathering. Won't shatter, dent or warp. 
With Alsynite/Structoglas you know you have the finest 
reinforced fiberglass available. It not only looks b e t t e r . . . but 
lasts longer. You avoid call backs and complaints. 

5t/y from quality garage door manufacturers wtio use only Alsynite/Structoglas. 

L A a T I C B O I V i a i O N 

P B I C H H O L O C H B r n i C A L B , I N C . 

a o B a n c e n i T E n B I O O E OOAD 

C L B V B L A t M O , O H I O « < I 1 1 B 

Anderson Doors 
Anderson Door Company 
Arm-R-Lite Doors 
Arm-R-Llte Door 

Manufacturing Company 
Berry Doors 
Berry Doors Division of 

Stanley Works 
Everite Doors 
Evente Door Corporation 
Fiberline Doors 
North American Winfield 

Door Company 

Morrison Steel Products 
Subsidiary of 
Allied Products Corporation 

Phenix Doors 
Phenix Manufacturing Company 
Ro-Way Doors 
Rowe Manufacturing Company 
Weather-Tlte Aristocrat Doors 
Weather-Tite Division of the 

Pacific Coast Company 
Welbilt Doors 
Welbilt-Vulcan Company 
Windsor Door 
Windsor Door Company 4.m 
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Model S-2252 Model S-2253 

nl Anystream sliowprlii'ails givps detter perlormance, 
longer lilp and more value. /:^matjfSi/.&, SPEAKMAM 

It costs less really than you think to enjoy the ulti
mate in showering pleasure . . . the fully adjustable 
spray of the Anystrenm showerhead. Now improved. 
With a newly designed T-shaped handle and up to 
33'"r more spray channels. 

Sheer luxury. }ust a flick of the handle and plungers 
adjust to.. . invigorating needle... soothing gentle... 
normal ra in . . . or full flood. Anystream always gives 
a full pattern spray . . . no hollows, jets or voids. 

A further advantage. Anystream plungers are made 
of General Electric's Lexan, a high temperature plas
tic remarkably resistant to lime and other hard-
water deposits. This safeguards against corrosion or 
sticking and gives assurance of superior Anystream 
performance for many, many years. 

P.S. Water-saving Autoflo optional with Anystream 
showerheads. 

costs less really than you think/by S P E A K M A N 

SPEAKMAN® C O M P A N Y • Wilmington, Delaware 19899 • In Canada write Cuthbert-Speakman • 47 Duke Street, Montreal 3, Quebec 
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NEW PRODUCTS 
For more information, circle indicated 
number on Reader Service card p. 161 

I n t e r i o r s 

E a s y - t o - i n s t a l l c e i l i n g needs 
no backing or suspension system: 
Redwood runners are nailed di
rectly to joists, and then 2'x2' or 
2'x4' lay-in panels—either acous
tical board or light diffusers— 
slide into place. Cross members 
conceal joints. Simpson. Seattle. 
Circle 200 on Reader Service card 

D a n i s h t e a k , a new woodgrain 
offered in manufacturer's pre-
finished-hardboard-paneling line, 
comes bookmatched with W 
grooves. The panels measure 4'x 
7' or 4'x8'; are also available in 
4'x 10' size east of the Rockies. 
Masonite. Chicago. 
Circle 201 on Reader Service card 

D e c o r a t i v e w a l l t i l e s that can be used at random or grouped for 
interest are 4'4 " square. They are part of a line that includes 22 designs, 
the newest which stem from Indian culture (fir\t and third tiles). U.S . 
Ceramic Tile, Canton. Ohio. Circle 202 on Reader Service card 

1 

P s y c h e d e l i c locksets—s tandard round-design knobs gaily decorated 
in brilliant colors—are plastic-coated. The mod locksets can be custom-
ordered. Kwikset Sales & Service, Anaheim. Calif. Circle 204 on 
Reader Service card 

H i g h - s t y l e f l o o r i n g of cushioned vinyl is deeply textured to look 
like travertine crisscrossed by dark-toned wood. The sheet flooring 
comes in 6'-wide rolls. Congoleum-Nairn. Kearny. N .J . Circle 203 on 
Reader Service card 

D r a m a t i c c e i l i n g t i l e s with a 
deeply sculptured pattern for tex-
lural interest are suggested for 
Mediterranean and contemporary 
decor. The I2"-square. tongue-
and-groove tiles are completely 
washable. Panels also available. 
Conwed. St. Paul. Minn. 
Circle 205 on Reader Service card 

B o l d w a l l c o v e r i n g is fabric-
backed shiny vinyl in three color 
combinations: pink, orange and 
blue; blue, green and black; or 
orange, gold and green. Product 
is scrubbable. strippable and pre-
trimmed. United Wallpaper. Ch i 
cago. 
Circle 206 on Reader Service card 
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Jamestown Village, Cleveland, Ohio 
Architect: Andonian and Ruzsa 
Builder: Skyline Builders 



shSirale 
O n e picture is wor th a thousand w o r d s . 
Beauty, grace, charm, durability. You could go 
on and on without ever touching upon enough 
words to f u l l y descr ibe the new Ha l lmark 
shingle. It's indescribable. 

In the first place, it really isn't a shingle. It's 
thicker, heavier and more deeply sculptured 
than any shingle you've ever seen. 

And, although many builders insist that it 
looks like a fine hand-split wood shake, it isn't. 
It's fire safe and won't rot, warp, shrink or split. 
It's truly a new concept in roofing. It combines 
the deep sculptured beauty of a shake and the 
long life of a high quality asphalt shingle. That's 
why many people call it "The shangle." 

We'd like to show you, with pictures, what 
words can't, how Hallmark's deep sculptured 
beauty in bronzed brown, pewter grey and 
golden tan , can add extra 
curb appeal to homes and 
g a r d e n a p a r t m e n t s w i t h 
mansard type roofs. Certain-
teed Products Corporat ion, - i - ^ ^ 
BA2, Ardmore, Pa, 19003, CERTAIN EfcU 



NEW PRODUCTS 
.•.tart on p. 147 

Lighting and electrical equipment 

Communication center is easy to install 

1 - ^ 

The multipurpose unit—a surface-
mounted top panel for phone and 
radio/intercom, plus a recessed 
base unit with fold-down desk— 
requires no framing. The top half 
mounts directly on the wall, and 
the bottom is recessed into any 
l6"-o.c. stud wall. Note: Desk's 
storage unit straddles framing 
{left), eliminates the need to 
notch or support center stud. 

The top unit incorporates the 
master intercom station, plus a 
cork bulletin board (an additional 
bulletin board can be substituted 
for ihe intercom). The lower unit 
contains two 40-watt lamps that 
go on when desk is lowered, also 
offers convenient storage area. 
Center is fabricated of extruded 
aluminum, with woodgrained ac
cents. Emerson, St. Louis. 
Circle 275 on Reader Service card 

W a l l - m o u n t e d c o n t r o l c o n s o l e , to regulate remotely situated two-
way radio stations over a telephone line, has solid-state controls. 
Capacity: two transmitting and two receiving frequencies. General Elec
tric, Lynchburg, V a . Circle 223 on Reader Service card 

M u l t i p l e - g l o b e f i x tu re incor
porates four white plastic globes 
suspended from the pole top (a 
minimum of visible hardware 
makes it appear that globes are 
floating in space), fn combina
tion clusters of 24". 30" and 
36" globes. Habitat. New York . 
Circle 220 on Reader Service card 

H a n d - w r o u g h t c h a n d e l i e r in 
Mediterranean style suspends 
matte-black arms with five white 
candles from a fluted-oak column. 
Fixture is 23" in diameter. 22'/ i" 
high, and can be hung up to 44" 
from the ceiling. Del Val . Phila
delphia. 
Circle 221 on Reader Service card 

C a r v e d - w o o d c h a n d e l i e r a n d w a l l s c o n c e combine Spanish styl
ing with turquoise Mexican detailing. The chandelier's blackened wood 
spindle supports aged-brass arms with six candles: it has 20" spread. 
Thomas. Louisville, Ky. Circle 224 on Reader Service card 
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Build 
a two-minute 
house guaranteed 
for five years 

We think we've got a good thing going with our Insulite Pre-Painted 
Siding, and we'd like to send you some samples. You can build a little 
hardboard house with them in two minutes or so. And the pieces are 
guaranteed for five years against blistering, peeling, cracking or 
checking. That's the same written guarantee you get with our full-size 
Pre-Painted Siding. 

This stuff is good looking, tough, easy to put up, and saves time 
and money by eliminating on-the-job painting. But you can find all 
that out from the kit we'll send you. Along with the samples, you'll 
get a brochure with complete product information and, as you might 
have guessed, a small sales pitch. 

So if you'd like to build a two-minute house with Insulite Pre-Painted 
Siding, call your Boise Cascade representative for samples. Or mail 
this coupon to Boise Cascade Building Products, Boise, Idaho 83701. 

Send me samples of your Insulite 
Pre-Painted Siding, so I can bui ld 
my own little hardboard house. 

NAME 

ADDRESS. 

CITY. 

STATE. .ZIP. 

