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Villa Angelina Apartments,
Placentia (Los Angeles), California
Builder:

Wm. Lyon Development Co., Inc
an American Standard Company
Newport Beach, California

Architect:
Dorman-Munselle Associates
Beverly Hills, California

Flooring Contractor:
Custom Floor Coverings
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NEWS/POLICY

Model Cities program gets a second chance—with the mayors taking control

Decentralization—a word heard
frequently in the early days
of the Nixon administration—
has again found its way to the
head of Administration policy.

This time, however, it in-
volves the beleaguered Model
Cities program, beset earlier
this year by White House dis-
satisfaction and the likelihood
of fund cuts,

Model Cities has now gotten
President Nixon’s blessing as
a way to make decentraliza-
tion work.

The White House views
Model Cities as the program to
eliminate much of the red tape
surrounding not only federal
housing grants to local govern-
ments, but also money going to
cities for school and health
programs.

The White House endorse-
ment is.a major victory for
Housing Secretary George Rom-
ney and his assistant secre-
tary for Model Cities, Floyd
Hyde. Both fought hard this
year to save the program from
oblivion.

Mayors in control. The
mayors in some 12 to 18 ex-
perimental cities will now con-
trol most, if not all, Model
Cities funds for their areas.

The plan marks a major de-
parture from past policy of both
the Johnson and Nixon admin-
istrations. But Secretary Hyde
has been saying all along that
local governments must have
more say over the use of federal
funds in their jurisdictions.

HUD'’s Hype
A victory . ..

“For too long” Hyde said
at a recent press conference
announcing the new program,
“the federal posture has been
that cities might make mis-
takes. As a result, we've tied
the hands of local government.”

Changes. The program, as
envisioned by Administration
officials, goes further than let-
ting mayors control federal
housing funds. Secretary Rom-
ney, commenting on the
scheme, said that from 12 to
18 of the 150 cities par-
ticipating in the program
would undergo “‘planned varia-
tions.” He cited three major
changes:

e Elimination of all but
statutorily defined federal re-
views concerning the use of
supplemental and categorical
funds in cities.

» Permitting development of
Model Cities plans and pro-
grams for entire cities rather
than just limited model neigh-
borhoods.

» Granting to local chief ex-

HEW's RICHARDSON
. and an opportunity

ecutives the right to review,
comment on, and sign off all
agency categorical programs be-
fore use in their cities.

Revenue sharing. The pro-
gram has significance for a pet
project of the Nixon adminis-
tration—revenue sharing. Presi-
dent Nixon will probably make
a major legislative drive begin-
ing next year to effect a revenue
sharing plan with state and
local governments.

Secretary Romney noted, in
fact, that “elimination of fed-
eral reviews will go a long way
toward testing the feasibility of
block grants and revenue shar-
ing.

““Further, this variation will
demonstrate the impact of a
simplified federal delivery sys-
tem on city ability to define and
carry out innovative programs.’’

The idea has already won the
support of the National League
of Cities and the Conference of
Mayors, two groups that have
complained long and bitterly
about “empty promises on

Model Cities and other Urban
Renewal programs.”

New powers. Now, however,
the program would give the
mayors much of the power over
federal funds that has been lack-
ing in these programs. And the
presence of Secretary Elliot
Richardson of the Health, Ed-
ucation and Welfare Depart-
ment at the press conference
announcing the plan adds con-
siderable weight to the scheme.
Secretary Richardson said, in
fact, that the whole idea “is to
give mayors as much muscle
as we can legally.”

This muscle is found in the
mayors’ new power to veto fed-
erally assisted programs in their
areas. And that includes health
and education programs, which
are usually dictated by the
states.

Of course the Administration
does not expect the program to
be free of all problems, includ-
ing the possible misapplication
of federal funds. There will re-
main, however, several federal
checks on the cities.

But, as Secretary Romney
pointed out, mayors today have
virtually no say or control over
spending of federal funds in
their areas. A survey showed,
for instance, that the mayor of
Oakland, Calif., controls 15 per
cent of all federal monies that
move into his city. This is the
apparent inequity that the Ad-
ministration hopes to correct.

ANDREW R. MANDALA
Washington

Renewing urban renewal—and renewing the Republican cause in the cities

One of the more elusive goals of
the Nixon administration has
been the realignment of the
urban renewal program to serve
more closely the political am-
bitions of the Republican party.

Created during the Johnson
tenure, urban renewal programs
have become involved in the
politics of the big—and Demo-
cratic—northern cities. One re-
sult is that fully $450 million of
the $1 billion budgeted for the
year ended June 30 went to pay
for amendatories—the cost in-
creases on existing projects.
With another $425 million ear-
marked for neighborhood de-
velopment programs, building
code enforcement and home
rehabilitation, only $125 mil-
lion was available to the in-
cumbent Republicans to finance

newcomers to the program.
The applications backlog alone
amounts to almost $3 billion.

The Republicans would now
like to favor at least some
cities of their own choosing,
This will require more “free’
money.

Strategy. As a first step, the
Administration’s new housing
bill, now on Capitol Hill, asks
$350 million more than the $1
billion voted annually in recent
years. And Housing Secretary
George Romney intends to raise
another $50 million by impos-
ing controls on program mo-
mentum generated by the pre-
vious Administration’s deci-
sions.

Romney has set up priorities
regulating additional funding for
existing programs. Top priority

would go to those cities that can
show that their cost overruns
result from changes in federal
law, such as additional reloca-
tion housing for persons dis-
placed by federal projects.

Second in line would be those
cities that can prove that amen-
datory funding would enable
them to complete projects with-
in twelve months.

Those cities that can’t close
out projects within twelve
months would go to the bottom
of the list.

Goals. The Romney team
hopes its priorities will pare
$50 million from amendatory
spending, increasing ‘‘free”
money to $175 million plus
whatever additional funds
Congress will grant. This should
enhance the Administration’s

political leverage while at the
same time providing sufficient
monies for existing programs.
The ®UD policy, one insider
says, will “reflect a funding
approach designed to keep our
urban renewal cities busy, keep
current projects going, but still
allow room for newcomers.”

Outcome. Whether the Rom-
ney proposals—the balance of
which will be revealed later this
fall—will have the desired effect
in shaking loose additional
“free”” funds remains to be
seen. However, the plan should
serve to jolt some cities into
acting on programs bogged in
their bureaucracies.

If it accomplishes nothing
else, the Romney solution
would then have to be consid-
ered a formidable achievement.
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| Write for our brochure on standard home
skylights, names of manufacturers, and
your FREE "Let the sun shine in" button.
I

Name.

Firm

| Address

l City. State Zip

PHILADELPHIA, PA. 18105
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PLEXIGLAS’
LETS THE
SUN SHINE IN

Use sunlight to customize your homes
and set them apart from the crowd. You
get faster-selling, more profitable homes,
Your customers get outdoors living
year-round, plus brighter larger-looking
rooms.

Transparent gray and bronze Plexiglas
permits clear vision of the outdoors while
controlling solar heat and light. These
colors and the variety of low profile
shapes that are possible with Plexiglas,
make it easy to blend the skylights into
the roof attractively and economically.

Plexiglas skylights are designed not to
leak and come to the builder
preassembled and ready for fast
installation in standard sizes up to
8 feet square.

So it's easy to build sunlight into the
home when you use Plexiglas acrylic
plastic. And with Plexiglas, there's
25 years of outdoor use to prove that it
will not change color or become brittle.

T
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New ideas.

They keep the building industry churning with excite-
ment. And right in the thick of it. youll find redwood.
Redwood. the old reliable. making its own unique
contribution to the age of innovation.

As in the modular beauty above.

Here. creative design and redwood are combined to
set a total environment. Redwood. with its soft, natural
beauty. lends architectural unity throughout. While the
rich texture and color creates its own warm, informal
mood — an environment people like living in. (And
where people like living, you find sales easier.)

Outside. the long lengths of redwood fascia provide
smooth. unbroken lines. Straight grained and knot-
free, it stains uniformly. Same for the redwood rails,

trim and decking. And the big, light sheets of exterior
clear-grade redwood plywood siding. (Available in 3
lengths, 5 groove widths.)

Inside, the unity is completed. Clear grade redwood
lumber. with its contrasting tones, adds interest and
style. Becomes part of a total look. (And is available
in a variety of textures and patterns.)

Overall. redwood is easy to work, yet stands up to the
meanest weather,

The result? Evervone gets his money’s worth. The
buyer. in redwood’s low maintenance, beauty and
durability. The builder, in redwood’s easy application.
versatility and sales power.

Redwood.

The stuff reputations are made of.




Residence of Fred Lang. Landscape Architect, South Laguna, California. Architect: Lamont Langworthy, AlA,

CALIFORNIA

REDWOOD
ASSOCIATION Write Dept. CE for free literature: Redwood Ideas—exterior/interior solutions.

617 Montgomery Street, San Francisco, California 94111 + MEMBER MILLS: Willits Redwood Products Company * Georgia-Pacific Corporation
Boise Cascade Corporation * Arcata Redwood Company * Simpson Timber Company * Miller Redwood Company + The Pacific Lumber Company



NEWS/MARKETING

When is a private lake really private? Boise Cascade finds out the hard way

A 320-acre lake, a major fea-
ture of one of Boise Cascade
Corporation’s new recreational
developments in northern Cali-
fornia, was little more than a
water hazard for the company
after the 1970 legislative ses-
sion.

At issue were fishing rights
gt Lake Wildwood, a 3,350-
acre, second-home, recreation
community in Nevada County,
162 miles northeast of San Fran-
cisco.

The company has been devel-
oping the project for two years;
creating a lake by damming a
small stream; building an 18-
hole pca standard golf course,
club house, and pro shop; and
constructing roads and a coun-
try club.

With sales scheduled to start
on Labor Day weekend, the
company became alarmed when
a local district attorney, who
has been critical of Lake Wild-
wood and similar developments
in the Sierra foothills, cited a
1917 state law requiring any-
one who dams a stream for a
lake to guarantee public access.
To dam a public stream is to
create a public lake.

Application of the law was
important for Boise Cascade.
It meant that the big selling
point for Lake Wildwood—pri-
vate use of all facilities—would
go down the drain.

Statewide furor. The answer
seemed to lie in legislation, and
Assemblyman Eugene Chappie
(R., El Dorado County), in
whose district the dam lies,
agreed to draft a last-minute
amendment to a non-controver-
sial bill to protect oyster beds.
According to Sam Donaldson,
assistant to the general manager
of Boise Cascade for recreation
communities, the amendment
was sought by the company and
was intended as a stop-gap
measure to protect Lake Wild-
wood.

But the amendment, when it
turned up in the bill, was broad
enough to raise questions about
its effect on fishing rights
throughout California. Sports-
men were urged to start a
statewide campaign in protest,
and the controversy heated to
the point that Boise Cascade;
Assemblyman Chappie; and
the author of the oyster-bed bill,
Senator Robert Lagomarsino (R.,
Ventura County), a champion of

ST

o .
Lake Wildwood was to be the private preserve of a recreation development built by

Boise Cascade—until Gov. Reagan vetoed a bill to keep the lake private.

conservation, all urged Gov.
Ronald Reagan to veto the pack-
age.

The veto. This the Governor
did, in September, with the
following message:

“] am returning, without sig-
nature, Senate bill 945, relating
to fish and game.

“The bill was amended on
August 20, the day before the
regular session ended, to also
exempt a nonprofit corporation
that owns a dam from the
requirement that the owner of
the dam provide public access
to the waters impounded by the
dam during the fishing season.

““The author has recom-
mended that the bill be vetoed.
I concur.”

Assemblyman Chappie de-
fended the hasty action in offer-
ing the amendment in the final
hours of the legislative session
as “an accepted practice in
Sacramento.”

Chappie said his aim, rather
than to benefit Boise Cascade
specifically, was to protect land-

owners—including those who
buy from developers—who con-
struct small reservoirs on their
property and do not want to
open their land to the public.
But he favored “‘putting the bill
to sleep” if the amendment
would keep fishermen out of
areas to which they had en-
joyed access.

Boise’s side. Boise Cascade’s
Donaldson said that the com-
pany was cognizant of the Cali-
fornia law requiring that any
water impounded by a dam must
be open to public fishing, but
that it had never been applied in
cases where the dam was for the
benefit of a non-profit corpora-
tion. Like similar develop-
ments, Lake Wildwood will be
operated by a property owners’
association once it is sold.

““We sought a value judgment
from the fish and game people
as to whether the 1917 legisla-
tion would apply to this lake,”
Donaldson reported. “For two
years they assured us that it was
not their intent, or the intent of

the law, to apply the guarantees
to fishing rights on a private lake
such as this.”

He said most of the land for
Lake Wildwood was purchased
from several private land own-
ers, and previously had been
closed to public fishing. The
only access to the stream, with-
out threat of trespassing ac-
tion from land owners, was
from a bridge crossing a county
road.

“We deeded to Nevada Coun-
ty a 100-acre park in the vicinty
of the project on the stream for
public fishing. If there were any
charges we were taking some-
thing from the public, it was
never the case, because it was
private land in original owner-
ship. We gave it back to the
county in spades,” Donaldson
declared.

Appeal for help. Donaldson
said that a subcontractor em-
ployed on the project by Boise
Cascade suggested that the com-
pany go to an assemblyman for
remedial legislation.

Reports from Sacramento in-
dicate that the subcontractor
put Boise Cascade in touch with
Assemblyman Frank Murphy
(R., Santa Cruz County), whoin
turn introduced the company’s
representatives to Assembly-
man Chappie.

The company will seek a full-
er look at the 1917 law at the
next legislative session, Don-
aldson reported.

A warning. Boise Cascade has
29 recreational communities
across the nation, and some in
California besides Lake Wild-
wood have streams that have
been dammed to create the lakes
that attract buyers.

But Harold Berliner, the Ne-
vada County district attorney
who has urged enforcement of
the 1917 law, says any action
to restrict fishing rights will be
“‘unfortunate.”

He notes that many people
move to foothill and mountain
areas to enjoy fishing, and that it
is important that subdividers
live up to all access rights. His
final warning:

“If important changes are to
be placed in the law, all interest-
ed parties have a right to be
heard in open hearings.”

—JexnnEess KEENE and

Tom ARDEN

McGraw-Hill World News,
San Francisco and Sacramento
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I'he Roxboro as built by Peramore Builders, Inc., Mundelein, Illinois Copyright © Boise Cascade Corporation 1970

How the Kingsberry Man
helped a Chicago builder double his
production in two years.

[t all began when builder Morton Weiner, president of Peramore Builders, Inc.,
watched a Kingsberry Home being erected. He saw precise fit. Top quality
engineering. The perfect house package for his own operation. “I had been building
conventionally for one year,” says Morton, “and looking around for a good solid
manufactured home package. But I hadn’t found one that offered all the advantages
I wanted. Not until Kingsberry.”

Once he had seen a Kingsberry under construction, Morton made a call to the
Kingsberry Man and learned more about Kingsberry's benefits: how the Kingsberry
Man assists the builder—helps select

land. co-ops two-thirds on advertising, 1 11
prices out the houses. And helps | NS AP & |
maintain a profitable, smooth- : KINGSBERRY HOMES I
R e : ' BOISE CASCADE CORPORATION |
It has been two years since Morton I 61 Perimeter Park East. Atlanta, Georgia 30341 :
T or fire % 6 5 ¢ e A% bt B 414
Weiner first talked to the Kingsberry | Hidy A, Brown, Director-Marieting/Kingsberry, Homas/Dapt. H-lil 4
Man. That first vear he built 25 | &1 Perimeter Park East/Atlanta, Georgia 30341/(404) 458-3241 |
I\'iﬂ(".‘ﬁ'l)(‘]‘r\' }'l()lﬂ(_f':i.'. ll] I\ vear h(_ I Please send mare information on the Kingsberry program and ﬁave the :
o . 7 ’ e = l Kingsberry Man callon me. | presently have — __lots ready to build on
e.\'pe('ts to build more than 50. “Now I 1havebuit ___homes and/or _____ spattments |
3 e during the past twelve months
I'm completely sold on Kingsberry — : el b :
top quality materials, a wide variety B |
b A i 4 Name = - i ey = -
of good designs to offer my customers, : l
plus the help of the Kingsberry Man.” | L 5 A
Look into the Kingsberry plan for : i
yourself. Just mail the coupon. g A I ) % Bt e I
| |
} City e i ul SR TN Lo LT e }
I Kingsberry sefvas leading bultars in. 35 Midwostern. Mid:Atlantic, Southeastern and New England slales I
L e S S el NS il
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Competition has hit the sec-
ondary martgage market—and
from early indications it can-
not help but intensify.

The entry of the Federal Home
Loan Mortgage Corporation into
the market has already had an
impact on the Federal National
Mortgage Association.

Fanny May, until this year,
has had a virtual lock in the
secondary market for FHA and
va loans. Congress, in enacting
the Emergency Home Finance
Act of 1970, provided authority
for the Federal Home Loan Bank
Board to set up its own second-
ary market through rFHLMC.

And the HiBe has created
an uproar in the market. It
bumped up prices in the FNMA
auction. It pushed offerings to
Fanny May to much lower
levels than had been the case.
And it created a short-run
bonanza for mortgage bankers
and savings and loan associa-
tions because of the high 97
price it paid for the loans.

The friendly foes. President
Qakley Hunter of Fanny May
insists that “competition is
healthy,” and Chairman Preston
Martin of the Bank Board agrees.
Both contend they are working
together to iron out details of
the introduction of a secondary
market for conventional loans.

But the FHIMC's latest move
into the FHA and va market, to
purchase another $200 million

NEWS/FINANCE

| Colean, an

Mortgage bankers honor Miles Colean

The full board of governors of
the Mortgage Bankers Assn.
turned out to honor Miles
authoritative
commentator on the mort-
gage market for well over a
quarter century.

The occasion was a black-
dinner in
Mavyflower

tie testimonial
Washington's

Housing Secretary George Rom-
ney was soon to lower the FHA
rate, most MoOrtgage men were
astounded by the FHLMC's policy
to maintain its pricing.
Puzzlement. Fanny May has
historically adjusted its prices
when the FHA rate was changed.
(Mortgage prices rise if the
FHA rate is raised; they fall if
the rate is reduced.] For the
FHLMC to reject this concept is

HOMEBUILDERS” MORTGAGE MARKET QUOTATIONS

|
Hotel on Sept. 27. It marked

Colean’s 25th anniversary as
an MBA consultant.

The photo above shows
Colean at right, being greeted
at a subsequent reception by ‘
Arthur Burns, chairman of
the Federal Reserve Board. ‘
President Robert H. Pease
of the mBa looks on.

puzzling to mortgage experts.

But Bomar says: “We want
our members (savings and loans)
to be able to quote a price to
builders and to have them stick
to that price. It won’t change
three weeks before closing.”

Bomar says, too, that if the
FHA rate is lower at the time the
FHLMC must pick up its commit-
ments at 97, “the chances are
more than good that our borrow-

There’s a secondary mortgage market—and it is elbowing Fanny May

ing costs will also be lower.
So we won't lose any money.”’

Servicing dispute. For savings
and loans the operation appears
to be quite reasonable—with
one major drawback: many
sals aren’t experienced in the
FHA and va market—particular-
ly in servicing the loans.

The rHLMC has insisted that
savings and loans that sell
loans to the Bank Board’s sec-
ondary market system must
service the loans themselves.

This has raised the ire of the
Mortgage Bankers Association.
While Bomar explains that the
policy is “intended to get sav-
ings and loan associations more
deeply involved in the FHA and
vA markets,” executive vice
president Oliver H. Jones of
MBA argues that this is simply
adiscriminatory restriction.

