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vinyl asbestos
floor tile

Let Mayfair give your apartment and home prospects the flair
and spaciousness they look for in contemporary flooring
while you enjoy the cost-cutting benefits of Azrock vinyl
asbestos floor tile. The Mayfair pattern is embossed on a
background of translucent vinyl chips encasing fine particles
of actual marble and looks beautiful in any room. Let your
Azrock flooring dealer put Mayfair to work

selling for you. Call-him today.

the vinyl asbestos floor tile people

For free samples, write:
Azrock Floor Products, 541B Frost Building, San Antonio, Texas 78292
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It makes

Sound Sense

to include Nulone
Radio/Intercom in your
homes and apartments.

What the telephone did for communications
between homes, NuTone’s Radio/Intercom
Systems do for communications within

NuTone’s Master Stations. The heart of
every system. Houses solid-state
FM/AM radio. Whole-house intercom
and monitoring controls. The superb
Communicenter® takes handy snap-in
Cassettes for personalized sound or
recorded messages. Plus a built-in
clock-timer to put the system in action
any time. Day or night. Puts in-home
3 -¢ sound communi-

cation at
the owner’s

fingertips.

T

homes. A new age
of sound for '72.

Sales features in sight
and sound. Remote high
fidelity speakers through-
* out the home and grounds
bring a new dimension to

A rich background of

sound to enhance the
life-style and mood of
any dwelling. Pipe music
to the patio. Put sales
features into every wall!

Answer the door from any room. Even
the bathroom! Two-way voice com-
munication allows residents to talk to
strangers without ever opening the door.
Attractive entrance speakers, controlled
from within, offer callers hands-free
conversation. Door signal sounds in the
house wherever there’s a speaker!
Saves running up and down stairs.
Builds real sales advantage into multi-
level units. The perfect way to insure
privacy and security in townhouses,
garden apartments and high rises.

home and apartment sales.

Common
sense f
security.

Resident can

listen for a whimper from

the nursery. While cooking in the
kitchen. Or doing laundry in the base-
ment. Or hear children at play any-
where in the home with the system set
to ‘Monitor.” Makes peace-of-mind a
unique, new sales feature! Puts a
‘guard’ in every home. Monitoring all
sounds. Inside and out. Day and night!
From a single speaker in any bedroom.

Communications. Talk-listen switches.
at each speaker location keep the
family in touch. When Dad is in his
workshop. The gang is in the garage.
And the children are in the yard. A call to
dinner is only a flick of a switch away!

Concert sound. Radio/Intercom makes
every room a true living unit. Residents
feel free to roam about without missing
a note or word of their favorite pro-
gram. Puts mood music where they
want it! Or turns the whole home into

a concert hall!

A system for every purpose and price
range. NuTone Radio/Intercoms are
packed with enough sales features to
turn the simplest dwelling into a custom
home. Choose one to suit your needs
from the following page.



Sound Sense is...

built-in communication and concert
sound at a nominal one-time
installation cost!

Communicenter®. Model 2542. A 6-wire
centralized system. With Message-
center and Clock-timer. An exquisitely
designed unit with unique versatility.
Offers three built-in music sources:
Solid State FM/AM Radio, Cassette
Tape Player/Recorder, plus phono-jack
for optional fold-away Record Changer.
Records in-house messages or pipes
custom sound to any room. Operates up
to 10 remote speakers. Installs in walls
as thin as 3!

Radio-Intercom. Models N2561-2562.
Smartly styled. Cleanly functional. An
outstanding unit with extra power and
sensitivity for maximum FM/AM
reception and Intercom performance.

e T e g -4
A centralized system. Models 2540-2541.
Offers features usually available only

in expensive decentralized systems.
Radio is automatically silenced when
Intercom is being used. Persons being
called can answer without using

speaker controls. Includes
separate FM/AM Slide-
Rule Tuning with AFC
for FM lock-in.

r

Radio/Intercom. Models 2090-2091.
Luxury features in a simple 3-wire, low-
budget system. Superb solid-state
FM/AM radio performance with control
switches in Master Station, to operate
8 remote speakers. Includes ‘All Call’
convenience-lever to page all speakers
at the same time. With door signal/
answer feature. The perfect choice at a
perfect price.

New! SecuriCom.™ Model 462. A
distinctive combination of four built-in
conveniences in one handsome unit.
The pleasure of built-in music. Step-
saving intercom with ‘permanent
monitoring’ feature. Early warning
alarm against intruders and forced
entry. And a door signal that can be
answered from as many as 3 inside
speakers. Security alarm circuitry sets
off penetrating sound from Master Sta-
tion upon forced entry. Whether owner
is at home or away. Choose Securi-
Com™ for maximum performance;
maximum sales advantage! Particularly
in multi-family dwellings, garden apart-
ments and townhouses. Let security
and carefree living go hand-in-hand.

NuTone Radio/Intercom Systems
offer a wide selection of re-
mote components. From dual
range outdoor speakers
to high fidelity inside
speakers with ‘break-away’
remote control. Including a
distinctive speaker/clock timer.

See the complete Radio/Intercom line
at your nearest NuTone ‘Sound Sense’
distributor. For his name and address,
DIAL FREE: 800-543-8687.

(In Ohio, 800-582-2030).

Nulone Housing Products

Madison and Red Bank Roads, Cincinnati, Ohio 45227

Dept. HH-11, Form 1060, Printed in U.S.A.
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NEWS/POLICY

Housing bill’s death: It

There’ll be some changes made.

Federal housing programs will
surely undergo a broad shakeup
as a result of the stunning defeat
of the 1972 housing bill.

The omnibus measure that
died in the House Rules Com-
mittee in the waning days of the
Congressional session will go
unmourned.It hadbecome laden
with meaningless amendments,
and while itincluded something
for everyone, there was also
something for everyone to dis-
like.

The bill fell far short of the
promised “reform’’ that received
lip service from the sponsors.

A completely new program—
orasharply altered version of the
existing program—will have to
come. After the 72 bill’s defeat,
Congress hastily voted an exten-
sion of the government’s present
housing operations—a patch-
work developed piecemeal over
the last four decades. But the ex-
tender was a temporary solution
at best.

The reformers. Commercial
lobbyists are expected to resist
any effort to simplify the old
program, fearing a loss of the tre-
mendous influence they now
wield over housing operations.
The crusaders for total reform
know that nothing will emerge
without careful work, but they
are somehow growing optimis-
tic about prospects. The reform
tide is running strong.

George W. Romney, the Sec-
retary of the Housing and Urban
Development, sees the Congres-
sional failure to bring up legisla-
tion for final disposal as a crisis.
And he adds: ““There’s never
fundamental reform without a
crisis.”

Romney clearly favors “fun-

...and signals a shattering defeat for

The 1972 housing bill’s failure
can be traced in large part to re-
sentment at the workings of the
federal homebuilding and lend-
ingcomplex—a force every bit as
formidable as the military-in-
dustrial complex.

Housing has become “‘an in-
sider’s game,”’ according to John
W. Gardner, the chairman of
Common Cause, which de-
scribes itself as a people’s lobby.

The in-group. A look at the
game’s players and their rela-
tionships is revealing.

Mr. Housing s a title accorded Senate Banking Committee’s Chairman John Sparkman,
shownhere at NAHB's 1972 convention. He reportedly got $1,500 for speech to builders.

damental reform,” so much so
that he seemed at least tem-
porarily to be reconsidering his
decision toresign from the Cabi-
net after the Presidential elec-
tion. But he also talked about
taking part in some housing ef-
fort outside government, al-
though he would reveal no de-
tails.

Romney is not alone in want-
ing change. Rep. Edward P. Bo-
land (D., Mass.), chairman of
the Appropriations Committee
panel overseeing housing pro-
grams, says thedream of suitable
housing for every American
family has “degenerated into a
nightmare of bureaucratic
abuse, corruption and ineffi-
ciency.”

The die-hards. Others ques-
tion, however, whether funda-
mental change is likely or possi-
ble. Carl A. Coan]Jr., the legisla-
tive lobbyist for the National
Assn. of Home Builders, asked:
"Whatare they goingtodo? Have
the army build homes?”

The lobbyist put his finger on
the reformers’ chief problem:
Just what form would reform
take?

HUD’s MAXWELL
‘A lobbyist’s dream’

Yet the lobbyist’s father, Carl
A. B. Coan Sr., who is the staff
director for the housing sub-
committee of the Senate Bank-
ing and Currency Committee,
offers one suggestion. He says it
would be far more economical
over the long haul for the gov-
ernment to provide direct loans
for housing than to subsidize in-
terest rates, as it now does under
the FHA's section 235 housing
program.

The corrupters. The reformers
generally favor almost anything
that differs from today’s scan-
dal-ridden programs. They men-
tion housing allowances to take
the place of subsidized projects.
They would clip the wings of the
Federal Housing Administration
and move many of its respon-
sibilities elsewhere, and they
would make other changes, all
ill-defined at this stage.

Boland and the many others
who complain of rampant cor-
ruption in the old housing pro-
grams will have no difficulty in
defending the position. Romney
himself says that in many cases
"federal aid has made the hous-
ing problem worse.”

invites a new approach to shelter legislation ...

OFFICIAL NAHB PHOTO, DOME CITY, HOUSTON
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Romney summarized some of
the more blatant corruption this
way: 26 HUD employees in-
dicted on criminal charges, a
larger number of employees sus-
pended and 1,340 cases referred
to the FBI. The official who was
sent into the FHA’s Hempstead,
N.Y., office to clean up corrup-
tion was himself indicted and
pleaded guilty tobribery charges.

Grand juries are looking into
alleged housing frauds in New
York City, Newark, Philadel-
phia, Detroit, Chicago, Boston,
Washington, Dallas, Los An-
geles and Columbia, S.C. Rom-
ney thinks another inquiry
should open soon in St. Louis.

And the next bill. One of the
harshest criticisms of the hous-
ing bill of 1972 was that it did
almost nothing to correct abuses
in the subsidized programs.

Passage of the bill would not
by itself have eliminated fraud,
Romney admits, but he thinks it
might have helped. Both the
Senate and the House commit-
tee versions would have consoli-
dated 52 FHA programs into a
more manageable eight. Rom-
ney says this would have meant
easier administration of the pro-
grams and would have allowed
the department to use its man-
power more effectively to com-
bat abuses.

The question of whether the
bill might have corrected some
abuses is, of course, academic
now. But the drive for reform is
not all academic, and it is ex-
pected to gather strength right
on into the next session of
Congress.