BOISE CASCADE 
BUILDING PRODUCTS 
Boise, Idaho 83701 

: J 
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N E W PRODUCTS 
start on p. 147 

Baths 

M u l t i p u r p o s e l a v a t o r y with deep, sloped basin can serve as a 
shampoo lavatory (it has a convenient spray attachment and swing 
spout) or as a baby bath. Overall size: 28" x 19". Kohler Co. . Kohlcr. 
Wis. Circle 210 or^ Reader Service card 

P i c t u r e - f r a m e c a b i n e t , flanked by antique brass or chrome fix
tures, is available in a choice of six reces.sed models. Frame finishes in
clude antique gold, and silver. Size: 34" wide. 25" high. Monarch. E lk 
Grove Village. 111. Circle 211 on Reader Service card 

C o m p a c t s h o w e r h e a d — a 
moderately priced, self-cleaning 
version of manufacturer's larger 
unit—has a double spray pattern, 
and can be adjusted from needle-
sharp spray to full flood. Choice 
of bright- or brushed-chrome fin
ish. Crane, Chicago. 
Circle 212 on Reader Service card 

J . 
L u x u r y f i t t i n g — a single-handle 
ball faucet of 24-carat gold— 
comes in a choice of bright or 
satin finishes, both protected by a 
baked-on clear epoxy resin. Also 
offered in gold: complete tub and 
shower assemblies. Delta. Greens-
burg, Ind. 
Circle 213 on Reader Service card 

F o l d i n g t u b e n c l o s u r e that 
permits almost total accessibility 
to the tub area is offered in ham
mered frosted glass {photo) or 
plastic laminate. Designed for 
standard 5' tubs, enclosure is 58" 
high, fits 57" to 59" openings. 
Theodore Efron, Chicago. 
Circle 215 on Reader Service card 

R e c e s s e d c a b i n e t has full-
louvered wood door that comes 
unfinished, can be decorated to 
suit taste. Cabinet has a one-piece 
body and adjustable shelf brack
ets. A conversion kit permits sur
face mounting. General Bath
room, Elk Grove Village, 111. 
Circle 214 on Reader Service card 

C o n t e m p o r a r y b a t h r o o m e n s e m b l e incorporates tub. walls, van
ity basin, toilet and floor—all of fiberglass-reinforced plastic that looks 
like marble. Components are designed with few joints for easy cleaning. 
American Standard. New York. Circle 216 on Reader Service card 
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The Corporate Carpet 
Specify carpet of HERCULON* olefin 
fiber wherever business is conducted. 
HERCULON is tough. Aggressive. 
Competitive. Great for the long-range 
plan. Dirt, grime and spills stay at near-
surface level. Clean-up is quick and 
easy. This means shorter hours for the 
maintenance staff. Less capital expense. 
Invest in the future, wisely. Specify 
HERCULON. For more information 
contact Fibers Merchandising, Hercules 
Incorporated, Wilmington, Delaware 
19899. (302) 656-9811. 
*Hercul0B rcgisterad trademark 

Since when? 
Since Herculon.' 

4 4 , 



The New Four Seasons development includes 130 homes and 
240 town house and garden apartment units. Designed for 
luxury living, it features a golf course, club house, swimming 
pool and shopping center, all within walking distance from 
the living units. Extra care in planning is evident everywhere. 

Even the apartments have two-car garages. 

"Only Whirlpool could fill our needs," 
said Sid Kandel, president of New Four Seasons, Inc., Saint Louis area builders. 

"Our luxurious, ul t ra-modern New Four Seasons develop
ment was to include homes, garden apartments and town 
house apar tments, " he went on, "a l l had dif ferent re
quirements for ki tchen appl iances. 

"We wanted a full line in wh ich both gas and electr ic 
appl iances were interchangeable . . . and a line that 
would do their own servic ing. In my mind , " Sid Kandel 
added, "on ly Whir lpool qual i f ied. " 

Whir lpool had the breadth and depth of product line to 
furnish ki tchen appl iances for the entire New Four Sea
sons development. 

In homes, electr ic bui l t- in double ovens and cooktops, 
undercounter dishwashers, disposers, range hoods and 
the customer 's choice of refr igerators were used. In gar
den apartments, gas built- in ovens and cooktops, top-
loading portable dishwashers, disposers, and a 13 cu. ft. 
refr igerator were provided. For town house apartments; 
double oven CONNOISSEUR" electr ic ranges, under-
counter dishwashers, disposers and 14 cu. ft. No-Frost 
refr igerator-freezers were instal led. High-end models 
were selected by New Four Seasons, Inc. to provide 
customer valued features. 

C O N C E P T 

I ^ Whirlpoors Full-Line Concept can help 
F U L L " L I N E X>^you solve your appliance needs, too. It 

provides a complete line of appliances 
. . . all design and color coordinated 
. . . all from one handy source. You 

place one order . . . deal with one man . . . get undivided 
responsibility. Whirlpool also offers builder management 
services through the well-known consulting firm of W. R. 
Smolkin and Associates, Inc. Ask your Whirlpool distributor. 

154 Circle 112 on Reader Service card 

Whirlpool 
X CORPORATION 

Benton Harbor, Michigan 
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Moving nature indoors is easy... 
with treeSr plants and ceramic tile 

•: . . i! 

^"4 

P i ' : 

The pleasures of an indoor garden are 
obvious. But, an atrium is often gained at 
the expense of convenience, or given a self-
defeating "fish bowl" treatment. 

Architect Ray Heuholt, A.I.A., solved 
this dilemma by combining living things 
and a natural material — ceramic tile — 
in this Des Moines, Iowa home. A ceramic 
mosaic floor surrounds the atrium and 
covers the family room, entranceway, 
kitchen, bath and halls. The atrium can 
be maintained simply, without worrying 
about water, soil, spilled gravel or falling 
leaves. 

Ceramic wall tile and decorator tile are 
also used in the house for which Des 
Moines Marble & Mantle Co. served as tile contractor. 

The colors, shapes, sizes, textures and patterns of American ceramic A 
tile are endless. The seal at right on every carton of Certified Quality Tile ^ j ^ , 
is your assurance of tile that is regularly tested by an independent ^ 
laboratory to meet the most rigid government specifications. For 
information write: Tile Council of America Inc., 800 Second Ave., 
New York, N.Y. 10017. 
MEMBER COMPANIES: American O lean Tile Co . , Inc. • Cambr idge Tile Manufactur ing Co. • Cont inenta l Ceramic Corpora t ion • Florida Tile 
Industries, Inc. • Gulf States Ceramic Tile Co. • Keystone Ridgeway Company, Inc. • Lone Star Ceramics Co. • Ludowic i -Celadon Company 
Marsha l l Ti les, Inc. • Mid-State Tile Company • Monarch Tile Manufactur ing Inc. • Pomona Tile Manufactur ing Co . • Sparta Ceramic 
Company • Summifville Tiles, Inc. • Texeromics Inc. • United States Ceramic Tile Co . • Wencze l Tile Company • Western States Ceramic Corp . 
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# f ' s BGauiifuii.. 
i r s L O W c o s T i . . i r s . . . 

I - U R O N I T E 
THE MODERN D E C O / T R I M 

Hand Sculptured Moulded Plaques and Moulding 

NEW PRODUCTS 
start on p. 147 

Outdoor living 

J U S T A F E W O F O U R M A N Y S T Y L E S A N D P A T T E R N S 

"The plastic that looks and feels like wood" 

.'l-,:7|.7 », 
" h f tk. 

G a s - f i r e d b a r b e c u e g r i l l — a three-piece, die-casi aluminum unit 
with 20"-deep cooker over 3' long—has two separate cooking areas. 
Its tubular post both anchors the unit and houses necessary gas lines. 
Charmglow, Antioch. 111. Circle 260 on Reader Service card 

G r a s s - l i k e i n d o o r - o u t d o o r c a r p e t i n g lor patio and terrace areas 
is molded in 12" squares, can be cemented or nailed for extra-strong 
bond. It is odorless and non-toxic: and can be hosed or vacuumed. 
O b i Inc.. Ridgefield. N . J . Circle 261 on Reader Service card 

Luronite Deco Trim is a modern space age polyester plastic 
development that duplicates the intricate hand carvings of the 
old world craftsmen with modern durability. Luronite Deco 
Trim carvings look and feel exactly like the finest hand carv
ings, even to the minute graining found on the finest of woods 
. . . to bring a richness of hand-carved sculptured elegance to 
the most ordinary furniture. 

Luroni te is tough . . . p e r m a n e n t . . . takes more abuse than wood 
. . . may be used indoors or outdoors ( the same mater ia l is used 
on boats) . It can be nai led, screwed, stapled or g lued. May be cut, 
rou ted, rabbet ted or mi te red. Takes mos t s tandard paint , s ta in , 
leaf ing or an t iqu ing . Exclusive styles avai lable. 

Write Today for Free Folder and Sam]>lc 

L U R O N I N D U S T R I E S I N C . 

1665 INDUSTRIAL PARK, P.O. BOX 1349, COVINA, CALIF. 9 1 7 2 2 

Please send me your Free Folder and Sample: 

NAME 

ADDRESS 

CITY STATE ZIP 

156 
DISTRIBUTORS INQUIRIES INVITED 

Circle 114 on Reader Service card 

G a s - f i r e d b r o i l e r / g r i l l of cast aluminum permits in-the-ground 
or surface mounting. The unit cooks with special ceramic bricks and 
features adjustable grill racks, a grease disposer and built-in heal 
indicator. Roper. Kankakee. 111. Circle 262 on Reader Service card 
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The wor ld 's most comfortable bathtub. It's Kohler's new Caribbean, w i th comfort-
contoured interior—a full six feet of stretch-out relaxation. N e w safety: recessed 
grip rails, Safeguard"' bottom. N e w versatility: " no apron" design w i th universal 
pattern (use left or right) permits a full range of installations—sunken tub, recess, 
corner, free-standing, peninsula. Unlimited choice of exterior treatments: paneling, 
t i le, plastic laminates—even bring the carpeting up the sides. Bold, that's Kohler! 

KOHLER OF KOHLER 
Kohler Co. , Kohler, Wisconsin 

Circle 115 on Reader Service card 
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Hermitage. Style 

AUTUMN GLOW. CABINETS 
From the makers of "the most beautiful kitchens of them 

all" - antiqued cabinets in a warmly traditional mood. 

The wood is boldly grained, and realistic "distress" 

marks have been added to suggest the mellowness of 

age. In harmony with the spirit of olden days there's 

pewter-type hardware with a handwrought look. And 

for elegance - a finely detailed moulding surrounds each 

door and drawer. Hermitage is delightful to live with. 