Jones has complained to Bank
Board officials that “many sav-
ings and loans will be required
to set up theirown costly servic-
ing departments that duplicate
facilities available more eco-
nomically elsewhere. Thus, this
new business will go to the few
large sars that already have
capabilities in originating and
servicing FHA and va loans,
whether or not outside funds
are needed in the areas.” —A .M.
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vic operation. [ Honolulu 45 Steady | | 9- b % | 1023
Se;{il‘-;:f ricb::;n [rrlx announcin | coﬁr?f%ii’%im Wouston__ |~ 3 '3'5—-————““""'; B .2 9+2%-3 9:;;’“'”“"
gherp = O Average | LosAngeles | 2%-3 | Downdk | a | b — W8 W5 [ dR-aneieas
the program to buy $200 million QS48 (TWiami | A5 Sy 3 | 88%+3%  B-8%+3% BY%-9+4 T [B%+1T
in FHA and va loans from asso- Ndvees | T?'?f_'_'l.‘s_“_ Faul _2‘?_; __:%.- 5| g % a _ (o241
* R g, ’ 96 74-97 89 Newar! | 15-3% n 3 | +1t b 9% -10+1-2
ciations at a price of 97, the Newvok | 7 R 5| 7 7
: ; e o Y b | 7%v TH a 9% -10+1%-2
Bank Board failed to mention |  jgmonty |ORa.Ciy | 2-3 | Downdd | 3% |a 8%+l BNIl% | 9-9%41-2
that, while no fee would be | commitment | Philadelphia | 2-3 Stnay | 35 814 -9 8%-9 a 94-2-3
"h s B e ’\;;'gaie San Francisco 2%-3 Downl | 3% | 8%+ BV +-1-1% B +I-1% | 8+1%-2
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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 pres.,
Bank of Hawaii; Houston, Everett Maltson, sr. vice pres., Lomas &
Nettleton West; Los Angeles, Robert E. Morgan, senior vice pres.,
Colwell Co.; Miami, Lon Worth Crow Jr., pres., Lon Worth Crow
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 Bank;
Oklahoma City, B. B. Bass, pres., American Mortgage & Invest-
men Co.; Philadelphia, Nicholas J. 5. Stevens, vice pres., First
Pennsylvania Banking & Trust Co.; St. Louis, Charles A. Keller,
vice pres., Mercantile Mortgage Co.; San Francisco, John Jensen,
senior vice pres., Bankers Mortgage Co. of California; Settle,
Kirby D. Walker, vice pres,, Continental, Inc.; Washington, Don
DeFranceaux, pres., the Berens Cos.

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

| 1 7 1/ 5 ap
12-month and a 1% per cent fee covers loans for delivery in three to twelve months,

for 18-month commitments.

The fees are heavy, but
Thomas R. Bomar, executive ‘
i vice president of the FHLMC,
explains that the above-market
price of 97 is firm—even if the
FHA contract rate changes.

With rumors abounding that

| cent fee would be required for

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

» Quotations refer to houses of average local quality

* 3% down on first $15,000; 109 of next $5,000; 20% of balance.

Footnotes: a—no activity. b—limited activity. c—Net yield to
investor of 8% 9% mortgage plus extra fees. w—for comparable
VA loans also.

Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc.;
Boston, Robert Morgan, chairman, Boston 5¢ Savings Bank; Chicago,
Robert H. Pease, senior vice pres., Draper & Kramer Inc.; Cleveland,
Richard J. Quint, vice pres., Jay F, Zook, Inc.; Dallas, M. J. Greene,
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Dramatize your homes

Why offer
floor monotony?

with distinctive Bruce Ranch Plank Floors.

Wall-to-wall monotony can make a house look as
cold and impersonal as a business office. Give your
homes the warm, comfortable charm of permanent-
type Bruce Ranch Plank Floors. Their rich coloring,
random-width oak planks and dark pegs bring beauty
and individuality to any setting.

And the remarkable Bruce Prefinish will keep buyers
happy vear after year. It's baked into the wood at the

CIRCLE 71 ON READER SERVICE CARD

factory to resist stains and scratches. Prefinishing cuts
your installation time and labor costs, too.

Put the warmth and personality of nationally adver-
tised Bruce Ranch Plank Floors in your homes. See
our catalog in Sweets’ or write for more information
on all styles of Bruce Hardwood Floors.

»
c E. L. BRUCE CO., Division of Cook Industries, Inc
1916 Thomas St., Memphis, Tennessee—38101
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The big land squeeze has made high-
density housing the thing for the "70s.
But even though the sites are tight,
people want their units to have a
spacious feeling.

So where can you, the builder, start?
With glass. Glass opens things up and
brings in the outdoor world. Everything
becomes wide open and spacious.
Sliding glass doors open on private
enclosed courts. A glass wall frames
a landscape in the living room. And
today’s new glass insulates to make
your residents comfortable in any kind
of weather. Besides, fuel bills are
reduced. Maintenance is reduced. But

Building for
19705 lifestyle
with PPG glass:

Open spaces
in small places.
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economy is up. And there’s more.

Just take a look at the great ideas
on these pages, all from Coronado
Cays, San Diego, California. And notic
how glass makes them work.

A. At Coronado Cays, many of the
homesites front on a manmade chann
in San Diego Bay, with a spectacular
view of downtown San Diego.

B. Only glass can make that expen-
sive surrounding property an integral
part of the home—bringing the environ
ment indoors where it adds extra valu
to the structure. Here, an impressive
townhouse entryway features a
U-shaped courtyard with glass extend
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Coronado Cays is a development of Cedric Sanders Corporation & Signal Properties, Inc,

ing two stories high. In high-traffic lighting effects while adding comfort, PPG's full-color brochure on high-
areas like this, use Herculite® K tem- E. This spacious master bedroom density planning and building—""PPG
pered safety glass for maximum safety. becomes dramatically more spacious Lifestyle/"70s.” See how glass can give
C. The spacious bath will be a with the use of a walk-in wardrobe your developments the wide-open
pleasant surprise to just about any of with mirrored sliding doors. And the spaces. Write: “PPG Lifestyle/70s,”
your prospects. Wall-to-wall mirrors mirrored wall behind the bed, covered PPG Industries, Inc., Dept. HH-110, One
make everything seem even bigger. with latticework, adds more depth and Gateway Center, Pittsburgh, Pa. 15222.
And if they're High-Fidelity® mirrors dimension to the room. PPG High- : 3 : .
made of PPG glass, the beauty of it all  Fidefity mirrors can double your appar- CP;II’G - Chem:cals, Minerals, Fiber
: : ass, Paints and Glass. So far.
will be beautifully reflected. ent square footage at reasonable cost.
D. This impressive entryway, with its F. The garden-type kitchen has a
dramatic clerestory windows, makes a  pass-through serving bar to the patio. | g
spectacular high-ceilinged foyer even The imaginative use of glass here i . '
more spectacular. And if it's a sunny makes the great outdoors and the m
elevation, consider windows with PPG  kitchen one big happy unit.

tinted glass—to create some unusual If you'd like more ideas, send for INDUSTRIES

PPG Industries, “PPG Lifestyle/"70s"
| One Gateway Center
Pittsburgh, Pa. 16222

Gentlemen; Please send me a free copy of PPG's Lifestyle/
'70s at the following address.
L e S e AT e

7L e e e e S B S S

. City. __State — LB,
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NEWS/FINANCE

Case against FNMA—Needless competition for private mortgage market?

Clarence Ostema, a New York
City mortgage broker, was one
of the first market makers in
the stock of the Federal Na-
tional Mortgage Assn. He re-
cently wrote for The New York
Times a reply to a Times article
on FNMA by House & HoOME's
Washington correspondent, An-
drew R. Mandala. An abridge-
ment of this reply follows. Both
FnMA and Mr. Mandala will
have an opportunity to answer
in turn.

It is about time to blow the
whistle on the Federal National
Mortgage Association:

® While the government con-
trolled Fanny May, the debt-to-
equity ratio was 10 to 1, then
increased to 15 to 1. Now that
Fanny May is owned by the com-
mon stockholders, the ratio has
increased to 25 to 1. Either the
early management of Fanny
May was ultraconservative or
the present management has
stockholders way out on a limb.

e Fanny May has, since 1963,
consistently paid 1 to 3 points
above the private market for
mortgages, thereby distorting
the market so that potential
buyers have sought other in-
vestments.

® Today we have anexcellent
program whereby mortgage orig-
inators can offer their bonds
with a Government National
Mortgage Association guaran-
tee. But it has been difficult for
this program to get off the
ground because Fanny May has,
by pumping tremendous funds
into the mortgage market, made
mortgage yields unattractive in
relation to corporate bonds.

The need. I question whether
we really need Fanny May as a
mortgage bank competing with
private investors. Fanny May
has purchased billions of dollars
worth of mortgages on high-
priced homes from affluent
home owners. Should this be
the function of a government
agency during the most prosper-
ous period in the nation’s his-
tory? The direct subsidy pro-
grams, such as FHA 235 and 236,
which subsidize eligible bor-
rowers down to 1 per cent,
would seem to be sufficient.

Regarding the debt-to-equity
ratio, it seems that Fanny May
ignores the old-fashioned pru-
dent-man rules by borrowing
$25 for every $1 of equity. And

the capital notes are included as
equity, adding to the risk. These
capital notes are a debt instru-
ment (at least the buyers of these
notes hope that this is true) with
a fixed interest rate and matu-
rity date, and they carry no con-
version privilege. They are sub-
ordinated to the regular Fanny
May debentures and the bank
line of credit, but come ahead
of the common stock. A conser-
vative buyer would, therefore,
consider the capital notes as
debt and cross his fingers and
pray that interest rates con-
tinued to come down. In my
opinion, Fanny May would have
soon been the next Penn Cen-
tral had interest rates not turned
around recently.

Disintermediation. Another
point not provable but generally
conceded in the industry—is
that the tremendous volume of
Fanny May borrowing, and the
borrowing of the Federal Home
Loan Bank, surely have been an
important factor contributing to
disintermediation. Fanny May,
in borrowing at rates more than
50 per cent higher than savings
and loan institutions or savings
banks were permitted to pay for
deposits, must have pulled away
millions of dollars. No wonder
the savings institutions had
little money to invest in the
mortgage market.

The facts are that Fanny May
today has a portfolio of FHA-vA
mortgages that is larger than the
combined rHA-vA and conven-
tional mortgage portfolios of the
ten largest mutual savings
banks in the United States,

Should Fanny May be required
to purchase all of the mort-
gages that it has under commit-
ment today, the portfolio would
be larger than the mortgage port-
folio of the 15 largest mutual
savings banks. How big does
Fanny May want to be?

Effect on starts. Some say
housing starts would have gone
to zero without Fanny May.
This might have been good, for
it would have forced the Ad-
ministration to have increased
taxes, or in other ways to have
gotten inflation under control at
an earlier date.

Why does Fanny May now
have the Government National
Mortgage Association guarantee
these bond offerings? Is it to get
around the 25-to-1 debt-to-
equity ratio? Until this time

H&H STAFF

BROKER OSTEMA
Divorces Fanny for Ginny May

Fanny May debentures enjoyed
a good rating and commanded a
good price.

One thing the directors of
Penn Central should have
learned, and I hope the direc-
tors of Fanny May realize, is that
leverage can work two ways:
for or against you. Ginny May-
guaranteed bonds are still an
obligation of the Fanny May
stockholders, just as is any debt.
Even if it does not come under
the 25-to-1 debt-to-equity ratio,
it must be paid before stock-
holders realize one cent.

Stock trading. It really sur-
prised me that the New York
Stock Exchange approved Fnma
for listing. The Big Board had to
bend its rule that no open-end
stock could be listed.

I am almost certain that
Fanny May is the only stock
traded where not one of the di-
rectors (including the chairman
of the board of directors) owns
as much as one share. There was
a ruling that no officer could
own stock in the company.

In spite of this, the stock
acted like a yo-yo in the over-
the-counter market last year.
Surprisingly, the stock exchange
allows Fanny May to continu-
ally offer new stock to mortgage
sellers at a fictitious book-value
price. Should the price not be
the average closing price on the
exchange for the period between
each auction? This would be to
the present stockholders’ advan-
tage inasmuch as the stock is
selling above the subscription
price.

The mortgage market. The
pay-off is the current battle be-
tween Fanny May and the Fed-
eral Home Loan Bank Board to
try to monopolize totally the
mortgage market. Fanny May
wants to purchase conventional
residential mortgages that have

heretofore been the domain of
the Federal Home Loan Bank
and the savings and loan indus-
try. Apparently in retaliation,
the Federal Home Loan Bank
now has purchased rHa and va
mortgages that heretofore were
the domain of the mortgage
banker and the savings banks.
The bank plans to offer these as
Ginny May bond-type securi-
ties. This nonsense should be
stopped immediately.

It doesn’t seem proper to
have a government agency in
which speculators may pur-
chase the stock and make wind-
fall profits when another Gov-
ernment agency manipulates in-
terest rates downward. Since the
stock is exempt from the skc,
it may be purchased or sold
short on a 25 per cent margin.
This affords speculators chances
to make killings in the market
because of the extremely
heavily margined position of
Fanny May's portfolio.

It is my opinion that Fanny
May’s portfolio should be liqui-
dated in an orderly fashion down
to a point where the leverage
is again at a reasonable level.

Ginny May. At last the mort-
gage market has a very good pro-
gram—namely, the Govern-
ment National Mortgage Asso-
ciation guaranteed pass-through
security program. A mortgage
originator can put togierther a
$2-billion package of rFHA-vA
mortgages and issue his security
with the Ginny May guarantee.

This is what the mortgage
market has needed—to elim-
inate the real estate nature of
mortgage transactions and al-
low companies to issue a se-
curity as a bond that can be
freely traded in the market. The
beauty of the program is that it
provides a method to tap the
long-term market rather than
the one-to-three-year area,
where the two giant government
agencies have been in the last
few years, operating to the det-
riment of savings institutions.
The Fanny May pass-through
program will not work as long
as the two agencies compete to
see how high they can make
FHA-VA mortgages sell.

Now that we have the inter-
est-subsidy programs and the
Ginny May guaranteed pass-
through programs, it would
seem that Fanny May has out-
lived its usefulness.
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LOCK-DECK” DECKING HELPED CREATE THIS
INSPIRED UAW FAMILY EDUCATION CENTER
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Potlatch invented Lock-Deck laminated decking, and the UAW's spectacular

Walter and May Reuther Family Education Center at Black Lake, Michigan,

takes full advantage of this unique building material. The beauty and the

ecology of the setting are preserved and complemented by the natural charm

of inland red cedar Lock-Deck walls and ceilings. The architectural drama of

soaring wall surfaces and wide-span structures relies on the integrity and

strength of exclusive long-length laminated decking. Nearly three-quarters =

of a million board feet of Potlatch cedar Lock-Deck helped create this unique WOOD PRODUCTS GROUP
achievement. We can do the same for you. Write for information. P. 0. Box 3591 San Francisco. Calif. 94119

Lock-Deck is available in 4 thicknesses and 2 face widths. Electro-Lam® beams in all sections up to 162 sq. in., lengths to 60 ft.
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NEWS/MARKETING

California’s $30-billion S&L industry is told: adapt to social change—or die

PHOTOS. BILL AARON

It wasn’t business as usual at
the annual convention (80th)
of the California Savings &
Loan League, held, this time,
not in the pleasure-dome cities
of Coronado or Palm Springs
but in Los Angeles.

Talk centered on challenges
of the changing times. The
saLrs, the 800 or so on-hand
executives were warned, must
turn to new patterns of opera-
tions and socially oriented busi-
ness practices that improve the
image of the 8$30-billion indus-
try. Or they’ll be left behind.

The convention issues even
took on today’s terminology:

o Law and order—A new
league program will crack down
on crimes against associations
(last year: 50 holdups). It offers
up to $1,000 in reward for in-
formation leading to arrests and
convictions.

* Low-cost housing—A num-
ber of saLs are forming jointly-
owned service corporations to
get some projects under way.
Mostly, the housing will be gov-
ernment insured, including
rentals and leasing. The idea is
to help smaller associations par-
ticipate. The loan target: $500
million over two years.

» Consumer protection—The
state savings and loan depart-
ment will increase emphasis on
customer service.

Environment. Ecology was
another buzz-word used by con-
vention speakers.

The state savings and loan
commissioner, Michael Mac-
Ban, reminded executives that
—as leaders and developers—
they have a voice in the pattern
of community development.
Still, he noted, some real estate
developments endanger lives
and property because they are
built on flood plains or along
unstable slopes. And, he added,
a report by the Department of
Health, Education and Welfare
now questions the ability of
most water systems to deliver
adequate safe water in the fu-
ture. “How many of us have
considered the future availa-
bility of safe water when eval-
uating a proposed development
project?”

Added MacBan: ““Association
officers often overlook implica-
tions of a project for our environ-
ment, vanishing open spaces,
limited waste facilities. And
some of the construction of to-

I S Y
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California’s S&L leaders hear a warning from state's saL commissioner Michael
MacBan; they must pay more artention to environment. The inset show’s the Cali-
fornia saL League’s incoming president, John |. Goodwin Jr. of Gibraltar Savings

day shows little regard for es-
thetic values. I don’t mean we
should forsake the profit motive
for other social benefits, but I do
contend that our quality of life
can be enhanced, at minimum
cost, with a little insight and
foresight.”

Battle for survival. “An as-
sociation will have to hold out
a favorable image to the public
if it is to survive and grow,”
MacBan cautions.

Survival, in fact, has already
become one name of the game.
Bigger associations continue to
snap up the smaller through
merger and acquisition, There
are 221 California associations
today. This compares with 281
early in 1965 (the high mark)
and 239 at the beginning of 1970.
Two dozen more mergers are
pending.

Down to 100 S&Ls? For the
big boys, the purchase is often a
cheap way of getting new

branches in outlying areas,
where much of the savings
money is.

Says Executive Vice President
Franklin Hardinge Jr. of the
league: 1 wouldn’t be surprised
if within two years we are down
to 150 associations in Cali-
fornia. And, eventually, I ex-
pect that number to be reduced
to 100.”

18 H&H NOVEMBER 1970

Regulator’s view. Preston
Martin, chairman of the Federal
Home Loan Bank Board, says
the regulatory agency supports
the merger trend, within limits.
It’s all part of the plan to try to
encourage the industry to in-
novate—with new services and
new packages—in financial as
well as other areas.

Savings recovery. Not only
does the industry have better
management these days; it
seems to be in the midst of a
significant recovery of funds.
Ray Jallow, senior vice president
and chief economist of the
United California Bank in Los
Angeles, came up with a rosy
prediction that by year-end Cali-
fornia s&L savings accounts will
reach an all-time peak of $25
billion. This vear’s increase of
$1.25 billion compares with a
$400-million decrease last year.

Loan demand, however, is
still depressed as far as new-
home sales go. People on the
buying strike are waiting for
prices to fall.

But prices, Jallow said, will
keep on going up at 6 to 8 per
cent a year. “The average cost of
a mew house in southern Cali-
fornia has risen from $24,000
in 1965 to $32,000 today—
$8,000, or 33 per cent.”

Under these conditions, the

S&LS expect no great increase in
the amount of lending.

And if net savings don’t move
up, Hardinge said, the saLs
ability to generate home loans
will depend on selling loans out
of portfolio. “As associations
gear to using the secondary mar-
ket for conventional loans, we
may see a change in the entire
structure of fees, pre-payment

fees, and acceleration prac-
tices.”
Builders. Homebuilders can

expect changes—both in con-
struction and financing, accord-
ing to D.W. Ferguson, outgoing
league president and head of
Quaker City Federal Savings,
Whittier. (The new president is
John |. Goodwin Jr., president
of Gibraltar Savings of North-
ern California.)

“Large conglomerates, build-
ing planned communities, re-
duced the amount of financing
from our institutions,” Fergu-
son noted. “Some of them were
able to procure financing by sale
of stock or other debt instru-
ments to the public. Many con-
glomerates, being publicly held,
by-pass normal financing chan-
nels or raise their funds from
other sources. This trend has
caused further decline in the
ranks of smaller builders build-
ing a few homes a year. Except
in rural communities, there
doesn’t seem to be much hope
for the small operator.”

New loan techniques. What
s&Ls have to worry about, said
Ferguson, is producing enough
savings capital, at a price that
will allow them to compete in
financing large projects, possi-
bly on a joint organization of
some sort or sale of participa-
tion interests.

One sales tool is the variable
interest rate plan. Another offers
interest at 6 per cent for three
years and then renegotiation.

Another Ferguson proposal—
as a new type of home financing
—is the split mortgage. “You
pay interest only on the land
portion—since it does not wear
out, you need only to rent it.
This would be similar to some
of our present leased-land build-
ing programs. Then, there would
be a long-term amortization,
40 to 50 years, on the buildings.
And, a 10- to 15-year pay-off on
the equipment used in the
home.” BARBARA LAMB

McGraw-Hill, Los Angeles
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Going up a short way?

- — -

Westinghouse Hydraulic Elevators can keep costs down.

If youre erecting a small building,
consider Westinghouse Hydraulic Ele-
vators. They involve the lowest capital

_investment for your elevator installation.

A plunger under the platform lifts
and lowers the car. No overhead sup-
ports are needed. And you eliminate
the penthouse at the top.

Faster deliveries and turther econ-

" omies are possible with a Westinghouse
Standard Hydraulic Elevator design.

We stock standard components to give
off-the-shelf service for your short-term
projects.

