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A wonderful — and profitable — world of color and design in floors is at
your service in the homes you build, from the Carton Full of Miracles
that is Azrock vinyl asbestos tile. Plan and install custom floor designs,
straight from the carton ... meet or beat your flooring budget . .. and reap
the benefits of buyer response that means easier, more profitable sales.
Azrock makes more than 120 superior-value colors and styles in vinyl
asbestos tile. And Azrock will help spark your design| imagination with
our colorful new brochure, 25 Ideas for Decorating with Floors by Azrock,”
shown at right. .. yours with our compliments. Send for your copy today!
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INTRODUCING
THE

“HERITAGE”
HOOD

FROM NUTONE...
NATURALLY!

for details [@



This new NU TONE “HERITAGE”
HOOD offers aNEW HIGH in
Styling, Convenience,Profit!

Gracefully curved height
of 24 inches eliminates
the need, cost and
installation of over-
hood cabinets.

Dramatic new high-rise
styling with a massive
“custom’ look only
NuTone could achieve
in a moderately

priced hood.

Available in striking new
Brushed Antique Copper
finish (shown) as well as
popular Avocado,

Colonial Copper,

Harvest Gold, White and
Stainless Steel.

NuTone’s exclusive
certified Sone-Ratings on
all models with built-in
power units, substantiate
our claim to quietness.

A complete new line with
built-in power units;

Greater collection
hoods only, for use with . o o capacity inside and full
NuTone Exterior- il |

B 217 front-to-back depth
mounted fans. .. plus

B NN to reach front burners for
non-duct models. v ’ — ...uh highest efficiency.

AD. -

Model V-41 BR30

Contact your NuTone representative TO-
DAY! Get all the facts on this trendsetting
line of NuTone Heritage hoods. Or, write:
Dept. HH-3

NuTone

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

V-47 twin-faced hood-fan V-42 hood fan )
for peninsula or pass-thru use. with solid state speed control.
This exciting new line includes twin-faced models for use above pass-

thru counters and peninsulas, as well as conventional wall-mounted
units in 30, 36, 42 and 48 inch widths.
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NEWS

A mew housing market

Builders move in on mobile-home boom—as land developers

Builder-developers are setting up half of the
country’s new mobile-home subdivisions.

And more builders are getting into the act
every day.

The consultants who helped plan 75% of
last year’s 100,000 mobile-home lots report
that they are working with twice as many
builders as they did two years ago.

The parks represent a broad new field for
the builder, but there is one catch. A park
requires a lot of cash—upwards of $80,000.

But the builders have moved in at the op-
portune moment. While struggling to in-
crease conventional house sales for the last
three years, the builders watched the mobile
boom in horror and fascination. Many began
exploring ways to get in on the bonanza, and
the chance came last year when a shortage of
mobile-home lots reached crisis proportions.

Mobile-home makers produced three units
for every new lot last year (320,000 to 100,-
000).* Dealers from the Carolinas to Cali-
fornia are storing outside their salesrooms
some units they have already sold.

Builders’ big move. Here’s how build-
ers have plunged into the housing gap of the
generation:

e California homebuilder Ray Watt of
the Boise Cascade Corp. will develop 20
mobile-home subdivisions in four states this
year. Watt developed four parks last year.

e Active members of NAHB, such as
Hugh Thorson of Minneapolis, have for-
saken single-family homebuilding to become
mobile-home dealers and developers.

e A Tennessee realty broker, Samuel
Chambers, is building a chain of mobile-
home parks throughout the South. His poten-
tial franchisees: a pool of homebuilders re-
cruited during January’s NAHB convention in
Houston.

e Builders are seeking advice about mo-
bile-home parks from at least 50 consultant
firms around the country, including Walter
& Son of Newport Beach, Calif., which has
26 parks on its drawing boards.

e And every day five new builders seek

* About 70,000 units—purchased mostly by rural
buyers—will never be parked in subdivisions.
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POND WITH WATERFALL dresses up mobile-home display at Ry Watt’s San Dimas, Calif., park.

PALM SPRINGS
MOBILE COUNTRY CLUB

POSH PARK is as elaborate as a house subdivision. The 25-acre park has 260 lots, all utilities, roads, golf
course, ponds and clubhouse. Planner: Walter & Son of Newport Beach, Calif, Half the park is shown.

technical advice from a special planning staff
at the Mobile Homes Manufacturers Assn.
in Chicago. Dick Beitler of MHMA says,
“Even experienced subdividers need help
when they switch to mobile-home parks.”

The big companies. Major developers
and investors are also diversifying into mo-
bile-home parks:

e Florida’s Deltona Corp. has announced
bold plans for park development. And other
Florida land developers, including Gulf
American and General Development, are
making like plans.

e Another Florida giant, publicly held
United Utilities, has broken ground for the
nation’s largest mobile-home subdivision on
968 acres once earmarked for single-family
homes. Sales forecast: 1,000 lots a year.

e Abner Wolf Mobile Home Industries of
Florida, just organized by millionaire in-
vestor Abner Wolf, will offer its shares to the
public this spring to raise $25 million for a
chain of parks.

e Rex-Noreco Inc. of New Jersey, a pub-

-~

licly held company that helps finance mobile
homes, has started a 400-lot park near Liber-
ty in New York state’s Catskill Mountains.

e Two Wall Street conglomerates outside
the housing industry are exploring mass pro-
duction of parks. Beitler of MHMA says one
company “has $100 million to spend.”

e TraileRancho Corp., a California affili-
ate of the TraveLodge Corp. motel firm, is
adding to its string of 19 mobile-home parks
by acquiring existing parks in Nevada and
Arizona. TraileRancho is publicly held.

e Even mobile-home manufacturers have
begun to shed their traditional reluctance to-
ward developing parks. Two new park de-
velopers: Richardson Homes of Elkhardt
and DMH Corp. of Detroit.

New amenities. Despite the burst of
builder interest, the great majority of home-
builders still look down at mobile-home sub-
divisions and the men who develop them.

Says one: “Those mobile-home guys are
like shoe salesmen who sell empty shoe
boxes instead of shoes.”

Most builders envision mobile-home parks
as treeless trailer camps, and they think the
developers are all dealers who own profitless
parks only to boost their mobile-home sales.

There is truth to the stereotype. A full
13,000 of the nation’s 20,000 mobile-home
parks can hold no more than 10 units each
and are therefore considered obsolete. And
many profitless parks are owned by dealers.

But there is change in the wind. New parks
in California and Florida, with lots renting
for $65 and up, are packed with amenities
such as clubhouses, swimming pools, golf
courses, canal systems, riding trails and even
landing strips for private planes.

The clubhouse in one California subdivi-
sion has a stock-quotation board and direct
telephones to the stock exchange.

Former homebuilder Richard Martens, a
vice president of the Ray Watt Co., says
flatly:

HOUSE & HOME



“Our mobile-home parks have more amen-
ities than our new-house subdivisions.”

And Minneapolis builder Thorson says:

“The builders getting into the market now
will further upgrade land planning, mobile-
home siting—and merchandising.”

Today’s mobile-home owner seems to like
the new parks well enough to stay. Although
the public still imagines them as modern-day
nomads, mobile-home owners live in one sub-
division for about as long as conventional
homeowners do—4'2 years. One stable
mobile-home owner: Al Hoyt, a vice presi-
dent of Bank of America.

Besides the amenities, today’s park build-
ers are introducing a bagful of imaginative
development techniques. Here are four, all
offering a 12% to 18% return on invest-
ment.

Developing parks. California’s Ray
Watt does the entire job—from land assem-
bly to installation of water and sewer lines—
and then sells the park to investor-managers
(most usually Whitesides, Williams & Coult
of Orange, Calif.)

The price for a 25-acre park with 150 lots
(48 ft. x 70 ft.) and amenities can be $750,-
000 or $5,000 a lot.

To keep the parks coming, Watt launched
a nationwide land hunt six months ago. Now
a company land expert is touring the coun-
tryside in a specially equipped bus while per-
sonally inspecting 200 potential sites. If he
likes a site, he buys it.

Joint venturing. United Ultilities will
open its Sandalfoot Cove subdivision near
Fort Lauderdale, Fla.—the nation’s largest
mobile-home park—to select dealers. In re-
turn for the ready market, the dealer will pay
a minor percentage of its unit-sale profits to
United.

United plans another departure. Rather
than rent lots, it will sell its 6,000 sq. ft. lots
to mobile-home owners for about $4,800
each. United reasons that all homeowners
want the security of owning their own land.

Starting dealerships. Builder Thorson
thinks he can squeeze extra profit from his
100-acre park in Lebanon Township, near
Minneapolis, by selling mobile homes him-
self.

He concedes that today selling mobile
units is closer to selling cars than houses. But
he plans to bring merchant-builder marketing
to the business by selling units from a land-
scaped model area in the park—a practice
that is gaining popularity.

“Some of my fellow builders think I am
committing a crime,” says the NAHB member.
“But a builder’s first job is to house people,
and I think mobile homes offer a good way
to do it.”

Thorson has not built a single-family house
in three years, though he still builds apart-
ments and townhouses.

Creating franchise chains. This ap-
proach excites the big Wall Street companies.
But so far a former Chattanooga realty
broker has perhaps the only firm franchise
plan.

Sam Chambers decided to start a mobile-
park chain three years ago after touring
some dismal parks in his family camper. He
notes that a similar experience inspired Mem-
phis builders Kemmons Wilson and Wallace
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“The manufactured house will bring us
together.”

It is Arthur Decio speaking. At 37
he is the president of Skyline Corp., one
of the mobile-home industry’s biggest
and most prosperous producers. (First
half sales for fiscal *69: up 79% to $85
million.)

Decio’s view of the future of Ameri-
can homebuilding
goes like this: “In
five years or so total
housing companies
will emerge to pro-
| duce factory-built
houses.” These will
have the style of
conventional units
and the price of mo-
bile homes. They will be sophisticated
versions of today’s box-like sectional
houses that are shipped in halves from
factories.

“Then we and the homebuilders will
need each other,” says Decio. “We man-
ufacturers know how to produce houses
on assembly lines, and the builders know
how to subdivide land.”

The underlying assumption is that the
evolution of both conventional houses
and mobile homes has reached a per-
manent plateau.

Says Decio: “There isn’t much more
we can do with the standard mobile
home.”

And Ben Deane, the innovative home-
builder who created the indoor-outdoor
kitchen, echoes:

“There isn’t much more we can do
with the conventional house.”

Merging into one. Already merg-
ers by leading companies have blurred
the line between the two housing fac-
tions. The mobile-group’s Redman In-

‘1

DECIO

Mobile giant predicts ‘one housing industry’

dustries just purchased Kansas Quality
Construction, a large apartment builder
(NEw, Feb.). Boise Cascade has added
mobile-home giant Divco-Wayne to its
shelter-group companies, which include
homebuilder Ray Watt.

Other big companies are trying to
stitch together corporate trousseaus for
tomorrow’s shotgun wedding. Art Decio
says bluntly:

“I want to buy some homebuilders in
about a year. And when we move, we
are going to move faster than our com-
petitors.”

Homebuilder Eli Broad of Kaufman
& Broad is shopping for a mobile-home
maker, though he complains that the
companies seem prohibitively expensive.

Joint activities. Mergers could
combine the industries quickly. There
are only 220 mobile-home makers, and
the 15 biggest dominate the industry.

There are other small but significant
signs of industry melding. Builders are
beginning to construct houses and de-
velop mobile-home parks at the same
time. A mobile-home park franchiser
—who did not attend the mobile-home
convention—drew 400 interested build-
ers to his booth at NAHB’s convention
last month. And at the same convention,
for the first time, a panel of mobile-
home experts addressed the homebuild-
ers.

Says mobile-home dealer and apart-
ment builder Hugh Thorson of Minne-
apolis:

“The NAHB members will acept mo-
bile homes, just as they now accept
apartments.”

Thorson, an NAHB member, got inter-
ested in mobile homes two years ago as
a member of NAHB’s own market-devel-
opment task force.

Johnson to enter the motel business—with
their Holiday Inns.

Chambers studied the park business first
hand by building and managing three Ten-
nessee parks. Now he and his five-man staff
are offering to put any builder-investor in
business by 1) finding a site that the builder
should buy, 2) helping to win zoning, 3)
arranging a development loan, 4) hiring and
training a park manager and 5) monitoring
the operator’s management policies. _

In return, Chambers’s Green Acres of
America Inc. takes a fee ($20,000 and up)
and 5% of a park’s gross rent.

A financial model. Green Acres claims
a typical 100-lot park will yield annual net
income of 16.7% after depreciation and an
overall return on investment of 29.3%.

Green Acres assumes the builder will
spend $37,500 (or $2,500 an acre) for a
15-acre site, and invest another $220,000
(or $2,200 a lot) in land development. He
should have another $10,000 available for
working capital. Green Acres will secure a
$180,250 mortgage, for 20 years at 8%, cov-

ering 70% of the land and improvement
costs. So the builder’s net exposure (invest-
ment minus mortgage) will be $87,250.

