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(Helps you sell homes faster!)

Introducing: The Kid-Cushioned Floors. Q ie;sian Tile™, Spring® Luxury Cushioned Vinyl: Terracotta.
i ; ags, ike all our installed cushioned vinyl floors, it meets all FHA require ts.
What do we mean by Kid-Cushioned? - SEUSe

Beautiful floors that can take a beating ‘
and not show it.

A new idea in vinyl floors that sells
houses faster because it’s a benefit
buyers want.

Kid-Cushioned Floors

aren’t just plain, ordinary vinyl. But
proved Congoleum cushioned vinyl.
Proved because its extra vinyl

cushions its beauty

against the beating floors take from kids,
“lookers” and home-buyers

... better than other floors.

They have the cushion-in-the-middle.

So when children jump-up-and-down,
rassle & rough-house, the cushion “gives.”
Then bounces back to its original beauty.
Scuffs? Scratches? Marks?
Forget em!

Our vinyl is tougher & thicker.
Spills? Dirt? Accidents?
Forget about them, too.
Kid-Cushioned Floors come clean fast!
“How about installation?”

Fast & easy.

Kid-Cushioned Floors

won’t crack or split in cold weather.
They stay flexible. And many install on any grade.
Thanks to our famous White Shield® backing.
“How about choice?”

Kid-Cushioned Floors come in
the widest range of color-pattern combinations
to ease your decorating problems.

Yet Kid-Cushioned Floors never cost more
and usually much less than their imitators.
BUILDERS BEWARE:

There’s only one KID-CUSHIONED FLOOR.
It was invented & perfected by us: Congoleum
For complete details see your floor covering contractor.

f. ,; .
SIS :

ROMAN ACCENT™ cASA GRANDE® SEASCAPE® VILLAGE SQUARE™

Congoleum

COPYRIGHT 1969, CONGOLEUM INDUSTRIES, INC.

Circle 50 on Reader Service card
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Nu'lone Radio Intercom Systems will add sales appeal to any new home }



Never before have you had such a
complete selection of intercom systems
a a from which to choose . . . with prices
to match! This widest selection of models
® s and prices is sure to make “yesterday’s
luxury” today’s built-in convenience
u1 t-l l l feature ... tomorrow’s necessity. No
longer is it necessary to exclude this sales
® appealing convenience feature because
of price or budget — the complete
NuTone line fills the price gap. From low
budget AM only models to the most
refined, luxury systems on the market

today. A system designed and priced to
meet the needs of every installation —

even the most modest homes. But, no

matter what system or what the price, you
know you can depend on NuTone
quality, NuTone engineering, NuTone

manufacturing, NuTone service!

Nulone

NuTone home d@stribqtor
intercom [

convenience
center

Get the full story . . . see the complete line of
NuTone Intercom Systems at your NuTone
distributor displaying this sign. See how easy
it is and how little it costs to install this

sales appealing convenience feature.
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Home owners and home buyers are being
pre-sold on the convenience features of
NuTone Home Intercom Systems in leading
shelter book annuals.

(now, that’s convenience) NuTone (sow)
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EDITORIAL
The new Administration and the urban housing crisis 71

Can Nixon’s team capitalize on the Johnson programs that have real promise, win
more local support for local programs and straighten out the HUD bureaucracy?
It will try hard, but six big problems are likely to water down most efforts

FEATURES

‘“The no-tile bathroom’’: promotion talk or news in the making? 74

Tile surfaces and cast-iron and vitreous-china fixtures still dominate the market,
but the new molded and laminated plastics are starting to make inroads

Condominium as a design and marketing tool 80

Legally, condominium is simply a means of ownership. Practically, it can also be
an effective aid to design and marketing. Three projects make the point

Where will builders get the capital they need? 86

From going public? From merging with larger corporations? From joint ventures
or partnerships? An H&H Round Table explores these and other possibilities

A showcase house for the electronics age 95

Experimental? Sure. Blue-sky? By no means. In fact the electronic gear packed
into this house could give homebuilders a whole new approach to merchandising

A little humor adds spice to the stew called merchandising 100

And here are two examples: a series of lighthearted newspaper ads for a big
West Coast project and a whimsical brochure for an Eastern vacation community

NEWS
Inside the new HUD—first days bring fireworks and confusion 4

Call for Ray Lapin’s resignation roils a meeting of staid old Fanny May Board;
confusion reigns over FHA appointment and conflict develops in HLBB selection

New under the sun: some fresh building ideas for now—or never 16

A roof that lets in all the outdoors or a house that comes out of a spray pipe;
from several startling innovations you can choose which will—or won’t—work

Mortgage money: an analysis of the big slowdown 8

Funds for one-to-four family houses, which have never regained level of 1963,
will decline by $2 billion this year. Total mortgage will be off by $1 billion
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NEXT MONTH

California—housing’s cradle of ideas for the 70’s: An analytical look at the excite-
ment and the innovations born in this most competitive of states and just begin-
ning to spread to the rest of the U.S. . . . Northern California’s growing emphasis
on natural-wood design a convention-goer’s guide to San Francisco for
attendees of the Pacific Coast Builders’ Conference in June



NEWS

Confusion in HUD: The new team is dragging its morass

If somebody made a television series based
on the new HUD’s first month, it could be a
comic-farce entitled “Who’s got the job?”

Within a month after super-administrator
George Romney became housing secretary
confusion abounded:

1. In a board-room shouting match, two
board members of the Federal National
Mortgage Assn. debated whether Ray Lapin
should stay on as Fanny May president.

2. Possible conflicts of interest played
havoc with Romney’s attempt to name big
builder Ray Watt as FHA chief (title: assist-
ant secretary for mortgage credit and fed-
eral housing administrator).

3. And President Nixon himself had
trouble choosing between two Californians
for chairman of the Federal Home ILoan
Bank Board, an agency related to HUD which
regulates the nation’s savings and loan in-
dustry.

Tale of the city. In Washington, where
rumors fly faster than at Army training
camps, the hottest tale in town described
the shouting match at staid old Fanny May.

As the story goes, Fanny May Board
member Lloyd Clarke, last year’s NAHB
president, noted that every major trade asso-
ciation was 100% behind President Lapin,
and that it might be a good idea for Sec.
Romney, a Republican, to express some
support for Lapin, a Democrat. He sug-
gested that HUD’s new General Counsel
Sherman Unger, a fellow board member,
solicit the support from Romney. Unger
shot back:

“Lapin ought to resign to find out what
kind of support he has.”

Replied Lapin, who was presiding:

“I have no intention of finding out.”

Interviewed by HOUSE & HOME, Clarke
declined to deny or confirm the shouting-
match. But he added: “Every trade associa-
tion is behind Mr. Lapin, and behind the
new FNMA programs [the mortgage bond
and special assistance insurance]. We need
Mr. Lapin’s technical expertise.”

The Republican administration will have
trouble replacing Lapin with one of its own,
if that is its aim. Under the 1968 Housing
Act, Lapin was named president for Fanny
May’s entire three- to five-year transition
to private status. So he cannot be removed
without cause until 1971, at the earliest.

Musical chairs at FHA. The bureau-

cratic give-and-take that marked Romney’s
attempts to name a new FHA chief resembled
a disspirited game of musical chairs.

From Romney’s first days in office, can-
didates for the mortgage position were a
dime a dozen. Impressive housing and home
finance men were mentioned, including Ray
Niblack of NaHB; Graham Northrup of the
Mortgage Bankers Assn.; Bev Mason of FHA
and a score of also rans.

One of the strongest rumors was that John
G. Heimann, the New York City investment
banker, would get the post. Democrat Hei-
mann ran in front for weeks before suc-
cumbing to pressures from Republicans
who wanted one of their own.

Heimann was finally named a senior ad-
visor to Secretary Romney, a consultant’s
job that substantially overlaps the functions
of the assistant secretary for mortgage
credit. He held a like per-diem post under
ex-Housing Sec. Bob Weaver.

Watt’s going on? Enter Ray Watt,
West Coast builder of high repute. It is
here that the plot thickens—to the embar-
rassment of the administration.

Watt, who was apparently offered the
FHA post, was already working at his own
expense in the office of former FHA chief
Philip Brownstein when questions of pos-
sible conflicts of interest developed. The
builder began answering queries about his
stock and real estate holdings, but not be-
fore news of his troubles reached Capitol
Hill.

Furor in Congress. The troubles vis-a-
vis Watt echoed on Capitol Hill, where
both Democrats and Republicans became
agitated. Reports flew downtown to the ef-
fect Watt might not be confirmed if his
nomination were sent up by President
Nixon.

With all the problems surrounding Watt,
former FHA Commissioner Brownstein was
leaving his post February 20, and by law
someone had to have his authority by
March 1 to act on all FHA matters.* Secre-
tary Romney asked P. J. Maloney, number
two man at FHA, to take the job as acting
assistant secretary, but Maloney turned
down the request for fear of jeopardizing
his pension.

Secretary Romney then went to long-

* Brownstein is now Washington counsel for the
Mortgage Guaranty Insurance Corp.

time HUD employee William Ross, a deputy
assistant secretary, and asked him to fill ir
for 30 days—or until the Watt situatior
cleared itself up. Ross accepted the assign-
ment and began work March 1,

In apparent embarrassment, Romney pulf
the only announcement of Ross’s appoint-
ment in the little-read Federal Register.

Watt’s explanation. Late last month
Watt said his problems would be resolved
before April 1. “Then presumably,” he said,
“my nomination will be sent to Capitol
Hill.”

His first problem was how to dispose o
$20 million in Boise Cascade commor
stock. There was speculation in Washingtor
that Watt wanted to sell the stock. But latei
Watt said he would place the stock in a non-
voting trust.

His other problems reportedly involvec
an old foreclosure on one of his Californi:
subdivisions insured by FHA and his persona’
real estate holdings.

Watt brushed aside the foreclosure ques-
tions as “no problem”.

In his view, the real estate and apartment
he owned with associates other than Boise
Cascade was his only problem.

Said Watt, “We are trying to determine
the kind of values to place on these invest
ments in order to allow me to sell my in
terests. I plan to sell these investments
which are valued in excess of a couple of
million dollars.”

Late last month, congressional aides con
firmed that they expected Watt’s nominatior
shortly. ¥

The Loan Board hassle. Late las
month, two California Republicans wer
vying for the chairmanship of the Federa
Home Loan Bank Board, the Dutch-uncl
of regulator of the s&L industry.

Finally, President Nixon resolved th
problem by accepting the “voluntary” res
ignation of Robert L. Rand, the acting chair
man appointed by President Johnson jus
before he left office. As acting chief, Ranc
won wide support for the permanent post
But in the end he stepped aside, clearing
the way for Preston Martin, California’

s&L Commissioner. —_ANDY MANDAL,

Washingtor

f1In anticipation of Watt’s appointment, Ala
Borstein was named to replace him as chief ex
ecutive officer of the Watt Co., a Boise unit.

NEWS continued on p.

Photos: Thomas Hoy

FIRST INTERVIEW for housing press is granted by Secretary Romney to House & HoMmE's Andy Mandala. For what Romney said, see page 71.
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Kingsberry

‘kicks the bugaboos

out of apartment
uillding]

Kingsberry provides you with professional help to
take full advantage of today’'s apartment demand.
You'd expect Kingsberry to provide you with good apart-
ment plans and soundly engineered construction packages.
But Kingsberry does far more, to make apartments a sound
and profitable investment for builders.

Your Kingsberry representative is trained and experi-
enced in every stage of apartment planning—qualified to
help select land, secure financing, choose the most suitable

>YRIGHT © BOISE CASCADE CORPORATION, 1969

designs, offer construction assistance. He can even advise
you on management of the units, or help you sell them.
Pre-engineering assures fast build-out, avoiding major
weather delays, guarantees tight cost control, and cuts
labor costs up to 50%. Kingsberry apartments rent fast at
top figures, providing maximum appeal to investors.
Learn for yourself the profit possibilities in Kingsberry
apartment construction. Mail the coupon for full details.

Robert H. Welsh, Director/Marketing, Kingsberry Homes, Department HH-4,
5096 Peachtree Road, Chamblee, Georgia 30341, 404/457-4301.

[] Please send full details on the Kingsberry Apartment Program, without obligation.
[ Please have a Kingsberry representative call.
My interest in Kingsberry Apartments is [] immediate; [] for future planning.

N.
KINGSBERRY e

Firm

DIVISION OF BOISE CASCADE Mail Address

City

Kingsberry Homes / 5096 Pe chtree Road
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A home styled in aluminum
with enduring PPG Color
Coatings is a moving site!

An attractive exterior is the most
effective traffic builder. And
aluminum building components
protected and beautified with
factory-applied PPG Color Coatings
deliver the action.

For windows, doors, shutters,
siding, shingles and soffits, PPG
Color Coatings offer a colorful
finish that stays fresh and bright

year after year, requiring
practically no maintenance.

The finish is so tough that it takes all
the punishment of shipping, han-
dling and installation, and still looks
bright, clean and factory-fresh.

Aluminum building components with
PPG Color Coatings are available in
a wide range of modern colors.

These PPG coatings, used on all
components, achieve excellent
color matches or color harmonies.

To put PPG color coated compo-
nents to work for you, specify them
to your supplier. For more informa-
tion on these coatings, contact

PPG INDUSTRIES, Inc., Dept. 16W,
One Gateway Center, Pittsburgh, Pa.
15222. Telephone 412/434-3191.

Color ‘3 0%
Coatings i |




NEWS

continued from p. 4

Real Estate Mortgages—AIll Types (Billions of $)
Net Change In Ownership of 1-4 Family Mortgages Net Change Outstanding: 1963 1964 1965 1966 1967 1968E 1969E
i 1-4 Family Non-Farm Home
(Billions $) MN|\or}t:sa5|es | : 1570 S5 A58 0 N0 5 G5 S8
ulti-Family & Commercia
: : ' 1963 1964 1965 1966 1967 1968E 1969E Mortasse 8.4 83 8.0 8.4 8.3 93 100
INan Blok ‘Rinancialinsite Farm Mortgages 760 to 1 oo (IR olo i © (8 ool
ions s SO0 T el e, TR e I AT
T . (oo BB LR TR R SR otal 957 958 957 912 930 270 958
avings and Loan Associa- i 5
tions : 2801 84 Ty 28 Bed [ 70 63 M e R R e s L aa
'lsife lnsu?lncel(:omp;m;s 0.9 1.9 Tt 06 —05 —0.4 =07 Net Change, Publicly
ivate Non-Insure en-
”sion Fundr; e 0.9 04 0.0 0.0 0.0 Owned Mortgages 267 26  WT 179 203 237 210
State and Loca etire- Net Change in ownership:
ment Funds 0.2 0.1 0.1 0.0 0.0 0.0 Financial Intermediaries
Toial MoniBank Financial T S Sav!nss Bdgkﬁ % » 4.0 43 4.1 2.8 39 2.8
nsts. 131 124 112 53 74 81 66 Sflnm aELotr sl £y lie gk SUALI ST ol ok i S
Life Insurance Companies 3.6 4.6 4.9 4.6 2.9 s 2.6
Commercial Banks 2.8 2.3 3.2 2.4 25 33 2.0 Private Non-Insured Pen-
Individuals & Miscellane- sion Funds 0.3 0.5 0.5 0.1 0.1 0.1
ous 120 0.9 0.5 0.5 0.7 1.4 1.4 State and Local Retirement
= e e ol et Funds 0.5 0.6 7 0.8 0. 0.5 0.5
Total Public Purchases 16.9 156 149 8.2 186 128 10,0 _— — — —— —— —
Federal Agencies -1.2 —02 0.4 05 1.9 2.5 33 Total Financial Interme-
e e diaries 20.5 204 192 129 144 149 138
Total Net Change Out- Commercial Banks 4.9 4. 517 4.7 4.6 Si7 53
standing 157 154 | 153 101 125 153 1383 Individuals and Miscellane-
SOURCE: 1963-1968: Federal Reserve Board aus 13 06 —02 03 1.3 2.1 _Q_GA
1969: Estimated by Salomon Bros. & Hutzler e i N i R
Total Net Change in
Ownership 96,7 256 . 247, 17.9 . 203 23i7 247

Mortgage money: The slowdown in private home financing

Investment in 1-to-4 family home mort-
gages reached a postwar record of $15.7
billion in 1963 but it has run below that
figure ever since.

Mortgage financing lags despite a large
increase in total private credit. Home loans
accounted for 29% of the credit expansion
in 1963 but only 18% in 1968.

The diversion of financing has been the
primary reason for a depressed level of
1-to-4 family starts and, conversely, for
an increase in multifamily building. Much
of the money that is shifting out of house
loans is merely shifting into apartment
mortgages.

House mortgaging fell steadily from the
$15.7 billion in 1963 to a postwar low of
$10.7 during the credit crisis of 1966. There
were gains to $12.5 billion in 1967 and to
$15.3 in 1968, but the 1969 investment is
expected to be no more than $13.3 billion.

There will thus have been no rise at all
in the volume of new financing for 1-to-4
family houses from 1963 through 1969.
The full story is told in the tables on this
page, compiled by the economists Sidney
Homer and Henry Kaufman for the New
York City bond house of Salomon Brothers
& Hutzler.

Loss of investors. Some of mortgag-
ing’s best friends are deserting the 1-to-4
family field, and recent departures have
shaken time-honored beliefs held through-
out the building industry.

Savings banks have traditionally been
considered faithful credit providers for
homebuyers, and the banks enjoy supremely
generous tax privileges for that reason. They
added only $1.5 billion in 1-to-4 loans to
their holdings in 1968 and will add only $1
billion this year. Despite drastic losses of
deposits in 1966 the same banks found $1.6
billion for this purpose.

Life insurance companies have actually
reduced holdings in 1-to-4 family loans in
the last two years and will reduce them
further this year.

Two factors explain the declines: a ris-
ing preference for equities as a hedge
against inflation and higher yields from
mortgages on income properties.

8

The buyers. Commercial banks and sav-
ings and loan associations accounted for
much of the increase in the purchases of
home mortgages in 1968, but their invest-
ments will decline sharply this year. The
only buyers to show an increase for both
years will be the federal agencies.

The agencies, and primarily the Federal
National Mortgage Association, have pre-
vented a sharp decline in mortgage financ-
ing in the last three years. The agency sup-
port also shifted fund-demand pressure
from the mortgage to the bond markets.

Total mortgages sales. Net new for-
mations of all mortgages set a record at $27
billion in 1968, but that will decline to
$25.8 billion this year. The $27 billion
represented a $4-billion increase over 1967

and a $6-billion rise over 1966. Most o
the rise came on 1-to-4 family homes, al
though apartment and commercial financing
showed a strong gain. But the increase i
1-to-4 financing, large as it was, did no
lift the category to its 1963 levels. The
rise in apartment and commercial invest
ment was a new record, and this investmen
will increase in 1969 while money for 1-to-4
family housing declines.

The increase in mortgage volume in 196
came despite record federal debt financin
and peak rates in the money and bond mar
kets. The reasons were that s&Ls were wel
cushioned against disintermediation las
year, by contrast with 1966, and the Fed
eral Reserve permitted record credit ex
pansion.

HOMEBUILDERS’ MORTGAGE MARKET QUOTATIONS

Reported to HOUSE & HOME in week ending March 14.

FHA Sec. 203b— FHA Conventional Loan Rates Constructio
Auction Min.-Down* 30-year immed.w 207 Comm. Savings Savings Loan Rates
Prices Discount paid by builder Apts., banks, banks, banks,
March 17 Private mkt. Discount | Ins. Cos. S&Ls S&Ls Interest-fees
%% City % % Trend 1% % 5% 80% Over 80% All lenders
Atlanta 4-4Y, Up 1% a 7%1-84-1 7% -8+1 7% -84-1 84-2
90-day Boston Par Steady a TY4-1% 1% a 1% -1%~+1-2
co?‘glrtamgnt Chicago 1, Up % 3-4 7 7+2 a 7E2
e Cleveland 35 Up 2 a 7-8 7% T2 | Tht12
Accepted Dallas 4% -5 Up 1% 4-5 7% -8 7% +1 84-2 8+1
bid range Denver 3-3% Up 1 a % 7% T%+2 8+1-1%
94.40-96.10 | peprgit 34 Up % a 7 7 . 8-8% 12
180-day Honolulu 5 Up 1 a 8-8%% 88V  8/4-8Va+3-4| 8%-8%+1-3
commitment Houston 3-4 Up % a % 8-+2 a 1% +1%-2
AEas® Los:Kugeles -4 Up1 a | TASFl T%-8%12 b T%-8+1%3
Accepted Miami % Up1 a T 7% +3-4 Th-814 | 8+
bid range Minn.-St. Paul 2 Up ¥ a Y 1% 1% +2-3 | 841
95.30-96.30 Newark 3-5 Up 1 b 7% 7% b 8+1-2
Y9218 inonth New York 1-2b Steady a 7% 7% 7% 8+1-2
commitment Okla. City 1%,-4% Up 1% a a 7% +1 7%+3 7V, -8+1-2
Average Philadelphia 3 Steady a ZE] 7+10b b 8+2
Acteped | San Francisco Par-5 Up 1 A | T ThTI%TA8F2Z 843 Th-8 1% 2%
bid range St. Louis 3-5 Up 1 a %1% 1%-1%  1%-8 T%h-8+1-2
96.70-97.50 Seattle 2Y,-3Y% Upl a 7% -8+1-1%7%-8+4-1-1%8-8% +1-2| 8-8% +1% -2
Wash., D. C. 5 Up 1Y% a 1% % 8 1% 42

* Immediate covers loans for delivery up to three months, future
covers loans for delivery in three to twelve months.

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

* Quotations refer to houses of typical average local quality.

* 3% down on first $15,000; 109 of next $5,000; 209, of balance.
Footnotes: a—no activity. b—limited activity. c—Net yield to
investor of 6% mortgage plus extra fees. w—for comparable VA
loans also.

Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc.;
Boston, Robert Morgan, pres., Boston 5¢ Savings Bank; Chicago,
Robert H. Pease, pres., Draper & Kramer Inc., and Robert H. Wilson,
pres., Percy Wilson Mortgage & Finance Corp.; Cleveland, David E.
O'Neill, vice pres., Jay F. Zook, Inc.; Dallas, M. J. Greene, pres.,
Southern Trust & Mortgage Co.; Denver, Clair A. Bacon, sr. vice

pres., First National Bank; Detroit, Sherwin Vine, vice pres
Citizens Mortgage Co.; Honolulu, H. Howard Stephenson, vice pre
Bank of Hawaii; Houston, Everett Mattson, sr. vice pres., Lomas
Nettleton West; Los Angeles, Christian M. Gebhardt, vice pre:
Colwell Co.; Miami, Lon Worth Crow Jr., pres., Lon Worth Cro
Co.; Minneapolis-St. Paul, Walter C. Nelson, pres., Eberhardt Co
Newark, William W. Curran, vice pres., Franklin Capital Corp
New York, Sigfred L. Solem, sr. vice pres., Dime Savings Ban|
Oklahoma City, B. B. Bass, pres., American Mortgage & Inves
ment Co.; Philadelphia, Robert S. Irving, vice pres., First Pennsy
vania Banking & Trust Co., and Robert Kardon, pres., Kardon I
vestment Co.; St. Louis, Charles A. Keller, vice pres., Mercanti
Mortgage Co.; San Francisco, John Jensen Sr., vice pres., Banke
Mortgage Co. of California; Seattle, Kirby D. Walker, vice pres
Continental, Inc.; Washington, James C. Latta, sr. vice pres., A

sociated Mortgage Cos. Inc. — NEWS continued on p. I
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New redwood plowed fascia...
engineered to save time and
cut expenses on your next job!

With plowed fascia, you cut the cost of installing soffits and reduce the time of
on-site application. However, with Certified Kiln Dried redwood fascia, the list of
cost and time savers increases. You get permanently straight, flat installation.
Weather resistance. Paint retention. Workability. And built-in customer appeal.

Available now, redwood fascia is single or double plowed to fit either ¥4 " or
“ ¥ " soffits. All standard patterns come in the long lengths up to 20 feet. For

more on the engineered economies of redwood plowed fascia, please write.

Kiln Dried

That’s the beauty of redwood!

CALIFORNIA REDWOOD ASSOCIATION « 617 Montgomery St. « San Francisco, California 94111. ¢« MEMBER MILLS: Willits Redwood Products Co.
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The “OVERHEAD DOOR?” electric is tougher than
a tribe of Apaches

Solid state, portable transmitter
opens and closes garage door automatically
by radio control from your car!

10

If you’re the kind of builder
who is always looking for a little
extra “‘something’ that will give
you a special edge in selling
your houses, you can stop look-
ing. You just found The “‘ovEg-
HEAD DOOR”’ electric — the radio-
controlled automatic garage
door.

The ““OVERHEAD DOOR’’ electric is
the most beautiful, well made,
and convenient-to-operate
garage door in America. Brag?
Fact.

Any woman will realize instant-
ly that The ““OVERHEAD DOOR”
electric actually improves the
overall appearance of the house.
(And let’s face it — most garage
doors don’t.)

Any man will appreciate the
door’s rock-solid construction
and full one year warranty on
both material and workmanship.

But the kicker comes when you
put that tiny radio transmitter
in their hands. At the press of a
button The “OVERHEAD DOOR’

HOUSE & HON



and as dependable

electric glides upward smoothly,
silently, safely. Another press
brings it down and locks it.
Suddenly your prospects be-
come aware of the wonderful
convenience of automatic garage
door operation. And they’ll
never again want to settle for
less. They’ll love the door . ..
and the house. From there on,
closing the deal is a cinch.

We make doors that will com-
plement any house you build,
regardless of architectural style.

as the Sheriff.

They’re installed and serviced
by our own factory-trained dis-
tributors. We have a nationwide
network of these door special-
ists and we’re as proud of them
as we are our doors.

Put our reputation and know-
how to work for you by includ-
ing The “OVERHEAD DOOR” elec-
tric in every house you build.
It’s the best garage door in the
world. And it can help make
your prospects think you’re the
best builder in the world.

Nationwide
Sales ° Installation * Service

4 PN

SINCE e oripinal’ 1921

OVERHEAD DOOR CORPORATION
General Offices: Dallas, Texas 75202
Manufacturers of The “OVERHEAD DOOR” and
electric operators for residential and commercial buildings
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City Investing Co. puts together a housing conglomerate

The New York investment combine has
just bought Guerdon Industries, which rolls
mobile homes and prefabs from its produc-
tion lines in $150-million-a-year volume.

The purchase was arranged by City’s go-
go president, George T. Scharffenberger,
with whom expansion is a religion. Since
1966 he has raised annual revenue from
$8 million to $1 billion, mostly through
acquisitions,

The Guerdon purchase points up two
movements sweeping the housing industry:
the disappearance of building companies in-
to major corporations, where the builders
become mere operating divisions, and the
trend to consolidations between segments
of the shelter industry itself.

Trends to bigness. Mergers with big
business began in the late 1950s, when such
giants as Alcoa and Union Carbide began
moving into homebuilding and land. By
late 1967 the nation’s biggest house build-
ers, Levitt & Sons, had sold out to ITT.

The consolidation within the shelter in-
dustry takes two forms. Big business after
buying up housing companies, has begun
to meld them into shelter conglomerates.
Boise-Cascade Corp. now commands half a
dozen diversified companies in such a
groupment (NEws, Sept. '68).

And housing, land and mobile companies
are now beginning to merge into each other.
A mobile-home giant, Redman Industries,
provides the latest example with its pur-

chase of one of the top-volume apartment
builders, Kansas Quality Construction
(NEws, Feb.). It is this latter trend that
has brought from President Arthur Decio
of Skyline Corp. (mobiles) the prediction
that the line between his industry and tra-
ditional homebuilding will disappear in five
years (NEws, March).

The new group. City Investing is mov-
ing via the Boise blueprint, and its new con-
struction group now comprises a conglom-
erate within a conglomerate. Guerdon joins
this lineup of shelter activities:

Sterling Forest, a lake-studded industrial
and residential tract of 20,000 acres near
Tuxedo, N.Y., about 30 miles from New
York City. Carried by City Investing at
$22.5 million book value, it was appraised
at $76 million three years ago. Scharffen-
berger expects to sell it for $130 million.

General Development Corp., of which
City owns 49% . The Florida land developer
earned $8.8 million, or $1.08 a share, on
$81 million sales in 1968, up from $6.5
million, or 84 cents, on $54 million in 1967,

Southern California Financial Corp., the
holder for Southern California s&L of Los
Angeles, which earned $1.5 million on
$12 million in revenue in 1968.

Motel 6 of Santa Barbara, Calif., operat-
ing motels in 41 localities.

Rheem Manufacturing of Richmond,
Calif., which makes heating and air-con-

ditioning equipment as well as containers.

At home and abroad. Scharffenbergei
proposes to ride a housing boom here anc
overseas. He will call on Rheem’s affiliatec
companies in 29 countries for help.

And he says of his domestic plans:

“The purchase of Guerdon brings tc
maturity City’s activities in the housing
and development field. We now have sub-
stantial technological, mass manufacturing
and land capabilities that will enable us tc
be a major participant in the growth of
housing and construction markets.”

Guerdon’s record. City Investing
bought 51% of Guerdon from F. L. Cap
paert and his family, who had owned Mag:
nolia Homes, another mobile-home com
pany. Magnolia was ostensibly taken ovei
by Guerdon in 1966, but much of the ac
tual takeover was the other way round
The Cappaerts acquired 70% of the Guer-
don stock, and he became president anc
chairman. He will retain both posts.

Guerdon earned $3.2 million, or 79 cents
a share, on sales of $70 million for the six
months ended Oct. 31, 1968, up from $1.7
million, or 43 cents, on $53 million in the
same 1967 period. Sales for the year ending
April 30 are estimated at $150 million.

