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Imaginative new flooring helps sell homes.

Caribbean inspired

Kingsion

vinyl asbestos tile by Azrock

V-652 Jamaica

Take a block of sea-shaped coral ...cut it into twelve-inch ~ marble, and deeply inlaid on a vinyl asbestos backing.
squares . . . and you have the look of Kingston, Azrock’s newest  Kingston is an exciting flooring adaptable to any room,
innovation in vinyl asbestos floor tile! It's styled with skill and  any decor. With feature strip, custom floor designs can easily

imagination that helps make your homes more salable . .. be created—straight from the carton! Available now in
made with large chips of translucent vinyl surrounded by  four tropical colors, 12" x12” size, 1/16” gauge. Kingston
smaller vinyl chips, each containing fine particles of actual — another customer-convincing floor idea from Azrock!

another fine floor by AL ROC5®

Nationally advertised in Better Homes & Gardens, House Beautiful, House and Garden and others.
For free samples, write Azrock Floor Products, 5268 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

Quality products
feature signs

Nulone

Direction arrows
with imprint space

:30 and :60 second
radio script

Newspaper ad
layout, repro art
and product mats

DIVISION
NEW DIMENSIONS IN BETTER LIVING
Madison and Red Bank Roads, Cincinnati, Ohio 45227

Tasteful metallic
NDH Medallion

NDH Builder regis-
tration Certificate

| SCOVILL |

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 want . ..
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 — FREE ! Colorful materials specifically designed to
help you "show and sell” from your model home.

Get all the facts on how you can join, promote and profit
with a “New Dimension Home™. ..

e T T R RS —

Contact your NuTone representative, or mail this coupon Today !

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

NAME

FIRM NAME
ADDRESS
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NuTone Better-Living product packages

to make your model a “New Dimension Home”
All famous brand name NuTone quality products are

available at special model home prices. !

Pick your saviFrJlgs when you pick yopur package. Youselect the products ﬂ’o) %ﬂﬁw‘
you need in the price range you want — then add up the savings. '("

Range Hoods for every size kitchen.

All tested and labeled for air delivery [ Exterior Mounted Fans.
your home even more attractive to Fold-In-Wall Recard Changer. Space and sones.* ‘ Range ventilation for the quiet
!;i;yms._ iy - kit 2 ) ;‘I.lwtm! convenience include it as house. For flat or pitched roofs

of your NuTone music-intercom — wood ar masonry walls.
stem. i

Built-in Food Cen-

ter. One built-in

power unit; seven

appliances home- g Y

makers want most. | New Decorator Door Chime. Glamour New Bathroom Blower Fans to

F E . . . in your choice of 5 leading “‘ac- fit every ventilation need. All

Heat-A-Ventlite for more comfor- ‘ cent' colors . . . Antique Red, White, rated in sones* and actual air
table bathrooms. Heat, ventilation Blue, Avocado and Walnut. Enhance the delivery,
and light as desir Instant sales g N entry with ‘“Masterpiece Series"’ *Most accurate measure of
appeal. e 5 lighted pushbuttons in Antique Brass. 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.

Get all the details, contact your NuTone N u I O NEe& scovit

representative today! Take advantage of
this special promotion offer.

DIVISION

Madison and Red Bank Roads, Cincinnati, Ohio 45227




EDITOR
Richard W. O'Neill

MANAGING EDITOR
John F. Goldsmith

SENIOR EDITORS
James P. Gallagher
Maxwell C. Huntoon Jr,
Edwin W. Rochon

H. Clarke Wells

ASSOCIATE EDITOR
Frank Lalli

ASSISTANT EDITORS
Gail B. Sclar

Peter D. Tomarken
Jenepher Walker

ART DEPARTMENT
Howard R. Berry, director
Andrew E. Hilson, associate
Annette LaRocca, assistant

EDITORIAL ASSISTANTS
Patricia Betz

Elizabeth K. McPherson
Grace P. Micciola

CONSULTING ECONOMIST

George A. Christie

McGRAW-HILL WORLD NEWS

Arthur Moore, director; Jules Abend,

domestic news editor, Domestic News Bureaus—
Atlanta: Frances Ridgway, chief; Robert Coram.
Chicago: Bruce Cross, chief;

Jim Rubenstein, news editor;

Terry Sharpe, Cleveland:

Arthur Zimmerman, chief. Dallas:

Marvin Reid, chief; Mary Lorraine Smith.

Detroit: James Wargo, chief;

Marianne Friedland. Houston: Robert Lee.

Los Angeles: Michael Murphy, chief;

Barbara Lamb. Pittsburgh: Lou Gomolak, chief.
San Francisco: Margaret Drossel,

chief; Jenness Keene, William Arnold.

Seattle: Ray Bloomberg, chief. Washington:
Charles Gardner, chief; Dan Moskowitz, James
Canan, news desk; John Nicholson.