By assuming a $45 monthly lot rent and a
low 5% vacancy rate, Green Acres says the
park’s annual income will be $51,300. The
operator will realize another $4,000 from
vending machines, such as clothes washers,
for gross income of $55,300 a year.

Annual expenses will be $29,765—$18,-
000 for salaries and maintenance, $2,565 for
franchise fees and $9,200 for mortgage
interest.

That leaves the builder-investor with a
net income of $14,535 after deducting 20-
year, straight-line depreciation on the park
of $11,000.

Risks of the game. Those rosy profit
figures—and indeed, all current optimism
about mobile-home parks—must be weighed
against the rocky histories of some early mo-
bile-park developers.

Holiday Mobile Home Resorts of Phoenix
has been in and out of bankruptcy twice,

Story continued on p. 8
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Centura.Ushering in an entirely
new era in wall switches and receptacles.

There's never been styling like this before. Dynamic. Elegant. With the class
and distinction that architects and interior designers revel in.

And color! More than ten-thousand combinations.

Is Centura’'s beauty only skin deep? Not on your life. Built in behind the wall-
plates are top Specification-Grade engineering and construction. So good, in
fact, that Centura is backed by Leviton’s unprecedented 25-Year Guarantee of
Performance. Listed by UL and CSA, of course.

You probably have already seen Centura in those buildings where nothing
less than the ultimate will do. If you haven't yet seen samples, call your Leviton
distributor or sales representative right now. Or write to us direct.

T R —

LEVITON
e AR .

236 Greenpoint Ave., Brooklyn, N.Y. 11222 « Phone (212) 383-4500
In Canada, Plant and Offices in the Province of Quebec.
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continued from p. 5

Mobile-home park boom . . . cuina

and now local Western s&L has filed $2.5-
million foreclosure proceedings against two
of the company’s three parks. TraileRancho,
which has had troubles of its own, is now
negotiating to purchase all three parks.

Mobilife Corp. of Florida sold its shares to
the public in 1960 to raise development
funds for a national park chain. But it was
caught with a 1,700-acre land inventory in
the real-estate recession of 1963.

In 1966, Detroit’'s DMH, a mobile-home
manufacturer, purchased the Mobilife Corp.
and its three existing parks for less than
$100,000, according to DMH Secretary
George Lucas. In 1967 and 1968 Mobilife
division lost $757,000. Lucas says it may
generate a small profit this year.

Sam Chambers is familiar with this history
and is not dismayed.

“T feel that some of those companies may
have been ahead of their time,” he says. “We
now face the propitious time.”

Today’s park builders still must buck two
long-standing obstacles—getting zoning and
getting a decent development loan.

Getting zoning. The zoning is coming
along easier these days. The handsome mo-
bile subdivisions that are being created
around the country are helping to shatter
zoning prejudice. To help project the new
image, MHMA has prepared films and slide
presentations that developers can show to
local zoning boards.

And zoning boards seem more willing to
work with today’s builders than yesterday’s

dealer-developers. Says builder Thorson:

“I got my zoning mainly because I have a
reputation as a good builder.”

Getting loans. The money is getting
tighter. There are more lenders available
than two years ago—including Bank of
America, Pacific Mutual Life Insurance and
Wells Fargo Bank—but the price of the loan
has skyrocketed from 8% to 12% . What’s
worse, some loans cover no more than 50%
of improvement costs, and loan terms have
shrunk to 12 years and less.

These terms, more than any other single
factor, tend to restrict park development to
such cash-rich investors as Abner Wolf
(worth $50 million) and such large builders
as the Ray Watt Co.

For example, the financially solid Watt
Co. in still negotiating 20-year loans for its
park buyers at about 9% , which cover 60%

Where the parks and lots are
Parks Lots
California 2,058 Florida 165,023
Florida 1,271 California 160,107
Ohio 498 Arizona 40,304
Washington 487 Michigan 39,496
Arizona 475 Ohio 36,308
New York 445 Illinois 33,740
Michigan 402 New York 24,037
Illinois 386 Washington 23,334
Texas 374 Indiana 21,220
Indiana 337 Texas 20,675

of the sale price. Watt demands a 20%
downpayment, and holds a second mortgage
for the remaining 20% .

Franchiser Chambers hopes to crack the
financial barrier by offering institutional in-
vestors the opportunity to lend $4 million on
a package of 20 mobile-home parks. “Big
investors,” he says, “are only interested in big
loans.”

For the little guy. Some help is on the
way for small developers.

Giant Commercial Credit of Baltimore,
which finances mobile-home sales, has ear-
marked $5 million for development-loan
guarantees. Such guarantees should help 20
builder-developers negotiate favorable terms
from local lenders this year.

The maic Investment Corp., the private
enterprise version of the FHA, is preparing
like loan guarantees.

And FHA may be moving into the field
with government guarantees that effectively
cover 75% of a park’s development cost. Un-
der the inflexible regulations of a 1960 pro-
gram, FHA loan guarantees cover only about
35% of a park’s actual development cost to-
day. So park developers are forced to pro-
ceed without FHA help.

After HOUSE & HOME reported this to
FHA’s Charles Dieman, he reviewed the 1960
program and immediately began rewriting
the regulations. Says Dieman:

“The regulations have to be grossly sim-
plified, and there have to be allowances for
amenities.” —FRANK LALLI

Housing stocks sink again;
mobile homes down sharply

President Mark Salitan of Rex-Noreco Inc.,
which finances mobile-home dealers, says
inventory may now force production cuts.
The mobile-home index dived from 706 to
646 last month. Here’s the other index:

HOUSE ¢ HOME
VALUE INDEX

OF 25 BUILDING STOCKS

COMPOZITE
300

200

TOTAL SHARE VALUES OF JANUARY {965 =100
How the top five did in each category:

Feb.'68 Jan.’69 Feb.’69

Builders 230.68 461.72 451.85

Land develop. 279.59 568.53 564.67

Mortgage cos. 240.18 483.00 546.15

Mobile homes 199.79 706.46 646.20

S&Ls 127,81 171.48. ' 167.56
8
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Price Pfister Marquis is now available in special "
finishes and translucent colored handles.
Competitively priced and protected with our exclusive
LustreGard™ protective coating.

PRICE PFISTER

Manufacturers of Plumbing Brass/13500 Paxton Street, Pacoima, California 91331
Sold only through wholesalers. Warehouses in: Alabama; Illinois; Texas; California; New Jersey
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NEWS

continued from p. 8

HUD’s Romney off to a fast start—and on solid ground

Wide World Photo

No more unrealistic goals. No more wild
promises. No more grandiose programs that
can’t work and that serve only to frustrate
people and dim their hopes.

It’s going to be an eyeball-to-eyeball de-
partment, HUD is. And if Secretary George
Romney has anything to say, the nation’s
housing problems will be solved one by one
—“but only to the extent we have the re-
sources to do so.”

The sharp shift in emphasis that has
marked the early days of the new HUD may
be giving long-time bureaucrats gray hair,
but the Michigan dragon-killer is deter-
mined not to overplay. p

He’s aware of the difficulties that con-
fronted Secretary Weaver when he prom-
ised too much and delivered too little.

Action. If Romney has spoken softly
in promises, he has come on like gang-
busters in other areas.

Within days after taking office he took
several decisive steps on solid ground.

® He raised the FHA rate from 6% % to
7V5 % —an action long overdue, he said
and one that was immediately applauded by
virtually all segments of the mortgage mar-
ket. (For reaction, see p. 28).

® He took a stand that reportedly an-
gered AFL-cio chief George Meany, letting
Meany know “without beating about the
bush” that he wasn’t happy with all the
labor problems facing the housing industry.

e He sharply criticized the goals estab-
lished for housing in the 1968 act, flatly
asserting that they are “beyond the govern-
ment’s resources.”

® He suspended all of HUD’s urban give-
away programs for 30 days to allow a com-
plete review.

® He named a team of both generalists
and housing experts that will, he says, bal-
ance each other. At.the same time he
leaned heavily to Negroes in picking his
chief assistants—and by so doing made a
gesture of peace to those who criticized
President Nixon for omitting Negroes from
the cabinet.

Labor confrontation. Romney set a
forthright tone for his administration during
his confrontation with big labor’s Meany.

“He expressed himself frankly, and so
did I,” Romney said later. “He thought I
was placing too much stress on labor cost
as an obstacle to more housing, and he
pointed out some other costs which he be-
lieved more troublesome than increasing
labor prices (such as materials prices and
mortgage interest rates).

“For my part, I discussed with him the
labor problems existing in the housing in-
dustry—and in fact, that was the reason I
called on him in the first place. He plays
a vital part in our immediate area of re-
sponsibility.”

Romney insisted the meeting was not a
“disaster,” as one national broadcast had
said. But the broadcast, and other news
accounts, reported that Romney angered
Meany by vowing to break down restrictive
building-trade practices and by praising
rival labor leader Walter Reuther of the
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HUD’s LEADERS include assistant secretaries Samuel J. Simmons, Floyd H. Hyde and Samuel C. Jack-

by

son; Secretary Romney, Undersecretary Richard C. Van Dusen and Counsel Sherman Unger.

Romney’s team lacks housing experience

All but one of the aides named by Housing
Secretary George Romney are virtually
without credentials as housing experts.

The exception is Mayor Floyd H. Hyde
of Fresno, Calif., who was named assistant
secretary for model cities and governmental
relations. Hyde is known among urban ex-
perts as a liberal, who has called for more
federal money and more industry effort to
build low- and moderate-income housing.

The other early appointees seem to make
up for their lack of housing experience with
their long service to both Romney and poli-
tics.

Is that bad? Members of the Senate
Banking Committee debated the point to a
standstill last month, and then approved all
five of Romney’s appointees—unanimously.

Sen. William Proxmire (D., Wis.) told
the appointees that he considered them
“able and competent men.” But he added:

“Your biographical statements . . . in-
dicate that you lack the expertise that was
characteristic of your predecessors in the
Johnson Administration.”

The committee’s ranking Republican,

Sen. Wallace Bennett of Utah countered
by noting that “most of the questions asked
of these gentlemen [by the Banking Com-
mittee] were aimed at curing the situation
created by those professionals.”

And a freshman Democrat, Sen. Alan
Cranston of California, added that he also
had not been “too impressed by the work
of those government housing experts.”

The men to take high posts include Rich-
ard 'C. Van Dusen, a Michigan attorney
who was legal advisor to Romney when he
was governor, as HUD undersecretary; Sam-
uel J. Simmons, also from Michigan, who
had been director of the field services divi-
sion of the U.S. Civil Rights Commission,
as assistant secretary for equal opportunity;
Samuel C. Jackson, vice president of the
American Arbitration Association and an
active member of the NaAcPp, as assistant
secretary for metropolitan development, and
Sherman Unger, longtime political associate
of President Nixon, as HUD general counsel.

Dwight Ink, assistant secretary for ad-
ministration, is slated to remain in that
job. —AM.

widely powerful United Auto Workers.

“It is ironic,” wrote columnist Saul Fried-
man in the Detroit Free Press, “that Rom-
ney’s well known lack of finesse put him at
odds with Meany so quickly. Just a little
while before, Romney had been telling
Senators that negotiations with the AFL-CIO
and the building trades were going to be as
delicate as the peace talks in Paris.”

Program suspension. Romney’s order
on urban projects withdrew from sub-
agency heads and regional officials around
the country all authority to approve grants,
loans or subsidies for housing and city im-
provement programs.

The secretary decreed that all informa-
tion on the programs “contemplated or in
process of being approved” must be sub-
mitted “for review and consideration.”

The order covers all phases of urban re-
newal, slum clearance, neighborhood facili-
ties, open space and beautification, low-rent
public housing (including turn-key pro-
grams), urban planning assistance, water
and sewer facilities and surveys relating to
state and local public works and historic
preservation.

—ANDY MANDALA
Washington
NEWS continued on p. 20
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speafy stock

. Ander: ersen Windows.

Far.over 60 years, Andersen, along withleading architects
and builders, has campaigned for more beautiful build-
ings. A quiet, but solid campaign for more window variety,
warmth and weathertightness.

Our campaign materials? Andersen offers 6 different
window styles and hundreds of sizes to help you fight
cold comformity and beautify the landscape. (There are
great Andersen Gliding Doors, too!) And, you can get the
clean, profile lines, the solid, natural beauty and warmth
of wood; or, all the beautiful maintenance-free features
of Perma-Shield” right from local warehouse stock.

Do your part to help keep America beautiful. Specify

.use Andersen Windows and Gliding Doors. They're
beautifully at home almost anywhere.
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Windows have practically
That’s the real beauty of them.

