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Another fine floor from Azrock 

vinyl asbestos 
floor tile 

Let Mayfai r give your apartm ent and home p rospects th e f lair 
and spac io usness t hey loo k for in contem pora ry f loo rin g 
w h il e you enjoy t he cost-c utt ing henefi t s of Az rock v iny l 
asbestos f loor ti le . The Mayfa ir pat te rn is embossed on a 
hac kgro und of transluce nt v iny l ch ips encasi ng f ine p ;:n t ic les 
of actual m arbl e ancl looks bea ut if u l in any roo m . Let you r 
Az rock f loor ing dea ler put M ayfa ir t o wo rk 
se lli ng for you. Ca ll. hi m today 

the vinyl asbestos floor tile people 

For fre e samples , write: 
Azrock Floor Products, 541 B Frost Building, San Antonio, Texas 78292 
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It makes 
Sound Sense 

to include NuTone 
Radio/Intercom in your 

homes and apartments. 
What the telephone did fo r 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 

-·----...-;G.~ sound communi
cat ion at 

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 
home and apartment sales. 

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! 

''JLJM~;;;W-:..· ::· :; - . ' ..::-• 
Answer the door from any room. Even 
the bathroom! Two-way voice com
munication allows residents to talk to 
st rangers without ever opening the door. 
Attractive entrance speakers, controlled 
f rom 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 secu rity in townhouses, 
garden apartments and high rises. 

Common 
sense 
security. 
Resident can --.....---
1 isten for a whimper from 
the nursery. While cook ing 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 featu re! Puts a 
'guard' in every home. Monitoring all 
sounds. Inside and out. Day and night! 
From a single speaker in any bedroom. 

Communications. Talk-l isten 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 l iving unit. Residents 
feel free to roam about without missing 
a note or word of their favori te 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 dwell ing into a custom 
home. Choose one to suit your needs 
from the fol lowing page. 



Sound Sense is ... 
built-in communication and concert 

sound at a nominal one-time 
installation cost! 

Communicenter®. Model 2542. A 6-wi re 
centralized system. With Message
center and Clock-timer. An exquisitely 
designed unit with unique versatility. 
Offers three bui lt-in music sources: 
Solid State FM/ AM Radio, Cassette 
Tape Player/Recorder, plus phono-jack 
for optional fo ld-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 funct ional. An 
outstand ing unit with extra power and 
sensitivity for maximum FM/ AM 
reception and Intercom performance. 

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. 

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 bu ilt-in music. Step
saving intercom wi th '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 circuit ry 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 select ion 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/Inte rcom line 
at your nearest NuTone 'Sound Sense' 
distributor. For his name and address, 
DIAL FREE: 800-543-8687. 
(In Ohio, 800-582-2030). 

NuTone Housing Products 

Scovill 
Madison and Red Bank Roads , Cincinnati, Ohio 45227 
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NEWS/POLICY 

Housing bill's death: It invites a new approach to shelter legislation ... 
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 had become laden 
with meaningless amendments, 
and while it included 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
or a sharply 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-

Mr. Housing is a ti tle accorded Senate Banking Committee 's Chairm an John Sparkman, 
shown here at NAHB's 1972 convent ion . He reported ly got $1 ,500 for speech to builders. 

damental reform," so much so 
that he seemed at least tem
porarily to be reconsidering his 
decision to resign 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 the dream 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: 
"What are they going to do? Have 
the army build homes? " 

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

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 posi tion. Romney 
himself says that in many cases 
"federal aid has made the hous
ing problem worse." 

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 to bribery 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 . 

. . . and signals a shattering defeat for insiders of housing's Old Guard 
The 1972 housing bill 's failure 
can be traced in large part to re
sentment at the workings of the 
federal homebuilding and lend
ing complex-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. 
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HUD's MAXWELL 

'A lobbyist's dream' 

• 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 
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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 

l I P I II . ' ' I 

I l I ' II 11 

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 1h 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 EA R: SERV C 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. 

CIRCLE S 1 ON EADER SERVICE CARD 



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 the law is just 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. 

• Thereisthechairmanofthe 
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. 

HOUSE '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 0. 
Maxwell, HUD's general coun
sel, is more specific on what the 
round-robin means. He recently 
took a copy of the bulky 322-page 
House bill and slung it 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's death 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-l 
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 called in to urge 
Patman to move. The party 
feared the Republicans would 
cite inaction on the bill as a 

DEL AKERS 

NAHB'sCOAN 

'Just like Carlfunior 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 have let cities 
use federal roadbuilding money 
to operate transit systems. With 
Patman's new invitation to a 
veto added to the bill, 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 
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SENATE'S PR OXMIRE 

Next year 's new broom 1 

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

Perhaps sensing that a new 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-

HOU SE'S PATMAN 

He was receptive to amendm ents 

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 has been tapped to head the 
Senate Appropriations Commit
tee's subcommit tee dealing with 
HUD. 

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

-WILLIAM HICKMAN 

McGraw-Hill World News, 
Washington 
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ewsl American 
systems for every 

This was just the beginning. 
This is Redi-Set® SysteIT1s 100, our famous 

pregrouted glazed tile sheets. H0111eowners 
love the flexible, stain- and n1ildew-resistant 

of the tub enclosures found in apartn1ents, 
townhouses, industrialized housing, tract 
hon1es, and low-cost FHA housing. Installed 
in under an hour over ahnost any backup, 
this eight-sheet beauty is self-trin1n1ed. Most 
grouting and n1ost cuts are eliminated. 
Extension packages are available to extend 
tile to the ceiling. 

The matching 
Redi-Set tile wainscot. 

Redi-Set grout. It's waterproof, wipes clean, 
and won't crack-even when the building 
settles. Use Systen1s 100 in the luxury baths 
in your condominiu111s, apartments, custom 
and semi-custon1 housing, and for re111odel
ing jobs. It con1es in sheets of up to 16 tiles. 

Aln1ost anywhere you use Syste111 310, 
you can add even more sales appeal with 
Redi-Set System 350, the n1atching pre
grouted wall sheets. It's quick and easy to 
build in. Or offer it as.a trade-up option. 
Sheets are 2' by 2', and contain 
up to 36 tiles. 
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Anywhere 
there's a 
standard
size tub in a 
standard 
recess 
there's where 
you use Redi-Set 
Syste111310 pre
grouted tub 
surround. It's de
signed to fit n1ost 



Olean ceramic tile 
kind of bath. 

Four 
Redi-Set 
shower 
systems. m~~;m~mEmm 

The Redi-Set systems 300 
shower surrounds fit the most popular 
receptors. These surrounds have all 
the installation and consun1er 
advantages of System 310. They can be 
installed directly over properly sealed 
drywall. 7 2" high, there are extension 
packages available to extend the tile 
to the ceiling. 

r------------------------, 
American Olean Tile Company ' 
1739 Cannon Ave., Lansdale, Pa. 19446 

Please send literature on your new Redi-Set systems. 

Name _________ __ _ 

Stree t ___________ _ 

So give your 
prospects what they want 
a bathroon1 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 to use~ 
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NEWS/MA TE RIALS 

Plastics a fire hazard m 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 pl_astics 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 arid 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 m ore 
and more cases involving plas
tics, either directly or indi
rectly." 
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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, "Plas tics 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 
a year by 1980." 

Fire toll. The Kansas City case 
is not 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. MORTCiA.CiEJ YIELD$ AHDYIELD SPREA..DS 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 
has narrowed from the 100-poin t 
disadvantage to which mortgage 
yields dipped in 1971, but it con
trasts severely with the histori
cal tendency of FHA mortgages 
to yield more 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 in tensity. 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 m ore 
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 



115 
new Virden 

lighting 
ideas to 

turn 
you on 

Virden Lighting , 6103 Longfellow Ave .• Cleveland , 
Ohio 44103 Division of The Scott & Fetzer Co 
Virden Lighting (Canada), 19 Cu rity Ave., Toron to 
16, Ontario Division of SFZ International Limited. 
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a completely new 
40 page catalog of Smart 
and Practical ideas 

See what Virden has done to light 
Star-spangled contemporaries. 
Elegant (and thritiy) Tiffanys. 
Outdoor posts and brackets, too. 
Virden is bigger and brighter. 

The new Smart and Practical 
catalog has hundreds of lighting 
ideas a ll tucked between the 
pages of the latest in fixture design. 

Here's a catalog that is fi lled 
with ideas on decorating for your 
customers ... your Virden man 
has your copy. 

Inside your home 
or out 
Virden is the 
brightest name 
in lights. 
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NEWS /MEETINGS 

George Romney steals the show at the NAHB's board meeting in Portland ... 

The HUD Secretary drew enthu
siastic applause by hit ting 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 home builders 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.], 
it was hard to decide whether his 
talk was a farewell address or an 
attempt to set the record straight 
before em bar king on a new term. 

"I 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 public problems. There has 
not been a final decision. We're 

NAHB's new headquarters will look like this w hen completed in the spr ing of 1974. 
The st ru cture w ill 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 th e 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 sess ion 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 to reduce cos ts, better 
management and maintenance, 
reliance on private enterprise, 
maximum use of market disci-

pline, potential for subsidy 
phase-out as income goes up and 
a good 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 pas t . 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 
got an early start on his 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 
m anage 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 was anyway to avoid 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 
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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 uni ts 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
anceof Madison, Wis., explained 
why he fel t this trend would 
continue throughout the 1970s. 
He cited a 51 % increase in people 
entering the first-home age 
group, 2.2 million new 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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Professional Services ... 
All 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. 
starts with the Kingsberry And it all 

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-fami ly 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, includi ng new ones in 
Ho ldenville , Okla. and Muncy, Pa. 

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

Fill out and mail the coupon . Pro
fessional services. Al l the help you can 
get: The Kingsberry Man. r------------------------
1 

~ 
KINGSBERRY HOMES 

\ © I 

Boise Cascade 
Manufactured Housing Group 

6 1 Perimeter Park, At lanta . 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. I would like a ll the hel p I can get. 

Firm _____________ _ 

No. lots I now have ready to build on : 
O None , O 1-1 O, O 11-25 . O 26-50 

No . living units I have built· in past 1 2 months: 

O None . O 1-10. O 11-25. O 26-50 

O Single Family, O Multi-family, O Vacation 

Address------ -------

City _______ state _____ _ 

Zip _______ Phone ____ _ 

K ingsberry Homes a re d 1st ribul ed 1hroug hou1a38 state a1ea o f l he Mid
wes t M1d-A!lant1c. Sou th eas t Sou th west and N ew England state s fr o m 
ol<1n1s located 1n Alaba m a. Iowa, Oklah o ma. Penn syl v an ia and V1rg1nia 



NEWS/CODES 

California's environmental impact ruling: panic - and then a quieter look 
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 cam e 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. 

"This could well mean the end 
of the construct ion industry in 
California as we now know it," 
lamented one builder. 

"It 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 

will not 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 
to realize that this isn't quite the 
blow or the shock they thought. 
There's never been any intention 
that this law should apply to a 
single-family dwelling." 

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

In San Francisco, where per
mits were frozen immediately 
foll owing 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 
exist in Los Angeles, San Jose 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
ing job the legislature expects to 
tackle when it convenes N ov. 
8-it is the building industry 
that will suffer the most. 

Builder reaction. "We're in 

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 -

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 
ha! t the construction on grounds 
it would 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- l 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's decision. 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 

Way is eased for savings and loans to convert to stock- ownership status 
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. It could also lead to a wide 
restructuring of the savings and 
loan industry. There are about 
2,0SOfederally chartered mutual 
associations and another 3,000 
state mutuals, 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, 
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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-

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 fi nance . 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 rebuffi ng 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 lat ter concern was two
fold-that local control would 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 form ulafor 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. 