City gave notes and cash for Guerdor
and apparently got a bargain. The pur-
chaser did not disclose the price but dic
indicate that it was less than Guerdon’
per-share market price of $37.375 on the
day of the sale. There are 4 million shares

Housing stocks dive sharply;
month’s decline third in a row

House & HOME'’s composite index of 25
housing issues fell 30 points, to 323.64, in
the month ended March 3. After three
months of losses, the index is off 14% from
its December peak. Here's the index:

HOUSE ¢ HOME
VALUE INDEX

OF 25 BUILDING STOCKS

COMPOZITE
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1966 1967 1968 1969

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

Mar. '68 Feb.’69 Mar. 69
Builders 225.86 451.85 410.41
Land develop. 244.11 564.67 509.00
Mortgage cos. 251.55 546.15 533.19
Mobile homes 210.42 646.20 576.10
S&Ls 109.48 167.56 152.00
12

HOUSING’S STOCK PRICES
COMPANY March 3 Chng. COMPANY March 3 Chng. COMPANY March 3 Chng
Bid/ Prev. Bid/ Prev. Bid/ Prev
Close  Month Close  Month Close  Month
BUILDING «Colwell...... 27 + 1% Forest City Entr.b...... . 27% + 1%
Bramalea Cons. (Can.)... 8% — 1% «Cont. Mtg. Investors e 41 + 2 Investors Fundingub, 3B - Y
Capital Bldg. (Can.)..... 7% — Y Cont. Mtg. Insurance... 2%  — 2% Rouse Co... e 40%8  — 914
ghnstlglnda OIICb .) sk }{3‘7/45 —2% 'I:Nwt“?\ll .......... 24[/ + 2 Tishman Realty v e 23 2
ons g. (Con : —20¢ irst Mtg. Inv..... 3, — 2%
Dev. Corp. Amer... 17% 1 Kissell Mtg.b....oocoo. 12% 4+ 1 MOBILE H?MES & P?EFAB 7
Edwards Indus. ... 19° — % Llomas&Net Fin..... 144 + y  Con. Chem.Cob..... 25% — 5%
First Hartford Rity. ... 16 — 2 -MGIC [nvest. Corp.s. ~ 47% — 4  -Champion Homesb. .| 38% — 5%
First Nat. Rity.b. """ 9% — 1%  Mortg. Assoc.. 18 g Commodore Corp.y........ 312  — 24
Frouge........ s e 5 g Palomar Mtg... ¥ TR +DMH (Detroiter) b......... 28% — 2%
-General Bldrsh... . 9% — %  SoutheastMtg. Inv. . 5% — % +Fleetwood b.. v 3% — T
-Kaufman & Bd.by. . 321, — 4% United Imp. & Inv.b 9% — 5% -Guerdon b....... ! = 9t
Key Co... o I8 = Mobile Home Industries s 27%  — 4
(Kavanagh Smith) LAND DEVELOPMENT Monarch Ind.te............. a4 +12%
National Environment.... 21 LES All-State Properties...... 2% — Y% Redman Indus.b ¥ 3% 9%
(Sproul Homes) American Land. 1%, = 1 Rex-Noreco. o
Nationwide Homes..... 6% — 2% <AMREP b 4% 4+ 2% :Skylinec... ... — %%
-Presidential Realty b 21} d — 2% Arvida........ 16% — 2l Town & Country Mo — 17
Revenue Prop.b...... . 18%  — Atlantic Imp.......... 16 + % Zimmer Homes b..... — 5
Ryan Homes ... 33 -6 Canaveral Int.b 11 — 2% e
US.Home & Dev...... 20  —14%  Crawford...... — % Hodgson Houses...... 14 :
«Jim Waltere............ 31 — 214 Deltona Corp.b — 7% Natl. Homes Az ... 25%  — 1%
-Del E.Webbe. """ 11% — 1%  DisclInc...... + %  ScholzHomes........... 30~ — 8
Western Orbis b . 134 2 Fla. Palm-Aire.. + 115 Swift Industries........... 7% — 1%
(Lou Lesser Ent.) Garden Land... + 1% a—stock newly added to table. b—closir
«Gen. Devel.c.. . ; — 3% price ASE. c—closing price NYSE. d—n
S&Ls ) «Gulf American b d — 1% traded on date quoted. g—closing pric
American Fin. 31 - % «Holly Corp.b.. e —. 134 MSE. h—closing price PCSE. k—not avai
Calif. Fin.c.... . 8% — 1% Horizon Land.......... — 3% able. -—Computed in HOUSE & HOME's 2!
Empire Fin.b.... . 28y,  — 5% Laguna Niguel . — K stock value index. y—adjusted for 2-for-
Equitable SZL Y 24% — 8 Major Realty................. + U split. (NA) Not applicable.
Far West Fin.c.... 103 —5 +McCulloch Qil ... 6% — 6% Sources: New York Hanseatic Cor
«Fin. Fed.c 23%  — 3% Scientific Resources 2% — 4 Gairdner & Co., National Assn. of Securitie
«First Char. Fin.c... .. ¥y — 3 (Sunasco) Dealers, thp Beer of Russell & Sax
First Lincoln Fin..... 12 — 2% So. Rity. & Util.h. ... 12 — 4% American Stock Exchange, New York Stoc
First Surety...... 9% — 2 Exchange, Midwest Stock Exchange, Pacif
First West Fin.... 6% 0 - 36 DIVERSIFIED COMPANIES Coast Stock Exchange. Llstmgsmclude on
Gibraltar Fin.c......... 28% + 2% City Investey . . 54 +20% companies which derive a major part |
+Great West Fin.c..... 22 — 2% Cousins Props.... 55 their income from housing activity and a|
Hawthorne Fin.......... 13% — 3% actively traded.
Huntington Savings...... 1% & =3
(First Fin. of West)
-Ilhm‘:;eriaFI.Corp‘c ...... {%7 — 1%
«Lytton Fin.c.....
M T Fr 61//28 25  SHORT-TERM BUSINESS LOAN RATES
Trans-Cst. Inv... 5% — 14 Average % per year 7 other 8 North 7 South- 8 South- 4 Wes
Erans World Fin.c...... 143 T 1% LOAN SIZE N.Y. North- Central  eastern  western  Coast
nion Fin......oocvc 19%  — 2% (000) City eastern cities cities cities cities
United Fin. Cal.c . 16 — % 1-9 =X
Weseo Eintar B o 4% — 3% oA Rl 7.16 7.43 1.22 6.98 7.14 7.68
R R
MORTGAGE BANKING 1 : . 87 62 6.63 6.83
.Advance...... ... . d 28 500-999 6.40 6.78 6.66 6.42 6.48 6.52
-Associated Mtg.. 171/2 e 1,000 up 6.32 6.59 655 5.15 6.10 6.40
Charter Corp. of F 67 + 7 Nov, ‘68 rates in Fed. Res. Bulletin, Jan. '69.  NEWS continued on p. 1
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Carpet of HERCULON'" stands up beautifully
no matter how often the Board puts its foot down.

No matter who puts his foot down,
or how, or how often—carpet of
HERCULON* olefinfiber stands up to
the heaviest traffic. In the office. In
the home. Beautifully. It doesn’t ab-
sorb stains or soil. It's always easy
to clean. A carpet of HERCULON is a

good value to start with. It gets
more so the longer you have it.
Carpets of HERCULON mean busi-
ness. For more information contact
Fibers Merchandising, Hercules
Incorporated, Wilming- =
ton, Delaware 19899. Al

*Hercules registered trademark. HERCULES
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There’s a new look to livin,

Gold Bond® Prefinished Woodrock has the strength, weatherability and
fire resistance of masonry, but in clapboard form.

And it comes prefinished with a smooth finish so durable we
guarantee it against blistering or peeling. And there are no weather
hangups. Because it can go on in any kind of weather.

What's more, it is top-nailable.

It's the only completely concealed nailing system in the industry
today. Face nailing is virtually eliminated. No adhesive is required.
And mounting strips, slots or splines are things of the past.

Concealed nailing speeds installation. The applicator does not have
to be so careful when nailing. Mistakes are covered up.

Labor costs are reduced. Gypsum Company. For information
oy Woodrock, write Dept. HH-49W,

Prefinished Woodrock is available in 5 attractive colonial colors and Buffalo, New York 14225.
white. So enjoy both. The attractiveness of Woodrock® and top nailing.

Making you look good is a National responsibili

Gypsum Company

Gold Bond

WOODROCK

The name Gold Bond identifies fine
building products from the National

HOUSE & HOM






NEWS

continued from p. 12

Newest housing ideas:

Homebuilders are not all traditionalists who run from new ideas. Today’s innovators
are stretching their imaginations in search of new construction methods and products.
Here are five of the industry’s freshest ideas, and they spread across the broad spec-
trum of urban development, land subdividing, vacation living and low-cost housing.
All are imaginative; some seem overly so. Which, if any, walk the line between the
possible and the impossible? Judge for yourself by checking off the ones you like.

CITY ON A RAFT is built twenty stories high.

This community floats on water

Building on water is one obvious way to
beat land costs.

And the high cost of landbound construc-
tion is one reason the venerable R. Buck-
minster Fuller suggests building floating
communities on four-acre rafts of steel or
concrete.

Fuller says such communities would not
sink.

In a $30,000 study commissioned by
HUD, designer Fuller describes how his com-
munities would be towed by water from
construction yards and moored adjacent to
cities.

Each community, complete with prebuilt
schools, stores and other facilities, would
house 5,000 persons. Six neighborhood rafts
would make one city.

Besides saving on land, builders would
avoid some traditional housebuilding costs
by employing shipbuilding techniques.

According to Fuller's preliminary esti-
mates, a floating community would cost $4
million, or $8,000 per resident. That is ap-
proximately what urban renewal costs to-
day.

A full 80% of the nation’s larger cities
are near sheltered bodies of water deep
enough (30 ft.) to accommodate a raft
community, So HUD, under former Sec.
Robert Weaver, greeted Fuller’s towns as
one possible source of housing for persons
displaced by renewal in existing cities.

But HUD’s new leaders have not rushed to
grant $250,000 more to Fuller for an in-
depth study. Architect Shoji Sadao, who
teamed with Fuller for the first study, says:

“We need more money from HUD or
somebody else. We are trying to decide
whether to approach the new housing sec-
retary, George Romney, or Vice President
Spiro Agnew, who is also concerned with
city development.”

Others have explored building on water,
including developer William Zeckendorf
and architect Stanley Tigerman. But few
have gotten further than scale models.

“It always comes down to money,” says
Sadao ruefully.
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This roundhouse is factory-Finnish

The factory-built house from Finland can
be delivered to vacation sites in the United
States for $12,000.

The house was discovered late last year
by Philadelphia developer Leonard Fruchter
at Manhattan’s Museum of Contemporary
Crafts, where it was on display.

Fruchter, attracted by the futuristic de-
sign, rushed to the Finnish Consul to get
word to the inventor, Oy Polykem AB of
Helsinki. Within two months, Fruchter’s
Futuro Corp. was the American and Carib-
bean distributor of the roundhouse.

Fruchter plans to begin producing the
fiber glass units with his own concrete molds
this Spring. The hand-pressure molds,
which cost $50,000, could turn out 40 pre-
finished units a month.

The units’ fiber glass inner walls, which
match the curvature of the units, can be
installed in various ways to suit each buyer.

2
‘:’I
/.

VACATION SHELTER sells in U.S. for $12,000.

A standard unit 26 ft. in diameter can ac-
commodate a family of six.

The units seem well-suited to vacation
living. They are modernistic. They require
little on-site labor, a big plus in under-
populated areas, and they can be trans-
ported by helicopter and sited on steel rings
anchored to the ground by concrete pillars.
And in rural areas the units will avoid most
restrictive codes.

Fruchter plans to adapt the units so they
can be attached to form larger houses or
stacked to form motels.

This disposable house folds up

The paper and plastic-foam house, which
folds like an accordion, is replacing the mi-
grant farmworker’s shack throughout Cali-
fornia.

The $1,200 house is folded up and dis-
carded when it wears out. A new unit takes
its place.

Twenty California communities have been
formed with the units, designed by the
Berkeley architects Sanford Hirshen and

Some for today and some for the

- Jacaerti= AR g

PAPER HOME costs $1,200, can be thrown away

Sim Van der Ryn, and similar units. Fi-
nancing has come through the localities, the
Rosenburg Foundation and the Office of
Economic Opportunity.

These California units are designed spe
cifically for the poorest of families. But ¢
University of Wisconsin urban planner
Barrie Greenbie, says modern technology
has made disposable units feasible for us all

Greenbie says prefabricated units, whict
could be replaced as simply as any indus
trial product, would eliminate the need fo:
large-scale slum clearance. Urban bligh
could be checked without disturbing :
neighborhood, by replacing houses as the
decay, one at a time,

A survey of 127 Wisconsin homeowner.
conducted by Greenbie showed that 42%
of the families who moved would have
stayed in their old neighborhoods if the
could have put new houses on their ol
lots.

This truck pumps out foam homes

Inventors of this highly experimental tech
nique say two men could build a 1,000 sq
ft. house in six hours,

The estimated cost is $3.80 a sq. ft., hal
the figure for standard house construction

But such estimates are tentative at best
The inventors, Midwest Applied Scienc
Corp. of West Lafayette, Ind., and tw
allied firms, do not plan to build the firs
house until late this year.

A Midwest spokesman says: “We had dis

SPRAY VEHICLE constructs house in six hour

cussed the idea with HUD. But then we de
cided to build the first house on our ow
with private funds.”

The house’s walls are formed by a quicl
drying epoxy foam that is pumped from
specially equipped truck.

HOUSE & HOM



. 2th of never

The epoxy resin amalgam is first fed in
quid form into the truck’s pressurized con-
iner. The liquid is pumped through the
uck’s boom and extruded as an unbroken
rip of foam.

The strip of foam—four inches wide and
x inches high—is compressed into shape
y a steel mold mounted at the end of the
oom. The foam hardens in seconds, so the
oom can move along while slowly extrud-
g and shaping the strip of foam.

The walls stand on their own, supporting
roof, with no beams or studs required.
ne wall built this way at Purdue Univer-
ty tested higher than concrete in tensile
nd compressive strength. Windows and
oors are simply cut into the walls.

However, Midwest’s Vice President Max
umbough foresees “quite a bit of trouble”
head in getting building-code clearance.
he first foam house will probably be built
| rural areas that have no codes.

An idea similar to that for foam houses

being developed by the University of
fichigan and Aerojet General Corp.
hrough filament winding, a rocket-building
chnique, strands of glass fiber and poly-
ster resin would form house walls. This
rocess would literally spin out houses.

Both the foam and filament ideas seem
cars away from wide-scale production.
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HAMPAGNE GLASS inspires building-lot plan.

his plan has lots of privacy

\ new subdivision layout that looks like
/ine glasses laid stem to bowl offers more
ousing privacy than the traditional rec-
ingular design.

The houses can be staggered by siting
1em in the bowl, or wide part, of each lot.
\nd the homes can be built farther apart
1an usual.

The design, invented by Canadian devel-
per J. Wyburn Lawson, gives each home-
wner wide frontage at one side of his lot
nd a narrow vehicular entrance at the
ppositie side.

Lawson is confident that his design will
icrease a  subdivision’s value by 15%,
'hile easing the costs of laying utility and
lumbing lines. He is president of Himco
f Canada Ltd., a contracting concern that
vill test his theories this Spring in a 40-acre
)ttawa subdivision.

If all goes well, Lawson will apply the
esign to garden apartments and even to
igh-rise office buildings. He got a United
tates patent for the scheme late last year.

Photos: Gosta Glase
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CLOSED DOME allows light, sun

Superdome raises roof to a new art form

The movable glass roof does everything
but whistle tunes to the wind.

The thick glass lets in the winter
light but insulates against the cold. And
the four flaps fold back for carefree
topless living in the good old summer-
time.

The inventor, Sweden’s Sar Bengt
Warne, designed the dome for his at-
rium houses in Stockholm five years
ago.

Now Warne is offering the prefab
roofs to American builders through
Super-Sky Products Inc. of Thinsville,
Wis. The 40-foot square roofs will
cost about $18,000, increasing the cost
of a $50,000 house by about 10% . The
domes have 10-year guarantees.

The first dome. When Warne, an
architect for the Swedish government,
built his first superdome in 1964, it
was an instant success on the continent.
But it received no recognition in this
country.

But in 1968 House Beautiful, the
consumer magazine, published a Warne
house in a round-up story of new Eu-
ropean designs. The editors received
so many letters from readers that they
called Warne.

“I took the next airplane to America
looking for new business,” he says in
fluent but accented English. “But there
were no welcoming orchestras waiting.”

Warne wanted to sell the dome as
part of a house prefabricated in Swe-

den. America’s generous profusion of
local building codes scotched that idea.

“In Sweden,” says Warne, “the gov-
ernment supports prefabrication with
research and financing. We are ahead
of you in this.”

Warne did not give up. Last month
he returned to this country, contracted
with Super-Sky to supply the roofs and
began planning five domed houses, in-
cluding one that will cost $80,000.

He is teaming with local architects
to design these first custom houses for
individual buyers. But he wants to re-
turn in a few months and joint venture
with homebuilders and prefabricators
to mass-produce atrium houses featur-
ing his dome.

Designing the old. American
homebuilders who talk about repro-
ducing colonial designs disturb Warne.
He says:

“We should never use modern tech-
niques to build historical designs. It
ends up looking terrible, because we do
not have the skilled workmen of the
past.

“We should build things that have
never been built before—the new
look.”

Warne, who is hopeful that his dome
will catch on here, plans to come to
this country five times a year. Besides
getting him new business, Warne says
the trips will “get me away from Swe-

9 o ”»
den’s winters. NEWS continued on p. 20




The new Athey Blade is just the
right size for the not-so-big jobs.

What does it cost to use a full-
size road grader? On anything
but the big jobs — too much.

On the half-size jobs, you can
cut the costin half with Athey’s
new Blade. Finish grading, trimming
shoulders, backfilling, grading out ac-
cess ramps, parking lots or driveways.
For any light grading requirement there
is no more suitable machine.

Only 13% feet long and 8 feet wide, and
it has a tight, 17% foot turning radius.
The automatic transmission gives you
an infinite range of speeds (0-18 mph)

in both forward and reverse, operated by —
/}/ |

a single lever.

The Athey Blade with its 69 bhp en-
gine weighs in at 10,000 pounds. Plenty
of power and traction. And with its
choice of blade sizes and tire dimensions,

When you only want to move
a small part of it.

it’s adaptable to virtually any
use you might come up with.

Save the massive machines
for the massive jobs.

Cutyour costs with the Blade.

Let us send you more information.
Contact the Domestic or International
Sales Division of Athey Products Corp.,
P. O. Box 669, Raleigh, N. C. 27682.

Githey
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Competitively priced and protected with our exclus

LustreGard™ protective coating.

PRICE PFISTER

Manufacturers of Plumbing Brass/13500 Paxton Street, Pacoima, California 91331

Sold only through wholesalers. Warehouses in: Alabama

Texas; California; New Jersey
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(ADVERTISEMENT)

“What apartment

dwellers say about
PRIVACY”

Every builder of apartments and every
apartment owner should have this new
report.

So should you, even if you are only
thinking about building or financing
an apartment building.

We hired an independent research
firm to find out what apartment resi-
dents really think about privacy— about
clatter from the room next door—about
irritating noises from the apartment
above or below.

We found out plenty.

There are many, many poorly con-
structed apartments, even those adver-
tised as “luxury” and those with high
rents.

One man wrote, “This apartment is
supposed to be soundproofed. This is a
bunch of bologna. I'm planning on
moving.”

Another said, “Our main complaint
is the apartment above. It sometimes
sounds like they are running a Judo
school.”

Another: “Your noise survey seems to
hit the one complaint we have. If it were
not for this, we would be most satisfied.”

We would like to send you a summary
of this survey. Your eyes will be opened
when you read the rest of this report. It
clearly demonstrates that a new type of
apartment dweller is coming into the
market; a more sophisticated person who
will no longer accept noisy apartment
buildings.

It is now becoming clear that apart-
ments of the future will have to pro-
vide a high degree of soundproofing and
genuine privacy for the tenant.

For your copy of this report, just write
for “What Apartment Dwellers Say
About Privacy,” The Flexicore Co., Inc.,
P. O. Box 825, Dayton, Ohio 45401.

Robert E. Smith
Vice President and Manager

/;\ ®
flexicore
PRECAST CONCRETE DECKS
\_/
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DESIGNERS FOR A DAY from PTA plan their ideal house. Architect incorporated ideas in the floor plar

Charles AquaViva

Some average women dream up an unusual home

The San Diego Parent-Teachers Assn. de-
signed the newest model at Rancho Ber-
nardo, California new town (pop. 4,500).

The 80 pTA mothers, who all live in
single-family homes, spent an afternoon
last year telling architect Ken Smith and
other housing professionals exactly what
features make a new house ideal:

® A good traffic pattern.

® A step-down living room with vaulted
ceiling.

® A paneled family room with angled
walls.

® A large bedroom that can be divided
in half by a folding wall.

® Exits from the family room, garage and
one bathroom.

® And a de-emphasized and recessed
garage.

The women, who were split into small
discussion groups, tended to want luxury
items such as an area for pets, a house-to-
garage intercom and full soft-water plumb-
ing. But home economists from San Diego
Gas & Electric Co. kept them within
budget. (The actual four-bedroom house,
which has 1,906 sq. ft., sells for $31,500.)

The ladies’ unusual house is selling well,
although the Rancho’s press agent told cor-

John Dal

& TR,

SPANISH LOOK was picked over colonial, rancl

respondent Barbara Lamb: “It isn’t reall
the favorite house here.”

The design seminar, which is being re
peated elsewhere, was proposed by hom
editor Bob Charles of Parents’ Magazin

What women want. The pTA designer

rated new-house features this way:

Necessary: garbage disposal, patio, non-overflow
toilet, telephone extensions, quiet toilet, fireplace,
dishwasher, color-coordinated kitchen, separate stall
shower, ceramic tile bath, slip-resistant bathtub,
self-cleaning oven, eye-level oven, bright closet
lighting, formal dining area, walk-in closets, family
room adjacent to kitchen, large pantry, double
sink, separate laundry room and exterior lighting.
Desirable: sunken bathtub, built-in vacuum cleaner,
built-in charcoal grill, electrostatic filters, luminous
ceiling, structural lighting, more kitchen-dining area
lighting, wood paneling in den, outside drinking
fountain, built-in intercom, swimming pool, sky-
light, colored bathroom fixtures and basin for
shampooing.

Not necessary: storm windows, bidet, basin for baby
bathing, gold-plated faucets, basement playroom,
shower doors on bathtub and basin in master bed-
room.

California court extends builder liability

The State Court of Appeals has ruled that
tract homebuilders are liable for faulty
workmanship whether or not negligence can
be proved.

Justice Wakefield Taylor has applied the
theory of “strict liability” to California real
estate for the first time. New Jersey’s Su-
preme Court had invoked the doctrine
against Levitt & Sons four years ago
(NEws, Dec. ’65), but the concept had been
applied in California only when persons
were injured while using such consumer
products as autos or appliances.

“We think that in terms of today’s so-
ciety, there are no meaningful distinctions
between the mass production and sale of
homes and of automobiles,” Justice Taylor
said.

The ruling theoretically allows David
Kriegler of Palo Alto to collect $5,100 from

bankrupt Eichler Homes Inc. for damag
caused by a faulty heating system built in
Kriegler’s house in 1951. Eichler’s lawy:
argued that the pipes were properly i
stalled, but the court held the contentic
was irrelevant. —TY MARSHAI

McGraw-Hill World News, San Francis

Two more mobiles purchased
U.S. Industries Inc., a diversified compar
based in New York, has bought two m
bile home companies with combined 19¢
sales of more than $13 million. The pu
chase price was not disclosed. :
The two companies are Central Indu
tries of Greeley, Colo., a manufacture
and Western Mobile Homes Inc. of Denve
a distributor,
NEWS continued on p. .

Circle 59 on Reader Service ca



Stone on plywood.

The lifetime siding. .. by Sanspray:
FHA Accete_d' _APA Qualified

g p -y

r-------------------

Factory-Finished 1 S ansprayNousTries, INc.

§ 515 Madison Avenue | New York, N.Y. 10022

for QUiCk insta”ation I [0 Have Representative call with samples. HH

Combines the ease and low cost of paneled plywood j [J Send me the facts on Sanspray stone-on-plywood panels.

construction with the beauty, durability and lasting value 1 | am considering Sanspray for the following:

of natural stone. Sanspray stone on plywood panels can [] Residential [] Commercial

be used wherever plywood can be used. Simply saws O Industrial O Other

and nails into place. No painting, no maintenance. Com- Nama i

pletely weatherproof! Sanspray won American Plywood

Association qualification for exterior use after 712 years

of rigorous testing under all climatic conditions. F.H.A. - Address

accepted for use without sheathing. City State il WG AN e Py
-------—-----------J

Firm

-----J






ot more than cover the roof.

The deep sculptured beauty of our Hallmark
shingle, the one almost everyone calls “The
shangle,” is adding a new beauty and excitement
to dwellings with mansard and peaked roofs.

And it's no wonder.

“The shangle” is an entirely new concept in
roofing products. It combines the deep sculptured
beauty of the finest wood shake and the lasting
durability that only an asphalt shingle can
offer. That means it won't rot, warp, shrink
or split and it's fire safe.

Available in pewter gray, bronzed

brown and golden tan, “The shangle” lets you
make the roof as attractive as the rest of the
dwelling.

For complete information, see your Sweet's
file or write:

Certain-teed Products Cor-
poration, Ardmore, Pa. 19003.
Manufacturers and distributors
of roofing shingles, built-up
roofing, fiberboard sheathing,
fiber glass home insulation,
and acoustical ceiling products.

CERTAINT

Mayfair Park, Birmingham, Alabama
Architect: Joseph Kott A.l.A.
Builder: Mayfair Construction Company



HAGER 1790
POLYPLUG
CLOSET ROD

You huy it for less. .. costs less to install!

It’'s the lowest price seamless steel tele-
scoping rod, yet its strength and appearance
makes it a natural for volume builders.

The exclusive ‘‘quick mount” features gets
'em up fast. .. saves time on the job. Mount
each Polyplug with one screw. Ease rod onto
the plugs and give a slight twist motion to
lock in place.

I

!"
i |

Sizes: 18" rod (extends to 30 inches)
30" rod (extends to 48 inches)
48" rod (extends to 72 inches)
*72" rod (extends to 96 inches)
*96" rod (extends to 120 inches)

*Furnished with center support

Packed 10 rods to a carton. (Each rod Poly:
bagged with plugs, screws, and instructions.’

Contact your Hager supplier now. Get the
extra savings from the lowest price rod that
installs in a jiffy.

HAGER HINGE COMPANY
139 Victor Street, St. Louis, Mo. 63104

In Canada: HAGER HINGE CANADA, LTD
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The very model of a brick floor. In solid vinyl tile.

Kentile Colonial Brick prospects. Greaseproof,re- now in Life, House Beautiful,
warms up any model house silient, quiet, comfortable House & Garden, and other
with the expensive look of underfoot. Colonial Brick,in leading national magazines.
natural brick. Costs far less 9" x 9” x 8" tiles for fast, Samples? Ask your flooring
because it needs no special low-cost installation, comes man for Kentile® Colonial
underfloor. Washes spot- in four glowing colors. Com- Brick.
lessly clean—a big selling plementary wall base:
plus when you’re talking to KenCove® Vinyl in 10 colors.

Your prospects are seeing

Colonial Brick advertised

BROOKLYN, N.Y, 11215




WHAT YOU SEE...

through the Berger ‘‘Power Zoom System”’
...as built into the Model 320 Transit-Level

‘ Y e
A TWIST OF THE ZOOM RING . . .
and you're ready to shoot.

New Power Zoom System lets you...

Vary the power of a Berger transit or
level to suit your need of the moment

Skies hazy? Light poor? The Berger Power Zoom System will increase a target’s visibility.

About to take a long shot? The Berger Power Zoom System provides extra magnification and
mirror-like clarity.

This Berger development—engineered into various Berger builders’ transits and le\_/els—pgr'mits
instant telescope power adjustment to compensate for different light and atmospheric conditions.

It’s easy to operate: just focus the cross hairs . . . bring in the image...vary the power to accom-
modate your eye —and go to work. The instrument can’t be thrown out of focus when you reset
the image or adjust the power. The image won’t ever “walk off.” And the Power Zoom ring won’t
wear out even with extensive use.

As an example of its versatility, the Model 320 with Power Zoom System offers a range of approx-
imately 18-34 power. Without the system, the same instrument provides a fixed 22 power. Berger
models 480, 500 and 150, and all engineers’ instruments, are now also available with Power Zoom
System at very slight additional cost. Look into Power Zoom at your Berger dealer —or write for
more information.. Berger Instruments, Div. of KMS Industries, Inc., 53 Williams St., Boston,

Engineering and Surveying Instruments...Made in America by American Technicians, Since 1871

I Berger, 53 Williams St, Boston, Mass. 02119 :
I [J Send more information on Berger Instru- N I
] ments with built-in Power Zoom System ame. =

i (Please Print) I
1 [J Send me your comprehensive brochure de-
i scribing complete line of Berger Builders’ Address 1
- Instruments from $7.45 to $310. 1
1 City State Zip |
L---------————__---————--_---——----_--—-_-J
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Reuther offers rival unions
chance to build for the poor

But the factory construction of 250 house
in Detroit could lead to a major confronta
tion between Walter Reuther of the Unitec
Auto Workers and his archrival, Georgs
Meany of the AFL-cIO.

To build the factory units, the AFL-CIc
craft unions will have to alter their tradi
tional hiring and building practices.

On the other hand, if the crafts disrup
the Detroit project by resisting change,
rival building union may be formed witl
support from the uaw, which has beer
independent of the AFL-cIO since 1968.

“Either way, Reuther can’t lose,” says :
source close to the factory project.

Both Reuther and the rival craft unior
leadership would rather try to cooperat
than fight. So craft leaders are saying flatly
they want the factory project to succeed

The building plan. The factory con
struction was launched by a well-fundec
civic organization headed by Reuther, it
board chairman. The group, Metropolitar
Detroit Citizen’s Development Authorit
(MDCDA), guaranteed a mass market by
agreeing to purchase any of the first 25(
units that are not bought directly by low
income families or by the Detroit Housin;
Commission.

The three-bedroom prefabs will cos
about $10,000 with land, and federally sub
sidized mortgage payments will be as lov
as $70 a month.

The builder, Le Bon Walker, will begi
assembling units this Spring with crews re
cruited from the inner-city’s Negro wards

This first factory, with its majority o
Negro workers, will be receptive to union
ization by Detroit’s traditional craft locals

And builder Walker, a Negro, has agreec
to hire union men and some unskillec
workers to finish the houses at the sites.

Threat to status quo. By cooperating
with the project, the Detroit crafts wil
further black employment and promot
automated construction. In the past the
trades’ apprentice practices have effectivels
excluded Negroes, and Detroit has been :
stronghold of resistance to automation.

In 1968, only 4% (or 150) of the craf
unions’ 3,772 apprentices were Negroes
And only last month members of Carpenter:
Local 337 walked off their jobs when askec
to nail prefabricated wall partitions in low
cost housing project backed by a subsidiary
of American Natural Gas. Co. (The wall
partition issue is now before the Nationa
Labor Relations Board, and the carpenter:
have returned to work.)

Wind of change. But the scales seen
tipped toward change. Even if the first fac
tory project fails, there will be more. Three
new factories for industralized housing, ir
addition to Walker’s, are expected to be
built this year in Detroit.

And the MDcDA, which is dedicated tc
housing automation, has plans to become
the city’s principal sponsor of low- anc
moderate-cost housing.

—MARIANNE FRIEDLANLC
McGraw-Hill World News, Detroi
NEWS continued on p. 3:
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rigidaire makes the appliances
hat make the Kkitchen
hat makes the sale €7——-

Small price

Big convenience
Here, you will note the exclusive
NEW Frigidaire Laundry Center
which will be available later this
year. It is a stacked washer-dryer
and is just 24” wide. You will also
note a Compact 30” Built-In Range
with a Glass Door, a sizable single-
door Refrigerator and a DeLuxe
Undercounter Dishwasher that in-
stalls flush front.

oéo
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... at every price level

Make sure the kitchen in your house or apartment lives
up to her great expectations! Make it a Frigidaire
kitchen. Bright! Beautiful! Packed with the ease and
convenience she has already decided she wants. Here, a
mere three possibilities at three different price levels.
Many more are available.

TR :

=1

Middle-of-the-road prices
Extra convenience

In this price category, you might
select a 30” Wall Oven with Electri-
clean feature, a Cooking Top and a
Custom DeLuxe Undercounter
Dishwasher. Other Middle-of-the-
road selections might well include a
16.6 cu. ft. Refrigerator which is
Frost-Proof and on rollers, plus a
2-speed Washer with Durable Press
Care and matching Dryer.