Westinghouse Hydraulic Elevators
give you accurate landings, smooth
starts and stops. Want more information
about them?Write: Westinghouse Eleva-
tor Division. 21 Bleeker Street. Millburn,
New Jersey 07041, In Canada: Canadian
Westinghouse Company, Ltd., Elevator
Division, Toronto. Ontario.

You can be sure... KN\ if it's Westinehouse



NEWS/FINANCE

Uncle Sam subsidizes rescue of LFC Financial Corp.—at $6.6 million a year

A rescue operation for Lrc Fi-
nancial Corp. of Los Angeles,
heir to the financial empire
of the late savings and loan
tycoon Bart Lytton, has been
organized with the aid of a

substantial government sub-
sidy.
Great Western Financial

Corp., one of the nation’s largest
saL holding companies, has
agreed to take over debt-ridden
Lrc. Chairman Stuart Davis of
Great Western and Oscar Pat-
tiz of LFc announced the ar-
rangement.

Great Western will assume
Lec’s $310-million debt to the
Federal Home Loan Bank of
San Francisco, but the govern-
ment will reduce the interest
on the loan from its present
7% per cent to 5% per cent for
five years. At the Home Loan
Bank’s present lending rate of
7% per cent, the subsidy would
amount to about $6.6 million a
year.

After five years, Great Wes-
tern would begin to pay off the
debtin regularinstallments over
the next five years.

The Federal Savings & Loan
Insurance Corp., which guaran-
tees deposits in the nation's

Housing stocks up
sharply

House & Home's index of 25
housing stocks rose to 332.07
from 295.12 in the month ended
Oct. 5. It was the third consec-
utive monthly gain for the in-
dex, shown below. Stocks on the
index are indicated by bullets
(*) in the tables at right.

33207

HOUSE ¢ HOME
VALUE INDEX

OF 25 BUILDING $TOCKS

(00— AR PRICES OF JSUKEY 1964 = 100
u)'-c'N r'-k'u'JA;sm'J Ms‘: ﬂ_é
“ade 1949 o

How top 5 did in each group:
Oct.'69 Sept’70 Oct.’70
Builders 490 371 412
Land develop. 661 368 443
Mortgage cos. 530 498 558
Mobile homes 902 590 702
S&Ls 187 150 157
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GRrEAT WESTERN's Davis
A winner among giants

saL’s, would reimburse the
Home Loan Bank.

Stock. Great Western is to
issue one share of common for
every four shares of LFC out-
standing. Since LFC has 6,691,
433 shares out, Great Western
will issue 1,672,000. Great Wes-
tern closed at 21 on the New
York Stock Exchange the day
of the deal, giving the trans-
action a value of $35 million.

The merger will make Great
Western the country’s second
largest s&r holding company,
with assets of $3.2 billion.
Home sar of Los Angeles is
first with $3.3 billion and
Imperial Corp. of America,
based in San Diego, is third
with $2.5 billion. Both were

contenders to take over LFC.

Competition. The real con-
test was reportedly between
Great Western and the late
Howard Ahmanson’s Home s&L.
Negortiations involved several
federal and state regulatory
agencies, and the Federal Home
Loan Bank Board, the s&L in-
dustry’s regulatory agency, an-
alyzed prospective buyer’s pro-
posals by computer.

The choice of Great Western
was ostensibly that of the Lrc
directors, but it was understood
to have been dictated by the
government.

Branches. The two principal
operating subsidiaries of LFC

use the name Equitable sar,
and they will be merged into
Great Western saL, the holding
company’s operating arm. Great
Western sar will sell off two
of the Equitable offices, which
are adjacent to two of Great
Western’s own branches, and
will retain the other 12.

The basic troubles of irc
trace from Lytton’s overlending
in the early 1960s, but the
fickle disposition out-of-state
savers accounted for many of the
company’s most recent difficul-
ties. They made heavy with-
drawals of savings, and the cor-
poration posted a loss of $2.3
million in the first half.

So says Walter E. Hoadley,
chief economist for the Bank
of America.

Hoadley told the Calif-
ornia Real Estate Assn. last
month that easier mortgage
money in 1971 will not
solve housing’s problems but
will simply direct attention
to other serious difficulties.
He cited slower job growth

Housing’s problems are more than financial

and California’s static im-
migration, but he homed in
particularly on rising costs:

“In 1971 the industry may
well recognize it has market-
ing problems—rising home
prices have eliminated more
than 75 per cent of California
families from the market for
new median-priced single-
family homes built in 1970.”

HOUSING'S STOCK PRICES

Oct. 5 Chng.

Bid/  Prev.
COMPANY Close  Month
BUILDING
Bramalea Cons (Can. ) 3.38 .26
Capital Divers ( an) 1.05 10
Centex Corp.. i 4
Christiana 0il®..... 10% 2%
Cons. Bidg. (Can) i 20 .05

IJ
Edwards Indus.

% %

First Hartford Rﬂy 5% 2
First Nat. Rity. b, 3 Y
Frouge. ; 2 %
Gencrnl Bldrs. b 6% Y
Klulman & Bd. e 39 4%

-
PR R

w

=

Key Co.b_....... 6%
gKavanngh-Sm:th)
Lulsura Tachnnlogy

.19 + 5%
H. MiHur& Sons.......... % 4+ 4
McGrath Corp... B -2
National Environment 28 4+ U
(Sproul Homes)
Nationwide Homes...... M + K
«Presidential Realty A b. B
Presl Dwatopment e 19% 454
Pulte Homes.................. 9% <+ 3%
R an Homes e 86% o+ W%
Shapell Industriess 20%
Standard Pacific Corp.® ™M 4+ 1%
U.S.Home & Dev.b. ... 32% <+ 6%
JimWaltere ... ... 324 <+ 2%
«Del E. Webb «....... 10 + 1%
Washington Homes. . M 4+ 2%
Waestern Orbis b............ 5% <+ 1%
S&lLs
American Fin........ 17%  + 3%
lif. Fin. B B - %
13% + 1%
144 <+ 1%
6% + 1%
First C i .43 424
First Lincon Fin... % + W
First S&L Shares b 18% 1
First Surety..... % - %
First West Fin.. 2%
Gilbraftar Fin.e.... 20% 4+ 1%
«Great West Fin.c... ., 22 + 1
Hawthorne Fin.., 0% 41
*Imperiai Corp- Nh - %
«LFC Financial (Lytton) e % - W
Trans-Cst. Inv..... x B% 4 4%
Trans World Fin.e 9% 4+ %
Union Finb,..... 9 + W

Oct. 5 Chng.
Bid/  Prev.
COMPANY Close Month
United Fin. Cal.e........... 9 + %
Wesco Fln o i 19 A 5%

MORTGAGE BANKING

Mortg. Trust of Amer..... 17%

Charter Co........... 12 4+ %
Colwellb, ... . 23 + 4%
-Cont. Mtg. Investors o... 18 + 1%
Cont, Mtg. Insurance........ 18 + W
Excel Investment P T
FNMA ©...... : 56 4 6%
First Mtg, Ins. Ci B4 + W
-First Mtg. Investors 2% + %
-Lomas & Net Fin. .. 10% <+ 2%
*MGIC Invest. Corp. 59% 4+ 7%
Mortg. Associates....... % +

North Amer. Mtg.lnv‘h . 23% 4 215
Palomar Flnnn o G = W
UIP Corp.b S + %

(United Imp & inv)
Universal Invest. Trust 2% + %
(South. Mtg. Inv.)

LAND DEVELOPMENT

All-State Prupertias % + 4%
American Land.............. W -

-AMREP b ‘ Ak + %
Arvlda ot el ) + 1%
Atlantic Imp 17 + 2
Canaveral Int 6 + %
Crawford Cor 3%
«Deltona Corpb........ 2% 4 4%
Disc Inc... .
Don the Beachcomber

Ent. (Garden Land) . % +1
FPA Corp. ™M - %

(Fla, Palm-Aire)

«Gen. Devel.e.. .. 2K + 2%
+Holly Corp.b i 2% + %
Horizon Corp. ... . 4 “411%
Major Realty. .. - S — W%
-McCulloch Qil b MuB 4+ 6%
Sca(;nlllm Rgsuurces °.. WM +2%
So. Rtly. & Uil ... 5% <+ %
DIVERSIFIED COMPANIES
Boise Cascade =........ e SN 4+ TH
Citizens Financial b.. 12 + 2%
City Invest.e .. .. .. 19% - 1%

Oct. 5 Chng

Bid/  Prev.
COMPANY * Close  Month
Cousins Props........ 2% <+
Forest City Entr,b,.... 16% <+ 1%

Great Southwest Corp.
Investors Fundingb..........
Midwestern Fin,b. ...
Rouse Co... it
Tishman Realty «...

MOBILE HOMES & MODULES

Con. Chem. Co.b............... 8 + 1%
-Champion Homes ®...... 29% + 4%
Commodore Corp.b 9% 4+ 2%
+Fleetwood °_... % +7h
<Guerdonb...... ... 6% 4+ 2%
Mobile Home

Industries b..........., 1% + %
Monarch Ind.e............ 1" 4+ %
«Redman Indus.c........ 24% - 1%
Rex-Noreco™ .. ... 18 4 2%
Skyline e 31 + 5%
ann & Country Mobile + %
Zimmer Homes b, .. 18% + 2%
Hodgson Houses......... % 4+ W
Modular Housing

Systems Inc... 20%  +10%
Nat. Homes A&, 16% + 24
Shelter Resources. 18% <+ 1%
Stirling Homex..... 23% + 5K
Swift Industries.......... 3% <+ %

a—stock newly added to table. b—closin|
price ASE. c—closing price NYSE. d—no
traded on date quoted. g—closing price
MSE. h—closing price PCSE. k—not avail-
able. ~—Computed in HOUSE & HOME's 25-
stock value index. y)—adjusted for 1-for-5
reverse split. z—adjusted for 3 for 2 split.
NA-not applicable.

Sources: New York Hanseatic Corp.,
Gairdner & Co., National Assn. of Securities

Dealers, Philip Beer of Russell & Saxe,
American Stoc Exchanle New York Stock
Exchange, Midwest Stock Exhange, Pacific

Coast Stock Exchange, Listings include only
companies which derive a major part of
their income from housing activity and are
actively traded.




a timesaving
guide

to the 1971
NAHB exhibits

Builders attending the
big sprawling NAHB
convention in Houston
next January will face a
bewildering array of
products, new and old,
spread out over a huge
exhibit area. Products '71
has been created by
House & Home and its
advertisers to organize
your shopping tour of this
impressive display and
copies will be available
free at the show.

see the best, newest, most exciting

This pocket sized guide to the ex-
hibits is a collection of building
products, materials, tools and equip-
ment . . . in each case especially
selected by the exhibitors them-
selves as being the best, the newest,
the most exciting they will be offer-
ing in 1971. Each product will be
handsomely illustrated in full color,
described in detail and identified by
company and booth number.

save time and steps

The order of presentation in Prod-
ucts '71 will be by booth sequence
enabling you to move quickly and

efficiently through the aisles pin-
pointing just the specific products
of interest to you.

The booth numbers will also be
color coded to match the carpeting
and banners that identify the differ-
ent sections of the exhibit area. This
means you can start your Products
'71 tour at any exhibit and still save
hours of time and thousands of
footsteps.

can't make the show?

If you can’t make the show this year
you can use Products '71 to see for
yourself just what the participating
exhibitors are displaying as their

best, their newest, their most excit-
ing. Every copy of Products '71, in-
cluding those distributed at the
show, will have two reader service
cards so that you and your associ-
ates can request catalog informa-
tion by mail.

reserve your copy now
If you can’t make the show, you can
reserve a copy now by sending one
dollar along with your name and
address to Products '71, House &
Home, 330 West 42nd St., New York,
New York 10036. Your copy will be
mailed immediately on publication
in early January.

Be sure to atiend the NAHB Convention in Houston: January 17-21, 1971
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Modular house
draws crowds to
a New York City
museum

Few modulars have had as much
public exposure in a short time
as the one at right. The main
attraction of a housing show at
New York’s Whitney Museum
of American Art, it was visited
| by more than 25,000 persons
[ in two weeks.

Visitors paid $1 a head (the
museum admission charge) to
see the show, which also dis-
played models and plans of
housing projects to be built by
the New York State Urban
Development Corp. uDc is a
nonprofit, state-chartered cor-

| poration with current commit-
| ments to build 43,000 housing
|  units at 54 projects in 26 cities.

The house, a prototype de-
signed by the architectural firm
of Wells/Koetter and built by
General Shelter Corp. of Wav-
erly, N.Y., is made up of four
factory-built modules. It was
| first assembled as a test house
on a site at Waverly, then dis-
assembled and trucked to New
York, where it was installed in a
sunken area outside the Whit-
ney in eight hours.

To minimize disruption of
| traffic on the busy corner at

Madison Ave. and 75th St.,

| workmen started unloading and
| positioning the modules at mid-
| night. They finished the job at
| 8am.
[ Structurally, the house is a
series of volumetric steel frames
—8 ft. high and 12 ft. square—
which are combined to form the
four modules. Interchangeable
wall and partition panels are
set into the loadbearing steel
frames. The panels have steel
studs, outer skins of Texture
1-11 plywood, and inner skins
of gypsum board.

General Shelter, which says
the prototype house could be
sold for $15,000 (or $10 a sq.
ft.) has no plans to market it
at this time. But the company
will use the same steel struc-
tural system to produce 84 one-
module units in a project for
the elderly at Owego, N.Y.

For a look at other exhibits
in the Whitney’s housing show,
see page 28.

H&H STAFF

Open interior is enhanced by two-
story living room looking out through
glass wall onto 12'-square deck. The 41°
x 24’ house has four bedrooms and two
baths. Above: passersby stop to look
down on deck

Module is lowered into court of museum
{above] while passersby peer over street
front wall. After upper module was set

on lower module, both units were
rolled back under museum’s overhang
{left] on tracks
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Verve by PRICE PFISTER

the day
Verve
= took a shine
| to our line

Manufacturers of Plumbing Brass 13500 Paxton Street, Pacoima, Caiifornia 91331 * Subsidiary of Norris Industries
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New York’s urban
housing program
displays its
innovative plans

The modular house pictured on
page 26 was just one of 22 ex-
hibits in the housing show at
New York’s Whitney Museum.
| The other 21 were plans and
scale models (like those at right)
of projects to be built by the
state-chartered, nonprofit Ur-
ban Development Corp.

upc is a first-of-its-kind or-
ganization with sweeping auth-
ority, including the right to
order changes in local zoning
and building codes. Its proposed
projects range in location from
New York City to Buffalo, in
size from 100 units in Rome to
1,600 in the Bronx, and in
structure from modulars to con-
vential prefabs to precast con-
crete.

By year's end, unc expects
to have 7,000 units in 22 proj-
| ects under construction. Their
| total cost: more than $260 mil-
lion. In addition, unc has signed
agreements to produce $900
million worth of residential,
commercial and industrial con-  Atrium housing in Ithaca was designed by Werner Seligmann & Assoc. Building at top of plan is five-story mid-nse
struction. And it is planning to
spend another $900 million to
house 65,000 persons in three
new communities—two up-
state and one on New York
City’s Welfare Island.

In some quarters UDC's ambi-
tious plans arouse considerable
skepticism. Critics doubt upc
will get all the financing it
needs from the state. And they
say local zoning changes, for
example, will involve the pro-
gram in political battles.

upc President Edward J.
Logue (the man responsible for
most of Boston’s and New
‘ Haven'’s renewal) disagrees,
| Thus far, he says, upc has
been adequately funded by the
state’s Housing Finance Agency
and the legislature. And, he
adds, the last roadblock to
issuing $1 billion in upc bonds
—their non-tax-exempt status—
will soon be removed by the In-
ternal Revenue Service.

Logue also feels the poten-
tial political problems are over-
blown. To date, he notes, only
one zoning change has been
necessary, and it aroused no : : >
local opposition. Riverfront housing in Rochester, by Conklin & Rossant, combines patio units with three high-rise buildings

3
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How does our
“know-it-all”
help make

“instant housing”

With our
PF-L Siding.

| BAYBERRY

GEORGIAN GOLD

GRANITE GRAY SHELL WHITE

U.S. Plywood

A Division of U.S. Plywood-Champion Papaers inc.
777 Third Avenue, New York, N.Y. 10017

CIRCLE 79 ON READER SERVICE CARD

When fabricating modular or “instant housing,” there’s a mighty good man to
have around. From factory to building site. Our “know-it-all.” Our Builder Service
Representative. The Stirling Homex Corporation of Avon, New York, will testify to
that. As the nation’s leader in modular housing, they wanted the facts about
PF-L, our prefinished siding surfaced with Tedlar*. Our man had them.
Installation? Fast and easy. Instant prefinished panels. Prefinished battens and
corner moldings. Everything for quick installation.

Durability? PF-L siding with its factory-applied finish of Tedlar is so tough that it
will last for 30 years. And the finish won't fiake, crack, chip, peel, craze or blister.
Virtually the most durable exterior finish ever developed.

Maintenance? Almost none. An occasional hosing washes it clean. Unaffected
by chemicals and solvents. The most stubborn staining agents wipe off easily
with household solvents. Dent-and-damage resistant, too.

Cost? True, PF-L siding with all its advantages is more expensive than some
other sidings. But, when long-term maintenance is considered, it's more
economical than other siding products. It can be used with brick for versatility of
design and still save money. Big savings are possible, too, where PF-L siding is
installed directly to studs. As our Builder Service Representative will tell you,
PF-L with Tedlar is ideal not only for “instant housing,” but also for homes,
apartments, schools, commercial buildings. Give our “know-it-all”" a call. At your
local U.S. Plywood Branch Office.

“Du/Pont’s registered trademark for its polyvinyl fluoride film.
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Entry bridges (left| lead to apart
ments and townhouses at The
Paces, a 30-acre, 250-unit project
First section (shaded in plan) is
comiplete.

Surpnse- luxury housmg for empty-nesters uncovers a broader market

Gatehouse, mmm.d by 24-hour }.‘U.Hd is security feature that \l-.u adds to aura of

Presuge

Project was designed by Jova/Dan

E_‘l :H ravina

H&H novemser 1970
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This high-rent Atlanta project
($450 to $700) is luring the
wealthy out of large houses they
no longer need because their
children have grown up and
moved out. That’s what its
builder/owner—the Ventaco di-
vision of Cousins Properties—
intended. But what surprises
Ventaco is that it also draws
younger tenants—recently mar-
ried couples, for example, and
even families with children.
“We expected to draw only
from the immediate area,” says
a Ventaco spokesman. “But now
we're getting young transferees
from cities like New York where
they’re used to paying high

rents but getting less space.’
The project has much of the
flavor of expensive single-family
housing. It is located in a neigh-
borhood where homes are
valued at $150,000 and up;
its apartments and town-
houses are spacious (1,500 to
3,000 sq. fr. with 9’ ceilings)i
and most of its units offer such
amenities as fireplaces, separate
service entrances, and French

doors opening to balconies.

Large units offer a variety of room arrangements. Three
of six available plans are shown here, Most units have
separate dining rooms and studies.




| ; | The most
versatile window on the market today. Tilts
inward for cleaning. Each sash is completely
removable if you want that. Outside screens
installed from roomside. And it’s airtight
with ratings far better than commercial standards.
Perfectly balanced. Simple to take care of.
Frame vinyl clad on outside with exterior of
sash finish coated; natural wood inside.
Malta Manufacturing Company, Inc.,
261 Johnstown Road,
Gahanna (Columbus) Ohio 43230.
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Triplex plans put two townhouses like
the one at left over the apartment and
laundry room shown above. On sloping
sites, lower level is a daylight basement
with main living areas opening to grade

Townhouse has window walls at both
ends, open master bedroom on balcony
|left], open stairway from living room
(below|, and prefab fireplace.

PHOTOS! ART HUPY

Two-on-one triplexes save open space on a tight suburban site

There are 21 apartments and
townhouses on this 1% -acre site
in Seattle, but they cover only
14% of the land.

The key to such low coverage
is the building design developed
by architect Jan Kiaer and
builder Fred Peterson. In each of
the seven identical triplexes,
a one-level apartment is tucked
under a pair of two-level town-
houses.

This arrangement works well
on the irregular terrain: where
a building is set into a slope,
the bottom-level unit opens to
grade on one side, and the town-
houses are entered at grade on
the other. Each townhouse has
front and rear decks or balcon-
ies on both floors.

Surface materials, picked to
echo the wooded environment,
are red cedar shingles, textured
plywood, and cedar interior pan-
eling.