PUBLISHER

Eugene E. Weyeneth

ASSOCIATE PUBLISHER

Blake Hughes

CIRCULATION MANAGER

Henry G. Hardwick

ADVERTISING SALES MANAGER
Richard H. Freeman

A% il
McGRAW-HILL M @ ABP
et gy

HOUSE & HOME May 1968, Vol. 33, No. 5. Published
maonthly by McGraw-Hill Inc. Founder: James H, McGraw
(1860-1948), Subscription rates for individuals: U.5. and
possessions and Canada, $6 per year; single copy, if avail-
able, $1; Latin America & Philippines, $20; elsewhere,
$25. Executive, Editorial, Circulation and Advertising
offices: McGraw-Hill Building, 330 West 42 Street, New
York, N.Y. 10036. Telephone: 971-3333. Second class
postage paid at Washington, D.C. and at additional mail-
ing offices. Published at 1500 Eckington Place, N.E.,
Washington, D.C. 20002. Title ® in US. Patent Office.
Copyright 1968 by McGraw-Hill Inc. All rights re-
served, The contents of this publication may not be re-
produced either in whole or in part without consent of
copyright owner. Officers of McGraw-Hill Publications:
Joseph H. Allen, president; Baynard E. Sawyer, executive
vice president; Robert F. Marshall, senior vice president-
operations, vice presidents: John R. Callaham, editerial:
John M. Holden, marketing; Paul F. Cowie, circula-
tion; Angelo R, Venezian, production; Jerome D. Luntz,
planning and development; Robert M. Wilhelmy, con-
troller. Corporation Officers: Shelton Fisher, president
G chief executive officer; John L, McGraw, chairman;
L.K. Goodrich, executive wvice president; Daniel F.
Crowley, Donald C. McGraw Jr.,, R.E. Slaughter, senior
vice presidents; lohn J, Cooke, vice president & secre-
tary; Gordon W. McKinley, vice president & treasurer,
Member: Audit Bureau of Circulations and American
Business Press. This issue of House & Home is published
in national and separate editions noted or allowed for
as follows: Western W1-W4; Eastern E1-E6B; Midwest
MI-M6B; North Central NI1-N8; Southern SA-SBB;
Swing SWI1-SW2. Postmaster: Please send form 3579 fto
Fulfillment Manager, House & Home, P.O. Box 430,
Hightstown, N.J. 08520,

MAY 1968

House & Home

A McGRAW-HILL PUBLICATION VOL. 33 NO. 5 MAY 1968
EDITORIAL
More low-income-housing solutions—and why they won't work 89

Add these to the list of fuzzy-minded theories: 1) the nonprofit syndrome, 2)
the rehabilitation cure-all and 3) landbanks—the planners’ utopia
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How to use color to make your models memorable 90
Top builders in Southern California—the country’s toughest market—are setting
a new standard of excitement in model-house presentation

For sale: a big builder’s townhouse success formula 104
Hallcraft Homes, with 3,000 condominium units under its belt, shows other
builders and developers how to do it—and provides the management tools

$18 million in odd-lot housing 109
A combination of autonomous branches and pay incentives has made Rutenberg
Homes one of the nation’s biggest and fastest-growing homebuilders
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An architect who specializes in redesign shows how typically messed-up facades
can be simplified to look better—and cost less in the bargain
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The nation gets a law opening housing to all of its citizens -]
Congress passes and the President signs a landmark civil-rights bill; it will bar
race discrimination in 80% of all houses and apartments by 1970

Ricemanship—or, FHA takes hard second loock at housing research 8
Promoter Ed Rice puts up magic-box buildings with lots of razzle-dazzle, but is
it low-cost housing? Are FHA's low-income experiments getting anywhere?

Those red-hot mobile-home stocks run into a caution light 12
The fastest-growing segment of housing has had things its own way so long
that it's hard to imagine a slowdown. But beware Truth-in-Lending
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Cover: Living room of a model house in Cypress, Calif. Builder: Larwin Co,
Architect: Barry Berkus. Interior Designer: C. Tony Pereira. Photo:
Julius Shulman. For story, see page 96.
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in project building . . . A look at what's new in apartment security systems . . .
Surprise: Union tradesmen needn’t fear most prefabrication . . . How building-
product manufacturers are faring in urban rehab.




M Costs less than paint.
Ol_y PI C Lasts longer than paint
Easier to apply than paint
STA'N Protects wood with P.M.O
Guaranteed not to crack, peel or blister.
66 Colors, solid or semi-transparent.
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NEWS

In atmosphere of crisis, open housing comes to the nation

As the country mourned the slain Martin
Luther King Jr. and racial violence flared
in 111 cities, the House passed a nation-
wide open housing law.

The law, which will affect 80% of the
country’s 65 million housing units, was
immediately signed by President Johnson,
who had urged passage 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 from the House gallery
after the vote and said: “It is a bright,
new day in American history. I think this
bill will 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 House 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 effort.

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
million in property damage).

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

Wide World Pheto
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ALERT 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
William Colmer (D., Miss.), an open
housing foe, “the Administration didn’t
have the votes to get that bill out of com-
mittee.”

But on April 9, the day Dr. King was
buried in Atlanta, the House 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 lim-
ited and no amendments were allowed.

The hero of the hour for bill supporters
was normally conservative John B. Ander-
son (R., IIL.) who cast the swing vote in
committee. Said Anderson, whose own
constituents opposed the bill by 2 to 1:

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

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

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

The law will not dramatically affect the
housing industry for eight months.

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

Cautious NAHB. Although ~aHB did
not officially endorse the bill, insiders re-
ported that “a growing number of local
associations were urging NAHB support.”

Historically, NaHB has shied from such
legislation for what it considered a sound
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, will be helped
“in no small part by the educational efforts
of our 40,000 NAHE members.”

Even more caution. In 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: “It would
be cruel and dangerous to raise expecta-
tions of [ghetto dwellers] to believe that
the new legislation will have any imme-
diate impact on housing conditions or re-
strictive housing market practices.”

According to an NcpH 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 Martin 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 full-
page advertisements in five big-city news-
papers, including The New York Times.

The ad described the Levitt decision
as the company’s “tribute to Dr. King.”
And in a press release issued that day,
William 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—Ilarge and small alike—to do

MAY 1968

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 praised 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—
“It was a cheap publicity trick. The new
law will 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, “If 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:

“William J. Levitt has set an example
that every homebuilder and real estate
man should be proud to follow.”

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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Low-cost lighting has always been an easy way to
economize in budget or multi-family housing. These
new Starlight designs make it easier than ever, and
with a touch of luxury that’s sure to appeal to your
homebuyer prospects.