The Frigidaire Quantity Sales Representative in your area
has the facts, figures and ideas for kitchens that SELL!

Call him today.

Just a'little more

for luxury living

Here is the lavish convenience
for which she is really looking.
The Refrigerator has just about
everything: it is 21.9 cu. ft. in
size and features Side-by-Side
styling plus an Automatic Ice
Maker. In addition, there is a
Twin 30 Two-Oven Range with
Electri-clean lower oven and a
Custom Imperial Undercounter
Dishwasher. She can also express
her own decorating tastes in her
kitchen with Designer Doors;
either standard or optional
equipment on the appliances
shown.

Frigidaire bothers to build in more help



CHECKERS

pockels, checks, or grain to hamper piay, .
You'll probably never have another checkerboard quite like it.
You can order new Boise Cascade Vinyl-Bond Insulite Siding in
long rectangles for the outside walls of houses or apartments, or |
other kinds of light construction. It is not available with the check-
erboard patiern, but everything else is the same.

. B((00
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Every serious builder should play
Checkers. It's a nice way to relax
and have some fun and still get

in some serious business.

And besides, you can get this
Checkers game absolutely free.
The beautiful checkerboard itself
is a square piece of our new

Gold Vinyl-Bond Insulite Siding. It
makes the only checkerboard with
a satin-smooth, factory applied
finish that's guaranteed in writing
for 10 long years. Guaranteed
against blistering, peeling,
checking, and the repeated
deployment of Kings. In addition
to Gold, new Vinyl-Bond Insulite
Siding is available in three other
great colors: Avocado, Sandstone,
and White. It can be easily applied
with conventional tools and comes
with reversible, weather-drip edges
and color-matched accessories.
It resists fading, and is completely
weatherproof so you could set up
a game in the rain. It also has no
knots, pitch-pockets, checks or
grain to hamper play, and will not
split or crack. You may never have
another checkerboard quite like it.
So don't delay a minute. Send us
the coupon below. Or, if you don’t
want to play games, call up your
Boise Cascade dealer and put in
an order for 8” x 16, or 12” x 16’
Horizontal Lap Vinyl-Bond;

or4’ x 8, or4’ x 9’ Plain Panels.
Unfortunately, neither type is
available with the checkerboard
pattern.

BOISE CASCADE
BUILDING PRODUCTS
Boise, Idaho 83701

Please send me your Checkers
game with the new Vinyl-Bond
Insulite Siding checkerboard —
including a set of checkers
and rules.

NAME

COMPANY

STREET




What you're looking at is history’s most beloved door knob. It has to be because ther
are more than 75,000,000 of these Bel Air design knobs in homes and apartment
throughout the world. Even in Bel Air, the snootyLos Angeles suburb. Which is plent

particular about its door knobs. IW/}.flg »I( Jacksets

KWIKSET SALES AND SERVICE COMPANY  ANAHEIM, CALIFORNIA A SUBSIDIARY OF EMHART CORPORATION America's Largest Selling Residential Locks



The no-tile bath

ate a new selling environment of elegance that’s practical with FORMICA® brand products.

=

ell what your prospects are seeing
' Better Homes & Gardens,

ood Housekeeping,

ouse & Garden and Redbook.
ontact your local distributor,
bricator or Formica

>presentative.

Sell the look of fine furniture in bathroom

_  Sell new freedom from cabinetry. Island vanitory surfaced with
1_4 care with a Panel System Rosewood, 602, helps coordinate entire
202 tub surround of room—paneling, beams and built-ins.

Sell the new look in baths
with FORMICA® Panel
System 202. Wide, smooth
panels of Sauterne Finesse,
261, cover the walls . . .
Classic Cremo Marble, 401,
lines the Fiat® shower.

Leadership by design

© 1969 Formica Corporation » Cincinnati, Ohio 45232 e subsidiary of

elegant Classic Cremo
Marble. No tile or grout
mess; requires only an There are other brands
occasional sponge-down of laminate but only one
to stay clean and sanitary.

laminate
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INTRODUCING

ROTA-GLOSER

BY IVES

HYDRAULIC
SCREEN
o STORM

DOOR CLOSER

The only low price closer on the market
that allows full 180° door opening without
damage to closer or jamb.

FEATURES ASSURE VOLUME SALES..

@ HYDRAULIC SCREEN &

: ‘A nm stnmnnmmsu
e

PRIVETUREC

omerw :\h(ulru: l:\u

Attractively Blister
Carded For

High Impulse Sales

Counter

Demonstrator

Available

.HIGH PROFIT

Smooth Rotary Hydraulic
Operation

Right- or Left-opening Doors
Adjustable Closure Speed
Latches Door Securely Every
Time

Compact — Requires only
2% between doors
Silicone Damping Fluid —
Temperature Compensated
Installs Easily in Minutes

""Iﬁ&!’f‘ LTD‘

An all new, heavy duty hydraulic POWR-CLOSER for interior
doors is also available. Write for POWR-CLOSER or ROTA-

CLOSER literature.

THE H. B. IVES COMPANY

New Haven, Connecticut 06508
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Social notes .

The Bill Branghams say farewell
to California at a builder bash

Peripatetic Bill Brangham, who
has directed marketing for the big-
gest builders, is becoming execu-
tive vice president of Florida's
giant Behring Corp. That means
leaving his home state and his
closest friends, so he gave a fare-
well party. Because HOUSE &
HoME watches builders at work
and play, it sent its own Suzy-
type social reporter to get this
story.

What a way to go.

Bill and his young wife Suzanne
threw a party for their dearest
friends at one of Los Angeles’s
poshest hotels, the Bel Air, before
embarking on their swinging new
life in Fort Lauderdale.

It was cocktails and shrimp and
meatball delicacies from six to nine
in the dimly lit Garden Room,
which is separated from the rest
of the hotel by a small bridge over
a plashing stream.

Among the 150 guests, we no-
ticed Bill’'s former boss Michael
Tenzer, marketing director at the
Larwin Co., and his lovely wife
Jackie, and Don Sichel, sales man-
ager of American Housing Guild
of San Diego.

We missed—Dby minutes—seeing
Larwin President Lawrence Wein-
berg, Macco Corp. Vice President
Harold Lasky and Nathan and
David Shatell, president and vice
president of S&S Construction.
Suzanne was public relations direc-
tor for S&S.

Bill, dashing in a blue pin-stripe,
describes his position with Behring
as a ‘“tremendous opportunity.”
Glass in hand, Bill added: “We
are going to do things with factory

World Wide Phot

THE BILL BRANGHAMS
A fond farewell for friends

construction that others aren’t dc
ing. T hope to satisfy the large low
cost market throughout the South.

The Behring Corp., headed b
40-year-old Ken Behring, ha
$100 million in sales in 1968, an
led a building boom in Fort Lauc
erdale.

Bill, now 46, headed the marke
ing arm of Ross Cortese’s Leisur
Worlds in California and was mai
keting vice president for Resto
the Virginia new town. Most r
cently he has been a vice presider
at Larwin.

Bill told us he was glad to t
going East. But Suzanne, stunnir
in a scarlet tunic and pants, whi
pered her regrets. She will mi
California. And certainly, we wi
miss her and Bill.

—CAROL HARR
McGraw-Hill World New
Los Angel

Joan Irvine complains to Congress

The prettiest witness the House
Ways and Means Committee is
likely to see reiterated her decade-
old charges of mismanagement
against the foundation that con-
trols her family’s 88,000-acre
Irvine Ranch near Los Angeles.

The hearings into possible tax
abuses by tax-exempt foundations
provided the thrice-divorced Joan
Irvine Smith with an ideal plat-
form, but her testimony was dis-
puted by the Irvine Foundation.

The 35-year-old blonde said her
stock, worth $45 million, would
be worth $180 million under
proper management. She even
challenged the foundation’s take-
over of the land company.

The old gentlemen of Congress
seemed sympathetic toward her
pleas for the foundation’s ouster.
But only Rep. Sam Gibbons (D.,
Fla.) offered firm advice: “Sell
TV rights of this [story] and you'll
come out fine.”

HGH Sta

IRVINE RANCH’S JOAN
From Congress, a word of sympat
NEWS continued on p.
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Who says there’s
nothing new

3M Company introduces
“3M” Brand Heavyweight
Textured Granules to makers
of quality asphalt shingles.
SR> Today’s home-
owner appreci-
e ates texture. He
@i, loves the honest
& feel of brick,
W stone and other
natural materials.

So we created
new “3M”’ Brand
Heavyweight Tex-

Actual size.
tured Granules—larger, tougher than
ordinary granules. They work beauti-
fully in shingle designs that show a
quiet new elegance in roofing.

under the sun?

More texture, more profit.

According to a survey we took re-
cently in Southern California, 3 out
of 4 homeowners prefer our new
heavyweight granules. You can take
the same kind of survey. Let your
prospects see and feel the difference.
You’ll sell a premium roof at a pre-
mium price. Without any argument!

Tough on the weather.

“3M” Brand Heavyweight Textured
Granules stand up against wind, hail,
sun and rain because they’re em-
bedded deeper into the asphalt.

3M Brand
Heavyweight
Granules

New rustic tones.

Light Olive, Dark Olive, Green, Tan, Red,
Brown, Charcoal, Black. Available in blends.
We borrowed these colors from na-
ture. Mellow and rustic, they help
each house blend into its environment.
They never shout from the rooftops.

Ask your supplier for asphalt shingles
made with “3M”’ Brand Heavyweight
Textured Granules. Or write to
Industrial Mineral Products Division,
3M Company, 3M Center, Dept.
OAE-49, St. Paul, Minn. 55101.



La Bella Contessa Home by Heritage Custom Homes, El Paso, Texas

ROMANY-SPARTAN®
MAKES THE
DIFFERENCE

This bath is finished with Romany-Spartan bright glazed wall
tile and unique crinkle glazed floor tile. The bright glazed

tile is exceptionally brilliant—it's manufactured with a double
glaze—the only double glaze in the industry. As for the crinkle
glazed tile, they're exclusive—not available from any other
source. Have your tile contractor show you Romany-Spartan.
We think you'll agree that it will provide the difference that
makes for an outstanding installation.

UNITED STATES [
CERAMIC TILE [iiabaid

COMPANY & 3

1375 Raff Rd., SW. &
Canton, Ohio |
44710

34

Circle 69 on Reader Service card

NEWS

.
LEONARD ROSEN
He becomes university fund raiser

AN

AND BROTHER JULIUS
For now, he becomes a consultant

Nation’s top lot salesmen take
their commissions—$128 million

The housing careers of developers
Leonard and Julius Rosen are all
over but the counting.

In a $200-million deal, the
brothers have sold the nation’s
largest lot-sales operation (1968
volume of $95.7 million) to the
billion-dollar GAC Corp., a diver-
sified Pennsylvania holding com-
pany known formerly as the Gen-
eral Acceptance Corp.

The Rosens stand to become
two of the nation’s richest men by
selling their 60% ownership of
Gulf American, a Florida based
company they founded on a $125,-
000 investment only 12 years ago.

The brothers received GAC
common shares valued at $27.7
million (based on GAC’s Febru-
ary market price of $48 a share),
plus preference convertible shares
that are potentially worth $100.7
million. That amounts to $128.4
million, or $64.2 million for each
brother, in return for their Gulf
holdings valued at $98.6 million.

And that is only the beginning.
Immediate annual dividends, for
each brother, will be $872,416
(based on current dividend rates
of $1.50 per common share and
$1.06 per preference share).

That $872,416 figure is more
than eight times higher than the
annual salaries the brothers re-
ceived while running Gulf Ameri-
can in recent years.

In addition to the $872,416
from the common stock they own
today, the brothers can convert
each preference share for 2.53
shares of GAC common in three
years. Based on today’s $1.50
dividend rate, the brothers con-
verted holdings alone will yield
annual dividends of $3.2 million.

So in all—adding today’s com-
mon stock dividends to tomor-
row'’s preference stock dividends—
each brother will begin receiving
dividends of $2 million a year
beginning in 1972.*

The big sellout climaxed the
Rosen’s colorful careers after
years of ups and downs. Indeed,
the repeated efforts of Florida
regulatory authorities to discipline
the brothers’ company for alleg-
edly fradulent sales tactics

* Based on current market values.

prompted the GAC takeove
(NEws, Aug. '67 et. seq.). Du
ing its difficulties in 1968, Gulf
sales plunged to $95.7 millic
from $131.3 million in 1967 ar
Gulf lost $1.6 million compare
to a 1967 profit of $16.8 millio:

Says Delbert Reichardt,
GAC financial vice presiden
“All the problems with the Flo
ida Land Sales Board have bee
resolved and settled. We at GA
promised to exclude the Roser
from policy-making roles at Gu
[although each will draw consul
ing fees of $100,000 this year
And the board promised to resol
all the old charges against Gulf
past management.”

S. Hayward Wills, GAC pres
dent and board chairman, h:
named a new three-men team |
run Gulf’s 580,000 acre operatic
in Florida and Arizona.

It was not immediately cle:
whether the mercurial Roser
would stay retired. But if the pa
is any indicator, the former Ball
more advertising men, who mac
millions selling Charles Ante
hair dressing before breaking tt
bank with Gulf American, will
back again in a new business.

For now, however, hard-drivir
Leonard, 53, seems content
continue his philanthropy fc
Israeli causes by becoming depuf
chairman and chief fund raiser ¢
Tel Aviv University in Israe
Julius’s plans, beyond clippir
GAC stock coupons, are unce
tain. He is 50.

No matter what is ahead fc
them, they are confident of the
ultimate place in history. Saj
Leonard: “When the history
Florida is written, the names «
my brother and myself will figus
in it prominently.”

New president for K&l

He is Eugene Rosenfeld, 34,
certified public accountant wt
has worked for Kaufman & Bro:
of Los Angeles for six vyear
LeRoy Golman, 44, replaces hi
as executive vice president.
Board chairman Eli Broad, 3
will pursue company expansion

HOUSE & HOWN



ROPER HOMEOWNERS
ACCEPTANCE PLAN

NOW...
YOU CAN OFFER A COMPLETE
KITCHEN REMODELING PACKAGE
INCLUDING NO DOWN PAYMENIT...
INSTANT FINANCING!

Here is the brand-new, nation-wide financing plan from Roper that offers
you greater flexibility, instant action...lets you bid-in and close more
remodeling projects. Any prospect (single home or multi-apartment house
owner) is eligible with paid-in equity equal to the amount of the loan
required. And, the loan covers all labor and material expense as well as
the Roper Appliance(s) required in the remodeling. Here are outstanding
features of the Roper Homeowners Acceptance Plan:

® no down payment ® no maximum loan limit ® 7% installment loans ® terms: to 60 months up to $2500; to 84
months over $2500 ® includes credit life, fire/windstorm damage insurance, no extra charge ® no closing or add-
on costs ® instant credit qualification ® direct payment to suppliers within 24 hours after project completion

put this plan into action now!

Gentlemen:

ROPER Rush me cor.nplcte detail.s on the Roper Homeowners Acceptax.u:e
Plan, including information on the complete package of sales aids.

GEO. D. ROPER SALES CORP. COMPANY NAME

subsidiary of Roper Corporation
1905 WEST COURT ST * KANKAKEE, ILLINOIS 60801
STREET ADDRESS

Gas and Electric Ranges: eye-level-
oven Charms, Wall Ovens/Cook
Tops, Counter Built-ins, self-clean-
ing oven Ranges. Plus: Dishwashers,

bbb | | | 1 | | | [ |
Gas Grill

CITY STATE ZIP

YOUR SIGNATURE
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Some say FLINTROCK. Some say BLUE DIAMOND. \No matter, elther |
way you are sure of the finest in gypsum produc{s and customer- | |
oriented service. ‘ |

A strong, viahle combination of resources — manufacturmg capa- ‘
bility plus performance-engineered products and systems combine
to give Builders the hest, and ‘ |

NOw! | |
YOU'RE THE WINNER. As the man says, “You can’t hardly Inse

when they keep finding ways to do things hetter”. At Flmtkote \
we’re never satisfied — even when you are. |

SYPSUN
c p'\u"t by FlINTKOTP

FLINTKOTE COMPANY - Building Products Group « 480 Central Avenue, East Ruth‘erford, N.J.07073

IN THE WEST « BLUE DIAMOND - P.0.Box 2678, Terminal Annex, Los Anngles, Calif. 90054 l
| |

{
{ I
‘ |

|
‘ |
|



It comes in 3 styles. 7 colors, including new Bone.

Install a self-ventilating American-Standard toilet  if you really want to stop prospects right in their
and you're one step closer to closing the sale. The  tracks, install one of these self-ventilating toilets
Vent-Away ventilator’s built right into the tank.  in Bone—the new high-fashion American-Standard
Nothing extra for your contractor to install. And  color that was the hit of the recent NAHB show.

e T T

s

TR e
<y . " s { = £ o . :
| Ll B Lol S < e, o
The Compact/Vent-Away™ Our most  The Luxor/Vent-Away® flushes with all the en- The Elongated Glenwall/Vent-Away™
popular-priced toilet with the built-in Vent- thusiasm of ordinary toilets, but with little of the is mou.nted to the wall to rpake floor clean-
Away feature. Ideal for any price house. noise. Notice the color shown above? It's new, ing quick and easy. Shown in new Bayberry.

Shown here in Manchu Yellow. high-fashion Bone.

AMERICAN
STANDARD

PLUMBING & HEATING DIVISION
40 W. 40th St., N.Y., N.Y. 10018
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New Andersen Perma-Shield

value of wood plus a rigid viny

New Andersen

HOUSE & HOM




Windows offer the insulating
shield that needs no painting.

No wonder you're seeing more of them lately.)

nside a Perma-Shield sash there’s a core of warm,

-able wood. Outside, there’s a thick sheath of
gid, weatherproof vinyl. And the glazing is
‘elded insulating glass.

s it the perfect window? You’ll have to decide
bout that for yourself. We’re proud of it,

nd we’re pleased that Perma-Shield windows
re being specified for some of the dest new
ommercial buildings and residences.

Vide range of styles and sizes.

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

'or more information check Sweets file.
)r mail the coupon below for literature or a
erma-Shield Demonstration in your office.

g Andersen Corporation
Bayport, Minnesota 55003

[[] Please send complete Perma-Shield Literature.

[[] 1I'd like a Perma-Shield Demonstration in my office.
Please have an Andersen Distributor call me for an
appointment.

Name

Firm

Address

City State

AnderseandowaJls

Window Beauty is Andersen

HH-49

Washington Club Inn, Virginia Beach, Virginia, features 40, 8-foot

Andersen Perma-Shield Gliding Doors. Guests get a sweeping view of

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

Architect: Evan J. McCorkle, Virginia Beach, Va.

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

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

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

Architect: George F. Panuska, Virgin Islands.

Perma-Shield Windows
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This apartment building came in $100,000 under the estimate.
8" Brick-Bearing Walls provided the structure, exterior and
interior finish, fireproofing, and sound control.

Muskegon Retirement Apartments
Muskegon, Michigan
Architect and Structural Engineer

DeVries & Associates EXPOSED BRIBK | N
General and Masonry Contractor WALL IN LIVING s%
Muskegon Construction Company ROOM OF APARTMENT—-I% \ 2
Hek : %' DRYWALL ON % DARK
Muskegon Retirement Apartments, Inc. Tl L e L L4 QSFCFIL\IT
8" brick bearing walls are used through the entire 11 floors % TR
of Muskegon Retirement Apartments, in Muskegon, Michigan. N TR
The structural system consists of 8" brick bearing walls and fis N
8" precast concrete floor planks topped with 1%" of concrete. N \\Ql\_ NN
Eliminating the traditional building framework offers / 7 = N
economies, and permits infinite design possibilities. One 1#4 VERTICALY & N %S%
example is shown in the exterior corner detail to the right.
Construction is simple, and rapid, because all brick wall HERDER GO %?%
thicknesses are identical from foundation to roof. In essence, DARK ACSENT, BBICK )
Muskegon Retirement Apartments is a series of 11 one-story
buildings, one atop another.
Complete details, including a thorough cost-breakdown of 3
40 major elements of the building are contained in an 8-page EXTERIOR CORNER DETAIL

brochure that you can have. Ask your brick salesman for
SCPI brick bearing wall Case Study No. 16.  Or contact SCPI.

[ ]
Ennl Structural Clay Products Institute 1750 Old Meadow Road, McLean Virginia 22101 Phone 703-893-4010

Circle 91 on Reader Service card HOUSE & HOM




Don't let your hidden assets

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

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

oy

»

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

P e e

— gy
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The Chrc‘:»malox'® heatihg system with a cool idea.

Here's the new Chromalox®APT electric
heating and air conditioning system. Compact
yet powerful ... and designed especially for
apartment buildings. It provides each tenant his
own individual temperature control at any time
of the year.

Choose from three heating capacities —
5 kw, 10 kw or 15 kw; and from two cooling
capacities — 1% ton or 2 tons.

Install the furnace in the wall, ceiling or

closet. Position the Compressor Unit through
the wall, on a flat roof or on a concrete
pad outdoors.

These and other features make the APT
system ideal for apartments of all sizes.

For complete information on the APT
system and all comfort heating/cooling
equipment, contact your local

Chromalox representative or write for
Bulletin R 25102-1.

- . WR=117
I

EDWIN L. WIEGAND DIVISION

EMERSON ELECTRIC CO.
7770 THOMAS BLVD., PITTSBURGH, PA. 15208

Circle 77 on Reader Service card HOUSE & HOM



Who makes a home
siding that stands up to
rain, sun, heat, cold

and small boys?

Philip Carey.

It’s Philip Carey’s Villager Solid
Vinyl Siding . . . made from
tough B. F. Goodrich Geon® vinyl.

Here’s a fine, new material that
easily repels the assaults that
deface or damage other siding
materials. Rain won’t rust it . . .
K or drum loudly on its surface.
B Sun won’t hurt it. Nor will
: scratches show . . . because the
color goes all the way through.
And, heat and cold won’t
create problems, because Villager
Siding gives and takes with
temperature changes.

Aspiring young athletes won’t
dent it with baseballs, footballs,
golf balls, stones, sticks or
other small fry artillery. And
there’s more.

Villager Siding won’t support
combustion, conduct electricity,
absorb moisture, rot, warp,
blister or peel.

Isn’t this easy-to-handle,
easy-to-install and lastingly
beautiful siding the ideal answer
for new homes or old?

For more information, write
Philip Carey Corporation

Dept. HH-469

Cincinnati, Ohio 45215.

PHILIP
CAREY.
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No other van
offers any of these
better ideas...

even at extra cost!

So many better van ideas! And not for
love or money can you get them in any
van but a Ford Econoline!

Only Ford gives you Twin-l-Beam riding
smoothness. The unique front suspension
made famous in Ford pickups. Two solid
|-Beam axles for strength and coil springs
for easy ride—the most rugged inde-
pendent suspension yet!

Only Ford gives you
an outside service
center. Just lift the
chest-high hood for
easiest possible
checking of oil, water,
battery, windshield

washer water, voltage regulator, and

%

more. Everything is easy to reach.
— Only Ford gives you
ﬁ ] increased floor
- space—23% more.
Engine's been moved
nofiBen B8 || forward—out of the
] 0 loadspace. You get
m 23% more clear un-
i obstructed floor
area than in any
other van. Over 8% ft. clear load length
in Ford vans; SuperVans offer over 10 ft.
Only Ford gives you driver “walk-thru”
to the rear. Convenient aisle to cargo
area from driver's 7z
seat. No need to PR @
step outside to reach ¢
load compartment. .
Engine cover is an
insulation sandwich |
to seal out noise, Z—s
heat; top is flat with ;)

Circle 79 on Reader Service card

Outsells all other vans combined!

raised edges for use as package tray.
Only Ford gives you payloads as big as
3590 pounds. Higher capacity axles and
heavier construction in three new series
let you carry more weight—650 Ib. more
payload than any other van. And still
more better ideas! Long wheelbases and
wide track (over 52 feet) result in turn-
pike stability even on windy days . . .
power goes up to a 302-cu. in. V-8 . ..
self-latching doors! Get the full story at
your Ford Dealer's!

FORD ECONOLINE VANS

Circle 80 on Reader Service cat



er presents the rebirth
f the blues.

With New Orleans Blue, the bath goes
bright, bold...and anything but ho-hum.

A new Kohler color...pure as the note
from a blues cornet. New Orleans Blue
joins the other Kohler blues: Cerulean,

a delicate pastel...and Blueberry, a deep
accent. lt's the rebirth of the blues.

Bold shapes, too. The Caribbean, a big
(6-foot) luxury tub that installs anywhere:
island or peninsula...in a corner...sunken.

You can do anything to its exterior: brick...
laminates. . . paneling . . . bring carpeting up
the sides. Safety feat\ures7 Grip-rails and
a Safeguard® bottom. There's the Lady
Fair, too. A shampoo center, baby bath,
and lavatory basin for every member of
the family . . . with hose-spray and swing-
away spout. Sell Kohler's happy blues

.. bright, bold ways to end the ho-hum
bath for your customers.

Kohler Co., Kohler, Wisconsin




It's never too soon
to plan for extra profits.
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Sometimes it seems that
half the profit on a
house these days isin
the extras, labor costs
being what they are.
Yet all too often the
astute builder, who
offers the home-buyer
attractive appliances in
the kitchen, completely
overlooks the

opportunity of offering
attractive blinds on
the windows.

Actually, we're not too
surprised. Blinds haven't
always been attractive.

Until now!

For now Levolor
has added exciting
new colors to slats;
added extra tapes for

a striped effect;

even invented Rivieras,
a whole new kind of
blind with slats and
tapes so slender they
seem to disappear.

You might say, Levolor
puts a little more into
blinds so you can get a
|ot more out of them.

Don't overlook this

opportunity to ma
extra profits on eve
house you sell. Fo
information write f
Levolor’s “Builder
Program” and ho

can profit with it.

LEVOLO

LEVOLOR-LORENTZEN
720 MONROE STREET
HOBOKEN, N.J. 0703C
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Kitchen Kompact cabinets have been
“Quality Certified” by the National Kitchen
Cabinet Association. It's your assurance of
proven performance and satisfaction.

SIF,

el

A

KITCHEN KOMPACT, INC., 911 EAST 11TH STREET,
JEFFERSONVILLE, INDIANA 47130

GLLENWOOD
HAS A GRANDEUR
ALL ITS OWN!

NEW, EXCITING CABINETS
BY KITCHEN KOMPACT

Now, Kitchen Kompact introduces a great new look to
kitchen cabinets. It is Glenwood—an aristocratic walnut
finish and grain pattern with clean, classic styling. Glen-
wood has a grandeur all its own!

Kitchen Kompact cabinet construction equals its stylish
appearance. Drawers are of one-piece Durium —a new,
high impact-resistant material that is virtually indestruc-
tible. An improved, roller-free suspension system makes
drawer action even easier.

All KK cabinets wear the famous Mobil “Family Proof”
finish —a highly resistant finish, formulated exclusively
for Kitchen Kompact. So exceptionally tough, the KK fin-
ish is resistant to household chemicals, mild acids, water
and alcohol, even nail polish.

See the two distinguished KK lines soon: new, exciting
Glenwood and the exceedingly popular Mellowood.
You couldn’t recommend a cabinet with more value to
your customers.

Kitchen Kompact is available from fully stocked distrib-
utors in most major markets. Look in the Yellow Pages
for your nearest KK distributor.
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How to cut
golf course maintenance

by 40%

Suppose your tee areas were always ready.
No re-seeding or sodding ever. And suppose
your greens didn’t need constant pampering.
No mowing, sodding, weeding, feeding, water-
ing or de-bugging. Your greens would always
be ready to play, too. Well, now you can forget
practically all of the tee and green work

You can do it with Astro- s
Turf® tees and greens. %
AstroTurf got its start in a®
Monsanto laboratory eight
years ago. AstroTurf practi-
cally ends the maintenance &
of tees and greens. They @
require 40% of all course g
maintenance expenses, in- &
cluding labor, according to
the Pennsylvania Turfgrass
Survey from the Pennsylva-
nia Dept. of Agriculture.

But you may be wonder-
ing if you'd sacrifice the
playing quality of your §
course with AstroTurf tees |
and greens.

AstroTurf tees actually |
improve play.. Because tee §
areas stayin beautiful,green ==
condition—golfers can pick =
the spot to get the best
shot. This tee doesn’t divot.
Doesn’t lose its grass|
blades. We gave our tee sur-
face plenty of hard driving
strokes. And it just smiled
back, green and grassy. A
natural turf tee area, by con-
trast, is on its way to ruin
after one slash with an iron.
An AstroTurf tee is also
made to withstand steady
puncturing by golfers’
spikes and wooden tees.
And golfers can tee off five

minutes after rain. (One AstroTurf tee, 15 ft.
20 ft., costs $750.00 plus installation.)

Or, take AstroTurf greens. They’re the resu
of years of painstaking development. First, w
checked 120 grass greens at a sampling ¢
fine golf courses. We measured the way ball
bounced,

“pbit” and rolled. We even had t
- develop the instruments t
o the measuring becaus
- nothing like this had eve
been done before.
. Then, we develope
stroTurf greens to perforr
ike the best grass green:
n addition, they’re abot
he same morning, midda
~and evening in all kinds ¢
~weather. They can b
layed minutes after rai
stops. And, except fo
snowy days, they can b
@ used practically all yec
@ ‘round. (One AstroTul
& green, 3,000 sq. ft.,, cost
§ $7,500.00 plus installation
, We’ll mention just tw
& other advantages of Astrc
| Turf. You don’t have t
& spend a small fortune fc
special tee and green mair
tenance gear. You don
t have to wait for tees an
igreens to grow. Whe
they’'re installed, yol
course is ready to play. S
if you’re planning a ne
course, you can’t affor
not to investigate AstroTu
tees and greens. Get th
facts. Write: Monsant
Company, Department 15
800 North Lindbergh Boulg
vard, St. Louis, Missou
63166.

AstroTurf tee at Bermuda Dunes Country Club
Bermuda Dunes, Galifornia, near Palm Springs

Astro Turf|

RECREATIONAL SURFACES BY

56
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2 Bird roofing shortcut to bigger profits

Cut labor cost with

QUALITY PRODUCTS BINCE 1766

s nocket (== FIR)
Sira Wind Seal JET Also sond me.
the SAVINGS &t

: Bird Vinyl Gutter Systems
your crew worked for peanuts, more profits for you. For more = ¥ d

me wouldn’t matter. That'swhy information, mail the coupon. R

ou’ll appreciate the value of new Once you’ve installed JETS, | Address

ird Wind Seal JET Shingles. you’ll see the difference. ..

hey lay faster. No cutouts. Self-  in your pocket. County

Iigning. Your crew moves on Ask about the exciting new City

uicker to the next job. More Terracolors in the Bird Shingle Skt Zip

)bs, less labor cost per job, line.



What makes aluminum
screens better?

The aluminum.
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Aluminum makes screens easy to see
and breathe through . . . because
aluminum keeps screens cleaner
than other screening material.

Doesn’t attract dust electrostatically.

-
e
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Aluminum makes screens resistant to
cigarette and spark damage. Lighted
cigarettes won'’t put holes in an
aluminum screen. Neither will sparks
from barbecues or burning leaves.