Apartments rent for $175,
townhouses for $200. And the
project was rented out two
weeks after it opened.




Korad A acrylic film is a barrier that stops things that

buildings ugly and costly. Things like surface chalking, crack-

ing, yellowing, fading. Painting and repainting.
Korad A acrylic film—that’s it, wrapped around those
building products—is a solid, 3-mil thick acrylic plastic, fac-
tory-laminated to metal, wood or plastic building materials.
That’s three times the thickness of most paint finishes. And

| fel,

won't chip off. Woo&pamlu:ﬂ siding
finished, or show the natural wood texture.
The outdoor durability of plastics, such as ABS and vinyls
is greatly improved when they're surfaced with Korad A film.
Want to see the end of costly ugliness? Write for Korad
film color samples, and names of building material mpplm~
who offer Korad film surfaced components.
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Torque wrench is used to tighten band clamps around coupling. System is fast—
plumbers can job-assemble trees rather than prefab them in shop

Drain lines in typical multi-story installation require extra bracing and hangers to
‘ provide rigidity—one of few additional expenses of system

Do drain pipes have to be
noisy? The Cast Iron Soil Pipe
Institute says no. And to support
their contention they're offer-
ing the results of two years of
field and lab testing on a gas-
keted pipe joint system.

Sound travels down drain
pipes, CIsPI says, because there’s
nothing to stop it. Put a sound-
dampening material between
each joint, and you cut sound
transmission to practically
nothing,

This is exactly what happens
with ciser’s system of coupling
cast iron pipe with a neoprene
gasket and stainless steel band
clamps.

Key to the sound-dampening
ability of the joint is the
neoprene gasket made by
DuPont. An inner collar or ridge
fits against the butt ends of
two connecting pipes, prevent-
ing any metal-to-metal con-
tact which would transmit
sound. The clamps, when tight-
ened, secure the joint against
leakage. Both the clamps and
the gaskets are resistant to all
kinds of acids and chemicals.

The system has been tried for
several years with complete
success. It's approved by most
codes, though there are still
a few local ones that prohibit
it because plumbing contractors
don’t like the way it speeds
up a job. In some cases it
has proved six times faster
to install than the old lead
and oakum joint.

crspl says that tests show its
gasket-and-clamp system cuts
noise transmission better than
all other piping systems. The
report shows that drops of 12
decibels per joint are, in fact,

Clamp joint for cast iron pipe consists of molded neoprene gasket and stainless steel shield with band clamps. Joint requires square-cut pipe ends to seat firmly against
inner shoulder of gasket—plus plenty of turns on clamps. New studies on sound-dampening qualities should give system a big boost.

Gasketed joint for cast iron pipe dampens sound—and costs less to install

possible for sounds of relatively
high frequency—more than
enough reduction to achieve
an adequately quiet waste-pipe
system.,

Also tested were copper pipe
with sweated joints, plastic
pipe with glued joints and gal-
vanized pipe. “No essential re-
duction in vibration across
joints”” was recorded. Cast iron
pipe with conventional lead and
oakum joints came off worst
of all for sound-dampening prop-
erties.

For builders of apartments,
motels, hospitals, and multi-
family units—wherever back-
to-back or tiered bathrooms
are required—the test results
should be of special signifi-
cance. Duplex housing units
and retirement homes are other
markets where quiet plumbing
drains are desirable.

In addition to being con-
siderably quieter than other
systems, the gasketed joint is
also less costly than either
copper or plastic pipe to install.
And it has these advantages:
1) its 3" hubless vent or waste
pipe fits easily inside a stand-
ard wall space; 2) it allows
easier make-up of joints in
close quarters; 3] it permits
quick removal of a pipe section
for cleanout; 4) additions to an
existing system are easier to
make; 5) testing takes less
time—a five-floor installation
can be checked in the time it
takes for three floors with other
systems.

In a residential system,
c1sPI’s cost comparisons show
that gasketed joints go in twice
as fast as sweated copper, and
at half the material cost.
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When Hunter says “complete line,’
Hunter means complete line.

Hunter has it. Every basic size, shape and type of electric heat- [
er. Portable and installed. Industrial, commercial and residen- |
tial. Convection and fan-forced. From handy 7-pound carry- I
around unit to whole-house central electric furnace and air con- |
ditioner. Baseboard, wall and ceiling heaters. For bathroom and |
kitchen and den. For homes, stores, offices, apartments, motels {
and mobile and modular homes. Also infrared and unit blower |
heaters. Ceiling cable and panels. Sidewalk and driveway snow i Ly 1 ——r =
|
|
|
|
|
|
L

Mail today for turther data: @
Hunter Division, Robbins & Myers, Inc. =
2837 Frisco Ave., Memphis, Tenn. 38114 n
Please send information on your com- e
plete line of electric heat, including = N

your new central electric furnace and ‘\PL ]
air conditioner, -

melters and roof de-icers. So call off the search for a complete-
line supplier. The hunt ends with Hunter.

Company_

Street

City.

Hunter

State_

.'..:.:L\m!ﬂll B
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THE APARTMENT SCENE

‘“Everybody’s talking about
those eager-to-rent families
with children—but who’s
doing anything about them?”

Around our San Francisco Bay Area, talk
about the burgeoning family-apartment
market goes like this:

First, the cost of owning a single-family
house has risen 45% in the past five years
while families’ incomes increased only
25%. Decent-quality houses now cost at
least $30,000, meaning monthly payments
of $300 which only about 25% of families
in the Bay Area can afford.

Second, not quite 30% of all apartments
in the Bay Area are open to children, and
most of those are in rundown older build-
ings. The vacancy factor in apartment pro-
jects that do accept children is generally
never higher than 1%. And to aggravate the
shortage, virtually all new apartments built
in.the past four years have been designed
exclusively for adults.

Third, during the 1970s new family for-
mations will increase 51% in the Bay Area,
compared with 11% during the '60s.

Conclusion: with all those young families
looking for housing but unable to afford
single-family homes, any apartment de-
veloper who wants to build for families has
got it made.

Sounds logical, but the conclusion is not
quite valid.

Families are far from sold on the idea of
bringing up their children in apartments.
And the kind of apartments families really
need are expensive to build and expensive
to manage.

Actually, only a handful of developers
have made an honest effort to build apart-
ments for families. The rest have occasion-
ally experimented with renting to children,
but not with a housing package really de-
signed to accommodate children.

Telltale signs. In our area, the apartments
that accept children were usually designed
originally for adults only. As they began to
wear, and the owners fell behind in main-
tenance, rising vacancies were stopped by
relaxing the rental policies to permit chil-
dren. Without spending an additional cent
on improvements or upkeep, the owner of
a falling-down apartment project can ex-
pand his market and keep his units full by
simply setting out an A-frame sign read-
ing “Children Welcome.”

If it's so easy to rent to families with chil-
dren, why don’t more developers do it? Be-
cause the decaying project that takes chil-
dren as a last resort is strictly a short-term
investment. Families who rent there do so

out of desperation because they can’t find
any other housing they can afford that will
accept children.

In the typical adults-only complex that re-
luctantly opens its doors to families, chil-
dren are permitted in the swimmming pool
only during off hours when other tenants
are at work. A token play area may be shoe-
horned in, but it is usually so small and ill-
equipped that the children play on decks,
walkways, and driveways. These and other
makeshift accommodations are so incom-
patible with children’s needs that families
who take apartments of this type are soon
more desperate to get out of them than they
were to get in.

Apartment developers know how to meet
families’ needs, but not many have figured
out how to cover the extra costs and still
keep rents at a practical level.

Best in the West. The best-designed fam-
ily-apartment project in California is The
Heather, 400 units opened by the Ring
Brothers several months ago in Los Angeles.
It has a full array of recreational facilities
for children and parents: wading pools,
paths for wheeled toys, large play areas
with an abundance of equipment, tennis
courts, badminton and basketball courts,
and a recreation building with a special
section for youngsters.

Most commendable of all, the project has
its own day-care center designed for up to
75 preschool-age children.

But rentals at The Heather range from
$250 to $465, with an overall average of
$365. This puts the project in direct com-
petition with homebuilders, and out of
reach of most young families. So despite the
big pent-up demand for family apartments,
The Heather has not rented as well as the
Ring Brothers’ adults-only complex across
the street.

A family project costs about 15% more
than one built for adults because unit sizes
are larger and the percentage of two-bath
apartments is higher. But a well-designed
family project also has several other items
that add to costs. Besides play facilities,
family apartments should have large pan-
tries, better-than-average sound-deadening,
extra-durable floors, hardy landscaping,
scattered laundry rooms close to the apart-
ments, and amateur child psychologists for
managers.

That last item, aside from being an extra
expense, is a tough challenge for property

H. CLARKE WELLS, MARKETING VICE PRESIDENT, L. B. NELSON CORP. , PALO ALTO, CALIF.

management people. If the kids don’t like
your manager, the whole project can turn
sour. So a family-apartment manager needs
special qualities. Besides the supervisory
problems children create, he has the dif-
ficulty of sizing up children as well as
adults in deciding whether to rent to pro-
spective tenants. The upshot: few managers
will have anything to do with a family
project.

It's mutual. If developers aren’t eager to
produce apartments for families, neither
are families eager to be housed in apart-
ments. The single-family home is still the
traditional goal for young families. And the
fact that no house can be found within their
means today doesn’t make them any hap-
pier with the idea of settling for an apart-
ment.

But like it or not, apartment living is be-
coming inevitable for many families who
can’t afford a high-priced, close-in house
and don’t want to commute two hours aday
to a low-priced house in the boondocks.

What can the apartment industry do to
speed up the inevitable? With intelligent
planning, developers could come up not
only with high-quality rental units that the
average young family could afford, but with
a social and recreational environment that
might have more to offer children and par-
ents than the conventional detached-house
subdivision.

The problem they must solve is how to
design family housing to rent for $175 to
$225—comparable to the monthly pay-
ments of the near-extinct $20,000-to-
$25,000 house. One answer lies in more ef-
ficient floor plans. For example, there are
ways to design three bedrooms into the
square footage normally used for two, so
that a family with three children can be ac-
commodated in 1,200 sq. ft. Another an-
swer lies in adequate project size—it takes
about 400 units to support essential child-
oriented facilities. Still another answer lies
in designing for specific age groups. Even
The Heather, with its progressive family
concept, imposes an age limit of eight on
the children it accepts. In fact, most de-
velopers who have experimented with fami-
lies say that 10 should be the absolute limit
and advise steering clear of teenagers and
the special management problems they
create.

For more on family apartments and the men
who build them, see page 68.
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Pieces of quiet

CARPET BOARD SOUND-A-SOTE FLOOR DECKING
tested to INR + 19, STC 47 tested to STC 50 tested to INR + 21, STC 50

Homasote effectively controls noise, without expensive, complicated construction.
For more data and our new brochure, write us, or use the reader service card.

numaSOte Bﬂmna“v TRENTON, N.J. 08603
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Geon vinyl protects a house
from top to bottom and
inside and out.

The kind of houses

| -

Siding that resists denting

. or charmingly stone.

that your customers want. Houses Geon vinyl. The tough material. It has what it takes
that almost maintain themselves. to make:

. and can look beautifully shake

Storm doors and windows that reduce sweating
and sticking.
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Gutters and downspouts that won't corrode
or blister.




And that makes

the difference in
selling houses.

— nvﬂ‘r‘m“!h-\nu

il
DWWV and water supply pipe that resists build-up Louvers for vertical blinds that resist twist, warp or bow. That close perfectly
of hard water deposits and reduces heat loss. from top to bottom

Soffit panels that resist warping. Panels that are Interior trim that requires no painting.
strong but light and easy to handle and cut.

Vinyl components for windows that reduce Vinyl clad windows that are warm and need Solid vinyl corner bead that's tough,

sticking, sweating. no painting. won 't rust

These and other products such as awnings, roof edge, B.F.Goodrich Geon vinyl.

baseboard raceways are of solid color that won't rub Geon vinyl. For detailed information, write to

or wear off. Color the sun can't make peel and us at B.F.Goodrich Chemical Company, Dept. H-19,

moisture can t blister. 3135 Euclid Avenue, Cleveland, Ohio 44115.
We're talking about sense. The kind of sense your B.E Goodrich Chemical Company

& division of The B.F.Goodrich Company

customers have when they re looking to buy a house
with practically no maintenance. And that takes @\ BFGoodrich /
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“We selected Maytags for all of our13
Executive Director, Akron

(718

Akron Metropolitan Housing Authority's Executive Director, Jack Saferstein, in front of Saferstein Towers.



buildings; writes Mr. Jack Saferstein,

Metropolitan Housing Authority.

e have been particularly pleased with the
otal Operation’ planning service provided
by our local Maytag Equipment Route Operator.”

;ompleted in 1969 on a wooded site whose natural
beauty was carefully preserved, Saferstein Towers
is a striking example of the quality concept in low-
rent [Jllll'i(‘ ||ull:-ill_‘_".

“The Authority’s goal is to provide senior citi-
zens and low-income families with an environment
hat brings pride and satisfaction,” says Mr. Safer-
tein. ““Use of the newest building technology

helped keep costs in line, while quality materials
land workmanship are expected to yield continu-
king economy by reducing upkeep.”

346 Maytag Washers and Dryers have been in-
stalled in the laundry rooms of the 13 buildings,
with 5200 units, completed by the Akron Metro-
yolitan Housing Authority. “The tenants like them,
and we ourselves are va:l.-'(-tI with their trouble-
free performance, and plan to have Maytags in our
future buildings,” states Mr. Saferstein.

“] must give major credit for the efficiency of

Jrittain Place, another AMHA building.

13 handsome buildings with a total of 5200 low-rent
hpartments have been completed by the Akron Metro-
politan Housing Authority. Current plans call for the
wddition of 1000 new units a year for the next five years.
T'he Dillon Co., Akron.

Jevelopers and General Contractors.

our laundry setup to the “Total Operation” plan-
ning service provided by Coin Rentals, Inc., our
Maytag Equipment Route Operator. They did
more than just install machines. Working closely
with our architects and contractors, they supplied
laundry room plans that were complete to the last
detail. Their outstanding performance led us to
turn over our entire laundry operation to them.”

Naturally, we don’t say all Maytags will equal
the record Mr. Saferstein reported. But depend-
ability is what we try to build into every Com-
mercial Washer and Dryer.

Find out what Maytag dependability, and your
local Maytag Equipment Route Operator’s “Total
Operation” planning service can do for you. Write
or phone him now. Or mail the coupon below.

'n THE DEPENDABILITY PEOPLE

“Total Operation” planning service for apartments.

Name__

THE MAYTAG COMPANY Advertising Dept. HH-11 Newton, lowa 50208.

Please send full details on my local Maytag Equipment Route Operator's

Address

City. e _State,

Zip Code, ___Phone_

|
I
I
I
I
I
I
|
I
I
I
b
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DIRECTOR OF MARKETING

Rapidly growing Chicago based pub-
licly owned home builder now doing
more than $20,000,000.00 in annual
sales has exceptional opportunity for
experienced executive who can carry
his ideas from planning to implemen-
tation. Total marketing responsibili-
ties include decision making. Must
have extensive expertise in merchan-
dising, product development, advert-
ising, sales and public relations in
our industry. If last five years indi-
cates your capacity to assume these
functions we’d like to tell you more
about our plans.

For prompt consideration, please submit

your resume including current salary to:

ey

LETTERS

Memphis rehab

HaH: I personally feel that your fine
article in the December 1969 issue
about the Memphis rehabilitation
program was responsible for an
honor I received last week. The City
of Memphis Council presented me
with one of the first certificates of
appreciation issued by the Council.

Since your very detailed article
appeared, | have been getting calls
from all over the U.S. to be a consult-
ant, and last month succeeded in
opening up the City of Dallas.

I also am sure that your fine article
had a great deal to do with Memphis
being picked as one of the first
“Project Rehab Cities” in the coun-
try, which guarantees federal back-
ing of 2,000 units over the next two
years for our rehabilitation program.

FrRANK ROMEO JR.
Memphis, Tenn.

Reader Romeo is the realty and
modernization expert hired by
Home Builders Rehabilitation of
Memphis Inc. to supervise their

Trailblazing ordinance

HaH: The city of Arlington, Tex., on
August 18, 1970, passed an ordi-
nance providing for the inspection
of modular and prefabricated build-
ings and certification of lawful com-
pliance, authorizing acceptance of
inspection and certification of such
buildings by other governmental
entities or other approved inspec-
tion agencies applying equivalent
standards, and establishing an in-
spection fee,

We believe that this is the proper
action to take to help relieve the sit-
uation of transporting this type of
building from one part of the coun-
try to another. We think that we are
capable of making inspections and
supplying certification to any city
within the United States, and we
will also accept buildings in our city,
under the same circumstances.

I would like to have this ordinance
published in your magazine so that
other cities, building officials, and
interested parties may be made
aware that a lot of our problems can

Mr. George Cadar,

Executive Vice President

3H Building Corporation
Tollview & Algonquin Drive

Rolling Meadows, lllinois 60003

renovation program (“Homebuild-
ers tackle the low-income market:
how two different approaches
work, " Dec. 69)—ED.

be solved if we will take such initia-
tive,

Jon N. JoNes

building official

Arlington, Texas

Environment and PUDs

Major properties wanted

BY MERGER, CASH OR OTHERWISE
A public real estate company (American Stock Ex-
change), actively engaged in expansion program,
seeks to acquire income-producing properties, any-
where in the U.S., with a value of $5,000,000 or more.
Replies held in strict confidence.
Send details to: Steven Baruch

PRESIDENTIAL
REALTY CORPORATION

180 SOUTH BROADWAY « WHITE PLAINS, N.Y. 10605 = (914) 948-1300

H&H: Your August editorial (“Better
environment is a matter of life and
death and good business too”) was
an interesting expression of concern
about the relationship between our
environment and the developer, but
it was also exceedingly superficial.
Your answer to the way in which
the homebuilding industry is mess-
ing up our environment is the rup.

There is no question that the pup
is a very useful tool in land develop-
ment, through which design solu-
tions compatible with the environ-
ment can be achieved. But it is time
that developers started asking them-
selves whether a specific piece of
land should be developed at all! In
many instances, the answeris “No.”

If developers are ready to display
their concern for the environment,
let them not only question the de-
sirability of development, but when
a very unique piece of land is dis-
covered, let them notify the local of-
fice of the NAHB to put the land on
“reserve” so other developers in the
area will not be tempted. Then call
public attention to the find and work
with governments, private individ-
uals, and groups to preserve these
lands.

PUDs are probably one of the
easiest ways developers can work
for a better environment because,
as your editorial points out, it's
“good business.” I submit that the
real test of the developer’s concern
for the environment is when “good
business” is not the determining
factor in the preservation of the
landscape.

Doucras K. CaLbow
Qakland, Calif.

We are sorry that limitations on
space make it impossible to re-
produce Arlington’s new ordinance.
But we heartily endorse the concept,
and urge other municipalities to
follow suit—ED.

Syndication

HaH: In regard to September’s
“Built-for-sale apartments: a threat
to you?”: we feel the coverage given
to syndicates and syndicators was
not totally correct and tended to be
derogatory in tone. Far from being
a threat to the builder, syndicators
can be extremely beneficial, especi-
ally in light of current economic
conditions.

Qur company, for example, is
totally integrated into all aspects
of the real estate business. Our
subsidiary companies buy land,
construct the building, manage it,
and then syndicate, too. So you
can see we are prepared to live with
all the syndications we put to-
gether. Our latest syndication is
structured to pay a minimum of 8%
interest to investors, with clauses
precluding payment of management
fees and interest on second-trust
deeds until the 8% has been paid
O investors.

We feel that the innaccuracies
in the representations of the builders
quoted in your article are serious
enough to warranc more than just a
letter to the editor. And we believe
we could provide your readers with
a timely and authoritative rebuttal.

BARRY Z. LEVINE

director of communications
Prosher Corp.
Los Angeles
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EDITORIAL|

Low-cost housing?

It absolutely demands subsidies

if we’re to keep our shelter

and environment to adequate standards

Coming up next month is a major story about
the greatly increased federal involvement in
housing. That involvement is vital because
without some form of subsidy, private industry
cannot build new housing for about half of the
families in this country who need shelter.

Last month, in this space, we discussed some
of the forms in which subsidies could be made.
This month we’re going to look in more detail
at why the subsidies are necessary.

It is no surprise to a lot of people that the
vaunted Operation Breakthrough is essentially
a bust. There are solid technical reasons why,
apart from all the political factors involved.