So there is now little doubt
that next year’s housing pro-
grams will change. The only
question is how much.

insiders of housing’s Old Guard

® There is Sen. John J. Spark-
man (D.,Ala.), chairman of the
Senate Banking and Currency
Committee, who is called ““Mr.
Housing” by Carl A. S. Coan Jr.,
the NAHB lobbyist. The Senator
speaks frequently at housing
trade association meetings—for
fees ranging up to $1,500 for one
speech to the NAHB and $3,000
for another to the U.S. Savings
& Loan League. Columnist Jack
Anderson, who has been investi-
gating Sparkman’s role in the
Senate, says 70% of the Senator’s

campaign funds have come from
“the industries and unions that
look to him for legislative

favors.”
® Because Sparkman’s 72
years weigh heavily—The New
York Times reported that he fre-
quently sleeps through housing
legislation hearings—his duties
are increasingly delegated to
Carl A. S. Coan Sr. And it is
Coan’s son who has been known
to draft much of the Sparkman
subcommittee’s legislation. The
TO PAGE 9
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NORRIS INDUSTRIES, a new force in building
products brings you ideas in major appliances
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Ideas in major appliances from Waste King

The Nation’s Number One
Commercial Disposer

Waste King Universal Commercial Disposers re-
flect experience gained through years of intensive
daily operation in more hotel, restaurant, school
and institutional locations than any other disposer.
Each of the thirteen models (from ¥4 to 10 horse-
power) is built to take the pressures of 24 hour day
in, day out use required across the span of virtually
all commercial and institutional needs.

They all offer the industry’s standard of reliability
in disposers.

CIRCLE 50 ON READER SERVICE CARD
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The Hush
Disposer

Waste King Universal’s Stainless Steel Super Hush
SS 8000 Disposer features the exclusive Quick Hush
Mount. It saves time, trouble...and dollars in in-
stallation costs. The Super Hush combines all of
the time-proven features and reliability that con-
tinue to set performance standards for the industry.
These features have sold over 5,000,000 Waste
King Food Waste Disposers.

Patented swivel impellers which avoid jams before
they happen, eliminate the need for complex re-
versing motors or primitive tools needed to correct
jams after they take place.

Patented Rubber Hush Cushions suspend the dis-
posers from the sink, isolating noisy vibrations, and
there’s even a special Hush connection to the pipes.
The SS 8000 is just one of a full line of Waste

King Universal disposers designed for household
installation.
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NEWS/POLICY

A shattering defeat for insiders of housing’s Old Guard ... continued

FROM PAGE 4
Times’ housing writer, John
Herbers, quoted a HUD official
as saying of one effort: ““That
section of thelaw isjust like Carl
Junior wrote it.”” The Herbers
story, detailing the cordial rela-
tionship between housing’s
pressure groups and the Spark-
man committee, appeared on
Sept. 20, when virtually all
Washington’s observers were
sure the omnibus bill would sail
through the Rules Committee
and the full House. Seven days
after the story, the bill was dead.
e Thereisthe chairmanof the
House Banking Committee, the
crusty old populist Wright Pat-
man (D., Tex.). He wages a per-
petual vendetta against lending
institutions and his legislative
subordinate, Rep. William A.
Barrett (D., Pa.), who heads the
housing subcommittee.

HoOUSE’S BARRETT
Concedes ‘unusually close ties’

® There is HUD, and there is
its major component, the FHA,
the scandal-prone tail that wags
the HUD dog. Romney does not
mask his distrust of “civil ser-
vice bureaucrats,” and he said
recently that his aides at HUD
“whitewashed” the first reports
of FHA problems shortly after he
took office.

® And there are the associa-
tions that represent the housing
industries—homebuilders, land
developers, mortgage bankers
and savings and loan operators.

The job club.”I'm amazed at
how they are always trading jobs
within their little closed cir-
cuit,” says one government law-
yer new to the federal establish-
ment. “One day you'll see a guy
on a Hill payroll and before you
know it, he’ll be with one of the
trade associations. Sometimes
they spend just enough time at
FHA to learn the ropes and then
they turn up with the associa-
tions or in a slot on the Hill.”

Barrett himself wrote to the
Washington Star-News to say

that it cannot be denied” that
there are “‘unusually close ties”
between commercial interests
and members of Congress and
there is a ‘‘common back-
ground”” of committee staff
members and housing industry
representatives. But Barrett ar-
gued that these relationships
““are simply not significant . . .”

The lobbyist dream. David O.
Maxwell, HUD'’s general coun-
sel, is more specific on what the
round-robin means. He recently
took acopy of the bulky 322-page
House bill and slungit on a table
in a reporter’s presence, calling
it “a lobbyist dream.”” Maxwell,
too, sees the federal housing
complex as a “closed circuit.”

“There’s never any citizen’s
participation” in the housing
lawmaking procedure, he says.

Start of dispute. The housing
bill’sdeath provides an excellent
case study in the failures of the
Washington housing lobby and
its Congressional allies. Here’s
a rough recap of how the bill
was killed in the Rules Commit-
tee.

The Senate approved a ‘re-
form’’bill in March by an 84-to-1
vote. That bill would have con-
solidated the FHA programs but
kept most other housing bu-
reaucracies alive. The action put
pressure on Patman, who had
been promoting pro-forma hear-
ings on a House bill but without
any sense of urgency.

Word then circulated on Capi-
tol Hill that Patman didn’t care
to approve any bill at all, but was
being nudged to do so by Barrett.
Patman became so incensed that
he opened ““markup’’ sessions to
the public—a rare happening.

The crippling. Finally the
House Democratic leaders,
Speaker Carl Albert and Whip
Hale Boggs, were calledin to urge
Patman to move. The party
feared the Republicans would
cite inaction on the bill as a

DEL AKERS

NAHB’s CoaN
‘Just like Carl Junior wrote it’

campaign issue.

Patman, like a good soldier,
agreed to report a bill but he did
nothing to discourage amend-
ments. Pressure groups added so
many that they would have crip-
pled the overall legislation.

Then Patman added his own
amendment. It would have
directed the Controller of the
Currency to audit the Federal
Reserve System, which Patman
has long tried to discredit.

A Presidential veto had been
a good bet anyway, for the Ad-
ministration already opposed a
section that would havelet cities
use federal roadbuilding money
to operate transit systems. With
Patman’s new invitation to a
vetoadded to thebill, he reported
the measure out—only three
weeks before the October 18 ad-
journment date.

And—death. A harried Rules
Committee—almost evenly di-
vided between liberals and con-
servatives—took one look at the
monster document, and doubts
spread through the hearing
room.

Civil rights organizations dis-
liked some provisions; segrega-
tion-minded Southerners had
different objections; the bill of-
fered both.

HUD itself had six major ob-
jections, ranging from a require-
ment for local government ap-
proval of all HUD projects with
more than eight units to restric-
tions on the changes HUD had
urged in local building codes.

There were no HUD lobbyists
on hand to plead for the bill.
White House operatives stayed
in the background. The vote
came—and it was 9-to-5 against
sending the bill to the floor. The
decision surprised no one who
had observed the Rules Com-
mittee’s initial reaction.

Patman made a half-hearted
that - is - the - way - the - cookie-
crumbles statement. Then he

SENATE’S PROXMIRE
Next year’s new broom?

got busy getting a joint resolu-
tion passed that continues the
FHA housing program in its
basic form—unchanged and
unreformed.

Perhapssensing thatanew bill
will take a long time to write,
Patman asked for a continuation
of the existing program until
June 30. The Senate’s version
calls for expiration on April
30—a move ‘‘to show a sense of
urgency.” Congress then began
debating the cut-off date.

A new cast? Whatever hap-
pens next year, much will
depend on the cast of characters.
For the message in the defeat of
the 1972 bill was clear—the old
club of insiders had lost the ini-
tiative.

Even though Romney may be
considering a request for an ex-
tension of his tenure—suppos-
ing Mr. Nixon wins the elec-

ASHWORTH CAL-VISUALS

Houste’s PATMAN
He was receptive to amendments

tion—there is no assurance that
the President will want to keep
him around.

Sparkman, too, may not be
back. He is involved in a tough
election battle with former
Postmaster General Winton
Blount, a Republican. If Spark-
man is defeated, he will be re-
placed by Senator William Prox-
mire (D., Wis.]—assuming that
Democrats still control the Sen-
ate.

Proxmire would be a new
broom. His suspicious view of
lenders does not differ much
from Patman’s, but home-
builders are not overly upset at
the prospect of his heading the
housing subcommittee. He al-
ready hasbeen tapped tohead the
Senate Appropriations Commit-
tee’ssubcommitteedealing with
HUD.

Most of the faces—as well as
most of the legislation—may be
new next year.

—WiLLiam HickmMAN
McGraw-Hill World News,
Washington
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News! American
systems for every

This was just the beginning.

ThisisRedi-Set® Systems 100, our famous
pregrouted glazed tile sheets. Homeowners
love the flexible, stain- and mildew-resistant

25

Redi-Set grout. It's waterproof, wipes clean,
and won't crack —even when the building
settles. Use Systems 100 in the luxury baths
in your condominiums, apartments, custom
and semi-custom housing, and for remodel-
ing jobs. It comes in sheets of up to 16 tiles.

23

recess
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Anywhere
there’s a
~_ standard-
size tubin a
standard

there’s where
you use Redi-Set ke —
System 310 pre- e .
q grouted tub
surround. It's de- -
signed tofit most

of the tub enclosures found in apartments,
townhouses, industrialized housing, tract
homes, and low-cost FHA housing. Installed
in under an hour over almost any backup,
this eight-sheet beauty is self-trimmed. Most
grouting and most cuts are eliminated.
Extension packages are available to extend
tile to the ceiling.

The matching
Redi-Set tile wainscot.

Almost anywhere you use System 310,
you can add even more sales appeal with
Redi-Set System 350, the matching pre-
grouted wall sheets. It's quick and easy to
build in. Or offer it as.a trade-up option.
Sheetsare 2 by 2', and contain
up to 36 tiles. R




Olean ceramic tile
kind of bath.

So give your
prospects what they want

a bathroom with the beauty and
recognized low maintenance of ceramic
tile; plus a new grout joint which is
waterproof, stain- and mildew-resistant,
and won't crack out. That's what they get
with American Olean Redi-Set systems.

Redi-Set pregrouted ceramic tile.
it’s the natural thing touse.

Four
Redi-Set

shower
systems.

The Redi-Set systems 300
shower surrounds fit the most popular
receptors. These surrounds have all
the installation and consumer
advantages of System 310. They can be
installed directly over properly sealed
drywall. 72" high, there are extension
packages available to extend the tile
to the ceiling.

American Olean Tile Company T
1739 Cannon Ave., Lansdale, Pa. 19446

Please send literature on your new Redi-Set systems.

Name

Street

City

State 4
» ﬁmerlcan
lean |
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NEWS/MATERIALS

Plastics a fire hazard in homebuilding? The FTC opens an investigation

The Federal Trade Commission
has opened an investigation into
the fire hazards of a number of
plastics, now being used in ever
greater quantities in homebuild-
ing.

The commission became
alarmed after the death of two
small children in Kansas City,
Mo., two years ago. The parents,
Mr. and Mrs. Jerry Childress,
notified the FTC field office be-
cause their home had been insu-
lated with a spray-on polymer
plastic substance that had been
advertised as “non-burning and
self-extinguishing.” Their home
burned to the ground.