Aluminum makes screens staing
... because aluminum never str
brown, ugly stains. Never rots o
mildews. Aluminum screens giv
maximum life in salt air or smoc

Circle 25 on Reader Service card



Aluminum makes screens impervious
to gnawing insects. Mice and rats
won’t gnaw through aluminum
screening, either.

linum makes screens tight . ..
use aluminum is easy to engi-

. Once tight in the frame, Aluminum makes screens look good
inum screens won’t bag out or ...because a‘Iumlnl‘Jm itself looks
an. It adds strength to screen good. It's available in many colors.
:ture and there is no center What makes aluminum screens ( s
ction. better? The aluminum.

screening

meoncnumnam - EIALCOA
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APARTMENT ON STILTS creates covered parking area. This 15-unit building contains one- and two-bedroom apartments, most of them with balconies.

Apartments on stilts make flood-controlled land usable

The land, a 6-acre strip north of the Rouge
River in Farmington, Mich., had been con-
sidered unusable for housing by both the
U.S. Army Corps of Engineers and local
officials. Reason: It is part of the river’s
flood control plain, and its topographical
characteristics could not be legally changed.
But the architectural firm of Siegal Avrin
Associates proposed that two-story apart-
ments be put on the site, and built on stilts
high enough so the lower story would be

60

EIGHT-UNIT BUILDING, left, features two-bedroom units. One of the outside
parking areas is visible in front of building in the far background.

above flood level. The space under the build-
ings would be used for parking.

It was found that the stilts cost more than
conventional construction, but that this was
substantially balanced by the low cost of
the raw land.

The completed 91-unit project has a den-
sity of 14.9 per acre and includes five 15-unit
and two eight-unit buildings. Besides the
covered parking area provided by the stilt
construction, 48 exterior parking spaces are

included in the project, bringing the tot:
space available to 182 and giving an overa
parking-to-unit ratio of 2-1.

The larger 15-unit structures contain onc
and two-bedroom apartments while the tw
smaller buildings contain only two-bedroor
units. Most of the apartments include ba
conies, compartmented baths and extr

storage space in the form of lockers.
Rentals range from $175 to $220. Builc
ers: Dobrowitsky & Rosenblum.

L o 5 toFT

TYPICAL UNITS are shown in this plan of half of the first floor of a 15-ur
building. Storage lockers are set off of laundry and utility rooms.

Circle 86 on Reader Service cz



EDITORIAL

Grappling with the ungrappleable

House s Home

APRIL 1969

Nixon’s team will try hard in urban housing, but big
problems are likely to water down most efforts

In his inaugural address, President Nixon said, “We are ap-
proaching the limits of what government alone can do. Our
greatest need now is to reach beyond government, to enlist the
legions of the concerned and the committed.

“To match the magnitude of our tasks, we need the energies
of our people—enlisted not only in grand enterprises, but more
importantly in those small, splendid efforts that make headlines
in the neighborhood newspaper instead of the national journal.”

So the Nixon housing team is doing three basic things:

1. It is sifting out, from all that the Johnson Administration
left behind, those housing programs that have real promise, and
concentrating on them.

2. It is down-grading Federal clout in local housing pro-
grams, hoping to beef up local support. (It’s also clear now,
for instance, that the Council for Urban Affairs, headed by
urban-big-thinker Daniel Patrick Moynihan, will not be a super-
agency but a sounding board.)

3. It is trying hard to straighten out the snarled bureaucracy
and procedures of HUD. Whether it can or not is still open to
some question (see p. 72).

When the President named George M. Romney as his nomi-
nee for HUD's Secretary, he stressed the fact that HUD was in
need of an administrator, and that he had gotten one.

Clearly, Romney is devoting his time to organization at HUD,
and in his first face-to-face interview with an industry maga-
zine he showed his grave concern about turning around an
already declining situation. Romney told House & HOME’s
Washington correspondent, Andy Mandala, that before any
bold new programs emerge from HUD, “We've got to stop
losing ground on the ones we have.”

The new Housing Secretary knows full well he has his work
cut out for him, and is putting in long hours at the Department
in attempting to become familiar with his job. He is still, how-
ever, visibly uncomfortable with many housing terms, and he
is still a hip-shooter: After only a few days in office, Romney
said that he does not believe our housing goals can be met.
Senator William Proxmire (D. Wisc.) immediately shot back,
“I hope Governor Romney has not succumbed to defeatism so
early in the game. The ‘can’t do’ philosophy is typical of the
bureaucrats at HUD and FHA who opposed setting goals in the
first place and who have a miserable track record in producing
housing for Americans of low and moderate income.

“Before Governor Romney throws in the towel he should
make an all-out effort to build the units scheduled for this year
and next year.”

The Johnson budget message of January 15 slated 233,000

low-income starts for fiscal year 1969, and 47,000 of these
are under Farmers Home Administration programs.

Romney’s basic approach to government-and-housing is pure
Nixon: he places great hope in solving problems by appealing
to the goodwill and volunteer effort of individuals at the grass
roots. In a speech shortly after being named Secretary, Romney
said: “From our beginning as a nation the hallmark of Ameri-
cans was our habit—when tasks were too big or complex for
the individual—of forming voluntary associations to get things
done—whether it was clearing land, raising barns, building
churches, dams and roads or conducting charitable activities.
Another distinction was limited government through our Fed-
eral system of national, state and local governments with their
checks and balances.

“. . . the solutions to America’s problems lie not primarily
in Washington but in the hearts and minds and hands of indi-
vidual Americans—in their homes, daily activities, neighbor-
hoods, associations, enterprises, and instruments of self-govern-
ment.”

To old time Washington hands those sentiments seem incred-
ibly naive, but others argue that since the bravura of Federal
programs under the Johnson administration didn’t accomplish
much, Romney’s faith in the grass roots is worth a try.

Problem 1: Local control, zoning, taxes
can block any Federal housing program

Hup’s new team will have to be magicians to establish any sort
of decent record in helping to produce new low-income housing
in cities or suburbs. Many rent supplement and rent certificate
programs have been killed in the past by local government
vetos, and state and local referenda have managed to Kill scores
of urban renewal and public housing projects. It is highly un-
likely that the new HUD team will try to overcome simple ex-
pressions of self-government like these.

Then, too, the Workable Program requirement in the Na-
tional Housing Act is used by the grass roots effectively to pre-
vent low-income housing programs in suburban communities.
All a community has to do to be ineligible for a low-income
housing program is to not meet Workable Program require-
ments, If a community fails in any one requirement to meet a
Workable Program, it doesn’t get shouldered with poor fami-
lies. The Housing Act of 1968 neatly avoids this issue. How-
ever, it makes no requirement for a Workable Program to
qualify for section 235 or 236, and it does exempt section 208
(acquiring private housing units for public housing).

The problems of zoning are even worse. Each municipality

continued
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in a metropolitan area (Chicago has over 1,000) uses its zoning
power to improve its property tax base, the source of most
municipal revenues. This fiscal zoning tends to exclude any
project which would weaken the fiscal base. The result is not
only the frequent rejection of low-income housing projects, but
the unwillingness to abate taxes for any housing or urban re-
newal project.

Doing anything about zoning and/or the multiplicity of
political jurisdictions in metropolitan areas, would really violate
grass roots rights. True, if the Nixon Administration places
more of the welfare burden on the Federal government, a city’s
heavy reliance on the property tax would be somewhat lifted.
But there are hundreds of urban imperatives always making
their bids on almost-bankrupt municipal exchequers.

Problem 2: Model Cities could become mired
in gobbledygook and lack of funding

Hup and the President regard Model Cities as perhaps the best
tool for upgrading slums. Few would argue with them because
a slum is created by people with all their myriad problems,
and housing does not change people. So correcting a slum,
using many agencies of government to provide jobs, education,
public health, as well as an improved physical environment, is
a good and logical process.

Model Cities is fortunate in having Floyd H. Hyde, former
mayor of Fresno, as its Assistant Secretary. Hyde has a good
record and knows what he is doing in the city. But he’ll have
his work cut out for him.

The National Commission on Urban Problems, the Douglas
Commission, praised Model Cities as a concept but cited two
major pitfalls:

“The first is the danger that the program will become bogged
down in the ‘planning process’ and planning terminology at the
expense of action. One hears from Model City experts and reads
in its literature an abundance of language taken from space
jargon which might best be termed modern barbarisms. One
hears very little about how many houses will be built, how often
the garbage will be collected, and what kind of schools, health
clinics, and job training classes are planned or when they will
be open for use. . . . There is a danger that the program will be
overweighted by the creation of a multitude of new committees
or institutions to coordinate, plan and talk with one another—
that needless layers will be added, rather than existing institu-
tions be made more efficient.

“The second major problem, and one which affects the first,
is that of funding. Unless there are enough funds to carry out
programs, Model Cities will become nothing more than a talk-
ing and planning program. It is the promise of funds and the
receipt of funds which provide the incentives for cities to de-
velop innovative programs and to foster the active involvement
of neighborhood residents. . . . From the perspective of late
1968 [when the report was written], one wonders whether the
funds appropriated by Congress for the program this year,
which represent almost a 40 per cent cut in the amounts re-
quested, are sufficient to make the promise of Model Cities
possible.”

More than 150 cities have been awarded planning grant
authorizations totaling $1 billion, but less than a dozen cities
have had their plans approved by HuUD. Additional funding,
which some experts believe should reach $5 billion a year, will
depend upon how fast plans can be put into the mill and how
well Congress receives the initial results.

While Model Cities carries with it the local involvement so
strongly espoused by Nixon and Romney, it just might be that
such involvement results in little more than petty political in-
fighting.

Problem 3: Housing assistance may suffer
badly from tight money, income limits

Romney knows he will need money if his administration is to
make a dent in the 26-million-unit housing goal of the '68
Housing Act which, he says, the nation can meet in time “if
we organize the resources properly.”

While he would not tell House & HoME what, if any, changes
would be made in the housing budget for next year ($2.8
billion for fiscal *70), the HUD Secretary has already placed
high priority on getting the money necessary for sections 235
and 236. Last year HUD asked for $75 million for each of these
programs, Congress voted $25 million apiece—all of which has
already been committed. Romney has asked for $75 million for
fiscal 69, $100 million for *70.

It is very questionable how much housing the interest rate
subsidy program could provide in the tight-money and high-cost
climate of today. The programs were written for income groups
which fall between the upper level of those who qualify for
public housing (about $4,000 for a family of five) and those
who can afford to buy or rent standard housing on the private
market (about $6,500 for a family of five). At a realistic
$15,000 dwelling unit value today, only those families with
incomes of $5,500 and over would be able to make use of new
dwelling units under either 235 or 236.

The only ray of light in this dismal prospect is the appoint-
ment of Larry Cox, former redevelopment chief of Norfolk,
Va., and a real professional in this field, as Assistant Secretary
for renewal and housing assistance.

Problem 4: Inflation hits housing hardest
and HUD will have to help fight it

“We're losing ground in housing, and we’re not catching up.
The losses are growing every year. We are in the red,” Romney
told House & HoME. “The inflation has to be stopped—and
the policies of this administration are going to be aimed at
doing just that.”

Having already hiked the FHA rate to 7%2% Romney points
to rising discounts in this market. “Before the rate rise, dis-
counts were about 8 points. By the end of February, after the
increase, they were up again to 5 points.”

Does this signal another rate increase? “You can’t ignore
the market,” Romney says, adding “we’ve got to keep the rate
at market levels.”

Whether Romney will put through another rate increase is
conjectural. Hup will be deeply involved in legislation, to re-
place laws that expire in October, to grant Romney the power
to set FHA rates at the market. What is certain is that he wants
HUD, and housing, to have more of a say in the councils of
government that deal in monetary policy—policies which, if
restrictive, hurt housing first and most.

Without spelling out any details, he noted that machinery
was being set up to give both HUD and the Council on Urban
Affairs a stronger base from which to advise such groups as
the Federal Reserve Board and Treasury Department.

“This is new ground,” he said. “We’re working slowly to do
it right.”

Romney refused to comment on whether he endorses a move
by s&Ls to broaden their investment powers but he did indicate
a need to maintain the ceiling on interest and dividend accounts
at both commercial banks and s&Ls. And it is right in this area
that a big problem looms on the fiscal horizon.

Congressional moves are underfoot to get the Federal Home
Loan Bank Board to supply its members with long-term funds
(instead of short-term as in the past) when tight-money disin-
termediation sets in. In recent Congressional hearings, Under
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Secretary of the Treasury Charles Walker, while endorsing the
broadening of investment powers for s&Ls, also has indicated he
might favor abolition of Regulation Q—that regulation which
limits interest rates on time deposits at commercial banks to
6% . And many s&L men consider the abolition of Regulation Q
an unqualified disaster.

Problem 5: New routes to equity capital,
tax incentives may be in trouble already

Romney insists the job of producing urban housing will take
massive infusions of equity capital from a number of sources.
He does not believe the present homebuilding industry has the
wherewithal to carry out the full job.

“You can’t move from the present level of production to a
higher level of production without the introduction of huge
sums of equity capital from new sources,” he asserts. He will
try to obtain equity capital from as many sources as possible,
including large industrial corporations.

One of the Nixon Administration’s favorite instruments for
securing new equity capital is the National Corporation for
Housing Partnerships created by the Housing Act of 1968 and
now under the chairmanship of Edgar Kaiser. Kaiser is con-
fident NCHP can raise $50 million from the private sector for
seed money to generate a total of $1.9 billion of financing,
provided federal funds enabled under Title IX of the 1968
Housing Act are committed to start up the corporation. NcHP
will put up 25% participation money with local investors pro-
viding the remaining 75%, all of it equity capital for producing
low-income housing. NcHP estimates that its initial seed money
could generate 130,000 new units. Whether NcHP’s 25% par-
ticipation is enough to entice local equity remains to be seen.
Say some big builders, “If I can get local participation to put
up 75% of the money needed for a low-income housing project,
I can get 100% .”

Tax incentives are still another way to prime the housing
pump, and President Nixon has often urged that incentives be
provided to obtain additional funding for housing.

In House & HoME's interview, however, Romney flatly stated
that “no decisions have been made as yet on whether to seek
new tax incentives for building.” He noted accelerated depre-
ciation already represented a good incentive for real estate, and
that mutual savings banks possessed an incentive in their allow-
able 3% reserve set aside. The mutual savings banks may lose
this tax loophole shortly, however, as the House Ways and
Means Committee plans to examine the formula in its tax re-
form hearings.

Moreover, accelerated depreciated for real estate has recently
come under fire. Former Treasury Undersecretary for Monetary
Affairs Stanley S. Surrey has recommended that taxpayers be
required to depreciate real property on a “straight line” basis.
But without depreciation, what builder in his right mind would
build for the limited profits of 221d3, 235 or 236? All low-
income housing programs under these sections would come to a
screaming halt overnight.

Problem 6: Labor battles still rage on
with no relief from any side in sight

The AFL-ciO building trades expect a move by the American
Labor Alliance (Walter Reuther’s uAw teamed up with the
Teamsters) to take much mass-produced housing for Model
Cities away from the traditional building trades. Reuther has
visited the White House and Secretary Romney whose recent
set-to with building trades’ Meany does not help matters.
Shortly after his appointment, Romney confronted Meany
with the building trades’ high wages, restrictive practices, and

general dislike of prefab techniques. Accusing the building
trades of restrictive practices may be an academic argument for
two reasons. First, in many cities some major construction jobs
have not been put out to bid simply because general contractors
know there are not sufficient skilled tradesmen in the mechan-
ical trades for subcontractors to bid on major work. So the day
may not be far off when prefab plumbing trees, for instance,
are going to be used—without tearing them down and putting
them together again in the field—if the mechanical trades want
to work at all.

Second reason why arguments against certain practices may
be academic is that the AFL-CIO can make a reasonable case for
their ways. Unemployment rates in construction are twice as
high as in other industry, primarily due to seasonal unemploy-
ment. In any year, total number of tradesmen employed in the
building industry rises and falls 30% to 35%. In 1967 the
Labor Review reported lower annual earnings for contract con-
struction workers than in any manufacturing industry.

Another big labor fight, that could hurt urban housing
schemes, is coming up over the concept of black capitalism
favored by a good many people in the Administration. The Ex-
ecutive Council of AFL-ci0 calls it “a dangerous, divisive illu-
sion offered as a panacea by extremists, both black and white,
by some businessmen who see a chance for profit and by a few
well-intentioned but misguided liberals”.

On the subject of integrating the building trades, the Douglas
Commission had to say:

“It is only simple justice to say that conditions have improved
greatly during the last two years. An estimated 8,100 Negroes
are registered in current apprenticeship programs—nearly twice
the number in 1966. Not only are most of the international
unions helping in this work but nearly 50 Apprenticeship Out-
reach programs—efforts at active recruiting of apprentices—
are being carried out by local union councils. The craft unions
have joined with other groups .to provide training programs
to prepare youths for the apprenticeship exams. There is still
some discrimination, both open and hidden, and much remains
to be done. When we began our work nearly two years ago,
the overall verdict could not have been this favorable. But prog-
ress has been made and the unionists who have made it de-
serve commendation. They should, however, push on with
even greater vigor and with still greater cooperation from the
local unions. A large increase in the total volume of building
will also create many new jobs and permit the minorities to
share even more in the general advance. For, as the fishermen
remark, ‘a rising tide floats all the boats.””

In sum, coming to grips with urban housing problems is
incredibly complex because so many different constituencies
and institutions are involved. Political, bureaucratic, economic,
professional and vocational groups fight, compete and some-
times agree with each other. But each group carries its own
set of imperatives like a cherished destiny, for which all other
destinies must make way. And the institutions, financial, regu-
latory, governmental and the like, all behave the same way
because they too, in their way, are constituencies.

When you add to these problems the outrageous tommyrot
that “cw,_ -ts”—who should know better—utter about ways to
solve urban housing problems, the knot becomes truly Gordian.

Perhaps, in the final analysis, the only way out is our tradi-
tional way out: raise the level of the poor’s income (by com-
pensatory education, jobs, daycare centers, etc.) to the point
where they can consume in the free market place. But at any
rate, with hard work and the good will of the housing industry,
the Nixon team can make a dent in urban housing problems.

—RICHARD W. O’NEILL



Plastics manufacturers have a new battle cry. So far only Formica Corp. has actually voiced it

74

“The no-tile bath” was Formica’s loudest sales pitch at this year’s NAH:
convention (photo, above). But other plastics producers are proposin
the same idea. In fact, while Formica encourages the use of high-pre:
sure plastic laminates instead of ceramic tile on bathroom walls, othe
plastics are being offered as substitutes for both ceramic tile and conver
tional cast-iron and vitreous-china bathroom fixtures.

Fiberglass-reinforced plastic has made such deep inroads into th
bathtub and shower-stall markets that almost all major fixture manufac
turers have added it to their lines. Man-made marble, a product mad
of pulverized natural marble and resins, is acquiring a small army c
new fabricators all over the country who sell half of their production i
the lavatory and tub markets.

Tile is still king in the new-bathroom market. But the benefits o
fered by these new molded and laminated plastics—labor savings, 1o
maintenance, strong sales appeal—are forcing builders to consider tk

alternatives. For a look at the three basic alternatives, see the followin
five pages.
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. FRP tubs and showers

P (for fiberglass-reinforced plastics) bath-
om fixtures first appeared in 1958 on the
est Coast. But not until 1964, when a
jor  bathroom-fixture manufacturer—
niversal-Rundle Corp.—got into the busi-
ss, did they start making important in-
ads into housing. And not until 1968,
ien other major fixture manufacturers
ally entered the market, did they become
product with a dramatic future.
From sales of 50,000 in 1966, FrRp tub/
owers and shower stalls jumped to 150,-
)0 sales last year, and industry spokesmen
edict they will capture 25% of the tub
d shower market by 1972.
American Standard, Borg-Warner and
rane entered the market last year, Kohler
me in this year. And the new prestige and
iblicity these giants are bringing to the
ung industry are boosting many smaller
anufacturers who have been in the field
r years. The surge of interest is largely
ie to the sales and product-development
forts of the industry’s principal raw-
aterial supplier, Owens-Corning Fiberglas
orp.
All the installation and maintenance ben-
its of FRP fixtures lie in the fact that they
e molded in one piece with integral sur-
unds (photos, right). Builders nail the
rrounds directly to structural framing
hoto, below), so there is no delay for
e setting and no danger of the tub settling
vay from the finished wall. And because
rround and fixture are monolithic, they
e free of dirt-catching seams, joints and
rners.
A Michigan apartment builder, Conser
onstruction Co. in Ann Arbor, says that in
ree years of using one-piece tub/showers
has saved 10% in annual maintenance
-~ ] costs compared with
cast-iron tubs with ce-
ramic-tile surrounds.
One-piece tub/showers
cost Conser $10 more
than cast-iron tubs, but
they eliminate the cost
of installing ceramic tile.
1 FrRP manufacturers
- once had a problem pro-
¢ ducing a stain-proof fin-
ished surface. But the
gel coats used for this
ave now been improved to the point where
| regional codes and more than 75% of
cal codes permit FRP fixtures. Test, per-
yrmance and quality standards for FRP tubs
nd showers were issued by UsAa Standards
1stitute in 1967.
FrP manufacturers’ next product advance
ill be more flexible designs like those
10wn on pages 76-77.

o St ™k

Integral walls and accessories

are the main attractions

of FRP tubs and shower stalls

Besides molded-in soap ledges,
some of the units include lumbar
back supports (above), fluted
aprons (right), shelves and seats
(below) and flat rims for install-
ing sliding or hinged doors. Typi-
cal color choice is beige, pink,
blue, avocado, gold-fleck white.
Typical weight is 148 Ibs. for a
5’-long, 3’-wide, 6’ tall tub/shower

(top right). Manufacturers of the _~

units shown are (clockwise):

American Standard Inc., Borg- ;‘
Warner Corp., Kohler Co. (tub/ §

shower and shower stall) and
Owens-Corning Fiberglas. All five
units were introduced this year.

continued



A knocked-down model helps
one FRP fabricator
crack the remodeling market

Universal-Rundle Corp. intro-
duced this five-piece shower stall
and a five-piece tub/shower in
January to overcome a major
drawback of Frp fixtures—i.e.,
remodelers can’t use the one-piece
units because they’re too big to
pass through finished doorways
and can’t be maneuvered inside
most existing bathrooms. The new
sectional models are bolted to-
gether through outer flanges and
the seams are caulked with butyl
rubber.

THE NO-TILE BATH continued

Crane Co. makes it in four piec
that nest for shipment and

through a 30” door for remod
ing work. Two basic sizes—4'8'’
52" and 5'9”x5'10"—come

three models each, with list pric
ranging from $800 to $1,100. B

% o e e P At B — e A =~
Spray of chopped glass and resin . . . produces an FRP molded shell . . . for a Crane prebuilt bathroom . . . which is plumbed and wired . .
76
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 separate surround
ots builders combine FRP walls
ith a cast-iron tub

American Standard is introducing
the unit this month for builders
who want more sales appeal in the
bathroom without switching to a
complete FRP tub. A number of
accessories are built into the walls:
twin adjustable shower heads, ex-
tension spray, drop-down seat,
soap dishes at two levels, storage
shelves and a drop-down table. An
optional ceiling includes built-in
lights. Also available: a stripped-
down economy model.

| complete FRP finishing system
ncludes finished floor
ith molded-in toilet

This complies with a recommen-
dation made by the Cornell Uni-
versity bathroom study—that the
dirt-collecting seam between toilet
and floor be eliminated. The man-
ufacturer of this high-priced sys-
tem, American Standard, was the
study’s sponsor. Color-matching
problems are solved because all
three fixtures and the floor and
tub walls are molded out of the
same material and in the same
color, which incorporates marble
veining (shown).

vith trade discounts, the list price are bolted together and strapped
nay include installation cost, to adjacent structural framing.
vhich is far below that of a con- Crane started producing the unit
entional bathroom. All fixtures, 12 months ago for apartment
rim, accessories and piping are builders and remodelers, motel
ncluded, so no tradesman has to chains, urban-rehab specialists and
nter the room once the sections other mass-housing interests.

itted with fixtures and then . . . disassembled and nested for shipment to . . . a master-bedroom installation

continued



THE NO-TILE BATH continued

2. Man-made marble

Two factors have established this material
solidly in the bathroom-fixture market:

First, major companies have begun strong
campaigns to set up franchise plants from
coast to coast. Venetian International Inc.,
a prominent exhibitor at the 1969 NAHB
convention, has more than 40 plants in op-
eration and, with 110 franchises outstand-
ing in 35 states, claims to be adding new
franchises weekly. The PolyKrystalon Co.,
just four years old, has more than 60 fran-
chised plants in 30 states. Turnkey franchise
packages cost from $20,000 to $50,000,
including staff training and equipment.

Second, the variety of products and styles
available in man-made marble is growing
constantly as the new fabricators stimulate
national demand. Venetian is expanding
from tubs and integral bowl/countertops to
molded toilets. PolyKrystalon has expanded
into simulated slate and specialty items like
an 8 sea-shell bathtub that lists for $1,500.
And custom options are easily had by com-
bining stock parts with different accessories
—e.g., surrounds and aprons.

-Man-made, or reconstituted, marble is
pulverized natural marble mixed with poly-
ester resins and artificially colored. When
it is molded into bathroom fixtures, which
account for half of the industry’s product
sales, exposed surfaces are coated with
polyester gel. Manufacturers say the mate-
rial is four times stronger than natural mar-
ble and is so resistant to stains that it has
been used for table tops in school chemistry
laboratories.

Stock parts are flexible

Houston builder Benson Ford
builds in sunken tubs and vanity
islands like these by combining
stock tub and lavatory cores with
tops molded to his specifications.

Stock parts stress classic lines

These two—twin sea-shell bowls
and a Roman tub—are from
Venetian Marble’s standard line
of five tub and five lavatory cores.
Tub-core prices start at $250.

Marble-making is a low-volume process

Half a day is required for the pro-

Harper Leiper

e

Marble-resin mixtureis . . .

78

troweled onto a . . .

duction sequence shown below,
and at least another half day for
curing. Casting forms must be
sprayed with release agent and gel
coat well in advance of pouring,
and colors must be mixed care-

flat form and into . . .

a bowl form to make . . .

fully by hand to achieve a satis
factory graining effect. Operator
learn largely by trial and error
and few become experts in les
than six months. Scenes beloy
show new Venetian Marble o
Westchester plant, Irvington, N.Y

integral top and bowl
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. Plastic veneers

hese have been marketed as wall finishes
| new bathrooms for some time. But only
cently have they been made practical for
modelers.

In late 1967 Formica Corp. introduced
high-pressure laminate system engineered
ecifically for refinishing old bathroom
alls. The laminate is the same %i6” sheet
aterial used for countertops, but has a thin
yam backing to prevent imperfections in
ld walls from being telegraphed through to
1e new plastic surface. But the most im-
ortant feature making the laminate fea-
ble as a coverup for bathroom walls is that
~adds less than %42” of new wall surface.

Formica’s engineers solved the problem
f seams by designing two-piece moldings
1at are used to clamp the panels to the wall
nd are covered with post-formed %42” lam-
1ate in matching color. Panels are bonded
) the old wall surface with contact adhesive
below).

Now in its second full year of marketing,
1e system—called Panel System 202—is
eing sold to residential and commercial
emodelers. New-home builders haven’t
een interested because of the package’s
igh cost: about the same as that of a top-
uality tile job.

So far the most feasible sheet finishes
or new bathroom walls have been plastic-
oated hardboard panels. These cost less
han high-pressure laminates, offer greater
ariety in decor and can be adapted to bath-
oom fixtures with matching-color mold-
ngs of metal or plastic.

Plastic-hardboard for new walls

A line of plastic-coated hardboard
made by the Marlite division of
Masonite Corp. offers 70 different
colors and patterns, including mu-
rals, wood-grains and embossed
textures. Panels and planks (right)
can be used on counter fronts as
well as walls.

Plastic laminate for old walls

Formica Corp.’s special high-pres-
sure laminate for remodeling work
comes in panel sizes of up to
5'x10", in four woodgrains, six
marbles and eight patterns; and in
suede, polished or furniture fin-
ishes. A 18" layer of polystyrene
foam laminated to the reverse side
of panels absorbs imperfections in
old wall surfaces.

Laminate cover-ups demand precision Ppanels used in Formica’s System

202 can be fitted to old wall sur-
faces only by using a template—
rulers and squares are useless. Pre-
cise fit is important because the
panel seams are closed by a mold-
ing system that allows 8" toler-

ances. Moldings are made in two
halves that lock together by a
serrated-fastener system. One half
is nailed or glued to the wall and,
after the new plastic panels are
in place, the other half is ham-
mered onto it with a mallet.

Panel is bonded.




CONDOMINIUM
PROJECTS

. . . show that condominium
can be a marketing and
design tool as well as a
means of ownership

hoos: bhroo Gaphic
Legally speaking, condominium is a device which
permits the combining of individual and common
ownership within a housing project. Practically
speaking, it can also be a highly effective aid to
marketing and design thanks chiefly to the flexibility
it makes possible in the planning and managing of
multifamily housing.

The three projects shown in this article are cases
in point. Each of them is aimed at a market where
ownership, as opposed to renting, is vital. Each is
built on terrain and under densities where tight
grouping of units is essential. Each requires clubs and
other community facilities which must be held in
common ownership. And each places heavy emphasis
on common maintenance of both grounds and build-
ings. Condominium ownership is the most efficient
—and in some cases the only—way to fulfill all
these requirements.

Condominium ownership also contributes heavily
to the esthetic quality of these three projects. There
are no lot lines, so buildings can be sited to make
the most of the land’s natural assets. And the ex-
terior maintenance programs guarantee that the land

and landscaping can be permanently kept at their
very best.
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ANDSCAPED WALKWAY winds
wrough a typical group of one-
ory units., Bank at right rises to-
ard the steep canyon wall at one
de of the project.

CONDOMINIUM

A luxury townhouse project
designed for
a long, narrow canyon site

The 27-acre parcel—300" wide
and 3,000” long—had been by-
passed because of the steepness
of one side and the low yield of
buildable land (only about 1974
acres). In this plan, the build-
ings are all pushed onto the
flatter part of the site, and
grouped into sort of super-
blocks created by the serpen-
tine-like pattern of the project’s
private drives (land plan, be-
low). Parking and entrances
are on the outside of the blocks;
inside are landscaped courts
connected by a series of land-
scaped walkways (photo, left).
The result is an intimate, park-
like atmosphere that belies the
overall density of more than 8
units per acre.

The 160 units include one-,
two- and three-bedroom apart-
ment and townhouse units
(plans, below) that range from
1,240 to 2,000 sq. ft. in size.
Price (when the project opened
in 1967): $25,000 to $34,000.

Architects: Thomas/Richard-
son/ Associates. Builder: Coll-
wood Co. Location: San Diego.
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CONDOMINIUM

An adult community that
lays great stress
on greenbelt areas

There are 1,210 acres in the
project, and 550 of these—
nearly half—have been set
aside as permanent open land
with riding and hiking trails.
The rest of the project will
eventually have about 4,800
units built on it, and the prob-
lem was to keep this built-up
portion—with a density of
about seven units per acre—
from feeling overcrowded.

The first step was to break
the development into eight
villages like the one shown at
right—each with its own vil-
lage and recreation center—to
prevent any feeling of mo-
notony. Then the one- and two-
story houses (plans, facing
page) were attached in groups
of from three to six units, al-
lowing larger areas of land
around them. And finally, two
golf courses—a nine-hole par
3 and a standard 18-hole
course—wind through almost
the entire project and add to
the open feeling.