-STAN WILSON 

McGraw-Hill World News, 
Washington 
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Fl intkote brings the outdoors in with Rutherford Brick 
-a floor you have to see (and touch) to believe. 
A kitchen now can be as warm and inviting as the foods served there. That is, 
when the floor is Rutherford Brick. D Part of Flintkote's Viny lcraft II series, 
Rutherford Brick is more like kiln-fired brick than re inforced vinyl. The authen
tic brick-l ike pattern is fused (not embossed) into each 12" x 12" tile . The resul t 
-three-dimensional texture and realism with a welcome breath of the out-doors. 
D For any installation . . . commercial or residential . . . on, above and below 
grade. SIZE: 12" x 12" in 3/32" thickness . 

FLINTl(OTE{R)FLOORING PRODUCTS 
480 Central Avenue, East Rutherford, N. J . 07073 
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Team takes builder's hand and leads him through low-cost housing maze 
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 
moderate incomes. 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 a model 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's ignorance 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." 
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Builders ' new helpers in Los Angeles County are these office rs of Housi ng 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, an architect, was a sales 
vice president with builder Don 
Scholz for nine years in Toledo. 
The assistant director of HDS, 
Bill McKown, is also an archi
tect. 

HDS has developed a list of and 
data on all industrialized hous
ing companies that ship into 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. 

HDS knows where 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 points out, 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'xl00' or 60'xl00'. 
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 m ake the land 
pencil outn 

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

So HDS is trying to get the 
county to down-zone and allow 
smaller lots-25 'xl00' or 
25 'x l 10' . The agency's argu
ment is that the county has a lot 
that is doing nothing, and 
wouldn't be economically us
able unless a structure on it went 
all the way to 50 stories. But by 
down-zoning for two units, side 
by side, the lot would at tract two 

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 very word HUD strikes 
fear in their hearts. They're not 
so much 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 perrent 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. 

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

-BARBARA LAMB 

McGraw-Hill World News, 
Los Angeles 



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

cot 

~- -1· construction speoialist .. 

CIRCLE 21 ON READER SERVICE CARD 

Mike Miller is a real guy. He is a 
bu ilding industry expert whose job 

depends on his ability to help you in
crease your productivity and profitability 

with automat ic fastening. That's quite an 
incentive for him - and for you. 

As a Senco Constructi on 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 bri ng to 
your attent ion 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 sett ing 
up an economical, under-roof component 

operation using Senco nailers and sta
plers. Where necessary, he can help you 

obtain local build ing code approval to 
use Senco fasten ing methods. 

All in all, Mike is quite a guy. 
He's proven his worth to nu
merous bu il ders. 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. 

sen co 
Visit us in Booth M. at the 

N.A.HB. Show, January 7-11, Houston 



we've got you covered ... 

(1) MODEL MTR 10 

(2) MODEL MTR 11 (3) MODEL MTR 12 

(5) MODEL MTR 30 

Available, January 1973 

Complies with safety performance standards, Health , Education , and We lfare Rules 42CFR, Part 78. 
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... with 1, 2, 3, 4, 5, 6, 7 (COUNT 'EM) 

THERMATRONIC RANGE MODELS 
for you (and your customers) 

to choose from! 

(6) MODEL MC 11 (7) MCM11 

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 - comb ine it with a self

cleaning oven - or double it up with a Hot Food Server. 

Whatever combination she wants fo r 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 BROWN I NG 

ELEMENT. 

) 

Richard Deacon, star of his own cook show, "Deacon Does It In the Kitchen." 

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 

The Elegant Difference in Microwave Ranges 
5123 DISTRICT BLVD., LOS ANGELES, CALIFORNIA 

CIRCLE 23 ON READER SERVICE CARD 
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Smiling bear joined Leisure Expo in Chicago to se ll for Scale mock-up and photos of Abbey Springs and Hill 
Woodhaven Lakes, Land Tee resort in Rosemond, Ill. were shown by deve loper, 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. 

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 fi re because of a 
few "bad apples. " The time had 
come, he said, for developers "To 
take their case, their products, 
and their services directly before 
the public." 

The result-which took place 
at the mutuel bet ting 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 
(forthe bubble house), motorized 
waterbeds, and an entire side
show featuring such ecology art 
as macrame and homemade jew
elry. They set up a tennis court 
and brought in professional 
tennis players for demonstration 
matches. 

The cute blond sell. Relying on 
these gimmicks, the 32 develop
ers ensconced themselves in 
plush booths and sold land. Their 
appeal was to families; instead of 
the seductive models that stalk 
most trade shows, for instance, 
a cute blond teenager in semi-In
dian garb urged passers-by to sign 
for $100 free silver dollars (and 
simultaneously for a visit by an 
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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 
Illinois. 

Sweepstakes were every
where: by signing name and 
address, one could become eligi
ble for a free television set, a free 
Amana Radarange, a free 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 

NATION AL' S PRI C E 

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
facturingplants 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 public relations for National 
Homes. He will also continue as 
president of the recreational 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 las ted 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 
visitor who had journeyed by bus 
from Chicago. 

And some of the good land 
prospects may have been 
scooped up beforehand. A young 
man in shirt-sleeves said 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 an industry 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 



AT ORONOQUE VILLAGE, 1200 FAMILIES 
ARE GOING TO LIVE UNDER THE SAME ROOF. 

In Oronoque Village, a condomini um community 
in Stratford. Connecticut that wil l stretch for over 
300 acres, GAF Timberline® Aspha lt Roof Shingles is 
the only roofing being used. 

It's not hard to see why. Timberline combines the 
rugged good looks of wood shake shingles with the 
safety and mai ntenance-free convenience of modern 
asphalt shingles. That's a tall order for one roofing. 

Moreover it won't rot, crack, warp or split. It's fire 
resistant. And it has a special self-sea ling adhesive to 
keep it down in high wi nds. 

Timberline's wood li ke texture comes in 6 authen
tic shades. All with that rich, varied shadowing that 

really makes a home appealing to a potential buyer. 
There was one final reason why Timberline was 

chosen for Oronoque Village. GAF. The company that 
warrants this great roof ing for 25 years against 
manufacturing defects. 

GAF Timberline . The reliable roofing . 
Oronoque Village wouldn't put 1200 families 

under it if it weren 't. For further details, call your 
GAF Building Products distributor, or write: 

GAF Corporation 
Building Products Division Dept. HH-112 
140 West 51 Street 
New York , New York 10020 

m®ROOFING 
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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 be_en 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 de velopers. 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 
it. 

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. 

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 

California city's new ordinance directs builders: Tell buyers the truth 
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 home buyers 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 
shake roof instead 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 
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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 
models and not part of the selling 
price also must be clearly signed 
with letters and numbers at least 
2" high. 

• Builders must incorporate 

into all printed sales matter 
copies of the latest editions of 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." 

Salesmen also seem to like the 
idea. Says one: "We're all in 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 -page data 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 for sale and that 
the model contains upgraded 
carpeting. 

A second sign in the model's 
kitchen notes 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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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
enal rate 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 
the board 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 direc tors, seep. 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 lumber, 
plywood and m illwork 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
actions in the distribution chain, 

with a new markup each time 
the lumber changes hands. 

• Shaving 1/s" off a standard 
4'x8' plywood sheet and charg
ing a 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-

COUNCIL'S RU MS FELD 

Tightening the screws 

dustry from 200 to 300. 
Tighter reporting. Rumsfeld 

also announced a major change 
in reporting requirements for 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-logs 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-

ti on of timber resources. It cited 
the Forest Service's own esti
mates that cutting infected, 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 corning 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. 
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BOISE'S FERY 

N ew 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 
charges resulted in a nine-month 
net loss of $185.2 million. 



You build a more desirable home when you 
open it to natural light through single or multiple 
sky lights of Plexiglas acrylic sheet. 

Standard skylights of Plexig las are available 
in a range of shapes and sizes to confo rm with 
any house design and permit the dayl ighting 
of all types of rooms, or even a completely 
enclosed atrium . Jn addition to crystal -c lear 
colorless Plexiglas , you can choose from a range 
of grey and bronze tints that control 
solar heat and glare. 

The light weight of Plex iglas makes installation 
of skylights economical. The toughness 
of Plexiglas insures safety and ease of 
maintenance. The time-proved weath erability 
of Plexiglas makes certain that your customers 
wil l be happy over the years with thei r 
windows to the sky. 

Write for our brochure , " New Ideas in 
Home Daylighting with Plexiglas" and the 
names of sky light manufacturers. 

PLEXIGLAS is a t ra demark Reg . U.S. Pat. Off . 

RDHMID 
~HAAS~ 
PHILADELPHIA , PA 19105 
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NEWS/FINANCE 

Builder, land and mobile home stocks tumble again; financial shares up 

The homebuilding companies 
and land developers fell for the 
fourth month in a row. The mo
bile home shares took their third 
straight loss . 

It was the mortgage banking 
and savings and loan issues that 
buoyed the HousE & HOME 
average of 25 housing industry 
issues . Both sectors made strong 
gains, and the composite average 
edged up to 529 .22 from 528.86 
in the month ended October 9. 

The index equates share val
ues of January 1965 with 100. 
Issues on the index are over
printed in color in the lists . 

The month's big loser among 
individual companies was Hori
zon Corp. of Tucson, a land 
seller. It had fallen 6 points, to 
21, at the time HOUSE & HOME 
posted its prices. 

Here's the composite trace: 

600--- --------1•11 

2.00 Sf-rA.RE PRICE$ OF' .1Af{UAIN 196'3 • {00 

1-tlMjJ l~dlc6J~MlMj.r ls6n~J~'4MjJ 196 
'70 71 7Z 

Here's how the five stocks in 
each category performed. 

Oct.71 Sept.'72 Oct.'72 
Builders 581 465 450 
Landdevelop. 619 431 367 
Mortgage cos. 
Mobile homes 
S&.Ls 

894 
1,438 

205 

1,225 
1,53 1 

220 

1,289 
1,492 

234 

Company 

BUILDING 

Alodex . 
AVCO Community Devel ' . 
American Housing Systems .. 
American Urban Corp. 
Bramalea Cons. (Can.) .. 
Building Systems Inc. 
Capital Divers. (Can.) .. 
•Centex Corp,,.' ..,..~-
Cheezem Dev. Corp.i .. 
Christiana Cos.h ... . 
Cons. Bldg. (Can.)' 
Dev.Corp.Amer.b .. 
Dev. Int.Corp .. 
Edwards Indus .. 
First Builders Bancorp. 
First Hartford Corp.• . 
First Nat. Ally.• .. 
FPA Corp.'" .. 
Frouge Corp .. 
General Builders h . 
Gil Development . 
Haller aft Homes h • 

HoHman Rosner Corp ... 
Homewood Corp. 
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Oct.9 
Bid / 

Close 

5V4 
3\\ 
6Yo 
5 
47/e 
4V2 
.58 

25Vo 
4\\ 
47/a 
2.35 

36Yo 
1 

11¥4 
41/2 
3711 
'lo 

10 
5:y, 
2Y2 
\\ 

7'lo 
7 

21 

Chng. 
Prev. 
Month 

- y, 
+ Ve 
- 1/2 
- 1Y2 
- Ve 
- 2 
- .01 
- 1Y4 

- 1/2 
.15 

+ Va 
- 1Ve 
- 1'18 
- 7/e 
- Va 
- Ve 
- 2V. 
+ 1\\ 
- 1Ve 
- 1/4 
- 41/o 
+ 'o/e 
- ¥4 

Oct.9 
Bid/ 

Company Close 

Hunt Building Cor . 12 
•Kaufman & Broad' 38 
KeyCo.•.. 5Y2 
Leadership Housing . 7\\ 

(Includes Behring Corp .) 
Leisure Technology" .. 14¥• 
LennarCorp.b.. 19 
McCarthy Co.' . 5Y2 
McKean Const.•.. 8\\ 
H. Miller & Sons .. 13Y2 
National Environment . . 2:Y4 