* rigid

vinyl

sheath ¢

Because of a difficult elevation, window mainte-
nance might have been a nightmare at this St. Paul,
Minnesota girls residence. Perma-Shield Windows
avoided the problem beautifully. There’s no need
for storm windows with welded insulating glass, and
the rigid vinyl sheath doesn’t need painting. You can
choose Perma-Shield double-hung, casements,
awning style, fixed types, single or multiples right
from stock. There are six sizes of gliding doors, dozens
of window sizes and combinations.

Emma Norton Methodist Girls' Residence, St. Paul, Minn. Architects: Progressive Design Associates, St. Paul.
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ore new schools with
to match the settings.

You might expect custom windows in a design as
different as Aspen High School, but there was no
need for them. The students look at the mountains
through stock Andersen Casements, just one of 6 types
and hundreds of sizes available. Close Andersen
tolerances may mean up to 159%, fuel savings. It
didn’t take a crew of window specialists to install
them, either.

Aspen High School, Aspen, Colorado. Architects: Caudill Associates, Aspen.
AR o e
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Proof that stock
beautifully custom.

Here again, window design details make the differ-
ence. These might have been look-alike townhouses.
They’re all part of the same development. Yet
each unit has its own charm and sales appeal. Each

townhouse has its own style with stock Andersen
windows. Maintenance is the builder’s obligation
here, so he appreciates the solid service backup he
gets from his nearby Andersen Distributor.

Wellington Greens, Lincoln, Nebraska. Architect: Sidney Campbell.
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Andersen Windows can be

This condominium has character, thanks partly to the
creative use of windows. It has another kind of
appeal, too: the sales appeal of low maintenance.
That’s the sales key for many condominium pros-
pects. They’re quality conscious, and they know
what they don’t want. They’re out to avoid all the
usual upkeep of home ownership, and trouble-free
Andersen Windows fit into the picture beautifully.

Bonnymede at Montecito, California. Architects: Hawkins and Lindsey and Associates, Los Angeles.
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Look at all the styles, features
and options you can get.

Beautiful, huh?

Meet Andersen Perma-Shield . . . the
most attractive window option to
come along since insulating glass.
Perma-Shield Windows don’t need
painting or storm windows. They re-
sist denting and warping. They can’t

No painting.
Vinyl sheath
doesn't need it. \\“

Won't rust, pit |
or corrode like

|
i
metal. |

No maintenance.
Vinyl sheath
won't need
scraping,
painting or putty.
Even hinges are
stainless steel.

No puttying.
Flexible vinyl
forms seal. All
glazing
compound is in
the groove.

WANT MORE INFORMATION?

You’ll find technical details in Sweets Architectural or
Light Commercial Catalog. But if we can do anything
else to help you make beautiful buildings, let us know.

Mail to: Andersen Corp., Bayport, Minn. 55003.
[J Send me literature on your Perina-Shield Windows.

[J Send me literature on your wood window line.

[0 I’d like a Perma-Shield demonstration,
have a representative call me.

NaME

TITLE

ADDRESS.

Crty. STATE Z1p.

rust or corrode. They’ve now been
performance proved on thousands of
jobs—exposed to every climate over
the past 10 years. Inside, they have
natural wood trim, so they can be
finished to match any decor.

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
commercial buildings and residences.
Perma-Shield Windows are available
in double-hung, casement, :awning
style, or fixed-type windows in single
or multiple units. Gliding doors in 6,
8, 9 and 12-foot widths.

No storm
windows.

You don't need
them with
double-pane
insulating glass.
Only two glass
surfaces 1o
clean—not four.

No drafts. |

Vinyl weather-
stripping seals
'em out, springs
back to shape
indefinitely.

No sticking.
Wood's stable,
and a natural
insulator. Won't
expand or
contract, stick
or bind.

-
I
I
I
I
I
I
I
I
|
|
I
I
I
I
|
I
I
|
I
I
I
I
|

Andersen

Windowalls
Window Beauty is Andersen

ANDERSEN CORPORATION ¢ BAYPORT, MINNESOTA 55003

Hundreds of sizes, thousands of
combinations.

There are 6 Andersen wood window
styles, so we never handicap design.

HOPPER

AWNING
DOUBLE-HUNG* AND FIXED*
)
CASEMENT* GLIDING

*Available in Perma-Shield

Options to match.

Welded insulating glass, safety glass,
tempered glass, removable vinyl
grilles, screens, storm panels . . . every
option you need is available on An-
dersen windows and gliding doors.

Quality down to the finest detail.
Durable, special-finish operators,
stainless steel hinges on all Perma-
Shield Windows, preservative treated
wood, millwork tolerances so close
that Andersen Windows are often up
to 4 times more weathertight than
other windows— things that add up
to the big Andersen difference.

Help keep America beautiful,
specify and use...
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How new golf courses -
can save $17,141 with AstroTurf
tees and greens

Here’s what you won’t need:

. 7Power Green Mowers $ 3,640.00
P 1 Power Vertical Mower 620.00
£ 2 Triplex Mowers 4,150.00
1 Power Sprayer—150 gal. 1,230.00

2 Power Aerators 1,410.00

1 Power Spiker 440.00

1 Rotovator 835.00

1 Power Top Dresser 965.00

1 Power Drag Mat 440.00

2 Fertilizer Spreaders 146.00

2 Hole Cutters 60.00

18 Cups 85.00

95 Green & Tee Valves 1,900.00

36 Tee & Green Sprinklers 720.00
Water Pipe 500.00

Total $17,141.00

Based on equipment recommended for 18 tees

and greens by United States Golf Association

G

Establishment and maintenance of tees
and greens used to be the expensive
part of operating a golf course. Our list
gives you some idea. AstroTurf tees
and greens eliminate the need for a lot
of costly equipment and supplies. They
free your maintenance crew for other
work. How?

AstroTurf is a grass-like, grass-green,
nylon surface for tees and greens. It
replaces grass in these critical areas.
No seeding, feeding, weeding, water-

ing, or de-bugging. And AstroTurf is
instant. Install it and play on it right
away.

For tees, AstroTurf is incredibly long-
wearing. Tee installations still look
brand new in their second year at clubs
across the nation. Club head slashes
that ruined a turf tee never hurt Astro-
Turf tees. (One AstroTurf tee, 15 ft. x
20 ft., costs $750 plus installation.)

For greens, AstroTurf matches the
playability of the nation’s finest grass
greens. Even the “bite,” bounce and
roll are the same. We tested 120 fine
grass greens around the nation. Then
we carefully engineered AstroTurf to
play as well or better. Its allover uni-
formity eliminates putting hazards like
mold spots, spike holes and worn areas.
(One AstroTurf green, 4,000 sq. ft., costs
$8,450 plus installation.)

AstroTurf tees and greens are an invest-
ment in rapid readiness, minimum
maintenance, and good play for alonger
season. For complete information and
a list of installations near you, write:
Monsanto Company, Dept. 157, 800 N.
Lindbergh Blvd., St. Louis, Mo. 63166.

AstroTurf tee at Bermuda Dunes Country Club, Palm Springs, California

RECREATIONAL SURFACES BY

Monsanto

Circle 51 on Reader Service card
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NEWS

continued from p. 10

In Italy: How do you keep ’em in slums after they’ve seen new housing?

The question has stumped Italian authori-
ties since sobbing women with bambini and
husbands in tow invaded new, unoccupied
apartments in Naples.

City officials who were about to assign
other families to the state-financed units
asked police to evict the squatters. But
women marched onto balconies, struck
poses reminiscent of Italian opera, and
threatened to jump to their deaths rather
than move back to Naples’ wretched slums.

The perplexed police retreated. After
huddling with city officials, the police pro-
posed a time-consuming squatter census.

As soon as the police get an exact count
they will try to evict the thousands of fami-
lies. But the police may lose count, for
each day new families, dragging possessions,
trundle into the 600-unit complex.

The $16-a-month units are far from
paradise—especially now that authorities
have turned off water, heat and electricity.
Yet, the two-bedroom units are palatial
compared to Naples’ notorious bassi, base-
ments divided into rooms by blankets.

One woman who proudly displayed the
bruises she acquired breaking into her new
home said:

“We have waited four years to be as-
signed to this public housing. We got fed
up.’?

A Naples official replied with the essence
of bureaucratic thinking:

“They only have to wait patiently. The
government will provide the necessary hous-
ing.” —RoN TAGGIASCO

McGraw-Hill World News, Milan

Will the Nixon men

President Johnson sent up a $2.8 billion
budget for housing in fiscal 1970, raising
outlays half a billion beyond 1969.

The budget seeks to fund a start for the
1968 Housing Act, calling for construction
or rehabilitation of 26 million housing units
in the next 10 years. The initial goal is to
build or repair 700,000 homes and apart-
ments for moderate and low-income families
in the next two years.

But Secretary Romney has already ac-
cused the Johnson administration of prom-
ising housing far beyond the available
resources. And the HUD secretary has re-
peatedly indicated that he will try to per-
suade private industry to shoulder much
of the financial burden for new programs.

“The promises have been big, big, big
and far beyond the resources,” Romney
said.

The housing department’s housing “goal”
for 1970 has risen to 503,000 from 400,000
to catch up with lags in 1969. Romney con-
cedes a need for 503,000 units but says
the goal is completely unrealistic.

The first official action taken by Presi-
dent Nixon’s new budget director, Robert
P. Mayo, was to order all government de-
partments to try to trim the overall John-
son budget of $195 billion.

“Examine closely all program expansions

20
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ITALIAN POLICE aren’t able to oust squatter:

and ‘new starts’ proposed by the preceding
administration, and eliminate those of lower
priority,” he said.

He added that there might be federal
programs or parts of programs that private
industry could do just as well or better.

Romney himself has carefully avoided
saying how—and even if—he will cut back

Photos: Pressphoto Naples

pin-prick Johnson’s trial-balloon budget?

the Johnson requests, and he has appeared
to endorse wider spending under one of the
previous administration’s most controversial
programs, model cities. He said at his first
press conference that he thought the pro-
gram had not been adequately funded:
“There’s not even enough money for a

(Millions) Fiscal '70 ’69
Public housing $456 $335
Rent supplements 28 il
Housing for aged 39 67

Home ownership and
rent housing assist-

ance (Secs. 235 & 236) 62 3
GNMA—Special assistance 446 507

—Management

and liquidation (—)389* 103
Rehabilitation loans 101 13
Mortgage insurance

programs L e
FNMA trust fund — (—) 16*
Guaranties of mortgage-

backed securities b= G
Fair housing 14 4
Fed property insurance

programs (=) 1 (=) 49¥
FSLIC (—)400%* (—)308*
OEO community action

programs 676 656

THE JOHNSON HOUSING BUDGETS

neighborhood program.” —AM.
(Millions) Fiscal ’70 ’69
Model Cities 540 715
Urban Renewal 923 747
Open-space land 60 55
New communities [~y & —_
Area-wide development 2 —
Neighborhood facility

grants 36 32
Water-sewer facility

grants 130 100
Public facility loans 41 60
Comprehensive planning

grants 45 40
Training grants 8 6
Urban and housing

research 25 15
Interfund and intra-

governmental

transactions — —(59)*

52772 $2:313
* Net gain for budget
NEWS continued on p. 24
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It's a great deal. Just ask Morris Sosnow,
President of the Birchwood Park Organi-
zation of Mineola, N.Y. His company
enjoys a reputation for quality. So they
knew exactly what they were getting in
GE appliances when they specified them

for their new §3-acre community, Birch-

wood Park at Water’s Edge.
But the free Bolmarcich (we pay his
salary) —that’sanother story. He's Gene

Bolmarcich, the GE Contract Sales Rep-

resentative assigned to the project. And
here are just a few of the ways he was
of special service to the builders and
architects:

TR o

Gene Bolmarcich at Birchwood Park at-Wat'r's Edge, Bayside, Long Island, New York

Specify General Electric appliances
and get one Bolmarcich free

« Met with Public Utility on feasibility
study of power distribution.
« Brought in District GE Application

Engineers to assist the Mechanical Con-
sultant Engineer in planning air condi-

tioning and heating systems.

+ Enlisted the help of the General
Electric Kitchen-Laundry Planning &
Design Service for layout and design
ideas.

+ Called in GE experts to work with
plumbing and electrical contractors on

appliance installations in the kitchens. . .
with the sheet metal contractor on heat-

ing and air conditioning.

Circle 52 on Reader Service card

» Organized and coordinated equip-
ment deliveries, so units arrived when
needed —not before or after.

+ And finally, Gene and other GE Dis-
trict personnel were at the Grand Open-
ing to answer questions.

+ Isn't that the kind of service you'd
like?

Then call your GE

Contract Sales Repre-

sentative. We may not

be able to give you

Gene Bolmarcich, but G E N E R A L
you'll get the same
ELECTRIC

capable assistance.

HOUSE & HOME



2 ST e i, . - W . % el
er! New home prospects are now learning all about new Kentile® Ribandel™ Vinyl Asbestos
Tile in Life, Reader’s Digest, House Beautiful, and other leading magazines. Seven colors, ranging from brashly bold to subtly muted.