Architect: Angus McSwee-
ney. Builder: Atkinson-Mac-
kay. Location: San Jose, Calif.
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CONDOMINIUM

A mountain resort project
that crowds
36 units onto one acre

Close-in land is almost as valu-
able in a good resort area as in
a city, hence it needs to be used
just as efficiently. This site,
slightly under an acre in size,
is within walking distance of
the town of Aspen, Colo., and
two ski lifts up Aspen moun-
tain, and its consequently high
cost demanded very high den-
sity. The design shown here
required extensive excavation
(drawings, right), but it per-
mitted 36 units to be built on
three floors with enough flat
area left for one parking space
for each unit.

Apartments range in size
from 400 to 1,400 sq. ft., and
in price from $15,000 to
$42,000. The drawings on the

HIGH COVERAGE of the one-acre
site is shown in the land plan
(above). Section (below) shows ex-
tent of excavation work.

facing page show efficiencies
and one- and two-bedroom units
on the first and third floors, /{

and, in one section of the proj- 3 /{
ect, a group of split-level sec-

\ o
ond-floor units that have as /Q /{n 5

many as three bedrooms and |

| (L e

Architect: Bell & Bicknell.
Builder: Shaw Construction Co. 1
Location: Aspen, Colo. dro8d SECTION © b 20FT
UPHILL VIEW shows the sleepr@
of the site. Top-floor units get
the benefit of the shed roofs above
their living rooms.

|

DOWNHILL VIEW of project shows}
a more or less disorganized facade
unified by the repetition of white
chimneys and high roof sections.

SPLIT-LEVEL UNITS (above and
below) are created by dropping a
portion of the middle level half a
story down, borrowing bedroom
space from adjacent unit (see also
center drawing on facing page).
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PARTICIPANTS:

BUILDERS AND DEVELOPERS

Martin Berger

Robert Martin Associates
White Plains, N.Y.

Jack Bertoglio
Quality Construction Inc.
Kansas City, Kansas

Carson Cowherd
Kansas City, Mo.

Brian Foy
Multicon

Columbus, Ohio

Ted Greene

Terrydale Const, Co.
Kansas City, Mo,
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Albert Keidel Jr.
The Rouse Co.
Baltimore, Md.

Elwood J. Leep
San Jose, Calif.

Allan H. Lindsey,
El Dorado Hills West
El Dorado Hills, Calif.

Norman Peterfreund
Levitt & Sons
Lake Success, N.Y.

Albert Ratner :
Forest City Enterprises
Cleveland, Ohio

Janis Rishergs
General Builders Corp.
Babylon, N.Y.

Wilson W. Siemens
The Alex Bascom Co.
Kansas City, Mo.
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Hugh Temple
Van Nuys, Calif.

R.A. Watt
Gardena, Calif.
Lawrence Weinberg

Larwin Company
Beverly Hills, Calif.

Quinton R. Wells
Kansas City, Calif.

Robert Winnerman
U.S. Homes & Development
Freehold, N.J.

MOBILE HOME MANUFACTURERS

Barry Donnell
Town & Country Mobile Homes
Wichita Falls, Texas

Joseph Prebys
Skyline Homes
Elkhart, Ind. -
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FINANCIAL

William Batchelder
Mid-Services Corp.
New York City

Kenneth Campbell
Standard & Poor’s
New York City

Leslie Goldstein
Abraham & Co.
New York City

Merrill Halpern
H. Hentz & Co.
New York City

William Henry
Gulf Oil Corp.
Pittsburgh, Pa.

Frederic B. Hof
The Pressprich Corp.
New York City
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Elmer B. Hosking
Prudential Insurance Co.
Newark, N.J

Franklin N. Howard
First Federal Savings & Loan
Peoria, IlI.

John Lynch
Blythe & Co.
New York City

Robert Medearis
Builders Resources Corp.
San Francisco, Calif.

Dan D. McMullen
McMullen & Hard
New York City

Howard Nislson
Connecticut General Insurance Co.
Hartford, Conn.

William J. Walsh
McCormick & Co.
Chicago, IlI.
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= B e From a public stock offering? From a merger with a larger pub-
a - licly-owned company? From joint venturing or partnerships?
: : i From venture capital groups or institutional lenders in exchange
R ‘!5 for equity in a development? From a combination of any of
. - f these?
g a : .“g ‘ To explore all possible ways for builders and developers to
. :' ’ & t raise capital, House & Home recently held a Round Table in
b Ne R: - Kansas City. Gathered to exchange ideas were not only builders
. : = ’ ‘? and developers, but also home manufacturers, investment bank-
: :: a .’ ers, underwriters, banking officials, and executives of some of the
: ,:: e : 1 nation’s largest institutional lenders and venture capital groups.
N N N For two days the 41 experts discussed the pros and cons of vari-
: f;. : 'T : ous methods of financing the volume of housing needed in the
: :2 :": decade ahead.
: :: “wa o : ; They agreed that tomorrow’s builder needs the kind of ac-
"y TN N cess to the capital markets that other big business has. Front-
; : :; : | end investments in land development, recreation facilities and
: :~ :.’ ’: | ancillary services in major subdivisions and apartment com-
. n D d plexes are growing astronomically. The pioneering experiences
. o et of the men at the Round Table offer much guidance to every
: : : a,. “ builder making his own financial plans for the years just ahead.
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R please turn the page. . ..
Martin J, Whitman CONSULTANT
New York City Stanley Edge
MANUFACTURED HOMES TR
St Homes FOR HOUSE & HOME
Pittsburgh, Pa.
Richard W. 0'Neill, editor, moderator
Morton J. Macks Edwin W. Rochon, senior editor
Maryland Housing Corp.
Baltimore, Md.

George Price
National Homes Corp.
Lafayette, Ind.

Donald J. Scholz
Scholz Homes Inc.
Toledo, Ohio

MATERIALS PRODUCER

James L. Pease Jr.
Pease Woodwork Co.
Hamilton. Ohio



CAMPBELL

GOLDSTEIN ‘

Going public appeals to more and more
builders, and Wall Street likes it too

The long-run benefits of access to capital and executive talent out-
weigh the initial costs of a stock offering and the restrictions put
on corporate officers by public ownership. But the stock market
demands continuity of performance and profits.

Stanley Edge: I haven’t spoken
to a builder within the last year
who builds over $5 million worth
of houses a year and who isn’t
seriously interested in going public.
As long as the investing public has
a romantic attitude about housing
and housing stocks, those stocks
are going to be a very good thing
on the market.

One reason that builders are in-
terested in going public is because
it is the only way they can make
the real value of their business ne-
gotiable. They also know that the
only way to attract the young,
brilliant boys coming out of col-
leges today into the building indus-
try is to go public.

Leslie Goldstein: Entrepre-
neurs in the homebuilding business
or elsewhere are entrepreneurs be-
cause they want to become
wealthy. When this was primarily
a privately-owned industry the op-
portunities for people with talent
to become wealthy were relatively
limited. This is no longer so. A
compilation of executive salaries
indicated clearly that the larger the
company, the higher the executive
salaries. As the company goes pub-
lic the opportunity for executives
in the homebuilding business to be-
come extremely wealthy increases
due to stock options which may in-
crease in value and produce capital
gains for these executives.

Ken Campbell: In the early ’60s,
when a number of homebuilding
companies went public, there was
a great amount of discussion about
the high cost of going public.

Larry Weinberg: From what I
have been led to believe, it should
run you about 6% or 7% of the
amount that you’re going to sell to
the public plus a couple of hun-
dred thousand for your legal and
auditing fees.
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Merrill Halpern: I think that is
pretty close. T think in a deal the
size of $5 million you might go to
8% or 8V % but that would be
your maximum.

Campbell: The long-run eco-
nomic benefits to a company to
have access to national capital
markets over a period of 10 to 15
or 20 years are much greater than
this initial cost.

Halpern: T would like to com-
ment on what an underwriter
looks for when he looks at a mer-
chant builder going public. He
looks for a combination of various
factors one of which is size. We
look for no less than $10 million
in sales, no less than $500,000 after
taxes, a steady growth rate, pref-
erably some kind of geographical
distribution of product. Another
critical factor is the quality in
depth of management. A one-man
show does not belong in the public
market place. Another thing is a
management philosophy that can
be believed and communicated. If
management cannot articulate a
concept that can really be put
across as meaningful, then that
company is really not going to be
an interesting vehicle to the public.

Once a company goes public
there are tremendous demands
placed on that company for con-
tinuous earnings growth, a 14% to
20% minimum each year. Al-
though that may not be the most
intelligent way that the company
should run, it is what the market
place demands.

Ira Gordon: I want to add to
what Merrill said. Before you con-
template going public, you should
clearly define your objectives. Is it
to sell your company at an attrac-
tive price or is it to grow by using
this equity capital? Possibly it’s an
estate purpose or to develop a ve-

WEINBERG

hicle for growth through acquisi-
tions. It’s not important that you
select a big underwriter to handle
your issues. It is extremely impor-
tant to know if they are going to
assist you in the after market.
Some underwriters help to support
the market by maintaining an in-
ventory of your stock should there
be any fluctuation. Once you offer
your stock to the public, you are
on public display for all to know
about your personal as well as
your corporate income. If earnings
are not up to expectations, you
may get some irate shareholders
coming to meetings to criticize
your personal income and ex-
penses.

Dick O’Neill: What other fac-
tors would you use in appraising
an underwriter?

Gordon: The size of your under-
writing is extremely important.
The size of your company and how
many shares you anticipate of-
fering, will determine the size of
your underwriter. Also, your un-
derwriter should get to know you
—your business, your objectives
and your goals. I would recom-
mend to anyone here thinking of
an underwriting, depending on the
size of the share offering, to con-
sider a rather good, medium-size
company rather than a large one.

Barry Donnell: One of the
points that my company looked
for was: is this going to be a last-
ing relationship? When you first go
public, your underwriter will make
the key market in your stock. The
relationship has to be good, com-
munication has to be good. An-
other point: If you’re thinking
about raising equity capital, you
should get the money that you feel
you need at one time rather than
going back to the market for addi-
tional capital.

Bob Keidel: If you're a public
company in the development busi-
ness, you have to have your eye on
a 10-year target. It's difficult to
program your profits so that you
always show a 15% improvement
over the previous year. Suppose a
company just equals the previous
year. Its stock may go down, it is
going to have some unhappy share-

HALPERN

holders, but is this something that
you can live with?

Gordon: In a new offering, if
your stock goes down it is very
hard to get it back up to where it
was and this is important. Your
earnings ratio is important. If you
can show a continual upward
trend when you’re going public, the
market will treat your issue ac-
cordingly. If you have a fluctuat-
ing earnings situation, your stock
may stay at the same level or may
go down.

Keidel: I was referring to a com-
pany that has been public and is
showing consistent increased prof-
its each year. If their programming
just doesn’t produce it one year, is
it permanently damaging to the
multiple?

Gordon: T would say no. The
market price may dip for a period
of time, but if you can get back on
the trend of increased annual earn-
ings, the market usually recognizes
this.

Halpern: Your question is good.
There are few listed companies
who maintain a continuous growth
rate. But companies like these
rarely have 30 times multiples,
and when you talk about high mul-
tiples you are defining growth com-
panies. The expectations of the
corporate market place are high.
If you falter for a short period
of time, you run the risk of los-
ing that nebulous thing called
“growth” which is a combination
of performance, the industry
you're in and the ability to obtain
sponsorship.

Goldstein: Investors are basical-
ly cowards and the one thing that
makes them secure is continuity
and reliability of earnings growth.
Levitt had a small disaster shortly
after going public, yet its multiple
forged ahead later on because the
investor was willing to accept the
excuse of special circumstance.
Kaufman and Broad also had an
interruption of a very fine record.
But as far as the market place is
concerned, two strikes and you're
out. The investing public will ac-
cept one year without growth but
they will not accept two.

HOUSE & HOME
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dJan McMullen: One type of
ompany that the market is inter-
sted in is what we call a concept
tock. Rouse would fit into this
ategory. We will pay for these
tocks and will accept any earn-
ngs for a time unless we get dis-
ouraged and I can’t tell you ex-
ctly when that happens.

A second problem is the differ-
nce in the accounting times of the
eal estate business versus Wall
treet’s. We normally accept ac-
ounting periods of one year or less
nd you’re going to run into a
roblem in this area.

im Pease: In a secondary offer-
ng, is there any minimum size of
lock that has to be offered?

lalpern: Only the smaller under-
yriters today will underwrite less
han two or three million dollars.

A secondary is inadvisable for
company in its first public offer-
ng. If management is only selling
s own shares and doesn’t need
ew money, what is the growth
otential of the company if there
s no need for new equity?

john Lynch: A secondary can be
old directly by the company or
he participants. A secondary in
he market place below a certain
ize obviously can sell shares
inder certain conditions without
nuch impact on the price of the
tock.

dan Schein: If you get a no-
ction letter from SEC, and if
ou’re not a principal in the com-
yany as such, you don’t have to
egister the stock for a certain
eriod of time.

Norman Peterfreund: When
/ou are a public corporation, you
re not a master of your own fate.
Jutside pressures on the exchange
ffect your stock price. While we
njoyed an almost continuous 20-
5% compounded profit growth
ince we went public, this growth
vas not reflected on the stock ex-
hange until building stocks be-
ame the vogue. Despite our spec-
icular growth record, when build-
ng stocks as a whole were hit our
tock was affected as well.

There is one other major prob-
em once you go public—you are

DONNELL

inhibited in your management ac-
tions and management talk. State-
ments made can be misconstrued
and if your stock makes sharp in-
creases or decreases you can find
yourself subject to lawsuits.

Campbell: The relationship of
the company and the investment
analysts becomes much more
structured when you’re a public
company. We rely to a much
larger extent upon the written
record both in what you say in
letters and your annual and quar-
terly reports. If some company of-
ficial says something that doesn’t
prove out it’s a very sticky situa-
tion.

Bill Walsh: When you’re private
you rule your own roost, you
don’t have to answer to the out-
side. But when you go public, you
may find that someone has pur-
chased large blocks of your stock,
someone that you don’t want to
have as a partner. You may be
acquired without your knowing it.

Peterfreund: Here’s a comment
concerning balance sheet presen-
tation which could be helpful. Tra-
ditionally, accountants include in
current assets that inventory with
a business cycle of one year. This
means that the inventory will be
converted into sales within one
year. The American Institute of
Accountants has stated that inven-
tory that takes a longer time to
mature may be treated just like
a current asset even though its
normal cycle is in excess of one
year. Unfortunately, real estate
was omitted when this ruling was

written. Yet, land has a normal-

cycle of 3-5 years from acquisition
to utilization, and there is a dis-
tortion in the traditional one-year
concept. We refuse to segregate
our balance sheet into the tradi-
tional current and fixed categories.
We have been successful in ex-
plaining our position and Wall
Street has readily accepted our
presentation.

Halpern: The only way for a
builder-developer to get over that
problem is to have several devel-
opments staggered. If he puts all
of his eggs into one, or even two
baskets, he runs a risk of not only

KEIDEL

having a good business but also a
cyclical earnings curve based on
traditional account periods.

Mortie Macks: Say you have a
company and want to raise “X”
millions of dollars. I understand
interest rates and the cost of an
initial offering. Now, beyond that
there must be some added costs.

Peterfreund: Going public re-
sults in substantially increased
legal and accounting fees and ad-
ditional staff to produce timely ac-
counting reports. In addition, you
will have bank transfer fees and
annual report and meeting fees.

O’Neill: Are you trying to find
out if there is some sort of vigorish
that nobody here is talking about?

Macks: Yes, I am.

Campbell: On the dividends, this
is between you and IRs and the
accumulated earnings tax. You are
under the same strictures to pay
out dividends as a public company
as you would be when you would
pay your income tax in a private
company.

Edge: Let me give one answer
about costs. A builder client just
went public and the cost was some-
where between $30-$35,000 above
the underwriting. This was for a
five-year market projection, at-
torney’s fees and accounting fees.

Macks: Is the investor satisfied
with growth alone or does it re-
quire an annual payment in addi-
tion to the growth in value of his
stock?

McMullen: You have to show
the ability to use money efficiently.
If your rate of return on the money
is higher than 15%-20%, you
probably don’t have to pay any
dividend to attract enough capital
to do what you want to do.

Lynch: It depends on what earn-
ings you're showing. If you're
earning a dollar a share with po-
tential growth and you don’t pay a
dividend, you're not going to get
too many screams. If five years
later you are earning $8 a share
and your growth begins to slow

McMULLEN

and you haven't paid a dividend,
there may be some serious ques-
tions at your annual meetings
about disbursing part of this or
putting it to use somewhere where
you have more potential for cor-
porate growth.

Campbell: k&B and Levitt, be-
fore they were acquired, had a
record of paying consistent divi-
dends quarterly for a number of
years through thick and thin. If
the investor sees a quarterly divi-
dend record maintained through
ups and downs, he tends to think
this is less risky than where the
dividend is highly variable.

Schein: I wouldn't recommend a
growth company paying a cash
dividend because it needs that cash
in its business. A stock dividend
would be more acceptable.

Ned Rochon: What is a growth
company? Only a year and a half
ago you would have defined Gulf
American as one, but what would
you say today?

Schein: My firm did look at
Gulf American from the stand-
point of investor participation and
not an underwriting. There were
probably a lot of hidden assets
there but you had to be prepared
to hang on for a long period of
time. No one has brought up mu-
tual funds in relation to the stock
market today. Mutual funds are
going to play an even greater role
in stock ownership than today. If
you're a small publicly-held com-
pany, you're not going to attract
mutual funds. I don’t know if that
is a blessing or not because they
can drop your stock just as quickly
as buy it.

Goldstein: Mutual funds range
in size from $2 million in assets to
billions of dollars, and private in-
vestment partnerships that range
widely in size. There are institu-
tional markets for almost any size
company and “hedge” funds, the
private partnerships, several mil-
lion dollars in size, that look for
commitments of $100,000 to
$500,000, principally in small com-
panies capable of showing rapid
growth. continued



Mergers and acquisitions let builders
tap the strengths of larger companies

Investment bankers are constantly looking for potential corporate
partners to bring together. The builder must adjust to his new role
as a wholly-owned subsidiary, but will now be insulated from the
booms and busts of a highly cyclical housing market.

Schein: In the area of mergers
and acquisitions we will find that
there are many ways to become
public in that field that perhaps
you don’t use when you are ini-
tially going public.

O’Neill: Why would a builder
want to be a subsidiary of a big-
ger comipany? Presumably the
builder will have to work a lot
harder to fulfill the promise that
the bigger company saw in him at
the time of merger.

Peterfreund: There are many
reasons. . . . In order to succeed
as a public corporation, you must
maintain a continuous compound-
ed growth. Sometimes this is im-
possible to maintain. If you drop
from a 25% to a 15% growth it
could have a marked detrimental
effect on your stock. A parent
company acts as an umbrella be-
tween you and the exchange. Also,
you are not subject to the cyclical
situation where a particular un-
fortunate situation can affect an
entire industry. If you are a mem-
ber of a large diversified organiza-
tion you are immune to the rapid
up-and-down cycle.

Schein: I have found that serv-
ice-oriented businesses command
a great attraction for the large
conglomerate or publicly-held
company looking for both syner-
gistic effect and for management
in growth areas.

No business is growing at a
more rapid rate than the building
business. The potential is tremen-
dous. The idea of supplying you
with capital so you can take on
larger projects and giving you a
bigger and better balance sheet to
work with, might make a lot of
sense. By the same token, they are
not looking to buy net worth, they
are interested in your management
and your ability to grow at a rapid
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rate within your own industry.

We are going to see a number
of mergers which will allow build-
ers to facilitate their growth and
give them the additional capital
necessary.

O’Neill: A private builder doing
well is the one a conglomerate
would want to acquire. This
builder or developer is in a posi-
tion to derive profits that he
couldn’t get as a subsidiary. So, a
great many private, large builders
feel that if they wrote an agree-
ment to merge with a large pub-
licly-held company, the agreement
would be unacceptable to the pub-
licly-held corporation and vice
versa.

Edge: Let's go back to the build-
er’s point of view. His real value is
not negotiable and he has to go
public to become negotiable. When
he writes the agreement there is no
understanding of the real value of
this company by the major manu-
facturer who wants to acquire it.
You have to take him on long-term
averages.

Don Scholz: The problem of
acquiring a builder stems from the
fact that he is making all this
money. In my observation, they
may be making money but they
don’t have it in cash. It’s tied up in
the business.

The biggest single advantage of
an acquisition is the opportunity
for the builder to get his invest-
ment into negotiable securities and
to take some cash out of the busi-
ness, and still maintain control of
his own operation.

One more point: The only way a
larger acquiring company will be
able to justify the normal builder
acquisition is that they are really
not buying net worth—they are
buying the builder’s talents to pro-
duce profits. A good builder has a

high profit potential in relation to
net worth and a successful acquisi-
tion negotiation has to recognize
this fact.

Edge: We have been working
with two nationally known and
very reputable accounting firms to
develop a common ground of net
worth of four major builders.
There is no way to do it except, 1
believe you and you believe me,
and let's shake hands. It's that
ridiculous.

O’Neill: How do you keep that
builder and his team working for
you if you are just acquiring his
managerial skills and his ability to
produce a product. Why should he
work for you unless he is given an
incentive to work for you?

Halpern: One way is to acquire
with stock rather than cash so that
you have a mutuality of interest.
We were talking about the builder
who is growing, who needs capital,
who wants liquidity and who also
wants to get market value for the
land and properties where he has
created value. The public market
place and the merger both achieve
the goals of expansion capital plus
the equity.

There are a number of good,
creative, rapidly-growing builder-
developers who are very regional.
It doesn’t make sense for them to
be a public company.

Schein: The option program is
one way to guarantee that you will
have the million-dollar manage-
ment that some of you are afraid
you’re not able to have.

If you can offer your vice presi-
dents an incentive that is not tax-
able to a certain degree and gives
them the chance to be owners of
your company, you are giving
them an incentive that they can’t
get any other place.

What happens when the market
breaks in the building field? I hope
it never happens, but when you are
small and publicly held and that
stock breaks, youre sunk. But
when you merge with a large pub-
licly-held company the other areas
of their business can remain strong.

Goldstein: There are some risks
to mergers and acquisitions. Ac-
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quiring companies are not all higt
quality. Many conglomerates hav¢
been formed on a chain-lette
game and if you are coming in to
wards the end of the chain you
might not be getting very desirable
paper.

There is another risk. If you tic
up with a conglomerate which in
ternally has a 6% growth capabil
ity and you have a 20% growtt
capability, you are getting ver)
low future values for very higt
future values. Do you want to dc
that?

At some point in every business
man’s career, money takes on les:
significance and challenge takes o1
more. You must be sure that the
acquiring company has enougl
imagination to give your people
the motivation that will be attrac
tive enough to keep your truly
talented people.

Peterfreund: We seem to b
concentrating on money as th
only means of retaining personnel
Young people today do not live b
salary alone; it is challenge an
responsibility that attracts then
and creates loyalty and dedication
Please do not construe these com
ments to mean that you do no
have to provide decent salaries
bonus plans, stock options and th
like, but they must be put in thei
proper context and not considere
as the most important attraction t
young people. We run an extensiv
college recruitment program an
we find that students want to knoy
what responsibility and challeng
you can give them immediatel
when they come to work.

Walsh: Another way to keep to
management is by contract. Yo
know, for five years you wor
nowhere but here.

There is another problem. Th
leader of a privately-owned com
pany answers to no one. When
merger takes place he is probabl
going to answer to someone. Whe
kind of personal frustrations is h
going to have?

Rochon: By joining 11T, th
Levitt organization was lucky be
cause the type of work that th
two do are so completely differen
It doesn’t always result in quit
such a happy relationship.
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>ampbell: Does a merger with
. major company give the merged
ompany unlimited access to capi-
al? I would love to hear from Bill
Jenry. Do you have unlimited
iccess to Gulf capital?

3ill Henry: No. You're compet-
ng with other elements of the
arent for capital just as you
vould be in the outside market.
[his presents a very real problem
o the acquiring companies. The
uy running it before wants to
ontinue. You can let him run it
yut there are certain things that he
1as to do if he is going to keep on
unning it. My concept right now
s to hire some very capable real
state people and developers for
5ulf and let them go to work in
leveloping projects on a partner-
hip or joint venture basis. This
neans we don’t have our own de-
elopment operation, we are in
yartnership. If you do buy real
state companies, why buy the en-
ire interest? Buy a very substan-
ial interest in it and that forever
ceeps the attention of the guy who
s selling because he still has a
very large portion of it.

Howard Nielson: I happen to
‘eel the same as Bill. Our trend is
toward a partnership arrange-
ment on a controlled basis with
killed local professionals who
have access to the deals we want.
[f we don’t like how they perform
we just don’t deal with them from
then on.

Jack Bertoglio: We have heard
how the stable owners determine
what ponies they want to run on
their track. I wonder if maybe we
could hear Wall Street’s side of
how the horses get to select the
track they run on?

Schein: You want to know how
a privately-held corporation can
seek out a partnership with a
larger company, and the best way
to attract that?

Bertoglio: Yes.

Schein: The first thing would be
for you to seek out an investment
banker or a brokerage house that
has the availability and flexibility
to bring you in contact with the

SCHOLZ

company that they feel would
make the most sense to you. To-
day, investment bankers or even
your local commercial bank have
business departments where com-
panies that they deal with on a
confidential level will tell them
what their needs are.

Lynch: The only thing T would
add would be that it’s more useful
to think of an investment banker
in the same way you do a general
counsel. Before you go public or
before you go into a merger you
should talk to an investment
banker about all the other possi-
bilities.

Bring him into your discussions
early, discuss your needs and have
him feed back to you, based on his
own experiences, his reaction to
your needs.

Second, size is important. There
is some hesitancy in large banking
houses to work with smaller com-
panies from time to time. The
small builder should work with an
intermediate-size or a small invest-
ment banker. As he becomes a
larger force in the market place,
he should think in terms of an in-
vestment banking house with more
capabilities to serve him.

Carson Cowherd: We are sort
of on the inside looking out with
the advent of some of the larger
companies. What about the out-
sider looking in?

The average-size company in
the building industry is $10 to $15
million, maybe $25 million in gross
sales. The earnings they put in a
Westinghouse are relatively pea-
nuts in relationship to the per share
earnings of the total company.

Bob Winnerman: Suppose there
were a conglomerate of builders,
within the $5 to $20 million class?
What are the values of this con-
glomerate as opposed to the larger
company absorbing the smaller
companies? I have made a list.

One, your estate problems are
solved by an immediate liquidable
asset.

Two, you might obtain a part of
your assets; some of your stock
may be sold in a secondary issue.

Three, you could realize a mul-
tiple of your earnings or your
assets.

NIELSON

Four, you would have a safety
factor as a result of joining forces
with builders in various parts of
the country.

Schein: Your remarks are very
much to the point but when you
see two or three builders getting
together, personality-wise, from
the viewpoint of organization, you
might run into trouble. By the

same token I think economically
speaking that you are putting all
of your eggs in one basket, because
if there is a downturn in one mar-
ket it could very well be a national
downturn.

And if the building stocks go out
of favor, then all of your eggs are
in one basket—you don’t own a
piece of a larger company with
diversified  earnings.

Joint ventures and partnerships attract
builders who prefer job-by-job partners

The ad hoc relationship gives both parties the right to continue or
to break off the arrangement at the end of each project. Financial
sources are looking for investment return only, and leave all day-
to-day decisions and operations to the builder.

O’Neill: T would like Bob Med-
earis to tell us what Builders Re-
sources has done this year.

Bob Medearis: We were put to-
gether by six major materials sup-
pliers: U.S. Plywood-Champion
Paper, Stanley Works, American-
Standard, National = Gypsum,
Whirlpool and Continental Casu-
alty.

The basic concept behind the
program was to provide front-end
equity capital, to small and mod-
erate-size builders in the single-
family field. We feel the need in
today’s market for equity capital
participation by a large, well-fi-
nanced organization. We operate
under a limited partnership agree-
ment, not a joint venture whereby
we have determined 1) the capa-
bilities and capacity of the exist-
ing management team, 2) the
project and 3) the overall local
market penetration. We develop a
detailed cash flow analysis in order
to arrive at the determined
amount of equity capital needed.
We will provide 80% of the re-
quired equity capital, and in ex-
change for our participation, we
develop some formula for profit
splits.

Typically, what we attempt to
derive is a 30% return on our
equity capital contribution. After
that point is reached, we negoti-
ate a sliding scale on profits. This
creates two incentives, one for the

builder to return our equity capi-
tal as rapidly as possible, thereby
optimizing both our and the build-
er’s rates of return and once the
project turns a profit. the builder
partner gets a higher percentage
of additional profits.

We formed a limited partner-
ship in which the participating
builder is the general partner and
Builders Resources Corp. is the
limited partner. We decided to do
this for two reasons: One, to pro-
tect the investment of our partici-
pating stockholders. and two, for
overall control of the project.

We are capitalized at $8 million.
and we have an extensive bank
borrowing capacity. Therefore, we
are working under relatively un-
limited capital resources, and we
are looking for individuals who
have both the capability and ca-
pacity to expand their operations.

We look to builders who have
the capability of acquiring a man-
agement team which can handle
this accelerated volume.

We have also found the partici-
pating builder is looking for more
than equity capital contribution.
They are looking for guidelines
for control and monitoring, for
management advice and consulta-
tion and projection, for know-how
and technology.

Bertoglio: Why would a devel-
oper who could produce a 30%
continued
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yield not go into his own market
place to get this money?

Medearis: Most of the people
who come to us are people who
recognize the need for a great de-
gree of financial stability. They
recognize that we can lend these
other degrees of management par-
ticipation, whereas in the local
market, they are not going to get
those ancillary benefits.

As dollars become available in
the project we are going to give
him 20 cents on every dollar and
we are going to take 80 cents until
we get into a profit position. Then
he is going to take 50 cents of
every profit dollar and we are go-
ing to take 50 cents until we have
received a 30% return.

Bertoglio: If there was a total
profit of $20,000 that year, what
would the builder get?

Medearis: If there is only
$20,000, he would get $10,000
and we would get $10,000.

Edge: We are doing the same
thing for American-Standard in
appraising projects that come in
for joint venture capital. One of
the real necessities for this type of
operation is the fact that the lead
time in developing a project today
is quite long.

We don’t get the first dollar
back in the building business until
the first house closes. This can be
three years from the time you put
your first dollar into the ground.

The second thing is the way we
must market houses today. We put
from a quarter to a half million
dollars in just marketing and mer-
chandising operations. So, unless
we have the money to do these
things, we are never going to be
able to make the homebuilding in-
dustry a really solid investment
from the standpoint of the invest-
ing group.

James Pease: Part of the build-
er's need for equity financing has
arisen from the fact that local
lumber yards no longer provide
equity capital in the form of im-
proved lots to build on.

Don Scholz: Some questions to
Bob Medearis on his operation:
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What are the upper and lower
limits of the kind of situations that
you go into? Second: How long
are you prepared to let a program
go before it starts to show this
30% return? And lastly, does
your investment also include the
money necessary to mount the
merchandising effort?

Medearis: In reverse order: Yes,
we do take into consideration
funds to incorporate marketing,
model home expenses, architec-
tural fees, land development ex-
penses, engineering feasibility
studies, and market research re-
ports, which you normally don’t
get with any type of participating
loan.