Autumn Glow Cabinets are also available in a svelte 

Contemporary style - and a striking Colonial style with 

grooved and pegged doors and drawers. Your distributor 

has samples of all three styles - ask to see them today. 

H . J . S C H E I R I C H C O . , BOX 21037, L O U I S V I L L E , K E N T U C K Y 40221 

158 
HOUSE & HOME 



G r e a t g u t s 
Every Day & Night furnace has 'em. The guts to take on any 
heating job-tough or routine. And get it done... quieter and safer 
with even heat distribution. 
The guts of our story are features like Jetglas "C." A space-age 
protection that's permanently fused-inside and out-to the heat
ing element of many Day & Night furnaces. It protects steel 
against heat and rust. Provides extra long life and is another one 
of our hidden value design features. 
Only Day & Night offers such a broad, flexible line. Over 100 
basic models-indoor, out
door, upflow, downflow, hori
zontal. Gas, oil, electric-and 
they all convert to air condi
tioning. Mail this coupon today 
for the inside story on the 
complete line of Day & Night 
furnaces. 

DAY & NIGHT 
MANUFACTURING COMPANY 
855 Anaheim-Puente Road, La Puente. Calif. 91747 
(Check any or all) Please send me free information 
about your: 
1. 9as 
• electric 
• oil furnaces 

HH-2 

NAME 

ADDRESS. 

CITY .STATE 

HEATING AIR CONDITIONING 

MAY 1968 Circle 116 on Reader Service card 
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aluminum 

The "Concord ": Pembroke Greens, Naperville. III.; as built by Harris Home Builders (land developers and home builders m Chicago area); Mr. William F. Harris, Pres. 

|A| NICHOLS ALUMINUM BUILDING PRODUCTS 

Long-Lasting • MAINTENANCE-FREE • ATTRACTIVE 
Whether you are architect, contractor or home-developer, 
always specify or use top-quality Nichols .Aluminum Building 
Products on your construction projects. Nichols offers a com
plete line of care-free Buildins; Products that add beauty to 
any home or commercial building . . . with the added feature 
of virtually no maintenance costs. 
Rustproof aluminum will not stain, warp, rot or oiherui.se 
deteriorate. Many Nichol.-̂ ' Building Products arc pre-painted 
with baked-on enamel. Others never require painting because 
of the beauty of natural aluminum. Precision-engineered for 
quality, dependable installation. 

INCLUDE THE COMPLETE LINE OF NICHOLS PRODUCTS 
Begin with the basics—Hy-Tensil Aluminum .Alloy Nails, with 

Write today for th/s FREE "Bu i l d i ng B locks " Brochure 

greater strength, |)revent rust-spotting or staining on siding . . . 
and eliminate the need for repainting due to rusty nails. 
Continue with .Aluminum Building Trim, Valley & Flashing to 
assure weather-tight, long-lasting finish. .Add Gutter Spikes, 
Ferrules and Gutter Cover for Rain-Carrying Systems. 
Complete the attractive homesite appearance with .Aluminum 
Privacy Panels (with installation flexibility). .Aluminum Chain 
Link Fence and modernistic Contempra Gate. Hy-Ten.sil 
Roofing & Siding Sheet is ideal for carports and patio covers 
. . . or for roofing or siding on commercial buildings. 
.Al.so a\ ailable are aluminum Building Comers, Rain-Carn.'ing 
Equipment, Soffit System. 
Be sure to specify the complete line of Nichols Aluminum 
Building Products. It will pay off in customer satisfaction! 

NICHOLS ALUMINUM COMPANY 
15 Spinning Wheel Road. Hinsdale, Illinois 60521 

160 Circle 117 on Reader Service card HOUSE & HOME 



T/lis wall sells houses. 
It cost less than 
$1 sq.ft. Installed. 

This wall doesnt sell I 
houses, and it cost over $1.50 sq. ft 

Do you want to sell houses easier, 
and save hundreds of dollars per 
house at the same time? These beau
tiful big Hilite/Walls cost little more 
than half the cost of solid exterior 
walls, installed, and their sales appeal 
is thoroughly proven. Comparative 
cost figures have been provided to 
House & Home by some of the West's 
largest builders. Watch and listen to 
prospective buyers, and you'll know 

Made of quality Reynolds Aluminum. 

MAY 1968 

what Hilite/Walls can do for sales. 
Hilite, one of the nation's largest 

producers of aluminum windows and 
patio doors, offers a comprehensive 
line of quality windows which can be 
joined together with stock mullions 
in a great variety of configurations. 

We have an idea brochure showing 
many variations of Hilite/Walls which 
wil l help you in your planning. Send 
for it today. Number 6, opposite. 

Circle 6 on Reader Service card 

ADOR/HILITE 
2401 W. Commonwealth Ave.. Fullerlon. Calif. 92633 
MAJESTIC/HILITE 
6270 East Evans Avenue. Denver. Colorado 80222 

Subsidiaries of Rusco Industries, Inc. 

162W1 



DMEREM DISTINCTIVELY 

• • that's the 

The first new closet design 
in over a century 

Over 4,000 architects and builders have 
written us for details on this dramatically 
new water closet. Many leading builders 
have already specified it for new 
developments. 

Model homes and apartments featuring 
the LA PAZ are receiving the same 

enthusiastic reaction from 
customers. 

LA PAZ is revolutionary in 
design, with a low-pressure 
flush valve and a whisper 

quiet operation. For further 
information and specification 

detail on our #595 La Paz see 
your plumbing contractor or write. 

NORRIS IN 

NORRIS INDUSTRIES 
Plumbingware Sales Office 
5215 South Boyle Avenue, Los Angeles, Cal i fornia 9 0 0 5 8 
Manufac tu r ing Facil i t ies 
700 Water Street. City of Industry. Cal i fornia 91744 

162W2 Circle 140 on Reader Service card HOUSE & HOME 



sell more homes 
w i t h a genuine 

A U T O M A T I C G A R A G E D O O R 
*R«g. T. M., U. S. Pat, Off b y ALLIANCE 

i 

OFFER YOUR NEW HOME PROSPECTS THE CONVENIENCE 
OF YEAR-ROUND ALL-WEATHER PROTECTION I 

Genie is an easily demonstrated, desirable con

venience that helps builders sell homes. Your 

prospects can operate it themselves and immedi

ately recognize its many benefits without leaving 

the comfort and safety of their car. Whatever the 

weather, a touch of a button opens the door . . . 

turns on the light . . . closes the door . . . locks 

up tight. 

It has been proved that it is easier to sell your 
home when you . . . 

'LET GENIE DO IT!" 
the A L L I A N C E Manufac tur ing Company Inc. 

A L L I A N C E , O H I O 
(Subsidiary of Consolidated Electronics Industries Corp,) 

Maker of the famous Al l iance Tenna-Rotor® 

Pre-sold-nationally advertised and widely known 
Proved performance and reputation in garage 
door opener field 
Quality product by quality manufacturer 
Easy installation 
Dependable — to assure satisfaction 
Reliable — to prevent call backs 

TO: The Alliance Mfg. Co. 
Lake Park Blvd., Alliance, Ohio 

• Please send free brochure with no obligation. 
• Have Genie rep resen ta t i ve con tac t me about 

Garage Door problem. 

Name 

Address. 

City 

Phone— 

.State. 

MAY 1968 Circle 162 on Reader Service card 162W3 



H a m m e r i n g H o m e 
P o i n t s . . . 

We'd like to point out the fact that CF&I makes the 
best nails money can buy. Not only that but we make 
it a point to give you a wide variety of different types 
of points, each designed for a particular purpose. A 
pointer to remember on point picking is that a sharp 
point is more likely to cause splitt ing but its holding 
power is greater because there's less distortion of the 
wood fibers. CF&I gives you diamond, blunt, chisel, 
needle, side, semi-side, duck bill, and pointless points 
to solve specific nailing problems. 

Of course, there are other important points such 
as the head, shank, finish and size to consider in 
choosing the right nail for an application. Here's the 
choice CF&I offers. Heads: flat, oval, cupped, coun
tersunk, flat countersunk, oval countersunk, brad, 
f looring brad, checkered, diamond, hook, scaffold, 
umbrella, dished, numbered, lettered, and headless. 
Shanks: plain, barbed, screw, ring, crenelated, and 
fluted. Finishes: bright, annealed, blued, cement 
coated, acid etched, hot tumble galvanized, hot dip 
galvanized, and electro galvanized. 

Buy chemically-cleaned CF&I nails in 5, 25*, and 
50* pound cartons. Get the point? 

Sales offices nationwide. CF&I Steel Corporation, 
Denver, Colorado. 

* parallel packed 

162W4 Circle 141 on Reader Service card HOUSE & HOME 



Fill in the blanks 
and build a house 

the difference. 

You live better. 

makes the glass that makes 

.. The Growth Company. 

Add a fiber from and good 
things get better. 

Window Beauty is 

Change for the better with 

Chances are most of your best prospects can fill in the 
blanks, because most of them read Life. In fact, Life 
reaches more young marrieds in the important suburban 
areas than any other magazine. Which may be why 
building products advertisers invest more dollars 
in Life than in any other single medium. 

Without Life, your best prospects might still be able 
to fill in some of the blanl^s. But on the other hand, 
maybe not. Y • 1? • J v | 1̂  

L i t e . C o n s i d e r t h e a l t e rna t ive . 

MAY 1968 Circle 101 on Reader Service card 163 



How to Keep 1200 Plans Moving 
Plan Ho ld Ro l l i ng S tand goes w h e r e you need i t . Keeps 
p lans , p r i n t s , cha r t s w r i n k l e f r e e . . . ready f o r i n s t an t use 
anywhe re . Prov ides easy f i l i n g and f i n d i n g f o r 1 2 0 0 shee ts 
up to 4 2 " x 7 2 " in s ize. Wr i t e f o r ca ta l og of 3 1 u n i q u e 
f i l i n g s y s t e m s to P O . Box 3 4 5 8 , To r rance , Cal i f . 9 0 5 1 0 . 