Starlight is your best way to combine tasteful light-
ing with low prices. Your local Thomas distributor
will show you how to make the most of Starlight’s

practical touch of luxury. Look for the sign of the
lighting center lantern in your area. Or write us for
more information and a free brochure. Residential
Lighting Division, Thomas Industries Inc., 207 East
Broadway, Louisville, Kentucky 40202

THOMAS

INDUSTRIES
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All prices shown are suggested retail. (Prices slightly higher Denver and West.)
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NEws

Continued from 2.5

fident Smile ang Promises of Cost bregk.
throughs the Persuasjye Promoter ha¢ won
governmen; f {

hur’ldr‘ng and rehap Systems featuring p;e
factory-hur'!t boxes
facing page).

$2 million jp 2overnment money, have pro-
pelled the 42-year-olq Rice ang his Con-
rad Engineers of Vanp Nuys, Calif., “to
the forefrong of the 8overnmeny’ housing
expcrimcnta!iun"ias One employee puts
it.

But some high-runking officials zre be-
ginning ¢, Teassess Rice'’s accomplish.
ments. Ang by impljcan’on. they haye
Posed thjg importang question: Has gov-
€rnment research gotten anywhere a¢ all
with low-cost housing'.’

As  his Critics see it,
Rice’s Systems haye 4 serious flay. None
of his low-cost boxes, Whether for houses
On the prajrie OT apartments in the city,
has Produced low-cost shelter (box, facing
page),

Unti] recently, officialg at the Housing
and Urbap DeveIopment Dept, betrayeq
no alarm, Says one- “Let’s f
ing Secrerary,' Robert Weaver doesn't give
a damnp about costs,”

And though Rice pag not built Jow.
cost housing, he has built Up Hup'g image,
With im::ginznrivc ideas ang bold prom,.
ises, he has Created the impression that
HUD g getting things done jn the low-cost
field

But now. with Presiden; Johnsop de-
Manding thyy HUD tripje n'ow-r'ncmw hous-
ing Productign this year. the agency hag

8

split into twg Warring Camps. The prevail-
ing camp wijj decide the future of Rice’s
boxes,

New Pragmatism,, Older hureaucrats
like mupg James R. Simpson—_, Ricebox
ch::mpion—-brr'srle under Questioning about

ice’s AcComplishments. Simpson, who
will help distribute $10 million in research
is fisca] Year, insiges there cap be
no failures jp houxing research,

“Every housing €Xperiment jg , Success,”
Says Simpson who is HUD's huilding tech-
director, i
the system works or that another system
IS needed.

Younger men like Charjeg A. Dieman—
he directs the Federy] Housing Admin-

Istration’s own reseurch-—rakc 4 more
Pragmatic stand

aVs Dieman

“Mr, Rice must demonstrare much

lower Costs if he wants to do any more
businesg with me, Op his Jast Project [a
sr'x-smry apartment jn Richmond. Calif ],
he firs Promised tq build at $1¢ a sq. ft,
But when We processed the apartment’s
Mmortgage insurance, he wag up to $15.

CONCRET|

E a PAHTMENT.
Rice’s T i

by Ed
Lin & Assoc,, buckled in Alasky
quake, Nearb_v house Survived, T, inspect failure

engineered

FHA sent an engineer—7 Y. Lin & Assoc,

Now we learn he js buifding at $24,
isn’t low-cost housing.
his bur'.ldr'ng \ 1
called L'm'mem. Tuns counter ¢, our effortg
to develop simple technology that builg.
€TS around the country cap copy.”
Strange story of Uniment. The curi.
OUs evolution of Uniment indicateg how
Rice hag brough his boxeg into the public
€¥e and hig Pipeline into the Public tregq.
ury,
The Uniment tale fearyres an unusyg]
1 J hinese jp.

and Cooperative houxing officials) and g
new hurlding Cement thyy €Xperimenters

a year ago, he is not a licenseq engineer,
) the former college
lecturey has woven himself into 3 String of
interrelateq Companjes, including his own
ten-man Conrag Engineers and congyjt.
ing €ngineers T Y. Lin & Assoc,

At the center of the Uniment tale ijs
Chem tress, i

boxes can

With the Cement, which Stresses jtself by
¢Xpanding a5 dries. Sych boxes can be
ransporteq jnexpensivelv in wide Mmarkets,
€ Concept g fine. By EXperimenters

5ays, “None of Us have eyer discussed
Commercja] applicationg, SeIf—stressing ce-




ment is still a laboratory curiosity.” And
an Acl past president, Clyde Kesler, says
Chem Stress (which has no Ast™m perfor-
mance criteria or commercial standards)
is “at least five years from general use.”

FrHA's Dieman concedes: “No one at
FHA challenged the cement.” But HUD's
Simpson—who mistakenly claims self-
stressing cement “has proved quite effec-
tive for highways”—says the cement is
ready for its first commercial application:
“My 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 from 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 (photo, left).

After inspecting the prowtype, FHA
agreed to insure $6,000 mortgages ($8 a
sq. ft.) 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
houses would have to be built to amor-
tize $1 million 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 from 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. (ss1), 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. ft. Dieman, who approved the mort-
gage, says, “Simpson pushed hard for it.”
Dieman did refuse to award ss1 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 will 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.

MAY 1968

| Instant rehab—the idea that created an
| instant reputation for Edward K. Rice
and his Conrad Engineers—is now un-
der fire from some powerful HUD 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 from 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 federally fi-

The New York Times

REHAB BOX is hoisted through the roof.

Instant rehab: Doubts haunt Ed Rice’s masterbox

nanced effort ($597,300 in mortgage ‘
insurance and a $1.2 million research
grant), \

Fed by hourly press releases from 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 Hup 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
HUD 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 1PA source: “Some HUD officials
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
pa “draft.” He promises to release a
“finished report” within a month. |

Rival HUD 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 HUD 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 from Habitat’s $100 a sq. ft. to $15.

Safdie proposed a Uniment-Habitat for
Washington, D.C.s in-city community
(H&H, OcT. '67). At first District 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
will 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 million). The
winner will evaluate new building tech-
nology for two years.

Does Ed Rice have a chance for this
contract?