It is no surprise that modular housing manu-
facturers must build primarily for their own
account or as general contractors for local hous-
ing authorities. They cannot produce modulars
cheaply enough to sell them to big builders.

And it is no surprise that the monthly cost of
living in a new mobile home in a mobile home
park is just as great as the monthly cost of liv-
ing in a new house or apartment of comparable
size and amenities.

Why do we say all this is no surprise? If you
examine the value-added factors in the various
ways of producing shelter, you will find that
the value added in most systems is barely
enough to justify the assembly line, the manu-
facturing plant, the payroll, and the distribu-
tion and marketing costs. In a mobile-home
plant, for instance, the manufacturer adds
only 16% to the value of the materials and
equipment used to make a mobile home. That
small value-added factor is why about 50

mobile home manufacturers went bankrupt last
year. The value-added factor in prefabrication
is higher, but today it only begins to justify the
investment needed to set up a prefab operation.
We will gradually shift over to factory built
housing, but the reason is the growing
scarcity of the skilled labor necessary for on-
site building. Factory built housing does not,
at the moment, promise significant, or even
measurable, savings.

Next, examine the specifications for new
housing and its environment. You will come
upon factors that absolutely limit cost-cut-
ting. We say that all dwelling units must last
the life of the mortgage or the municipal bond
issue, must not erode the municipal tax base,
must have all the appliances and fixtures
American families demand. And such housing
must have an adequate environment, which
includes sewers and water, streets and side-
walks, street lights and municipal mainte-
nance, fire and police force, access to shopping
and transportation, entertainment and ade-
quate schools.

There is no cheap way to get all this. Yet
most lending practices allow a family to
spend only about 20% of its gross income on
housing, which means that half of them can’t
afford new adequate housing.

Cutting good housing costs is a little like
saying we must have top-grade sirloin steak for
20¢ a pound. Unless a grocer is heavily
subsidized, all he can sell you is dog food for
20¢ a pound.

RicrAarD W. O’NEILL
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From its dramatic entrance to the table settings in

its houses, this new project in Westlake Village,

Calif., is a model of good presentation. Acting on

the principle that the best kind of merchandising focuses
on the merchandise itself, builder Harlan Lee has
combined a lakefront site, designs that pay equal
attention to indoors and outdoors, and a rich blend of
landscaping and decoration with results that are exciting
even by California standards. In a word, this is a

marketing
package
that puts
it all
together
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Entrance promenade p‘ph;)tm, Jc\'fl, .;"s
and plan, right) starts at a shore-
side parking area, crosses to one
of the project’s peninsulas, and
passes through a floating sales of-
fice. The four models are at the

tip of the peninsula

Side terrace [below) of one of the
project’s two-story models shows
key living features: close integra-
tion of indoor and outdoor living,
a variety of outdoor spaces, and a
combination of privacy from the
land side and openness to the wa-
ter, visible ar right

CONTINUED




THE SHORES conTINUED

The Shores’ four
models put a

lot of living on
small lots

The lots are only 50'x80' but
every square foot is put to work.
As the plans at right show, just
about every major room opens to
some sort of outdoor living area.

Despite the narrow frontage,
these are not property-line
houses. Says Lee: “We've kept
everything back one foot from
the lines so there will be no
questions about who owns the
walls. We want to emphasize
the kind of living we offer, not a
lot of legal details.”

The lots are not completely
walled. “We use walls just
where they're necessary for pri-
vacy,” says Lee. “That saves
money, and also gives a less for-
bidding streetscape than would
a solid stretch of wall. We think
of the models as sort of second-
generation patio houses.”

To date, 20 of the first sec-
tion’s 35 units have been sold;
ultimately, the projects willhave
just over 100 houses, all of them
on peninsulas that put each unit
right on the water.
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Master-bedroom suite (above/ in
model No, 2 opens onto its own
front terrace through the sliding
glass doors at far right. Mirror over
bed reflects the door to the master
bath. All decorating and furnish-
ing in the models was done by
Carol Eichen Interiors, Inc.

| | FREEEHHAY |
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Living room (right) in model No. 3 includes a large con-
versation pit in front of the fireplace, and a bar to the left
of the fireplace. The carpeted area at left is the dining
room. Floor plan below shows position of staircase and
upstairs balcony hall relative to the conversation pit.
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THE SHORES CONTINUED
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THE SHORES CONTINUED

PHOTOS: JULIUS SHULMAN

=— Second bedroom in model No. 2
is furnished as a den. Patio beyond
the sliding glass doors typifies the
way walls are used at The Shores.
Instead of surrounding the entire
lot, they are built in short sections
only where necessary to insure
privacy.

BEDIROOM
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LIVING DINING

I

MEASTER BEDROOM

Master bedroom (left/in model No. 1 includes this corner
called a hideaway. It has its own fireplace, and sliding
doors opening to a small terrace. No privacy wall is put
up because it would interfere with the view of the lake.
The kitchen [below/ in the same model has full glass
walls to take advantage of that view.
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~ Building a golf course?

What should it really cost you?

A golf course can be a tremendous asset to a new community, but it’s also a
very expensive asset, and a lot of builders are paying a lot more

than they should to build a course because they have no dependable standard
to measure against. This article offers you guidelines, based on the experience
of experts, on what you should pay and where you can save.




Five or six years ago, most developers con-
sidered a golf course an expensive luxury.
Today, in projects where recreation is an im-
portant feature, golf courses have shown
themselves to be solid assets. Items:

Projects with golf courses tend to sell out
faster.

Lots on golf courses are worth more, and
people are willing to pay the difference. In
fact, houses with prime golf course loca-
tions generally go first.

Lenders tend to appraise higher in golf-
course projects. Where an ordinary project
might get 70% financing on its houses,
developers with golf courses have some-
times been able to get 75% to 80% because
the lender considers them a better risk.

Golf courses provide from 100 to 200
handsomely-manicured acres of greenbelt
that rather than being a financial burden,
can at the least carry themselves and often
show a profit.

Planning and zoning boards are often in-
clined to grant higher densities to golf-
course projects because they provide rela-
tively large expanses of greenbelts.

Finally, a golf course gives the developer
the marketing appeal of one of the fastest-
growing participation sports in the country.

A growing number of developers recog-
nize these assets. Despite the depressed
market, and despite the fact that a golf
course requires a lot of money right at the
beginning of a project, almost half the 400-
odd golf courses that were built last year
were part of real-estate ventures.

But not all of these developers paid a
reasonable price for their golf courses. Be-
ing new to golf, some of them paid two, and
even three times as much as other more
fortunate, or more wary developers. And
since the cost is measured in hundreds of
thousands of dollars, the overspending can
be critical.

To find out what a golf course should
really cost, House & Home talked to four
people experienced in different aspects of
golf-course construction:

Chris Bargas, president of Bargas De-
velopment Corp., Stratford, Conn. He is
currently completing a course in Oronoque
Village, a 304-acre condominium (H&H,

May). And since it is the second course he
has built, he ranks as something of an
expert among developers, few of whom have
built more than one.

Max Genet Jr., president of Mission
Hills Enterprises, Ltd., Palm Springs, Calif.
He is just completing the first of two
courses in Mission Hills, a 640-acre recrea-
tion condominium puD. Genet is unusual
among developers in that he is a former
scratch golfer who understands both the
game and the care and feeding of golf
courses.

Desmond Muirhead, a planner who has
also become widely known both for design-
ing top golf courses and for seeing that they
are built at reasonable cost (Han, June 65.)
Muirhead has designed and supervised some
50 courses.

Keith Dewar, an earth-moving contractor
who specializes in golf-course construction.
He has built eight of Muirhead’s most re-
cent courses.

Starting on the next pages, these four
offer practical advice on how to get the
most for your golf-course dollar.

PHOTO: TONY ROBERTS




GOLF COURSES CONTINUED

Start with the idea that you know
nothing about building golf courses

And the chances are you’ll be right. Says
Max Genet:

““Most developers know their housing
and developing costs to a gnat’s eyebrow.
But how many of us have ever built a golf
course before? So the first step is to find a
project with a course that you like, then go
find the people responsible forit.”

The key man to be found in most cases
is the golf-course designer. He has been in-
volved in golf courses before, so presumably
he knows costs, knows the possible pitfalls,
understands such basic golf-course tech-
nology as earth sculpturing, irrigation
systems, and the like. Most important, he
knows how to put them all together
efficiently.

Desmond Muirhead offers this advice on
choosing a member of his own profession:

“It’s terribly important to find an ex-
perienced designer who has done several
courses. Or you may find a man who
previously worked for another golf-course
designer. If so, try to find out if he really
did any of the designing himself, or if he
merely supervised the building of the
courses.”

Having found a man who meets these
qualifications, says Muirhead, go and talk
with the owners of some of the courses he
designed and find out how they feel about
the job. Was the designer also a good super-
visor? Did he bring the course in on budget?
What problems arose during construction,
and how did he deal with them?

The designer must have a good working
knowledge of earth moving, because that is
almost always the biggest single cost in any
course. Just how much that can mean is
pointed out by contractor Keith Dewar.

“Muirhead’s plan for the Mission Hills
course called for a lot of land sculpturing,”
says Dewar, “because the original site was
as flat as a pancake. The engineers had
originally graded the plans for the course
and the condominium units at two million
yards. Muirhead went out to the site, re-
assessed the various heights and lake cuts,
and reduced the necessary grading to 1.2
million yards. Later, he and I got together
and knocked off another 200,000 yards.
The course is still basically the same, but
we saved close to $300,000—all of it front
money.”’

Costs will vary, but there
is a predictable range

The consensus of the experts is that most
courses should cost between $300,000 and
$750,000. Anything much under this range
is likely to be below par in some respect;
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and barring horrendously difficult terrain,
anything much higher usually means in-
efficiency somewhere along the line. Fur-
ther, if a full-sized, 18-hole course is
brought in at the bottom of the range,
it’s probably because the natural terrain
is well enough suited to an interesting
layout so little or no land-sculpturing is
necessary.

Oronoque Village and Mission Hills are
good examples of what golf courses should
cost when they are handled efficiently.
Both are what is termed championship
courses—around 7,000 yards long; both en-
countered what might be termed the
normal difficulties related to theirlocations;
both were heavily sculptured; and both
promise to be first-class courses, both from
the point of view of the golfer and of the
project resident who is concerned with the
esthetics of his environment.

Oronoque Village, says Bargas, will
have cost from $450,000 to $500,000 by
the time it is ready for play next spring.

“And that includes everything a first-
class course should have,’” says Bargasi
“great design, a fully automated irrigation
system, a couple of lakes and several
original holes.”

Bargas’ chief problem was clearing; the
site is heavily treed. “If we'd had fewer
trees and more pasture land, we could have
saved from $60,000 to $70,000 in cutting,
burning, and burying stumps.”

Mission Hills, says Max Genet, will
have cost about $700,000 by the time it
opens in December. There are two reasons
for the high price tag: first, the desert
location requires an extensive irrigation
system; it cost $250,000, more than twice
as much as required for a typical northern
course. And second, Genet wanted to give
all of Mission Hills a rolling look so it
would stand out from other projects in the
flat desert area; this required moving
1,000,000 yards of sand—a difficult sub-
stance to push around—at a cost of
$300,000. Just like Oronoque, Mission
Hills has fully automated irrigation and
several original holes. It also has 25 acres
of lakes, all of which must be lined with
plastic.

As a rough rule of thumb, Muirhead
offers these average prices for the most
important areas of building a golf course:

Plans and specifications: from $25,000
to $50,000 for a fully qualified, name
designer. “Anything much higher is just
too much,” says Muirhead, “‘and anything
much lower means that the designer isn’t
going to give it enough attention, that
it’s a bad job, or possibly that there’s
akickback involved.”

And, he adds, the fee should include
regular supervision of construction.

Grading: “On a typical course, 250,000
yards would be the average volume to be
moved. The exception would be a lovely
site that needed no fairway grading.
Then only greens and tees would be in-
volved, and they might involve 1,000 to
2,000 yards."”

Grading costs, says Muirhead, are dif-
ferent on every job. “But if the contractor
is good, the range is usually from 35¢ to
60¢ a yard. And if he’s a real pro, and
the conditions are just right, it could
dropaslowas17¢.”

Typical items that can boost grading
costs, says Muirhead, are springs, very
bad weather, rocks, a site that is naturally
badly drained, and sand with round grains
which slips and has no angle of repose.

Irrigation: from $100,000 to $300,000,
depending on the geographical location,
for a fully automated system. Says Muir-
head: “If you pay less than $100,000 for
a fully automated system, something's
wrong, In the East, we figure from $100,000
to $150,000; in Florida, from $150,000 to
$200,000; and in California, from $200,000
up. You could pay $300,000 for heavy cover-
age on a 200-acre course in a dry climate,
where head spacings had to be no more
than 70 ft. to assure good coverage in a
wind.”

Says Chris Bargas: “We got one quote for
$175,000, but the contractor was planning
to irrigate the rough, the way they do in
California. That’s not necessary in New
England because we have lots of shade
trees. So $100,000 to $145,000 should
give you a first-class system. But we’ll
pay less because we’re doing our own dig-
ging, and we can trench 2,000 ft. a day.”

Max Genet points out two other cost
areas that are easily overlooked:

“Remember,” he says, “that the course
must be maintained between the time it is
finished and the time play starts. That
can cost $10,000 a month, and the time
span could easily be eight to ten months.
That’s a cost that properly belongs in
the construction category.”

And changes, says Genet, are expensive.
“Tt's just like building a house. Every
change during construction means more
earth moving, more grass seed, more piping.
The guy who can build his course most
economically is the one who can okay the
plan and then go to Europe.”’

Speed is vital because

time is big money

To fulfill its role as a sales asset, a golf
course has to be there when prospects
arrive. And since golf courses can’t be
financed without recourse to what Genet
calls “expensive and exotic deals,” their




cost comes out of front money. Obviously,
the faster the course is built, the sooner
this front money can go to work helping
to create cash flow. Conversely, a course
that takes an unduly long time to com-
plete ties up front money longer. And
not only does it not help sales, it may
actually hurt them, since 150 acres (the
area of a typical championship course)
of raw excavation is not particularly
attractive.

In most areas, a course should be play-
able within a year after it is started.
This allows six months for actual con-
struction, and another six months for the
grass to grow strong enough to support
play.

“But,” says Muirhead, “the average
course takes much more time than that—
18 months or so. And some take more than
two years.”

Why so long? In some cases, it's manage-
ment error, Muirhead says: the most
common foul-up is not letting contracts on
time. But by far the biggest cause of delay
is what Muirhead calls ‘“general ineffi-
ciency,” particularly in rough grading.

“The contractor is the key. He’s even
more important than the designer. You
should try to get a man experienced in
building golf courses, and you should
check on how fast he’s finished courses
before. Some promise to finish in six
months but take two years. Then, if
possible, turn the entire construction job
over to him. That way, the responsibility
for finishing on time can be fixed.”

Oronoque Village is an example of an
efficient schedulingjob. Construction began
last spring, and play will start next spring
despite 1) the aforementioned heavy clear-
ing of woods and 2) an unusually wet spring.

“f we'd started earlier, in June, say,”
says Bargas, “we would have had dry
weather. And we would have saved more
than $30,000 in grading costs because we
wouldn’t have had to push mud around.
But we needed the growing season at the end
of the summer to be able to open next
spring.”

When conditions and climate are more
favorable, construction time can be even
faster. Dewar managed to finish a course
(to the point where the grass could start
growing] in Albuquerque, N.M. in just
three and a half months. The developers,
unused to such speed, were caught without
a well for the irrigation system, and it
took them three months to dig one and
get the course seeded.

An even more spectacular job was done
in Ocala, Fla, where Dewar moved 1.5
million yards of dirt to complete a
course in two months. It will open next
April, and the time from start to play
will be eight months.

Is this the limit? Muirhead thinks not.
“"We're aiming at getting the building

time down to one month. And we think
we'll' be able to do it quite soon.”

The experts tell how to avoid

the most common pitfalls

In grading. Says Muirhead: “Get from the
contractor an estimated earth-moving cost.
Then take the plan to an engineer to see
how much dirt has to be moved. This will
tell you how expensive a course the
architect has designed, and it will also
provide a checkpoint against the earth-
moving bill.”

Says Genet: “You can lose money if you
don’t get a contractor that knows golf
courses. Most of them are road builders.
So get the best you can. And lease all
the equipment; it will save you money.”

Says Bargas: Rough grading is the most
expensive part of a golf course, and bad
machine operators and poor or too small
machines could double the cost. Suppose,
for example, you're using a cable dozer
instead of a hydraulic machine, and the
blade hits a rock, jumps and misses. You
have to go back over it, and that's ex-
pensive.

““And you need big enough equipment—
D-8s and D-9s. Some guys hear the price—
$55 an hour and ten machines working
—and they chicken out and get lighter
machines. But the heavy stuff will work
many times as fast, and in the end it will
costalotless.”

Says Dewar: “The big equipment can
move 20,000 to 30,000 yards a day, but you
have to have an accurate grading plan
to do this, and the dirt must be programmed.
We try to keep our scrapers moving at
20 mph or better, and our bulldozers
operating in second and third gear. You
can double the usual amount of dirt you
move if you bear down heavily enough.”

In Irrigation. Says Muirhead: “The irri-
gation contractor must be good. There
are 200 to 2,000 sprinkler heads on a
course, and every one of them can leak.
Be sure the pipe meets Asa specifications,
and be sure it goes in at the right depth.
Flushing the system should be part of the
contract, and the contractor should also
teach the superintendent about the system.
And in a cold climate, the system must be
drainable.

“] wouldn’t recommend anything but a
fully automated system. Watering is done
at night, and if the system isn’t automated,
you'll need a man to work that shift,
He'll be expensive and hard to hire. Also,
he gets wet, so he might move a sprinkler
every hour instead of every half hour.
Some areas will get too little, others too
much, and you’ll have wet fairways the
nextday.”

Says Genet: “With an automated system,
as opposed to an automatic system, you

can override the master control at any
station. You might have to syringe a green
that’'s too hot, for example, and the
automatic system could require a man to
walk a long way to turn on the water.
He might not do it, and you lose a green.”

Says Bargas: “You'll have less trouble
later if you use brass sprinkler heads,
not galvanized. And be sure to cushion
the pipes in sand. Otherwise they're
liable to break, especially in frost areas.”

Says Dewar: “Our biggest problem today
is irrigation. For some reason the de-
veloper hates to let the irrigation con-
tract on time. You have to bear down on
him, and on the well digger and the irriga-
tion contractor, if you want to get done on
time. For the average irrigation contractor
you can double his estimated time of finish-
ing. And we have also discovered that it
almost always takes three to four weeks to
get the irrigation materials delivered.”

In future maintenance. Says Muirhead:
“"Greens must have usca-specified soil mix-
ture, which is expensive, and the top must
be 14” thick. Otherwise, you’ll have to
start rebuilding in a few years, and that
can cost from $2,000 to $10,000 a green.

“If drainage is badly done, you’'ll need
lots of regrading and tiling later. The
contractor should be responsible.”

“Grading must be done so as to take a
nine-gang hydraulic lift mower, and trees
must be 17 ft. apart. Otherwise you'll need
lots of expensive hand mowing,

“Seeds must be of top quality. Other-
wise you'll get weeds that won't ever go
away."”

Says Bargas: ““You'll get hurt later on
if you don’t have proper topsoil on your
fairways. It should be at least 4" thick.
Get the best seed, even though it may
cost up to $2 a pound. And be sure that
all rocks have been taken out of the fair-
ways by the time you seed; otherwise they’ll
pop up in the winter frost.”

And in miscellaneous areas. Says Bargas:
“Before you do any seeding, get a soil
analysis. Then find out what’s the best
kind of treatment for that soil, and what
kind of grass will grow bestin it.”

Says Muirhead: “Try and have the fine
grading—greens, tees, traps, etc.—done
by a specialist. Even if you let a poor
rough-grading job get by, you must have
agoodjobon the final grading.”

And says Genet: “Someone in the picture
has to know golf. He must hit some balls
before the grass is in to check things
like rolls, trap positions, etc., that the
designer simply can’t foresee. If you have
to make changes, this is the time to do it.
Later, it will cost amint.

“But you can get carried away, too, if
you try and make everything too perfect.
The man who can build a course most
efficiently is probably the man who never
picked up a club in his life.”
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AWARD WINNERS

Here’s more
evidence of . ..