Secondly, we are programming
our activities on about a 26-28
month basis. Some will cycle out
more quickly, others are going to
be in the 36-38 month category.
We are looking for builders who
are doing currently 50 to 150 units
yearly with equity participation
funds needed in the category of
$75,000 up to a half million. We
don’t care to get into projects
larger than that.

Pease: When a builder has good
relations with his suppliers, he can
often get assistance in financing
by way of lenient treatment of ac-
counts receivable.

Keidel: Must you buy from the
manufacturing companies who
are putting up this money?

Medearis: No.

Bertoglio: Do you have a debt
instrument in addition to your
limited partnership vehicle to give
you acquisition in the event of de-
fault?

Medearis: Yes, the limited part-
nership agreement form is quite a
comprehensive form and we have
built into it many protections.

Bertoglio: Is your debt instru-
ment a note or is it just a guaran-
tee within the partnership?

Medearis: It’s just a guarantee.

Fred Hof: The ancillary benefits
that are available in this have a
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collateral advantage in the ease of
merchandising this to the perma-
nent lender.

Medearis: No question about
that. There is another advantage.
We have within our limited part-
nership agreement a clause which
implies our participation on a
long-term basis. We don’t want to
go with the builder on a one-shot
deal. We try to build in incentive
to assure that builder and our-
selves that he is going to go into
other projects with us.

Elwood Leep: You only furnish
front mdney?

Medearis: That is correct, only
front money.

Leep: The builder has to arrange
his other financing for his develop-
ment?

Medearis: Yes. We rely on the
builder to negotiate it. However,
we set up everything on an area
manager basis and this man will
go in with the builder and negoti-
ate a line with a local lending in-
stitution.

Leep: In two cases, you cite there
was a 30% return to you and
builders still made a good profit
themselves?

Medearis: Look at their rate of
return, which is up in the 300%
category.

Leep: Do they get a salary?

Medearis: Yes, we give them a
builder’s fee and that is a negoti-
ated amount.

Wilson Siemens: You men-
tioned the local lines of credit.
Under the terms of your limited
partnership, are builders usually
able to get these without having
the development and construction
lender look to you through this
limited corporation?

Medearis: We make it pretty
clear that they are not to look to
us for guarantees. We will talk
to them about a guarantee of com-
pletion but not guarantee of the
loan.
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Siemens: Could you outline the
fee a little more?

Medearis: No, I can’t because
we don’t have a fee arrangement.
It really depends on the project
size and what we think our risk is
going to be.

Weinberg: This kind of opera-
tion was indulged in by many of
the s&Ls in Los Angeles to a
greater or lesser degree. It was
strictly on a debt basis, but where
the fee arrangement was in a sense
a share of the profits. The builders
knew that this was an expensive
way to finance their operation so
they only got the high risk situa-
tion or the young fellow just get-
ting started. As soon as this young
fellow got a couple of develop-
ments under his belt, he went to
the local bank. So, they found that
they weren’t building up a really
long-range relationship and ended
up with a great many marginal
situations.

Medearis: That is a very valid
observation and T hope we have a
greater degree of sophistication
than the s&L’s did in the California
area. You know it’s a risk business
and that is why you're going to
get in excess of the 30% return
back. If you watch the control
mechanisms and go in on the other
ancillary activities, you can weed
out those bad projects.

Hof: What is the builder’s profit?
Is the overhead cost included in
your 80-20 split?

Medearis: Yes.

Campbell: 1 want to find out
from Bill Walsh how his program
compares with this; how his pro-
gram is doing.

Walsh: All the projects in which
we have invested are either multi-
family or office buildings.

We invest our money when the
construction loan opens. If we get
in before that time, we expose our
money to such tremendous risks
that there is just no return that is
commensurate with the risk, un-
less one is a developer.

We try to get a nominal rate of
return during the construction
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riod but obtain for ourselves all
- mostly all of the tax loss that
in be generated during construc-
on period. We operate occa-
onally as a principal, but more
equently as an agent for wealthy
idividuals or for institutions.
Vealthy individuals at the current
1aximum tax rate, have a signifi-
ant need for tax losses.

The way that we invest is that
e buy what we call preferred
quity positions. We form a lim-
ed partnership, perhaps with
10ore controls over the developer
1an some limited partnerships T
ave reviewed. We buy this pri-
ary equity situation on a basis
) yield us approximately 12% or
3%, usually supplying most of
1e money subject to a first mort-
age to enable a developer to build
sithout tapping his other re-
ources.

(iedel: Can he share in the
rofits?

Valsh: Yes. For example, let’s
iy we invest $400,000. Let’s
1y it's a 12%2% return, that’s
50,000 a year. Our rate of return
sould be the first $50,000 that the
roject throws off. The developer,
ssuming it was a 50-50 transac-
on, would take the next $50,000
nd anything in excess of that
sould be divided according to the
wnership interests.

iiemens: It seems to me that
ow it takes more front money.
‘he loan-to-value ratios are less
1an what they were ten years ago
nd more qualified builders need
ais sort of financing.

ieorge Price: We have to con-
ne ourselves to the professional
hat puts together the multifamily
ackage as well as the money. The
asiest deal you can make is with
he guy who doesn’t have any
noney. We are coming to a time
vith multifamily where the need
;5 greater than ever to have a fi-
.ance development package to get
he project underway.

Macks: What-do you do when
yroperty has been owned for some
ime and has appreciated in value
yrior to your coming into the pro-
ram?

SIEMENS

Medearis: It depends on the
length of time and the degree of
participation. We approach it
basically on a cost basis.

Macks: I take it you do come in
prior to zoning and planning.

Medearis: Yes, after a review
and determination that there are
no problems in zoning. If it looks
fairly routine we will participate
in advance of the final subdivision
approval.

Macks: How does Builder Re-
sources’ program differ from Con-
necticut General’'s program and
Prudential’'s program?

Elmer Hosking: We haven't
taken an equity position in single-
family projects as yet although we
make many single-family mort-
gage loans. But we have taken an
equity participation in other type
projects. We have split the equity
ownership sometimes in cash,
sometimes with something in kind,
such as builders’ profits and over-
head. We then split the resulting
cash flow.

Price: Bill Walsh says that the
minimum net worth that they
work with is something like a mil-
lion; what is yours, Bob?

Medearis: We don’t have a min-
imum net worth of the people. If 1
were to attempt to put a dollar
figure on it, I would say in the
vicinity of $250,000 to $500,000.

Ted Greene: Builders who are
used to building, say, from $2 to
$5 million projects, want to take
on a $10 million multifamily proj-
ect. What they’re looking for is
someone to split the risk. Most
developers are not looking so
much for participation as they are
looking for someone to take half
of the action. Elmer, what is your
reaction if someone comes to you,
maybe not for the basic financing.
Would you take half of the action?

Hosking: With the developer we
might.

Nielson: Our answer is no. If we
are going in on a 50-50 basis, we
would want to get in right on the

HOSKING

ground floor at ownership level
than make a proper mortgage.

Kiedel: T would like to ask Bill
Walsh in a 50-50 ownership situa-
tion, who gets the depreciation?

Walsh: It’'s a negotiable point,
although T can tell you how we
start negotiating. Publicly-owned
corporations, generally speaking,
don’t want tax shelter because it
adversely affects their price earn-
ings ratio which in turn adversely
affects the price of their stock. If
we're dealing with a private devel-
opers, usually they have so much
shelter that they are wasting sig-
nificant amounts, since tax losses
cannot be carried forward more
than five years. As a result, they
don’t object to giving it up. A lot
depends on who we're doing busi-
ness with.

Kiedel: Do you run into any
legal difficulties with the 1rs if you
really have a 50-50 ownership situ-
ation?

Walsh: None at all. They say it's
a function of the economic need
and we're in so early that we can
clearly justify the economic need
to disallocate.

Hosking: I just want to ask Bill
whether he ties the heavy depreci-
ation in the early years to occu-
pancy?

Walsh: During the construction
period, no. It's a negotiable point
but generally speaking the ratio
our cash flow bears to the total
cash flow is the amount of shelter
we will obtain.

Janis Risbergs: We are work-
ing on one project now for $14.5
million and the local savings and
loan was able to provide us with
funds and our next one is $20
million.

Greene: I'm really not worried
about the availability of money.
I'm worried about what happens
if you want to double the size of
your project.

Nielson: Most of us do not like
to get into a partnership. If you're
a large, major lender and you have

GREENE

a nobody as a partner, you can be
subjected to many things that you
shouldn’t be. In our shop we're
very choosy of the position that
we get into in the ownership of
real estate.

Scholz: Do the major insurance
companies have programs where
they are going into equity posi-
tions? I'm not talking about par-
ticipation-type mortgages, I am
speaking of straight equity posi-
tions.

Nielson: We go into them but in
an unusual way, if you want to
call it that.

Scholz: You don’t have any
standard program for it?

Nielson: No. But where we do it
we make sure that we have a clear
cut position that we can do what
we want to do.

Hosking: We have no standard
pattern either. We have formed
Pic Realty as a subsidiary, as an
added mechanism for use in cer-
tain equity deals.

Scholz: Are you actively looking
for that kind of business?

Hosking: Very much so—with
a professional, of course.

Bill Batchelder: We are not
operating with insurance company
credit, we are operating with hold-
ing company credit. We have is-
sued what is a standby commit-
ment for the total cost of con-
struction—and certified cost—
guaranteeing on completion they
can be called upon to fund. That
passes the risk of construction
onto the construction lender.

That means we also guarantee
any equity capital above the fund-
ing. The equity gap is then taken
out at predetermined rate of inter-
est, all cash flow going to pay off
the equity gap upon the split of
profits. Once any funding is re-
paid, net income is shared on a
predetermined ratio.

Another type enabled an assem-
blage of plottage. We issue a letter
of credit for a two- or three-year
period and once the plottage is as-

continued
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sembled and the construction loan
placed, our standby is terminated.
In this particular case our return
was a percentage of gross income
out of the building to be devel-
oped.

Siemens: As I understand it the
larger insurance companies, at
least some of them, are interested
if this would be a joint venture of
a closely-held corporation and a

BATCHELDER

single holding company.

Hosking: A joint venture involv-
ing a wholly-owned subsidiary
would be considered.

Siemens: Approximately what
size are you interested in?

Hosking: We are only interested
in the large ones, $20 million on

up.

Institutional investors are playing an
increasing equity role in real estate

Inflation has forced many insurance companies into equity owner-
ship to maintain an investment return no longer possible with fixed
debt securities. But major lenders see no possibility that they will
ever desert the single-family house mortgage field.

O’Neill: Why is our business so
intriguing to some institutional in-
vestors today?

Batchelder: Big institutions in
general are coming around to the
same philosophy that Wall Street
has. We are in for heavier inflation
and you can’t maintain levels of
return by fixed debt securities.
This is going to take the form of
increased interest in stocks and
growing interests in real estate.

I don’t think many of us know
too much about equity investments
in real estate, and we are trying to
find out about them.

Nielson: From the standpoint of
financing multifamilies, the indus-
try has become greatly interested.
We have been able to get extra re-
wards—with sometimes a per-
centage of income—but, some of
us feel that this is an area that we
should be careful about. You
never know how well your com-
pleted high-rise or garden-apart-
ment project is going to do until
it hits the market place. We have
seen some grief in the multifamily
area but I'm sure we will continue
to have great interest in it.

We talk about mutual funds, but
where will that money go, into the
stock market? How about getting
some of that money channeled into
equities in real estate, or real
estate investment trusts?
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Batchelder: Before we get very
deep into it, isn’t it going to take
some changes in legislation?

Nielson: Yes. We have a holding
corporation and we are not at this
moment bothered by limiting
state law. But even there the funds
are going to be limited because
you have to get funds somewhere
for the investing in equities. Can
you channel customers’ funds as
easily as into the stock market?

Campbell: T question the as-
sumption that inflation is going to
continue at 3% or 4% per annum.
It seems to me that on a longer
term basis, inflation will be about
2% per annum. If we come back
to this, equity investment becomes
less desirable for institutional
lenders who may find debt instru-
ments more attractive.

Nielson: I'm fearful that we
can't keep it down to 2%. We
have all got so many things that
we want to do with somebody
else’s funds and nobody seems to
be saving those funds to provide
for it. But we are way beyond it.
We have two basic laws: One is
the Full Employment Act, which
means you have to keep every-
body employed and this is going
to feed inflation. Number two is
the Housing Act of 1968, which
could be just as inflationary.

WHITMAN

The Act is basically built upon
the process of leverage from the
Federal level via rent subsidies, or
via paying a rate of interest that
the buyer can’t himself pay on his
home. By using this lever we are
hoping to pry loose some long-term
money. Where you have these two
basic laws, I don’t see how you
can have anything but terrific in-
flation.

McMullen: You are talking
about two basic things. One is a
definition of equities as putting
money in a project, a shopping
center or something. As far as mu-
tual funds are concerned, you are
talking about stocks and bonds.
You're talking about two different
objectives.

Mutual funds want mobility, the
ability to get in and out. If you are
putting your money in a shopping
center, it may take you six or eight
years to realize your objective. |
think the housing industry must
think this way.

Walsh: To invest in equity, and T
define equity by ownership, not of
stocks and bonds but of property,
it takes a decision making factor
which can’t be handled with in-
stitutional financing committees.
There are too many on-the-spot
decisions that have to be made.
This is going to create some diffi-
culty for institutions. It takes tre-
mendous flexibility and experi-
ence. You can't call the president
at 2 a.m. and ask him to call the
board into session.

Whitman: Those aspects of the
real estate industry that are based
on tax shelter—and that is a large
part of the industry—would be
hard put to offer marketable secu-
rities to Wall Street. For a large
part of the industry, the optimum
method may be getting private
capital from those individuals who
have the tax bracket to get the
maximum advantage.

O’Neill: Is the tax advantage of
depreciation greater for a person
in a high bracket than a tax-free
municipal bond?

Whitman: Yes, but there are
other factors; Wall Street’s stand-
ards. One is glamorization and

wilborm o ritagerald

—

the second is the earnings pe
share.

McMullen: If you rely solely or
people in high income tax bracket
to supply equity money you ar
limited to a very small market anc
we can see this in the differenc
between a tax exempt municipa
bond and a regular corporat
bond.

Nielson: We have money, plu
some real estate expertise. We dx
not and cannot afford to have or
our staff the necessary people t«
build a new city. We bring in pro
fessionals who have this expertise
This is where the large lenders ar
going to have their most succes
in getting into the equity owner
ship of real estate.

Hosking: We have been in rea
estate a long time but we don’
have the kind of expertise tha
builds buildings. We supply a goo
part of money 'and we get some
one else to do the operation bu
we still keep a hand on the over
all policy with the developer
When it comes to the everyda
decisions, this is his job. I think th
two parties can work hand in hanc
We have had enough experienc
to prove that.

McMullen: Insurance companie
can invest in equity investmer
and in stocks. What are the pe:
centages of investments they ca
do in both?

Nielson: Under present legisl:
tion there are definite restrictior
on the money you can put in th
ownership of real estate. We hay
a holding company which can d
many things. One subsidiary c
that is in the real estate busines
John Hancock recently formed
second realty entity. We do hay
definite limitations in this area o
the number of dollars that we ca
change into the so-called equif
positions.

Hosking: We are a New Jerse
corporation and we are permitte
to have 8% of our assets in re:
estate. This may not sound lik
very much but when you take 8¢
of $25 billion, it adds up to

continued on p. I
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Just another walled house designed to merchandise

visual privacy? Wrong. Check inside and you’ll find a brand-new

merchandising package geared to . . .

If you think “all-electric” house means electric cooking and heating, it’s
time you broadened your thinking. And this house will help. First off, it’s
filled with enough communications equipment to resemble an amateur
radio/television station. Second, the communications network is wired
directly to local services like police and fire departments, school and li-
brary. Third, electricity takes over virtually everything, including door
locking, bathtub filling and sewage disposal.

The house is experimental, but not blue-sky. Much of its equipment is
already commercially available or in the test-market stage. And the house
1s part of a 70-lot subdivision that is completely wired—with two coaxial
TV cables and six-pair telephone cable—for intra-community communi-
cations. Westinghouse Electric Corp. built the house (Electra-House) and
subdivision (Electra-Lab) in the 10,400-acre new town of Coral Springs,
Fla., through a subsidiary, Coral Ridge Properties Inc. The dual experi-
ment could revamp a builder’s merchandising, and the next four pages
show how. J




ELECTRIC HOUSE continued

CONVENTIONAL TV. CONTROLS TELEPHONE EXTENSION N° 4
BRIGHTNESS, [MAGE ETC. EXTENSION N2 Z

INTERCOM STATIONS EXTENSION N2 3

AM/FM TUNING

TELEPHONE HOLD

A kitchen command post saves work

First, a housewife can watch her children on
closed-circuit television while she prepares
meals (see cameras, opposite page) and talk
to them by multistation intercom. Second, she
can see and talk to front-door callers by TV
and intercom. Third, she can conduct tele-
phone calls by speaker phone so she doesn't
have to hold the receiver when her hands
are covered with flour. The phone is a busi-
ness-office type that includes pushbuttons for
transferring calls to extension phones.

TV. MONITOR RADIO-PHONO And for the nervous housewife who wants
NURSERY CONTIEOL the ultimate in security, the center includes
SWIMMING POOL INTERCOM TEL,EPHONTE, a double panic button—two instead of one, so
CONTROL SPEAKER-ON they can’t be pushed by accident. Pushing
GARAGE PLAY AREA Lia— the panic button sets off burglar and fire
e larms, and places recorded phone calls in
PEAKER-OFF 2 ] . 7
FRRONT DOOR, BANIS BUPTOHE S, % sequence to various local authorities. The
TELEPHONE SPEAKER VOLUME messages are stored in an automatic dialer.
SECURTTY SYSTEM — OUTDOOR LIGHTS READING LIGHT S
ACTIVATOR FROKT BACK

ROOM LIGHTS

DRAPERIES
OPEN + CLOSE

PANIC BUTTON.

SECURITY SYSTEM| FRONT ENT.
MONITOR

PANIC
BUTTON LOCK

CrodIc
LIGHT

A bedside command post saves worry

The homeowner can check out
suspicious night noises without
leaving his bed. By pushing
buttons on the bedside console
he can turn on outdoor lights
at front and rear, and tune in
front and rear TV cameras on
his bedroom screen to look for
prowlers.

But he really doesn’t have to
be concerned about burglars if
he remembers to push the
buttons on the console that

lock front and rear doors and
i L \ activate sensors that will auto-
INTERCOM INTERCON TV, CHANNEL, TV. VOLUME :
VOLLUMHE FUNCTIONS SELECTOR matically sound an alarm and
TV, CHARNEL make phone calls (story above)
INTERCOM STATIONS RECESSEDTELEPHONE CHANGER if a window or door is forced.
96
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1 education center
atures school on TV

valid children in the Electra-
yuse would go to class through
o-way TV communication
th their teachers. The sub-
ision’s coaxial-cable TV sys-
n could also be wired to the
al library or other instruc-
nal centers.

From a broadcasting studio
erated by Coral Springs, the
mmunity network provides
-hour weather reports, back-
ound music, local news and
al store advertising. And to
ced up utility maintenance,
> system may be used for
ding  electric  meters and
onitoring transformer loads
om remote control centers.

v o

Closed-circuit TV
monitors entryways
and children at play

A four-camera system—scan-
ning front (left) and rear doors,
children’s patio play area and
swimming pool (right)—Ilets the
housewife keep an eye on her
family from locations other
than kitchen and bedroom. A
portable monitoring set can be
hooked up in a sewing room
(below) or any other frequently
used work area. Cameras in
formal areas are recessed into
walls, but in informal areas
they are left exposed on brack-
ets, simplifying adjustments of
their field of view. The demon-
stration monitoring system uses
color equipment.

Door locks are electric

They are wired to the bedside console
so the homeowner can check front
and rear security without leaving his
bed. All exterior locks can also be

Fire guards are automatic

Heat and smoke sensors will sound an
alarm, activate sprinklers and send a
phone call to the fire department by
automatic dialing. The system also
works off an outside pull (helow).

. operated from a front-entry key switch. ﬂ.“



ELECTRIC HOUSE continued
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A portable appliance center does away with extension cords

Appliances are stored in open
recesses on one side of the kit-
chen island. And the ample
counter space surrounding them
permits several to be used si-
multaneously (above).

Some of the appliances—an
electric frying pan, for ex-
ample—are operated by plug-
in controls which are perma-
nently attached to current
sources by means of retractable
wires. The housewife pulls one
of these controls out of its
recess (right), dials it for the
type of cooking or temperature
required and inserts its jack
into whichever appliance she is
using.

A portion of countertop in
front of the appliance center is
made of irradiated wood de-
veloped by Westinghouse. It re-
sembles a butcher’s chopping
block, but is impregnated with
plastic that resists knife cuts.

The indoor kitchen is supple-
mented by an adjacent outdoor
kitchen on a covered patio
(right). A swimming pool area
and a dual-purpose garage—
both adjoining the outdoor kit-
chen / dining area—provide
enough additional entertaining
space to accommodate up to
150 guests.

Al
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For precision-minded
bathers—a bathtub
run by pushbuttons

Controls recessed in a wall pan-
el next to the tub make faucets
obsolete. The bather turns dials
and pushes buttons to set water
temperature and depth, and to
fill and drain the tub. A light {
blinks on when the bath is just

right. An added attraction is ;
built-in hydrotherapy equipment ‘
which Westinghouse is testing.
Pressure flow and degree of
aeration are set on the control
panel and maintained along
with water temperature until
the bather steps out.

Outdoor heating enhances patio living

Quartz lamps add to the usefulness of th
Electra-House outdoor cooking/dining are
by raising air temperature as much as 20
Outdoor kitchen includes barbecue gril
under-counter refrigerator, water cooler.

Street lights are scaled to human size

A low-height fixture is used Fus
three ways at the Electra-Lab: =
1) mounted on 30”-high col-
umns (left) for medium levels
of street lighting, 2) mounted
on 60”-high posts (right) for
high levels of illumination at
intersections and 3) mounted
on fence posts for low-wattage
decorative lighting. Reasons for
using the small-scale fixture in-
stead of conventional light poles
are to eliminate direct glare and
to integrate lighting with com-
munity-owned trees, flower gar-
dens and utility structures. An
optional cap contains an aper-
ture for uplighting trees.

HOUSE & HOM
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arder-working heat pump is also easier to service

vicing is simplified because all the heating/
ling equipment is mounted on tracks in
ntilated cabinet built into an outside wall.

components—heat pump, hot-water
ter, electronic air cleaner, fans and re-
ince heating coils—can be pulled out
ly for repair or replacement. And the
inet contains space for future accessories.
‘o get extra mileage out of a conventional
stinghouse heat pump, Electra-House engi-
rs have teamed it up with a heat-recovery
er heater. Rejected heat produced during
heat pump’s air-conditioning cycle and
ess heat produced during the heating cycle
picked up by a heat exchanger and used
heat domestic water. Anticipated benefit:
0% reduction in energy required for water
ting.

—

e

Electricity even disposes of sewage

The demonstration house has its own 500- |
gal.-per-day treatment plant that reduces do- 1,
mestic waste to ash and treats waste water |
thoroughly enough so it could be used for
lawn-watering. And because this experimental |
plant works by an electrolytic incinerating
process, it produces heated waste water that
might be used to preheat domestic water |
supply. Maintenance needs—periodic ash re- |
moval and electrode cleaning—should be

minimal.

How to hide the meter

To complement their advanced
underground wiring (below),
Electra-House  designers  in-
stalled a flush-mounted watt-
hour meter instead of the tradi-
tional surface-mounted meter
with its conspicuous glass-bulb
enclosure. The meter socket is
narrow enough to fit between
16” o.c. studs in an exterior
,’.‘% house wall.

PR
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1alf-buried transformer may boost underground wiring performance

hm ~ . .

7 \<— VENTILATING RINGS Specifically, the semisubmersible
' N .

% X transformer vents heat buildup

R Vrsrre0e1000000

faster than fully buried trans-

o2 "\ rovKD LEVEL formers but is less conspicuous

el than pad-mounted transformers.

‘ l Westinghouse engineers have in-

stalled all three in the 70-lot
368 e vauLr Electra-Lab (lower left).

They created the half-buried
unit by bolting a ventilated cir-
cular housing—made of fiber-
glass polyester and projecting
18” above ground—to a stand-

,~ SUPPORT BARS

ard submersible transformer
and vault. A comparison shows
that in a 2.7 mph breeze the
vents permit 55% greater heat
escape than do fully buried
transformers.

Underground circuitry at the
Electra-Lab is a single-phase
primary loop lateral cable with
short radial laterals.




like a pinch of salt, adds sp
to the many-flavored stew
called merchandising

Jack Benny sells Texaco gas with sight gags
about being tightfisted; Benson & Hedges
shows wildly exaggerated problems caused
by extra-long cigarets; and Volkswagen gets
both laughs and sales with funny lines about
the “ugly bug.” Now some of housing’s best
merchandisers are taking a tip from the pros
and are using humor to catch the attention
of potential buyers.

They’re not relying on gags for gags’ sake,
not killing the boys in the ad department
with funny lines that don’t sell soap. The
collection of newspaper ads below and the
12-page brochure on the facing page not
only tickle the reader’s sense of humor but
also strongly suggest sound emotional rea-
sons for buying. They've run these up the
flagpole, and everyone saluted.

A big California builder, the Ou]‘ homes
Larwin Co., created these ads - 3
: @ are too big !
to be A 5-bedroom

for its Greenbrook subdivision
believed. $37%750 home with

($33,990 and up) to compete for
attention in the crowded pages of
no down payment
r to veterans.

the Sunday Los Angeles Times.
ilt’s unusual.

Each is five or six columns wide
to insure page domination no
matter where the ad appears.

Conceived by Neil Jacoby of
Westwood Advertising, the series
is built around 19th century steel
engravings from books now in
the public domain.

Says Jacoby: “The age and in-
come groups we want to attract
to Greenbrook like the low-key
exaggeration of these drawings.”

Most effective ad: the crowd
spilling down the stairs (far right).

Some
couples get
excited
about our

b= V2 g
People are insisting
on our big Our 2-story Spacemaker
DN e " “bedroom Spacemaker. has been very well received.
B s G ; Probably too much house
LARWIN’S GREENBROOK for the money.

(Tho Unballeveabler. )
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The developers of Village 2, a
Pennsylvania vacation commun-
ity, tailored this brochure to
upper-income families interested
in second homes, priced from
$25,000 to $30,000.

The cartoons appeal to the
concern that many successful
men feel about the harried pace
of their business lives and their
need for off-hours relaxation. An
analysis of the first 100 buyers
proved that Village 2 had hit the
target: most were self-employed,
were in their forties and had in-
comes well over $25,000.

Created by General Electric's
Community Development divi-
sion, the idea was executed by
consultants Bill Becker and Mar-
vin Shaw.

S

{

s ’
Vlllag62 at nbw hope

escape to a second home...in this year 'round

resort community ... now under construction

QL ot fot




Fireplacing simplifiec
Heatilator Mark 123 Firelace

2 5 ML t to 50% I
easy -to butld w1th insta?ﬁezstﬁfn gonvent?gza/

masonry*.

. . . is the most flexible

R wood-burning fireplace for

. . e : home, apartment, vacation
- or weekend retreat use.

. can be offset 15° or
30° with starter section
for easier installation.

... comes as a complete
package from hearth to
chimney top.

. can be installed by
anyone (average time less
than 3 hours).

...can be placed anywhere
in any room with no
special support foundation
required. U.L. listed for
zero clearance to
combustible material.

... . trims to look the way
you want the fireplace to
look with brick, stone,
marble, glass, simple
wood molding, etc.

... Saves 6 sq. ft. on
corner installations with
exclusive slanted =

rear corners. (_'O

...two fireplace models
available. Select 36"
screened area (#3036).
Or, 46" screened area
(#3046) with flatte black
decorative hood.

o, . . Is guaranteed
*Based on national averages. smokefree.

If you build apartments, here’s how
the Mark 123 system can increase your rental income
...improve your sales value."

Average rental without a fireplace............. $150.00 per month
Average rental with a fireplace. . . ... PR $160.00 per month
Raftaliincrense . .o Ll Cobdus i bt il $120.00 per year
Mark 123 Fireplace Installed. . .. ............. $325.00

Increased rental pays for the fireplace in less than 33 months—at that
point you earn $120.00 per year extra profit per apartment. If you sell
the building at a rate of 7.5 times annual income, you increase your
return on investment by over $8,000.00 for a 10 apartment building.

There's a model and style for every home or apartment.

See the complete line at the Authorized Heatilator Fireplace
| Dealer in your area, or write . . .
I’ ~| I’\eatj ator f ol

VEGA INDUSTRIES, INC. 1849 E. Brighton Ave. Syracuse, N.Y. 13205

102 Circle 97 on Reader Service card Circle 98 on Reader Service cz



Why sell just houses?

Keep pace with consumer
sreference—build Total
‘lectric Homes. &5,

e =t
ATion maRrR¥

LIVE THE CAREFREE ELECTRIC WAY

Twice as many homebuyers

'ant. g!ectric hc:eattS a: ;);gﬂ:rs are now O“ly a. home With
'epar‘Fmge’nt (I;)f Comrperce sjcu.dy. : ele(:tr lc heat Can paSS
lectric heat has arrived. Millions o every comfort test

ymilies already enjoy it. And

lllllons o Say they want lt : ! Slee what we mean about the carefree comfort
:a el ei:‘nc hehat? The temperature's virtually the
m l 1 me throughout the room, even on the floor. £ ! | !
A Total Electrlc HO e IS full near ﬁhe window. Only with electric heat can ym:len
Im . bask in suf:h uniform comfort. Go ahead. Live
f features that turn browsers lnto carefree wlth electric heat...in any home, old or
new._gﬂoblle home and apartment, too. And
consider summer comfort with electric
uyers . Fast . cooling. Call your electric heating contractor
or your electric light and power company.

They'll show you the way to comfort.

Features like flameless electric
eat. Electric water heaters. Self-
leaning ovens. Electric clothes
ryers. Electric air conditioning.
eatures that’ll help you sell faster
nd more profitably. A big reason
or the big trend to Total Electric
[omes: nationwide ads like the one
ictured aresselling the benefits of
arefree electric living in Life, Look,
ietter Homes & Gardens, and
aerican Home.

Why not take advantage of the
rowing preference for Total Electric
iving? Your electric light and power
ompany will welcome the
pportunity to work with you.

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



roofs. ..

SIMPSON
REDWOOD

It's the greatest thing that ever
happened to mansard design. You
get the natural beauty of saw-
.extra years
of protective performance. . .
bold architectural shadowline...
all as fast and easy as put-
ting up siding. Simpson Sierra

Mansard is stain prefinished,

textured redwood..

too. Choose from silver gray,
russet brown, soft green or
natural Penta-protection,
in 8/20' lengths, with
color matched nails and
extra touch up stain.
Whenever you want to
build it better, think of
Simpson. We do more
things with redwood
..hetter...than

anyone else!

a hew slant

a

" Residence, To.eda ‘Ohio, Designer: Mark Shekter

‘ Dract prodicts dusiged-fo btten Civing

SIMPSON TIMBER COMPANY

2000 Washington Building / Seattle, Washington 98101

Sierra Mansard Russet Brown

ROUND TABLE continued

pretty respectable sum. Of course,
not all of it is free and clear. We
like that leverage.