The room-stretcher tile!

Got a “problem” small room in your model homes? Solve it beautifully with

new Kentile Ribandel. It’s the vinyl tile with the unique, ribbon-flo styling designed to make
any small room look magically bigger. (Compare before and after pictures above.)

Of course, with Ribandel, your design possibilities are endless, because each 12” x 12" tile
is laid individually. Interested ? Ask your flooring man to show you samples.

K EINT ILEJFILOOR[S

BROOKLYN, N.Y. 11215 ¢ RIBANDEL DESIGN © KENTILE, 1968
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NEWS

continued from p. 20

Mud-flooded California blames nature, not builders

One of the first questions asked was: Why
do they keep building ’em in the paths of
muck and wild water?

But it is not that simple.

It is not simple at all. And the deeper the
investigators dig into reasons for the Cali-
fornia disaster that took 96 lives and wrought
$35 million in damages, the more reasons
turn up. Few of them trace to builder laxity
or cupidity.

The nine days of rain were not normal.
January was the wettest month in 80 years.
And, even so, mud-slide damage was gener-
ally localized in the Los Angeles area. Losses
had almost nothing to do with how homes
were built structurally. The houses, mainly
in foothill and canyon areas, did not slide
downhill; they were crushed by tons of hill-
side mud and hit by water running down
through natural gullies. Thirteen deaths were
caused by mud and there were 20 drownings.

No easy answer. A wide variety of fac-
tors caused the losses in the six southern
counties that were hardest hit. In Santa Bar-
bara County, for instance, the main loss
traced to stream flooding. Houses were not
built in the path of the streams, the streams
changed channels. The county, as most in
California, has a flood control program, but
it may not have been designed for freak
storms.

The problem was different in Los Angeles
City and County. The county has a vast
flood control system—dams, Treservoirs,
debris basins, storm drains, channels. The
Flood Control District and Corps of Engi-
neers have spent at least $1 billion on it,
and it is almost complete. So the trouble was
not from major flood waters but mud slides.
There was some local flooding, which the
FCD says can’t be prevented.

The area hardest hit, Glendora-Azusa, 20
miles east of Los Angeles, had 15 homes de-
stroyed and 90 damaged by mud slides. The
homes were built at the foot of the San Ga-
briel Mountains, but they did not slide down
a hill. Mud and debris and water rolled
down canyons into them.

The cause: denuding of the area of water-
shed by a big fire last August.

Officials and - homeowners knew what
could happen if an extreme storm hit. But
watershed couldn’t be replaced in time for
the rainy season.

In the city of Los Angeles, too, the major
losses were from mud slides hitting canyon
homes near the Santa Monica Mountains.

A price for beauty. Anyone living in,
on or below the Santa Monica mountains has
problems. Hot weather brings fire. A few
inches of rain—or too much lawn watering
—can start houses moving from earth slip-
page. An unusual storm and it’s flood water
and cascading mud. Still, it’s beautiful—and
residents seem to like it enough to risk havoc
without insurance coverage.

Land slippage under homes occurs because
of unstable soil, and it is prevalent through-
out the state. Los Angeles is vulnerable.

Some reports list the number of slides
in the city between 1958 and 1966 at about
80, with an average loss of one house each.
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Wide World Photos

CALIFORNIA FLOODWATER i)ours tﬁrough $50,000 home in Mandeville Canyon near Los Angeles (left).
Schoolteachers William Dutton and wife Kay guard their sandbagged home in Glendora (right).

It was in 1958 that the Portuguese Bend slide
occurred on the oceanfront, destroying 145
homes. (Roadwork triggered it.) Pacific
Palisades is another area that has had prob-
lems from unstable soil.

Progess and reform. Officials have
moved in many directions to overcome the
slide problem. A new grading code went into
effect in Los Angeles in 1963. Three key laws
cover hillside development:

® The department of building and safety
can withhold a building permit if the site
is vulnerable to slides or unstable soil.

® No building shall be constructed on a
slope steeper than 2 horizontal to one vertical
except when a soils engineer and engineering
geologist recommend construction. The old
code permitted building on a 1-to-1, or
45%, slope.

® No building or grading permits shall be
issued for construction in active or historic
landslide areas until and unless stabilization
on the entire slide of soil mass on which the
property lies can be demonstrated.

One problem: people. There are still
lots of questions.

The vast majority of hillside homes were
built prior to April 1963, when the new grad-
ing code went into effect. What can be done?

And hillside homeowners often create
their own drainage problems by disturbing
the lot. They remove supporting earth and
change the drainage pattern. Landscaping,
gravel walks, patios, fences are added—these
often change the pitch of the lot and standing
water results. Indiscriminate planting and
watering are major causes of slope failures.

Furthermore, some experts, including con-
sulting geologists, fear that the grading code
may bear little relationship to the question of
landslides. Geology, they say, is not an exact
science and its application to the building in-
dustry is based on a wealth of scientific ig-
norance.

Then there are the questions of variances
—how much of the code is breached by
variances that allow modification of the 2:1
slope regulation for a steeper cut and fill.
This, of course, permits builders to increase
the number of lots on the tract. And—how
about the practice of a private geologist, in
effect an employee of the builder, determin-
ing site stability? There’s also the system of

split jurisdiction between agencies. Should all
geology—for public and private property—
be under one department?

Just about everybody is trying, builders
included. Virtually nobody can be singled
out for blame—except nature herself.

—BARBARA LAMB
McGraw-Hill World News, Los Angeles

0il and financial companies
buying two Western builders

Christiana Oil is swapping stock for the
Byron Lasky Co., which builds houses in
Los Angeles and in Orange and San Diego
Counties.

Lasky’s sales topped $5 million for the
six months ending Dec. 31. The company
developed Huntington Harbour, a 900-acre
project of waterfront homes. Christiana’s
headquarters are in Huntington Beach.

Phoenix combine sold. In Cincinnati,
the American Financial Corp., a diversified
financial holding company, disclosed that
it had traded stock to acquire the Ruben-
stein Construction Co. of Phoenix, Ariz.,
and its two subsidiaries, RPR Construction
and RPR Enterprises. Harry M. Ruben-
stein heads the combine, which builds under
the trade name of Continental Homes. It
has built $50 million in government hous-
ing and $100 million in housing for private
ownership in addition to apartments.

Rubenstein, who continues as chief ex-
ecutive, says his company has an inventory
of 5,000 acres and an annual construction
volume of $12 million.

Prefab deal. Canaveral International
Corp. of Miami, the land developer, is ne-
gotiating with Albee Homes of Youngs-
town, Ohio, to trade 200,000 shares of
Canaveral for 500,000 Albee shares.

That would give the big Florida land
developer a 22% interest in Albee, and
the prefabber would get a 10% share of
Canaveral. Each company is owned by its
officers and their families.

Canaveral closed on the American Stock
Exchange at $12.75 the day of the an-
nouncement. Albee was quoted at $5.625
bid over the counter.

NEWS continued on p. 28
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From Lightcraft of California comes an
exciting new selection of fixtures ... .
priced-less . . . to meet the needs of
the budget minded. All manufactured in th
Lightcraft tradition of quality, design
originality and attention to detail. This
glamorous 5 light chandelier (60-CHS5), wit
gracefully curved black arms, richly finish
maple spindle and cups add a quality
normally found in fixtures costing much
more. Get the full story on the complete
line of “priced-less” Lightcraft fixtures.
Contact our representative today or write:
Lightcraft of California, Dept. HH-3, Madi
and Red Bank Roads, Cincinnati, Ohio 452
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The lady is looking

And we don’t have to tell you that by the
time the lady of the house sees your homes
or apartments, she’s seen a lot of gorgeous
kitchens. In model homes, in magazines, in
stores. And she’d like the same kind. Not
only would she like it, she expects it. And in
her price bracket. You can’t fight her—so
join her. But join up with Frigidaire first.
And you can offer her that gleaming, shin-
ing, magnificent marvel of a kitchen in your
price bracket. Here, a mere three possibili-
ties. More, many more are available.

= L%L
7

Small price
Big convenience

Note the exclusive NEW Frigidaire Laundry
Center that will be available later this year.
It’s a stacked washer-dryer just 24" wide!
Also a Compact 30” Built-In Range with a
Glass Door! More small price choices: The
DeLuxe Built-In Dishwasher (like all
Built-In Frigidaire Dishwashers, it IN-
STALLS FLUSH-FRONT) and a sizeable
single door Refrigerator.

HOUSE & HOME




the appliances

kitchen

sale...at every price level

Middle-of-the-road prices
Extra convenience .

Select a 30” Wall Oven with Electri-clean, a
Cooking Top and an Undercounter Custom
DeLuxe Dishwasher. Other Middle-of-the-
road selections might well include a 16.6 cu.
ft. Refrigerator, FROST-PROOF and ON
ROLLERS, plus a 2-speed Washer with
Durable Press Care plus Matching Dryer.

Just a little more
for luxury living

Here’s the kind of lavish convenience
she’s really looking for in kitchen ap-
pliances. They offer so much more. This
Refrigerator has just about everything
going for it. Side-by-Side styling, Auto-
matic Ice Maker, and it’s 21.9 cu. ft.
Twin 30 TWO-OVEN Range with
Electri-clean lower oven, too, plus a
Custom Imperial Built-In Dishwasher.
All with Designer Doors or optional
door kits (she can decorate them with
just about anything she dreams up).

Frigidaire bothers to build in more help

MARCH 1969 Circle 54 on Reader Service card
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The new 772% FHA rate cuts discounts for builders, but...

The surge in general interest rates has al-
ready eroded some of the benefit.

The FHA ceiling went to 7%2 % on Jan-
uary 24 and new-house loans began trad-
ing at an average of 97 in the private sec-
ondary market. That was six points above
their 91-92 level under the old 63 % limit,
and discounts charged to builders dropped
from 8-9 to about 3 points.

But discounts have already increased to
about 3%2 points on a new mortgage price
drop that came after the ceiling was lifted,
and rate pressure is still upward.

Builders got par or better when the
7Y% % loan opened in some areas. The Bank
of America’s 925 branches began paying
100 cents on the dollar throughout Cali-
fornia, just as they had done briefly two
years ago (NEws, May ’67), although the
California market generally opened at 97-
97% . Boston’s big 5¢ Savings Bank and
two or three rivals set their own rate of
7v4% on FHA loans, which meant that
builders were paying interest Y4 % below
the official ceiling. The bank’s step was
the equivalent of paying a premium of
about 1 point above par, a step lenders
preferred to avoid in order to protect against
loss on early payoffs or foreclosures.

Cleveland’s banks took the new loan at
par, and there were some investors at par
in Oklahoma City.

Return of big banks. The new ceiling
brought other favorable developments for
builders and the mortgage business. The
nation’s largest savings bank, the Bowery
of New York, returned to the FHA market
after a full year’s absence and other big-
city savings banks took a new interest.

Senior Vice President August M. Strung
disclosed that the Bowery was buying at 97
from a few selected servicers for a yield
of 7.53% after 3 % servicing.

President Douglas Welton of New York’s
Dry Dock Savings, which bought FHaAs
steadily all through the market’s darker
days, said of the city’s savings banks:

“T expect the boys to get back into the
business now. There is some real disen-
chantment with bonds because of their
rapid price declines, and investors are find-
ing that they can make excellent use of the
points and amortization mortgages give.”

His optimism was not universally shared.
Vice President Jack Westney of the New
York Bank for Savings declared:

“Our shift has been to conventional lend-
ing, where yields are still higher, and we
will probably stay there because the pres-
sure on rates is still upward. This bank
won’t have much interest unless the price
gets down to 95 or 95%2.”

The price drop. The half-point decline
in mortgage prices that came after the FHA
ceiling was adjusted was dramatically under-
lined in the Fanny May auction market.
Prices fell 56 basis points on the agency’s
90-day commitment, to 96.60, and 36
points on the 180-day commitment, to
96.74, on Feb. 3. That left the private mar-
ket riding nearly a half point above FNMA.

“We’re at a soft 97,” said Vice President
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FHA CEILING was raised to 72 on Jan. 24. Market yields are net to investor after servicing, based on
the $1 million-a-day volume in the New York City mortgage brokerage of Huntoon, Paige & Co.

Chris Gebhardt of the Colwell Co., the Los
Angeles mortgage banking house, after the
Fanny May debacle. “We probably ought
to be at 96%2. Prices will go down again
next week.” (Fanny May’s prices did.)

Inflation. The reasons for the pressure
were not far to seek. By mid-February the
Federal Reserve's mildly restrictive mone-
tary policy had still produced almost no
slowdown in inflation.

Data from Washington reported the
worst inflation in 17 years, the lowest ex-
port surplus since 1937 and the highest
interest rate on a government security issue
since the Civil War. Triple-A utility bonds
worked back up above 7% yields and dou-
ble-As to 7.10, both records for issues with
five years of call protection.