CABINETS RACKS 1 CADDY 
RACKS 

Plan Hold CORPORRTIOn 
Circle 118 on Reader Service card 

STOP more prospects! 

Enhance the eye-appeal of your homes wi th 

CUPOLA-MATIC 
P o w e r A t t i c V e n t i l a t o r 

Cupola-Matic combines dist inc
t ive a p p e a r a n c e and e f f i c i e n t 
comfort condi t ion ing. Gives your 
homes a competitive edge. Ther
mostatically control led for com
pletely automatic forced-air attic 
ventilation. Furnished complete, 
ready for instal lat ion. Complete 
specif icat ions furnished without 
obl igat ion. Wri te today. 

Dept 8 8 1B31 Terminal Rd, Nlles, Mich, 49120 

Keeps living areas 
CO m f o r t a bly cool, 
aulomalically. 

N£IV PRODUCTS 
start on p. 147 

Plumbing and piping 

W a t e r c o n d i t i o n e r is a fully automatic extra-capacity unit that 
will filter out minerals, taste and odors from water up to 4 0 grains 
hard. T o resist corrosion, the seamless plastic inner lining is encased 
in a metal shell. Bruner, Milwaukee. Circle 254 on Reader Service card 

D e n t r e m o v e r forces irregu
larities out of expensive pipe with 
a hydraulic cylinder and shoe. 
Override in jack pushes dent 
beyond true round to compensate 
for spring in metal. Unit will 
handle pipe from 1 0 " to 3 0 " . 
C r c Crose Int., Houston. 
Circle 255 on Reader Service card 

S i n g l e - l e v e r f a u c e t has only 
one moving part, and both flow 
and temperature are controlled 
by lever movement. Available in 
either polished or brushed-chrome 
finish, the faucets carry an un
conditional guarantee. Nile. Tay
lor, Mich. 
Circle 256 on Reader Service card 

164 Circle 119 on Reader Service card 

B a s e m e n t d r a i n is a hollow baseboard system that collects and 
carries away all water that penetrates below-grade walls or joints. 
Vinyl sections are 10' long, can be installed over finished walls. Basement 
Water Control. St. Paul, Minn. Circle 257 on Reader Service card 

New products continued on p. 166 
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surface 

Board-and-batten surfaced with Tedlar provides 
a handsome, durable, low-maintenance finish. 

mm 
board-and-batten construction-
Now you can design and build durable, long-lasting white board-and-batten exteriors that won't 

crack, chip, craze, flake or peel! Homasote's Guaranteed Panels are insulating, weatherproof 
and factory surfaced with a tough, stain-resistant Tedlar pvf film. And-with Homasote 

Guaranteed Panels, having the long edges wrapped, you eliminate exterior painting 
and back sealing. On-site construction time is definitely reduced through use of 

factory Tedlar-surfaced, metal snap-on batten covers that simplify application. 
With a wide range of sizes available to minimize on-site application 

time, these panels are easily <iut and shaped for good fitwith either power 
or hand tools without cracking or splintering. On your next job, why 

not check the big savings and added beauty that Homasote 
Guaranteed Panels offer. They're the only weatherproof, 

insulating structural panels on the market that are also 
resistant to termites, rot and fungus. Your Lumber 

Dealer has literature and samples or write direct. 
•DuPont registered trademark 

_ homasote C L p m 
TRENTON, N. J . 08603 

8-205 



With a Hoitsma 
Scaffold Bracket on the job, 

it's lil(e getting an extra 
day's work every week! 
Hoitsma's patented adjustable scaf fo ld brackets 

are fast and simple to install and operate . . . 
and carry an uncondi t ional 10-day moneyback 
guarantee. If your local bui ld ing supply dealer 
does not stock the Hoitsma l ine, write or ca l l : 

H O I T S M A 
Ad/ustab/e Scaffoid 

Bracket Co. 
p. O. Box 4 5 2 

(River Street Station) 

Paterson, New Jersey 0 7 5 2 4 
(201) A R 9 -1331 

NEW PRODUCTS 
start on p. 147 

Plumbing and piping 

Circle 121 on Reader Service card 

I N A W H I T E P R I N T E R . . . 

\ 
I 

IF YOU WANT: 

• Fast production . . . up to 9 feet per minute 
• Smart styling and modern design 
• Real economy and simplicity of operation 
Then the low, wide and handsome Blu-Ray Model 
146 is tor you! 

II//HM 

IF YOU WANT: 

• Very fast production . . . over 12 feet per minute 
• Handsome styling, sturdy construction in a 

large machine 
• Super-Diazo L a m p s and ultra-fast papers for 

doubling printing speed 
Then the high production Blu-Ray Model 842 is 
for you! 

3 
Both m a c h i n e s carry a full one year warranty. Circle Reader 
Service Card Number, or contact Blu-Ray for more mfornia-
tion and a F R E E copy of our 4 4 page Reproduction Guide. 

ULU-BRV 
BLU-RAY, Incorporated 
4442 Westbrook Road, Essex, Conn. 06426 • Phone (203) 767-0141 

BLU-RAY READER 
SERVICE CARD NUMBER 

122 

W a t e r s o f t e n e r electronically senses the need to recharge itself from 
the condition of the water, recharges more often when water use or 
water hardness increase. Culligan, Northbrook, 111. Circle 263 on Reader 
Service card 

R e u s a b l e p l a s t i c s t o p p e r for 
sewer lines will fit any brand of 
vitrified clay pipe in the standard 
6" domestic size. Stopper ring is 
inserted into the pipe barrel, and 
plug is then screwed into the 
ring. American Vitrified Products. 
Cleveland. 
Circle 268 on Reader Service card 

C o m p a c t c o n d i t i o n e r for ul
tra-soft water has molded plastic 
inner and outer shells, as well as 
a new plastic control valve. Man
ufacturer says plastic means lower 
production costs. Installed, the 
compact unit weighs 70 lbs. Pha
lanx, Buffalo, N.Y. 
Circle 269 on Reader Service card 
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W a t e r f i l t e r (center) is designed 
for dirt removal (sediment car-
tridf^e, left) or taste and odor 
correction (carbon cartridge, 
right). Plastic housing is corro
sion-free, and cartridges are easily 
replaceable. Stover, St. Charles, 
111. 
Circle 264 on Reader Service card 

S i n g l e - l e v e r f a u c e t carries a 
five-year guarantee, including 
both replacement and a $10 labor 
allowance for installation of a 
new ceramic cartridge. All manu
facturer's fittings produced after 
Nov. 1, 1967, carry the guaran
tee. Price-Pfister, Pacoima, Calif. 
Circle 266 on Reader Service card 

S i n g l e - k n o b f a u c e t is crystal 
and chrome, has only a single 
moving part—no gaskets, wash
ers, strainers, springs or packing. 
The faucet may be set for presc-
lected-water-temperature control 
if desired. Universal-Rundle. New 
Castle, Pa. 
Circle 265 on Reader Service card Manufacturers and distributors of 

quality products for the Nation's 
construction industries since igio. 

G a t e v a l v e s for residential in
stallation are made of bronze, 
for long, service-free life. They 
are available in W, %" and 1" 
sizes, with full port openings for 
full fluid flow and minimum pres
sure drop. Hammond Valve. 
Hammond, Ind. 
Circle 267 on Reader Service card 

M I L L W O 

S e w a g e - t r e a t m e n t p l a n t is completely operational in five days, 
compared with 30 days for a conventional plant. A sludge-return unit 
travels the length of the settling tank, returning solids for continuous 
treatment. Chicago Pump, Chicago. Circle 259 on Reader Service card 

New products continued on p. 168 

M O U L D I N G S 

D E C K I N G 

M a r f f f r , U U e b s t e r a , U a h n s o n 

DIV lB lon /AMERICAN P O R E S T P R O D U C T S C O R P O R A T I O N 

P.O. Box 3498 San FranciKO, Cal i fornia 94119 
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created to give year* 
dependable service 

• Good Housekeeping • 

D E L T A F A U C E T C O M P A N Y 
G R E E N S B U R G , IND . 

4 7 2 4 0 
DIVISION OF MASCO CORI 

Circle 124 on Reader Service card 

KITCHEN 
CLAMOUR 

INSTALLS IN THE WALL / 
FREE . . . SEND TODAY! Complete cata log of 
" g l a m o u r " p roduc t s to help create bet ter , more 
beau t i fu l k i tchens and baths . Inc ludes " w h e r e to b u y " list for your local i ty. 