When I talk of equity, I mean
real estate subject to a first mort-
gage. Most of the real estate we
own today is free and clear of
debt. But this is a pure equity posi-
tion and the name of the game in
real estate is leverage.

Hof: I believe that pension funds,
as avidly interested as they are to-
day in equities, are waiting to see
a standard norm established by the
larger institutional investors be-
fore they take their big steps into
committing sizeable funds in real
estate equities.

Nielson: There are bound to be
shifts between emphasis on mort-
gage lending and the bond mar-
ket. The mortgage area is not get-
ting what it’s always gotten in the
past, say 35% to 40% of the net
gain in assets.

We see fewer people putting
money into thrift institutions
where it will go into mortgages
and bonds. This is a marked trend
and to me it’s all brought about
as a result of inflation and the
fear of more and more inflation.

Martin Berger: In our infla-
tionary economy, the trend on the
part of the institutional investors
toward taking an equity participa-
tion in addition to the traditional
fixed mortgage position will con-
tinue.

The insurance companies and
commercial banks seem to be lead-
ing the parade and the mutual sav-
ings institutions will be moving in
the same direction.

I do not subscribe to the posi-
tion that it is the moral responsi-
bility of lenders to support the
one family market. Insurance
companies, savings banks, savings
and loan associations and com-
mercial banks have prime respon-
sibility of producing a sound port-
folio with attractive yields for the
benefit of stockholders, policy-
holders and depositors.

Ray Watt: I certainly recognize
that we have to pay more for
money. But if all the insurance
companies only go for the higher
yields and we have no funds what-
soever in the single-family market,
it’s going to really penalize the
buyers of single-family homes. It

isn’t fair for Pru to put 25%

their mortgage funds into sing
family and Connecticut Gene
to put in nothing.

Hosking: I don’t think the i
surance industry will desert t]

single-family market. We certai

have not done so. There are mar
other factors beyond yield to
considered.

Campbell: Two major grow
areas have been the mutual fun
and the pension funds and 75

of their new money is going in

equities.

Nielson: Here we are getting
the heart of the thing. Isn’t
basically fear of additional infl
tion, coupled with a very high ra
of interest on short-term loans?

Campbell: This is true. I'm n

convinced that we are going
have a 4% annual inflation

infinitum.

Whitman: There is one poi
that I want to make about the i
stitutional investors who ta
about getting a higher yield a
getting an equity participatio
You must look at more than ju
investment results if you are gois
to measure how a financial instit
tion does. Whether you're a pe
sion fund or life insurance co
pany or a bank, you are basica
handling other people’s mone
There is very little of the equ
that belongs to the stockholders
the mutual owners or what y
will.

Your fiduciary obligation kee
you in a senior position, and y
should think along these lir
when an attractive investme
comes along.

Wall Street is now bullish on housing
and is paying premiums for its stocks

Price/ earnings ratios of 20 to 50 are common, and represent i
vestor confidence in a boom period ahead. But volatility works tv
ways, and housing stocks are vulnerable to a downturn in the mark
generally as well as any setback in sales and profits.

Weinberg: Why are people so
interested in investing in housing
stocks?

< Circle 103 on Reader Service card

Lynch: Because the potential t
day is greater than it has been
continu
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ROUND TABLE continued

e past. It would appear over the
xt ten years to be a growth in-
Istry at a time when there are
)t many such industries around.

oldstein: Companies in the
lilding business used to sell in
ultiples of six or seven times
rnings. It was thought that real
tate was a highly cyclical and
gh risk business. It's now a
owth industry and multiples
nge from 20 to 50 times earn-
gs. This is probably just as irra-
bnal as the previous attitude. The
sire by institutions and mutual
nds to participate in this great
-owth industry and the scarcity of
Juity available has produced this
ry high evaluation.

I anticipate that the multiples
ill come down to some more
alistic point.

ynch: The multiple does reflect
iticipation but also, people look
- building stocks as a group and
y, “housing stocks are strong”.
I think the single-family market
) some extent represents a better
vestment in the common stock
rea. The better builders have sub-
antial advantages and utilize
lanufacturing techniques for a
iffused but stable market. Maybe
s not manufacturing, but it’s bet-
r than retailing’s margins.

oldstein: I'm not trying to
iake a judgment as to whether
wltiples are too high or too low.
" you are a believer in Eli Broad’s
hilosophy no price would seem
)0 high.

icMullen: You can use any
/pe of semantics you want as to
hy the compound justifies the
wiltiple. If housing stocks go out
f favor, as a group they will go
own. It's going to take much
1ore earnings and time to justify
1e multiples on these stocks.

’Neill: What will make them
o out of fashion?

icMullen: 1t’s very funny.
‘hese stocks will be bought by in-
ividuals and mutual funds for
apital gains. They can go out of
ashion just because a capital gain
as been achieved. If the stock
1arket in general falls, these
tocks will fall faster. The average
1vestors don’t understand the real
state market. They buy real estate
/hen it’s going down and they sell
v/hen it’s going up.

Vinnerman: We won’t fall out
f favor. The future of our indus-
ry has been demonstrated and
he vision of what is going to hap-
en will permit the investment
wublic to see what is ahead of us.
Vith our increasing capability,
ousing stocks will continue to
.oom and we will see a great deal
nore equity capital coming into
yur industry.

The few people who have taken
:apital gains on the rise in our in-
lustry’s stocks are not what I

i
,q

would call the investing public, be-
cause there is not that much stock
around in companies like ours.

McMullen: Your index in the
housing stocks is up 500% in the
last two years. You have already
factored in the five good years
ahead, and if you run into a prob-
lem either in the housing market
or in the stock market, you're
going to feel it.

Scholz: Maybe the public knows
more about what it’s doing in this
field than we think they do. In our
own case the price the public was
putting on our stock eight or nine
months ago was unbelievable. But
in that space of time what they
were predicting has been sur-
passed.

Another factor that must be
kept in mind is that with com-
panies in the development field
that retain multifamily, you have
to look beyond the statement to
see what the real profit is. This
would certainly be true in the
multifamily, motels, shopping cen-
ters ownership type of real estate
operations.

Weinberg: There are supposed
to be 40,000 homebuilders. There
are perhaps 10 of them that do
merit the kind of P-E ratios that
we talk about. What differentiates
those ten from the 39,990? What
will enable those ten who today
may account for 1%2 % of the new
house market to be able to grow
despite the fact that housing starts
may go down some year? Those
companies demonstrated the abil-
ity during the difficult years of
1966, to go counter to the overall
cycle. Those companies have the
ability to show year after year
25% to 35% and as much as
50%, annual compounded growth.
They have the ability to show very
substantial profits after taxes, year
after year. They develop superior
products and market them in a
superior fashion.

These companies are at the
threshold of their true growth.
What kind of a P-E ratio do you
put on that commodity, not home-
builders as such, but a rare kind
of business animal.

Goldstein: I agree. The mistake
the investment community might
make, is to be indiscriminate in

continued on p. 110

Side with
a winner!
Qiena
REDWODD

Think of the warm heauty of
genuine saw-textured redwood
bevel siding...its natural resis- ,
tance to decay and insect attack.

*Thirtk of redwood \Earefully seds
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applying high-price earning multi-
ples to all companies in the hous-
ing industry without making a
careful study of which companies
have the potential of increasing
their share of market and which
companies do not.

Rochon: One of the marks of a
sound company, if it is running at
a high peak ratio, is that it can
withstand the criticism of Wall
Street.

Our last tabulation of stocks
showed all of our five categories
up with the exception of one. The
high-ratio companies among the
mobile homes and the homebuild-
ers don’t manifest this extreme
sensitivity to criticism that you
would find in a company that was
overpriced and essentially weak.

The mobile homes have been
perfectly healthy for the most part.
They have continued to gain, and
have even risen about 10% since
the election, in what was called
“the Nixon discount market”.

Lynch: If we have growth, the
growth should come to the larger
builders. If the growth comes to
these ten builders, then it’s going
to come at a time when the market
is contracting or flat and their per-
centage of market place is going to
be higher than it would have been
in an expanding market. Wall

Street has done a lot of things re-
cently to resolve some of the fi-
nancing problems that could re-
strain growth.

We have been doing some seri-
ous work to set up some techniques
that would enable us to act as a
conduit in the mortgage area. We
would like to provide some sort of
collateralized notes that would be
marketable.

O’Neill: What about the return
on a concept investment?

McMullen: You have to get
20%.

Nielson: You're going to make
a mistake, you’re not going to
get 20% from most developers.

Goldstein: We should look back
at what the public investor is will-
ing to pay for government-spon-
sored business concepts. You re-
member what happened to every-
body involved in the space pro-
gram. They got glamour multiples
because the Federal government
was going to put a lot of money
into the program. Housing is now
glamourous partly because the
Federal government is going to
put a great deal of money into its
program. As long as the govern-
ment emphasizes housing, you can
raise equity money at very low

ROUND TABLE continued

prices because of the promise of
growth. Equity money won't be a
problem even if housing stocks
come down. They are likely to be
the most rapid recoverers in the
next bull market because the long
term glamour is going to be per-
sistent unless you have a dramatic
change in government attitude
which I don’t think anybody ex-
pects.

Martin Whitman: 1 agree.
When you talk of returns, there
are earning returns, cash returns,
and depreciation returns. When
you talk about 20%, you are talk-
ing about a combination return
which is easy to see and a differ-
ent thing than builders talk about.

We investors tend to pay pre-
miums for government help be-
cause it gives us a lot of stability
for growth; it gives us a very good
environment to operate in. It
would seem that is the kind of en-
vironment the housing industry is
going to have.

Halpern: I'm getting confused
about definitions. Dan McMullen
said that we had to get a 20% re-
turn on new equity investment.

Campbell: There is a difference.
If a company gets $3 million in
new stockholders’ equity, it has to
earn $900,000 to achieve 30%. It’s

earnings per share that the stoc
market is going to demand.

McMullen: I'm talking about
new concept.

Halpern: If a company goes put
lic at 20 times earnings, which
a 5% return on investment, if the
only get a 5% return, they are nc
going to keep that 20 times mu
tiple very long. They have to ge
20%.

Campbell: There is a big diffes
ence here. Dan McMullen is talk
ing about return on stockholder
equity and Les Goldstein is tall
ing about what the investor wi
require to hold that stock.

©American Saint Gobain 1969
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Help protect
America’s

Sailors

Young sailors need protection on the high seas.

What better way to protect them than with tub
enclosures and shower doors of ASG’s wired glass.

ASG wired glass combines safety and privacy.
The Pinstripe Finetex® shown here has single strands of
wire set % inch apart for added strength. Its Finetex
pattern passes plenty of light, yet obscures images. And,
like all ASG wired glass, it’s an FHA-approved safety glass.

ASG makes wired glass with a variety of beautiful
surface patterns. You can choose the look, the light trans-
mission, and the degree of privacy to fit any need.

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. A
HH-49, American Saint Gobain Corporation,
P.0O. Box 929, Kingsport, Tennessee 37662.

Wired safety glass by A S

CREATIVE IDEAS IN GL
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UT OF THE
JRDINARY

FIREHOOD

A truly magnificent open
hearth, fabricated metal
fireplace for beauty,
comfort and decorative
accent. FireHOOD
reaches up to beamed
ceilings or installs effec-
tively in front of large
picture windows without
obstructing the view. In
a choice of distinctive
colors and models...
wood-burning or gas-
fired.

(OazTEC

Aztec fireplace is one of
the newest and most
unique free-standing
units available for con-
temporary homes and
apartments. The space
age ceramic bowl in a
selection of 5 modern

colors lifts the room
completely *‘out of the
ordinary.” Aztec, like

FireHOOD, takes mini-
mum floor space and
requires no extra struc-
tural support.

,CONDON-KING CO., INC.
5611 208th Ave. S.W., Lynnwood, Wash. 98036

IN CANADA: FIREHOOD MANUFACTURERS, LTD.
266 East Esplanade, North Vancouver, B.C. d

t0 buy emart..

buy only the speed you need!

2y

Workhorse Model 842. 42" throat.
Speeds to 12 feet per minute.

Big Producer Model 1042. 433" throat.
Speeds to 22 feet per minute.

Only Blu-Ray givee

you a choice, and
o supomemtes . full year warranty.
SR L

4324 Westbrook Road, Essex, Conn. 06426 . (203) 767-0141

HIRAY

INCORPORATED

Circle 105 on Reader Service card

Move them up to the elegance of

“Thai-Teak” Floors

WITHOUT MOVING THEM OUT OF THEIR PRICE RANGE!

Thai-Teak (Botanical name,
Tectona Grandis; imported
from Thailand) is lustrous and
luxurious . . . easy to maintain
with just an occasional waxing

. withstands the hardest
wear . . . resists termites, rot,
decay . .. is available at a cost
that compares with medium-
priced carpet and vinyl . . . and
comes in 85 different patterns.

See our insert in Sweet’s Light Construc-
tion Catalog. For complete details, attach
coupon below to your firm’s letterhead.
SHOWN: Basketweave Pat- Q\OF EXCE¢
tern in offices of Kenyon &

@
Eckhardt Adv. Agency in- =
=~ stalled by Space Design Grp. :

Tk

sancus Ty LoommG

<,

3083

Y

—4—]9 _________________
BANGKOK INDUSTRIES, INC.
1545 W. Passyunk Ave., Phila., Pa. 19145
(] Please send details on Thai-Teak Custom Flooring.
[ Please have your representative call on me.

! NAME
ADDRESS.

R ——— |







7/ Gypsum Wallboard

Send
for
your
free

copy

today.

SIb 50-STE B

IT'S TRUE! New highs in sound control achieved
with gypsum wallboard partition systems devel-
oped by Celotex Research:

STC 61*—On wood studs—one-hour fire rating
(UL Design No. 33-1 hr.)
*Test: Riverbank No. TL 69-117

STC 58*—On metal studs—two-hour fire rating
(UL Design No. 30-2 hr.)
*Test: Riverbank No. TL 69-118

THE SECRET of the superior sound - deadening
efficiency of these partitions is the Celotex .
“mismatch” system — a practical application of a
scientific principle of sound transmission: As
sound waves move through wallboard of one
thickness into a board of different thickness, fric-
tion is created and noise intensity is reduced.
Celotex Research has established specific com-
binations of %" to %" Celotex Gypsum Wall-
boards, and precise application techniques, that
set new highs in performance yet offer the
economy of wallboard systems. Their Sound
Transmission Class ratings of 61 and 58 have been
verified by |IT Research Institute Riverbank
Acoustical Laboratories.

“l can’t hear anything at all”

Send today for your free copy of the Celotex STC 61-58
specification folder. It shows construction details of
these systems that provide new levels of noise-free
comfort and privacy. And that's a sales feature your
tenant and buyer prospects have an ear for.

CELOTEX

REG U S PAT OFF

BUILDING PRODUCTS

THE CELOTEX CORPORATION
1500 North Dale Mabry ¢ Tampa, Florida 33607

Subsidiary of Jim Walter Corporation



5dve lime and money by eliminating
ine need 1o locale and drill holes
or anchor bolt§ wilh ANGHOR GLIPS!

WW‘""‘M““‘W”"“‘}-WM]U'nnn“ ! A ‘ G " R AR With building costs continuing to rise, time, where the

(%mw:} / 9 /d//llﬁ?/ﬂg@;

; ! completion of a job is concerned, is a major factor.
SNy 1 ./‘ b N1 e | E You can cut into the time spent anchoring wood framing to
i i ik 3 masonry, with old fashioned anchor bolts,

with new “'V Strength’” Anchor Clips.

Competitively priced, Anchor

Clips, eliminate the

need to locate and drill

. b ‘ holes for anchor bolts.

- L ' The result .. . . consider-
p ' able time saved!

I;ountains by RAIN ]ET ' = : oS X ' Available in two sizes,

3/
Thousands of crystal-like droplets capture the color and bril- 14? "fur one block and
liance of underwater lighting and become a shower of ol : A 22%" for two block
diamonds. Thousands in use in homes, industrial and office b et embedment, they can be
buildings, banks, restaurants, stores and motels as well as AN e . ) used on concrete, brick
gardens and parks. Patented. : -, or hlock. The upper

Complete fountain, including 3-ft. bowl, recirculating B 5 Lo arms can be wrapped
aquavator and underwater lighting from $199.50. Other size )i s < ‘ : around plates up to 2”
bowls to 8-ft. No plumbing needed. Just provide electrical ; x 8" in size. For litera-
connection and fill bowl with water. Send for free full-color fure: atid samile: write:
literature...or for full-color 3-D Viewer ($2.00). p Wl :

Panel Clip Co.

Division of RAIN JET CORP., Dept. HH-31 Y el AR P. 0. Box 423
301 S. Flower St., Box 868, Burbank, Calif. 91503 : X ‘ Farmington, Mich. 48024

Circle 109 on Reader Service card Circle 110 on Reader Service card

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-49,
American Saint Gobain Corporation, Kingsport,
Tennessee 37662.

Safety glass byAS

© American Saint Gobain 1969
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Rush literature and prices
on products checked below:

[0 X-act Wood Mold Shutters

[0 X-Panda Shelves

O Vent-a-System

O Aluminum Louvers

[J Builder
O Architect
O Dealer

O Distributor




Warm air always goes up...

make sure it
always
goes ouf...

First Class
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Millions of feet of Vent-a-System installation on tens of thousands of fine
homes has proven what years of research and testing established —— that
Vent-a-Ridge combined with Vent-a-Strip soffit ventilation creates a
uniform flow of air throughout all seasons and wind conditions.
Vent-a-System is backed by a $1,500,000 warranty that says it must
maintain attic temperature no more than 15° F. above outside air...a
warranty no one has challenged!

Vent-a-System is your best guarantee against weather infiltration. The end
result is a home cooler in summer, with lower air conditioning costs . . .
warmer in winter, with dry attic insulation and elimination of moisture
damage. In addition, Vent-a-System helps prevent wood rot, paint peel and
roof shingle deterioration. Send card for complete information.

= < products co.
P.0. BOX 68
PRINCEVILLE, ILLINOIS 61559

postage will be paid by

products co. r.o. Box 68
PRINCEVILLE, ILLINOIS 61559 PHONE 309 3854323

‘ MAIL THIS POSTAGE-FREE CARD FOR DETAILS



EW PRODUCTS

- more information, circle indicated
nber on Readers Service card p. 127

R

ECTRIC COOKTOP, 27%”x20%”x3%"” deep, fits flush in counter. Black
ss cover slides over thermostatic control knobs, activates blower. Modern
1id, Chattanooga, Tenn. Circle 200 on Reader Service card

GAS COOKTOP is 30” wide, 9” deep because of burners, fits above cabinets
with warming shelf or oven above. Thermostatic controls slide in and out.
Tappan, Mansfield, Ohio. Circle 201 on Reader Service card

.. moves into housing by way of the kitchen

ie material—a crystallized glass that can
mnsmit infrared radiant heat while con-
ing it to one spot—will show up in
:chens this month as the smooth surface
Modern Maid’s electric countertop
oking unit (photo, above left).
And within the next few months, Tap-
n will test market a gas-fired model
hoto, above right) designed by Dorwin
:ague. Both will be sold with separate
ens and priced $100 to $150 more than
mparable conventional cooktops.
Meanwhile most major manufacturers
ranges—gas and electric—are experi-
>nting with the idea. So next year should
ing more electric models, the first gas
ydels and, possibly, a freestanding range
. Modern Maid’s mockup (photo, right).
All of these new cooktops will have one
ng in common: their surface material.
1e cooking surface is one of a family of

crystallized glasses developed by Owens-
Illinois under the trademark CER-VIT,
now being produced in flat sheets by PPG
Industries under a franchise from o-1 and
called Hercuvit. It can take temperatures
up to 1300° (which earlier surface ma-
terials could not). It resists thermal shocks
—i.e., ice thrown on a hot spot (photo,
top). It won’t transmit heat laterally, so
the cooktop stays cool except directly over
the heating element. Like glass, it can be
highly polished, but it is stronger and re-
sists fracture, abrasions, acids and chemi-
cals, doesn’t expand with thermal changes.
It can be transparent, translucent (as in the
cooktops) or opaque in a variety of colors.
Besides many future uses for it in the aero-
space industry, there are already plans for
two more kitchen products: windows for
self-cleaning ovens and microwave oven
shelves.

FREESTANDING RANGE, in future, may look
like this with unbroken smooth cooking surface.

New products continued on p. 118



NEW PRODUCTS

start on p. 117

A baker’s dozen of “nuts and bolts”’
to cut costs and speed construction

The “new and improved”
glamor products and materials
in the housing industry consist-
ently receive most of the fanfare
and attention. But the constant
improvements in less glamorous
construction products—such as
builder’s hardware—often go
unnoticed.

Yet these improvements, even
though small, can mean impor-
tant savings to the builder. Many
new items of vital construction
hardware, costing only a few
cents, can cut 15 minutes off a
workman’s time or eliminate

some costly construction mate-
rials and save the builder many
dollars of expensive on-site
labor and reduce in-place costs.

All of the structural hardware
products on these pages have
one thing in common—they
connect one thing to another.
And they do it rapidly, efficiently
and cheaply. And since minutes
saved on each joining operation
can add up to days cut from con-
struction schedules, these items
are equally important both to
the one-at-a-time builder and
the large-tract developer.

Drywall clip cuts time, labor and material costs because it eliminates
lead-in posts. Clips are pressed onto edge of drywall sheet, 16” o.c., then
nailed to stud at interior corner. Prestige Metal Products, Antioch, TII.
Circle 203 on Reader Service card .

PLUG ALL HOLES AT TYPE U1
BEAMS ONLY

a-%" 012" Lag scREWS
WITH WASHER

~

1117

‘|"‘

il .
LIIEN | B
o e

ORILL 2 CLEARANCE HOLES
FOR BOLTS — THUS
IN BOTTOM OF COLUMN

| Ly e
‘ 2-%4" £ 8" ANCHOR BOLTS

Hidden connectors tie laminated posts to foundation piers, form f
shear-strength joints between posts and beams. Extra load-bearing we
are eliminated, so design flexibility is increased. Potlatch Forests, S
Francisco. Circle 204 on Reader Service card

Reinforcing steel for concrete
block walls is easy to install,
strengthens load-bearing walls and
minimizes cracking. Nine-gauge
rods are welded 16” o.c., come in
10’8” lengths and all standard wall
widths. Metalcraft Engineering,
Lincoln, Neb.

Circle 205 on Reader Service card

118

Lath clips fasten diamond mesh
lath to steel studs. Clips are pack-
aged in 50-clip units that load into
a specially designed gun, are
driven into studs at 6" intervals or
less, with lower lath sheets over-
lapping upper sheets. U.S. Gyp-
sum, Chicago.

Circle 206 on Reader Service card

\ -

Post base clip is adjustable,
positions 4x4 posts even when
bolts are out of line. Rot- and ter-
mite-proof, the base cover has
weep holes to let moisture escape
and bottom holes for concrete
nails or stud fasteners. Panel Clip,
Farmington, Mich.

Circle 208 on Reader Service card

Vinyl corner bead for stuc

plaster and exposed aggreg
walls, is lightweight, won’t rust
bleed, warp, dent or shrink, @
will take all types of paint. St
lengths of 7°, 8’, 9’ and 10’
packed 100 to a box. Casings, W
Middlesex, Pa.

HOUSE & HO



ail-less bridging has projec-
ns at each end that are ham-
ered into joists after sub-floors
e in place. Bridging is available
nine sizes for 2x8, 2x10 and
12 joists spaced 12”, 16" or 24”
. Timber Engineering, Wash-

rcle 209 on Reader Service card

eel shims provide better con-
ol than scrap wood, help support
or. After jamb is positioned
ainst studs, shims are nailed to
ds, then jamb is nailed to studs
1d the positioning tabs are easily
nt off and removed. Timber En-

ircle 211 on Reader Service card

Joist hanger for 2x4s, elimi-
nates toe-nailing, can be used for
short-span roof and ceiling joists,
false beams and stud anchorage.
Hangers, in a wide range of sizes
for joists up to double 2x14s, are
shipped with special nails. Timber
Engineering.

Circle 210 on Reader Service card

Plywood clips replace solid
blocking and are approved by
FHA. Clips are available for use
with 3", 14" 58" and %" roof
sheathing. Special leveling arm
provides a snug fit, helps prevent
clips from falling off. Timber En-
gineering.

Circle 212 on Reader Service card

“ -

lastic clamps hold cable, wire, pipe, conduit, hose or tubing with
1e rivet, screw or nail. Clamps come in polypropylene (A), cellulose
3) and nlyon (C), and in 17 sizes from %" to 1%2” i.d. Fastway Fast-
1ers, Lorain, Ohio. Circle 213 on Reader Service card

eam clamps fit all steel beams
- flanges up to %" in thickness.
s shown, clamps will hold, hori-
ntally or vertically, conduit or
pe (34" to 2”), chains, threaded
ds (V4" or 38”), light bus ducts
1d outlet boxes. Fastway Fast-
1€15.

ircle 214 on Reader Service card

Scissors clip snaps onto a tee-
bar with one hand, even in tight
quarters. Clip comes with integral
threaded stud 58", 12", 2" or 3"
long, has a 50-lb. load capacity,
firmly holds fluorescent lights,
acoustical ceilings, etc. Fastway
Fasteners.

Circle 215 on Reader Service card

New products continued on p. 122
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LUMBER

PLYWOOD

FENCING

MILLWORK

MOULDINGS

PANELIZED DECKING
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You can get
Dur-0-wal
wherever you
get masonry

Masonry wall reinforcement is the kind of product that's no good “on
order”"—you need it on the job and on time.

Dur-0-wal truss masonry wall reinforcement is nationally distributed
and is the most widely used.

And Dur-0-wal truss is the most versatile. You get a selection of more
shapes and sizes applicable to single wythe, composite or cavity walls.
Our eleven manufacturing plants are backed up by a network of thousands
of dealers.

You can get Dur-0-wal truss where masonry is available.

Don’t risk holding up jobs waiting for an off brand of reinforcement.
Dur-0-wal got to be first in this business by heing on hand and on time
with the best. Write or phone the Dur-0-wal plant nearest you for further
information.

PATENTED

DUR-O-WAL

THE ORIGINAL MASONRY WALL REINFORCEMENT WITH THE TRUSS DESIGN

DUR-O-WAL MANUFACTURING PLANTS ¢ ALABAMA, P.0. Box 5446, Birmingham, Ala. 35207 e
ARIZONA, 213 South Alma School Road, Mesa, Ariz. 85201 « COLORADO, 29th & Court St., Pueblo, Colo.
81001 ¢ ILLINOIS, 625 Crane St., Aurora, IIl. 60505 * IOWA, P.0. Box 368, Cedar Rapids, lowa 52406 e
MARYLAND, 4500 E. Lombard St., Baltimore, Md. 21224 « MINNESOTA, 2653 37th Ave. S., Minneapolis,
Minn. 55406 * NEW YORK, P.0. Box 628, Syracuse, N.Y. 13201 = OHIO, 1678 Norwood Ave., Toledo, Ohio
43607 ¢ WASHINGTON, 3310 Wallingford Ave., Seattle, Wash. 98103 ¢ Also manufactured in Canada.
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Control center includes two fixed shower heads, a flexible hand
shower, storage for whirlpool bath accessories, controls to preset bath
temperature and depth. Oval tub, 42” wide, has sculptured head rest.
American-Standard, New York City. Circle 216 on Reader Service card

o
Non-scald control for shower and bath has all moving parts in a
solid brass replaceable cartridge with a pressure-equalizing chamber.
Adjustable shower head is self-cleaning, tub spout has diverter latch.
Powers Regulator, Skokie, Ill. Circle 217 on Reader Service card

Water-saving toilet uses a
siphon jet for positive flushing

One-piece toilet is only about
19” high, will install easily under

action with one-third less water
than needed in conventional tanks.
Compact tank is 2}2"” lower, 2"
narrower, than manufacturer’s vol-
ume-selling regular model. Crane,
Chicago.

Circle 218 on Reader Service card

a counter. Fixture is ideal for
powder rooms, just 203%” wide
and 243%"” deep and modestly
priced. Available in a new deep
blue plus six other colors, and
white. Kohler, Kohler, Wis.

Circle 219 on Reader Service card

e - “d - N
Decorative cabinet in an antique gold or silver carved wooden fram
with crystal or plate doors has an integral lighting fixture. Unit can b
wall-hung or recessed. A grounded outlet is inside the cabinet. Jenser
Los Angeles. Circle 220 on Reader Service card

Water-saving faucet, after pre-setting, delivers a fixed-volume spray
eliminating splashing and reducing water waste. A single calibrated kno
controls temperature. Spout is adjustable. Richard Fife, New York City
Circle 221 on Reader Service card

Low-profile toilet is only 251%2” high and styled much like one-piec
units. A pushbutton handle operates the regular flushing valve. Colo:
available: gold, avocado, beige, blue, pink, lavendar, plus white. Bor;
Warner, Chicago. Circle 222 on Reader Service card

New products continued on p. 12
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yourself
a'favor:

witch fo Float-Away
r metal bi-fold closet doors.

Stable pricing

1 H - Wood shelving costs advanced?
 Finest quahfy o Easy to msi'a” Check Float-A-Just steel shelves.
1 - Easily i lled.
« Five decorator designs e A

Any Widfh; any heighf to 8 feet Get the facts on our

shelving today!‘
Handled by reputable
building material dealers

Prompt delivery

Let us tell you the whole Float-Away story.
Write today on your letterhead:

FLOAT-AWAY

COMPLETE CLOSET SYSTEMS

Department HH-15. 1123 Zonolite Road. N.E. Atlanta. Georgia 30306. Phone (404) 875-7986



EVERY TIME THE
SUN SETS YOU MAKE
MONEY WITH AGOOD
MOTEL FRANCHISE.

AND THE SUN SETS
EVERY DAY.

Call or write Franchise Department: Area Code 301,
593-5600 for details today. Before you waste another sun-
set. Quality Courts Motels, Inc., P. O. Box 890, Silver
Spring, Maryland 20901.

124 Circle 115 on Reader Service card

NEW PRODUCTS

start on p. 117

Baths

'
X % _gncy £ =
Picture-frame cabinet features a wide sculptured gold frame su
rounding an oval 20” x 24" mirror. The recessed cabinet fits a 14” x 1!
opening and can be inverted so that piano hinge swings left or rigt
Grote, Madison, Ind. Circle 235 on Reader Service card

[ <RV j e
Lifetime fittings are white china with 14K gold trim. All fauce
feature a 1000-month (83 years!) guarantee against leaks and mai
tenance. A complete line of bathroom accessories is available. Feder
Huber, Chicago. Circle 236 on Reader Service card

L&

Twin cabinets flank a central mirror for three-way viewing. Unit, ¢
signed for surface mounting, is stocked 36” or 48” wide and 22" or 3
high, with or without a top light. General Bathroom Products, Elk Grc
Village, Ill. Circle 237 on Reader Service card

New products continued on p. |

Circle 116 on Reader Service ¢



EW PRODUCTS

start on p. 117

Joors and windows

6’ high, retain traditional look with
\p-in muntins. Patented spring-loaded vinyl jamb liners prevent sticking,
1 both upper and lower sash pivot for easy cleaning. Pella, Pella,

oor-to-ceiling windows,

va. Circle 223 on Reader Service card
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slded bifolds are hollow core doors wrapped in a seamless skin
it won’t split, has no face joints to open. Doors are shipped pre-
med, are 6’6” or 6’8" high in a range of widths from 12” to 30”.
:yerhaeuser, Tacoma, Wash. Circle 224 on Reader Service card

New products continued on p. 132

What every

over-confident
builder
should know about

Am=Finn

If you're already offering free refrigerator-freezer,
dishwasher, washer, dryer, self-clean oven and free
home owners’ policy in your new houses . . . or all this
plus pool and 9-hole golf course in your latest apart-
ment building . . . you may think you’re a big jump
ahead of the competition.