Since the Kansas City blaze,
the commission’s interest has
spread to the whole family of
cellular or foam plastics includ-
ing polyurethane, polystyrene,
polyvinyl and the neoprenes.

Insurance warning. The Na-
tional Commission on Fire Pre-
vention and Control also is
interested in the potential fire
hazards posed by these plastics.
While the commission has yet
to make any final determination
of the seriousness of the prob-
lem, its deputy director in
charge of programs, John F.
Christian, says he is particularly
concerned about a report pre-
pared by the Swiss Reinsurance
Co. of Zurich, warning insur-
ance carriers to be extremely
wary of insuring plastic struc-
tures and plants manufacturing
or processing plastic materials.

The report, distributed by
the North American Reinsur-
ance Corp.,, New York City,
states unequivocally that all
modern plastic materials—in-
cluding polyurethane, polysty-
rene, polyethylene and PVC,
will burn when subjected to
enough heat. The report says:

““Admittedly, the combusti-
bility of modern plastics can
now hardly be compared to the
high flammability and quick
burn-up of celluloid, but many
of them will still burn easily
enough, i.e., they can be set on
fire with a match and will then
burn on without any external
supply of heat.

“And while plastics manu-
facturers and converters keep
emphasizing the harmlessness
of their products, fire insurers
find themselves handling more
and more cases involving plas-
tics, either directly or indi-
rectly.”

Red flag to builders. The
Swiss insurer also expressed
concern “‘at the latest develop-
ment of the ‘plastics wave’
in the building industry—bun-
galows made entirely of plastics

. Such plastic bungalows
should not be insured against
fire at all, or only at very high
premium rates.”

Christian said the report
reached him through ‘“‘the fire
protection engineering under-
ground.” He said that when he
telephoned the North American
Reinsurance Corp., its spokes-
man denied any knowledge of
the report.

Question of standards. The
FTC has cited the growing popu-
larity and projected increase in
the use of plastics—particularly
of polyurethane and polystyrene
—as reasons for investigating
the adequacy of the industry’s
flammability standards. The in-
dustry has claimed that these
materials are self-extinguish-
ing.

More than a billion pounds of
the two foamed plastics alone
were marketed in 1971; sales for
1975 are projected at nearly two
billion, and by 1980 production
is expected to reach four bil-
lion pounds.

The Swiss report says that a
quarter to a third of the world’s

entire plastic production is used
in building.

And a report, “Plastics and
Their Effect on Life Hazards in
Fire Environment,”’ prepared by
the Bureau of Community En-
vironmental Management and
the National Institute for Occu-
pation Safety and Health, says:

“The use of plastics in the
construction of buildings is
expected to outdistance all other
plastics markets, growing to an
estimated 12 billion pounds by
1980.

Projections suggest that the
plastics industry will expand
from the 14 billion pounds
produced in the United States
in 1967 to 40-45 billion pounds
ayear by 1980.”

Fire toll. The Kansas City case
isnot the only instance in which
plastic materials may have con-
tributed to fires. Two others that
were highly destructive:

® A 1970 dance hall fire at
Saint-Laurent-du-Pont, France,
in which 145 teenagers died.
The ceiling of the hall had been
sprayed with a plastic foam.

® A three-floor fire in a 50-
story lower-Manhattan office
building in which polystyrene
foam had been used as exposed
insulation.

Alfred W. Cortese, assistant
executive director of legal coor-

FHA MORTGAGE YIELDS AND YIELD SPREADS FROM
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Mortgages still losing yield appeal

FHA mortgages were providing
a yield to investors of only 64
points more than 10-year gov-
ernment bonds in mid-October.

Mortgages yielded 150 points
more than the bonds a year ago.

Salomon Brothers, the big
New York bond house, called at-
tention to the narrowing yield
spread. It found that only once
in the last four years had the
mortgage yield advantage been
narrower. The spread usually

averaged about 125 points.

The chart above, provided by
Salomon Brothers, shows that
FHAs continue to yield 50 basis
points less than new-issue A-
rated utility bonds. This spread
hasnarrowed from the 100-point
disadvantage to which mortgage
yieldsdipped in 1971, but it con-
trasts severely with the histori-
cal tendency of FHA mortgages
toyieldmore thaneither Aor AA
utilities.

dination and chief of the FTC's
field office personnel, says that,
while under many conditions
these plastics are self-extin-
guishing or nonflammable, they
will ignite at high temperatures
and often will burn with explo-
sive intensity. Moreover, he
says, they are often implicated in
so-called ““flash-over” fires, in
which ignition has already
begun. An example is a waste-
basket or draperies that have be-
come hot enough to ignite an
upholstered sofa covered or
stuffed with polyurethane, or
even a piece of molded plastic
furniture. The plastic then va-
porizes into flaming droplets,
not only spreading the fire more
rapidly but adding noxious gases
to the smoke.

Dangers in housing. Cortese
says the FTC is particularly con-
cerned about the use of polymers
as exposed insulation in hous-
ing. He notes that this material,
molded by a self-skinning
process, is even being used to
construct entire buildings of
various kinds. The General Ser-
vices Administration, he adds,
will not allow the use of poly-
mers as insulation in govern-
ment buildings unless it is
encased in concrete.

The Society of the Plastics In-
dustry, in New York City, and
the Plastics Institute, in Ho-
boken, N.J., said they were
aware of the FTC investigation
and that they were already help-
ing the government to develop
new plastics flammability
standards. These would replace
standards written earlier by the
American Society for Testing
and Materials. Under the ASTM
standards, polymers are self-ex-
tinguishing, but Cortese insists
that these standards ‘““are not
suitable for end-use applica-
tion.”

Invitation to testify. Although
the commission decided not to
hold public hearings on the plas-
tic flammability problem, it has
invited interested persons with
information based on empirical
data or other expertise to notify
Cortese at the FTC, Sixth St. and
Pennsylvania Ave. N.W., Wash-
ington, D.C. 20580.

The commission says its ac-
tion will depend on the facts de-
veloped in its investigation.

—SusaN A. MEYER
McGraw-Hill World News,
Washington
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n eW Vi rd e n a completely new

40 page catalog of Smart
and Practical ideas

' '
| I g hTI n g See what Virden has done fo light.

Star-spangled contemporaries.
Elegant (and thrifiy) Tiffanys.

L}
I d eO S 'l'O Outdoor posts and brackets, too.
Virden is bigger and brighter.
The new Smart and Practical
catalog has hundreds of lighting
u rn ideas all tucked between the
pages of the latest in fixture design.
Here's a catalog that is filled
yO u O n with ideas on decorating for your
customers...your Virden man
has your copy.

Inside your home
or out

Virden is the
rightest name
In lights.

Virden Lighting, 6103 Longfellow Ave._Cleveland,
Ohio 44103  Division of The Scott & Fetzer Co
Virden Lighting (Canada), 19 Curity Ave., Toronto
16,Ontario  Division of SFZ International Limited.
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e've been
hanging over
your head

a long time...

Celotex ceilings.

CIRCLE 15 ON READER SERVICE CARD




Don't look now, but we've been hanging
overhead for a long time. With a lot of
different ceiling tile and panels . . . some
acoustical, some designer pattern. Some
for the do-it-yourselfer’s. Some for the
do-it-for-me’s. All for the men (and ladies)
interested in ceilings. And for the retailer
and remodeling builder who makes ceil-
ings a profitable business. Interested?
Ask Celotex. We do more than just hang

around.

BUILDING PRODUCTS

Celotex understands the man who builds.

THE CELOTEX CORPORATION / TAMPA, FLORIDA 33622
SUBSIDIARY OF JIM WALTER CORPORATION

*TRADEMARK £




NEWS/MEETINGS

George Romney steals the

The HUD Secretary drew enthu-
siastic applause by hitting hard
at the lumber producers, accus-
ing them of black-market tactics
in their distribution practices
and shenanigans in attempting
to evade price controls. Romney
invited the builders to give his
office specific examples of the
abuses so that the government
could put an end to them.

He also warned the banking
profession to watch its step on
interest rates. “If supply and de-
mand have anything to do with
rates, they ought to be coming
down, not going up,”” he said.

His own future. Romney
spoke to the sympathetic audi-
ence of homebuilders for over an
hour, reviewing problems and
the industry’s role. Although he
repeated his statement of several
months earlier that he might
better deal with the problems of
the cities in a private rather than
a public capacity [News, Sept.],
itwas hard to decide whether his
talk was a farewell address or an
attempt to set the record straight
before embarking on a new term.

“T was summarizing things,”
he explained later. “I've made it
perfectly clear that the President
and I are discussing what I'm
going to do in the future and
whether I'm going to step out in
a private capacity and deal with
these publicproblems. There has
not been a final decision. We're

LAWRENCE S. WILLIAMS INC.

-

NAHB’s new headquarters will look like this when completed in the spring of 1974.
The structure will occupy less than half of a triangular site on the south side of
Washington’s Massachusetts Avenue. A large entry plaza for exhibits and a landscaped
area to the east augment the building. The architect is Vincent G. Kling, Philadelphia.

going to talk after the election.”

More scandals. Romney gave
the impression that the subsidy
scandals have only just begun to
surface, and he told the directors
that it was inevitable that
Congress would embark upon a
fundamental review of federal
housing programs (see story on
page 4).

““We're just beginning to expe-
rience the mistakes inherent in
the application of the old pro-
grams. We don’t know yet the
full impact of things done in
1969 and 1970,” he admitted.

He vowed to dig out the HUD
people who were taking bribes
and ““engaging in criminal activ-
ity.”” At the same time he criti-
cized the 235 and 236 programs
for being complicated to run.

Recommendations. “We must

be ready for the next session of
Congress,” he told the home-
builders, and he listed areas of
short- and long-range change
that Congress should consider.
The short-range recommen-
dations included: simplification
of statutes and regulations, pre-
servation of existing housing
stock, tighter administration of
235 and 236, testing of alterna-
tives and thorough evaluation of
the programs to see whether aid-
ing middle-income families
might, by the chain effect, pro-
vide more assistance to low-in-
come families.

Among the long-range cri-
teria: administrative simplicity,
incentives toreduce costs, better
management and maintenance,
reliance on private enterprise,
maximum use of market disci-

show at the NAHB's board meeting in Portland . ..

pline, potential for subsidy
phase-out as income goes up and
agood social and economic mix.

NAHB actions. The NAHB
directors also heard their trea-
surer, Lew Cenker, report that
“everything is roses” with
NAHB'’s finances—income right
on budget and expenses a few
points below.

Executive Director Nat Rogg
sounded a more somber note
when he warned that future eco-
nomic decision making would
not be quite so favorable to the
industry as in the past. He pre-
dicted that a shortage of money
in 1973 would reduce starts by
225,000.