(Sproul Homes) 
L.B. Nelson Corp.• . 11\\ 
New America Ind. 6 
Oriole Homes Corp.• . 29 
Pre l. Corp.' .. . 10'/o 
Presidential Really ". 11'\I 
Presley Developmen! b . 131;, 
Pulte Home Corp." .. 7\\ 
Robina-Ladd Co.• . 12Y2 
•Ryan Homesh 26.Y: 
Ryland Group . 42 
Shapell Industries ' . 22\\ 
Shelter Corp of America . 7'lo 
Standard Pacific h . 4Va 
3-H Building Corp. 14\\ 
Universal House & Devel.hd .. 3¥• 
•U .S. Financial ( 28V2 
•U .S Home Corp f •• 28¥• 
Valley Forge Corp.. 10 
Jim Walter ' . 27¥4 
Wash ington Homes . . H" 
Del. E. Webb ' . HI 
Western Orbis b •• 2Ya 
Westchester Corp. . 10 

SAVINGS & LOAN ASSNS. 
American Fin. 16\\ 
Calil .Fin.'. 8 
Citizens S&L Assn. 33\\ 
EmpireFin.h . . 14¥2 
•Far West Fin .' ---10Yo 
Fin. Corp. of Santa Barb.' . 29Yo 
•Fin. Fed .' 24\\ 
•First Charter Fin ' 33:V. 
First Lincoln Fin. . . S'l'e 
First S&L Shares • . 26¥4 
First Surety . 4:V. 
First West Fin. 2Yo 
Gilbrallar Fin.' . 27'/o 
•Great West Fin.r 321/a 
Hawthorne Fin. 14Y2 
•Imperial Corp.' 17\\ 
Trans-Coast Inv.. 6¥4 
Trans World Fin.c .. 14Y2 
Union Fin.lid . 12% 
United Fin. Cal.' . 14 
WescoFin .c .. 16Ye 

MORTGAGING 

Charter Co." . 27'!. 
CM I Investment Corp.' . 66Y2 
•Colwell ' 22 
Cont. Illinois Alty.'.. 22 
Excel Investment . 24\\ 
Fed Nat. Mtg.Assn.'. . 18:V. 
FinancialAesources Gp .. 31/a 

(Globe Mortgage) 
First Mtg. Ins. Co. . 25 
•Lomas & Net. Fin.' 24 
•MGIC Inv Corp · 75% 
Midwestern Fin.h . 207/e 
Mtg. Associates . 20 
Palomar Fin.h . 911 
So. Cal. Mort. & Loan Corp. 9¥4 
UPI Corp.' . 2Y2 

(United Imp. & Inv.) 
MORTGAGE INV. TRUSTS 

Alison Mtg.' . 29:V. 
American Century• . . 24\\ 
Arlen Property Invest. . 14¥4 
Atico Mtg.' . 21¥4 
Baird & Warner . 20 
BankAmerica Alty . 28% 
Bernett Mtg.Tr. . 27Y2 
Beneficial Standard Mtg.' . 27 
Cameron Brown .. 31 
Capital Mortgage SBI . 26 
Chase Manhattan ' .. 58¥4 
Cl Mortgage group' .... 23% 
Citizens Mtg.• . 15Ye 
Citizens & So. Ally.'.. 32:V. 
Cleve. Trust Alty. Investors . 21 
Colwell Mfg. Trust.' . 29\\ 
Conn.General '.. 2; 
•Cont. Mtg. lnvestocs ' 3:v. 
Cousins Mtg. & Eq. Inv.' . 25:V. 
Diversified Mtg. Inv.'.. 28Y2 
Equitable Lile' .. . 30 
Fidelco Growth Inv.' .. 35¥4 
Fide lity Mtg.• . 30\14 
First Memphis Realty . 20Ve 
•Eirst Mtg. lnvestors f 24.Ya 
Firsl of Denver b • . • 21 Ye 
Firs! Pennsylvaniac . 25o/e 
Franklin Realty '.. 8\\ 
Fraser Mtg. 21 
Galbreath Mtg. . 28\\ 
Great Amer. Mtg. Inv.' .. 32'1. 
Guardian Mtg.• . 40\\ 
Gull Mtg.& Alty.•. 18:V. 
Hamilton Inv. . 17% 
Heitman Mtg. Investors" . 13\\ 

Chng. 
Prev. 

Month 

- \\ 
- 4 

- 3Ye 
- 3 

1\\ 

+ Y4 
-m 
- 5 

Y2 
- Ve 
+ 1Ye 
- \\ 
- 27/o 

Ve 
5¥4 

+ V2 
- \\ 
- V4 
+ 2:V. 
- v. 

m 
+ 2¥4 
- 3¥4 
+ 1 
- 1¥4 
- 1Yo 
- :v. 

1Ve 

+ Va 
+ 1\\ 
+ Ye 

1L4 
+ 1\\ 
+ 2 
t 2 
- Ve 
+ HI 
+ :v. 

Yo 
2Yo 

T H4 
+ V4 
+ 1V2 
+ 1% 
+ 17/e 
+ :v. 
+ :y, 
+ \\ 

- 2:V. 
+ 1 
- ¥.. 
+ 1¥· 
+ 1'll 
- 2 
- y, 

- 2Y2 
+ 1 
+ 5 
+ 1'll 
- 6 
- Y4 
- V2 
- Y4 

+ m 
- 1'h 
- Y4 
- Ve 
+ . 7/e 
+ 2\\ 
+ 1'h 
+ 1Ve 
+ 7/a 
+ Ve 
+ 4Y2 
+ :v. 
+ Y2 
+ Y2 
+ 1V4 
+ 1'h 
- 2\\ 
+ 1/4 
+ 1 
+ 2Ve 
+ 7/e 
+ Y4 
+ 1 
- :v. 

+ 1\\ 
+ 1\\ 
+ :v. 

1V2 
- :y, 

y, 
+ 'la 
+ Ve 
+ 1 
+ \\ 

Company 
Hubbard A. E. Investments ' 
Larwin Mtg.' . 
Lincoln Mtg. 
Mass Mutual Mtg. & Really ' . 
Median Mtg. Investors .. 
Mony Mtg. Inv.' .... 
Mortgage Trust of Amer.' .. 
National Mortgage Fund . 
North Amer. Mtg. Inv.' .. 
Northwestern Mutual Lile Mtg. 

& Ally .' .. 

Oct.9 
Bid / 

Close 
211/o 
28 

9Y. 
26 
13Yo 
12\\ 
22:V. 
137/o 
30\\ 

25 
PNB Mtg.& Alty. Investors '.. 24Yo 
Palomar Mtg.Inv.' .. 15% 
Penn.A.E. lnv. Tr.'. 12Y2 
PropertyCapital"' . 24Y2 
Really Income Tr."' . 14 
Republic Mtg.". 18Y, 
B. F. Saul, R.E.t.T. 237/o 
Security Mtg. Investors " .. 13\\ 
Stadium Realty Tr. . 9¥• 
State Mutual SBI ". .. 24\\ 
Sutro Mtg.' . 17Y2 
UnionamericaMlg.& Eq.• .. 24 
U.S.Realtylnv.1' ... 15:V. 
Wachovia Realty Inc.' . . 32 
Wells Fargo Mfg.' . 

LAND OEVELOPERS 
All-State Properties . 
American Land d .. 
•AMAEP Corp.' 
Arvida Corp . . 
Atlantic Imp .. 
Canaveral Int. . 
Cavanagh Communities c . 
Crawford Corp. 
•Deltona Corp.1' 
Disc. Inc. 
Fairfield Communities . 
•Gen_Oevelopmenl r 
Getty Financial Corp.' . 

(formerly Don the Beach
co~ 

•HollyCorp.' 
Horizon Corp .c . 
Landmark Land Co.• . 

(Gull State Land) 

24Y2 

9y, 
5 
3\\ 
6Y2 
5 

22V2 
27/a 
2\\ 

14'\I 
5y, 

lY2 
21 

3Yo 

Land Resources . 3Ve 
Major Realty . 8 
•McCulloch01I' 20Y1 
Southern Ally.& Util."' . 6 

MOBILE HOMES & MODULES 
Conchemco b • 14 Y4 
•Champion Home Bldrs.b l6Ye 
Commodore Corp.h.. 9V2 
De Rose Industries h .. 61/4 
•Fleetwood ' 28\\ 
Golden West Mobile Homes•. 12Y• 
•Guerdo 1111 26¥11 
Moamco Corp.•.. 1 m 

(formerly Mobil Americana) 
Mobile Home Ind.' . 17\\ 
Monarch. Ind. 3¥4 
•Redman Ind 24¥2 
Republic Housing Corp. 1 O:Y. 
Rex-Noreco b • 7 
•Skyline ' . 47¥4 
Town & Country Mobile 1' . 6¥• 
Triangle Mobile . 3\\ 
Zimmer Homes b . . . 7Va 

Albee Homes . Ho 
ASM Ind. (formerly AABCO) . 1V4 
Brigadier Ind. . 4¥4 
Environmental Communities 3 
Hodgson House . 61/o 
Liberty Homes .. 7\\ 
Linda! Cedar Homes . 11 
Modular Dynamics . 2 
Modular Housing Systems .. 6Y• 
Nationwide Homes h . 1 O 
Sheller Resources " ... 13¥4 
Stirling Homex . .22 
Switt Industries . 1'h 
DIVERSIFIED COMPANIES 
Amer. Cyanamid r. 341/a 
Amer. Standard . 10¥• 
(Wm.Lyon) 

Arlen Realty & Develop.' . 
AVCO Corp.' .. 
Bethlehem Steel ' . 
Boise Cascade c .. . 
CNA Financial (Larwin) ' . 
Castle & Cooke ' ... 

(Oceanic Prop.) 
CBS (Klingbeil)' . 
Champion Int. Corp.' . 

U.S. Plywood-Champion) 
Christiana Securities . 
Citizens Financial h . 

City Investing ' . 
(Sterling Forest) 

CorningGlass c . 
Cousins Properties . 
Dreyfus Corp.' . 

(Bert Smohler) 
Environmental Systems . 
Evans Products c • 

Ferro Corp.r . 
First Gen. Resources . 
Fisch back & More c .. 

Forest City Ent.' . 
Flagg Industries ' .. 

12\\ 
14¥4 
28\\ 
9\\ 

187/o 
17:V. 

53Y. 
2W. 

178Y2 
9114 

14:V. 

217¥4 
24 '1. 
14Y2 

11 
22 
42¥4 
rn 

60 
14¥4 
5\\ 

Chng. 
Prev 

Month 
+ :v. 

+ 'Is 
-m 
+ V4 
+ V4 

+ Ve 
- :v. 

+ 2¥4 
1/o 
v. 

- Yo 
- 21/2 
+ 1 
+ \\ 

1¥• 
+ \\ 
- V2 
+ \\ 

11/4 
11/4 

- V2 
+ :v. 
+ ¥a 

- y, 

- V4 
- 11/4 

- 1\\ 
- 1 
- ¥4 
- 3y, 

- 'o 
- 6 
+ Ve 

- :v. 
- Y4 
- 3\\ 
- 1/4 

- 11/4 
+ Ve 
- 1Ve 
- 1 
- 3:V. 
- 1Y2 

'II 
- :v. 

+ 7/e 
+ Ve 
t Ve 

- "" - 'h 
- 4Ve 
- 1'14 
- Ye 
- Fie 

- Y2 

Ya 
- :v. 
- :v. 
+ :v. 
- 2V. 
- 1 
+ :y, 

.07 
- Y4 

Yo 
1\\ 

15Y2 
'lo 

1V4 

- 24Y, 
- 2¥· 
- 1 

+ 2 
- Ye 
- 3:V. 

y, 
+ v. 
-m 
- 1\\ 

Company 
Frank Paxton Corp.' .. 

(Builder Assistance Corp .) 
Fruehauf Corp.c . 
Fuqua Corp.' . 
Georgia Pacifie r . 
Glasrock Products h . 
Great Southwest Corp. 
GullOil(GullReston)'. 
INACorp.(M.J.Brock)' . 
Inland Steel ' (Scholz) . 
International Basic Econ . 
International Paperc ... 
Internal. Tel. & Tel.'. 

(Levitt) 
Investors Fundingh .. 
Killearn Properties b ... 

Leroy Corp . . 
Ludlow Corp.' . 
Monogram Industries c • 

Monumental Corp .. 
(Jos. MeyerhoH Org.) 

National Homes c .. 
Occidental Petroleum c . 