The

space
revolution
in
multilevel
houses

Innovative treatment of interior space

. . p : Upper level (above) has two sleeping
is creating drama and surprise in more

areas divided by storage partition. Both

and more single-family houses—not look up into trees through clerestories
; and down into living-dining room. Kitch-
only custom homes but also the built- en (below), beneath upper level, has open

: b : shelves and long serving counter
for-sale variety. And it’s such innova-

tion that distinguishes the five houses
in this eight-page portfolio.

You will see a three-story dining room,
a pair of rooftop studios, room-to-
room changes in ceiling height, and a
house in which rooms trade light and
height as they spiral up around a
central stairway.

The five houses, all custom designs,
were among 34 award-winners in the
1970 Homes for Better Living program,
sponsored by The American Institute
of Architects, American Home maga-
zine, and House & HoME.

HaH showed 19 of the winners—built-
for-sale and custom houses, town-
houses, and apartments—in July, Au-
gust, September, and October; will
publish the others in forthcoming
issues.
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HONOR AWARD

Even a one-room house can have a variety
of interior spaces, and this 900-sq.-ft. vaca-
tion home—actually a single large room—is
acase in point.

Beneath its two shed roofs are three
distinctly different spaces—a high ceilinged
living area, a sleeping mezzanine overlook-
ing the living area, and the kitchen tucked
under the mezzanine. Side walls are win-
dowless, and the front has only horizontal
strip windows, but the interior gets plenty
of daylight from deep clerestories and a rear
window wall. Built out over a steep lake-
front site, the house is tied to the site by an
entrance bridge and stairs from a rear deck.

Architect: Bernard A. Marson. Builder:
Francis Mooney. Location: Monterey, Mass,

e AW s P o2 o~ a3
Entrance bridge leads from parking area,
in foreground, toupper level |plan, below)
of hillside house, which is set on piers

Side walls are blank and street windows

high for privacy from nearby neighbors

SECTION

NNTRAHCE LEVEL
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AWARD WINNERS CONTINUED
PHOTOS: MORLEY BAER

Living room fireplace is flanked by
allery. Spiral stairs in
ground lead to studio.
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SECTION i
Studio has three walls of windows for
work light and distant view
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£ L o) 2 3
Side view of house shows master bed-
room wing in foreground and living room
wing at right. Perimeter skylights be-
neath rooftop studio bring daylight into
central gallery

HONORABLE MENTION

Every area of this cruciform house works off
a 1%-story central gallery (plan, right).

Above the gallery, and reached by a
spiral stairway, is a rooftop studio (above
and small photo at left) with wall-to-wall
windows commanding a 40-mile view.
Directly off the gallery are the four wings
of the house: living room, family room and
kitchen, children’s rooms, and master
suite. Sliding glass doors open each wing
toadeck, patio, or balcony.

The 2,820-sq.-ft. cruciform plan not only
zones the house uncommonly well but also
made it possible to save many of the old
trees on the ridge-top site.

Architect: Fisher-Friedman Associates.
Builder: Silver Construction Co. Location:
Alamo, Calif.
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AWARD WINNERS CONTINUED

PHOTOS; BILL MARIS
]

"
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Projecting boxes (photo above| enclose
the master bath, in center on the third
leveli a loft above it; and a living room
extension, at right on the second level.
Entry deck is at left on second level.

FAMILY
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Living room looks into dining room, in
background, and up to bedroom.

HONORABLE MENTION

There’s a continual flow of space in this
house—not an unusual attribute when the
flow is horizontal—but here it’s upward
and downward rather than on one level.

From the second to the fourth level, rooms
borrow height and light from each other as _
they spiral up around a central stairway. \.\
What's more, a variety of window and sky- Master bedroom looks down to living
light shapes and the placement of project- omihii il “_1““". eixtght.
ing boxes (left) make for changing light . m
patterns and views. ' TREw

Like the house at the top of the following
page, this one rises boldly from a flat site.
Its four levels—the first is set halfway into
the ground—have 2,750 sq. ft. of living
area.

Architect/builder: Robert W. Whitton.
Location: Miami, Fla.

smmgecoTRe

=

—F Y Glass-walled extension of living room
projects out over strip window of bottom-
level recreation room. Inverted-T sky-
light is in pitched living room ceiling.
Windows of loft and third-leve] bedroom
are at right,
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AWARD WINNERS conTIN RZRA STOLLER

i - R -
Three-story glass wall of dining room  house. Bridge links main structure to
brings light and view into center of  guest house at right

PHOTOS. REGINALD RICHEY
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Living room borrows space from dining

room (background, abovel and second-
floor bedrooms, which can be closed off
with shutters. Third-floor study (left/has
wall of windows overlooking town. Entry

w is through gate in courtyard wall,
' T - o
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Two-story living room, on second floor,
has railing, right background, around
three-story dining well.

AWARD OF MERIT

A three-story dining room, rising through a
two-story living room, opens up dramatic
spaces in this large vacation house (more
than 2,500 sq. ft.]. High windows, third-
level platforms, see-through catwalk rail-
ings, and white interiors increase the ap-
parent volume. The second and third levels
command an ocean view.

Architect: Richard Meier. Builder: Vol-
graff & Son. Location: East Hampton, N.Y.

Bl

FIRST LEVEL SRCoOND LEVEL

HONORABLE MENTION

Behind the almost austere facade of this
small house (1,542 sq. ft.) on a quarter-
acre corner lot is a freewheeling plan. At
its center, a two-story living room is open
to three other main-floor areas—dining,
family, and music rooms—and to two sec-
ond-floor bedrooms. Up top a study is iso-
lated from the rest of the house.

Architect: Lynn Charles Taylor. Builder:
Trueblood Inc. Location: Doylestown, Pa. SECTION

MIDDLE LEVEL

LOWER LEYEHL

LIVING Fﬁ = 1
= —
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Family
apartments

There’s a huge
demand
for them . ..

Any apartment hunter with a wife and
two children can tell you it’s tough
to find a place to live. And any apart-
ment builder will admit that families
represent a big potential that is
steadily getting bigger.

“There are several factors,” says
Stan Hickman of Hickman, Hoppe,
Dallas-based apartment builder. “One
is tight money; families that could
qualify for a mortgage a few years
ago can’t today, so they have to
settle for an apartment. And even those
who could afford a house often go into
apartments anyway because they don't
want to pay present interest rates.”’

Another factor is the recession. “A
man is afraid to buy a house when he
thinks he might lose his job any day.
And there’s enough unemployment in
Dallas to make those who still have
jobs uncertain about the future.”

Finally, says Hickman, there’s a
long term factor. “The generation
coming up is inclined to spend less
on housing and more on fun. It’s a
difference in life style—live in an
apartment and drive a Maserati.”

With demand so strong and supply
so scarce, apartment builders could
logically be expected to be jumping
into the family-apartment market.

... butit’s a

tough market
to build for

CONTINUED




70

What makes the family-apartment market
tough to build for is the ability of young
children to create management and main-
tenance problems much faster than builders
can economically solve them. More simply
stated, children are the reason builders
steer clear of the market.

It's not that apartment builders don’t like
children. It's just that they would rather not
face the problems which kids create in the
design and management of apartment proj-
ects.

Compared to family apartments, the
adults-only market is a snap. Family apart-
ments require more recreational facilities,
larger living units, lower density, and spe-
cial management. Construction and operat-
ing costs are higher than they are for adults-
only projects, and family apartmentsusually
bring in less rent per square foot.

Faced with higher costs and lower rents,
most apartment builders are as eager tobuild
for families as they would be to contract
bubonic plague.

In California, a Mecca of apartments,
builders simply avoid the market. Says a
spokesman for the Klingbeil Corp., an apart-

FAMILY APARTMENTS CONTINUED

ment developer based in Columbus, Ohio,
which is building what is virtually Northern
California’s first family-apartment project:
“Northern California builders appear to
have gotten into an adults-only rut.”

Northern California builders had good
reason to get into an adults-only rut. The
market, until recently, was strong. And
there is no question that in comparison,
family-apartment projects are greater risks.
In fact, they often come close to being un-
feasible.

“The costs are higher, much higher,”
says Mort Brodsky, a Rochester, N.Y., apart-
ment builder, ‘“and family apartments
bring in less rent per square foot. In Roches-
ter, we've never been able to get as much
rent for the second and third bedrooms as
we do for the first.”

Dallas’s Hickman states flatly he would
not be building his current project if he had
not been able to purchase land at a lower
price than he normally pays for adults-only
apartment sites.

“We get 26% cents per square foot for an
adults-only unit,” Hickman says, ‘‘and we
get 23 cents for a family unit. We have to

make up the difference somewhere, and in
this case we did it by buying land a little
farther out.”

Why do family apartments bring less
rent?

“The breadwinner with three of four
people to support,” says Dr. Ellis Ring of
California’s Ring Brothers, well-known
apartment developers, “can’t pay what
someone with himself and only one other
person to support can pay.”

Ring agrees that the logical conclusion
is that family apartments must be brought
in at a lower cost, and therefore, lower rents.
“But,” he says, “you can’t do that if you
build in a good area. The costs are higher
than they are in an adults-only project.”

Despite the cost-rent gap, the trend in
family apartment planning is to offer ten-
ants more—more space, more facilities,
more services, and more management. Ordi-
narily, strong demand and shortage of units
would enable a builder to offer less without
adversely affecting the vacancy rate of his
project. But in the family-apartment mar-
ket, factors other than vacancies must be
considered.

Builders in the market say family apartments require special facilities

The standard recreation building and swim-
ming pool are being augmented by elaborate
tot Jots, large wading pools, day-care cen-
ters, babysitting services, and a calendarful
of organized activities for both children and
parents.

It's obvious that the facilities and activi-
ties are not intended to accelerate the pace
of the initial rent-up. In fact, the facilities
are often not installed until the second sec-
tion of a project is under construction.

Rather, the strategy is to keep the kids
busy and out of trouble. For example, one
problem Brodsky encountered was van-
dalism during construction; kids living in
the first section of a project, it seems,
tended to make the site of the second
section their playground. Vandalism is a
problem common to builders of all kinds
of housing, but on family apartment
projects, says Brodsky, “It's even more
of a problem than usually.”

Brodsky’s solution was to make the
young children of his tenants junior sheriffs,
and offer a $25 bounty for vandals. The
theory was that if all the kids are wearing
white hats, there won’t be any in black
hats, a tactic not unlike organizing a
game of cops and robbers without robbers.

“It's working,” says Brodsky. “We've re-
duced the vandalism on the site.”
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There are other ways to keep kids occu-
pied, and providing them with recreation
facilities is one of them. Brodsky’s current
project, for one example, will have a
$320,000 clubhouse, swimming pool, kiddie
pool, putting green, shuffleboard, tennis
court, and a combined badminton and
basketball court. Still undecided is whether
to install a day-care center. “We're leaning
towards it,” says Brodsky.

There is widespread interest among
family-apartment builders in the day-care
center. The reason, according to Hickman,
is simple: “Forty per cent of the mothers
in this country work. They need a place to
leave their children.”

Without a day-care center or an organized
babysitting service, an apartment builder
runs the risk of having the need satisfied
by an enterprising tenant. It is not un-
common for a housewife to supplement her
family’s income by taking care of other
tenants’ children. The results can be deaf-
ening—and devastating; a half-dozen chil-
dren spending weekdays in a two-bedroom
apartment will quickly bend a maintenance
budget out of shape.

The feasibility of including a day-care
center in a project depends in part on the
state in which it is located. Some states
have stiff requirements, others don’t.

A report prepared by the L. B. Nelson
Corp., a Palo Alto, Calif. apartment devel-
oper, points out that California has “a very
specific and rigid code of standards,” which
in addition to making “the quality of care
and facilities quite high,” also pumpsup the
cost.

The easiest way to get a day-care center is
to lease the facilities to an organization
which operates it. The Nelson report ex-
amines the economics of this method:

“The common rental rate for a nursery
building and play area is $8 to $10 per
child capacity. So a 50-child nursery with
3,000 square feet of outdoor play area would
be rented to a nursery operator for up to
$500 per month. The building, including
the necessary built-in play apparatus,
would cost approximately $12 per square
foot, or $36,000. The space would rent for
16.7 cents per square foot, or approximately
38% less than the square footage rent for
apartments.”’

Most apartment builders allow the nurs-
ery or day-care center to accept children
who do not live in the project. Others
insist on limiting enrollment to children
of tenants. That policy would be subject
to megotiation with the operator of the
day-care center, and would depend to alarge
degree on whether the project is judged




large enough to support the nursery with-
out taking in non-tenants.

One alternative to contracting with an
operator of a day-care center is to locate
near an existing center and make its avail-
ability known to tenants. Klingbeil is tak-

ing this approach in its Santa Clara, Calif.,

family project.

Another alternative is to help tenants
organize a cooperative day-care center or
nursery. Carl Freeman Associates of Silver
Spring, Md., has used this approach in one
of its family projects (since sold) and says

it was satisfied with the results.

Pre-school children present one kind of
problem; school-age children, especially
teenagers, present another. Some builders
avoid the problem by placing an age limit
on children moving into a project. The
Ring Brothers will not accept a child
older than eight in their Culver City,
Calif., family project, The Heather. Pre-
sumably, the Rings expect a family to move
out before a child reaches his teens.

But where there is no age limit, the
family-apartment builder must provide

special facilities for each age group. Indeed,
Hickman-Hoppe is now planning to expand
its facilities for adults.

Comments Hickman: “Adults need as
much attention as children. The maother
and father can’t very well make mudpies
or the men in white coats will take them
away.”

So, Hickman-Hoppe is installing such
things as an automotive shop, photo lab,
and woodworking shop, places where
parents ‘“‘can get away from their kids
for a few hours and relax.”

Family apartments require special management all along the line

The special requirements begin with the
screening of tenants.

States the Nelson report: . a bad
mistake in the screening process becomes a
nasty problem. Tenants must be stable,
cooperative people who can live in a dense
community with quite a few children run-
ning and making some noise. Also, apart-
ments are not soundproof, and no matter
what we do to lessen sound transmission,
children are going to be heard, and the
adult tenants will have to go along with the
noise that remains . . . A high-strung divor-
cee with two spoiled, bitter children could
make everyone miserable if the manager
rents to her.”

A basic requirement is to limit the num-
ber of children in each type of unit.
Brodsky will not permit a family with more
than two children to rent a two-bedroom
apartment. Neither will he permit a family
to use a living room or family area as a
bedroom.

i

Those prohibitions enable Brodsky to
control the child population of his projects
and to calculate in advance the facilities
he will need to serve the children who do
move in.

Another tactic is to segregate childrewn
according to their age group. Under this
plan, each section of a project is restricted
to children of a specific age. Parents of
pre-school children tend to be sympathetic
of problems caused by other tenants’ pre-
school children.

“It's difficult for a tenant with an
infant to complain about the baby crying
in the next apartment,” says Hickman. On
the other hand, the parents of a teenager
may not be as tolerant of a crying infant,
while the parents of an infant may object
to the rock music coming from a teenager’s
transistor radio.

With any age group, management should
include organized and supervised activities.

“We have to have planned activities,”

Maybe. At least that’s what apartment
builders in Northern California are be-
ginning to think. For the past several
vears, larger and larger apartment proj-
ects—all restricted to adults—have been
built in the area. Vacancies have now
become a severe problem, and for the
first time, apartment developers are
thinking about the family market.
“During the last half of 1969,” says a
report prepared by the L. B. Nelson Corp.
of Palo Alto, ‘“the South Bay area saw
one large project after another open
and fizzle. The vacancy factor in the
‘ buildings completed in the West Valley
‘ area during the last half of 1969 is over
20%, with several buildings behaving

— e e —

Family apartments: answer to a glutted adults-only market? |

very poorly.” [
Until recently, California families |
hunting for apartments were limited to
older projects with vacancy problems. |
Usually the projects had been through |
several owners and were showing signs ‘
of old age and poor maintenance. '
“When you see a sign outside a project ‘
that says children and pets are wel- i
come,” says one California builder,
“‘vou can be sure the project is in trouble. |
It’s often the last step before the project
turns into a slum.” |
But with an overbuilt adults-only mar-
ket staring developers in the face, the '
family tenant may soon find himself in
a much happier position. ‘
J

says Brodsky. During the summer, his firm
relies on swimming pools to keep children
busy and quiet. He has four pools in his
family projects, hires 17 lifeguards to
supervise them, and keeps them open from
ten in the morning to nine in the evening.
Several times during the summer the com-
pany sponsors pool parties. Twice a year it
sponsors a carnival with contests and
games. And once a year, it sponsors a
teen dance for which it hires a rock band.

““We warn all the tenants that it’s com-
ing," says Brodsky.

Hickman attempts to solve problems
caused by children by dealing with parents.

“It’s not a kid problem,” Hickman says.
“Tt's a parent problem. You can’t let parents
abdicate their responsibility.”

Hickman has a number of ploys designed
to remind parents of their responsibility.
If, for example, a manager finds a child’s
toy lying on the ground, he takes it to the
office and asks the parent to reclaim it—for
a 50-cent redemption charge.

“We're not interested in the 50 cents,”
says Hickman, “but we do want the parent
to come to the office so we can talk toher.”

Hickman-Hoppe also inspect a unit for
damage every 45 to 60 days. If a repair is
necessary, it is made, and the cost is taken
out of the tenant’s security deposit. The
tenant is then requested to restore the
security deposit to its original amount.

“If we waited until the tenant moved out
to repair the damage done,” says Hickman,
“the cost would exceed the amount of the
security deposit.”

Management of a family-apartment proj-
ect, suggests the Nelson report, can be
made easier—and less expensive—by get-
ting parents to help. Parents could be in-
duced to supervise activities in the recrea-
tion building one-half day a week, the
report states. A committee of parents could
be organized to plan activities for children
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of all tenants. There are many other ways
in which parents can help, and all are
effective in getting tenants to identify
favorably with apartment management.
Similarly, some apartment managers have
induced older children to help supervise the
activities of younger children. That arrange-
ment keeps all of the kids under control.
To get tenant volunteers, an apartment

FAMILY APARTMENTS CONTINUED

builder needs a manager who can create and
sustain the right kind of atmosphere. There
is no agreement on the kind of person best
suited for that role.

Brodsky prefers men as managers, be-
cause “‘they have a little more authority.”
Hickman, on the other hand, believes that
“men do not make good managers.” The
Nelson report suggests that the ideal

manager would be a retired elementary
school principal “with a real gift for com-
municating with this age group and their
parents—someone who has a deep under-
standing of the thinking patterns and
motivations of young children.

““Whoever the manager is, his job will be
easier if the project has been designed for the
needs and problems of children.”

Family apartments require special design and planning from the ground up

It's impossible to plan a family-apart-
ment project without considering the liv-
ing patterns of children and parents.

Some California builders believe that the
Ring Brothers made a major mistake when
they put up three-story buildings at The
Heather.

First, they have to put in an elevator,
and that's expensive,” says one builder
who has visited the project. “Then they
run into resistance from the mother who
thinks that the elevators are going to be
tied up all day by kids riding up and down
or pushing all of the buttons. She has vi-
sions of lugging her kids up and down three
flights of stairs.”

The Heather is believed to be renting
more slowly than anticipated, and builders
who have toured the project (and they
include almost every builder in California
who is interested in cracking the family-
apartment market) contend that it’s the
third-story apartments which are moving
slowly.

The Heather's problem illustrates the
dangers which characterize the family-
apartment market, because the project is
otherwise regarded as an outstanding ex-
ample of how a family project should be
designed.

States the Nelson report: “A real effort
has been made at The Heather to meet the
needs of this rental group. The apart-
ments are both single-level and town-
house units in two- and three-story build-
ings built around a two-car park in the
center of the project. The site plan is
tight, understandably, due to the needed
density, but the open areas are so well
done that the tightness is adequately re-
lieved . . . This project reinforced . . . the
validity of the concept of offering quality
apartments to young families, but at rents
they can afford. It also showed . . . that
relatively high density can be achieved
where necessary in a family project if the
open areas are handled well.”

But there is ample opportunity for
builders to make design and planning errors.
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While just about every apartment builder
knows that a building with a double-
loaded corridor will run up maintenance
costs, not everyone is aware of the dangers
of placing too many units on one stairway
in a family project.

Says Bob Friedman, senior vice president
of Carl Freeman Associates: “If you put
four to six units on a single stairway,
you'll have too many kids coming out of the
units, and you can expect noise and main-
tenance problems.” Friedman says his
company ‘‘has given up on grass’ in front
of buildings, using ground cover instead.
Sculptured terrain (mounding) is gaining
popularity.

“Small children not yet interested in
games,” states the Nelson report, “enjoy
these contoured surfaces that make even
the ground a ‘play thing’ that you can roll
or somersault down and run up. Contour-
ing, combined with landscaping of the
ridges, can define or frame play areas,
making them look like something special,
and giving a well-designed group of play
pieces more importance, and the appear-
ance of more substance than if spotted
around a large flat area.”