SWANSON MANUFACTURING CO., 607 S. Washington St.. Owosso. Mich. 48867 

N E I V PRODUCTS 
start on p. 147 

Construction materials 

W o o d s h i m s are now mill-cut and packaged to eliminate the car
pentry time wasted in cutting wedges for squeaky or sagging floors, or 
ill-fitting windows and doors. Bundle contains 100 shims. I'/z" wide. 
Shakertown. Cleveland. Circle 240 on Reader Service card 

P o o l g u t t e r is made of 7"x7" 
glazed tile, comes in choice of 
white or aqua to brighten up the 
pool edge. Gutter's smooth 
finish simplifies cleaning, and 
manufacturer promises easy in
stallation. American Olean, Lans-
dale, Pa. 
Circle 242 on Reader Service card 

B r i c k v e n t features a blade de
sign that eliminates water entry 
from driven rain. A high rear 
water-stop provides added protec
tion. Made of extruded alumi
num, the vent is anodized to pro
tect against pitting. Sylro. Merrick. 
N.Y. 
Circle 244 on Reader Service card 

« 7 

VENT FANS K I T C H E N " K A D D Y S " RANGE HOODS CAN O P E N E R S 

BATH H E A T E R S • T O A S T E R S • C L O C K S • BATH S C A L E S 

C h i m n e y f l a s h i n g is engineered to fit any chimney—regardless of 
the pitch of the roof—and paper templates and roof-pitch markings 
on each flashing side make a.ssembly easy. No soldering is needed. Mil
ler. Appleton. Wis. Circle 248 on Reader Service card 
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L a m i n a t e d d e c k i n g comes in 
choice of three surface textures: 
smooth, saw-textured or wire-
brushed (shown above, top to 
bottom). Decking is produced 
from six wood species, can be 
factory-finished. Potlatch For
ests. San Francisco. 
Circle 241 on Reader Service card 

P o s t - b a s e c l i p s position 4"x4" 
posts even when bolts are out of 
line, support the wood 1 3/16" 
above surface water. Base cover 
is I6-gauge steel, zinc-plated for 
painting, with weep holes to run 
off standing water. Panel Clip, 
Farmington. Mich. 
Circle 245 on Reader Service card 

1-0.1 ' . Hoi/nch 

f 
H a u n c h h a n g e r is designed pri
marily for deck form work. The 
device—two pressed-steel ends 
welded to a steel strut—provides 
an exact 1" or IVi" overhang. 
Installation and adjustment are 
from above deck. Richmond. 
Brooklyn, N.Y. 
Circle 246 on Reader Service card 

J o i s t h a n g e r s utilize two 
prongs that hold the device in 
place for easier placement and 
nailing. Made of 18-gauge galva
nized iron, the hangers come in 
three sizes for loads of from 425 
lbs. to 1,330 lbs. Simpson. San 
Leandro. Calif. 
Circle 247 on Reader Service card 

S i l l - t h r e s h o l d has a floating alummum saddle that can be adjusted 
as much as 5/16" to keep its weathertight seal. Core construction is of 
hardwood, with an aluminum top surface to minimize wear. Marquette 
Components, Grand Rapids, Mich. Circle 249 on Reader Service card 

New products continued on p. 170 

Instal l in s e c o n d s . . . save money on the job 

T h e H a g e r P O L Y P L U G 
(patent pending) 

C L O S E T R O D 

Seamless tubular zinc-plated steel rods slip 
over "end serts." Each "end sert" is a plastic 
anchor that attaches to wall with a single wood 
screw. A twist motion extends the telescoping 
rod flush with the wall surface. 

The low competitive price and the fast in
sta l la t ion are money-saving advantages 
builders welcome. 

Available for all closets up to twelve feet. See 
your Hager dealer for range of sizes and prices. 

H A G E R H I N G E C O M P A N Y ^ ^ B l 
139 Victor Street • St. Louis, Mo. 6 3 1 0 4 

Circle 126 on Reader Service card 

N e w , N e e d e d . . . f o r W o o d D e c k i n g 

C a L o t ' s D E C K I N G S T A I N S 

E C K I N G ST^^ 

O C T ' M i l 

The p o p u l a r i t y o f w o o d d e c k i n g , in d e m a n d now as never 
b e f o r e f o r porches , sun decks, pa t ios , etc. , requi res a finish 
bo th d u r a b l e a n d d e c o r a t i v e . Cabo t ' s Deck ing Stains preserve , 
pro tec t , a n d b e a u t i f y w o o d sur faces unde r d i f f i cu l t cond i t i ons . 

* Surface weathers gracefully. 
• Will not rub off or track off. 
• Alcohol and cietergent resistant. 
* Suitable for all types of wood. 

• Economical: eosy to apply 
and maintain. 

• Resists cracking, peeling, 
blistering. 

A v a i l a b l e in e l e v e n 
c o l o r s : B a r k B r o w n , 
Smoke G r a y , C h e l s e a 
G r a y , October B r o w n , 
Forest G r e e n , Fa ra l lon 
Gray, Presidio Red, Cor
dovan, Redwood, Black, 
and White. 

S A M U E L C A B O T I N C . 
530 S. Terminal Trust BIdg., 
Boston, Mass. 02210 
Please send color card and information 
on Cabot's Decking Stains. 
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New elegance in kitchen design 
with the beauty of fine furniture 
adds value and distinction to homes 

NEW PRODUCTS 
Stan on p. 147 

Doors and windows 

f t 

New addition to variety of styles 
to make it easy for you to create 
customer-pleasing kitchens 

r/vdstO mol£ 
UNITED CABINET CORPORATION IJ CORPORATION 

S H E R W O O D 
In the classic English tradition, Sherwood is the 
newest AristOKraft design. This variety of styles 
and finishes enables you to offer kitchens with 
individuality. 
Factory-square construction, conveniently located 
warehouses, protective packing, and competitive 
pricing mean fewer problems and more profits. 

Mail coupon for warehouse address 
and information on complete line 

H a n d c r a f t e d doors—carved from kiln-dried solid pine with a 
weathered look—come in widths from 2'6" to 4'0", heights from 6'8" 
to lO'O". Doors are 1%" or IVz" thick. Both sides are identical. Cornell-
Newton, Beverly Hills. Circle 290 on Reader Service card 

UNITED CABINET CORPORATION 
JASPER, INDIANA 47546 

Name. 

Company. 

Address.... 

Ci ty 

170 

State 

Circle 128 on Reader Service card 

.Zip. 

D e c o r a t i v e doors—of Wa"-
thick madera hardwood or pine— 
incorporate upper inserts in choice 
of translucent polystyrene with a 
stained-glass efi"ect, embossed 
translucent polystyrene or hard-
board grillework {shown in thai 
order). Panelboard, Newark, N.J. 
Circle 294 on Reader Service card 

P r e h u n g c o m b i n a t i o n door 
is made of aluminum, incorpo
rates a pre-installed closer lug 
and striker plate, plus three ex
tra-strong celcon hinges. Door 
dimensions: 3' wide, 6'8" high. 
V .E . Anderson Mfg.. Owensboro. 
Ky. 
Circle 296 on Reader Service card 

HOUSE & HOME 



D i m e n s i o n a l v i n y l g r i l l e 
gives insulated-glass window the 
appearance of a colonial divided 
window. Grilles—available for all 
standard-size windows—come in 
rectangular- (not shown) and 
diamond-divided (left) styles. 
Rimar. M t . Joy, Pa. 
Circle 295 on Reader Service card 

E x t r a - t h i n p r e f i n i s h e d d o o r pane l— ' / a " thick—permits plain door 
(being removed, left) to match plywood wall paneling. The 2'8"x6'8" 
panel is applied with contact cement to standard hollow-core flush door. 
General Plywood, Louisville, Ky. Circle 292 on Reader Ser\'ice card 

I I I ISHI I^* ! 

I I I 

G l a r e - f r e e i n s u l a t i n g g l a s s {center panel) reduces visible light 
transmission to 14% or 20% with a chrome alloy coating that lets glass 
maintain its transparency and keep color distortion minimal. Libbey-
Owens-Ford, Toledo. Circle 291 on Reader Service card 

New products conlinued on p. 172 

T h e 

S a y . . . 

F I E L D 
D R A I N A G E 

L o n g L e n g t h P i p e 

Are you still using old-fashioned one foot pipe sections 
for land drainage? If so, we suggest you investigate 
carefully Kyova long length pipe for 
this application. Kyova pipe in ten 
foot lengths is easily connected with 
a blow of a hammer. In a matter of 
hours with modem trenching equip
ment you can have your field drainage 
problem licked. See your supplier now 
and ask him about Kyova pipe or write 
for the illustrated book on how you can 
slash costs with Kyova pipe. 

HOW TO... ^ 

4 WITH 
KVOVA 

PIPE 

Write today for your copy of "How 
To Slash Costs With Kyova Pipe." 

K Y O V A P I P E C O M P A N Y 
Division of Ashland Oil <S* Refining Company 
1 9 1 2 South F i rst Street 
Ironton, Ohio 4 5 6 3 8 
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Add e x t r a m a n p o w e r . . . 
without extra payroll! 
Reading Job-Planned Utility Bodies give your men more 
time to profitably service your customers by reducing 
time lost looking for parts and tools on your truck. 
Reading's job-planned compartments keep everything at 
your finger-tips — even the smallest parts are easy 
see. easy to reach. Safer 
from weather damage and 
theft , too. And Reading 
quality gives you year after 
year of trouble-free service! 

Don't Pile it... 
FILE it 

in a 

NEW PRODUCTS 
nil i>. 147 

Floors 

Reading Job-Planned Utility Body 
Made by master m e c h a n i c s for m a s t e r m e c h a n i c s . See 
your local truck dealer . . . or for n a m e of local distributor 
s e n d t h i s a d v e r t i s e m e n t wi th your n a m e a n d a d d r e s s . 

R E A D I N G BODY W O R K S , INC., Dept. H-58 420 Gregg Avenue, P. 0. Box 14, Reading, Penna. 

- J I B I ^ H H ^ H I I ^ K 
V i n y l - a s b e s t o s t i l e s are textured to simulate random-patterned 
flagstones, and have embossed grout lines that conceal seams. Tiles 
come 12" square in residential gauge; brown, green, beige or white. 
Riiberoid. New York City. Circle 270 on Reader Service card 

Circle 130 on Reader Service card 

"mahogany 
WALNUT 

PINE 
Many designs. 
Made to order 

any size, any style. 
Also ovailaDle; hand 
carved panels, easily 
applied to flush door 

,for carved door effect. 

imported 
HAND 

CARVED 

send 50c 
for catalog of 
exclusive 
decorative 
hordware & 
accessories 

AS USUAL 
WITH THE 
UNUSUAL 

A (W H Q / U W )7 (£ 'G . , I l K y . 

150 S. La Brea Avenue, Los Angeles, 938-3492 
600 Montgomery Street, Son Francisco, 362-0877 

172 

Another 
Acme Exclusive! 