(Occ. Pel. Land & Dev.) 
Pacific Coast Prop.• . 
PeriniCorp.b . 
Philip Morris c .. 

Prosher Corp .. 
Rouse Co. 
Santa An ita Consol . 

(Robert. H. Grant Corp.) 
Sayre & Fisher l>d • 

Shareholders Capital Corp .. 
(Shareholders A. E. Group) 

Temple Industries '. 
Tishman Realty ' .. 
Titan Group Inc. 
UGI Corp.'. 
UrisBldg.' .. 
Weil-Mclaine . 
Westinghouse c .. 

(Coral Ridge Prop.) 
Weyerhauserc. 

(Weyer. Real Est. Co.) 
Whittaker (Vector Corp .) ' . 
Wickes Corp.r .. 

SUPPLIERS 

Oct.9 
Bid / 

Close 
13Y2 

341/• 
16\14 
397/o 

9Ve 
1114 

23¥· 
42\\ 
30Y• 

51;, 
34:y, 
53Y2 

8\\ 
14 
rn 

197/o 
11'/o 
66Y, 

12Y2 
13¥4 

3y, 
3'/o 

101Y2 
27/o 

28:V. 
23Y, 

21/e 
11/e 

23V. 
20 
3 

18 
15Y2 
16Y2 
427/o 

49 

7\\ 
24'1. 

Chng . 
Prev. 
Month 

- 2 

- 4V4 
- 7/e 
+ \\ 
- 27/o 
- V2 
- 11/o 
+ 1f2 
- 2\\ 
+ Ve 
- V4 
- \\ 

+ :v. 
- 1'll 
+ V2 
- 2Ve 

- "" + 3 

- 3\\ 
- :v. 

- \I 
- Yo 
- 4Y, 
- \\ 
+ 1¥• 

- Flo 
- 1'h 
- 1 
- :v. 
- ¥e 
- :Y4 
+ 'l'e 

- :v. 
- 3y, 

AlphaPortlandCement ' ... 151/2 - 1Y2 
Armstrong Cork ' .. 34¥• + 2Yo 
Automated Building Comp.' . 8Yo - 1 
Serven Carpels b . 17% + 1/2 
Bird & Son .. 30Y4 - 2V. 
Black & Decker' . . 100 - 1¥• 
Carrier Corp.' . 23¥4 - \\ 
Certain-teed c . 2H'4 + 1h 
Crane c . 18 - ~ 
Deere n· . 40¥2 + 1¥2 
Dexterc . 20 - 2% 
Dover Corp.' . 54:V. - 1 Ve 
Emerson Electricc . 89 - V2 
Emhart Corp.' .. 29\\ - 2\\ 
Fedders '.. 31 + 1'll 
Flintkote ' . 24Y2 - \\ 
GAF Corp.' . 20:V. - 2Ve 
General Electric '.. . 54\\ -1 F/1 
General Molors c ... 77'J/4 + 3f.i 
Gerber ' . 29Yo - 51;, 
Goodrich ' . 271/o - V2 
Hercules . 68 - 1 
HobartManufacturing c. '54'J/4 - 31/2 
Int. Harvester ' . 36Y, 1'll 
Johns Manville ' . . 29 Y2 - :y, 
Kaiser Aluminum c . .. 191/4 - ~ 
Keene Corp .c .. 8'J/4 - 1 V2 
Kirsch cd . 38 - 41/4 
Leigh Products "' . . 23Y2 + m 
Magic Chef '.. 44\\ \\ 
Masco Corp.' .. 521/2 + \\ 
Masonite Corp.' . 66¥4 + 1¥4 
Maytag ' . 36¥• Yo 
ModernMaid h.. 81/2 - 1Ya 
National Gypsum'. 16\\ - 1:V. 
Norris lndustries cd . SQ'J/4 Y2 
Omark lnd .'.. 101;, - 1Ve 
Otis Elevator c .. 40112 - Va 
Overhead Door • . 1rn - 1'll 
Owens Corning Fibrgl.'. 47Y• - 2'/o 
PotlatchForests '. 21 Ve - 2Yo 
PPG Industries' .. 37 - 6\\ 
Reynolds Metals' .. 15Ve - 11/4 
Rockwell Mfg.'. 32:V. 1\\ 
Rohm & Haas'.. 72¥• 5 
Ranson e . 6¥9 Ve 
Roper Corp.' . 26Y, - 4 
St. Regis Paper ' . 37:V. W. 
Scovill Mfg.' . 25Y4 1'll 
Sherwin Williams ' . 51 Ve - 4:V. 
Skil Corp.' . 42Yo + 1'll 
Stanley Works' . . . 45Y2 - 1'll 
Tappan ' . 21:V. - 2\\ 
Thomas Industries'.. 207/o 5:V. 
U.S.Gypsum' . 25:V. :V. 
U.S. Steel ' 29:V. :V. 
Wallace Murrayr 181/a 1Ve 
Welbilt Corp.' 2Y4 Y2 
Whirlpool Corp.'.. 34'/• + 1 Yo 

a-stock newly added to table. b-closing price ASE. 
c-closing price NYSE. d-not traded on date quoted. 
g-closing price MSE. h-closing price PCSE. •
Computed in HOUSE & HOME's 25-stock value 
index. y-adjusted for 2-lor· 1 split. 

Source: Standard & Poor's, New York City. 



"When the architect who designed 
Sutton Place specified Delta Faucets, he 

made my iob 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 hotee' 

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 
Sutton Place, it can do for you. Write 
Delta Faucet Company, Greensburg, 
Indiana 47240, Rexdale, Ontario. 
A Division of Masco Corporation. Model 522 

Delta Faucets. 
They're washerless. 
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Buildings Manager, 
The Sutton Place Hotel 
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Hotpoint Hustle: 
It~ cleaning the oven for about 10¢, instead of 

about $7, every time there's a move-out. 

It can cost you as much as$ 7 
to clean the oven eve ry time a 
tenant moves. 

Or it can cost you as little as 
1 o ~' . If you've got self-cleaning 
ovens in y our k itchens. 

It takes only seconds to set 
the controls on a self-cleaning 
oven compared with paying for 
cleaning labor by the hour. You 
don' t nee d 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 H o tpoint: 
all of ours are pyrolytic. 

It's the only system that 
automatically cleans every part of 
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the oven interior completely : 
floor, inner window, d oor, and 
racks. It even cleans the reflector 
pans from the surface units. Most 
important, it can do it for the 
grand sum of about 1 Of. 

We make Hotpoint self
cleaning ovens in every size and 
style to suit your plans. In drop-
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ins, slide-ins, and h i-lows. And 
cabinet ranges and single and 
double built-in oven s . 

Your Hotpoin t builder rep
resentative wants to tell you mor e 
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 assis tance and 
kitchen d esign 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 
representa tive. And watch him 
come running. 

Hotpoint. 
The difference 

is hustle. 



~ Caradco Sculptured CJJoor 

C£legarice. 
You get deep-carved panels fash ioned from one
piece, wood-grained faces that can' t split, check 
or shrink; a factory pri me coat that welcomes 
paint or toned stain .. . that lets you suit the final 
fin ish to your fancy, be it avantgarde, traditional 
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 d id even more with the door pictured. We 

prefinished it wi th a smooth white factory coating, 
to bring out the fu ll richness of the wood texture . 
It's easy to see why this practical eyeful has 
tremendous buyer appeal. For more facts on 
Ca rad co Sculptured Doors, please ca ll us or write . 

I t......_1 

Scovill 
Main Plant, Dubuque, Iowa 52001 Eastern Assembly Plant, Hainesport, New Jersey Ohio Assembly Plant , Co lumbus, Ohio 
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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. 
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 w ill be 
handsomely i llustrated in ful l 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 

New Products from House & Home Advertisers 

efficiently through the aisles p in
pointing just the specific products 
of interest to you. 

The booth numbers will also be 
color coded to match the carpet ing 
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 participat ing 
exhibitors are displaying as their 

best, the ir 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. 

Be sure to attend the NAHB Convention in Houston: January 7-1 1, 1973 
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The Anterican forest still belongs 
to the Anterican people. 

333 public and private forestland not suitable for commercial trees, 
or set aside for parks and wilderness areas. _..,.._,_,.,,.. 

And to a lot of people. 
To begin with, four million 

individual Americans own 393 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 193 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-individuallyorcollectively
own 913 of America's 761 million 
acres of forest. 

So if the forest industries seem 

193 state and federal forestl and. 

CIRCLE 37 ON READER SERVICE CARD 

to own more than their 93, it's prob
ably because with responsible, scien
tific management they've been able 
to make this 93 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 
AF!, 1619 Massachusetts Avenue, N.W., Washington, D.C. 20036. 
r--------------------------------------------~ 
I 
I 
I 
I 
1 ,..,.---------------
: Name 

Address 

City 

State Zip 

American Forest Institute 

I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

24 : 
--------------------------------------------~ 

93 forest products industry forestland. 



.. 
'· - Every time your apartmen ts need pa inting, patching , or 

cleaning, you lose money and t ime. That 's why you need 
Georgia-Pacifi c doors and walls. No painting or patching. 
And th ey can be cleaned qu ick ly with a damp cloth. 
Easy to instal l, too. 

G-P Eternawall™ 
Thi s competiti vely pr iced vinyl surfaced gypsum 
wal lboard is practica lly indestructib le . It res ists scuffs, 
stains , crackin g, and ch ipping. And if Eternawa ll 'M gets 
dirty, almost any sta in can be removed with a damp cloth. 
Makes it perfect fo r hallways and other high traffic areas . 

Th e vinyl is backed by gypsum. Which means Eternawal l'M 
wal I board is perfect for ti re and sound rated wa l Is . 
Strong . Lightweig ht And it has a Class A, UL. labe led 
f lame spread rating of 25. It goes up in one step. Needs 
no battens or exposed fasteners. And now Eternawa ll™ 
is available wi th eithe r modified beve led edge or a new 
smooth surface system. Comes in twelve standard co lors 
and three simulated woodgrains. 



Valley Forge™ Paneling 

G-P's Vinyl ShieldF Pre-Hung Door 
This door and split / jamb set has viny l surfaces on both 
sides and all exposed edges. So you don 't have to 
worry about scrapes or mars during or after insta ll ation . 
Dirt and stains wipe clean . Easil y. And G-P's Vinyl Shield® 
pre-hung door comes complete ly cartoned. 

Insta llation takes only 15 minutes. Or less. Just slide the 
door into the opening, tack it in place , shim , assem ble 
and insta ll the facing jamb/ casing, and nail. That's it. 
The door and jamb are comp letely finished. Units are 
available in authentic- looking uniform wood grain 
patterns and co lors . 

So look over Georgia-Pacific doors and wa lls. Then see 
your G-P representative for the products that keep 
down upkee p. 

Georgia·Pacif ic 
Portland, Oregon 97204 
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G-P Paneling 
Perfect for apartments because it's beautiful and tough. 
Georgia-Pacific pane ling has a factory finish that res ists 
scuffs . Stains. And wipes clean wi th 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 simu lated 
woodgrain fin is hes that w i 11 give your apartments a 
private , homey feeling you simply can 't get with paint 
or wallpaper. 