Ask Jim Simpson. It will be partly his
decision. —FRANK LALLI

*Rice holds at least 10% of ssr’s shares. His
Conrad Engineers holds ssr's design and con-
struction contracts for the Richmond apartment.
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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. ft. and it will sell for $50,000
when completed in June.

The tyro building craftsmen attend Glen-
brook North and Glenbrook South High
Schools, where they take courses leading
into architecture, engineering and the build-
ing trades.

Chicago high-school students build a builder’s $50,000 model

Their project began last September when
Harry Schwaegerman, a North High in-
structor, and builder William 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.

® Offer practical experience to students
interested in the building trades.

Kennedy furnished a site in his Char-
lemagne development in suburban North-
brook, along with materials and plans.

“The profit from this year's house will
be used to finance another next semester,”
says Kennedy. —Terry Sharpe

McGraw-Hill World News, Chicago.

Inflation is taking house costs up, up—and away

The cost of the average house rose 10% in
1967, the sharpest increase 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% .

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

President Irving 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. “There 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.
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“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 33
Cleveland 3.1 3.0
Detroit 2. 2.0
Houston 4.7 5.5
Los Angeles 3.6 5.1
Orange County, Calif, 3.1 54
Pittsburgh b 2.6
San Fran.-Oakland 2.2 20
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, After starts touched a postwar low
of 850,000 in October 1966, they bounced
back to an annual rate of 1.58 million 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,

HOUSE & HOME
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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.

KENTILERF|LO|ORIS

Brooklyn, N.Y. 11215
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For the red-hot mobile-home stocks, an amber caution light

Mobile-home stocks are giving the most
exuberant performance of any issues in
housing—just when legislative develop-
ments are raising mew questions (below)
about the future of this fastest growing
segment of the shelter industry.

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

House & Homg’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 2% times their
lows after excellent gains. The mobiles
were at 4% times their lows.

Top results. The mobiles are closely
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
from $1.24 billion in 1966 and $518 mil-
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 opposed to yester-
day’s eight-footers). Builder John Long
(H&H, 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. ft., and it sells
at $18,000 to $20,000.

Eight major companies do 40% of the
industry’s dollar volume, and reports from
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 million in 1967 (April).
Nine-month sales to Jan. 31 up 50% and
profit more than doubled, to 93¢ a share,
from 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 from 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 million, up 46%,
and share earnings of $2.12, up from 91¢
in same '67 period. $2.5 million expansion
program begun last year will expand the
present four plants and add five. Says

* Examples: Insiders own 63% of Champion
Home Builders, 62% of Guerdon Industries,
56% of Redman Industries.
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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 &
HoMmE's April 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 Vicks-
burg, Miss. (NEws, Dec. '67).

And Ritz-Craft Corp. has led the indus-
try in a public-housing breakthrough in
Chicago. It has sold the city 30 mobiles as
interim housing for families displaced by
144 apartments that are going into re-
habilitation (H&H, Apr.). 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 from Chicago’s
bureau of sewers hazards an educated guess
that the mobiles will be on their present
site a year and a half from now. By that
time the mobile industry will have had a
chance to demonstrate its ability to shelter
rehab or renewal refugees.

The interim technique has already
spread. Atlanta will 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 from 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 $4.900 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 will 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 will 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.}

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 Assn.. mobile-
home financing has virtually halted.

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

NEWS continued on p. 16
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No self-réspecting homeowner would
daré be caught in anything less than...”

%iq@tessa*

THE ULTIMATE FOR SHOWER BATHING FROM FIAT

pART (0 0n

And you'll agreel For the first time, decorated FORMICA*
brand laminate wall panels combine with compatible color
MOLDED-STONE* floors to create an exciting shower ensemble

flattering to you. ..enhancing to your bathroom. Exceeding Cutaway photograph shows the rugged A water tight triple barrier wall connec-
even its great beauty is the ease and economy of TRINTESSA* T e e
installation. Unique joint system provides a lifetime, leakproof it femiges. Koyt i i ool i
unit that installs dry—that is without water, mortar or muss. Pk it et T
EXCCPtiOHJlH}' suited to remodeling. o-o}----,-i L T Y T R RN R Y
: b _ . _ PRODUCTS DEPARTMENT
This new, exciting shower concept combines a one-piece, N Y Plainview, L.1., New York 11803
stainproof floor with smooth surfaced walls that make Please send descriptive literature about Trintessa.
hard-to-clean grout joints a thing of the past. Crowning its other
advantages is the sparkling, tempered glass enclosure that does NAME
away with metal edge moldings. Just mail coupon today
for colorful, explanatory brochure. iy
CITY STATE ziP

*TRADEMARKS OF —_cvavamis —>BUILDING PRODUCTS
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Then watch
your homes sell.

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

Even if you use more than
108 feet, adding eye appeal with
moulding 1s simple, inexpensive, and
extremely profitable. In fact, we've

|
|

\

VoS o]
been told by builders themselves | A |
that mouldings put more sell per |~ =
dollar into their homes than any e — |
other single item. Check these ideas, | Civ —
then picture how you can transform  swe Zip___ |

any ordinary home into a faster
selling showpiece . . . with just a
little moulding. i |
Get a free supply of great 5
ideas on how to use mouldings to sell \
your homes faster.
Just fill out this coupon and
mail it immediately to Western Wood
Moulding & Millwork Producers Inc.,

P. O. Box 25278, Portland, Oregon 97225.

| WESTERN W0OD :
| MOULDING AND MILLWORK |
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continued from p. 12

A new company offers equity money to homebuilders

Leberman
b
L =i

Eight major companies have just invested
$8 million in a corporation that will try
to increase housing starts by providing
builders with 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, will contain 130 single-family
houses priced at $38,000 to $48,000. The
financing company will provide equity of
approximately $150,000.