“Many financial and economic partici-
pants still feel that the Federal Reserve will
not persist to force a showdown with in-
flation,” said economist Sidney Homer of

the New York bond house of Salomon
Brothers & Hutzler.

Laughing at the Fed. So ineffective
were the Fed’s efforts that the agency be-
gan to undergo criticism verging uncom-
fortably on ridicule. It was being asked if
it knew what it was doing.

“The Fed, it often seems, hurls thunder-
bolts and nothing happens,” observed Ed-
win L. Dale Jr., Washington financial ex-
pert for The New York Times.

“The Fed tells one and all that it will
be the terror of the earth. What happens.

“Everybody keeps on borrowing just as
before. Banks and other lenders keep on
lending pretty much as before.

“The money supply keeps on expanding.
The Fed’s own internal predictions turn out
to be frequently mistaken, just as before.”

The criticism was precise and pointed
and pitiless—but there was no real indica-
tion that the agency was reading it.

HOMEBUILDERS’ MORTGAGE MARKET QUOTATIONS
Reported to HOUSE & HOME in week ending Feb. 14.
FNMA FHA Sec. 203b— FHA Conventional Loan Rates Construction
Auttion Discount paid by builder 207 Comm. Savings Savings Loan Rates
Prices Min.-Down* 30-year immed.v Apts., | banks, banks, banks,
ng. 17 ] Private mkt. Discount | Ins. Cos. Sé&Ls S&Ls Interest+fees
%% City 7% % 7% % 75% 80% Over 80% All lenders
Atlanta 2Y2-3 a 1Y% 1%2-1% 7Y%,-84-2-3| 8-8%+1-3
90-day Boston Par 8-10 | 7%-1% % a 1V%-1%+1-2
COFA”‘%;ta"g]g"t Chicago 4 2%-3 | 6%-7 7+1% 1+1%-2Y, | 8-8%+1-2
95.98 Cleveland Par to 3 a 1-1% 1-1% T+1-2 | 7% +1-2
Accepted Dallas 2%-3% % | 7% 1% -1% %42 8+1
9%‘37’_%%‘;39 Denver 23 a % 7% 7% T%h+1-1%
R = Detroit 2-3 a 7 7 s 8-8Y,+2
180-day Honolulu 4 a 8-8Y% 8-8Y 84 -8%2+43-5| 8%-8%+1-3
commitment Houston 2-4 a % 842 a 1% +-2
A;grgﬁge Los Angeles 3-3% a 7% -8+1 1%-8+41-2 b 7%-8+1-3
Accépted Miami 3-3% a 1% 1% 43 7% -84-3%| 8+1-1% ¥
bid range Minn.-St. Paul 1-2 a % % % 8+1
95.74-96.05 Newark 2-4 b % 1% b 1% -8+1-2
New York 1-2 a 7% 7% 1% 7%-8+1-2
égr}}gmm Okla. City Par to 3 a a T-1%+1  1-1%+3 | 1%-8+12
Rere: Philadelphia 3 I 7 1-1% 8F1%
97.21 San Francisco 2%-3 2¥,-3 7% +1 1% +1% 8+1Y% 7% +2Y%
li\ificﬁgrtlegi St. Louis 2-4 a 1% -1% 1%-1% 1%+1-2 | 8
96.95-97°39 Seattle 1%-2% a T%-8+1 1% -8+1-1%8-8%+1-2| 1%-8%+1%-2
Wash., D. C. 3-4 a 7% 7% 8 1% 42
* Immediate éover; loans for delivery up to three months, future pres., First National Bank; Detroit, Sherwin Vine, vice pres.,
covers loans for delivery in three to twelve months. Citizens Mortgage Co.; Honolulu, H. Howard Stephenson, vice pres.
* Quotations refer to prices in metropolitan areas, discounts may Bank of Hawaii; Houston, Everett Mattson, sr. vice pres., Lomas &
run slightly higher in surrounding towns or rural zones. Nettleton West; Los Angeles, Christian M. Gebhardt, vice pres.,
+ Quotations refer to houses of typical average local quality. Eg'wﬂ!nggéipmi'gns“tr rL>gE|Wv3§}{'e C(’:"“& -'Ir-v pres., LOEbW"’"thdtcéW
* : . o -St. " r C. Nelson, pres., Eberhardt Co.;
3% d°“f" on first $15,000; 10% of next §5,000; 20% of balance. Newark, William W. Curran, vice pres., Franklin Capital Corp.:
Footnotes: a—no activity. b—limited activity. c—Net yield to New York, Sigfred L. Solem, sr. vice pres., Dime Savings Bank;
investor of 6% mortgage plus extra fees. w—for comparable VA Oklahoma City, B. B. Bass, pres., American Mortgage & Invest-
loans also. ment Co.; Philadelphia, Robert S. Irving, vice pres., First Pennsyl-
Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc.; vania Banking & Trust Co., and Robert Kardon, pres., Kardon In-
Boston, Robert Morgan, pres., Boston 5¢ Savings Bank; Chicago, vestment Co.; St. Louis, Charles A. Keller, vice pres., Mercantile
Robert H. Pease, pres., Draper & Kramer Inc., and Robert H. Wilson, Mortgage Co.; San Francisco, John Jensen Sr., vice pres., Bankers
pres., Percy Wilson Mortgage & Finance Corp.; Cleveland, David E. Mortgage Co. of California; Seattle, Kirby D. Walker, vice pres.,
0'Neill, vice pres., Jay F. Zook, Inc.; Dallas, M. J. Greene, pres., Continental, Inc.; Washington, James C. Latta, sr. vice pres., As-
Southern Trust & Mortgage Co.; Denver, Clair A. Bacon, sr. vice sociated Mortgage Cos. Inc.

NEWS continued on p. 32
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Now! The consumer
appeal of redwood

with the building
benefits of plywood:

REDWOOD PLY

For everything from schools to supermarkets, churches to condominiums, more of today’s knowledgeable builders and
architects are turning to redwood plywood. Thanks to years of advertising and editorial support, buildings featuring red-
wood have an appeal few buyers (or tenants) can resist. Add the construction efficiencies of p/lywood to the virtues of
redwood —natural beauty, resistance to weathering and insects, superior finish retention and scuff-resistance—and you
have a combination no other panel material can touch. If you’re not familiar with the many patterns (and applications) of
redwood plywood, drop us a note and we’ll send the information you need. That’s the beauty of redwood!

[ Lebt ] 1 RIS
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California Redwood Association « 617 Montgomery Street « San Francisco, California 94111
Plywood-producing mills: Simpson Timber Company « The Pacific Lumber Company
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A DRY, WATERPROOF BASEMENT

A. Defective areas in walls should be cut out and all loose
mortar removed. B. Dampen first, then force WATERPLUG
into defective areas holding in place for 3 minutes. Prime coat
patched areas immediately with THOROSEAL. C. Apply
THOROSEAL to lower part of walls. D. Then brush-on a base
and a finish coat of THOROSEAL to entire wall surfaces and
the basement is attractively finished, completely waterproofed
and protected for the lifetime of the building.

“BUILD A BETTER MOUSE TRAP...”

with STANDARD DRY WALL PRODUCTS and customers will beat a path to your sales office door

A RICHLY TEXTURED, FIRM, FINISHED CEILING

Now, a cement-base, aggregate-type, spray coating to high-
light and decorate masonry and concrete ceilings. THORO-
TEX is lightweight, contains a built-in bonding agent, anti-
bounce ingredient and eliminates stain-throughs, quick dry
outs; produces a hard, wear and water resistant finish that can
be readily painted.

WATERPROOF, EVENLY TEXTURED MASONRY

Here, THOROSEAL PLASTER MIX, applied by trowel and
float method, provides a desirable wall finish that's water-
proof, easy to maintain, wearproof, economical to apply—no
rubbing needed! Can be used on interior or exterior, above or

below grade. Use Acryl 60 (1 part to 3 parts mixing water) for
a super strong bond.

e Write for full specifications guide Cat. #17.

SETER AN ST SRAL SR T IR RE LY

WAL

P CRE VO DU CRE T IS e I N 'C .

DEPT. 69-HH-1, NEW EAGLE, PA.
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Dont let your hidden assets
just lie there.

Copper’s got it—the confidence of
your prospects. People know they can
count on rust-free, clog-free plumbing,
drainage and hydronic heating systems
when they’re made of copper.

That’s why copper is a selling ace up
your sleeve. But hidden sales assets
never closed a deal. So talk up the fact
that your houses—Ilike the majority of
new homes—feature copper, the sure

MARCH 1969

sign of quality.

And tell it the way it is: Copper
plumbing doesn’t rust (water runs pure
and clear), it doesn’t clog (inside, tub-
ing is nearly as smooth as glass), it
doesn’t leak (soldered joints are virtu-
ally as strong as the tubing), it fights
corrosion (copper piping has been
known to last thousands of years), and
it's economical (faster installation plus

<COU NT ON COPPER

longer life mean savings for you and
your home buyer).

Remember: substitutes never match
up to first-stringers. So don't disap-
point home-buyers by hiding your best
assets—copper plumbing, drainage and
hydronic systems. A substitute for cop-
per is exactly that—a substitute.

Copper Development Association Inc.
405 Lexington Avenue, New York, N.Y. 10017
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How to sell Negro homebuyers:

Negro buyers—and potential buyers—are
not a special housing market, and new
sales approaches are not needed to sell them.
They want the same things in new housing
that their white counterparts demand, and
have much the same objections that must be
overcome.

This conclusion is drawn from a survey
of 327 non-white Chicago-area families,
made by the research firm of Market Facts
Inc. under sponsorship of Owens-Corning
Fiberglas Corp. and House & HoOME. The
three-month effort sent Negro professional
interviewers (armed with up to 46 specific
questions about housing attitudes) into the
inner city and into the inner and outer sub-
urbs (map, right).

The sample. The families interviewed
were not hard-core poverty cases with mar-
ginal incomes; they tended to be examples
of the rapidly emerging Negro middle class,
with decent jobs and aspirations for a
higher standard of living. Three of four
were homeowners, which means that as
housing prospects, they have both equity
and experience in ownership. Median in-
come for household heads was $6,903 for
inner-city families, $7,782 for close-in sub-
urbs, and a whopping $11,364 for families
who had moved to out-of-city housing. And
each of these medians went up $2,500 per
year when incomes of additional wage earn-
ers in the family were added.

Home, sweet home. Surprisingly, most
of those queried, even those in center city,
liked or loved their present neighborhoods,
indicating that the strongest sales effort
would have to be directed toward convinc-
ing them to uproot and move to “better”
housing. This is exactly the same resistance
that keeps white families from moving up
out of housing that they have outgrown
economically. Actual percentages of those
liking where they lived: in-city, 84.9%;
close-in suburbs, 88.8% ; and far-out sub-
urbs, 91.3%.

Even with the small number that said
they disliked their neighborhood, no single
factor rated as high as 10% with either the
city families or the close-in owners, rein-
forcing the conclusion that dissatisfaction
is not a strong factor in the decision to look
for a new home. Rather it is the anticipa-
tion and expectation of getting something
even better.

It was the group in the outer suburbs
that had the one large focused complaint:
too far from work and/ or shopping (26% ).
Since more than half the families in the city
and close-in suburbs had two or more full-
time wage earners, closeness and conven-
ience to transportation and employment
would rank as a critical requirement for a
family hoping to move to a bigger and bet-
ter house farther from the center of the city.

Good neighbors. The new subdivision
has one unexpected attraction for non-white
buyers: friendly neighbors. Almost twice
the percentage of those suburban buyers
(78.7% ) cited “like neighbors” as did those
in the inner city (39.9% ) or the close-in
suburbs (37.7% ). Since most of the first
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CHICAGO MAP uses concentric circles to outline
the three general areas where Negro families were
interviewed in their homes.

group are in heavily white neighborhoods,
the oft-quoted argument that “they really
prefer living with their own kind” proved
weak. In fact, one of the strongest prefer-
ences of all three groups (73%, 60% and
87% ) was the desire to live in an inte-
grated neighborhood, not one that was all
white, or all black.

Buy or rent? One encouraging statistic
reflected an overwhelming preference for
owning one’s own home. The present 64%
of inner-city families who own would
jump to 72% next time; the 79% of close-
in owners would go to 82% ; and the 78%
presently owning true suburban homes
would become a unanimous 100%. This
preference persists even though most expect
their monthly housing costs to remain the
same or to rise drastically with their next
home. Some 20% of the inner-city group
expected that this rise in costs would be $35
per month or more.

The next home statistically will be a new
house, say 56% of city dwellers, 66% of
close-in families and 70% of the outer
group, mainly because it will be new. Evi-
dently the soap people, who put the word
“new” on every box of detergent, really
know what motivates people to buy, since
from 25% to 40% of the families inter-
viewed in this survey said they “liked new
things” as a reason for buying. Other strong
attractions: “Can have just as I like it,”
“No repairs,” “Better quality” and “Extras
included.”