NEWS/FORECAST 

The boom has peaked-but housing will still do 1.9 million starts in 1973 

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

Whatever growth in con
struction demand is to take 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 m any other suddenly 
popular causes, has en joyed 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 I 

Hardly. At mid-'72, deposits 
and mortgage commitments of 
savings and loans were at record 
highs, while new funds were still 
rolling in at a good clip. And even 
though the credit outlook indi
cates a moderate tightening of 
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The industry's problem is a temporary surplus, 
says Chief Economist George Christie in his fore
cast for McGraw-Hill Information Systems Co. 

liOH.RE$IDEHTVi.[, B\JO:.DHfG 
30°/o 

43% 

24% 

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-

NATIONAL ESTIMATES 1973 
construction contract value 
(millions of dollars) 

1972 1973 
pre- forecast 

per cent 
change 

liminary• 

residential 
buildings 

1-& 2-family homes 
apartments 
nonhousekeeping 

$26,900 $24,500 
14,200 12,300 
2,000 1,900 

- 9% 
-13 
- 5 

TOTAL $43,100 $38,700 -10% 
physical volume of floor area 
(millions of square feet) 
residential 1- & 2-family homes 
buildings apartments 

1,690 
915 

85 

1,475 
760 

80 

-13% 
-17 

nonhousekeeping - 6 

TOTAL 2,690 2,315 -14% 
'eight months actual ; four months estimated 

REGIONAL ESTIMATES 1973 
construction 
contract value 
(millions of dollars) 

residential bldgs. 
1- & 2-family homes 
apartments 
non housekeeping 

TOTAL 

residential bldgs. 
1- & 2-family homes 
apartments 
non housekeeping 

TOTAL 

NORTHEAST MIDWEST 
Conn., D.C . Del. , Mass . Northern Ill. , Ind ., Iowa, Ky., 

Md .. Maine. N.H., N.J., N.Y. , Mich ., Minn , N. Oak., Ohio, 
Eastern Pa .. R.I. , Va., Vt . Western Pa., S. Oak., Wis .. 

W Va. 

1972 1973 per cent 1972 1973 per cent 
pre- forecast change pre- forecast change 

liminary' liminary• 

$4,975 $4 ,400 -12% $5,675 $5 ,325 - 6% 
3,425 2,950 -14 3,000 2,700 -10 

275 500 +82 375 400 + 7 
$8,675 $7,850 -10% $9,050 $8,425 - 7% 

SOUTH WEST 
Ala . Ark . Fla .. Ga .. South- Alaska, Ariz .. Calif., Colo. 
ern Ill. , Kans .. La , Miss., Hawaii , Idaho, Mont , Nev .. 
Mo., N.C., Nebr .. Okla ., N. Mex., Ore .. Utah , Wash .. 

S.C., Tenn., Tex Wyo 

1972 1973 per cent 1972 1973 per cent 
pre- forecast change pre- forecast change 

liminary· liminary• 

$10,375 $9,475 - 9% $5,875 $5 ,300 -10% 
2,475 -20 

400 -20 
$8,175 -14% 

4,675 4,175 -11 3,100 
850 600 - 29 500 

$15,900$14,250 -10% $9,475 

·eight months actual ; four months estimated 

tinues to be a good deal stronger 
than anything this industry 
knew in the 1960s. 

On a short-term basis the 
numbers of the housing market 
insist that a correction is due. 
The basic annual level of shelter 
demand, which derives from 
family formation and replace
mentof existinghomes, has been 
averaging about 2.4 million 
dwellings for the last few years. 

But in 1971 some 2.6 million 
units were started, and starts in 
1972 will exceed 2.8 million. 

By the most generous allow
ance, this burst of homebuilding 
has been more than ample to 
satisfy current demand as well as 
postponed demand of as much as 
half a million units carried over 
from the tight-money days of 
1970. 

The 1.9 million. Builders and 
lenders are becoming aware of 
this imbalance and have started 
to cut back production to a rate 
the market can absorb. But the 
correction now under way is 
neither long nor severe. 

By the opening quarter of '73, 
output-including mobiles
will have receded to a rate of 2.5 
million units. It will level at 
about 2.3 million in the second 
half, bringing the year's total 
shelter production to 2.4 million 
units . 

Conventional dwellings will 
total 1.9 million-825,000 apart
ments and 1,075,000 one- and 
two-family units. 

The contract value of residen
tial buildings in 1973 (including 
the value of new hotels, motels, 
dormitories and other non
housekeeping residential struc
tures) is estimated at $38.7 bil
lion, down 10% from the 1972 
peak of $43.1 billion, which is 
likely to stand as the record for 
several years . 

Regional leader. The bulk of 
this year's housing surge has 
come in the South, but the re
gion's vacancy rates have re
mained remarkably steady. The 
southern housing market has 
been buoyed by a steady stream 
of migration that shows no signs 
of ebbing. Look for this region to 
maintain its current share of 
housing in next year's declining 
market. 

In the West, gains in non-resi 
dential building will be more 
than offset by a sharp drop in 
housing. And housing will slip in 
the Northeast and Midwest. 





1972 
Modular 

Market 
Guide 

House & Home's new Modular 
Market Guide reflects the chang
ing face of a market in motion. 

Joining the ranks of modular 
manufacturers during the past six 
months are scores of new firms 
and key personnel pinpointed by 
continuing House & Home re
search. 

With last-minute changes made 
right up to press time-additions 
an{), dropouts as well-House & 
Home's 1972 Modular Market 
Guide updates the modular mar
ketplace for supplier, producer 
and buyer who want to do busi
ness with each other. 

For quick reference, the nation's 
modular housing producers-in
cluding firm name, address, tele
phone and personnel-are listed 
both alphabetically and geo
graphically. 

The 1972 Modular Market Guide 
also features-for the first time
a comprehensive Profile of th e 
Modular Housing Producer. 

In addition to a statistical mea
sure of the industry, the Profile 
presents, in the words of modular 
producers themselves, an ap
praisal of major manufacturing 
problems, major marketing prob
lems and how suppliers can work 
more effectively with modular 
producers. 

Profile of the Modular Housing 
Producer includes the following: 

Modular Ownership : Type of Or
ganization; Parent Company Af
filiation; Public & Private Stock 
Ownership. 

Mail Coupon With Remittance 
to House & Home, 

Modular Market Guide, 
122.1 Avenue of the Americas, 

New York, N.Y.1002.0 

House & Hom.e 

MODULAR MARKET GUIDE 

Pro:6.le of the Morl;ular Housing Producer 

Modular Plants: Number Oper
ated; Net Factory Space; Number 
of Shifts. 

Modular Production: Extensive 
Analysis of Units Produced; Ma
jor Manufacturing Problems. 

Modular Marketing: Market 
Areas; Market Targets; Market 
Services; Participation in Govern
ment Subsidy Programs ; Major 
Marketing Problems. 

Modular Suppliers: Verbatims on 
how suppliers can work more ef
fectively with producers. 

Copies of the 1972 Modular Mar
ket Guide will be available on a 
first-come, first-served basis at a 
cost of $2.00 each. 

To order copies, print your name 
and address clearly on the coupon 
below and enclose check payable 
to House & Home. 

'yes' -;e:- - -copie:f:e MODULAR MARKET GUIDE- ,I I • for $2.00 each. Enclosed is check for$ _ _ 

I I 
I Your name I 
I Firm name I 
I Mailing address I 

I °'" '"" z" i 
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Weatherable prefinishing for all exterior building products. 
Builders avoid the cost and scheduling of painters. 

Owners avoid repaint ing and repainting and repainting ... 

Call our special number (215) 592-6719 or write for the 
names of the many bu ilding products now available 

prefinished with Korad acrylic film. 

SOFFIT AND 
--TRIM SYSTEMS 

BOARD AND 
BATTEN 

SHUTTERS 

ENTRANCE AND 
DOOR SYSTEMS 



NEWS/TECHNOLOGY 

Aluminum framing system saves $200,000 at FHA 236 St. Croix project 
And the saving is being passed on 
to tenants who will occupy the 
Lorraine Village apartments, ac
cording to builder/developer 
U.S. Home Communities Corp. 
Rents will run in the $130 to 
$193 range, about $9 lower than 
they would have been if wood
frame had been used. 

The $8 million Virgin Island 
community is the nation's first 
large multifamily project to be 
framed with Alcoa's Alumi
frame building system. Accord
ing to U .S. Home president Mi
chael J. Levitt, total building 
time-from start of construction 
to initial occupancy-will be 
seven months. One reason, he 
says, is that by prefabricating the 
aluminum components on-site, 
project crews are able to rough
frame eight-unit garden apart
ments at a rate of one-per-week. 

"One man can carry an inte
rior partition, while four m en 
can maneuver a completed 30' 
exterior wall. This is in contrast 
to a 10-man crew required to 
move a wood-framed wall of 
comparable size." 

The project was designed by 
architects Hassinger & Scwam 
who, according to Jerry Scwam, 
opted for aluminum framing be
cause a material was needed that 
could be shipped economically, 
stored outside and would main
tain its integrity in a tropical cli
mate. 

The system carries approval 
from BOAC, Uniform Building 
Code and Southern Standard 
Building Code. 

Aluminum framing system is erected rap
idly by crew {above) after components are 
prefabbed in an on-site assembly building 
fright). 

About the project: The first section {site plan) of 29 garden apartments and town
houses-with 250 one- to four-bedroom units-was almost completely rented when 
the pro ject was dedicated in September. Amenities include picnic areas, a baseball 
field, tennis, basketball and volley ball courts, tot lots and meeting and game rooms. 
A second sec tion of about 200 units is planned. 

44 H&H NOVEMBER 1972 



Take a look at your four walls. 
Now take a look at ours. 

U.S. Plywood presents interiors 
unlimited: 

1. Real wood paneling, from 
Weldwood~ Lustrous hardwood 
veneers smoothed, rubbed and 
polished in up to 30 separate steps. 
For long - lasting finishes that 
need just an occasional dusting. 
This DeLuxe Walnut panel is one 
of over 70 varieties of Weldwood 
Prefinished Paneling. Lovely to 
look at , simple to install. 

2. Sanspray,® the Great Stone 
Facing. Beautiful, durable stone 
aggregate bonded to plywood. Can 

1. The paneled wall. 

be sawed, drilled, glued or nailed, 
and is virtually maintenance-free. 
In both regular and large aggre
gates. And a raft of natural stone 
colors, like Tangerine shown here. 

3. Pure sculpture. That's our 
Facad.® Each panel has a depth 
of relief you'd expect in heavier, 
precast units, and each weighs 
just two pounds per square foot. 
Facad is completely incombusti
ble. You're looking at Composi
tion 1, one of a variety of surfaces 
to choose from. 

4. Bring the outdoors indoors 

with U.S. Plywood Textured Sid
ings. Natural or rough-sawn. Flat 
panels or lap that play up (or 
down) any decor. 15 different 
styles to choose from. Shown here 
is Oldbridge® V-groove, available 
unfinished or pre-stained in a 
choice of six earthtone colors. 

For more information, call your 
local U.S. Plywood Branch Office. 

2. The stone wall. 

3. The sculptured wall. 4. The textured vvall. 
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tell 

Remodel with 
Andersen\Vindowsandyou 

the world you do quality work. 

Andersen Windows need little 
introduction. They are better 
known than any other brand by 
a 8 to 1 margin. They're known 
for quality. People prefer their 
beauty and workmanship, wel
come their low-maintenance fea
tures (especially Perma-Shield®), 
so Andersen Windows help you 
sell, help you close the job and 
build your reputation as a quality 
remodeler. 
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"Right" from the start. 
In most remodeling jobs, 

windows are often the key to suc
cess. If the windows are right, 
everything else falls into place. 
You can upgrade your business, 
increase profits, increase referrals 
and reduce call-backs by planning 
around the right windows. And 
there's no other line of windows 
more "right" in every way than 
Andersen. 

Reduce call-backs. 
You can have every confi

dence that Andersen Windows 
won't produce profit-robbing call
backs. They're built to give 
smooth, silent, trouble-free, 
weathertight service. Andersen 
Windows have always begun with 
a carefully engineered design, have 
always been assembled with care 
and precision. Their superior in
sulating properties have always 



Test drive our 16' 
hardboard lap siding . 

• 

ltS fully equipped. 
Georgia-Pacific's 16' hardboard 
siding. A great performer. Lap 
after lap. It handles like a 
dream. Corners beautifully. 
Available smooth or textured. 
And comes factory primed 
ready for you to paint. 
You'll get a lot of mileage out 

of this siding because it's so 
tough. G-P's siding won't split, 
check or crack. It resists 
moisture, mildew and termites. 
And you can drive nails flush 
without denting the surface. 
Call your G-P representative 
today for the economy siding 

that's fully equipped and 
guaranteed. He'll deliver as 
much as you need. Fast. Or, 
come and test drive it at your 
Georgia-Pacific dealer. 