Equity capital is the money a home-
builder must have in hand before he can
get a loan from a financial institution, For
example, a builder seeking a $1 million
loan might be required first to raise $150,-
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, Lufkin & Jenrette, the New
York investment bankers who organized
the venture, says the eight companies had
two reasons for participating:

MEDEARIS SMITH

The seven other investors, besides DL&J,
are Property Research Corp., a Los An-
geles land developer; cNa 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, Ariz. 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

nearly 1,200 loans totaling $32.5 million;
it will 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. It
has just added the Bank of America as a
participating investor along with Metro-
politan Life 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%: the day
after President Max Karl announced the
quarterly figures.

Karl also disclosed that Mcic will form
a holding company, McIic Investment

“There is a need for more equity financ- provide.* Home Capital has generated Corp., to control MGIC and two other oper-
ing for small and medium builders to meet _ ating companies, MGIC of Australia and
the needs for housing construction in the * The system is called piggy-back lending. Commercial Loan Insurance Corp., a sub-

Canada’s Central Covenants Ltd, formed un-

next several years, and this is also a good
investment with good profit potential.”

der auspices of Aluminium Ltd., has made 7,000
such loans since 1964,

HOUSE & HOME's stock index
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sidiary formed recently to write commer-
cial mortgage and lease guarantee policies.
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Same MosaicTile,
three different
bathrooms.

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.

A DIVISION OF THE MARMON GROUP. INC

39 South LaSalle Street, Chicago, lllinois 60603,
In western states:

909 Railroad Street, Corona, California 91720.

Circle 36 on Reader Service card 17
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Fanny May’s free-market auction will o

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 will 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 FNMA set prices and
the market set the volume by its mortgage
offerings.

The first auction will offer $40 million.

Operating details. The market will
operate under rules set forth in HOUSE &
Home in February, except for final details
that had not then been arranged: %A% 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 must pay another
15 % for an initial subscription to FNMA
stock and an additional 2% if he delivers
his mortgage to the agency.

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

Sellers will offer mortgages in multiples
of $1,000 on FNMA’s Form 425. Bidders in
actual competition must offer packages
from $10,000 up to $750,000 if $60 mil-
lion is available for purchases, or up to
$500,000 if less than $60 million 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 will be held to
maximum offers of $50,000.

Bids will be offered in decimals rather
than the fractions traditional to the second-
ary market: 92.25 or 92.38 instead of 92%4
or 9234 . 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 from 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 will adhere to its original
decision against splitting its market into
regional operations.

A price ceiling. Fanny May has dis-
closed, almost inadvertently, that it will
establish a ceiling on the prices it will 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-
battan Bank.

Former broker Max Pringle asked the
FNMA panel of five: “Will you fix a maxi-
mum price that can’t be exceeded?”

President Ray Lapin conceded that FNMA
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CANADA MORTGAGE RATE TO 9% %

The interest ceiling on government-insured
mortgages rose to 9% % April 1 under the
formula that sets the rate 2% % above Can-
ada’s government bond yields. And the gov-
ernment is now committed to free the mort-
gage rate entirely in the next three months.
Paradoxically, bond yields have turned down
(on Vietnam peace prospects) since their rise
triggered the increase in the mortgage rate.

would, and he explained:

“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, for example. We face fi-
nancial squeezes, just as you do.”

So the FNMA auction is not, as Walter
Russell of the big New York brokerage of
Huntoon-Paige was quick to point out to

pen on May 6

the assembled mortgage men, a fully free
market. It is instead a controlled market.
Russell suggested that FNMA make the ceil-
ing public.

Fanny May will not announce the ceil-
ing. It will 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 it
and the lower the bid prices.

Pringle advisory service
will move to West Coast

J. Maxwell Pringle, one of the pioneer
FHA 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., in mid-June.

Pringle’s Mortgage Marker Analysis,
widely recognized as one of the most
authoritative newsletters on mortgage de-
velopments, was published independently
from April 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’ MORTGAGE MARKET QUOTATIONS

Reported to HOUSE & HOME in week ending April 19.

FHA Sec. 203b— FHA Conventional Loan Rates |Construction
Discount paid by builder 221d3&4 | Comm. Savings Savings Loan Rates
Min.-Down® 30-year immed.* Apts., banks, banks, banks,
FNMAxy Private mkt. Discount | Ins. Cos.  S&Ls S&Ls Interest-fees
City 6% 6% Trend 6% 5% 80% Over 80% All lenders
Atlanta 8 8 Up2 a T%-1% -1% % 1% A1-2
Boston 7 4 Steady 5-6 6% -TY% 7-T% T-T% 6% -741-1%
Chicago A 7-8 Upl (i 6% 6% ~6% 6% +2% | 7%
Cleveland % 6-7 Steady 6 6Y-7 6 -6% 6% +1 T4-1-2
Dallas 8 7-8 Upl 56% |7 7 6% +2-7-1) 7
Denver 8 6-6% Up 1-1% a 6% 6% -7 1-T% 7-41-1%
Detroit % 6%2-7 Up 1% 6-8 6% -7 6% -7 7+41-2 741-2
Honalulu 8 7% -8% Up 1'% a 7-1% 1-1% a M-1%+1-3
Houston [} 7-8 Up 2 a 6% -7 6%~/ T-T% | 1+1%
Los Angeles ] 1'% Up1l a 6%-1% 6% -T% TyW-1% 6% -T%+1%-2%
Miami 8 8-8% Up 2% a T-1%® 6% -7 T-1% T-1%
Minn.-St. Paul 14 57 Up 1% 5 6%~1% 6% -7 743 1% +1-1%
Newark 7 5% -6 Up % 7-8 6+1 642 642 TV +1-2
New York 7 4 Up ¥ 8b 643 6-+3 643 642
Okla. City 8 6-8 Up % a 6% +1 6% +1 6% +1-2 | 7412
Philadelphia 7 7 Up2 a i) 7 0 7-41%-3
San Fran. 8 1 Up 1% 6%-6% | 6% 7 T+1% | 6%-1Y-+1%-2
St. Louis 8 6-8 Steady a 6% -7 %-T+1  T41-2 1-1% +1-2
Seattle 8 1-1% Up 1% a 7-1% 1-1% T-T% W-1%
Wash,, D. C. | % 8 Up1 a 7 T-1% B '7+2

* |mmediate covers loans for delivery up to three months, future
covers loans for delivery in three to twelve months,

+ Quotations refer to prices in metropolitan areas, discounts may
run slightly higher in surrounding towns or rural zones.