Don’t believe it!

You’re probably just neck-and-neck with the guy down
the street.

So how do you unload yours — first, fastest, with the
best profit — to your highly pampered, demanding
buyers and tenants?

Simple. Pamper them a lot more — at little extra cost
— with Am-Finn Sauna.

Why Am-Finn Sauna?

Why not find out? Give us a ring today — overconfi-
dence can be costly.

703

H
Am-Finn m
Inc.

Haddon Ave. & Line St., Camden, N. J. 08103

Please send me complete information on Am-Finn Sauna.

Name

Company
Address




First really new
electrical

convenience
in years!
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Electrac
by Kirsch\

Operates draperies electromagnetically.
No cords, wheels, gears or separate motors.

Electrac is the best thing that's happened for builders

since built-in kitchen appliances. When she holds the switch

and watches the draperies silently glide open, it’s the

finishing touch that can help you close more new home sales.
You can have Electrac wiring built-in, or sets can be plugged

into existing outlets, for any expanse of window. And for a

cost that’s much less than you might guess. For full information,

write Kirsch Electrac, Dept. BW-469, Sturgis, Michigan 49091.

*Hidden from view, this power capsule glides along the inside
rear of an Electrac rod, operating draperies as it goes.

132 Circle 119 on Reader Service card

NEW PRODUCTS

start on p. 117

Doors and windows

2 i " y T

4 i > LA » &
Wood panel doors are set in steel frames and finished in walnut c
platinum with standard or gold anodized aluminum tracks. Seven widtt
—from 1’6” to 6'—are available 6’8” or 8’ high. Leigh Products Cooy
ersville, Mich. Circle 225 on Reader Service card

Tilt-down windows swing into
room at waist height for cleaning.
Windows are pressure-loaded on
both sides for weathertightness,
and heavy extruded vinyl jamb
liners act as insulation, permit
smooth operation. Marvin Win-
dows, Warroad, Minn.

Circle 226 on Reader Service card

— = |

Sun control window has viny
coated horizontal or vertical lo
vers that rotate 180° within
sealed insulating air space betwe
two glass panes to control light ar
solar heat, reduce heating and ¢
conditioning loads. Air-Con Gla:
Flat Rock, Mich.

Circle 227 on Reader Service cal

Decorative trim can be glued or nailed to hollow core doors, f
exterior or interior use, handles like wood, may be painted or staine
Assortment includes placques, panels, rosettes and moldings. Lurc
Covina, Calif. Circle 228 on Reader Service card

New products continued on p. i
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Quiet

. and compact!

@SS‘

= MOTOR MATCHED to wattage to give right air
movement automatically

® 1500, 2000 or 2500 watt models—all the same heater size
® VERSATILE positioning at any height on wall

B ATTRACTIVE design, beige finish (chromed for
bathroom, 1250 watts)

B THERMOSTAT built in or wall mounted

® [DEAL for homes, apartments, motels, offices

MAIL TODAY FOR DATA
Hunter Division, Robbins & Myers, Inc.
2804 Frisco Ave., Memphis, Tenn. 38114

Please send full information on Hunter
Electric Heat.

Ll Matehloss!

Hunter makes a complete line of electric heaters of all types.
Name

Company
Street

g




The Finest
WHITEPRINTERS

You Can Buy

(...butonly by paying a lot less)

~ $200 TO $500 LESS

® Prints to 42” wide, any length—up to 21° per
minute—for only 1¢ per square foot. ® Ready for
immediate use—needs no special venting, wiring
or plumbing. ® Reproduces any written, typed or
drawn material on translucent or opaque sheets.
B Superior results in any color line or sepia. ® With
automatic developer pump. ® Stainless steel heated
developer unit synchronized with forward-reverse
printer. ® The fastest fluorescent unit at any price.
DIAZIT— the most technologically advanced white-

printers available are priced from $249.*
*f.o.b. Youngsville, N.C.

T ST ————

DIAZIT COMPANY INC.
”iAZiT Phone 919/556-5188
e

Route U.S. #1, Youngsville, N.C. 2759

Circle reader service card or send direct for catalog of complete Diazit line.

Circle 121 on Reader Service card

Mail This Coupon Today

For Free Valuable
Information

Check the pertinent boxes, please.

D X-PANDOTITE: | want my walls to hold nails,

screws, brackets, bolts.

X-PANDOTITE: |want arepair cement that expands
as it sets.

X-PANDO GUILD FORMULA: 1| want a better

way to repair china and antigues.

X-PANDO CAUXEAL: | need a flexible seal to put

around my air conditioner and poorly fitting windows.

X-PANDO TRAV-MAR: There are leaks in my

basement. | want to seal the walls against them.

X-PANDO POINTING MORTAR: | want to
brush-coat my brick and concrete walls to make them
look like new.

X-PANDOSEAL WITH SILICONE: | want to end

the above grade leaks in my brick, masonry and
concrete walls.

e e 5 2

X-PANDO CORPORATION

43-15 36th Street, Long Island City, N.Y. 11101 e (212) ST 4-7180
Dept. HH49

134 Circle 122 on Reader Service card

NEW PRODUCTS

start on p. 117

Door and window hardware

Pushbutton lock is guaranteed pick-proof, installs easily, opens on
when four or seven buttons are pushed in correct sequence. Tradition
or contemporary escutcheons are brass, chrome or bronze. Preso-Mati
Lyons, Ill. Circle 229 on Reader Service card

i / /'Wh' ‘mmy/.
2O ey
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Window lock, in two parts with key, is easily installed, costs little mo

than standard latch. Only the flush end of lock is exposed inside. Windc

can be locked when closed or in an 8” open position. Win-Loc, Atlant
Ga. Circle 230 on Reader Service card

[—

New products continued on p. 1.
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Bird vinyl
And putaway

-orget about the paint when you

but up Bird Solid Vinyl Siding. And
ts fast, easy installation lets you

sut labor costs. Your homes take on
3 solid, clear-through beauty that
asts and benefits that sell.

When you build with Bird Solid Vinyl,
you're building business for your-
self. Because this unique new mate-
ial with its outstanding sales
advantages, ease of installation,

and growing consumer demand

's big business. And it’s getting
bigger every day.

Bird is keeping pace with this
dynamic growth. By offering you the
mnost complete line of solid vinyl
building products in the industry.

Putup

the paint.

Bird solid vinyl siding — Never
needs paint. Beautiful, enduring,
virtually maintenance-free. Won't
dent, pit, rust or corrode like metal.
Won't blister, rot, flake or peel like

wood. In 8”7, double 4” and vertical.

Choice of 3 colors, too.

Bird solid vinyl soffits — The final
touch for lasting beauty and protec-
tion. Available perforated or plain.
And the color is solid — all the way
through solid vinyl — so they

never need painting.

Bird solid vinyl gutter systems —
Again, no painting or replacement.
No rusting, rotting or flaking like
metal. And unlike wood or metal,
they stand up to the worst beating
from wind, water and ice. In 10/,
16” and 21’ lengths.

Bird solid vinyl shutters — Long-
lasting beauty. Simple installation
with four color-matched screws.

In all popular sizes and 3 colors

to mix-match with siding.

Bird ...

the biggest solid
vinyl product line
in the business

siding.

For more details on the Bird solid
vinyl profit line, contact your
nearest Bird representative or
vinyl wholesale distributor.

BIRD & SON, inc.
Box HH-4, East Walpole, Mass. 02032

Please send more information on
your sales-making program on
vinyl products. Also send
product data on:

[0 Bird Vinyl Siding
[0 Bird Vinyl Gutter Systems
O Bird Vinyl Shutters

Company Name

Contact

Address

County

City

State Zip
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How vinyl (PVC) pipe made
plumbing rehabilitation feasible

in this 1908 Cleveland apartment

1. In rehabilitation projects, the magic word is ““‘cost”. This is particularly true in the
re-plumbing part of the job. During recent months, in a typical rehabilitation project
in Cleveland, Ohio, involving 110 apartment units, piping made of rigid Geon vinyl
(PVC) was used for the drain, waste and vent system throughout.

2. In piping for hot and cold water
distribution lines, a heat resistant ma-
terial, CPVC, tradenamed hi-temp Geon
vinyl, was used.

6. Maximum safety was achieved be-
cause torches were not required for
installation; this was especially important
in confined, “tinder-dry’”’ construction.

7. The simple method of joining PVC
and CPVC piping is highly efficient—
on one job only four leaks out of 5000
joints. And they were easily corrected.

4. PVC pipe is lightweight and easy to
install through and around the existing
framing. It can readily be preassembled.

3. Cost factor of the vinyl plumbing
systems for rehabilitation has been
highly favorable. On this project, dollar
savings were greater than one-third on
bills of materials cost.

5. Installation was remarkably easy in
tight, hard-to-get-at places becausesolvent
cemented joints eliminated threading and
soldering.

Expansion joints, shown here, were used
between floors and performed equally
well.

For more than 15 years, the raw material
experts in pioneering PVC pipe have
been our technical men and development
engineers. Our experience can be your
experience. For information on PVC and
CPVC pipe, contact B.F.Goodrich
Chemical Company, Dept. H-15, 3135
Euclid Avenue, Cleveland, Ohio 44115.

B.EGoodrich Chemical Company

a division of The B.F.Goodrich Company

| Gem J 5 FGoodrich
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STANDARD-SIZE

ORNAMENTAL IRON
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The extra touch
that home buyers like.

No matter what the price range, Colonel Logan
Ornamental Iron adds just the touch of distinction
that impresses home buyers. Standard sizes keep
costs surprisingly low; speed deliveries.

Free 16-page catalog gives all the
facts. Fully illustrated. Shows

complete line of railings, columns
and matching accessories.

Free “idea” book.
“Decorative Ideas in Iron”
is loaded with suggestions
for unusual ways to use
ornamental iron—
inside and out.

Both books FREE! Mail this coupon today!

Logan o

Dept. HH-4, P. O. Box 6107, Louisville, Ky. 40206

i

|

|

I Please send me your new catalog and “Decorative
I Ideas in Iron” book.
|

1

|

i

Name
Address
City/State/Zip

LN B B B B B N B B B N N B B N N N N N § |
Western District: 1426 S. Santa Fe Ave., Los Angeles 90021

Circle 125 on Reader Service card

NEYY FRYUDUVGID
start on p. 117

Door and window hardware

® v Sy HE
Decorative traverse rod is finished in black with matching corc
carriers, rings and spear-shaped ends, comes in four lengths from 29
to 156”. Extendible rods are convertible to one-way draw. Stanley, Ne
Britain, Conn. Circle 233 on Reader Service card

Mortise door bolt, with round
or oval escutcheon, has a preci- for
sion-moulded case finished in
black vinyl. Alloy steel hub is per-
manently lubricated, fits a %"
spindle. Overall size: 138 x 3%4 x
%6”. H. B. Tves, New Haven,
Conn.

Circle 231 on Reader Service card

Weatherstrip-sash balanc

removable double-hur

wooden windows has fool-pro
sash platforms to hold sash

any position. Vinyl-coated ste
provides smooth operation, du
ability, good insulation, requir
little upkeep. Zegers, Chicago.

Circle 232 on Reader Service ca

Cabinet hardware has hand-hammered look. Assortment incluc
two knobs, two pulls with optional backplates and matching hinges,
available in antique brass or pewter-like finish. National Lock, Roc
ford, Tll. Circle 234 on Reader Service card

New literature starts on p, 1
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ADVERTISEMENT

Handcrafted AFESA doors &

$50,Uﬂﬂ Old World Ironmongery..

VP, BENERAL TOGEThER they complete
MERCHANDISE the look that
MANAGER completes the sale.

HARD LI

Retail and
Wholesale Chain

ur company, listed on the NYSE

aggressively managed and in
le process of expanding country-
ide our highly profitable opera-
ons through a low-cost distribu-
on system. We offer a broad line
f hardware, floorcoverings, major
ppliances and building supplies.

Magnificent AFESA doors and authentic wrought-iron
hardware can make the selling difference between a

For this challenging career op- ‘nice’ home and an extraordinary showcase. Hand
ortunity we seek an experienced : crafted, finished and stained by native Spanish ar_tisans,

i ; AFESA doors bear a weather-beaten texture and rich pa-
tail merchant or marketing exec- tina which cannot be duplicated. And the perfect com-
tive from the building materials plement is Renaissance-inspired antique iron-mongery,
dustry qualified to direct the distinctively ornate in “Dull Black.” For prestige sales

2 L assurance — contact your AFESA dealer or write
uying, merchandising, sales pro- Cornell-Newton today for free specifications and styles
otion and selling activities. He brochure.

wst be aggressive, a natural
ader of men, and a man quali-
ed in a relatively short time to
10ove to the next higher level and
irect store operations as well.

Compensation consists of base
alary plus bonus and a liberal
on-contributory fringe benefit pro-
ram. Your reply which will be
eated in complete confidence

Castilla

hould include pertinent informa- Write for free illustrated brochure
on about education, career expe- i CORNELL-NEWTON, INC.
ence and present compensation } P.O. Drawer 112,

rrangements. . Beverly Hills, California 90213

Cornell-Newton Dealers

| CANADA FLORIDA NEW JERSEY OREGON
Toronto 15 Miami Trenton 08638 Portland 97210
Super Structure Door Co. Farrey's Wholesale Lewis A. Jammer Co. Mulino, Products Co.
gfz %anaclia A E%rdgafelg§7 180 Ewinguville Rd. 2636 N.W. 26th Ave.
ensliey Ave. -0, Box ; West Caldwell 07006
CALIFORNIA Little River Station Pella Products of PENNSYLVANIA
Orinda 94563 Jacksonville 32205 Northern N.J. Philadelphia 19130
Edward T. O'Reilly & Co., Inc. Quality Hardware, Inc. 35 Fairfield Place Alexander Woodwork Co.
89 Loma Vista 207 N. Ellis Rd. 1529 Parrish St.
VRITE TO: COLORADO MASSACHUSETTS NEW YORK
Denver 80206 Boston 02127 New York 10021 VERMONT
The Mclintyre Co. Creative Hardware Elmer T. Hebert Manchester Depot
Bux 98 P.0. Box 6033 933 E. 2nd Street 410 E. 62nd St. The Ral-Jerich Corp.
Cherry Creek Station NEBRASKA . Bromley Mt. Rd. Route 11
CONNECTICUT Omaha 68144 OHIO
I.AKE BLUFF Newington 06111 Gibson Architectural Cleveland

Laurence R. Smith Products, Inc. Pekoc Hardware

ILLIN“IS 60044 68 Holmes Rd. 11902 EIm St. 14009 Kinsman Rd.




NEW LITERKATURE

HOW TO GET APARTMENT ZONING
A Guide To Argument Presentation At The Public Hearing

byLeeA.Syracuse

IHFORMATION BULLETIN NO 4
NAME FILE N0 100,08

hp

How to present zoning cases

Unless it gets the zoning it needs, no apart-
ment project will ever be built. A new step-
by-step guide to presenting your case to
zoning boards and to the public has been
written by NAHB’S Director of Land Use,
Lee A. Syracuse.

Syracuse tells how to choose the right
attorney and how to keep proper records,
and he outlines an effective slide presenta-
tion for a hypothetical project. For Infor-
mation Bulletin No. 4, send $3.50 to: Na-
tional Assn. of Home Builders, 1625 L St.,
N.W., Washington, D.C. 20036.

APARTMENT LIVING TODAY. A 16mm color
film is now available on loan to NAHB members as
an aid to presenting the case for apartment liv-
ing to the public (story, left). The 25-min. film,
Apartment Living, A Better Environment Today,
presents some of today’s best projects, with their
conveniences and recreation, as refutations of op-
position based on the barracks-like housing of
yesteryear.

To make the film, NAHB's Lee Syracuse visited
30 projects in 23 states, shooting landmark apart-
ments of the past as well as the best of today’s
new developments. Syracuse has included every
architectural style and type of land plan, from
colonial to contemporary, from urban to resort,
from flat land to hillsides. And he hopes the film
will be an ‘“eye opener to those who feel there
is something wrong with apartment living” by
showing the type of amenities, previously enjoyed
only by the very wealthy, but now possible for
many apartment dwellers. Write to: Lee Syracuse,
Director of Land Use and Development, NAHB,
1625 L St., N.W., Washington, D.C. 20036

CERAMIC TILE. Four-color booklet shows actual
applications of three-dimensional, high-relief,
large-sized architectural tiles on exterior and in-
terior walls and floors. Fifteen patterns and eight
colors are illustrated. American Olean Tile, Lans-
dale, Pa. Circle 302 on Reader Service card

SINK FRAMES. A two-color catalog tells how
to reduce sink installation time and gives detailed
specifications and price listings for a complete
line of frames and accessories. A special reference
section gives specifications for all models of major
sink manufacturers and includes model numbers,
frame sizes and requirements. Vance Industries,
Chicago. Circle 303 on Reader Service card

LIGHTING FIXTURES. For houses which are c«
lonial or traditional in style, a complete line c
fixtures based on colonial designs is shown in
four-color catalog. The traditional style of tt
chandeliers, wall lights, pendants, post lights an
lanterns is emphasized by photographs of interior
exteriors and details of colonial houses and builc
ings. Included: complete information on dimer
sions, types of glass and finishes available. Als
included: two or three pages on contemporar
fixtures and landscape lights. Artolier Lightin
Garfield, N.J. Circle 304 on Reader Service card

PRE-PAINTED GUTTERS. Longer life and le
maintenance are claimed for a line of steel roc
drainage products, first dipped in zinc and the
coated with white polyester enamel. The galvani
ing process makes the gutters resistant to co
rosion inside, the slow-baked outer coat forms
long-lasting bond that will stand up to all typ
of weather. Various styles of gutters, drain pip
and connectors are illustrated. Also shown: a
cessories such as sealant and gutter spikes, Whee
ing Corrugating, Wheeling, W.Va. Circle 305 ¢
Reader Service card

PLASTIC PANELS. Complete specifications fi
manufacturer’s line of flat and corrugated transl
cent fiberglass-plastic in panels and rolls are give
in a technical brochure. Included: information c
condensation control and maintenance, data c
the load-bearing capacities of the various pan
weights, illustrated construction details recon
mended for skylights, sidelights, partitions ar
patio roofs and specifications for glazing pane
special order panels and accessories such as fas
eners, flashing, and sealants. Filon, Hawthorn
Calif. Circle 306 on Reader Service card

New literature continued on p. 1+
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Homes and Apartments move faster
when women approve your bath-
rooms. And women love patented
Showerfold tub and shower
enclosures because they're
beautiful, safe, and real work
savers.

They fold to less than 10 inches,
allowing complete access for easy

guarantee on panels, too.

free literature.

Why do builders choose
S HoweRFoLp® enclosures?

entry, bathing children or cleaning tub. Closed, they keep
water inside where it belongs. The flexible panels wipe clean
with a damp cloth. They will not mold or mildew. Safel
Can't crack, chip, shatter or break. Lifetime replacement

Showerfold gives bathrooms a beautiful, spacious appearance.
Choo_se from decorator panel colors. Trimmed in gold or silver
anodized aluminum with bright or satin finish.

Budget-matched.Acomplete range of sizes and styles provides
product in every price range. 82 models in all. Write for

SHOWERFOLD DIVISION

KINKEAD

INDUSTRIES
® INCORPORATED

5860 N. Pulaski Road, Chicago, Illinois 60646
12601 Western Ave., Garden Grove, Cal. 92641

A. Patrician tub/shower enclosure —
moderately priced value leader.

C. Tiara center-opening double door
tub/shower enclosure with wood
grain accent —for luxurious homes.
3. Empress.tub/shower enclpsu'e— D. Corinthian corner enclosure —
finest quality for deluxe installa-  wall covering, floor and door for
tions. second bathrooms.

A

Circle 127 on Reader Service card HOUSE & HOM



APPLY

Shakertown

f CEDAR
PANELS

FOR THE
MANSARD

AND

CUT NAILING
TIME IN HALF!

i

BARN SHAKE PANELS rough textured ]
cedar shake panels provide all the exotic beauty of the original
barn shakes.

Shakertown 8’ self-aligning panels cut cedar shake or
shingle application costs up to 70%! Nailing time alone
is reduced by over half. With these authentic cedar shakes
or shingles bonded into an efficient, easy to handle 3-ply*
panel, you nail only at stud centers . .. multiple handling

ROUGH SAWN PANELS—An entirely new and unusual panel

designed especially for the Mansard and sidewalls. Made from and nailing of individual shakes is eliminated. At a 14”
premium grade shingles with a cross sawn textured face.

exposure, just 11 Shakertown panels cover the equivalent
area of 250 individually applied shakes. Available in a
variety of textures with even or staggered butt lines,
natural cedar or semi-transparent finishes.

SHINGLE TEXTURE PANELS—Smooth premium grade shingles ]
bonded into an 8 foot panel. The cedar wood grain provides *Where local code permits, Shakertown 3-ply panels RAAARILE

kT . g may be applied directly to studs. NSWEET!S
distinctive, beautifully aging texture. "“’"5-"‘"‘,';,,.
CONSTRUCTION.

[13==

Write for detailed brochure 4 In Canada oR VniTE Fon cOPY

® SHAKERTOWN CORPORATION ﬁ BESTWOOD INDUSTRIES, LTD
ertown DEPT. HH- 4 06 L

4416 LEE ROAD | VANCOUVER 3, B.C.
FIRST NAME IN CEDAR SHAKES CLEVELAND, OHIO 44128



Help her keep
her new
home new...

| Build in
f her cleaning!

With a VACUFLO Built-In Cleaning System she'll be able to
vacuum everywhere in her home including the garage and base-
ment, without lugging anything around except a four pound hose.
She'll like that.

Air is exhausted outside, not recirculated in the home.
VACUFLO will help cut down on dusting; prolong the life of
carpeting and keep her home looking newer, longer.

Costs no more than any other major appliance. The VACUFLO
installers won't be in your way long . . . less than a day.

VACUFLO DIVISION, H-P PRODUCTS, INC., Louisville, Ohio 44641

It sounds worth discussing ... let’s!

Name Title
Firm
Address 8
City State Zip
Telephone Area Code
- VAc u E &@®
The pioneer built-in cleaning system HH-49
142 Circle 129 on Reader Service card

NEW LITERATURE

Starts on p. 140

PLASTIC PIPE. An illustrated booklet gives step-
by-step procedures for the proper installation of
pvc drain waste vent pipe and fittings. Photo-
graphs show workmen cutting pipe, applying ad-
hesive and fitting sections together. Evanite Plastic,
Carrollton, Ohio. Circle 307 on Reader Service
card

LAMINATED PLASTICS. A guidebook, with sam-
ple chips, details colors and patterns in manu-
facturer’s new collection of decorative laminated
plastic surfacing material. Consoweld, Wisconsin
Rapids, Wis. Circle 308 on Reader Service card

WO0OD FIBER SIDING. Full-color photographs
show actual applications of manufacturer’s five
patterns of siding in a leaflet that also lists the
properties of the product, specifies the lengths,
widths and thicknesses available in each pattern
and outlines the manufacturer’s guarantees. Ma-
sonite, Chicago. Circle 309 on Reader Service card

SANITARY LANDFILL MACHINERY. Two book-
lets compare the types of machine best fitted to
do large or small sanitary landfills. Photographs
show loaders and dozers in operation at trench
and area fills, and per-hour operating costs are
included for several machines now being used in
various cities. Available from local Caterpillar
Tractor dealers.

Annual H&H indexes

Copies of House & Home’s editorial in-
dexes for 1965, 1966 and 1967 are still
available. Each is an eight-page, cross-
referenced listing of subjects covered
that year by this magazine. To get
copies (there’s no charge) write to:
Reader Service Dept., House & Home,
330 West 42nd St.,, New York, N.Y.
10036.

CHAIN sAws. Full-color brochure illustrates six
models, gives complete specifications for full line
of ten models, lists all accessories and spells out
manufacturers’ guarantee. Skil, Chicago. Circle
311 on Reader Service card

STEEL PRODUCTS. A small booklet reports the
success of a builder-remodeler who uses steel
products such as sinks, range hoods, bathtubs,
doors and ductwork, as well as structural steel.
Photos show various applications. American Iron
and Steel Institute, New York City. Circle 312 on
Reader Service card

CONCRETE VIBRATORS. Details on the use of
high frequency external vibration systems in the
manufacture of precast and pre-stressed concrete
products. The manufacturer’s engineering service
is outlined, specifications for various plates, ram-
mers and hammers are given. Photos show actual
applications. Wacker, Milwaukee, Wis. Circle 313
on Reader Service card

TRACING TABLES. Several series of portable,
fixed-base and drafting table lightbox units are
illustrated and described in a booklet that gives
complete specifications and discusses features. To-
scale drawings show standard grid patterns avail-
able. Stacor, Newark, N.J. Circle 314 on Reade
Service card

HOUSE & HOME



ASINGS
NNOUNCES
NIVERSAL
VC*

ORNER BEAD

OR PLASTER,
TUCCO AND
XPOSED AGGREGATE

SNIP AND

VINYL-
CHLORIDE

UST PROOF » NO WASTE
DENT PROOF » STABLE
WATERPROOF

Write for Literature & Sample

CASINGS

INCORPORATED

EST MIDDLESEX, PA. 16159

West Coast Address:
' Rny 226 Nn Hollvwnnd Califarnia Q1602

That hammer
i costing you
money!

Let Duo-Fast
Automatic Nailers
show you how to
cut costs

You get your nailing jobs done 5 to 6
times faster when you use Duo-Fast
Staplers and Nailers instead of those
high-cost hammers . . . and time
saved is money earned.

The heavy-duty CN-137 Nailer
drives all nail sizes, 6d common thru
16d sinkers, without changing the
tool in any way. A top favorite with
builders.

The smaller IN-123 Nailer drives
shorter nails . . . 1%" thru 17%".
Speeds production of lighter nailing
jobs of all kinds.

The S-763 Stapler Nailer drives
heavy, galvanized, FHA-approved
staples up to 2" long. Very popular
for nailing sheathing and plywood.

The SR-170 Roofing Nailer drives
galvanized 16 ga. staples with 1"
crowns. Guide positions staples ac-
curately. Meets FHA specifications.

Gun, Hammer & Strike Tackers
speed the installation of building
paper, insulation, ceiling tile, under-
layments.

Cut your costs on framing, sheath-
ing, plywood floor and roofdeck,
soffits, bridging, gable fill-ins, trusses
—all parts of building construction.
Switch to Duo-Fast automatic nailing
and see how much your hammer is
costing you.

Write today for

Builders Brochure FT-26
and free demonstration

DUO-FAST FASTENER CORP., Dept.HH
3702 River Rd., Franklin Park, Ill. 60131

DUO-FAST ...;....

Everything you need for
tacking, stapling and nailing.

el .

CN-137 makes f

g

asf work of toe-nailing

Roofing Nailer speeds shingling jobs s
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Your profits grow with the
Growth Shelter Company

1 1968, National Homes builders sold
n average of 319 homes every week-
nd! The fantastic growth of the Growth
helter Company—to 16,611 units per
ear from 11,809—was the talk of the
ntire housing industry. There must be
2asons for all this action. There are. A
ot of them. All good reasons. Let’s
start with reason
number one.
Money. When
you team up
with the Growth
ShelterCompany
you have access
to all the money
you need for
construction
and permanent
nancing. National Homes Acceptance
.orporation has more on tap to back our
uilders all the way. So money’'s no

problem for you. But what are you going
to use for manpower to expand your
volume and profits . . . because you can
bet your bottom dollar manpower is
going to get nothing but scarcer. That
brings us to reason number two.
National Homes’
crane erection
technique is
your answer.
You can set a
home up in
hours and com-
plete it in five
days. You beat
the manpower
shortage and
turn your money
faster. That
makes more
money for you.
Models for growth? No problem. We
offer as an option the industry’s only
complete selection of crane-erected

homes from
National’s Col-
lection of Distin-
guished Homes.
And that brings
us to reason
number three.
Models. You'll
find over 300 of them in our Collection
pictured here...all the way from
$15,000 to $65,000 . . . just what you
need for today’'s selective buyer who
wants excellence in style, design and
quality. So that makes three good rea-
sons why you should become a National
Homes builder. Want to know more?
We'll be glad to give you the who_le story.

W
HOMES CORPORATION
The Growth Shelter Company

2
HOMES COLLECTION

OF DISTINGUISHED HOMES

Plants: Lafayette, Indiana; Horseheads, New
York; Tyler, Texas; BEST, Effingham, lllinois;
LESCO, Martinsville, Virginia; KNOX, Thomson,
Georgia.

Cut yourself a piece
of the action.

Clip the coupon below
now and mail today.

..................... e e o

Jim Price, Board Chairman
National Homes Corporation
Lafayette, Indiana 47902

[ 1| want my profits to grow. Tell me how | can join
your winning team of builders. My interest is in

1967
11,809 HOMES

[] Immediate or [] Future planning.
| have developed lots.

Name Title

Company Phone

Address




Sweep them off their feet with a colorful
Armstrong floor.

Suddenly, the whole house is brighter, more
inviting, more memorable.

An imaginative idea like this can lead to a closer
look at your model. And close looks produce
closed deals.

It doesn’t cost a red cent more to have this extra
selling leverage of Armstrong color in your homes.
You can get smart, contemporary color for the
price of ordinary, yesterday color. And you can get
it throughout the entire Armstrong line—from
budget-priced Excelon® Tile to luxury sheet

Vinyl Corlon®

As a starter, send for our Builder’s Color Scheme
Kit. Actual fabric, paint, and flooring samples —
coordinated in six dramatic schemes, all selected
by professional decorators. -*

Write Armstrong Builder
Design Service, 304 Sixth
St., Lancaster, Pa. 17604.

(Armstrong \

Shown here is new Aprina™ Vinyl Corl
in Butterscotch Gold. Also colorfully yot
in Almond Green, Spice Olive, Walni
Bonbon White, and Taffy Bei
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Introducing:

It's Ponderosa pine in 8, 10 and
12-inch widths of precison-made
laminated decking.

The extra width means extra econ-
omy. There are fewer parts to handle,
and it takes less labor.

And you get beauty as well as
efficiency.

The new superwides are available
in all the standard surface patterns,
textures and architectural and stand-
ard grades from Weyerhaeuser.

Superwide laminated decking
from Weyerhaeuser’.

Prestaining available. You can
specify both pine and hemlock deck-
ing prestained in a choice of six
Olympic® Stain tones. They're stand-
ard colors, easy to match if you finish
the trim at the site. Custom staining
is also available in any color you
choose.

To learn more about our new wide
decking, laminated beams and other
Weyerhaeuser products, send us the
coupon,

Circle 133 on Reader Service card

To: Weyerhaeuser Company, Box B-5925
Tacoma, Washington 98401

I'm interested. Send me the facts on Weyer-
haeuser superwide laminated decking.

Name
Firm
Address
City
State