Georgia·Pdcific 
Portland, Oregon 97204 
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Any way you look at it, 
the Alcoa Alumiframe system 

is a big timesaver. 

The Alcoa ®Alum iframe system offers 
you major time savings. This means 
dollar savings, too. And, it's possible 
because you frame with fewer parts. 
Work with members that are light to 
handle . And easy to assemble, with 
conventional tools. You bui ld with a 
system that 's designed for your 
operation , whether you ' re working in 
a plant or at the site. 

Developers, builders and carpentry 
contractors like Alumiframe con
struction. One of them is a leading 
framing contractor in California. 
Congdon Construction Company 
used the Alumiframe system for a 
120-home community called River 
Meadows in Vallejo, Calif. The firm 
saved time on every unit framed . 

Photos: 
a. This is timesav ing : A small crew 
quickly lifts an entire Alum iframe floor 
system into place. 
b. Here 's dimensional stabi l ity : 
Pre-cut, precisely assembled Alumi
frame components, true and square. 
c. A fast way to lay a floor : Three 
men instal l the plywood subfloor . . . 
d . .. . and secure it quickly with adhe
sives and fasten it with ordinary tools . 
e. " The Alumiframe system saved us 
time and money on every one of 
the 120 un its at River Meadows, " 
said Dan Castle , Congdon 
Vice President and Partner. 
f. " And the system's light weight 
makes handling faster and easier." 
g. A Congdon crew turns out floor 
f rames at the rate of seven a day . 

In fact , the system worked so we ll , 
Congdon is using it next year on at 
least 500 more units . 

Alumiframe floors have 101 fewer 
parts. There 's time to be saved 
when you can do the same job with 
less material. And, th at 's how it is 
with aluminum floor fram ing. Just 75 
parts and pieces when you assemble 
f loors w ith th e Alumiframe system, 
in contrast to possibly 176 parts and 
pieces when you use wood , requ ired 
blocking and br idg ing included. You 
save time in handling, too. Aluminum 
members are so light, one man can 
eas ily carry a 24-foot joist, whi ch 
we ighs just 19 pounds, wh ile his bur
den wou ld be nearly tripled , lifting a 
comparable wood 2 x 10, weig hing 54 
pou nds. And think about th is . Two 
men can position a 40-foot Alumi
frame main beam, which weighs 
103 pounds-a task that is out of the 
question w ith a comparable beam of 
steel-weight, 680 pounds. 

Alumiframe floors save time : 48%. 
The NAHB Research Foundation , Inc., 
has done a time study on the use of 
the Alumiframe system in construc
ti on of one of the Congdon River 
Meadows homes. A research team 
co ne I uded that "it took about 48 per
cent less time (using aluminum) than 
wo uld be expected for typ ical (wood) 
floo r framing in the Vallejo area. With 
seismic, term ite and unstable soil 
problems , mo re labor and materials 
are req ui red for floor construction in 
the San Francisco area ." But even so, 
NAHB says an Alumiframe floor any
where else could probably be erected 
about 30 pe rcent faster than one of 

ALCOA 
BUILDING 
INDUSTRIES 
DIVISION 
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wood. For Congdon, it takes one man 
to screw-fasten floor members and 
two others to lay down plywood deck
ing . It's a qu ick and simple operation. 

Alumiframe walls save time, too! 
Use the Alcoa system for interior 
partitions and exterior wa lls. Congdon 
buys the vertical framing members 
cut-to-length, th en pre-assembles 
walls and floors on site. A small 
Congdon crew, with no spec ial train
ing , turns out seven floor systems a 
day . And the switch from wood to 
alum inum has posed ve ry few prob
lems. The entire Alumiframe system 
is easily assembled with power
driven shank nails and self-tapping, 
self-drilling screws. Pre-pun ched 
holes in the members further speed 
erect ion . 

Pricing is guaranteed. Unlike lumbe r, 
alum inum prices do not fluc tuate 
seasonally. Alcoa guarantees the 
prices of Alumiframe members on a 
calendar year basis. 

Major codes approve the system. 
The Alum iframe system has al l major 
code approvals : BOCA, ICBO, SBCC, 
and it meets FHA standards. 

See how the system can work for you. 
Try this econom ic residentia l framing 
that provides construction time 
savings on quality homes of any size, 
des ign or price range. Carpentry 
contractors and bui lders throughout 
the country are finding th at out. Indus
tr ial t ime studies are making it clear. 
For more informat ion about the Alumi
frame building system, wri te Alcoa 
Building Industries Inc., 1022-L Alcoa 
Building , Pittsburgh , Pa. 15219. 

mALCDA 
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Condolences 
to those of you 
who signed 
permanent mortgages 
in 1969-70. 

Since 1970 we've seen interest rates take some mighty 
big drops, while many builder/developers sat helpless ly 
with their tight -money financing deals. 

We're too late to help them, but we can show you how 
to stay loose for the next three to ten years. 

As wel l as get your project up, producing a profit. and 
qualified for a higher post-completion appraisal. 

And that's with a Median Mortgage Investors inter
mediate loan, with a 3- to 10-year maturity, amortized 
on a 20- to 30-year basis. 

MM I specializes in these leverage-expanding loans (as 
wel l as wraparou nds. junior mortgages. standing- land 
loans, gap commitments and land purchase/ leasebacks) . 

In fact we were the f irst mortgage investment t rust in 
the business that d id. 

So wh en you go long-term mortgage shopping, you've 
got a better chance to be deal ing on your terms, instead 
of the money market's. 

Before you sign another thing, have your broker w rite 
or ca 11 Median Mortgage Investors. 801 Forty- First Street. 
Miami Beach, Florida 33 140. Phone 305/534-2123. 

rr.11 ;:~;:~n~:~g:::~=~ors. 
We move the money market. 



EASTERN DIVISION: 
Robert 0. Cahill. Senior Vice President 
801 Forty-First Street. 
Miami Beach. Fla. 33140 
Phone: 305/534-2123 
WESTERN DIVIS ION: 
T. W. Owens. Senior Vice President 
National Foundation Life Building 
3535 N.W. 58th Street. Suite 700 
Oklahoma City, Oklahoma 73112 
Phone:405/947 -5695 
SOUTH FLA/CAR IBBEAN 
REGIONAL OFF ICE: 
Donald E. Gray, 
Vice President 
9300 South Dadeland Blvd. 
Miami. Florida 33156 
Phone: 305/666-5971 

SOUTHEASTERN REG IONAL OFFICE : 
Owen N. Frakes. 
Vice President 
2233 Lee Road. Suite 217 
Orlando. Florida 32789 
Phone: 305/644-1200 
NORTHEASTERN REGIONAL OFFICE: 
James L. Osmond 
Vice President 
30 Everg reen Place 
East Orange. New Jersey 07018 
Phone: 201/674-2290 
MIDWESTERN REGIONAL OFF ICE: 
George R. Callantine. 
Vice President 
1001 East Jefferson Boulevard 
South Bend. Indiana 46617 
Phone: 219/234-6096 

And 
congratulations 

SOUTH TEXAS REGIONAL OFFICE 
Roy S. Simpson. Vice President 
1109 Cullen Center Bank Building 
600 Jefferson Street 
Houston. Texas 77002 
Phone: 713/229-9132 
CENTRAL REGIONAL OFF ICE: 
T. W. Imes. Vice President 
National Foundation Life Building 
3535 N.W. 58 Street. Suite 7.00 
Oklahoma City, Oklahoma 73112 
Phone: 405/947-5695 
MIO-ATLANTIC REGIONAL OFFICE: 
John S. Frisby, Vice President 
7910 Woodmont Avenue 
Suite 1118 
Bethesda. Maryland 20014 
Phone: 301I654-9140 

to everyone 
who didn't. 

SO UTHERN REG IONAL OFF ICE: 
Robert H. Jenkins. Vice President 
4539 1-10 Service Road 
Metairie. Louisiana 70002 
Phone: 504/885-8696 
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NEWS/TECHNOLOGY 

A new truss system cuts costs of building hillside homes 

A new proprietary truss is saving 
San Francisco area builders up to 
25% in platform costs for hill
side construction. 

Called the Rolin Truss, the 
system is based on a simple con
cept: Galvanized sheet steel is 
bent into a U shape; two 2xs are 
nailed to the top of the U-shape, 
forming compression chords to 
prevent the steel from buckling. 
The result: rigid spans up to 40' 
long are supported only by a head 
wall, and vertical posts and 
transverse girders on the down
slope side. Mid-span support is 
eliminated as is a downslope 
sheer wall. The truss design 
transfers all lateral loads to the 
head wall on the up-hill side. 

In hillside construction where 
labor costs can be 25 % higher 
than on the flat, long spans are 
the simplest way to reduce 
foundation costs. According to 
Etienne Rolin, a structural and 
soils engineer who invented the 
truss and now is manufacturing 
it in San Rafael, the design has 
been used in a variety of long
span applications in the San 
Francisco Bay area: 

• Floor spans of 40' between 
foundations for one-story resi
dential construction. Shorter 
spans have been used for two
and three-story buildings. 

• Car parking docks on hill
sides have 30 ' -long spans topped 
by a 4"-thick concrete slab deck. 

• Foot bridges and ramps to 
floating docks have been built to 
span 52'. 

• Long-span roofs with 50' 
between supporting walls have 
been installed in industrial 
buildings. Spans up to 100 ' may 
be possible in the near future. 

Although Rolin notes that 
$600 per house has been saved 
where his system was used on 
what had been considered un
buildable land, builders report 
substantially greater savings. 

Bay area builders boost profits. 
Specifically, builders say this 
about the R/T system : 

Merritt Bitz, a Mill Valley 
general contractor who special
izes in hillside construction, 
started using the system about 
nine months ago. To date he has 
built six houses with the trusses. 

For houses in the $48,000-
$56,000 range he estimates "a 
couple of thousand dollars per 
house" saving by using the sys
tem. "It's very quick up to the 
sub-floor," he said. "It used to 
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take me a week to ten days to get 
the foundation and sub-flooring 
up and I can do it now in two days 
with the trusses. It's really good 
on hillsides." 

Another advantage: "There's 
only minimal foundations, so 
the ground is hardly disturbed at 
all, which is very important on 
construction on steep hillsides ." 

Lee Carletti, construction 
manager for Development Man
agement Associates, Inc., Oak
land, expects savings of $200 to 
$300 per house over conven
tional post-and-beam founda
tions on the 70 hillside town
house units that will be built 
with the Rolin Truss system in 
a 210-unit townhouse develop
ment in Martinez. 

"The platforms go in very 

±.1611 

LJ 
...-----48'---->i 

A hills ide platform supported by the Rolin 
Truss (above} requires minimal site 
preparation. The two-story building 
shown has vert ical posts at mid-span, but 
single-story structures with 40 ft. spans 
require only a headwall and one se t of 
vertica l posts. During construction (left }, 
workmen can safely walk ins ide the truss . 
Steel used in the truss is 16 or 18 gauge 
in single or double laye rs. The wood 
chords range from 2x6s to 2x I 2s. 

quickly," Carletti said. "Once 
the carpenters get the hang of it, 
a two-man crew can set sub
flooring for eight units per day 
easily." 

Jim Orosco Co., Lafayette, 
which has built more than two 
dozen houses using the truss, 
estimates material and labor 
savings on hillside construction 
to the sub-floor at 20%-25% . 

Slope turns flat. However, for 
Orosco the important savings 
come in lot costs. With the truss 
system the firm builds a large
footage home on a downslope 
just as if it were on the flat . . But 
a hilly lot in the Lafayette or 
Orinda area will cost from $7,-
000-$10,000 instead of the $20,-
000 or $25,000 a flat lot would 
cost . "You're making a flat lot 

out of a downhill slope without 
cutting and filling," Orosco said. 
He uses 8x8 posts, and 8xl4 or 
8xl6 girders. Then with a small 
crane he can erect the post-and
beam frame, place the trusses 
and nail down the sub-flooring in 
four to six hours. "It's quite a 
time saver, a really slick opera
tion." 