The directors approved a reso-
lution authorizing officers of the
NAHB to sell the association’s
old housing center. They also
called for legislation to enable
the Farmers Home Administra-
tion to foreclose mortgages in its
own right and for Congress to
review military housing allow-
ances. They defeated a resolu-
tion calling for more money for
public housing.

Finally, they picked Hawaii
over New York and Miami as the
site of the 1975 fall meeting.

And John Hart of Indianapolis
gotanearlystartonhis campaign
for the post of NAHB secretary
by distributing stickers saying,
““You've got to have Hart.”

—NATALIE GERARDI

... but nothing competes with condominiums at the apartment conference

The gaming tables stood empty
as 1,500 homebuilders jammed
the meeting rooms of the In-
ternational Hilton in Las Vegas
to learn how to develop and
manage condominium projects.
Even the gambling spirit of the
casinos could not invade the
conference chambers, where
caution was the byword.

Over and over again builders
heard that they should not go
diving blindly into the condo-
minium market, that condo-
miniums were not the answer to
poorly designed or located proj-
ects, and that they should stay
our of condominiums entirely if
there wasany waytoavoid them.

Better deal. Warren Toman,
president of Grant Co. of New-
port Beach, Calif., and Robert
Gould, vice president of Com-
munity Management of Reston,
Va., agreed that a townhouse

project with common land
owned by a homeowners’ asso-
ciation was a far better deal for
builder and buyer.

Toman noted that in Orange
County, Calif ., it takes five to six
months to process such a project
through FHA. It takes 15 months
to process a condominium proj-
ect under section 234.

Gould added that con-
struction costs for units built
under the 234 program are sig-
nificantly higher, and that only
with a homeowners’ association
was it possible to mix housing
types run by one association or
to build a project in stages with
new units annexed by the asso-
ciation.

Liability. Even where subdivi-
sion regulations or zoning con-
trols make building a condo-
minium project desirable, it is
better to have two associations,

with the amenities being taken
out of the condominium agree-
ment and put into the home-
owners’ association. The condo-
minium functions as a partner-
ship, which means that individ-
ual owners have equal liabilities
along with equal rights. If the
common facilities are owned by
a nonprofit homeowners’ asso-
ciation, they are protected by the
corporate structure of the asso-
ciation in case any lawsuits
should arise.

Slums. “I'm concerned about
the condominiums being future
slums,” Gould told the home-
builders. “If they are not set up
properly with enough reserve
accounts to handle future long-
term replacement, there will be
trouble 15 years from now when
the roof needs to be replaced or
the pool needs a new liner.”

Still, a NAHB survey shows

that some 25% of all units
planned by members for 1972
would be townhouses and
condominiums, up from 16% in
1971.

Bruce Thomas, president of
Continental Mortgage Insur-
ance of Madison, Wis., explained
why he felt this trend would
continue throughout the 1970s.
Heciteda51% increase in people
entering the first-home age
group, 2.2 millionnew marriages
a year as against 1.5 million a
decade ago, the demand for
homes by single people, which
will increase 51% in this decade,
longer life spans, a demand for
second homes and increases in
the cost of land, which in some
parts of the country now ac-
counts for 40% of the final price
of a home as compared to 10%
only a few years ago.

—N.G.
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rofessional Services...
Il the help you can get:

The Kingsberry Man.

That's our pledge to you—

professional services you

can depend on. The kind

that will help you realize

quicker profits. Every time.
And it all starts with the Kingsberry
Man.

He'll offer you the “Profitmaker! a
complete marketing program, mer-
chandising and sales aids, a generous
2/3 co-op advertising program, and the
benefits of a national consumer adver-
tising program. Blue prints too, at no
extra cost, for a wide range of single
family, multi-family and leisure home
models, Plus many appealing con-
sumer options to help you sell fast.

And prompt delivery Production
facilities have now been expanded
to five plants, including new ones in
Holdenville, Okla. and Muncy, Pa.

Only the Kingsberry Man can offer
so many professional services, and the
benefits of manufactured housing...
high degree of cost control and ap-
proximately 50% reduction of on-site
labor over conventional construction.

Fill out and mail the coupon. Pro-
fessional services. All the help you can

CIRCLE 17 ON READER SERVICE CARD

P At
KINGSBEI&RY HOMES

Boise Cascac_ie
Manufactured Housing Group
61 Perimeter Park, Atlanta, Georgia 30341

Frank D. Carter, Director-Marketing, Boise
Cascade Manufactured Housing Group,
Dept. HH-11, 61 Perimeter Park, Atlanta,
Georgia 30341, (404) 458-9411

Yes, | would like all the help | can get.

Name

Firm

No. lots | now have ready to build on:

[J None, [] 1-10, [] 11-25, [] 26-50

No. living units | have built in past 12 months:
[OJ None, [ 1-10, [] 11-25, [] 26-50

[ Single Family, (] Multi-family, [] Vacation

Address

City State

Zip Phone

Kingsberry Homes are distributed throughout a 38 state area of the Mid-
West. Mid-Atiantic, Southeast. Southwest and New England states from
plants located in Alabama. lowa, Oklahoma, Pennsylvania and Virginia




NEWS/CODES

The California Supreme Court,
in its first major interpretation
of the state’s Environmental
Quality Act of 1970, has ruled
that environmental impact
studies must be prepared before
construction can begin on any
private project that could have a
“significant” effect on the envi-
ronment.

The nearly unanimous deci-
sion, which came as a complete
surprise to most in the state,
triggered immediate and largely
predictable responses from sev-
eral interest groups and caused
a near panic among local plan-
ning commissions and builders.

“Thiscould wellmean the end
of the construction industry in
California as we now know it,"”
lamented one builder.

“Tt could mean the end of the
rape of California’s open areas,”
countered an environmentalist.

“It very simply means that
we'll have to stop issuing build-
ing permits across the board
until we know what the court
means by ‘significant’,”” added a
spokesman for the San Francisco
Planning Commission.

Houses exempt. These com-
ments, collected within days of
the precedent-setting decision,
are now being toned down as it
becomes apparent that one and
two-family detached dwellings

The Home Loan Bank Board has
now decided to let mutual sav-
ings and loan associations begin
converting to stockholder status
early next year.

The move could provide
windfalls in stock ownership for
millions of depositors in associ-
ations that decide to issue
shares.Itcould alsolead toa wide
restructuring of the savings and
loan industry. There are about
2,050federally chartered mutual
associations and another 3,000
statemutuals, all owned by their
savers. There are only 665 stock-
holder-owned associations, all
state chartered, but they include
most of the largest and most
powerful S&Ls.

Under present law, the Bank
Board has authority merely to
remove the ban it placed on the
conversion of state-chartered
mutuals back in 1963. Lifting
that moratorium will not leave
a uniform situation, however,

willnot be affected by the court’s
ruling. Twelve days after the
decision the state’s attorney
general, Evelle J. Younger, told
reporters:

"I think some people are going
torealize that thisisn’t quite the
blow or the shock they thought.
There’sneverbeenany intention
that this law should apply to a
single-family dwelling.”

Permit freezes. Despite these
assurances, almost every major
cityin the state has modified the
circumstances under which
building permits can be issued.

In San Francisco, where per-
mits were frozen immediately
following the decision, thawed
the next day and then frozen
again, the policy now is to allow
permits for new one and two-
family detached homes. Nearly
all other major construction
would require an environmental
impact statement. Approxi-
mately the same restrictions
existin Los Angeles, SanJose and
numerous smaller cities.

Until the state’s city and
county agencies are given guide-
lines for preparing and evaluat-
ing impact statements—a draft-
ingjob the legislature expects to
tackle when it convenes Nov.
8—it is the building industry
that will suffer the most.

Builder reaction. “We're in

Way is eased for savings and loans to

for existing statutes prohibit the
creation of federally chartered
stock S&Ls.

Plea to Congress. Board Chair-
man Preston Martin now hopes
that a formula for conversion,
which the Bank Board has prom-
ised to spell out by April 30 of
next year, will persuade Con-
gress to amend the law and per-
mit conversion from the mutual
form on the part of the fed-
erally chartered S&Ls. If
Congress refuses, those in the
S&L industry who prefer to
change to a stock-company for-
mat will have to accept state
charters. That’s a prospect that
the Bank Board, as the S&L in-
dustry’s federal regulator, re-
gards with some distress.

Still, Board officials say, even
if Congress should balk, the
moratorium on conversions by
state-chartered S&Ls will be re-
moved shortly after the April 30
deadline for firming up the con-

chaos because every governing
body can interpret the Supreme
Court decision in whatever
manner it desires,” says devel-
oper Richard B. Smith, president
of the Building Industry Associ-
ation of California’s Orange
County Chapter. “Every project
has to be judged by somebody’s
opinion in each jurisdiction.”

Bill Kennicott, president of the
McCarthy Co., a housing devel-
opment company with head-
quarters in San Diego, said he
will protect his future jobs by
preparing impact statements.

“We're preparing an environ-
mental impact statement on
anything that we have in the
mill. You are required to do this
in many municipalities any
way, particularly if you are doing
any FHA or VA or HUD work.
Some 40% of our business is
through HUD."”

Even so, Kennicott believes
the industry in California could
be seriously hurt if the court rul-
ing is not clarified.

I think that under a strict in-
terpretation it could have a very
detrimental effect on a lot of
building in California, particu-
larly with the lenders now be-
coming nervous about it,” he
said.

Cause of dispute. Ironically,
the far-reaching decision stem-

California’s environmental impact ruling: panic—and then a quieter look

med from one neighborhood’s
fight to stop a small apartment
development project in Mam-
moth Lakes. Mrs. Andrea Mead
Lawrence, the former Olympic
skiing gold medal winner, or-
ganized a citizens’ group called
Friends of Mammoth and sued to
halt the construction on grounds
itwould harm the environment.

The case challenged the popu-
lar opinion that impact state-
ments were required only of
public-works  projects. The
court agreed 6-to-1 that such an
interpretation of the state’s en-
vironmental quality act was too
narrow, and California thus be-
came the first state to require
ecological considerations be
given to private as well as public
projects.

Most observers agree that
despite the tremendous pres-
sures being applied by the con-
struction industry, labor unions
and city and county attorneys,
the legislature is not likely to
override the court’sdecision. But
the lawmakers will act quickly
to bring the new requirements
into focus so that developers and
planning commissions can
clearly see when an environ-
mental study is needed.

—RoN WARTHEN
McGraw-Hill World News,
San Francisco

convert to stock-ownership status

version formula.

Concentrated power. Conver-
sion of the corporate ownership
is important, among other rea-
sons, because it will increase
concentration in the industry
that still supplies the major
share of housing finance. More
stock companies would mean
fewer one-man S&L operations
and more giants such as those
that now exist in California.

The Bank Board favors such a
consolidating trend in the belief
that it will enable housing fi-
nance to better weather cyclical
bouts of tight money.

Objections. Congress, how-
ever, has serious reservations
about conversion on a variety of
grounds.