Whether they preferred a new house or
a resale, the families had some specific
ideas about features they would like in
their next houses, a list that was much like
any tabulation of buyer preferences. Head
and shoulders over all was square footage,
expressed as “larger rooms,” “more closets,”
“basement,” ‘“more space,” and “larger
kitchen.” More bathrooms ranked high with
outer and inner suburb families (26% and
20% ), but not with inner-city households,
probably because a second bath is rare
except in larger, newer houses that few

The same as anyone else

city dwellers have occupied.

Potential buyers. While the survey
proved that Negro buyers do not differ in
their needs and wants it did delineate the
kind of non-white families that are the most
obvious prospects: Young (average age of
husband in outer area—33.2 years), me-
dium-high income, small family size (aver-
age number in household—4.26) and col-
lege graduates (an overwhelming 69.6% ).

Cool reception. Although such families
seem to be a receptive market and are fa-
miliar with the advantages of home owner-
ship, a series of questions about their treat-
ment while househunting showed that the
industry’s attitude toward non-white pros-
pects is still a major barrier.

The farther these families went from the
center of the city, the poorer their treatment
by the builders and realtors they visited.
Almost a full third of the suburban buyers
reported their reception as “poor,” com-
pared with only 8% in the inner city. None
complained of actual insult or abuse, but
rather that sales people were “not helpful,”
“discourteous,” or “didn’t try to sell.” There
were sins of omission, not deliberate acts
of refusal to show houses.

But the indictment was not unanimous
and there were indications that attitudes
are changing. Excellent treatment was re-
ported by 24% of inner-city families,
26.7% of close-in suburbs, and even 36.8%
in the outer suburbs. Treatment rated at
least “good’ was admitted by over 70% of
those interviewed, demonstrating that the
reluctant housing seller is a dying phe-
nomenon. —JAMES P. GALLAGHER

High Court bars referendum
for local open housing laws

The Supreme Court, in a 8-1 decision, has
overturned an Akron, O., restriction on
fair housing legislation.

The city had amended its charter in 1964
to nullify an open-housing ordinance
adopted by the city council. The same
amendment required that all new open
housing legislation be ratified by a majority
of the city’s voters.

Justice Byron R. White noted in the
court’s majority opinion that the automatic
referendum did not apply to other housing
matters regularly acted upon by the council,
such as urban renewal or rent control, so it
placed a “special burden on racial minori-
ties within the government process.”

“This is no more permissible than deny-
ing them the vote on an equal basis with
others,” he wrote.

The lone dissenter, Justice Hugo L.
Black, protested that there was no founda-
tion in the Constitution for the ruling. He
said the court’s action was an infringement
on a state’s power to repeal old laws when
it decided to do so.

The situation has not been fully resolved.
Mayor John S. Ballard would not say when
the city would begin to enforce the court’s
ruling. NEWS continued on p. 36
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“Spiraling costs were chopping away
my profits in conventional building,”

says Tom Muldowney.

“Now; with Kingsberry, [ maintain tight cost
control and my profits show it!”

And tight cost control isn’t the only plus factor
M. C. Construction Company experiences when
they build Kingsberry Homes. “There’s the added
advantage of working with a top quality name,”
Mr. Muldowney stated, “which helps tremen-
dously in pre-sales.” Build a house within your
cost projections, sell it faster, and watch the
upturn in profits.

Kingsberry starts at the beginning to provide
the builder meaningful help. Over 130 designs
by famous architects, so you can choose to fit

your lots and your customers’ preferences. Help
from the experienced Kingsberry representative
in planning, scheduling, financing, promotion
and selling.

Kingsberry Homes packages are profession-
ally engineered and materials used are top quality.
Building Kingsberry promises to help you over-
come many problems. Learn more—without
obligation. Mail the coupon now.

Get the facts that could spell profit insurance!

o

d Kiwngsbarry Bordeaux, as built
""by“M. C. Construction Company,
Panama City, Florida,

Tom Muldowney, president.

COPYRIGHT © BOISE CASCADE CORPORATION, 1969

[_Robert H. Welsh, Director —Marketing / Kingsberry Homes / Department HH-3 1

| 5096 Peachtree Road / Chamblee, Georgia 30341 / (404) 457-4301. |

| [ Please send more information on the Kingsberry program. |

| [ Have your representative call on me. |

i | Ihave built —__ homes and/or __________apartments during the past 12 months. |
KINGSBERRY l [

e e mnd © | Name |
HOMES } Firen I

DIVISION OF BOISE CASCADE I Address Phone I

| City State Zip |

Kingsberry Homgs/S()% Peachtree Road | Kingsberry serves leading builders in 33 Midwestern, mid-Atlantic, Southeastern and New England States. !
Chamblees Georei-r 8032 IA 0TI 57437\ o SR L8 F Sl Tie s 0 W o F - Wl e T D SR VS T S o
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When they said,

“Show us new ways to
cut housing costs,”

...the men at Reynolds
made the folks right

at home with aluminum
building products.

LI

MARCH 1969 Circle 59 on Reader Service card

Reynolds did the right thing by both builder
and customer at semi-tropical Port Charlotte,
one of General Development Corporation’s
Florida communities.

Advance planning paid off in pre-finished
packages, installed with less labor. Compo-
nents included siding, roofing, windows and
sliding doors, soffit and fascia, shutters and
hardware, even heating and cooling ducts of
rust, rot and warp-free Reynolds Aluminum.

Builders who wish to take advantage of pre-
finished packages such as this can also add
other Reynolds Aluminum products: gutters
and downspouts, louvers and vents, foil vapor
barrier, flashing and nails.

Buyers benefited, too, from aluminum’s
features. Reflection of radiant heat keeps
homes cooler during hot weather, retains fur-
nace heat better during cold spells. Factory-
applied, baked enamel colors stand up to
harsh sunlight and salt-laden air, insure
homes that stay young.

Add the fire and hurricane-resistance of
Reynolds Aluminum building products, and
you get an unbeatable combination—installa-
tion features that make sense to any builder,
low-maintenance features that mean a good
buy to any home buyer, in any climate.

Write for complete residential building
product information.

REYNOLDS

My] ALUMINUM
Building Products

REYNOLDS METALS COMPANY
Building Products and Supply Division
325 West Touhy Avenue, Dept. HH-39
Park Ridge, lllinois 60068

r
I

|

|

|

|

I Send complete Residential Building
= Product File
|

|

|

|

|

|

|

|

|

L

Name

Company.

Address

City. State. Zip

[] Have salesman call
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NEWS

continued from p. 32

An angry lady scourges the moneylenders of the ghetto

The savings and loan business, barely out of
the fire that seared it during the Bobby Baker
scandal (NEws, Feb. '66 et seq.), may be
back in the frying pan. This time the cook
is a Congressional tigress whose reputation
for correcting credit abuses is fast becoming
legend.

Leonor K. Sullivan (D., Mo.), who cham-
pioned the truth-in-lending legislation in the
House, is about to
zero in on realty spec-
ulators whose activi-
ties milked assets from
s&Ls and national
banks only a stone’s
throw from the halls
of Congress. Mrs. Sul-
livan has been named
chairman of the House
Banking and Currency Committee’s sub-
committee investigating insider loans. The
loans were made at inflated values to Wash-
ington speculators whose interest in inner-
city development was limited to the amount
they could take out.

The hearings grew out of an exposé series
in The Washington Post. The articles detailed
the manner in which s&Ls and banks were
weakened, and merged out of existence in
one instance, because of loans running into
the millions of dollars to slum housing spec-
ulators. Most could not or would not repay.

Corrective action. The series focused

Wide World Photo

SULLIVAN

exclusively on the Capital City, but Mrs.
Sullivan wrote to the chairman of the Home
Loan Bank Board:

“I suspect that the kind of chicanery cov-
ered by these articles is not limited to the
Washington area.”

The prospect of the Sullivan hearings and
the possibility of a new s&L scandal brought
an almost immediate response from the reg-
ulatory agency. The board issued guidelines
“for the examination and supervision of in-
sured institutions engaged, to an imprudent
degree, in lending to real estate investors.”

The Post series touched the nerve ends of
the s&L industry. Associations surrounding
Washington began to report withdrawals as
a result, and President Arthur H. Courshon
of the National League of Insured Savings
Associations endorsed the hearings as a
means of “clearing the air.”

Several banks were hit hard, including the
D.C. National, City Bank and Trust of Alex-
andria, Va., and Old Line National of Rock-
ville, Md.

How schemes worked. The Post report-
ed that some s&Ls lent speculators funds in
excess of what they paid for properties.
“Such mortgages,” the articles held, “would
put the speculators in a position to pocket
the excess.”

“Such loans,” the Post reported, “en-
abled speculators to buy thousands of houses
and apartment buildings in Negro neighbor-

it} (13

hoods with little or no cash investment.

“Floating along on a stream of borrowed
dollars, the speculators could move with the
migration of low-income white and Negro
families.”

The debacle. The bubble burst when
money tightened, and among the first to feel
the pinch was Republic Federal s&L of
Washington. It was eventually merged into
a larger institution by the HLBB.

Republic’s downfall traced to its concen-
tration of large loans among a few bor-
rowers, including but not limited to:

George Basiliko, a slum property owner,
who owed $1.5 million on 100 mortgage
loans from Republic. He had borrowed
nearly $1 million in more than 60 loans from
another association, Guardian Federal.

Burton Dorfman, an apartment owner,
who defaulted on four mortgages to Republic
with a total of $1 million.

Peter Laganas, an apartment builder, who
owed $1.4 million to Republic.

The Post reported that houses in the inner
city were purchased for, say, $12,000 on one
day, and sold days later for $16,500. One
speculator purchased a house in a Negro sec-
tion for $5,500 and sold it for $14,500.

“The prospective black home buyer is a
plum ripe for the picking,” the Post said.

But plums are out of season with Mrs. Sul-
livan, and she rarely loses a battle.

NEWS continued on p. 40

 Help protect
America's

Grown-Ups

Kids aren’t the only ones who need protection
around the house.

So why not make your homes extra safe for
everyone. Install ASG safety glass in your homes and let
safety help you sell.

ASG makes all three kinds of safety glass—wired,
laminated, and tempered. They’re available in a variety of
decorative surface patterns. And all have FHA approval.

Use ASG safety glass in sliding doors, window
walls, partitions, and tub and shower enclosures. It’s just
the kind of thoughtful extra that home-buying families
are looking for.

ASG has just prepared a special manual of gov-
ernmental and trade association standards for
safety glass. For a free copy, write: Dept. HH-39,
American Saint Gobain Corporation, Kingsport,
Tennessee 37662.

© American Saint Gobain 1969

REATIVE IDEAS IN GLASS

Safety glass by A S G
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ALWAYS IN GOOD TASTE
2

b/

BY KITCHEN KOMPACT

You are always right with Kitchen Kompact’'s Mellowood cabinets.
It's now one of America’s favorites.

The simple, elegant lines of Mellowood are always in good
taste. Homeowners never tire of the warm, friendly wood tones.
You can be sure Mellowood is always right for any kitchen — of
any size, in any decor.

Don't let the beauty of Mellowood fool you! It's designed to
last a lifetime. A new, improved Durium drawer — a one-piece
high-impact resistance material — is virtually indestructible. The
unique, rounded drawer bottom makes for easier cleaning, too.
And, all KK cabinets wear an exclusive “Family Proof” finish
developed for Kitchen Kompact by Mobil Chemical. It is highly
resistant to most household chemicals, alcohol, mild acids, even
nail polish.

Give your customers more kitchen cabinets for their dollar.
Make it Kitchen Kompact's distinguished Mellowood. You really
couldn’t recommend a cabinet with more value!

Kitchen Kompact is available from fully stocked distributors

in most major markets. Look in the Yellow Pages for your nearest
KK distributor.

e
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Kitchen Kompact cabinets have been “’Quality &
Certified” by the National Kitchen Cabinet Associa- Ui;:
tion. It's your assurance of proven performance and Cf‘«,
satisfaction. | =

: % m\g@a} &
XY

KITCHEN KOMPACT, INC., 911 E 11TH ST., JEFFERSONVILLE, INDIANA 47130
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Play Leap Frog
with our brand new
Primed Insulite Siding

Send today for your very own Leap Frog game. It cleverly combines a challenge
or two, and a little fun, with some serious business. And, it’s free.

Although Leap Frog is a simple game, it’s likely to try your patience. The
rules state that you may only take a nail from the board after having
“jumped” it with another. The object is to remove all but one lonely nail.

Naturally, the Leap Frog board itself is a rectangle of new Boise Cascade
Primed Insulite Siding. Since you’ll be staring at it for a while, there are

a few things you should remember. For instance, new Primed Insulite Siding

is “curtain coated” for a smooth and uniform surface. This special
prime-coated surface makes painting a snap, which is a pretty big deal

when you’re talking about painting a whole house. Furthermore, Primed Insulite
Siding has great dimensional stability. Once you’ve put it up, it won’t “move”
on the wall. It’s also easy to nail, without the necessity to pre-drill, and

has printed Guide Lines—top and bottom — for fast and accurate installation.