Orosco also likes the safety of 
the system: "Once you've placed 
the first truss the carpenter can 
walk on it to work on the rest of 
the platform-" 

Orosco puts all his plumbing 
and ducting inside the trusses, 
which protects the insulation 
from weathering and makes for 
a neater underfloor appearance. 

"The system is so rigid you 
don't need cross bracing, so the 
whole platform has a cleaner ap
pearance," Orosco said. "And 
there's absolutely no deflection 
in the floor." Orosco quotes the 
chief engineer for Contra Costa 
county as saying the system "is 
the most rigid I've ever seen
even more rigid than pres tressed 
concrete." 

David Lewis, owner of Rose 
Valley Co., San Anselmo, used 
the truss system on the con
struction of three out of five 
buildings in a 70-unit three-story 
apartment project, the Parkside 
Apartments, in San Anselmo. 

Because the site was partly flat 
and partly sloping, Lewis used 
the trusses in combination with 
conventional framing for the 
three buildings. The trusses 
were used as 24' spans plus deck
cantilevers out over the slopes. 
Conventional framing was used 
for short spans on the flat ground. 

Lewis estimates cost savings 
of 10%-15% over conventional 
framing on sloping ground up to 
the sub-floor, citing savings in 
concrete, reinforcing bar and 
forming costs. 

The trusses are manufactured 
by Rolin-Tee Inc., 110 Belvedere 
St., San Rafael, Calif. The R. J. 
Myer Co., Box 1110, San Rafael, 
is the exclusive distributor. 

Rolin believes that companies 
will want to license the system 
in various sections of the 
country. He estimates that a 
plant could be setup for less than 
$10,000. The company would 
then pay a licensing fee and 
royalties. 

-MARGARET DROSSEL 

McGraw-Hill World News, 
San Francisco 



The upward thru sting lines of this 
vacat ion home convey a strong sense of 
energy. For an activity-o ri ented st ructure, 
nothing could be more appropriate. 
Equal ly suitable is the exterior application 
of red cedar shingles. 

Red cedar conforms easily to the swirl s 
and sweeps of the striking roof design. 

Vacation home, Hood Canal, Washington. Certigrade shingles No. 1 Grade, 16" Fivex. Owner/ Architect: Robert E. Cooper. 

And because the shingles come by their project, in sist on the real thing: red ceda r 
beauty naturally, they're very much at Certigrade sh ing les or Certi- Sp lit handsplit 
home in the wooded environment. shakes. They' re worth it. For details and 

Red cedar is also durable. These money-savi ng application tips, wri te: 
shingles will last for decades without .,~Grouc" 5510 Wh ite Bui ld ing , Seattle, 

~~" o,. 
maintenance. And they 'll withstand ,_""' 0"'~~ Wash ington 98101. (In Canada: 
hurricane-force winds. ~ ~ : 1055 West Hastings Street, 

For your next vacat ion home ~~~ Vancouver 1, B.C.) 
'O ~ 

-f'..p .r ~$-
lf111cus & H ~"-~~ 

Red Cedar Shingle & Handsplit Shake Bureau 
One of a se ries presented by me mbers of the American Wood Council. 
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Hydraulic Lift-Lower Mechanism 
Module raises and lowers in and out of 
counter. Closes flush with counter top. 

Latch Release 
Knob 
Retracts two 
latches located 
inside attachment 
well to unlock and 
release attach
ments. 

3-Position Mixer Arm 
1) Locks in horizontal 
position for mixing. 
2) Raises even higher 
and locks in place to 
drip-c lean beater. 
3) Folds out of the way 
when not in use. 

Professional Two-Way Mixing Action 
Bowl and beater are powered by separate 
drives. Bowl rotates one way, bea ter the 
other way for smoother, more complete 
beating and mixing. 

Listed by U nder wr iters' Laboratories @!) 
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Beater Clutch and Arm Release 
Button stops beater while bowl 
continues to rotate. Also 
releases arm to adjust to 
one of three positions. 

)_ 

~HP Motor 
Extra power to operate 
more than a dozen attachments. 
Will not stall at any spee'::_ -------

Automatic Timer 
Sets the Foodmatic 
for automatic use. 
Also can be set for 
manual use. 

-----



... the one appliance that does the work of dozens, 
does it better and in less space. It mixes, blends, slices, 
shreds, grinds meat, grates, sharpens knives, grinds coffee, 
juices oranges, crushes ice ... it even cooks! 

The following attachments are available for the Ronson Foodmatic 

11 

~% 

I 
1l 

Two Beaters, Two 
Bowls, Turntable and 
Dough Hook 
Turntable and heat
resistant glass bowls 
interlock to keep 
bowls firm ly in place. 

Two Custom
Molded Trays 
Contoured to hold 
al I attachments. 

Deluxe Juicer 
Comes with two 
in terchangeable 
ceramic reame rs . .. 
smal I for lemons and 
limes . .. large for 
oranges and grape
fru its. 

Ice Crusher 
Dia l settings for ice 
from chunks to 
shav ings. 

Knife and Scissors 
Sharpener 
Hones knives and 
sc issors to original 
sharpness in seconds. 

Coffee Mill 
Grinds beans for drip, 
percolator or vacuum 
coffee makers. 

Portable On-Counter Model 
Uses same attachments 
and has same operating 

features as Bui It-in 
Foodmatic. Storage 

trays can be mounted 
in kitchen cabinet . 

Console Model 
Free-standing ca binet with 
caster s. Only 1811 wide. 
Powe r m od ule hydraulically 
lowers flush with "butcher
block " counter top. Uses 
same attachment s and has 
same operating features as 
Built-in model. 

Salad Slicer-Shredder 
Comes with three 
types of discs. 

Stirring Cooker 
Stirs automatical ly 
as it cooks at dial-set 
temperatures from 
100 to 400 degrees. 

Ronson Corporation 

~ 
Meat Grinder 
Three grinding discs 
store in ha ndy 
compartment. 

Mount Organizer 
Holds beaters, 
turntable, blender 
key on cabinet door. 

Built-in Major Appliance Department 
One Ronson Road 
Woodbridge, New Jersey 07095 

Wide-Base Blender 
Takes whole fru its 
and vegetables. 
Even crushes ice. 

Recipe Booklet 
Over 100 pages of 
rec ipes and illustra
tions for hundreds of 
drinks and dishes. 

HH/N 

Please send me additional information on the Ronson Foodmatic. 

Street ________ ________________ _ 

City ____________ _ State _____ Zip ____ _ 

RONSON, 
DIFFERENT BY DESIGN AND BETTER BECAUSE OF IT 
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THE APARTMENT SCENE 

"If you're going to spend 
money on recreational facilities, why 
not get your money's worth by 
designing a center that's really functional?" 

Isn't the real purpose of installing a recrea
tion building in an apartment project to keep 
tenants happy and make them think twice 
about moving out1 Then why waste money 
on facilities with so little thought to enter
tainment and relaxation that tenants 
couldn't care less about them? 

So-called recreation buildings and centers 
have generally lost their drawing power in 
apartment advertising and promotion be
cause tenants have become cynical about the 
fun and good times they're supposed to pro
vide. Too many second- and third-time 
apartment dwellers have already seen and 
tried facilities that gave them almost noth
ing at all. 

The typical apartment rec center consists 
of an outdoor swimming pool and a building 
containing a lounge with a firep lace, a pool 
table or two, sauna baths and gymnasium. 
Next to the swimming pool there may be a 
whirlpool bath. 

To the prospective tenant these amenities 
look appealing, perhaps even glamorous, 
depending on the amount of decorating and 
design effort that went into them. But after 
Ii ving with them a few weeks, the new tenant 
doesn't find them as attractive as expected 
because they don't really give him all that 
much fun and relaxation. The glamorous 
design is strictly surface: aesthetic but not 
practical. 

What the new tenant finds out is that the 
swimming pool is too small for swimming. 
The gym doesn 't have enough equipment for 
areal workout. The lounge is for sitting only, 
and even that's not very relaxing because the 
pool tables are too close by . And there aren't 
enough pool tables to accommodate all the 
people who want to play at peak hours unless 
management posts signs limiting play to a 
few minutes. So outside of a quick dip in the 
too-small pool or a few minutes at a pool 
table when one is available, the tenant 
doesn't spend much time in the so-called 
recreation center. 

Multi-use facilities. Those sumptuous 
fireside lounges with the wall-to-wall car
peting and the subdued lighting look great, 
but when it comes to recreation, they 're 
purely showpieces. Instead, what's needed is 
am ul ti purpose room scaled to accommodate 
dances and parties for 50 to 200 people, 
depending on the size of the complex. It 
should be an area that can be converted to 
a small auditorium for lectures, movies and 

other meetings . The floor should be easy to 
maintain-no wall-to-wall carpeting-and a 
kitchen and bar area should be nearby. 

If pool tables can't be contained in a sepa
rate room, a sound-deadening folding parti
tion should be built in so the pool-table area 
can be closed off when the rest of the room 
is used for gatherings. And make sure there 
are enough pool tables. Our rule of thumb 
is one for every 80 apartments. The same goes 
for gymnasium equipment. And besides pro
viding enough, make sure gym equipment 
is truly useful. The common complain ts 
about apartment gym equi pm en t are that the 
weight-reducing apparatus is too flimsy to 
be effective and that equipment is never 
included for isometric exercises. 

To get full use out of a multipurpose room, 
tenants need folding card tables, chairs and 
banquet tables. How many depends on the 
size of the project. In an 800-unit complex 
we provide 20 card tables, 100 folding chairs 
and 10 six-foot tables. 

Another important item for the multi
purpose room is a sound system including 
record turntable, microphone and speakers 
with individual volume controls . Sound sys
tems are essential for dances and meetings, 
and once you've equipped your first 
multipurpose room this way, you'llfind your 
own management people will be using the 
room for meetings and seminars during day
time hours when the tenants are at work. We 
use two or three of our larger multipurpose 
rooms regularly for resident manager m eet
ings and training sessions. 

Besides a main multipurpose room, rec 
buildings in larger projects need a smaller 
room for tenants' club meetings and arts and 
crafts. Like the multipurpose room, this 
room should also have a practical floor sur
face and good lighting. Lighting is rarely 
bright enough in most recreation buildings 
except over the pool tables. 

Outdoor amenities. The reason tenants 
aren't crazy about apartment swimming 
pools is that most are designed for looks 
rather than swimming. Pools with curves 
and L-shapes are popular today, but the old
fashioned rectangular pool is still the m ost 
practical for swimmers. Rectangular pools 
hold more people, they can be used for or
ganized games like water polo, and they're 
less expensive to build than odd-shaped 
pools . While you're at it, make sure your pool 
is not only long enough but also deep enough 

H. CLARKE WELLS, SENIOR VIC E PRESIDENT, L. B. NELSON CORP., PALO AL TO, CALIF. 
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to be functional. 
Outdoor recreational amenities should, in 

fact, include more than a swimming pool. 
Apartment tenants may get even more use 
out of an outdoor barbecue area than a pool. 
But don't make the mistake of installing 
barbecue grilles alone or you'll have diners 
wandering through the pool area and the 
landscaping with their food and paper plates. 
A barbecue area must include tables and 
chairs and should be clearly demarcated by 
walls or fencing and then posted with signs 
explaining that food is not to be eaten any
where outside the area. 

Special-purpose areas. Another recreation 
amenity that's easy and inexpensive to build 
is a volleyball court. And if you really want 
to get your money out of this fa cility make 
it a hard-surface court and install hoops and 
backboards at each end so the tenants can 
also use the court for basketball. 

Golf driving cages don't take up much 
space either. Of course, if you have the space 
and can afford the maintenance, a putting 
green is preferable. If not, the driving cage 
is a good substitute. 

Tennis courts are appearing more fre
quently in large complexes. In some apart
ment markets they're almost a must for new 
projects. Tennis courts are costly in terms 
of cash outlay and the site area they con
sume, so if you're investing in one, don 't try 
to shave costs by eliminating lighting. The 
only time during weekdays that most ten
ants can use a tennis court or any other rec 
facility is at night. 