IMPORTED FRENCH PORCELAIN 
BATH ACCESSORIES 

Porcelain de Paris . . . Everything 
for the bathroom, from basin to 
toi let, bidet to coat hooks. 4 de
l ight fu l patterns from which to 
choose. We even have wallpaper & 
curta in material to match. 

Circle 131 on Reader Service card 

S p a n i s h - g r i l l w o r k d e s i g n on 
a three-dimensional Moresque 
background highlights a Mediter
ranean-style carpet of 1009c 
acrilan. The 12'-wide carpet is 
offered in a choice of Madeira 
red. blue, gold or green. Hard-
wick & Magee. Philadelphia. 
Circle 271 on Reader Service card 

I n l a i d - v i n y l f l o o r i n g in manu
facturer's budget line can be in-
.stallcd on, above or below grade. 
Choice of seven colors includes 
goldenrod. lime green, white with 
gold, sand beige, copper, and 
bamboo beige. In 6' widths. 
Congoleum-Nairn. Kearny. N.J. 
Circle 272 on Reader Service card 

M o d e r a t e l y p r i c e d c a r p e t of 100% Herculon has a bulked, multi
level loop pile that promises long wear, resists the formation of traflic 
patterns. Carpeting is available in 12' and 15' widths. J. P. Stevens & 
Co.. New York City. Circle 273 on Reader Service card 

New literature starts on p. 174 
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Clear Heart Saw-Textured Inverted Batten Pattern Select Saw-Textured Plain Pattern A-Clear Brusn-Textured Texture 1-11: Grooves 4" o.c. 

^Patitup 
Tast 

&''^Handsome 
And you sure can with 
Paico-Ply redwood plywood. 

H e r e ' s a m o d e r n b u i l d i n g p r o d u c t t ha t c o m b i n e s 
the q u i c k c o n v e n i e n c e o f p l y w o o d w i t h t h e 
b e a u t y a n d d u r a b i l i t y o f r e d w o o d . Fo r h a n d s o m e 
i n t e r i o r p a n e l i n g a n d q u a l i t y e x t e r i o r s i d i n g , 
P a l c o - P l y le ts y o u b u i l d h o m e s w i t h p l e n t y of 
p l u s e s — 1) i ts n a t u r a l b e a u t y a t t r a c t s i m m e d i a t e 
a t t e n t i o n , 2) u n f i n i s h e d w i l l w e a t h e r g r a c e f u l l y , 
m a y b e s t a i n e d o r p a i n t e d to a n y h u e o r c o l o r , 
o r b l e a c h e d , 3) f i r e , d e c a y a n d i n s e c t r e s i s t a n t , 

4) i n s u l a t e s a g a i n s t h e a t , c o l d a n d n o i s e , 

5) a p p l i e d d i r e c t l y t o s t u d s , it s e r v e s as b o t h 
s h e a t h i n g a n d s i d i n g , a n d , 6 ) l o w m a i n t e n a n c e . 
P a l c o - P l y is a v a i l a b l e in t h r e e g r a d e s — C l e a r - H e a r t 

S a w - T e x t u r e d . A - C l e a r B r u s h - T e x t u r e d a n d 
S e l e c t S a w - T e x t u r e d . S t a n d a r d l e n g t h s a r e 8 ' , 
9 ' , 10 ' w i t h a p a t t e r n s e l e c t i o n of p l a i n , i n v e r t e d 
b a t t e n . T e x t u r e 1:11 w i t h g r o o v e s 4 " o . c , 8 " o .c . 
a n d 4 " & 1 2 " o .c . O r d e r f r o m y o u r d e a l e r t o d a y . 

For free color brochure, write: 

/|)I=P/4N 
I niTIB OUUITT I 

\wywnon/ Architectural Quality Redwood 

T H E P A C I F I C L U M B E R C O M P A N Y 
1111 Columbus Avenue, S a n Francisco 94133 
35 E . Wacker Drive. Chicago 60601 
2540 Huntington Drive. S a n Marino, California 91108 
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NEW LITERATURE 

E X T R A ! 
READ ALL 

^BOUT 

I 
I 
I 

_ NEW _ 

P R E - M A C H I N E D 

PACKAGE 
STAIRWAY 

F i t s a l l f i n i s h - f l o o r - t o - f i n i s h -
f l o o r d i m e n s i o n s . T w o pa r 
t i a l l y o p e n b a l u s t r a d e d e 
s i g n s : w i t h t u r n o u t ( s h o w n ) 
o r s t r a i g h t s t a r t i n g e a s e 
m e n t . 

Cut Construction Time! 
Send in Coupon 

M D R C A I « ( ^ 7 7 ? 2 A ^ ^ 
O s h k o s h , W i s c o n s i n 54901 
Rush Uni-Flite® Stairway 
Information 

Name 
Address 
City 
State Zip 

I 
I 
I 

HH 5-8 

Ĵforoev-lllll 
F ) " ' III 

- lllll 
c 

L -SHAPE FLAW HKCT TO QUÊ T ROOM 

IHALI. IHSTL 

I5H!in:7BE APTEI?. 
3C?DREB PUSH VTEXT TO C^W^ETi 

EBKEEFTPEY 

OTIUTj ~ 

How to shoehorn an extra half-bath into your models 
Many houses have space that's infrequently of these often-wasted areas: 
used. And often it's more than enough for • The closet or empty space under a 
a half-bath, or powder room. A new bro- stairway. 
chure suggests you think about making use • A pantry, hall or extra bedroom. 

• A wardrobe or extra closet. 
Two pages illustrate the variety of shapes 

that are possible for an extra room—in
cluding L-shaped (very compact), square 
(a bit bigger) and rectangular (ea.sy to 
add). Four typical diagrams, with before 
and after plans, are shown above and at 
left. 

A wide range of the manufacturer's 
plumbing and faucet fixtures complete the 
16-page brochure. And it's all in full color. 
Kohler Co. , Kohler, Wis. Circle 350 on 
Reader Service card 

technical brochure with application photos de
scribes and illustrates the product. Koppers, 
Pittsburgh. Circle 320 on Reader Service card 

L I G H T I N G F I X T U R E S . A full line of traditional 
fixtures is illustrated in full color in an 80-page 
catalog. Included: wall-mounted lanterns, ring 
chandeliers, chain drops, coach and post lan
terns, wall brackets. With complete specs and 
finish information. For a copy send $1 to: 
Artolier Lighting, Emerson Electric Co., Lanza 
Ave., Garfield, N J . 

F A S T E N I N G S Y S T E M S . Fuil-line catalog of 
pneumatic staplers, tackers, nailers and staple 
nailers—87 models in all—cites the proper tools 
for a wide range of fastening jobs. Includes a 
new round-headed, power-driven nail acceptable 
for finish work. 10 pages. Senco Products, Cin
cinnati. Circle 300 on Reader Service card 

C E R A M I C T I L E . Thirty-two-page brochure de
scribes and displays glazed tile, ceramic-mosaic 
and Murray quarry tile; includes new decorated-
tile designs, new colors and shapes. With tips on 
how to install, plus specs. American Olean, Lans-
dale. Pa. Circle 301 on Reader Service card 

R E D W O O D P R O D U C T S . Four-color information 
sheets display redwood accent columns, rough-
sawn redwood decking and end-matched red
wood paneling. Includes design, in.stallation and 
specification data. Simpson Timber, Seattle, 
Wash. Circle 302 on Reader Service card 

S O U N D C O N T R O L . Detail drawings for 27 sys
tems covering floor-ceiling and partition assem
blies are included in a new brochure with tips on 
added quiet conditioning. Includes a selector 
guide for related products. The Celotex Corp., 
Tampa, Fla. Circle 303 on Reader Service card 

A I R C L E A N E R . The benefits of an electronic air 
cleaner are cited in a four-page brochure that 
tells how it operates and includes two cutaway 
views. Lennox, Marshalltown, Iowa. Circle 304 
on Reader Service card 

For copies of free literature, circle the indicated 
number on the Reader Service card, p. 161 

B A T H R O O M C A B I N E T S A N D A C C E S S O R I E S . 
Four new models, including a swing-door unit 
with a bumished-gold oval-framed mirror and a 
large unit finished in antique gray-green, get the 
spotlight in a 32-page catalog illustrated in full 
color. Also featured: lighting fixtures and bath
room accessories. Miami-Carey. Cincinnati. Circle 
316 on Reader Service card 

A L U M I N U M W I N D O W S . Eight-page catalog dis
plays projerted, casement, vertically pivoted and 
top-hung windows, as well as custom applica
tions. Each type is fully described and many are 
shown in photos. In color. With specs. North 
American Aluminum, Kalamazoo, Mich. Circle 
317 on Reader Service card 

F A S T E N I N G D E V I C E S . A reference file—con
sisting of 17 catalog and specification sheets— 
on full line of manufacturer's fasteners contains 
details on types of devices, dimensions, recom
mended load values and suggested applications. 
Also: list of wholesale distributors. Products 
covered: framing anchors, joist hangers, post-
and-beam connectors, split-ring and shear-plate 
connectors, floor bridging and truss connectors. 
Timber Engineering, Washington, D.C. Circle 
318 on Reader Service card 

H O M E B U I L D I N G I N D E X . The first annual nahb 
index of periodical literature in the homebuilding 
field includes more than 3,500 articles (from 300 
sources) compiled and arranged by subject. The 
range: from acoustics to zoning. For a copy of 
the 187-page index, send $10 to: Karl A. Baer, 
chief librarian. National Association of Home 
Builders, 1625 L St., NW, Washington, D.C. 
20036. 

R O O F I N G S Y S T E M . Heavy-duty system designed 
for resurfacing, waterproofing, and repairing 
combines liquid asphalt and a patented glass-
fiber mesh; it is said to resist blistering and 
flame-spread, will not alligator, sag or slide. A 

174 Circle 133 on Reader Service card HOUSE & HOiVIE 



F L O A T - A W A Y D O O R C O M P A N Y 
1173 Z O N O L I T E R O A D . N . E . 