Outdoor lighting also has to be planned
with children in mind. Carl Freeman
Associates, which has as much experience
as anyone in the family market, made the
mistake of using standards 2’ high. “They
didn’t last,” says Friedman. They were
replaced by standards 8’ high.

The location of play areas can be trouble-
some. Placing one large playground in the
center of a group of apartments affords
parents the opportunity to supervise their
children without leaving the units. But
it also creates a concentration of noise.
For that reason, there seems to be atendency
among builders to favor several play areas
scattered throughout a project.

Drainage in play areas should be good
enough to make the areas useable the day
after a rain. Of the projects surveyed for
the Nelson report, most of them were
plagued by poor drainage: “. . . the play

yards (were] unusable for weeks after a
rain, o

In the units themselves, builders rarely
make major concessions to children’s ca-
pacity for damage.

Says Hickman: “You can’t create an en-
vironment that a kid can’t destroy. And
the more damage-proof you try to make the
unit, the bigger the challenge to the kid who
is destructive.”

There are things which can be done,
however, to reduce maintenance, and they
usually entail such things as more tile in
the bathroom, heavier use of laminated
plastics on interior surfaces, vinyl wall-
coverings, and blackboards and bulletin-
boards on walls or closet doors.

Initial cost can be reduced by devising
ways to make smaller units satisfy tenants’
needs. The Nelson report borrows an idea
from single-family homebuilders: the mas-
ter bedroom suite with an alcove to be used
as a bedroom for a child four years old or
younger,

“With this small ‘bedroom’, a couple with
a young child can live in a 700-square-foot
two-bedroom unit,” the report says. The
alcove could also be added to a two-bedroom
unit and marketed as a three-bedroom
apartment. The report suggests that the al-
cove could serve as an office or sewing
room if it is not needed as a bedroom.

Shareholder’s Capital Corp. of Los An-
geles is building a project in which it makes
the children’s bedroom serve double duty.
Calling them “Jack and Jill”” rooms, Share-
holders will separate the rooms with a
sliding partition. When the partition is re-
tracted, the two bedrooms become a 29’ x
10% ' playroom.

More cost-reducing design innovations
can be expected in the next year, because
as in no other type of housing, family apart-
ments invite experimentation. The demand
is substantial; the challenge is to satisfy it
without pricing the apartments out of the
market.

And for builders who find the right
formula, the rewards should be great.




“Total Electric homes?
| wouldn't build anything

else”

THIS IS A

S GOLD MEDALLION
i HOME

Quality consfrucfion—feoturng fla

Gl -'.-w'x Al

meless electric heat—helps sell homes fo

Builder David C. Smith. And he's sold as many as 30 homes in two weeks.

Last year David C. Smith, Gaithers-
burg, Maryland, built more than 100
homes—custom built and project units.
Every home was o Total Electric Gold
Medallion Home.

“We made up our minds to build
top quality and minimum maintenance
into our homes," says Mr. Smith. “Flame-
less electric heat meets these require-
ments best.”

“QOur quality story makes sense to
buyers. And it pays off in word of mouth
advertising for'us. We've sold as many
as 30 homes in two weeks without spe-
cial promotion."

"My experience building Total Elec-
tric homes goes back over the past six
years and | haven't had one customer
complain about electric heat operating
costs.”

where everything's electric,
including the heat.

CIRCLE 90 ON READER SERVICE CARD

Electric heat can help you build a
better quality, faster selling home, too.
Start now, by getting all the facts from
your electric utility company. They'll be
glad to work closely with you.

P.S. Is Mr. Smith's own home Total
Electric? You bet!

Live Better Electrically

Edison Electric Institute, 750 Third Ave., New York, N. Y, 10017
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Fast, strong nailing . .. even in close quarters, is easy with a Component mass production . . . needs tools like the Duo-Fast

Duo-Fast CN-137 Nailer. The nailer handles coated regular, IN-123 to match the efficiency of in-plant or shed construction.
ring and screw shanks from 6d commons to 16d sinkers. Many an-site uses too. Fed from a coil of 300 nails, the IN-123
Cohered nail strips are completely interchangeable without handles regular, ring and screw shanks, from 14" thru 17".
changing the nailer. Built-in safety mechanism.

Economical staple nailing . . . with a Duo-Fast S:763 and spe- Fast, mar-free interior trim work . . . is easy with Duo-Fast Brad

cially coated 16-gauge staples. Makes fast work of wall sheath- and Finish Nailers. Automatic countersinking eliminates nail-
ing jobs while meeting requirements for FHA approval under setting. Color brads are available to match pre-finished trims.
UM-25A. Also a time-saver for sub-flooring, gypsum lath, roof Duo-Fast has models to cover the complete range of brads and
decking and shingles and shakes. finish nails.

These ideas and many others are explained in two
fully illustrated brochures that give you everything you

need to know about power driving staples and nails.

Send today for Time and Money Savers for the Building Industry
...and A Guide to Duo-Fast Staples and Nails. ’

IN FAST
TO
HOLD FAST

DUO-FAST FASTENER CORPORATION
3702 River Rd., Department HH
Franklin Park, lllinois 60131

Everything you need for tacking. stapling and nailing.
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Red cedar shingles:
good neighbor policy for apartments.

Gold Mine Hill Apartments, San Francisco, California. Certigrade Shingles No, 1 Grade, 18" Perfections. Architect; Fisher & Friedman Assoclates

To be a good neighbor, a in rich texture, complementing and For your next apartment project,
residential apartment complex must enhancing the appearance of the insist on the real thing: red cedar
blend effortlessly into its environ entire community. And their inherent Certigrade shingles or Certi-Split
ment, To achieve quick occupancy look of warmth contributes to the shakes. They're worth it. For details
it must attract attention. Red cedal tenant appeal of the development’s and money-saving application tips,

| shingles help accomplish both for contempaorary design write : 5510 White Building, Seattle,
San Francisco’s Gold Mine The result is an apartment &%, Wash. 98101. (In Canada:
Hill apartments complex that fits in—even & k¥ =% 1055 West Hastings Street,
Shingles drape the hillside sit as it stands out i‘ \ ; Vancouver 1, B.C.)

‘ 4 \

Hinaies s st

Red Cedar Shmgle & Handsplit Shake Bureau

One of a 5 prasanted by members of the American Wood Council
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Road-test us in
the worst traffic.

Carpets with pile of Marvess® olefin, a Phillips 66 fiber,
are made to go where the going is roughest.

The special heavy-traffic places. That call for special
ruggedness. The kind of ruggedness you get in carpets made
with pile of 100% Marvess olefin.

Because carpets made with Marvess are built to really
resist wear and abrasion. To resist stains. And mildew, rot,
insects and static buildup as well.

All while keeping their good Iooks Ionger Keepmg the
full vitality of their solutlon == = === =
dyed colors beautifully.

Of course, the unique

No-Strings Guarantee (£ ForTered ihomnOutioar Gapot

: .' ;{-;!ItlepiiFme:segouarantees_ tlhls; caametl i
Stands bEh[nd every '\ agac:nst rt:tt?;:g.v:emvgfj;St.E;?ltheP:f:egsi?\:tl:atﬁer.
approved carpet grade of [  For2year oo auoor commercirse

Or we will replace this carpet. Free.

Marvess too. Forindoor ~ f§  Eesesiser o i
and outdoor use. | e

If you're looking for car- " ’
pet that really offers performance plus appearance, look no
further than carpeting made with Marvess.You get the green

light on both features for years to come. Your carpet resource

S L B MARVESS OLEFIN
PHILLIPS
FIBER BY m PHILLIPS BB
*
PHILLIPS FISERS CORPORATION, GREENVILLE, §. C.. A SUBSIDIARY CF PHILLIPS PETROLEUM COMPANY. PRODUCERS OF MARVESS® OLEFIN, QUINTESS® POLYESTER, PHILLIPS 668 NYLON AND LOKTUFT® CARPET BACKING.
MARKETING OFFICES: P. 0, BOX 66, GREENVILLE, SOUTH CAROLINA 29602, TELEPHONE (803) 242:6600; 1120 AVENUE OF THE AMERICAS, NEW YORK, KEW YORK 10036, TELEPHONE (212) 697-5050
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The huntis on!

(Beware of the Grope.)

How to keep the Grope
from bagging your
without them lifting a finger.

The Grope preys on people who don't know where to
find what they're hunting for . . . turning their search for you
G (SN into a jungle hunt.
% But you can put one over on the Grope,
W if you don't spread yourself thin. Cover your
N territories . . . all of them, by listing yourself
in the surrounding area Yellow Pages.
The Gope footprnt You see, a lot of your prospects that
goes in all directions, @re nearby, use a nearby Yellow Pages.
like you without And when they lift a finger, if you're not there
the Yellow Pages. they miss out on you and you on them.
So play it smart and list yourself in the surrounding area
Yellow Pages. After all, why try for some of the -
customers some of the time, when you can try for [Teiew
all of the customers all of the time! o

The Yellow Pages

!
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Dont put alow budget
“discomfort” system
into high income housing

Multiple dwelling should not ~ while heating another. And And Lennox accepts
mean the sacrifice of to filter, humidify, and single-source responsibility
individual, unit-by-unit circulate the air continuously. for equipment performance.
control of heating, cooling, We offer you a score of With more than 5,000 |
ventilating. ways to provide this indi- dealers to assure availability
And this includes the vidualized comfort. Oil, of parts and service.

capability to cool one unit gas, electric, heat pumps. Give yourself a choice

Single package or split of deluxe comfort systems.

systems. Any mounting: Write Lennox Industries Inc.,

roof, grade-level, through- 836 S. 12th Avenue,

the-wall. Marshalltown, lowa 50158.

Lennox systems offer
owners other advantages
(beyond tenant content-
ment). You can predict

naslasin s voinn Ardoirogie costs accurately. And
community under construc- 5 & ;

tion in Dallas. Owner and completion dates. Progres-
developer George O. Yamini sive occupancy made

chose Lennox split-system -

cooling and Lennox ducted possible.

electric heating to provide

individual tenant control of
comfort. Architects: Craycroft
& Lacy. General contractor:
pEsemssineas gl S

Sikes Construction Co. Heating/
air conditioning contractor:
Hamilron Service Co.

AIR CONDITIONING * HEATING

N \;
TG

|
|
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‘Our buildings

have been known

for quality for almost 20 years. So when
we remodeled,we chose the dishwasher
with a 20-year reputation for quality.

KitchenAid?’

tChe .

“We wanted to be careful to add products that would
keep our quality image. We surveyed other apartment
owners and managers. They recommended KitchenAid
dishwashers because of their good service record,”
says Charles Moynahan, Manager of the Presidential
Apartments and Hotel in Philadelphia. The complex
includes 1,047 apartments, 120 hotel units, and office
and commercial space.

Updating of the deluxe suites began about 6 years
ago. The kitchens got a top priority. And KitchenAid

ishwashers.

So whether you’re remodeling or building new apart-
ments, KitchenAid dishwashers will help keep you
ahead of competition.

Ask your KitchenAid distributor about his Builder

CIRCLE 95 ON READER SERVICE CARD

Program. (He’s listed in the Yellow Pages under
“Dishwashers”.) Or send the coupon.

KitchenAid

Dishwashers and Disposers
KitchenAid dishwashers—20 years of good old-fashioned quality.

| R R T S R P R e o g |
| KitchenAid Dishwashers, Dept. ODS-11 I
I The Hobart Manufacturing Co., Troy, Ohio 45373 |
| I'd like details on the Builder Program. Who’s my |
| distributor? |
: NAME E
| ADDRESS I
| ‘ary COUNTY. I
: STATE ZIP I
| |
I |
| |
| |
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PRODUCTS

A laundry pair for:

And they take twice the load. The
washer and dryer above take 18 lbs.
of clothes. That is double the ca-
pacity of last year's models, to
which they are similar in only two
ways: size and color. They each
still measure 27" wide and come in
gold, copper, avocado, and white.
Inside they have been completely
redesigned.

First, they're bigger: the washer
basket and dryer drum are twice

easier access. . .

their old size. And the dryer mouth
has been enlarged (photo, far left) as
well as raised.

Second, they’re easier to get at:
the control console comes off (sec-
ond from left) by loosening two
screws and unplugging it from ma-
chine. The front panels also lift off,
and all parts are easy to reach.

Third, servicing is quick: the
repairman uses an analyzer he car-
ries with him (third from left) to

Mortarless blocks combine four
basic pieces (photo above): a stringer
block for straight walls, a half
block for starting or finishing a
partition or wall, a combination
block for corners or interior parti-
tions, and an insert plug. The
blocks on each course are firmly in-
terlocked by the insertion of the
plug (photo, left). They install
rapidly, can be laid up by un-
skilled workers, and were designed
for low-cost housing. Exteriors are
sealed with latex-based mortar that
looks like stucco when it dries.
Interblock, Dallas, Tex.

CIRCLE 251 ON READER SERVICE CARD

R F S R

on-the-spot service. . .

find out which circuits aren’t work-
ing. He replaces them immediately.
The dry motor needs no lubrication,
has a rugged urethane roller that is
easy to change.

Fourth, they are more versatile:
the washer takes any size load and
has water levels to match that are
clearly marked on the console (far
right). The dryer also does any
type of load including no-tumble
items like sweaters on a rack.

and greater versatility

Finally, they’re nearly foolproof:
if either machine stops, it must be
restarted by pushing a control pan-
el button. The dryer door could be
opened from inside. Lint screens are
right in front. And even the on-off
switch for the washer is hidden on a
lid hinge so it can’t be jimmied.
All this means: fewer complaints
from buyers or tenants. Frigidaire,
Dayton, Ohio.

CIRCLE 250 ON READER SERVICE CARD
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Plumbing wall is complete and
ready to install. Its wall of vinyl
and fiberglass reinforced plastic
contains all the connections for a
standard bath, and even includes
the medicine cabinet and shower-
head. Vinyl piping and pvc drain,
waste, and vent pipes (by B.F.

Goodrich), the wiring, and the foam
core, are all molded simultaneously.

Its all-plastic construction makes
it weigh % as much as a standard
8" x 8’ wall, so it can be shipped—
and carried on the job site—more
easily. Two men can install it in a
few hours. Modules can be 4’ x 8’ or
other sizes, for bathrooms, kitchens,
or combinations. Stal, Youngs-
town, Ohio.

CIRCLE 252 ON READER SERVICE CARD

Concrete cleaner contains no mu-
riatic acid, is non-etching, safely
cleans off dirt, grass stains, or
construction grime. It can be used on
most colored concrete matrixes and
aggregates and on smooth white.
Process Solvent, Kansas City, Kans.
CIRCLE 253 ON READER SERVICE CARD
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Why the best siding
for low-cost projects
is also best for
garden apartments

Cost-conscious builders choose any of a
variety of Bird solid vinyl sidings because they
have enough problems during construction
without worrying about materials that are hard
to install or about maintenance afterwards.

Bricklayers and stonemasons don't come
cheap. Wood has to be repainted or restained,
over and over and over. And metal can rust,
dent, pit, or corrode. Also conduct electricity
and interfere with TV reception.

CIRCLE 96 ON READER SERVICE CARD

Bird solid vinyl siding goes on fast and easy.
Never needs painting or staining. Stays new-
looking for years. Won'’t support fire. Can't
conduct electricity. That's why you see it on
more and more new buildings —everything
from urban residential developments to
suburban garden apartments.

The only thing that can top it is Bird's great
Architect®70 asphalt shingles ... on

your roof!

Write for the facts today. You'll get them fast.

on the entire Bird Solid Vinyl line.
[0 I'd also like information on Bird

I
| |
! Architect 70 asphalt shingles. BIRD A =

Bird & Son, inc. o -
= Box HH11, East Walpole, Mass. 02032 Cb()N =
I Name =
I Address =
: County =
| City State Zip 1
Fiif T

L1 ’
A 1 S 9 0

Ll

-
P
|
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PRODUCTS/KITCHENS

High-style cabinets
with functional insides

The cabinets above are finished like
furniture and handsome enough for
any room. Yet they turn any kitch-
en into an efficient work room.
Behind the hand-carved look and
antique brass hardware are 16
optional convenience features in-
cluding the two shown at right: a
glide-out towel rack and pop-up
mixer shelf. Long-Bell, Portland,
Ore.
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Compact laundry can go anywhere
with this pair: in the master
bedroom as shown, in an apartment,
mobile, or vacation home, upstairs
as a second laundry—even in a
closet. Dryer can be mounted over
washer or hung on wall. Each unit
is 30" high, 24" wide, and 15"

T

deep. Washer rolls to sink, is filled
with water and half a standard
wash load, washes for five min.,
drains into sink, then spins for one
min. Clothes, transferred to dryer,
tumble for 45 min. or less. Maytag,
Newton, lowa.

CIRCLE 201 ON READER SERVICE CARD

Double-decker range is 36" wide,
has six gas burners with stainless
steel utensil supports, rotisserie,
storage compartment, waist-high
infra-red broiler, keep-warm system,
timed cooking, and two ovens. Four
removable panels in upper oven go
into lower oven for high-heat self-

Automatic baster cuts down on
messy spills and heat escaping into
kitchen. Motor-driven arms pick up

sauce from special baster pan,
pour it over meat repeatedly. Rotis-
serie is feature on manufacturer’s
line of electric ranges. Kelvinator,
Grand Rapids, Mich.
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Ice dispenser now also produces
crushed ice, as well as ice cubes
and chilled water, right in the
glass, without opening the door.
Pushing the glass against a cradle
starts mechanism. Icemaker stores
260 cubes. General Electric, Louis-
ville, Ky.

CIRCLE 203 ON READER SERVICE CARD

cleaning cycle which takes about
two hours, makes use of oven
burner and broiler to produce 985°
cleaning heat. Other features: re-
movable oven doors and cook top,
molded-in unitized burner system.
Caloric, Topton, Pa.

CIRCLE 204 ON READER SERVICE CARD
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DO YOU KNOW ALL ABOUT INSULATED

WILLIAMSON

ESTABLISHED 1830

CIRCLE 97 ON READER SERVICE CARD

DUCT, PIPE & FITTINGS?

Regardless of the extent of your need for prefabricated duct,
pipe and fittings, we believe it worth your while to write for
our brochure #101. It completely illustrates and describes
Williamson’s complete line of SEAL-TITE® prefabricated in-
sulated duct, pipe and fittings.

Skillfully engineered and prefabricated you can install an insu-
lated system almost as quickly as you now install regular metal
systems. No special skills, tools or machinery are needed.
Tape, glue, staples and stiffeners have been eliminated.

SEAL-TITE® insulated products are available in standard
sizes and are shipped in cartons to eliminate damage, facili-
tate handling and simplify storage. Write for your free copy of
brochure #101 today.

The Williamson Company
Dept. J-132, 3334 Madison Road

Cincinnati, Ohio 45209

(513) 731-1343

H&H NnovEMBER 1970

101




Electronic range features a micro-
wave oven above, a conventional,
self-cleaning, oven and broiler be-
low. The electronic oven—about
19"x11"x13"—holds a large roast or
fowl, cooks a ham in less than a half
hour, can be used with paper or nor-

mal serving dishes, needs only wip-

Hood fans come in roll-out ver-

ing with a damp cloth since there’s
no heat to cook spills on. A brown-
ing element makes foods ‘cooked”’
by energy look like conventional
cooking, Tappan, Mansfield, Ohio.
CIRCLE 205 ON READER SERVICE CARD

sion for high ovens (above| or
tip-out model for built-in ovens
(left). Roll-out glides on nylon
rollers, can ventilate just the oven
or be pulled out to cover the front
burners. Silver anodized aluminum
finish. Fold-away model tips out to
start fan, back to shut fan off,
has a removable filter. Stainless
steel or copper finish. NuTone,
Cincinnati, Ohio.