Capitol Hill, in rebuffing a
Martin attempt to win approval
for federal stock companies in
1972, raised questions about the
“windfall”” acquisition of equity
that would accrue as a result of

parceling out ownership of mu-
tual S&Ls’ reserves, and about
the possible disadvantages if a
movement away from mutuals
and toward stock companies
should sweep the entire S&L in-
dustry.

As lawmakers expressed it,
the latter concern was two-
fold—thatlocal controlwould be
lost as more and more S&Ls be-
came merely branches of larger
institutions, and that dishonest
individuals would gain control
of stock companies and steal
their assets.

The Bank Board is hoping its
new legal formulafor conversion
will forestall most of the qualms
on Capitol Hill. It insists that if
and when conversion is permit-
ted, it won't really precipitate a
stampede out of the mutual
form.

—STtAN WILSON
McGraw-Hill World News,
Washington
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NEWS/POLICY

Team takes builder’s hand and leads

Los Angeles County is trying
something different.

It has set up a new agency—
Housing Development Ser-
vices—under the auspices of its
own Department of Urban Af-
fairs and of the Department of
Housing and Urban Develop-
ment in Washington.

The goal is to help builders,
developers, producers and spon-
sors deliver more and better
housing where it’s needed.

The agency’s services are all
free and they cover all price
ranges, but the top priority is for
housing for families with low or
moderateincomes. The county’s
Regional Planning Commission
reports a shortage of 402,000
such units.

The Beginning. HDS was put
together to take advantage of
HUD'’s Operation Breakthrough
but the agency went beyond this
to enlist conventional and in-
dustrialized producers. It is now
working on developments with
more than 2,000 units, primarily
in multiples. Most will be fin-
anced under HUD.

First of all, HDS developed
market analyses. Then it created
tools to help builders satisfy de-
mand.

Acting Director Donald M.
Grant would like to see the pro-
gram serve as amodel for the rest
of the country.

“Any city or regional group
could use our system,” he says.
““We're coordinators between
private and public sectors, a
non-profit middleman. Those
forces could do it all themselves,
but the point is—that doesn’t
happen.”

Need for guidance. Builders,
Grant explains, may not know
who the industrialized housing
producers are, or the non-profit
sponsor may not know how to
get into subsidized building.

““There’s not only ignorance
about the subsidized programs
themselves,” Grant points out.
""There’signorance about how to
proceed and about the amount of
work involved. Groups start out
thinking it’s going to be a snap.
The farther they go, the more
work they find it is. Our attitude
is: Let’s go over the work for
what it is first, and then you de-
cide whether you really want to
get into it. If you're not willing
to expend this effort—or don’t
have the money—then don’t
get into the program.”

Builders’ new helpers in Los Angeles County are these officers of Housing Development
Services, a squad of experts set up to lead the way through low-cost housing’s paper
jungle. Acting Director Donald M. Grant is at left and Assistant Bill McKown at right.

HDS is still moving toward
full operational status. But its
services are already designed to
save builders time and money in
administrative costs and at the
initial stages of construction. It
also expedites project approvals
from various local agencies
and authorities.

“If we can save the builder
from getting into a program
where he’s going to go broke,”
Grant says, ‘“we’ve not only
saved him—but a lot of others.”

Team of experts. HDS has a
staff of only eight, plus clerical
help, but its people are pros.
They have been active in all
phases of housing.

Grant, anarchitect, wasasales
vice president with builder Don
Scholz for nine years in Toledo.
The assistant director of HDS,
Bill McKown, is also an archi-
tect.

HDShasdevelopedalistof and
data on all industrialized hous-
ing companies that shipinto Los
Angeles. The agency has another
list of builders who are inter-
ested in subsidized housing and
who have a good record.

Through the maze. Above all,
HDS has charted step-by-step
procedures for producing HUD's
subsidized section 235 and 236
housing. It has similar route
maps for conventional financ-
ing. And HDS also mails a free
newsletter.

HDSknowswhere the funding
pots are, and it keeps builders
informed about potential proj-
ects as well as money sources.

The agency initiates package
services, too. It brings builders,
developers, sponsors and manu-
facturers together to create
housing. The stimulus for it may
come from HUD, from housing
authorities or from owners of a
site.

Builders agree that one of the

most innovative concepts to
come out of HDS is an inventory
of vacant or low-cost land in the
county. Grant explains the ad-
vantages:

“One big problem builders
have is trying to find available
land suitable for HUD financing.
We have a system that makes it
simple.”

HDS gets its data from the
county assessor’s office. These
data include assessed values of
land, owners and addresses, tax
rate and zoning. The inventory
information is kept current, and
HDS gives it to builders.

Problem solving. HDS is also
trying to remove restraints on
housing—economic, legal, ad-
ministrative and social.

HUD'’s section 235 units,
Grant pointsout, raise particular
difficulties. “If you can’t develop
lots for $4,500,” he cautions,
“you can’t do it economically.”

The agency has found a lot of
old lots, Grant explains. “There
may be one, two or three to-
gether, 50'x100" or 60'x100'.
They sell for $8,000 or higher.
For a single house, you can’t
make it. So we said to HUD,
‘Let’s take two or three lots, put
townhouses on them and sell
them in fee simple.” On that
basis, if we have an $8,000 lot,
we know we can make the land
pencil out.”

But one problem is that the
county does not split a lot that
small.

So HDS is trying to get the
county to down-zone and allow
smaller  lots—25'x100"  or
25'x110'. The agency’s argu-
mentis that the county has a lot
that is doing nothing, and
wouldn’t be economically us-
ableunless a structureon it went
all the way to 50 stories. But by
down-zoning for two units, side
byside, the lot would attract two

him through low-cost housing maze

residences that would generate
more tax revenue than the va-
cant land.

Attack on bias. The agency is
also trying to eliminate social
rejection of low-income proj-
ects.

“In the suburbs, where you
buy land economically enough
to make the 235 program work,”
Grant says, ‘‘there is too much
violent opposition to the whole
idea. The veryword HUD strikes
fear in their hearts. They’re not
somuch afraid of the building as
of the people.”

HDSis doing something about
that.

It surveyed all of HUD's sec-
tion 236 projects in the
county—28 with 2,723 units—
to find out the side effects. Inter-
views turned up these conclu-
sions:

All projects are equal or supe-
rior to nearby market-rate apart-
ments in architectural design,
site planning and landscaping.
All but one project is economi-
cally successful. Vacancy rates
are less than 0.8 percent a year,
turnover less than 1 percent,
eviction less than 0.7 percent.
Most developments have wait-
ing lists of up to 300 applicants.

And there is no ethnic migra-
tion from one area to another.

Says Grant: “We found that
fears are not backed up by what
is really happening.”

National model? During the
surveys, HDS’s staff pho-
tographed all 28 projects. The
photos have been developed into
a slide program and used—along
with the interview informa-
tion—for presentations before
government and community
groups.

Grant feels that Los Angeles
County’s 236 housing has been
highly successful. And, he says,
many citizen groups that feared
this type of housing have re-
versed their stands. Not all
prejudice has been eliminated,
he admits, “but enough general
fears have been relaxed so that
many workable programs pre-
viously stalled have been able to
go ahead.”

““The point is,” he concludes,
“research is just beginning.

Tt ought to be done in other
areas besides this and with the
other types of programs.”

—BARBARA LAMB
McGraw-Hill World News,
Los Angeles

20 H&H NoVEMBER 1972




Invite Mike to your job site.
Odds are, he'll substantially
reduce your construction

e R
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Mike Miller is a real guy. He is a
building industry expert whose job
depends on his ability to help you in-
crease your productivity and profitability
with automatic fastening. That's quite an
incentive for him — and for you.

As a Senco Construction Specialist, Mike
spends 100% of his time at builders’ job
sites covering every aspect in the use of

time-saving Senco automatic nailers and

staplers. He'll help train your workers in
the proper and most efficient use of

,,,,,, " : . Senco tools. He'll continually bring to

" ' your attention new ideas and tech-
niques that can save you additional
time and money in fastening. Through
regular, on-site calls, Mike will help you
keep Senco equipment in top operating
condition.

In addition, Mike can assist you in setting
up an economical, under-roof component
operation using Senco nailers and sta-
plers. Where necessary, he can help you
obtain local building code approval to
) use Senco fastening methods.

All in all, Mike is quite a guy.
He’s proven his worth to nu-
merous builders. Why not invite
him to your job site? Since
we have more than 70 spe-
cialists like Mike through-
out the U. S., contact us
for the name of the one

nearest you.
Senco Products, Inc.,
Cincinnati, Ohio 45244,
Dept. 109.

Visit us in Booth M, at the
N.A.H.B. Show, January 7-11, Houston
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we've got you covered...

(2) MODELMTR 11 (3) MODEL MTR12

(5) MODEL MTR 30
Available, January 1973

Complies with safety performance standards, Health, Education, and Welfare Rules 42CFR, Part 78.
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- THERMATRONIC RANGE MODELS

for you (and your customers)

to choose from!
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(6) MODEL MC 11 (7) MCM 11
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Richard Deacon, star of his own cook show, “Deacon Does It In the Kitchen.”

Whatever model of Thermatronic Range your customer
wants — you’ve got — with Thermador. Whether she’s
thinking big — or small we’ve got you covered. She can
build it in — wheel it around — combine it with a self-
cleaning oven — or double it up with a Hot Food Server.
Whatever combination she wants for the ultimate in
microwave cooking, is hers with Thermador — manu-
facturer of the world’s widest selection of quality micro-
wave ranges — EVERY ONE WITH A BROWNING
ELEMENT.

Ahermuodo

The Elegant Difference in Microwave Ranges

And we're covering you in ways to reach these cus-
tomers, too. Richard Deacon, Star of “Deacon Does It In
The Kitchen” will star in our national advertising cam-
paign. He's pre-selling your customers in the pages of
HOUSE BEAUTIFUL, HOUSE & GARDEN, BETTER
HOMES & GARDENS, PLAYBOY, SPORTS ILLUS-
TRATED, TIME, SUNSET, and SOUTHERN LIVING.

Come on under — cover yourself with seven easy ways

to quicker sales and greater profits. Get all details from

INDUSTRIES

5123 DISTRICT BLVD., LOS ANGELES, CALIFORNIA
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Woodhaven Lakes
NI
_ by

Smiling bear joined Leisure Expo in Chicago to sell for
Woodhaven Lakes, Land Tec resort in Rosemond, I11.

CAMPSITES

Scale mock-up and photos of Abbey Springs and Hill
were shown by developer, East Fontana (Wis.) Assoc.

Bubble house was a top attraction, although it was not for
sale. It is produced by Chrysalis of Laguna Beach, Calif.

T — .

|

Selling in wonderland: Leisure-lot men turn to show biz to spruce up image

Trying to erase their image as
hard-sell hucksters, recreational
land developers banded together
in Chicago a few weeks ago to
hold the nation’s first Land, Liv-
ing and Leisure Time Expo.