T E L E P H O N E . A C •^OAye75-7^eG 

A T L A N T A . G E O R G I A 3 0 3 0 6 

C A B L E A D D R E S S . F L O A T D O O R 

To All People Buying or Selling Doors: 
Our dramatic sales growth and more efficient manufacturing operations 
have made possible product improvements. 

These new features will be passed directly to you in our new FLOAT-AWAY 
closet door line. One door... the very finest metal bifold made. 
And we haven't raised our price! 

You'll be getting the same unparalleled service and wide choice of styles, 
plus stiffer louvers, improved track and hardware, non-modular sizes and 
increased pin diameter . . . without a price increase! 

A better deal for our builders and dealers. FLOAT-AWAY dealers 
generally have well-defined and protected territories, and under normal 
conditions are not competing with themselves. 

Write us today for the FLOAT-A WAY catalog and price list. 

PEOPLE WANT M E T A L BIFOLD DOORS FOR 
CLOSETS. ONLY FLOAT-AWAY MAKES THEM 
SO PROFITABLE AND P R A C T I C A L TO Y O U . 

Sincerely, 

MORE SALES! MORE SAVINGS! WITH NEW 
/ 

Fred G. Barnct 
Vice President 

S H E L V E S 
Add sales: Only 
Float-A-Just shelves offer 
your customers splinter-free beauty 
PLUS the strength of heavy gauge steel. 

Save instal lat ion t ime: Shelves are factory 
nnished and installable in minutes.. . with or without rods. 

Save shipping costs: Order shelves with 
Float-Away Doors for minimal freight charges. 

FLOAT-AWAV^ 
C O M P L E T E C L O S E T S Y S T E M S 

Department HH-5 , 1 1 2 3 Zonolite Road , N E , Atlanta, Georg ia 3 0 3 0 6 • Phone ( 4 0 4 ) 8 7 5 - 7 9 8 6 
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Duo-Fast Staplers •Tackers • Nailers 

COST-CUTTERS FOR BUILDERS 

T h e Na i l e r d r i v e s 6d c o m m o n t o 1 6 d 
sinker nails 5 t imes faster than a hammer. 

The Staple Nailer drives heavy, coated 
Duo-Fast staples up to 2" long. 

Finish and Brad Nailers drive f in ish nails 
and brads %" to 2 " long. 

Hammer Tacker dr ives to ^/le" staples 
as fas t as you can swing It. 

F a s t , e f f i c i e n t , e a s y t o u s e 

Whatever your nai l ing, s tap l ing or tack
ing p rob lem, Duo-Fast has t h e r igh t tool 
to do your job jus t r ight . . . qu ick ly and 
at low cost . 

For nailing joists, floor and roof deck, 
t he Duo-Fast Nailer does the job in " j i g 
t i m e . " Drives 16d s inkers as well as 6d 
to lOd pla in, r ing-shank or screw-shank 
nails . . . al l wi th the special Duo-Fast 
coat ing. Portable and power fu l . Bui l t- in 
safety device prevents accidenta l f i r ing . 

For wall sheathing, plywood subflooring, 
sof f i ts , b r idg ing , etc. , t he Duo-Fast Staple 
Na i le r is j u s t r i gh t . P o w e r f u l , i t d r i v e s 
heavy, coated Duo-Fast Staples in less 
t ime than i t takes to pick up a nai l . Mag
n e s i u m l i g h t , p o r t a b l e , a i r - o p e r a t e d . 
A c c i d e n t a l f i r i n g p r e v e n t e d . 

For trim work, moldings, cabinets . . . 
any job t h a t cal ls for neat nai l ing, Duo-
Fast F in ish a n d B r a d Na i l e r s p i n p o i n t 
nails just where you want t h e m . Drive 
b r a d s a n d f i n i s h n a i l s % " t o 2 " l o n g . 
C o u n t e r s i n k a u t o m a t i c a l l y t o e l i m i n a t e 
cost ly nail se t t ing . 

For i n s u l a t i o n , bu i ld ing p a p e r s , e t c . , 
Duo-Fast Hammer Tackers are t ru ly bui ld
ers ' favor i tes. Drive Duo-Fast Staples W 
to ^16" long. S imple, one-hand opera t ion . 
Ideal for volume tack ing where speed and 
reach are impo r tan t . 

Write today for the Duo-Fast FT-26 Bui ld
ers Brochure . Your Duo-Fast man will be 
pleased to demons t ra te these too ls . No 
obl igat ion. 

DUO-FAST FASTENER CORP., Dept. NM-76, 3702 River Road, Franklin Park, lllinoit 60131 

Everything you need for tacking, stapling and nailing. 

NEW LITERATURE 
starts on p. 174 

A L L - P U R P O S E W A T E R C O N D I T I O N E R S . Three 
models that automatically provide unlimited soft 
water, remove iron, eliminate hydrogen sulfide 
and correct acidity are described and illustrated 
in a four-page brochure. With specs. Culligan, 
Northbrook, III. Circle 312 on Reader Service 
card 

G A S AND E L E C T R I C A P P L I A N C E S . A full-line 
catalog illustrates eye-level oven ranges, built-in 
ranges, cooktops, wall ovens, dishwashers, dis
posers, hoods and sinks. Includes dimension 
drawings and installation instructions for each. 
Roper, Kankakee, 111. Circle 313 on Reader 
Service card 

B U I L D I N G P R O D U C T S . Comprehensive guide to 
products for concrete forms, sheathing and deck
ing, sidings, interior paneling, underlayment and 
hardboard discusses features, suggested applica
tions, installation instructions and complete 
specs. Georgia-Pacific, Portland. Ore. Circle 314 
on Reader Service card 

P O W E R T O O L S . New products featured in an 
88-page catalog include two lightweight orbital 
Sanders, two trigger-speed-control drills, and a 
line of Teflon-coated circular saw blades. Specs 
on more than 130 tools. Skil, Chicago. Circle 310 
on Reader Service card 

C E N T R A L A I R C O N D I T I O N I N G . A packaged 
system with all components in one compact 
cabinet is the subject of a six-page brochure with 
drawings that show how system adapts to differ
ent house designs. Fedders, Edison. N.J. Circle 
311 on Reader Service card 

E L E C T R I C A L P R O D U C T S . Full line of electrical 
built-in products for residential and commercial 
applications is displayed in a four-color catalog. 
Included: lighting, sound systems and chimes, 
range hoods, fans, and baseboard, wall and bath
room heaters. 34 pages. Emerson Electric, St. 
Louis. Circle 315 on Reader Service card 

STANDARDS AFFECTING BUILDING & BUILDING MATERIALS 
C H I M N E Y S . F I R E P L A C E S . V E N T I N G S Y S T E M S . 
Covers basic standards for their safe installation 
and use in residential, commercial and industrial 
construction. Price: 60(̂ . 

S A M P L I N G AND T E S T I N G B R I C K . Covers pro
cedures for testing compressive-strength, absorp
tion, saturation coefficient, effect of freezing and 
thawing. Price: $1. 

S T R E N G T H T E S T S F O R B U I L D I N G P A N E L S . 
Covers procedures for determining the structural 
properties of panels for light construction; in
cludes general requirements for tests of load-
bearing and non-Ioadbearing partitions. Price: $1. 

L O A D T E S T S O F F L O O R S . F L A T R O O F S . 
Covers methods for determining the strength 
and stiffness of portions of such floors or roofs 
of buildings under vertical loads: and of the 
structural adequacy of the materials, design, con
nections and fabrication. Price: $1. 

C E R A M I C - T I L E S P E C I F I C A T I O N S . Covers stock 
sizes, dimensions, physical properties and grading 
of wall tile, ceramic-mosaic tile, quarry tile and 
paver tile. Price: $2. 

For copies of any of the above send amounts 
noted to: United States of America Standards In
stitute. 10 FMst 40th St.. New York. N.Y. 10016 
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^ T 

T h e S t a n d a r d B e a r e r 

DWV fittings 

Sewer pipe fittings 

Pressure fittings 

Insert fittings 

Electrical conduit fittings 

Vacuum fittings 

PVC valves 

A L L G S R P L A S T I C P I P E F I T T I N G S meet A L L the government and industry 
standards covering their specific applications. The first step in the development 
of any G S R fitting is to research all applicable standards. Molds are designed 
and resins selected to meet these standards. Production samples are tested to 
make sure there is never any variation in G S R quality. All G S R fittings are 
clearly, permanently marked, so you know exactly what you are using. 

Strict adherence to the highest standards is your guarantee of a quality instal
lation. It means G S R fittings will fit precisely. They will withstand the highest 
pressures and temperatures to be met in the application. With proper joining, 
they will never leak. 

It may be tempting to save a few dollars on cheaper, non-standard fittings, 
but this is utterly false economy. The savings can be completely wiped out in 
increased installation time and trouble. Non-standard fittings can turn your 
savings into serious losses. 

The safe, sure way is to make G S R your standard for plastic pipe fittings. 
Ask your plumbing contractor about plastic D W V - a n d G S R , the world's most 
complete line of plastic pipe fittings. R. & G . S L O A N E M F G . D I V . , T H E 
S U S Q U E H A N N A C O R P . , 7606 N. Clybourn Ave., Sun Valley, Calif. 91352. 