It's easy to be the first builder on your block to have a Leap Frog Game

made out of our new Primed Insulite Siding. Just mail us the coupon.

Or, if you can’t stand games of any kind, simply call your local Boise Cascade
dealer and order long, 16’ rectangles of new Primed Insulite Siding.

You can choose from three types: Horizontal Lap, Vertical Grooved Panels,
and Plain Panels. Unlike Leap Frog, you just can’t lose.

®
. “
@
. «
® ®
® &
‘;‘L‘U’w‘v 1 i
®

= wiieionh i SUSL S et e T o L il e T e
| BOISE CASCADE !
! BUILDING PRODUCTS NAME .
H |

: Boise, Idaho 83701 COMPANY :
| Please send me my very own !
I Leap Frog game made out of :
I your new Primed Insulite Siding STREET |
: —incluxfji?lg 14 nails ?nd i
easy to follow instructions on |

: how to play. g3 CITY STATE ZIP .
N e e e R e D20 |
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NEWS

continued from p. 36

Experts tell Canada: Build a million homes—and hurry

It wasn’t a royal commission, of which
Canadians are fond. It wasn’t even a senate
investigation. It was only a federal task force
commissioned to investigate housing and ur-
ban development.

Yet this seven-man fire brigade headed by
Canada’s minister in charge of housing, Paul
Theodore Hellyer, 46, dashed across Canada
hearing 500 briefs in 80 days from such dis-
parate groups and in-
dividuals as the citi-
zens of Fortune and
Medicine Hat, archi-
tect Buckminster Full-
er, the Five Citizens of
Calgary and Giant
Yellowknife Mines. It
then put together a
40,000-word  report
that contained 47 proposals, and it turned in
the finished paper only a month later.

What prompted the task force to act so
quickly was Canada’s increasing housing
dilemma. Although 49% of the housing
stock has come into existence since 1945,
the country needs 500,000 units to replace
obsolete homes and relieve overcrowding.
Land prices have risen 200% in 15 years,
mortgage rates are at an all-time high with
maximum interest on National Housing Act’s
new-house mortgages at 938%, and the
country’s baby crop has grown into a boom
of young marrieds.

Ashley-Crippen

HELLYER

Starts at peak. The primary recommen-
dation of the task force is to build one
million additional units over the next five
years. This, the team says, will keep pace
with “new demand plus making at least some
inroad into the current backlog of over-
crowding, obsolescence and general shortage
of supply.” Housing starts totaled 196,878
in 1968, an all-time record, but the panel in-
sists Canada is still not building fast enough.

Says Hellyer, a former builder: “Urgency.
That is certainly among the strongest of the
task force’s impressions. The home owner-
ship dream of many Canadians is just that——
a dream.”

There was little of a revolutionary nature
in the report, but for the first time all of the
theories on how to solve Canada’s housing
problem were put into a master plan. Hellyer
has told Canada’s parliament that the cost of
a new house could be cut by 20% if only a
minimum number of the 47 proposals were
adopted.

Free mortgage rate. The report sug-
gests that the NHA interest rate, equivalent of
the FHA rate in the states, be freed to find
its own level. It is now pegged each quarter
at 2¥4 % above long-term government bonds.
The task force would also like to see the
mortgage ceiling raised from its present
$18,000 level to $30,000 and the amortiza-
tion period extended anywhere up to 40
years. The experts even suggest a study of a

lease-purchase scheme for residents earning
less than $5,000 a year.

Land and renewal. The task force feels
that all profits on land deals should be tax-
able. (There is no capital gains tax in Can-
ada). Land sold without improvements
should be specially taxed, the panel said, and
the federal government should make loans
available to municipalities for acquiring,
servicing and selling land.

The task force urged that all urban re-
newal be stopped until the government can
initiate and complete a thorough research
program into the economic, social and psy-
chological issues of public housing. In the in-
terim, the group suggested that the federal
government lend municipalities the money to
purchase dispersed existing housing for low-
income groups and consider a program of in-
come supplements to enable low-income
families to rent or buy.

Because the task force felt that urban
planning could be done effectively only on
a regional basis, it recommended that the 10
provinces establish regional governments.

Hellyer said he would introduce specific
legislation by early spring. Certain to be one
of the new bills is the recommendation that
a federal department of housing and urban
affairs be established to carry out the task
force’s proposals. —GENE O’KEEFE

Toronto
NEWS continued on p. 44

© American Saint Gobain 1969
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Help protect
America’s
Asironauts

Astronauts need protection—particularly on flights

around the house.

That’s why parents will be grateful if your homes
feature real safety glass...tempered glass by ASG.

ASG tempered glass is tough. It can withstand
greater shock and impact than ordinary glass. And—if it
does break—tempered glass crumbles into thousands of

harmless granules.

ASG tempers a wide range of plate, sheet and
patterned glasses. They’re perfect for patio doors, tub
enclosures, decorative partitions.

Make safety a selling point in your homes. Feature
safety glass by ASG—tempered, wired or laminated.
And write for our free manual of government and
trade association standards for safety glass. Dept.
HH-39, American Saint Gobain Corporation,

P.O. Box 929, Kingsport, Tennessee 37662.

AA

Tempered safety glass by A S

CREATIVE IDEAS IN
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Why build just houses?

Keep pace with consumer
preference-build Total Electric

SaTion marK”

|
|
[ LIVE THE CAREFREE ELECTRIC WAY
o L
Twice as many homebuyers ’

want electric heat as builders are now F]ameless CICCtro

providing,” reports a recent )

Department of Commerce study. i“lont bur ﬂ l? h(),y

Electric heat has arrived. Millions of n Our A s
your pocket™,

families already enjoy it. And

S 2 Take it from the I
millions more say they want it. They e typical of millions wha -
: 3 switched to flameless electric h "
A Total Electrlc Home is full | from old-fashioned hestierfgr:‘fjelz.at

of features that turn browsers into
buyers. Fast.

Features like flameless electric
heat. Electric water heaters. Self-
cleaning ovens. Electric clothes
dryers. Electric air conditioning.
Features that'll help you sell faster
and more profitably. A big reason

|

o ""We actually save money with
ennies ext

Electric heat costs us a few pi electric heat. We figured

and it's well worth it. When you add the time what
) i d e we formerly paid for both fuel and el
fOT the blg trend tO TOtal EleCtI'IC :sw:;’"ey we save on cleaning...well, electric heat during a year; then compared th:tew?in}: rjsexc':m‘ly
Y Works out to be a bargain. electric bills, which included electric heat
. i . . We came out way ahead,"”
Homes: nationwide ads like the one
“Electric heat runs us Just about the same

" . h b ﬁ f as our old system...almost to the dollar. B it

plCtured are Selllng the benenhts o not all we like about it. It's clean, genll:l"vea'm e

Wwe never have cold spots or hot blasts, "

carefree electric living in Life, Look,
Better Homes & Gardens, and
American Home.

Why not take advantage of the
growing preference for Total Electric
Living? Your electric light and power
company will welcome the
opportunity to work with you.

y with

ElectricHeat

5 Live Better
Electrically

Live the carefree W@

LIVE BETTER ELECTRICALLY - Edison Electric Institute - 750 Third Avenue, New York, N.Y. 10017
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Well

You get the finest builder planning services in the
country from Hotpoint. We’ll help you with
everything, start to finish.

For instance, our kitchen planning staff will evaluate
your kitchen plans for design function and appeal.
For layout practicality and convenience.

For color harmony and beauty.

For all the many things that make an ideal kitchen.

And, as with our many other services, your Hotpoint
counselor works closely with you every step of the
way. He’s always there to keep things going
smoothly and to follow through on the details.
(Such as scheduling delivery of our products.)

Our other services range into most every area.
Interior and exterior lighting, heating and air
conditioning calculation and layout (and assistance in
preparing operational cost estimates), merchandising

help you build

kitchens that sell houses.

With appliances
that sell kitchens.

MARCH 1969

See Hotpoint’s complete builder line insert in Sweet’'s catalog.

and promotional planning, professional

sales counseling. Together with our planning
services, we offer you the finest line of builder
appliances. All with the features women look for.
And all backed by our fine service, nation-wide.

Hotpoint has everything you need to make
kitchens that sell houses.

@ Look for
the Hotpoint
Difference
GENERAL ELECTRIC COMPANY

Louisville, Kentucky 40225

Hotpoint’s big line offers you many refrigera-

tors, oven-ranges (with self-cleaning models
in every style), countertop ranges, exhaust
hoods, dishwashers, disposers, water heaters,

washers, dryers—plus a full line of cooling

and heating products.
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Wall Box

~ Time Swilch

THE ONLY TIMER WITH DIAL FACE PLATE
THAT MOUNTS FLUSH TO THE WALL!

Turns Off Lights,
Fans, Heaters
AUTOMATICALLY

In Timings
From 3 Minutes
to 12 HOURS!

Save electricity, add comfort and convenience, extend life of
equipment. Easily installed in standard wall boxes. Recom-
mended for hotels, motels, homes, apartment houses, public
buildings. Available through wholesalers everywhere. Send for
literature.

%~ M. H. RHODES, Inc.

MARK:TIME

Harttord, Conn. 06101

In Canada—M. H. Rhodes (Canada) Ltd., Ottawa 5, Ontario

Circle 64 on Reader Service card

NEWS

continued from p. 40

Homebuilders suing suppliers
in plumbing price-fix case

About 50 civil suits have been filed by
builders and developers across the country
charging major plumbing-fixture suppliers
with price fixing.

The civil suits follow a criminal action
filed by the federal government against
some of the same suppliers. In the govern-
ment case, part of which is still pending
in U.S. District Court in Pittsburgh, five
suppliers and the Plumbing Fixture Manu-
facturers Assn. have been fined so far
(NEws, Jan.).

A typical civil suit has just been filed
against 14 of the largest suppliers and the
manufacturers’ association by 93 eastern
builders.

“Our clients read the publicity about the
government case,” says attorney Earl
Kintner of Washington, D.C. “They asked
us what they could do. We studied the sit-
uation for months. Then we filed a class
suit [on behalf of all builders] in U.S.
District Court in Washington, D.C.”

The plaintiffs include groups of builders
from Philadelphia, Pittsburgh, New York
City and Washington, D.C. (led by big
builders Carl Freeman and James Cafritz
Inc.).

The builders charge that representatives
of 14 suppliers and the Plumbing Fixture
Manufacturers Assn. met several times be-
tween 1960 and 1966 to set prices of
plumbing fixtures and to establish sales
territories.

The builders also charge that suppliers
conspired to halt manufacture of enameled
cast-iron fixtures, thus boosting sales of
higher-priced fixtures.

The plaintiffs seek triple damages. The
exact amount, they say, cannot be deter-
mined until records of the 14 companies
are examined.

The 14 companies are American Stand-
ard Inc.; Kohler Co.; Crane Co.; Rheem
Manufacturing Co.; Borg-Warner Corp.;
Wallace-Murray Corp.; Gerber Plumbing
Fixtures Co.; Ogden Corp.; Mansfield
Sanitary Inc.; Peerless Pottery Inc.; Kil-
gore Ceramics Corp.; Lawndale Industries
Inc. and Georgia Sanitary Pottery Inc.

—THOMAS LIPPMAN
Washington

Seattle bank company buying
Coast Mortgage & Investment

The Pacific Northwest’s largest mortgage
company is selling out to Seattle’s Marine
Bancorporation, parent of the city’s Na-
tional Bank of Commerce, for an estimated
$6-$7 million.

“The mortgage company will operate in-
dependently and with no changes in per-
sonnel,” a banking spokesman said.

Coast Mortgage and its subsidiary, Ward
Smith Inc., rank 21Ist among mortgage
banking companies on $462 million in ser-
vicing. The combine is Metropolitan Life’s
principal correspondent in the Northwest
and has financed much of the Seattle hous-
ing boom. The company bought $70 mil-
lion in mortgages in Washington state alone
in 1968. NEWS continued on p. 46
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? Alr Klng Whatever style, price, size or finish range hood your kitchens

call foryou can be confident Air King Hoods will bring you

° beauty that helps sell homes. See them all in our new Build-

makes 182 dlfferent ing Products Catalog...as well as Air King Radio/Intercom
Systems, Door Chimes, Bath & Kitchen Fans, Attic Fans, Bath-

an II” figes dF Humidifiers. Write Berns Air Ki
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beautitul! ey

above: Moderate-priced 2-speed Cabinet-Sav'R

left: Hi-Flow ductless model with rechargeable filter system

below: Low cost vertical discharge model
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* "Extra Something
‘ gives |
- YOUR KITCHENS
that “Something Extra”

This

. Today's Purchasers or Renters
of homes or apartments
will pay more than
your extra cost

Majestic Char-Grill

built-in barbecue grills

Modern homemakers want that “extra
something” to make their ordinary
kitchens “extraordinary” kitchens. And
Char-Grill offers just the thing! That's
why more and more builders and remod-
elers are installing Majestic Char-Grills
in today’'s homes. It's a “stand out”
item that quickly catches the eye of
both husband and wife, providing the
way they can now enjoy indoor cook-
outs the year around. When you feature
the Char-Grill line you have a model for
every customer preference — gas, elec-
tric or charcoal fired — and in a choice
of sizes and models for installation in
standard wood or metal cabinets, or in
masonry — in either “Stack-on” style
for modern up-front convenience, or
“Drop-in” models for continuous cab-
inet front styling.