The purpose was solemn. Ac-
cording to the show’s president.
Donald Liebsker, the industry
has been under fire because of a
few ‘‘bad apples.” The time had
come, hesaid, fordevelopers “To
take their case, their products,
and their services directly before
the public.”

The result—which took place
at the mutuel betting area of a
suburban race track—had the
wonderland atmosphere of car-
nival, sports show and gambling
casino.

Step right up! To lure the pub-
lic to this first-of-a-kind venture
(and persuade the paying guests
to ante up the $1.50 admission
fee), the developers put together
a circus of curiosities loosely
connected with leisure time and
recreation: a basin full of trout
for the kids, a plastic bubble
house which inflates when
plugged into a conventional
electric outlet, and some far-out
autos—a copy of the 1927 Mer-
cedes-Benz roadster and an
“ecology”’ car built by North-
western University students.
The developers also tossed in an
exhibit of cardboard furniture
(for the bubble house), motorized
waterbeds, and an entire side-
show featuring such ecology art
as macramé and homemade jew-
elry. They set up a tennis court
and brought in professional
tennis players for demonstration
matches.

The cute blondsell. Relying on
these gimmicks, the 32 develop-
ers ensconced themselves in
plushboothsandsoldland. Their
appeal was tofamilies; instead of
the seductive models that stalk
most trade shows, for instance,
acute blond teenager in semi-In-
dian garburged passers-by to sign
for $100 free silver dollars (and
simultaneously for a visit by an

Arizona Properties salesman).

Branigar Corp. wooed the
crowds with a W. C. Fields pup-
pet show and a free fun book of
tickets for a day at its Apple
Canyon Lake in northwestern
Ilinois.

Sweepstakes were every-
where: by signing name and
address, one could become eligi-
ble for afree television set, a free
AmanaRadarange, afree work of
art and, of course, free trips to
Lucaya in the Bahamas or Ro-
tonda on the Gulf Coast. If one
didn’t win these, the salesmen,

brochures and posters still
promised that no investment
was as safe as an investment in
land.

The serious types. Some de-
velopers felt uncomfortable in
this carnival atmosphere.

“I'm really interested in sell-
ing to doctors and that type of
person,” protested a despondent
salesman for National Resort
Communities, a subsidiary of
National Homes of Lafayette,
Ind. And he stared glumly
around his deserted booth, a car-
peted pad with color blow-ups of

National Homes realigns its Prices

Jim Price is back at work at Na-
tional Homes, but he’s not back
at his old job.
Last April the company issued
a statement saying that its 60-
year-old chief executive “had re-
quested and been granted a six-
month leave of absence” [NEws,
May]. Now the six months are
up, Price is back and the com-
pany has issued another state-
ment, this time announcing ‘a
major restructuring of executive
responsibilities at National
Homes Corp. to assure a contin-
ued growth on a planned basis.”
New job. Instead of going back
to his old job as chief executive,
Price will head a new policy and
planning committee that was
formed ““to develop growth ob-
jectives for the company and
programs to meet those objec-
tives.” He will also continue as
chairman of the board.
Incidentally, just as the com-
pany made its announcement,
the American Schools and Col-
leges Assn. chose Price as one of
eleven men to receive this year’s
Horatio Alger award, which is
given to men who ‘““overcame
humble beginnings to earn ac-
claim in their professions.”
Other changes. Jim’s brother
George continues as chief exec-
utive of National, but under the
restructuring he was named

SAITTIHd

NATIONAL’S PRICE
Being restructured

chairman of the operations com-
mittee with full responsibility
for the company’s operation.

And his son David becomes
president of National Homes
Manufacturing Co., which com-
bines the company’s 11 manu-
facturing plants in one new divi-
sion.

Former Executive Vice Pres-
ident Philip T. Montanus suc-
ceeds David Price as president of
National Homes Construction
Corp., and he has also been
named vice president of the
parent company.

Executive Vice President Tim
McGinley was given the addi-
tional responsibilities of fi-
nance, corporate development
and publicrelations for National
Homes. He will also continue as
presidentof therecreational land
sales division.

the jet-set life at his Horseshoe
Bay Development near Austin,
Tex.

The National salesman was at
pains to point out that Horse-
shoe Bay was a cut above most
other developments and that he
didn’t need free silver dollars to
woo his prospects. In fact, he
pointed out, not everyone is
qualified for Horseshoe Bay,
which has a 6,000-foot runway
(big enough for a DC-9) with
adjacent homesites for buyers
who want to house their planes
in their garages.

And the protests. There were
other complaints about the
show. Many exhibitors found
that the light traffic barely justi-
fied the time they had to spend
there—the show lasted nine
days. Some doubted that they
would participate next year.

Other exhibitors didn’t bother
to man their booths during the
slower days. The visitors who
did come seemed to spend most
of their time touring through the
recreational vehicles, which had
apparently been included as an
afterthought.

I thought they were going to
have houses you could build
yourself, A-frames and things
like that,” said one indignant
visitorwho hadjourneyed by bus
from Chicago.

And some of the good land
prospects may have been
scooped up beforehand. A young
maninshirt-sleevessaid he liked
the show but he already owned
two plots, one of 40 acres in Co-
lorado that he had purchased
through a newspaper. That was
about all he could afford right
now.

But on balance the show was
a big step toward greater public
exposure for anindustry that had
reeked of boiler-room sales tech-
niques. Said Liebsker in sum-
mary:

“The industry is booming and
we want the public to know
why.” —JANE SHAW

McGraw-Hill News, Chicago
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AT ORONOQUE VILLAGE, 1200 FAMILIES
ARE GOING TO LIVE UNDER THE SAME ROOF.

In Oronoque Village, a condominium community  really makes a home appealing to a potential buyer.
in Stratford, Connecticut that will stretch for over There was one final reason why Timberline was
300 acres, GAF Timberline® Asphalt Roof Shingles is  chosen for Oronoque Village. GAF. The company that
the only roofing being used. warrants this great roofing for 25 years against

It's not hard to see why. Timberline combines the manufacturing defects.
rugged good looks of wood shake shingles with the GAF Timberline. The reliable roofing.
safety and maintenance-free convenience of modern Oronoque Village wouldn’t put 1200 families
asphalt shingles. That's a tall order for one roofing. under it if it weren't. For further details, call your

Moreover it won't rot, crack, warp or split. It's fire  GAF Building Products distributor, or write:
resistant. And it has a special self-sealing adhesive to GAF Corporation
keep it down in high winds. Building Products Division Dept. HH-112

Timberline’s woodlike texture comes in 6 authen- 140 West 51 Street
tic shades. All with that rich, varied shadowing that New York, New York 10020

E%G ROOFING
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NEWS/MARKETING

Dallas developer discovers a model site that’s outta sight: a warehouse

People flocked to see what he
meant when he advertised:

““We've gone the ship in a
bottle one better.”

What they saw was a full-
size, completely furnished,
four-bedroom, three-bath town-
house set on a plastic lawn that
had been landscaped with live
trees and shrubs and a working
fountain—all in a 162'x215’
warehouse.

And many stayed to buy.

Thus, two weeks before the
first on-site models were fin-
ished, more than 55 homes had
already been sold.

Project. The project, a $45-
million planned unit develop-
ment known as Oakbrook on
Brookhaven, is a joint venture
of Dallas builder-developer
James B. Biddle and Lawrence E.
Marcus, executive vice pres-
ident of the Neiman-Marcus
Co. and manager of its Houston
department store.

The 94-acre development, 12
miles north of Dallas, includes
townhouses, cluster homes and
patio homes. They range from
1,600 sq. ft. to 32,000 sq. ft., and
sell at prices from $33,000 to
$71,000.

Townhouse in a warehouse is a smash hit, say Dallas developers. Rear view shows
landscaping with live trees and shrubbery and the corrugated roof of the warehouse.

Biddle had planned to sell
from a job-site trailer. But a
warehouse he had built next to
his company offices, and only
two miles from the project, was
standing empty. He decided to
simulate some typical rooms in
1t.

From this evolved the idea of
building a completely furnished
model townhouse.

“A lot of people thought we
were nuts,” says Bob Ridley,
the company’s marketing vice
president.

The model is one of Oak-
brook’s middle-size  town-
houses. Everything is to actual
scale except for the top floor,
which is one foot lower because
of the height of the warehouse
roof.

California city’s new ordinance directs builders: Tell

The city of Fountain Valley, in
southern California’s Orange
County, has passed a Truth in
Tract Housing Law.

The ordinance seeks to make
certain that homebuyers are
fully advised on the exact nature
of their purchase, and that they
are aware of the zoning of sur-
rounding properties and familiar
with the city’s master plan for
land use.

A second objective is to pre-
vent misleading information
about construction quality.

Complaints. Clinton Sherrod,
Fountain Valley’s planning
director, says the ordinance was
drawn because of complaints
from homebuyers in the last two
years. He explains:

“They complained that the
models were more heavily em-
bellished than the houses.
Builders would have a heavy
shakeroofinstead of shingle, and
double ceiling joists on the first
floor so the second floor
wouldn’t squeak. But things
were different in the model than
they were in the house—and the

owner was surprised.

“"Now we require all these
things to be identified, and that
model construction be identical
to actual houses. Builders can
upgrade within the houses in a
tract but models alone can’t be
upgraded.”’

Point by point. The ordinance
stipulates that:

® Builders must construct all
homes in a tract to the identical
quality of models. No change,
alteration or increase in the
quality or quantity of con-
struction materials or decorator
finishes, shown on the approved
buildings plans, are permitted in
a model home, unless they are
plainly marked by signs at the
location of the change. Letters
and numbers in the signs must
be at least 2” high and must set
forth the exact differences in
specifications.

® Decorator items installed in
modelsand not part of the selling
price also must be clearly signed
withletters and numbers at least
2" high.

® Builders must incorporate

into all printed sales matter
copiesof thelatesteditionsof the
city’s master plan for land use,
the zoning district map and the
boundaries map for all school
districts.

The maps and a copy of the
truth ordinance have been
prepared by the city in four-page
forms. The city gave plates of the
forms to a local printer and told
builders they could either pho-
tograph prints the city would
give them or have the printer run
off copies from the plates.

Busiest subdivider. Fountain
Valley, with a population of
40,000, developed 31 tracts and
1,908 lots last year. It did the
most subdividing in Orange
County. Huntington Beach was
next with 1,400 lots.

So far, according to Sherrod,
the new ordinance seems to be
working out well.

“We've had a letter from the
Building Industry Assn. of Cali-
fornia and we’ve had an editorial
in the Los Angeles Times, both
in favor of it. There is no overt
resentment.”’

On either side of the model
are false fronts simulating the
largest townhouse and a
smaller unit, so the buyer has
the effect of approaching three
different houses.

Cost. The model cost $60,000
to build and furnish and, except
for plumbing fixtures, appli-
ances, furniture and draperies,
most of the materials will be a
loss.