CIRCLE 206 ON READER SERVICE CARD

Range hood for the built-in look,
has squared-front design, inter-
changeable panels in gold, avocado,
copper, white, and wood-grained
vinyl, as well as the standard

brushed aluminum shown. Basic
30" and 36" sizes come vented or
ductless with twin recessed lights.
Berns Air King, Chicago.
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Two self-cleaning ovens are the
attraction of this range. The upper
one has removable catalytic (con-
tinuous self-cleaning) panels. The
lower one cleans itself during a
conventional high-heat cycle. All
controls are at eye level. Upper
unit is 21", lower unit, 24". Modern
Maid, Chattanooga, Tenn.
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Plastic-finished cabinets have door
and drawer fronts of high-density
industrial flakeboard that is per-
manently fused to pvc, Natural-
looking wood grain is printed on
the reverse side of the clear rigid
protective surface film. Flakeboard
resists warping, can’t delaminate.
Surface resists most soils and stains
and abrasion, Brammer, Davenport,
Towa.
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Laminated countertopping, made
like a butcher block of edge-grained
hardwood, is 1%" thick, and 25"
wide, comes in lengths from 15"
to 96". It can be installed as a
small cabinet-top working surface,
as a sliding shelf, or the full length
of a counter. Bruce Paneling and
Molding, Covington, Tenn.

CIRCLE 208 ON READER SERVICE CARD
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Stainless steel dishwasher is top-of-
the-line portable model. It has a
new cookware soak cycle, plus
five others (full, sani-heat/full, pre-
wash, short, plate-warm|, H-arm
washing, new pushbutton controls,
cutting board top and a 20-year guar-
antee on its stainless steel parts.
Waste King Universal, Los Angeles.
CIRCLE 210 ON READER SERVICE CARD

t h .

Extra capacity dryer features an
eight-cu.-ft, drum, a high-volume
forced-air system that dries faster
at lower temperatures (150 to 1707,
and a 110-sq.-in. lint filter. Model
shown is one of five gas and six
electric units that have buzzers
that adjust for loudness, pushbutton
heat selectors, and a no-tumble
cycle for sweaters or wigs. Norge,
Fedders, Edison, N.J.

CIRCLE 212 ON READER SERVICE CARD
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Self-Cleaning

Convenience
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PRODUCTS/KITCHENS

Reversible door fronts that change
from dark to light, are standard
on this line of cabinets, as are
the two-toned antique bronze door
and drawer pulls. The new line is
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Small side-by-side is just 28” wide,
suitable for smaller homes, apart-
ments, or mobile homes. It has a
15.3-cu.-ft. capacity: 8.73 cu. ft. on
the refrigerator side, 6.58 in the
freezer. Exterior has wood-grained

vinyl on door handles, and a
bronze grille. Hotpoint, Louisville,
Ky.
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Floating trim kit converts any
freestanding range to a built-in.
The bheavy-gauge, bright anodized
aluminum trim attaches to range,
adjusts to any type of counter,
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designed to sell between manufac-
turer’s cherry and maple lines,
has all the same features and acces-
sories. Kemper, Richmond, Ind.
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Lazy Susan, for added flexibility,
has extra drillings on its steel
frame (inside ring) so upper shelf
can be moved up or down 3" for
more clearance below or a small
appliance and mixing center on the
upper shelf. The revolving mechan-
ism has 32"-dia. shelves. Murray
Eqpt., York, Pa.

CIRCLE 215 ON READER SERVICE CARD

and completely fills the area be-
tween stove and cabinet so that
crumbs won't fall through. Athens
Stove Works, Athens, Tenn.
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Hand-forged look on metal hoods
is now possible with a new line
of traditional finishes. They in-
clude antique brass and copper,
hammered brass, copper, or iron,
and black. Top-of-the-line hoods
have handcrafted seams, solid state
controls, infinite air speed settings.
Broan, Hartford, Wis.
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Flexible cabinets come in a new
Spanish style line of solid hard-
wood doors with birch panels. Basic
cabinets can be installed by builder
or landlord, then any of five styles
selected. Hinges slide into hidden
slots precut in the edges of doors,
are secured by tightening two
screws. Noblecraft, Hillsboro, Ore.
CIRCLE 219 ON READER SERVICE CARD

Compact refrigeraior is just 24"
wide for apartments and smaller
kitchens. It fits into a space 56%"
high and 21%" deep, holds 11 cu.
ft. Single door, for right-
hand swing, has egg racks, cheese
compartment, and three shelves.
Four sliding shelves increase stor-
age. Magic Chef, Cleveland, Tenn.
CIRCLE 221 ON READER SERVICE CARD

or left-

Double ovens both have timed
baking and removable -catalytic
liners that continuously clean them-
selves during cooking. The upper
oven also has a keep-warm system,
a rotisserie, and an infra-red broiler.
Gas unit comes in chrome as shown
and all popular colors. George D.
Roper, Kankakee, I11.
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Island hood is ducted for wuse
over peninsula or island range.
It has 3-speed blowers, concealed
light, and a 200-sq.-in. aluminum
mesh filter that is removable for
easy cleaning. Scalloped edge shown
is an optional kit in copper only.
Others are stainless steel or avo-
cado, Miami-Carey, Cincinnati, O.
CIRCLE 220 ON READER SERVICE CARD

Built-in ovens are continuously
self-cleaning. The 30" gas units
have see-through doors and oven
lights, a keep-warm system, a
low-temperature control, a meat
probe that controls doneness, rotis-
serie, timers and a lighted glass-
covered control panel at eye level.
Whirlpool, Benton Harbor, Mich.
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HOE PRODGCTS VNG,

LOUISVILLE, OHIO 4464l - (2I8) B875-5556

Dear House & Home Reader:

We manufacture a product which should definitely interest
you: Built-In Cleaning Systems. VACUFLO is our name. We
claim many firsts. Principally that our system has no bag or
filters. That's important.

No doubt you've been approached about built-in cleaning
before and perhaps have evaluated or even used a few systems.
Whether you are involved in the construction of 10 homes a
year or 3,000; townhouses or garden apartments; modulars or
mobiles, we know that built-in cleaning is important to you
because it has become as much a part of the home building
scene as plumbing and central heating.

Why not have the appropriate people in your organization talk
with us to discuss not only built-in cleaning, but how
VACUFLO specifically can add a new dimension to your homes?
We think you'll find VACUFLO has a lot going for it.

Sincerely,
H-P PRODUCTS, INC.

¥

Paul R. Bishop
Asst. to the President

3
4
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PRODUCTS/BATHS

Rainstorm showerhead has three
miniature turbines that spin with
the flow of water, break it up into
droplets, and disperse them in a
rain-like pattern. Side handle ad-
vances the jets for fine spring
rain droplets, retracts them for
floodlike rinse, eliminating both
stinging jets and excessive splash-
ing. In chrome, gold, avocado, and
porcelain white. H.B. Sherman Mfg,,
Battle Creek, Mich.
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Streamlined faucets have discs that
tilt easily forward or back, left or
right, to control volume and tem-
perature. New ceramic cartridge
valve shears water off like scissors,
is drip-proof. American-Standard,
New York City.

CIRCLE 224 ON READER SERVICE CARD

Bidet seat resembles a conventional
seat and fits on any standard
toilet. But it automatically sprays
warm water for washing and blows
warm air for drying at the touch of a

High-rise spout on this 4" cen-
terset faucet is designed for use
with countertop lavatory bowls.
It is extra long so that it will clear
the bowl, position water correctly,
and allow handwashing room. Ger-
ber, Lincolnwood, I1l.
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Water \§
Pressure
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~ Warm Air
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“Warm Water
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Durable Hi-impast Plastic Seat

button on the side of the seat.
It can be installed in minutes by a
plumber. World Industries, Gar-
dena, Calif.
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DOORS AND WINDOWS

Textured glass, slightly dimpled
like an orange peel on one side
and finely striated on the other,
hides fingerprints, diffuses light,
and prevents glare. Colors are

amber, blue, green, or pink. Square

Push-pull latch opens or closes at
the touch of a finger—or an elbow,
arm, side, or hip—when both hands
are full, works in direction of door
swing. To lock, center button is
pressed. Latch can be used for in-

Hollow-core bifolds have a vinyl
surface that shields them from
damage, is easy to clean and long-
wearing, Prefinished doors, 1%”
or 1%" thick, come in all stan-
dard sizes, a variety of color tones,
textured wood grains like birch,
maple, or walnut, plus white vinyl.
Georgia-Pacific, Portland, Ore.
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or rectangular sheets 15/32" thick
come in any size from 24" x 24" to
55" x 100" for panels, partitions, or
balustrades. Glaverbel, Manhasset,
N.Y.
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terior doors or with pushbutton
combination locks for exterior
doors. Finishes: bright or satin brass,
satin chrome, antique bronze, Preso-
Matic, Lyons, I11.
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Hand-carved door, made of solid
mahogany, is of seven-ply chopping
block thickness, weighs 100 1bs.,
comes unfinished or finished in
walnut or fruitwood. Besides this
classic design, there are three other
styles to blend with any type of
house. Elegant Entries, Worcester,
Mass.

CIRCLE 230 ON READER SERVICE CARD
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It would be

impossible fo give

or a better
price.

so weve kept both the same.

Other doors and shelves may have increased in price,
but Float-Away is still holding the line.

The reason why is additional production machinery and
increased plant capacity. So you get the same superior
door at pre-inflation prices. Plus one more important
advantage: prompt availability.

If you've thought about using Float-Away, but haven't
yet, now is the ideal time to act. You can upgrade your
line, reduce costs, and please your customers. With
Float-Away metal closet doors and shelves.

Contact us today.

FLOAT-AWAY

COMPLETE CLOSET SYSTEMS
Dept. HH-34, 1123 Zonolite Road, N.E., Atlanta, Ga. 30306/Phone (404) 875-7986
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you a better doo

E .
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Make your bathrooms
luxuriously modern and
excitingly feminine with
Alsons Personal Showers.
Capitalize on today's bright
new bathroom trends.

No special rough-in required.
22 models to choose from.
Alsons...America’s freshest
new bathroom ideas.

Alsons
Personal

[ BAGHUETE COMBORATION

n « Covina, California

CIRCLE 101 ON READER SERVICE CARD

Blu-Ray’s
low cost model 146
Whiteprinter

Here's help for today’s inflationary costs of
reproducing drawings. Economy Model 146, though
the lowest cost diazo whiteprinter in our line,
offers good production speed (to 10 ft. per min.),
has extra-wide print capacity (47") and is a
rugged performer day after day, every day.
It's Super Diazo lamp now gives you
increased printing speeds and sharper prints.

Buy the one that outlasts the others.
1-year warranty
LOW COST LEASING PLAN AVAILABLE send for

new brochure

Hﬁymzq Westbrook Rd., Essex, Conn. 06426

Phone (203) 767-0141
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Cushmned vmyl rL.mm\ an asbes-
tos backing so it can be installed
in rooms below or on grade. This

formal pattern comes in antique

gold, citron, delft blue, saffron,
and bronze. Flooring comes 6’
wide. Congoleum, Kearny, N.J.
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H.'lndcrafted tiles are pure vinyl.
Individual pieces are cut accord-
ing to an exact register, then ap-
pligued onto base by hand (in-
stead of being printed and em-
bossed). Result: a pattern with
both lizard and slate finishes. Each
12"x12" tile has individual vein-
ing. National Floor, Florence, Ala.
CIRCLE 232 ON READER SERVICE CARD

o R
Self-adhes;ve squares pre-coated
with an adhesive backing, can be
installed with no tools other than
a ruler and scissors, or linoleum
knife. They can be used above or
below grade on either wood or con-

Marble floors are possible at rea-
sonable prices with these 12"x12”
tiles. Large pieces of marble, quar-
ried in Carrarra, Italy, are set in a
resin base. There are seven color
variations from which to choose.
For use indoors or out, in foyers, on
fireplaces, or as veneer. Quamagra,
North Hollywood, Calif.

CIRCLE 233 ON'READER SERVICE CARD

- > LY
crete subfloors. Indexed 12"x12"
tiles form a continuous pattern,
appear to be seamless. Colors:
green, rust, gold, beige, and white.
GAF, New York City.
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It's on everyone's mind.

Air pollution
is a problem of

And while cleaning up our polluted
atmosphere will require many solutions,
Whirlpool has an answer for individuals
seeking escape from air pollution in their
homes.

The Whirlpool electronic air cleaner.
Quickly installed in the forced-air heating
or cooling system of a home or apartment,
it silently and efficiently attracts like a
magnet, up to 95% of airborne particles
...dust...smoke ... cooking grease

. motor exhaust , . . industrial fumes
. . . bacteria . . . pollen and others . . .
then washes them down a drain. Providing
occupants inside with a cleaner, healthier
environment and a virtually permanent
solution to air pollution.

the ’seventies.

Clear the air,
close the sale.

CIRCLE 103 ON READER SERVICE CARD

Are your living units equipped for sell-
ing in the 'seventies? Faced with such
problems as air pollution, people are look-
ing for total environmental control in their
new homes.

Whirlpool has the Line for All Seasons.
The complete line of gas, oil and electric
heating and cooling products, two power
humidifiers and the electronic air cleaner
you need to make Total Comfort Living a
strong sales point in all of your homes.

Call your Whirlpool Heating and Cool-
ing Distributor soon for more information
on how to sell housing in the 'seventies.

>
®
Whirlpool
CORPORATION
Benton Harbor, Michigan
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[LITERATURE

Interior paneling. The first of 16
chapters in a product training
manual is devoted to interior panel-
ing and is 26 pages long. Removable
file sections cover panel selection
and application, moldings and fit-
tings, related tools and hardware,
and a glossary of terms. Described
are: types of paneling, edge styles,
patterns, and textured surfaces. A
selection chart compares composi-
ton, standard sizes and thicknesses,
colors, and surfaces. Single copies

are $2 each, multiple orders of
more than ten cost less. Write
directly to The Retail Lumber

Dealers Foundation, Dept. HH, 339
East Avenue, Rochester, N.Y. 14604.

Roofing systems. A fully illustrated
four-page brochure describes two
types of fire-retardant red cedar
shake and shingle roofing materials
The new “Class B” roof system is
applied over a '2” untreated ply-
wood deck covered with plastic-
coated steel foil. The brochure in-
cludes descriptions, size and weight
specifications, and installation in-
structions. Koppers, Pittsburg, Pa.

CIRCLE 300 ON READER SERVICE CARD

Ceiling panels. A full-color 8-page
brochure contains' photographs and
descriptions of typical applications
of a new high-density ceramic

ceiling material. The panels, which
can be either acoustical or non-
acoustical, are fire-resistant, wash-
able, immune to the effects of
moisture, freezing, and thawing.
Installation information and com-
plete descriptions of the lay-in
board and 12" x 12" tiles are in-
cluded. Armstrong, Lancaster, Pa.
CIRCLE 301 ON READER SERVICE CARD

Wall panels and scenics. A new
fully illustrated brochure features
photographs, specifications, and
hanging instructions for 14 designs
of vinyl wall scenics and panels.
The panels are hand printed for
maximum color and design fidelity,
pre-trimmed for easy installation,
and scrubbable for lasting utility.
Designs for all decors. James See-
man, New York City.

CIRCLE 302 ON READER SERVICE CARD

Plastic laminates. “Textolite” coun-
tertopping is described in a folder
that contains data on rate of wear,
resistance to burns and stains, and
color fastness. Also included: three
sample chip sheets for 30 wood
grains and tones, for 16 abstract pat-
terns in muted colors, and for 51
solid colors—from bold accents to
neutrals. General Electric, Coshoc-
ton, Ohio.

CIRCLE 303 ON READER SERVICE CARD

FREE information on

PAL PACKAGED SWIMMING POOLS
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A no investment opportunity
exclusively for home builders & remodelers

Wall tiles. A handsomely illustrated
32-page brochure introduces a new
line of more than 50 unique pat-
terns of ceramic tile for residential
and commercial interior decorat-
ing and architectural applications.
The tiles come in 6" x 6" and 4%2" x
4'42" sizes, in a variety of
colors, and are shown in more than
30 room settings. Villeroy & Boch,
distributed through Amsterdam
Corp., New York City,
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wide

Sound insulating doors. Latest stc
test ratings are included in a bro-
chure on hollow steel doors and
frames. Described is an automatic
drop seal that lowers out of the
bottom edge of the door only when
door s almost closed. The feature is
said to prevent carpet wear and
acoustical seal deterioration. Pio-
neer, Carlstadt, N.J.
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Liquid bonding agent. A handy
loose-leaf information sheet is now
available describing a liquid bond-
ing agent for cement-base materials.
Available in containers from one
quart to 55-gallons, this bonding
agent is especially designed for
dense concrete and masonry re-
pairs. The information sheet in-
cludes descriptions, uses, applica-

tions, mixing instructions. Standard
Dry Wall, Miami, Fla.
CIRCLE 306 ON READER SERVICE CARD

Annual H&H indexes

Copies of House & Home's
editorial indexes for 1965,
1966 and 1967 are still avail-
able. 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:
Editorial Index Dept., House
& Home, 330 West 42nd St.,
New York, N.Y. 10036.

Power outlet boxes. Described in a
new 16-page catalog is a complete

line of pre-wired power outlet
boxes. Nearly 150 of the 400
standard models are illustrated.

The catalog includes a variety of
multiple pre-wired outlet boxes for
use in schools, industry, institu-
tions, and home laboratories. Waber
Electronics, Philadelphia, Pa.

CIRCLE 307 ON READER SERVICE CARD

Pal Pools is granting exclusive, protected e
territories to qualified builders and re- Ler
modelers _with absolutely no investm§nt, - z;;%:r:&gageﬁ?f'?;:éon!
no franchise fee, no charges of any kind. o Completely protected
As professionals you will recognize in- territories!
stantly the quality of this in-ground pool @ Pool comes complete:
line, engineered for two day installation, cﬂ;:g‘rzg:aﬁ:;; ‘::AI:I
priced competitively for you to realize interior, filter, all
$1500.00 net profit on every sale. hardware, coping!
WRITE TODAY!

Free promotional and
instructional materials!

New and distinctively different is the STUDIO STAIR. Homes
apartments and professional buildings with Studio Stairs lool
better and make smarter use of available space. Uniquel
designed to complement either traditional or contemporan
styling, they are beautifully practical. Variations in spiral, widtt
and tread (oak, redwood or fiber) permit great flexibility. In
stallation of predrilled unit is fast and very easy. WRITE NOW
N FOR LITERATURE SHOWING HOW YOU CAN BUILD OR RE
J MODEL WITH A DRAMATIC DIFFERENCE AT REASONABLI

(516) 724-2222

36 Southern Boulevard, Nesconset, L.IJ, New York 11767 COST.
AMERICAN PANEL PRODUCTS, INC
D — e I = IR o Ypsilanti, Mich. 4819
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Cover 1500 more square feet per hour!

One man with a Paslode Gun-Nailer® drives 8d nails like
five men using hammers! And he’ll do a better job. On
roof decking or sub-flooring, the Gun- Nailer pulls boards
tight, with one blow. No wasted nails. Drives 7,000 nails
per hour, including reloading time. Men like to use the

same is true of the Srallion® power nailer. It’ll drive 4,000
to 5,000 16d nails per hour, including reloading time.
Great for framing of all kinds!

Write for free nailing cost calculator. See how much
you can cut your nailing costs. We'll include details on

Paslode power nailers and heavy-duty staplers.

PASLODE

COMPANY,DIVISION OF SIGNODE

8080 McCormick Blvd., Dept. HH, Skokie, lll. 60076
In Canada: Paslode Canada Reg'd, Scarborough, Ont.

Gun-Nailer. And you'll like the way it cuts costs. The

4 Drives all
types of 8d
(2% ") and 6d
nails. Sturdy strip
loading, Weighs under
8 pounds.

Drives 16d (34 ")
nails—box, sinker,
common, ring-
shank, screw-type. Y
Cartridge loading. N§ %

Weighs 11 pounds.
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Damp-proof your walls with SHEETROCK™ W/R.

Beautiful rooms can go ugly fast when moisture soaks through walls in
kitchen, bath and laundry areas. Wet-rot sets in. Tiles tumble. Tenants
fume. And landlords despair. But no more. Now you can protect high-
moisture rooms right from the start with green-colored SHEETROCK
W/R gypsum wallboard — that’s water-resistant all the way through
—face paper, core and back paper. Asolid base for tile, paint, wallpaper.
So damp-proof your walls with SHEETROCK W/R. Call your U.S.G. man
or write to us, 101 S. Wacker Drive, Chicago, lllinois 60606, Dept.H H-011.

*Reg. U.S. Pat. Off,

UNITED STATES GYPSUM
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& FINISH
B WITH
F OLYMPIC

Costs less than paint.
Easier to apply than pain
Lasts longer than paint,
Protects wood with P.M

Guaranteed not to crack,
peel or blister.

66 Colors, solid or
semi-transparent.

Wood: Resawn Cedar
Architects:
The Richardson Associates, A.LA.

For color samples on wood and
AlLA, Manual, write :Dept. V,
1118 N.W, Leary Way

Seattle. Washington 98107
Olympic Stain,

A division of COMERCQ, INC.
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