+ Quotations refer to houses of typical average local quality.

* 39 down on first $15,000; 10%; of next $5,000; 207 of balance.

Footnotes; a—no activity. b—limited activity. c—Net yield to
investor of 69% mortgage plus extra fees. w—for comparable VA
loans also, x—FNMA pays % point more for loans with 10%.
y—discounts quoted are net after seller pays % %, marketing fee
and % % adjustment for stock purchase. Seller must pay 17 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 Tharge. pres., Tharpe & Brooks Inc.;
Boston, Robert Morgan, pres., Boston 5¢ Savings Bank; Chicago,
Robert H. Pease, pres., f)rcpar & Kramer Inc., and Robert H. Wilson,

pres., Percy Wilson Mortzagu & Finance Corp,; Cleveland, David E
0'Neill, vice pres., Jay F. Zook, Inc.; Dallas, M. J. Greens, 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, Everetl Mattson, pres., T. J. Bettes
Co.; Los Angeles, Christian M. Gebhardt, vice pres., Calwell 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 corg.; 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 | nvestment 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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Even if
you don’t need
creative financing,
call on Kardon.

We’re good at ordinary mortgages, too.

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.

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

MURPHREE MORTGAGE COMPANY PEOPLES BOND & MORTGAGE CO. PITTSBURGH MORTGAGE CORPORATION
226 Third Avenue N, Nashville, Tenn. 37201 1426 Walnut St., Philadelphia, Pa. 19102 210 Grant St., Pittsburgh, Pa. 15219
Chattanooga, Tenn. Harrisburg, Pa. Erie, Pa.
Huntsville, Ala. Lancaster-Reading, Pa. Youngstown, Ohio
Paoli, Pa.

Willow Grove, Pa.
Wilmington, Del.
Washington, D.C.
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SCHLAGE HELPS YOU ANSWER —

What people desperately want today...

SECURITY—that's what people are anxious
about. In their homes...in 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 perfecting our original and
unigue lock design.

We've developed finer quality materials and
systems of manufacture: Special strip steels
rolled to precise specifications...the closest
tolerances in the industry...and kept our whole
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 example, the new SCHLAGE
DOUBLE SECURITY ENTRANCE LOCK. As
described at right, this is real security!

Security underlies many Schlage 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 little more.
But since there is little upkeep or maintenance
cost, they soon pay for themselves.

SCHLAGE

LOCK COMPANY
SAN FRANCISCO - VANCOUVER B.C.
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The new SCHLAGE DOUE
ITY ENTRANCE LOCK. It

has a rec d 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 ki This lock
resists being jimmi sawed, pried,
punctured or drilled!
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Mortgaging’'s wheeler-dealer Jerry Hoffman hits a roadblock

Jerome D. Hoffman burst upon the fi-
nancial scene during the tight-money
crisis of 1966 with an incredible 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 million 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 cBs 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 Hilton 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 ™MC mailings recounted a dizzying
succession of successes—Hoffman was
forming a mortgage guaranty insurance
group, he was organizing 100 pension
funds to buy $3 million in mortgages
apiece—but the feats seemed never to
move onto his balance sheet.

For all its grand plans, tMc had set up
with a To&E of two: Jerry and a part-time
secretary. In 1965 they were still strug-
gling along with a tiny 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.
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NEW YORK's HOFFMAN
“Financing isn't as mysterious as some think"

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. T

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 from 630
individuals or businesses in 42 states and
five Canadian provinces. They asked for
$1.1 billion.

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

% 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. s&L,
B'klyn; Eugene S. Cox, mortgage loan mgr.,
Pacific Mutual Life; Carl Davis, v.p., First Nat.
Bank, Seattle; John Foulkes, mortgage officer,
Seamen's Bank for Savings, NYC: Walter M.
Harvey, v.p., Equitable Life; O.J. Helburn, exec.
v.p., Eagle Insurance Co.; Hugh M. Henry,
mortgage loan manager for 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 1. Robinson,
v.p., West. & South. Life; Wayne Sudderth, re-
LlOI'I«.!.I supervisor, Jefferson Standard Life, and
Marvin W. Wynne, associate mortgage loan man-
ager, Jefferson Standard.

made a feasibility study, for which Hofi-
man charged $2,500 to $25,000. All 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 million. Hoffman 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 promised in conference with
Hoffman. And on the requests for $1.1
billion, 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 sic
and U.S. Attorney Robert Morgenthau.
Justice Arthur Markewich signed the per-
manent injunction forever barring Hoff-
man and his three defendant companies
(mMc, Criterion and Institutional Monetary
Trust) from selling securities in New York
State. Hoffman himself has applied to
withdraw an application to register the
issue with the sec, but the agency must
approve. It has not done so.

What went wrong? The mortgage
community draws two lessons from 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. It
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 familiarity 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 him.

“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. After half
an hour we left—with the check.”

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

NEWS continued on p. 30
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NEW DAP FASTENER

4 ways it can bring new cost savings to you!
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It's DAP Panel and Drywall Adhesive—the faster fastener. Prevents wavy walls caused by out-of-line studs — auto
Installs drywall and pre-finished panels up to 50 faster. matically bridges gaps up to %s”. Gives a neater, tighter fit
Eliminates hammer damage, countersinking, nail pop. Actually becomes stronger with age.

Completes furring strip installation faster, safer. No steel Cuts nailing time on sub-flooring jobs. Gives you a solid,
fasteners to ricochet. No chipping to weaken blocks. Water- squeak-free unitized floor. Deadens sound transmission.
proof — assures a solid, permanent bond. 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

DAP Inc.,General Offices
Dayton, Ohio 45401

sussipiary oF Plough. Inc.