Advertising, road signs, bill-
boards and other promotional
material brought the total mar-
keting cost to around $100,000.

Return. It seems to be paying
off.

Buyers come in after work
and on weekends to look, and
then they return to sign con-
tracts. The warehouse is sup-
posed to be open from 10 a.m.
to 7 p.m., but the buyers’ en-
thusiasm often keeps the sales-
men there until 9 p.m.

“This is one of the greatest
merchandising tools we have
ever had,” says Ridley. “Many
buyers bring in other potential
buyers. We're just elated over
it.” —LORRAINE SMITH

McGraw-Hill World News,
Dallas

buyers the truth

Salesmen also seem to like the
idea.Saysone: “We'reallin favor
of it. It stops the bickering. Peo-
ple know what’s planned.”

Example of use. One new proj-
ect—Presley  Development’s
Parkside Estates—displays the
four-pagedata package alongside
its sales brochures. A sign prom-
inently placed in the model’s
living rooms points out that
draperies, curtains and other
window covering are not in-
cludedin houses forsale and that
the model contains upgraded
carpeting.

A second sign in the model’s
kitchennotes that the model has
been professionally decorated.
Among the decorator items, it
says, are floor coverings, wall
paper, draperies, curtains, furni-
ture, mirrors, pictures and ac-
cessories. And patios and land-
scaping are not included in the
price of the home.

“If there are questions, ask a
sales representative,” the sign
says. ‘'He’ll be happy to show
you an undecorated production
home.” —B.L.
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New L

There’s a new class look in economy brass with Lustra
from Eljer. Crisp corners, smooth flowing lines and
big, easy-grip handles bring clean, modern appear-
ance to any bath or kitchen. Metal or translucent
handles available. i

And, value has not been sacrificed to price in Lustra.
Eljer quality is present in every fitting . . . triple plating,
renewable stem and seats, large diameter valve stems
with deep threads. All insure trouble-free service.

Lustra represents your best buy for lower cost homes.
Ask your plumbing contractor to show you Lustra. Or
write for our new full-color brochure: Eljer, Dept. HH,
3 Gateway Center, Pittsburgh, Pa. 15222,

ELJER.

Eljer Plumbingware Division/Wallace-Murray Corporation

ustra from Eljer
ow costbrasswithcla
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NEWS/POLICY

Builders, getting boxed-in feeling, take a hammer to the lumbermen

Homebuilders, convinced that
they have been pushed to the
wall by a lumber industry they
claim is bent on evading price
controls, are naming names and
providing details of transactions
to the Cost of Living Council.

Prices have risen at a phenom-
enalrate during the year controls
have been in effect, and the rise
continues. Officials of the Price
Commission are convinced that
such a run-up could not have
occurred without the industry’s
resorting to a variety of illegal
pricing practices. But the Cost of
Living Council’s officials are not
as sure.

The Secretary of Housing and
Urban Development, George
Romney, has no doubts, how-
ever. Last month he charged the
lumber industry with using
black-market tactics to get
ever higher prices. Romney told
theboard of directors’ meeting of
the National Assn. of Home
Builders in Portland, Ore., that
builders should report any she-
nanigans by the lumber industry
so ‘“we can go after them.” (For
more on the directors, see p. 16).

The fast deals. Builders at the
Portland meeting were well
aware of what Romney was talk-
ing about. Everybody had a story
about how lumber suppliers are
getting their price. Some ex-
amples:

® The cost of Ilumber,
plywood and millwork in a me-
dian-priced house built to FHA
standards has risen nearly $900,
to $4,453, in the first year of con-
trols.

® Several unnecessary trans-
actionsin thedistribution chain,

with a new markup each time
the lumber changes hands.

® Shaving %" off a standard
4'x8' plywood sheet and charg-
inga higher price for a “custom”’
product.

® Forcing users to accept odd
dimensions, such as 4'x9’ ply-
wood sheets, at a higher price—
which hits doubly hard because
a house design usually requires
the standard 4'x8' sizes.

® Making available only a
product of unnecessarily high
quality for a particular use—
such as fascia board in place of
ordinary plywood sheathing—
and at a higher price.

The cost of silence. Under
Price Commission regulations
and policy several of these
dodges probably are illegal, a
commission spokesman says.
But the problem has been that
users would not complain to the
commission, the council or the
Internal Revenue Service, which
enforces the stabilization pro-
gram, because they were afraid
supplies would be cut off en-
tirely. Now, says one participant
at the Portland meeting, “The
guys have had it up to here.”

A special NAHB task force
headed by a California builder,
Lee Goldin of Encino, will funnel
complaints to the council. Many
of the complaints will come
from fairly big lumber users.
These specifics should help the
council and the IRS in their en-
forcement efforts. Last week the
council’s  director, Donald
Rumsfeld, announced that the
IRS would increase the number
of compliance investigations
under way in the lumber in-

CouNciIL’s RUMSFELD
Tightening the screws

dustry from 200 to 300.

Tighter reporting. Rumsfeld
also announced a major change
inreporting requirementsfor the
industry. The cut-off for tier-2
companies will be $5 million in
annual sales instead of $50 mil-
lion. These companies must
report quarterly to the Price
Commission on sales, costs,
prices and profits.

Some 30% of the industry will
have to report, up from 10% ear-
lier. The council’s economists
say much of the price increase is
due to a “classic excess-demand
situation.” The price of stum-
page—Ilogs cut and hauled out of
the forest—which is exempt
from controls, has risen rapidly
in response to greater demand.
Those higher prices can legiti-
mately be passed forward to the
retail market by the mills, dis-
tributors and wholesalers.

To improve the short-run sup-
ply of logs and ease price pres-
sures on stumpage, Rumsfeld re-
newed requests to the Depart-
ment of Agriculture that it relax
the Forest Service’s selling and
pricing practices. For the longer
run, the council asked for im-
proved management and utiliza-

tion of timber resources. It cited
the Forest Service’s own esti-
mates that cuttinginfected, dead
and dying trees would produce
an increase of 150 million board
feet in the current fiscal year.

Lumber position. Lumber in-
dustry representatives, braving
the hostile NAHB meeting,
blamed the government for price
increases.

They contended that 50% of
their raw material comes from
federal lands and that, although
13.8 billion feet could be cut
under good forest management
procedures, the government of-
fered only 11.9 billion feet
last year and is offering 10.4
billion feet this coming year.
They feared that this would be
further reduced because of liti-
gation by the Sierra Club, the
environmentalist group.

They claimed the price-con-
trol regulations actually in-
vited them ‘“‘to make a deci-
sion”” on product mix and dis-
tribution method, for there was
a long list of things they could
do legally to increase profits.

In addition, they said three
new sawmills had not been
built because the Price Com-
mission had not allowed the in-
terest on construction money
borrowed to be included in
lumber prices; and they ex-
pressed concern about the Pay
Board’s long delay in approving
a 28% pay hike that had been
negotiated, for a costly strike
could result if the board did
not okay the settlement.

—JOHN BERRY
McGraw-Hill World News,
Washington

Boise Cascade chairman quits; company moves to sell mobile-home plants

Robert V. Hansberger has re-
signed as chairman, chief
executive and director of Boise
Cascade “in order to pursue
personal interests.” John B.
Fery, Boise’s president, succeeds
him as chief executive officer;
Vice Chairman Stephen B.
Moser becomes chairman.

Between 1957 and 1969 the
52-year-old Hansberger had
turned a pair of small local
lumber companies into a con-
glomerate with sales close to
$2 billion in housing, building
materials, recreational land, en-
gineering, paper and packaging
and public utilities.

Boist’s FERY
New chief executive

Retrenching. In 1970, how-
ever, profits were off, and Boise
began retrenching.

Hansberger’s resignation,
which had been rumored for

several years, came just as the
company announced it had
reached agreement in principle
to sell its mobile-home and
recreational-vehicle operations
to Bendix Corp. of Southfield,
Mich.

The company had originally
planned to sell only a minority
interest in these units, which
were profitable. Boise now says
it plans to “‘at least double its
divestiture goal of $100 mil-
lion"” announced in April.

Boise has already discon-
tinued its site-building opera-
tions and is withdrawing from
recreational land sales. This re-

sulted in a $150-million extra-
ordinary charge last July, which
is in addition to $50 million
in extra reserves for Latin Amer-
ican operations and a $44 mil-
lion writedown on the com-
pany’s investment in Burnett-
Boise, a black-operated con-
construction company.

Losses. In the first nine
months of this year Boise had
an operating profit of $14.8
million on sales of $1.08 billion
as against a profit of $7.2
million on sales of $968.8
million in 1971. Extraordinary
chargesresulted inanine-month
net loss of $185.2 million.
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You build a more desirable home when you
open it to natural light through single or multiple
skylights of Plexiglas acrylic sheet.

Standard skylights of Plexiglas are available
in a range of shapes and sizes to conform with
any house design and permit the daylighting
of all types of rooms, or even a completely
enclosed atrium. In addition to crystal-clear
colorless Plexiglas, you can choose from a range
of grey and bronze tints that control
solar heat and glare.

The light weight of Plexiglas makes installation
of skylights economical. The toughness
of Plexiglas insures safety and ease of
maintenance. The time-proved weatherability
of Plexiglas makes certain that your customers
will be happy over the years with their
windows to the sky.

Write for our brochure, “New Ideas in
Home Daylighting with Plexiglas’ and the
names of skylight manufacturers.

PLEXIGLAS is a trademark Reg. U.S. Pat. Off.

FOR MORE
DESIRABLE HOMES: ) vIVT “

ROHM
:HARS

PHILADELPHIA, PA
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Ruf-X: Beautiful, rustic, rough-
sawn appearance. Unprimed,
primed or pre-stained in 12" x
16’ lap siding or in three styles
of4’'x8 and 4’ x 9’ panels

Barkridge: Deep bark-llke tex-
ture. Unprimed, in 12 x 16’ lap
siding or 4’ x 8’ and 4' x 9’
grooved panels.

Bayside: The informality of
shingles or shakes in a12”x 16’
lap siding. Unprimed or in
three pre-stained colors.

Stuccato: Authentic repro-
duction of skip- troweled
stucco. Pre-painted white in
4'x8' and 4’'x 9’ punels

Colorlok: Five becumul du-
rable pre- finished colors.
Available in 12" and 9-3/8" x
16’ lap siding. Also in 4’ x 8’
and 4’ x 9' panels.

Woodsman Planked Panel
Faithful reproduction oﬂrough
cedar. Unprimed, pnmed and
in three pre-stained colors.
4’ x 8’ and 4’ x 9’ panels.

Other Masonite exterior prod-
ucts include X-90 Lap and
Panel Sidings. Panelgroove,
V-Groove and Moonspot.