» Send Today

{ for full-color
brochure and
specifications.

But, let's not stop there — Char-Grill
offers such extra features as: large
cooking area, controls for heat level,
and grill cooking height for best bar-
becuing results; all details designed for
maximum ease of cleaning; plus many
others. Available accessories include
vent hoods of adequate capacity and
designed especially for the proper oper-
ation of the MAJESTIC CHAR-GRILL.

Everything about CHAR-GRILL is
fun-and-convenience appealing. You'll
have customer-action everytime with
that “something extra” ... MAJESTIC
CHAR-GRILL.

NOTE: Don't forget those other family
fun spots where you can install Char-
Grill, such as the family room & patio.

America’s Most Complete Line of Barbecue Built-ins
= = A
NOW 10 different grills—6 different hoods

The Majestic Co., Inc.

413 Erie St., Huntington, Indiana 46750

SINCE 1907
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NEWS

continued from p. 44

Fanny May to stop checking
mortgage property and credit

Free of virtually all governmental controls,
the Federal National Mortgage Association
has begun to streamline operations. The
first such action is estimated to be a $300,-
000 annual cost savings device.

Fanny May is discontinuing examination
of property and credit of each FHA and va
home mortgage prior to purchase by either
FNMA or GNMA. Fanny May will rely on
the judgment of seller-servicers to make sure
property and credit checks are made that
meet FNMA standards.

The change is not intended to reduce
Fanny May standards, and a letter to sellers
stressed that “we are depending more upon
your expertise in originating mortgages.” If
FNMA discovers a deterioration in mort-
gage quality, new delinquency problems or
other servicing difficulties under the new
arrangement, the seller’s contract with FNMA
can be jeopardized.

Congress eyes tax loophole
enjoyed by savings banks

A 1962 law that allows the mutual savings
banks to set aside tax-free reserves equal-
ing 3% of outstanding loans is depriving
the federal government of $40 million in
tax revenue annually, critics contend.

Most of the thrift and mortgage lending
institutions that have set up 3% reserves
pay no federal income tax.

Spurred by Treasury Dept. complaints,
Chairman Wilbur Mills (D., Ark.) of the
House Ways and Means Committee has
asked his tax-writing panel to determine
whether the loophole should be closed.

Mills’ panel will also determine whether
“other changes should be made to more
closely equate the tax treatment of mutual
savings banks with that of savings and loan
associations.”

Only a few s&Ls are using the 3% re-
serve loophole.

New York State lifts limit
on home mortgages to 71, %

The old ceiling was at 7% %. The state
banking board made the change three
weeks after the federal government lifted
the permissible FHA-VA interest rate from
6% % to 712%.

Frank Wille, superintendent of banking,
said the action was taken after ‘“‘considera-
tion of current trends in the nation’s money
and mortgage markets and in order to as-
sure the continued availability of conven-
tional mortgage money.”

The New York State legislature voted last
May to let the banking board set a rate
from 5% to 7% %, depending upon eco-
nomic conditions. The board retains that
power until Sept. 1, when new legislation
will be required.

Maryland raised its mortgage ceiling to
8% in July, but the legislature is already
considering a bill to revise that limit upward.

NEWS continued on p. 50
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1i she doesn’t swoon

over Gerber Golden Yellow; you can offer
her the same luxury
in o other delicious colors.

Gerber No. 21-212 Mount Vernon siphon-jet elongated unit closet combination. No. 27-510 Hampton Bidet with rim-mounted 3-valve diverter fitting
and pop-up drain. No, 12-848 Luxoval self-rimming lavatories. No. 56-610 LaSalle recessed bathtub.

Golden Yellow is one of the newest Gerber
colors. Warm. Contemporary. Really appeal-
ing. For many luxury-loving women, this is
their color, in smartly designed fixtures that
have all the other luxury features they want.
(Like sculptured styling in beautifully matched
fixtures; tubs with a wide, flat safety bottom,
and quiet-flushing closets.)

You'll like Gerber fixtures, too, for their
practical features. (Like extended-horn
closets; brass with one-piece bodies, and re-
placeable seats and stem bonnetassemblies.)
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And, if for any reason your customer is
cool toward Golden Yellow, show her our
rich Caribe Avocado. Or Driftwood Tan.
Petal Pink. Wedgewood Blue. Forest Green.
Or versatile Stainless White. One of them is
sure to set her aglow.

Practical luxury, in a complete line of
Gerber plumbing fixtures and brass, means
many other things to benefit
you and your customer. ¢ %,
Why not find out about all of 3 iae™%s
them. Simply call or write.
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Sweep a woman
off her feet

with Gerber luxury
and still keep
yours on
profitable ground.

9-211

GERBER
plumbing fixtures

Gerber Plumbing Fixtures Corp.
4656 W. Touhy Ave.
Chicago, lllinois 60646
Phone (312) 675-6570

a7



Sure way to have a

48

housewarming...

Day & Night

That’s the trade name of the world’s most
forgettable furnace. Day & Night. Forget-
table because it's so quiet and reliable
you'll probably forget it’s there.

The people at Day & Night refuse to believe
in planned obsolescence. Furnaces are
constructed and inspected by professional

“nit-pickers.” And most models can be con-
verted to air conditioning at a later date.

Select the precise furnace you need from
one of 100 basic models — indoor, outdoor,
upflow, downflow, horizontal.

Call a Day & Night contractor for the comfort-
ing facts.

day (& night

MANUFACTURING COMPANY

La Puente, California « Collierville, Tennessee

THE QUALITY NAME IN HEATING AND AIR CONDITIONING
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The Shagaroo is just
too much carpet for
some people. Too
thick. Too wild. Too too.

But we made it that way so it would
be just right for other people. The
kind of people who flip over
something different or something
new.

We gave the Shagaroo an extra long
pile, for example. It's 2% inches fat.
And we dyed it 22 different ways,

including 13 fairly kooky tweeds.

What'’s more, the Shagaroo is made

Count on Kodel...member of the Eastman Kodak family
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aroo carpet.
Little old ladies may not dig it.

with Kodel polyester, a durable,
easy-to-clean fabric that has
“family” written all over it.

In short, we went all out to make
a carpet that young people would
dig. And dig in their pockets to buy.

As for the little old ladies, you'd
still need an awfully good line to sell
them on the Shagaroo.

But then, that's why we have 37
other carpets in our line.

WALTER CARPET MILLS

A Component of Ludlow Corporation
P.0. Box 1252, City of Industry, California 91747

“The right carpets for the right people.”
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FROM HOUSE TO HOTEL is the story of Emil Mosbacher Jr., ol, who now
lives in Washington’s stylish Watergate, but refuses to sell his gracious White Plains, N.Y., mansion.

Jay Alexander

FOR PLASTER,
STUCCO AND
EXPOSED AGGREGATE

Nixon men teach Washington brokers a lesson:
The richer they are—the fewer houses they buy

SNIP AND

VINYL-
CHLORIDE

RUST PROOF  NO WASTE
DENT PROOF  STABLE
WATERPROOF

Write for Literature & Sample

CASINGS

INCORPORATED

WEST MIDDLESEX, PA. 16159
West Coast Address:
P.0.Box 236, No. Hollywood, California 91603
Phone: (213) 877-8262
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The President’s Cabinet of businessmen is
taking the new administration’s go-slow
tone to heart—even when househunting.

A survey of the District’s top realty
brokers last month failed to turn up even
one house sale to a Nixon newcomer,
though several Cabinet wives are shopping
and reshopping the market.

Those wives are being held back by two
powerful forces—a tight housing market
and tight-fisted husbands.

The dug-in Democrats. Not surpris-
ingly, the opposition party has sabotaged
the Gop by declining to leave town and put
its houses up for sale.

While waiting impatiently for a return
to power, the Democrats are taking jobs
at the fringes of government—as lobbyists
and D.C. lawyers. Some realty brokers es-
timate that 65% of the Kennedy-Johnson
team is still in town.

“I wish they would move,” one broker
says. “I could sell all their houses tomor-
row.”

Some Democrats—the Treasury’s Henry
Fowler, for example—are holding onto
their houses even while departing Washing-
ton. There is good reason: a house in the
Capital is much like a money-making ma-
chine.

Since 1961, when John Kennedy’s first
aides arrived, the asking prices of choice
houses have climbed 30% and more. One
broker reported that the State Department’s
Nicholas Katzenbach wants $155,000 for
a house in Cleveland Park that cost him
$55,000 six years ago. And another broker
estimated that Presidential adviser Walter
Rostow could get $130,000 for a nearby
brick-Colonial that cost $75,000 in 1962.

Big chance for builders. Says veteran
broker Ruth Robbins of northern Virginia:

“This market is as tight as it has ever
been.”

And it will probably get tighter. Through-
out the summer, the Nixon administration
will bring in waves of new people to fill
about 2,000 executive jobs.

Mrs. Robbins adds: “This is a great op-
portunity for homebuilders. We are urging
the 19 builders we work with to put up
extra houses—with four bedrooms for about
$45,000—even if they can’t deliver until

the fall. The market is boundless.”

The reluctant Republicans. Finding
a house is only the first step for the new
Nixon people. The wife must then sell it
to her husband, who—more than likely—
is a good Republican who believes that fis-
cal responsibility begins at home.

Broker Fred Marsteller, president of the
Washington Board of Realtors, echoes his
colleagues’ views by describing the new Re-
publicans as ‘“‘serious people who don’t
make snap decisions.”

Furthermore, the businessmen Nixon has
recruited so far are not at all eager to settle
down in Washington for many years. Men
like Attorney General John Mitchell and
David Packard of the Defense Department,
to name just two, have left their hearts and
their livelihoods at home. Nearly all of
those who took severe pay cuts to join
Nixon are looking forward to an eventual
return to private life—and private enter-
prise.

In the meantime, they are not selling
their houses at home, and they are not buy-
ing houses in Washington. Instead, many
are renting. For example, Chief of Protocol
Emil “Buz” Mosbacher Jr. is living in an
opulent hotel (photo); Housing Secretary
George Romney is renting a one-bedroom
unit for $500 a month and Vice President
Spiro T. Agnew, another renter, is quoted
by one wag as saying: “If you've seen one
suburban house, you've seen them all.” (The
Veep has one thing to weep about—his
apartment is too small for the family ping-
pong table.)

No complaints. Washington’s realty
fraternity is not disheartened. A few have
pursued the renters by creating apartment
divisions. And in general the brokers say
business is very good.

Yet the market is not booming as it did
eight years ago when Eisenhower’s ghostly
renters were replaced by Kennedy’s spirited
buyers.

Says Marsteller: “Those Kennedy people
believed in spending. They bid up house

- prices all over town. Before they arrived

some of us said Democrats don’t have
money. But those kids had rich Republican
daddies.” F.L.
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‘ For the first time in two

‘ decades, there's a completely
new appliance for the home, the only major
appliance introduction since the automatic dish-
washer. Jenn-Air's Savory Centre is a totally new way of
cooking. /t grills steaks, hot dogs or hamburgers with the
popular charbroiled taste of an outdoor grill, a flavor no
oven broiling can match. /¢ roasts . . . without the messy
clean-up afterwards. /t shish kebabs exotic charbroiling
specialties. /t gridd/es enough ham and eggs for the whole
family at once. And it french fries, with its own deep frying
attachment.

ajor appliance
opportunity

Jenn-Air’s versatile new Savory Centre

But here’s the best part .. . . it's all done in the open without
a bulky overhead hood. Instead Jenn-Air has built in an ex-
clusive surface vent right next to the grill. It traps smoke
and odors at the cooking surface and whisks them outdoors.

Jenn-Air's Savory Centre flavors every meal with new ex-
citement and fun. Cooking on it can’t help but be a family
affair.

Suddenly . . . there's a great new major appliance oppor-
tunity for you. Send today for additional information and
your free copy of Jenn-Airs full color '
Savory Centre Brochure.

VWY, JENN-AIR

corRPORATI o N 3035 SHADELAND, DEPT. H, INDIANAPOLIS, INDIANA 46226
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“I only specify brand name products

dishwashers.’

rdog

“That’s because I just don’t think there is any equal to KitchenAid
dishwashers,” says Portland, Maine builde