/
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How many painters do you know who’ll
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(ANEmM. .. Wweyernaeuser wiil.)

guarantee 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 like 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.
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Weyerhaeuser® Primed Exterior Products
5-YEAR PERFORMANCE GUARANTEE

Weyerhae
Siding




Look what’s new for homes (and
LennOX pUtS <)thé2~0b1:ﬁg1?;gsiL\\ e

A single-package heating, cooling,

the comfort F o et el
L) L ]
inside...

Or on the roof.
There’s no flame indoors.
No chimney needed. Nor inside space.
— You gain sales appeal.
and the Total Comfort, Fresh, Living Air}
warmed or cooled to fit the season.
e i t Humidified—or wrung dry of
q I Circulated continuously.
t ‘d It's a fully weatherproof system,
Ou Sl e with insulated cabinet and electric
The unit can—in its larger commercial
capacities—offer 100% ventilation with
outside air. And cool free when that
Available for homes in sizes as
small as 2 tons cooling and 80,000
Btuh heating. Commercial sizes
Btuh heating.
Electric cooling. Gas or oil heating.
The system is completely factory
controls. Finest quality...and a single
source of responsibility.
It’s an ideal single-zone system for
offices, and other buildings.
For details, see Sweet’s—or write
Lennox Industries Inc., 384 S. 12th Ave.,

The only thing brought inside is
dampness. Cleaned electronically.
ignition system.
air falls below 57°F.
range up to 22 tons cooling, 500,000
assembled, wired and tested, including
homes, apartments, schools, churches,
Marshalltown, lowa 50158.

LENNOX

AIR CONDITIONING * HEATING
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Something-for-everybody package
clicks in D. C. townhouse society

Capital idea: D. C. developer uses V4" urethane
foam insulation to pare costs; boost comfort,
floor-space and profit in townhouse units.

Town Square Townhouses, a creation
of architects Macomber & Peter, mas-
ters of the 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, Biiton 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 $71144.

MAY 1968

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 ¥” 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 for the space
savings it offers. Most home-buyers
don’t care what insulation is used, but
we publicize urethane as a key selling

Circle 42 on Reader Service card

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 | 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

L.
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“Dxigest” and “Addigest's treat-

1 10000 population 'Sﬂf“'m o gt p e
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Main Plant: Lenexa, Kansas 66215 (Near Kansas City, Mo.) Dept. 70

Manufactured by Smith & Loveless and its licensees at = QOakville,

Ontario = Osaka, Japan « Denbighshire, England
Brussels, Belgium e Helsinki,

Finland
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Heavy debt perils Lytton Financial;
Bart Lytton sells 13% of S&L fnrm

Lytton Financial Corp., one of
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, it “presently
does not have the funds available
to 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&L subsidiaries: Lytton S&L
in Los Angeles and Lytton s&L of
Northern California in Palo
Alto. Yet Lytton has admitted
that the sale of one of the two
s&lLs to satisfy 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 $1.6 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% of 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

LYTTON FINANCIAL's LYTTON
“If'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 disclose 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 (NYSE), 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 Co. of Cali-
fornia has chosen Kent L. Colwell
as president to succeed Harland
G. Keller, who is retiring.

Colwell 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
(NEws, 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 house in the

BANKERS MORTGAGE'S COLWELL
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-clean
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 installs with just 4
Screws,

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

help your prospects clean up...

MAY 1968
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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

FRIGIDAIRE

MARK OF [NCELLENCT

Model RBE-539N
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New Andersen Perma-Shield
value of wood plus a rigid vinyl

New Andersen



Windows offer the insulating
shield that needs no painting.

(No wonder you're 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 it,

and we’re pleased that Perma-Shield windows
are being specified for some of the best new

. | fhe - Washington Club Inn, Virginia Beach, Virginia, features 40, 8-foot
commermal bUIldm‘gS and resutlences. Andersen Perma-Shield Gliding Doors. Guests get a sweeping view of

the ocean through snuggly weathertight gliding doors. No problems
... even under the most severe salt-air conditions.

Wide range Of st YlES and Sizes. Architect: Evan J. McCorkle, Virginia Beach, Va.

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 information check Sweets file.
Or mail the coupon below for literature or a
Perma-Shield Demonstration in your office.

Emma Norton Methodist Girls’ Residence, St. Paul. Difficult elevation
could make window maintenance a nightmare, but there's little or no
maintenance with Perma-Shield. They've been performance proved on
thousands of residential and commercial jobs like this one—exposed
to every climate over the last 9 years,

Architect: Progressive Design Associates, St. Paul, Minn.

~ Andersen Corporation i
Bayport, Minnesota 55003 i

("] Please send complete Perma-Shield Literature. i

[ I'd like a Perma-Shield Demonstration in my office.
Please have an Andersen Distributor call me for an 'i;c
i

appointment.

Name

Firm - °

Address

T —

Low maintenance home, Long Lake, Minn. The Perma-Shield Windows
in this home won't need painting, or storm windows, and they won't
pit or corrode like metal. They combine the insulating value of wood
and the maintenance savings of a rigid vinyl shield.

Architect: George F. Panuska, Virgin Islands.

City State Zip

Andersen \Vindowalls |

Window Beauty is Andersen

€ R

HH-58

Perma-Shield Windows
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LODKING FIIH &
WRITEPRINTTER . . .

THAT COSTS FAR LESS TO BUY
AND EVEN LESS TO MAINTAIN
AND CAN DUPLICATE UP-TO 400 “D™
SIZE PRINTS AN HOUR

AT A MATERIAL COST OF 1¢ PER
SQUARE FOOT

WITH FULL 42” CAPACITY

AND PRINTING SPEED UP-TO 21 FEET
PER MINUTE

REQUIRING NO SPECIAL VENTING,
WIRING OR PLUMBING

AND IS TECHNOLOGICALLY THE MOST
ADVANCED WHITEPRINTER EVER MADE

YIIII RE LOOKING FOR
MY Feo° 8249 !