The many types of hard board sidings
Masonite has to oﬂer give you a big
sales edge. You have a wide choice
of different architectural styles, |
textures and sizes in primed, unprimed
and prefinished surfaces to meet the
needs of a single dWeIImg oran enhre
development. ‘

When you build wnh Masonite brand
sidings, you build with beauty that \
lasts. These rugged hardboard |
sidings won’t split or check. They’re
practically dentproof and uncffected
by extremes in temperature. All are
easily installed.

Let your Masonite representoﬂve}
help you select the best Masonite
brand siding for your requirements.
Or write: Masonite Corporahon

Box 777, Chicago, lllinois 60690.

Masonite, Ruf-X, Barkndge Bayside, Colorlok,
X-90, and Moonspof are registered trademarks
of Masomte COrporcmon

j | | 8

MASONITE
CORPORATION
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“Whe hitect who designed
Sutton Place specified Delta Faucets, he
made my job a lot easier.

As Buildings Manager of Toronto’s prestigious Sutton Place Hotel, James Strachan would be the
first to know if Delta Faucets weren’t all we say they are.

“When you’ve got as many faucets as we do, they’ve got to be more than just elegant. And in the
six years we’ve had our Deltas, they’ve been practically maintenance free. The same goes for the Delta
shower heads in our hotel”

Every one of the 527 single handled Deltas at Sutton Place has dependability designed in. A
patented rotating valve eliminates the
need for compression washers and all
the troubles that go with them.

What Delta has done for w :

] e
Sutton Place, it can do for you. Write L Buildines M.

) & e A
Delta Faucet Company, Greensburg, UlCUE S Sig il

£
Indiana 47240, Rexdale, Ontario. 4 T Socton Flans Hote]

A Division of Masco Corporation. Mooe! a8

Delta Fauceis.
They're washerless.
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~ HotpomntHustle:
It’s cleaning the oven for about 10¢, instead of
about $7 every time theres a move-out.

ins, slide-ins, and hi-lows. And
cabinet ranges and single and
double built-in ovens.

Your Hotpoint builder rep-
resentative wants to tell you more
about our full line of ranges,
hoods, and ovens.

And about all the other
appliances Hotpoint can bring
you: refrigerators, freezers, room
air conditioners, dishwashers, dis-
posers and compactors, washers
and dryers. And besides appli-
ances, there are a lot of extras we
can bring to your project. Like
merchandising assistance and
kitchen design service.

He'll also tell you about the
largest company-owned, company
trained service organization of any
manufacturer in the business.

It all adds up to even better
appliances and services for you
and your customers.

Call your Hotpoint builder
representative. And watch him

[t can cost you as much as $7 the oven interior completely: SONLE EUATLAN £
to clean the oven every time a floor, inner window, door, and
tenant moves. racks. It even cleans the reflector H o
Or it can cost you as little as pans from the surface units. Most otp()lnt.
107, If you've got self-cleaning important, it can do it £or the o
ovens in your kitchens. rand sum of about 107, Th d 1'f
It takes only seconds to set ¢ We make Hotpoint self- e 1l erence
the controls on a self-cleaning cleaning ovens in every size and £ h l
oven compared with paying for style to suit your plans. In drop- lS ust eo

cleaning labor by the hour. You
don't need to pay for commercial
cleaning supplies either. And the
convenience of self-cleaning ovens
also gives tenants more reasons

to rent. And home buyers more
reasons to buy.

And there's a very good
reason why those self-cleaning
ovens should be from Hotpoint:
all of ours are pyrolytic.

It's the only system that
automatically cleans every part of

¥ | Hotpoint
A QUALITY PRODUCT OF GENERAL ELECTRIC COMPANY
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‘@é Caradco Sculptured “Door”
“Elegarce.

You get deep-carved panels fashioned from one- prefinished it with a smooth white factory coating,
piece, wood-grained faces that can’t split, check to bring out the full richness of the wood texture.
or shrink; a factory prime coat that welcomes It's easy to see why this practical eyeful has
paint or toned stain...that lets you suit the final tremendous buyer appeal. For more facts on
finish to your fancy, be it avantgarde, traditional Caradco Sculptured Doors, please call usorwrite.

or in between. Result: it looks like more than it
costs. And that's the beauty of it: it costs less
than conventional panel doors.

We did even more with the door pictured. We

_ Main Plant, Dubuque, lowa 52001 Eastern Assembly Plant, Hainesport, New Jersey Ohio Assembly Plant, Columbus, Ohio
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PRODUCTS 73

a timesaving
guide

to the 1973
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 ’73
has been created by
House & Home and its
advertisers to organize
your shopping tour of this
impressive display.

New Products from House & Home Advertisers

Copies will be available

free at Houston.

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 1973. 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 '73 will be by booth sequence
enabling you to move quickly and

Be sure to attend the NAHB Convention in Houston
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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
'73 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 '73 to see for
yourself just what the participating
exhibitors are displaying as their

best, their newest, their most excit-
ing. Every copy of Products '73, in-
cluding those distributed in Houston,
will have two reader service cards
so that you and your associates
can request catalog information by
mail.

reserve your copy now

If you can’t make the show, you can
reserve a copy now by sending two
dollars along with your name and
address to Products 73, House &
Home, 1221 Avenue of the Americas,
New York, New York 10020. Your
copy will be mailed immediately on
publication in December.

: January 7-11, 1973



The American forest still belongs
to the American people.

33% public and private forestland not suitable for commercial trees,

set aside for parks and wilderness areas.
p) . T

And to a lot of people.

To begin with, four million
individual Americans own 39% of the
entire forest—a forest that’s still three-
fourths as large as it was when
Columbus landed.

Then, too, everybody shares
ownership in that 19% of the forest
owned by federal and state govern-
ments which supplies so much of the
raw material for building our houses
and cities and making our paper
products.

And when you add the 16 mil-
lion acres of forestland that’s been set
aside for parks and wilderness areas,
and the land not suitable for growing
commercial trees, the American
people—individually or collectively —
own 91% of America’s 761 million
acres of forest.

Soif the forest industries seem

39% individually-owned forestland

ar

19% state and federal forestland.
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to own more than their 9%, it’s prob-
ably because with responsible, scien-
tific management they’ve been able

to make this 9% produce one-third of
all the raw material we need for
today’s wood and paper products, and
still keep America green-and growing.
For the whole story on America’s forest today, get “Forests USA”

For your copy of this full-color, 16-page booklet, send 25¢ to
AFI, 1619 Massachusetts Avenue, N.W., Washington, D.C. 20036.

Name
Address
City

State




Keep down

Every time your apartments need painting, patching, or
cleaning, you lose money and time. That's why you need
Georgia-Pacific doors and walls. No painting or patching.
And they can be cleaned quickly with a damp cloth.
Easytoinstall, too.

G-P Eternawall™

This competitively priced vinyl surfaced gypsum
wallboard is practically indestructible. It resists scuffs,
stains, cracking, and chipping. And if Eternawall™ gets
dirty, almost any stain can be removed with a damp cloth.
Makes it perfect for hallways and other high traffic areas.

The vinylis backed by gypsum. Which means Eternawall™
wallboard is perfect for fire and sound rated walls.

Strong. Lightweight. And it has a Class A, U.L. labeled
flame spread rating of 25. It goes up in one step. Needs
no battens or exposed fasteners. And now Eternawall™

is available with either modified beveled edge or a new
smooth surface system. Comes in twelve standard colors
and three simulated woodgrains.




upkeep.

Valley Forge™ Paneling

G-P Paneling

Perfect for apartments because it's beautiful and tough.
Georgia-Pacific paneling has a factory finish that resists
scuffs. Stains. And wipes clean with a damp cloth.
Georgia-Pacific's complete line includes paneling in
every price range. Almost every style. In many real
hardwood surface veneers and beautiful simulated
woodgrain finishes that will give your apartments a
private, homey feeling you simply can't get with paint

or wallpaper.

G-P’s Vinyl Shield® Pre-Hung Door
This door and split/jamb set has vinyl surfaces on both
sides and all exposed edges. So you don't have to
worry about scrapes or mars during or after installation.
Dirt and stains wipe clean. Easily. And G-P's Vinyl Shield®
pre-hung door comes completely cartoned.

Installation takes only 15 minutes. Or less. Just slide the
doorinto the opening, tack itin place, shim, assemble
and install the facing jamb/casing, and nail. That's it.
The door and jamb are completely finished. Units are
available in authentic-looking uniform woodgrain
patterns and colors.

So look over Georgia-Pacific doors and walls. Then see
your G-P representative for the products that keep
down upkeep.

GeorgiaPacific

Portland, Oregon 97204
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'NEWS/FORECAST

The message for the con-
struction industry in the general
economic outlook for 1973 is
this:

Whatever growth in con-
structiondemandis totake place
will be found mainly in the pri-
vate rather than in the public
sector. And since the housing
boom of the last two years has
recently topped out, the sources
of growth in private markets for
1973 appear limited chiefly to
non-residential construction.

After two years of back-to-
back gains, the industry faces a
period when the most important
changes will be in the composi-
tion of construction demand
rather than in its total size. This
is shown by a comparison of the
mix in the 1972 and 1973 mar-
kets.

The residential portion of the
total will shrink from the ex-
traordinary 49 percent it now
holds to a more normal 43 per-
cent next year.

Both categories of non-resi-
dential construction will ex-
pand. Buildings, at 30 percent in
'72, will go to 33 percent; non-
building construction, now at
only 21 percent, will grow to 24
percent.

These movements all repre-
sent changes from a distorted to
a more familiar construction
market.

Now what about homebuild-
ing specifically?

Housing. Before 1972 is over,
the housing boom will have al-
ready reached its peak.

Is this a sign that housing,
like so many other suddenly
popular causes, has enjoyed its
brief moments of glory? And is
it now headed for the fate of be-
nign neglect?

Not so!

The prospect of a decade of
homebuilding totaling some-
thing like 25 million shelter
units—mobiles, modulars and
stick-builts—remains as good as
ever.

Money. Has the supply of
mortgage money begun to evap-
orate, then, as it has been known
to do during periods of business
recovery!?

Hardly. At mid-'72, deposits
and mortgage commitments of
savings and loans were at record
highs, while new funds were still
rollingin ata good clip. And even
though the credit outlook indi-
cates a moderate tightening of

The industry’s problem is a temporary surplus,
says Chief Economist George Christie in his fore-
cast for McGraw-Hill Information Systems Co.
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mortgage money in 1973, this
future prospect is neither an ex-
planation of the present down-
turn in housing starts nor is it
likely to be an important limita-
tion of next year'’s potential.
Oversupply. The only prob-

lem the housing industry
faces—if, indeed, it can even be
considered much of a problem—
is a temporary overabundance of
new dwellings coming on-
stream in relation to current de-
mand—a demand that con-
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construction contract value

1972 1973 per cent
pre- forecast change
liminary*
$24.500 - 9%
14,200 12,300 -13
2.000 80—
$43,100 $38,700 -—-10%
1,690 1475 =186
915 Feh =
85 8016
2690 2315 -—-14%

*eight months actual; four months estimated
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