PLANT, WAREHOUSE AND SALES OFFICE: Fairlield Crescent. P.O. Box 625. West Caldwell, N.J. 07006 • Tel. (201) 228-1100 • WAREHOUSES AND SALES OFFICES: 5144 West Idlewlld, Tampa, Fla. 33614 
• Tel, (813) 884-2576 • 3126 Brinkcrtioll Rd., Kansas City. Kan. 66115 • Tel. (913) 371-0412 D 4918 East 154lh Street. Cleveland. Ohio 44128 • Tel. (216) 587-0515 H 3224 Peachtree Road. N.E., 
Room 218. Atlanta. GeorRia 30305 • Tel. (404) 233-6205 • "IN CANADA" CANPLAS INDUSTRIES LTD. (Reg- User) n New Westminster, B.C. • (604) 526-2855 IJ Toronto, Ontario • (416) 749-3818 
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H o u s e & H e m e advert i sers ' index 
P a e e 

172 Acme Hardware Co . 
162W1 Ador Corp. (Sub. of Rusco 

Industries. Inc. ) 
162W3 Alliance Mfg. Co . 

136 American Oiean Tile 
51-53 American Radiator & Standard 

Sanitary Corp. 
36 Am-Finn Sauna. Inc. 

32. 33 Andersen Corporation 
137 Architectural Aluminum Mfg. 

Association 
130 Artistic Brass. Inc. 

2nd Cov. Azrock Floor Products 

142 B. F . Goodrich Chemical C o . 
70 Berger & Sons. Inc., C . L . 
83 Bilco Company 
75 Bird & Son. Inc. 

166 Blu-Ray. Inc. 
151 Boise Cascade Corp. (BIdg. 

Prods. D i v . ) 
132. I?.'' Bostitch (Textron. Inc.) 

62 Broan Manufacturing Co . 
162M5. N4 Bruner Corp. 

169 Cabot. Inc.. Samuel 
162E6A-E6B Cameron Brown Co. 

S A - S B 
54 Carrier Air Conditioning Co . 
78 Casings. Incorporated 

40. 41 Celotex Corporation 
148. 149 Certain-Teed Products Corp. 

I62W4. S W l C F & I Steel Corporation 
76 Chevrolet Motor Division 

(General Motors Corp.) 
86 Chrysler Corp. /Air lemp 
34 Compotite Shower Pan 
63 Congoleum-Nairn. Inc. 

23 D A P . Inc. 
159 Day & Night Mfg. C o . 
168 Delta Faucet Company 
34 Diazit Company. Inc. 

176 Duo Fast Fastener Corp. 
I62E1, M l . DuPont de Nemours & Co. . 

N l Inc., E . I . (Building 
Products) 

124, 125 Edi.son Electric Institute 
4th Cov. Emerson Electric Co . (Builder 

Products Div . ) 
59 Enjay Fiber & Laminates Co . 

(Div. of Enjay Chemical 
Co . ) 

13 Fiat Products Department 
175 Float-Away Door Company 

162SAA-SBB Florida Gas Transmission 
67, 68 Formica Corporation 

162M3, N7 Frantz Manufacturing Co . 
31 Frigidaire Division (General 

Motors Corp.) 

85 General Electric Co . 
87 Gerber Plumbing Fixtures 

Corp. 
128 Grote Manufacturing Co . 

169 Hager Hinge Company 
153 Hercules. Inc. 
166 Hoitsma Adjustable Scaffold 

Bracket C o . 
78 Holub Industries. Inc. 

165 Homasote Company 
45-47. Home Comfort Products Co . 

74, 127 
72, 73 Honeywell. Inc. 
79-82 Hotpoint Division (General 

Electric C o . ) 

The advertising index and reader service numbers published by 
HOUSE & HOME Is a service to its readers. HOUSE & HOME does 
not assume responsibility to advertisers for errors or omissions 

48 Inland Homes. Inc. 
71 International Paper Company 

(Long-Bell Div . ) 

19 Kardon Investment Co . 
38, 39 Kemper Brothers, Inc. 

1 I Kentilc Floors. Inc. 
126 KitchenAid Home Dishwasher 

Div. (Hobart Mfg. C o . ) 
61 Kitchen Kompact. Inc. 

157 Kohler Company 
164 Kool-O-Matic Corp. 
84 Koppers Co. , Inc. 

171 Kyova Pipe Co . 

26 Lennox Industries, Inc. 
163 Li fe 
143 Lite-Beam Div. (Am-Finn 

Sauna, Inc. ) 
156 Luron Industries 

162E2 Lyco Systems, Inc. 
64. 65 Miami-Carey Division (Philip 

Carey Corp.) 
49 Marlite Division (Masonite 

Corporation) 
29 Mobay Chemical Company 

6. 7 Moe Light Division (Thomas 
Industries, Inc.) 

174 Morgan Company 
17 Mosaic Tile Company 

160 Nichols Aluminum 
162W2 Norris Industries 

I62M6A-M6B Northern Natural Gas Co . 
1, 2 NuTone 

4 Olympic Slain Company 
59 Ozite Corporation 

173 Pacific Lumber Company 
162E6 Peachtree Doors 

50 Philip Carey Mfg. Co. , The 
162E5, M2. Pittsburgh Plate Glass 

N6 Industries 
164 Plan Hold Corp. 
136 Pomona Tile (Div. of American 

Olean) 
27, 28 Ponderosa Pine Woodwork 

55 Potlatch Forests, Inc. 
37 Price Pfister Brass Mfg. Co . 
44 Proctor Products Co. , Inc. 

44 Rain Jet Corporation 
172 Reading Body Works, Inc. 
140 Red Cedar Shingle & Handsplit 

Shake Bureau 
145 Reichold Chemicals, Inc. 

(Reinforced Plastics 
Division) 

162N3 Rowe Mfg. Co . 

158 Scheirich Co. , H . J . 
20. 21 Schlage Lock Co . 

62E3. N5 .Schumacher Company. F . E . 
177 Sloane Mfg. Division. R. & G . 
30 Smith & Loveless 

146 Speakman Company 
60 Standard Screw Co. (Moen 

Div. ) 
42 Stephenson & Company 

168 Swanson Manufacturing Co . 

88 Tappan Company 
167 Tarter. Webster & Johnson 
155 Tile Council of America. Inc. 
42 Timber Engineering Company 

170 United Cabinet Corp. 
3rd Cov. United States Gypsum Co. 

35 United States Plywood Corp. 

66 Waste King Universal (Norri; 
Industries. Inc.) 

57 Weiser Lock 
135 Weslock Company 

14, 15 Western Wood Moulding & 
Millwork Producers Assn. 

77 Western Wood Products 
Association 

24, 25 Weyerhaeuser Company 
129. 139 

162M4. N2 
154 Whirlpool Corporation 
43 Williams Products. Inc. 

131 Williamson Co . 
162N8 Wood Components Co . 

141 York Corporation 

ADVERTISING SALES STAFF 
A T L A N T A 30309 
Glenn P. MacNerland. 
1375 Peachtree St. N.E. 
(404) 892-2868 

B O S T O N 02116 
David Persson 
McGraw Hill BIdg.. 
607 Boylston St. 
(617) 262-1160 

C H I C A G O 60611 
John L . Filson: 
James R. Schaflcr; 
Ray W. Stoddard, 
645 N. Michigan Ave., 
(312) 664-5800 

C L E V E L A N D 44113 
Milton H. Hall, Jr. 
55 Public Square 
(216) 781-7000 

D A L L A S 75201 
Richard Poole, 
1800 Republic Natl. Bank Tower 
(214) 747-9721 
D E N V E R 80202 
Edward C . Weil I I I , 
1700 Broadway, 
(303) 255-5483 

D E T R O I T 48226 
Stuart G. McKcnzie 
2600 Penobscot BIdg. 
(313) 962-1793 

H O U S T O N 77002 
Kenneth G . George, 
2270 Humble BIdg. 
(713) 224-8381 

L O S A N G E L E S 90017 
Donald Hanson. 
1125 W. Sixth St., 
(213) 482-5450 
N E W Y O R K 10036 
Donald W. Thompson 
500 Fifth Ave., 
(212) 971-3686 
P H I L A D E L P H I A 19103 
Donald C. Stanley 
Six Penn Center Pla/a 
(215) 568-6161 
P O R T L A N D 97204 
Harry Abney, 
Mohawk BIdg., 
222 S.W. Morrison St.. 
Suite 218 
(503) 223-5118 

S A N F R A N C I S C O 94111 
Dwight Lowell, 
255 California St., 
(415) 362-4600 

A D V E R T I S I N G 
P R O D U C T I O N M A N A G E R 
Vito De Stefano 
McGraw Hill, Inc. 
330 West 42nd St. 
New York, N. Y . 10036 
(212) 971-3204 

W denotes Western edition 
M denotes Mid-Western edition 
N denotes North Central edition 
E denotes Eastern edition 
S denotes Southern edition 

SW denotes Southwest (Swing) 
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Set i t e 

Forget i t e 

This base is SHEETROCK* W/R, t l ie only gypsum wallboard that's water-
resistant all the way through—face paper, core, and back paper. Perfect 
base for plastic or ceramic t i le in bathrooms, kitchens, utility rooms—any 
room where moisture is a problem. Tiles properly set, stay set. Perfect for 
paint or wallpaper, too. Installs like regular wal lboard. Colored green like 
the money you'll save f rom fewer call-backs. Call your U.S.G. man today, 
or write to us at 101 South Wacker Drive, Dept.Hh-83Chicago,I l l inois 60606. 

U n i t e d S t a t e s G y p s u m 
•Reg, U.S. Pat. Ofl. 
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In t roducing a n e w line of . . . 

IMPEIPITES 
by EMERSON 

Quality-crafted fixtures for all decors 
. . . from Mediterranean to Mod 

Bright New Cfc-coraling Idfa^'stfi Lii^/^MBfiSON BLEgimC 

Write for "Br ight New Decorating Ideas With 
Light", our new IMPERIALITES Cata log . . . 96 
pages in full color, outlining choices of lighting 
selections and styles for all decors. 

I s M l s R S D M 

BUILDER PRODUCTS DIVISION . j 
9ircle #1 on R E A D E R S E R V I C E C A R D ST. L O U I S . M I S S O U R I 