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

Diazit®” Company Inc.
Route U.S. 1, Youngsville, North /

* A% F AN

Better showers are buift w:th a waterproof COMPO
foundation.

Where ceramic tile is to be a feature of the bath, the
economy of COMPOTITE results in a desirable, fully-tiled
shower area at no more cost than that of a tub or
open-base receptor.

COMPOTITE's waterproof, corrosion-proof, asphaltic
membrane seals shower moisture away from vulnerable
areas more economically than any other shower pan
material. Send for your brochure today.

Compotite

Shower Pan

P. 0. Box 26186,
Los Angeles, California 90026

(213) 483-4444

Circle 46 on Reader Service card
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Kennedy offers a slum-housing plan,
attacks the President’s as defective

Sen. Robert Kennedy (D., N.Y.)
announced a new slum-housing
proposal and gave HUD 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
attacked 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
equity 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

Wide World Phota

NEW YORK'S KENNEDY
Offers a profit incentive

Administration’s slum-housing bill
(NeEws, April):

« 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 Hill 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 NAMSB'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 I8 states in
which 1hey are permllted The
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 (stery above),
has been appointed a vice presi-
dent in the New York offices of
Booke & Co., a financial and in-

SAVINGS BANKERS' HILL
Taking a step upward

banks’ combined assets approxi-
mate $68 billion.

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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There's something new for the outside of
your houses that you don't have to paint.
It’s called wood.

Not just run-of-the-mill wood. reasons after you've put it up.
PFL® Siding from U.S. Plywood. Being wood, it naturally won’t rust or cor-
It comes with a thin plastic coating that’s rode in any weather.

bonded to it by heat and pressure. Being hard, it's very tough to dent.

Thin. But tough. Which is more than you can say for some
In an attractive range of colors. of those other new siding materials you may
So you don't have to paint it when you put  have heard about.

it up. See your building supply dealer and ask
And 1t's highly resistant to cracking, crazing, for U.S. Plywood PFL Siding.

chipping, peeling, flaking and blistering. So If he doesn’t have it, call us.

it shouldn’t need painting for any of those Collect.

Circle 47 on Reader Service card
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What every
over-confident

builder
should know about

Am=-Finn

If you're already offering 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.

Am-FinLn/‘(}/lmd

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

Name oo e

Company. e

e

City Shete - Tin |
______________________________ ;4_
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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-

Current 1968

Name of Principal Projection

City of SMSA for SMSA
Abilene, Tex...... i 41
Akron, Ohio. . . ........ 3,044
Albany, @a............. 7le
Albuquerque, N.M.. . . . 1,168
Allentown, Pa.. ......... 1,989
Altoona, Pa.. . 138

Amarillo, Tex... .. 353
Ann Arbor, Mich. ; s 1,337
Ashoville, NC.. .......0iovivnn 242
Atlanta, Ga....... . : 16,574
Atlantic City, N.J.. i 1,250
Avgusta, Ga.. ... ... 1,824
Auvstin, Tex............. 2327
Bakersfleld, Calif,, 1,431
Baltimore, Md.. ... i 8,173
Baton Rouge, La.. .. ... 3,219
Bay City, Mich. = 2 424
Beaumont, Tex.................. 940
Binghamton, N.Y.. . . . ... . ... .. 813
Birmingham, Ala..... . ....... 3,360
Boston, Mass.. ... .. ... 5,288
Bridgeport, Conn. . 2 vl 1,760
Brockton, Mass.,............... 1,187
Brownsville, Tex.. . .. . . . 255
Buffalo, N.Y.. R A 3,610
Canton, Ohio.................. 1,618
Cedar Rapids, lowa. . .. ......... 1,155
Champaign, lll.. .. ............. a8l
Charleston, $.C.................. 1,640
Charleston, W. Va. .. ... ... .. 213
Charlotte, N.C.,............ 4,288
Chattancega, Tenn, ... ... .. 1,437
CNeame M. L e 24,706
Cincionati, Ohio . .............. 4,858
Cleveland, Ohio. ............... 8,884
Coloradoe Springs, Colo. 3,492
Columbia, §,C.. ... ... 160
Columbus, Ga.. .. .. 1,362
Columbus, Ohio. .. ............ 8,491
Corpus Christi, Tex.. . ....... .. .. 1,643
Dalles, Tex.. ... ... 12,823
Davenport, lowa. ............... 2,337
Dayton, Ohio. . ... 5,318
Decatur, lIl. . . 620
Denver, Colo,. . . ... ....... 7 8,879
Des Moines, lowa...... ... .. ... 2,427
Detroit, Mich.. ... 24,638
Dubugque, lowa. 156
Duluth, Minn. . . . .. 234
Durham, N.C...... 1,533
El Paso, Tex............. 2,140
Erie, Pa.. . 639
Eugene, Ore............ ...... 1,894
Evansville, Ind.................. 1,043
Fall River, Mass.. .. 393
Fitchburg, Mass. . . . 362
L AT R R A S R 3,254
Ft. Lauderdale, Fla...... . . 8,083
Fort Smith, Ark..... 469
Fort Wayne, Ind.. . . 490
Ft, Worth, Tex... .. 7,188
Fresno, Calif... 3 2,072
Gadsden, Ala.... ... 242
Galveston, Tex... .. 549
Gary, Ind.. .. .. Ay 3,989
Grand Rapids, Mich. . 3,024
Green Bay, Wis, . . . 7 1,132
Greensboro, N.C,.... . .. 1,720
Greenville, 5.C. 426
Hamilten, Ohio. 1,622
Harrisburg, Pa.. . 1,053
Hartford, Conn., . .........0..... 3,682
Honolulu, Hawaii, . ............. 4,796
Houston, Tex.. .. .... 10,071
Huntington, W. Va.. ... 25

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 (exa