Don't overlook backboards for practicing, 
either. They're inexpensive to construct, and 
the tenants appreciate them. Tennis courts 
usually attract part-time instructors who 
find a steady clientele among the tenants, so 
you might also consider adding a small 
building near the courts to house a pro shop. 

When you go the full route in providing 
tenants with recreation facilities, you need 
a staff person to maintain the recreation 
areas and the equipment as well as to keep 
track of the loose equipment that is loaned 
out daily to tenants. 

And if you have enough equipment to jus
tify a full-time person to keep it operating, 
you should probably take one final step and 
put a bonafide recreation director on the 
payroll.But that's another subject, so I'll save 
a discussion of recreation directors and or
ganized rec programs for a future column. 
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This man just installed a 
good-looking, inexpen · , 
pre-paintedinetal-bi-fo~ 
(loor in 15 minutes flat. 
No wonder he's smi 1n . 

U.S. PlyWood's metal bi-folds 
give you a lot to smile about. 

Cost, for one. 'l'hey're·mor:e 
economical than wood. 

Ease of installation, for another. 
Our doors are precision engineered 
to fit right every time -without 
planing, shaving or fussing. ~nd 
our hardware system permits accu
rate adjustment for horizm;ital and 
vertical variances in finished 
openmgs. 

No painting's needed at time of 
installation. (Another time and 
money, saver.) Because all our 
metal bi-folds get enamel baked o 
right at the factory. For a finish th t 
lasts much longer than any job-s · e 
painting, and won't crack, peel 
chip. 

Finally, our doors come in a ari
ety of styles and colors, to cov r 
anything from an 18" cubbyHole to 
a full room width. 

If you'd like to learn more happy 
facts about our money-sa ng 
metal bi-folds, call your 1 al 
U.S. Plywood Branch 0 ce. 

a ~v:l~;Ch~pl nln~~a?d 'V 777 Third Avenue. w York , NY 10017 



This is your invitation to enter the 
1973 HOMES FOR BETTER LIVING 
AWARDS PROGRAM 
Sponsored by: 

The American Insti tute of Architects and the editors of 
House & Home and American Hom e magazines. 

Eligibility : 
Any house or apartment building in the United States or 
its possessions, built since January 1, 1970 and designed 
by a registered architect is eligible. Entries may be sub
mitted by any architect, builder, developer or owner. Any 
number of projects may be entered. 

Entry categories: 
Custom-designed houses-one-of-a-kind detached houses 

designed for private clients including year-round 
and vacation houses and major remodeling and ad
ditions .* t 

Merchant-built houses-single-family detached houses for 
sale or rent including vacation and year-round, pro
motional and zero-lot-line houses and remodelings. •t 

Multifamily housing- multifamily housing includes single 
apartment buildings, multi-building projects, PUDs, 
attached housing such as townhouses, duplexes, 
triplexes, fourplexes and rehabilitations.*t 

t all ca tego ri es include m odul ar housing 

*remode lings mu st take in th e who le struc ture. Custo m additi o ns to a 
detached house must be tied into ori ginal design of house. No single room 
or single apartmen t remodelin gs are admissib le. Redecorations are not admi s
sibl e. Face-lifti ngs must be structural. Photos of both befo re and after con
struction wi ll be required for judging. 

Registration date and fee: 
Entry fee : $20 per entry. Deadline: postmarked by mid
night, Friday, December 15, 1972. 

Submission of material : 
On receipt of registration form and fee, entrant will be 
sent a spiral binder-color-coded to the project's category-

REGISTRATION FORM 

which is to be fill ed with sufficient black and white pho
tographs and plans to illustrate the design, any unusual 
problems or solu tions. (Detailed instructions for prepara
tion of entries will be included in the binders mailed to 
entrants.) 

Judging: 
Will be held on M arch 20 and 21, 1973 at the American 
Institute of Architects headquarters in Washington, D.C. 
The panel will consist of outstanding architects, housing 
industry leaders and editors of American Hom e and House 
& Hom e. The number of awards to be presented shall be 
solely determined by the judges. 

Winners : 
Will be notified by telegram immediately after judging. 
Award certificates will be presented and photos of win
ning projects will be displayed during the 105th annual 
convention of the American Institute of Architects, May 
7-10, 1973 in San Francisco. Winners will be expected to 
prepare and ship to the AIA convention- at their own ex
pense- a project display board representing the winning 
entry. Instructions for these boards will be forwarded to 
winners. Winning binders and display boards will not be 
returned to entrants. 

Conditions: 
Entries must be approved by all parties concerned. All 
material accompanying entries must be free from copy
right restrictions and any other restrictions that would 
prohibit publication of such material by House & Hom e 
or American Home magazines. House & Home and 
American Hom e shall h ave the right to publish all mate
rial submitted and shall have the righ t to photograph for 
publication any entry project. 

I wish to submit a project in the 1973 HOMES FOR BETTER LIVING AWARD PROGRAM. Enclosed is $20 per entry 
in check or money order made payable to HOMES FOR BETTER LIVING. I h ave used a separate form (or photocopy ) 
for each entry. Please send me my entry material for the following category : 

Custom-designed house 0 Merchant-built house 0 Multifamily housing 0 

Please print or type all information 

Street, city, state, zip ________________________________________ _ 

Project name & location ________________________ ______________ _ 

Entry submitted by:---------------------------------------
(Name of person to wh om corresponden ce should be addressed) 

Company and address ----------------------------------------
Check appropriate company category(ies) Builder 0 Architect 0 Developer 0 Owner 0 

Mail entries to : Dept. HFBL, House & Home, McGraw-Hill, 4lst Floor, 1221 Avenue of the Americas, New York, N.Y. 
10020 by midnight, Dec. 15, 1972. 
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New PPG lWindo 
insulates like 
an 8-inch-thi~ 
brick wall~ 

This mar 
on qua ity windows,...__~~--. 
ensures it. 

The glass you see here is a beautiful 
oew piece of insulation less. than a 
half inch thick. It's called Twiridow Xi 
insulating glass. 

In Twindow Xi, two pieces of glass 
are permanently welded together en
closing a ·:Y,s-inch space. The space is 
filled with a special gas with higher 
insulating efficiency than the dry air 
used in older-type units. And the 
patented, welded glass edge construc
tion ensures a true, airtight seal for 
long life and trouble-free performance. 

Insulating qualities of Twindow Xi 

are ~ ... better than any unit 
with equivalent air space. 

PPG and leading sash manufac
turers are now advertising and pro
moting the {Xi) mark (in combination 
with their own trademarks and em
blems}. Your customers will look for 
the mark on your windows (it's etched 
in the corner of every window}. Write 
now for PPG's free booklet, "A Better 
Insulating Glass is Really Worth the 
Money." PPG Glass, Dept. HHT-3112, 
One Gateway Center, Pittsburgh, Pa. 
15222. 
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JOB MARKET 

Career Employment . . . Con
struction: South Eastern Devel
oper requires two individuals, 
BSCE preferred, with back
ground in multi-family or com
mercial construction. Capable of 
quantity take-offs, estimating, 
CPM Scheduling & cost con
trols. Salary $12,000 to $14,000 
range. Must be willing to relo
cate . Send resume to Box 1101 
JOB MARKET House & Home, 
1221 Avenue of the Americas, 
New York, N .Y. 10020. 

Division Managers : full devel
opmentresponsibility. Cost An
alysis: monitor and analyze con
struction cost. Contract Negoti
ator: review and originate sub
contracts. Take-off Analyst : 
create material lists/costs. Con
struction Manager: oversee full 
project. Real Estate Developer 
National-Multifamily requires 
experienced personnel in 
various disciplines of light con
struction. Salary ranges $10,000 
to $40,000-plus fringe benefits. 
The above positions are avail
able immediately. Write giving 
experience and salary require
ments to Box 1102 JOB MAR
KET House & Home, 1221 Ave
nue of the Americas, New York, 
N.Y. 10020. 

Shelter Executive Personnel Re
cruitment Specialists. VP-Con
struction. Multi-family hous
ing. P&L responsibility. $40-
$601/s. Regional V-Pres
ident/Construction. Multiple 
projects. Major home builder. 
$35-45,0001/s. Project Managers. 
Single multi-family. $20-30,-
0001/s . President. Direct entire 
multi-plant operations. $50,000. 
President. Modular. FHA/235. 
$30,000. Engineering Manager. 
Strong background panel
ized/modulars. $ Open. Produc
tion Manager. Heavy compo
nent/construction background. 
$15,000. Financial V-President 
or Controller/CPA. Big 8-con
struction experience . $25,000. 
Sales Manager. Single, apart
men ts, townhouses. $ Open. 
Purchasing Director. Lumber 
experience . $20,0001/s. Execu
tive Positions Nation-wide. Fee 
Paid . VANCE EMPLOYMENT 
SER VICE. 917 Barfield Building. 
Amarillo, Texas 79101. 806-
372/3456. 
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Construction Executive: Top 
level. Multiple city, Condo and 
apartment builder. $80-100,000. 
VANCE EMPLOYMENT SER
VICE . 917 Barfield Building. 
Amarillo, Texas 79101. 806-
372/3456. 

LAND MARKET 

New York: 117 acres. Spectac
ular view in Catskills near 
Hunter-Windham . Stream
wooded . $1 ,200 per acre or best 
offer. W. Bradford Ryland, Jr. , 410 
East 86 St. , New York, N . Y. 
10028. 

What Job Market 
Can Do For You 

This new service from House & 
Home may be the answer to 
your problem if you are looking 
for a marketing VP, construc
tion superintendent, estimator, 
president, project manager, de
signer, purchasing agent, ar
chitect, sales manager or even a 
new job for yourself. 

With over 400,000 readers ac
tive in every phase of housing 
and light construction, 
JOB MARKET offers employ
ers low cost access to a unique 
pool of management, supervi
sory and creative talent to fill 
job openings. 

For the man looking for a new 
position himself, JOB MARKET 
offers low cost access to those 
builder firms accounting for 
over 90% of the single-family 
and apartment starts as well 
as access to thousands of archi
tectural, engineering, commer
cial, financial, realty, subcon
tracting and distributing firms 
with an important stake in 
housing. 

Thecost is$2.00perword with 
a minimum of 25 words . Your 
complete address or use of a pri
vate box number counts as 5 
words. Typewritten text is 
needed the eighth of the month 
preceding the date of the desired 
issue. Payment in full must ac
company your order. Send to 
JOB MARKET, House & Home, 
1221 Avenue of the Americas, 
New York, N .Y. 10020. 

ADVANTAGES OF 
LOCK-DECK® 

LAMINATED DECKING 

EXCLUSIVE : Lock-Deck consists of 3 or more 
kiln-dried boards , offset to form tongue on 
one side and end, groove on the other, lami
nated with weatherproof glue. We invented it. 

STRENGTH: Lock-Deck offers a range of E 
facto rs gi ving superior load-carrying values 
in spans to 20' or more in 5" thickn esses. 

STABILITY : Each board in Lock-Deck is kiln
dried to 10-12% m.c. before lam inat ion. This 
assures greater stability under al l c onditions. 

BEAUTY: One or both faces of Lock-Deck 
can be an y desired grade, in a wide choice 
of spec ies. Solid decking is limited in both 
grades and species. 

ECONOMY: In-place, fin ished cost of Lock
Deck is often less than solid decking due to 
speed of erection , factory-finishing , absence 
of waste, better coverage. -A- -A-

MORE COVERAGE: Offset tongue and groove 
on Lock-Deck gives more coverage per bd . 
ft. than machined solid decking. 

LESS LABOR : Lock-Deck install s quicker, 
using ordinary nai ls. So l id decking requires 
sp ikes, special fasteners or sp l ines. 

LESS WASTE : Offset end match , absence of 
tw isting and few unusable shorts keeps waste 
wel l below that of so lid decking. 

VERSATILITY: Lock-D eck form s excellent 
load bearing or curtain walls as well as f loors 
and roofs. 

DURABILITY: Unlike solid decking, knots or 
checks can go through onl y on e pl y in Lock
Oeck. Weathe r-proof glue and ex clu sive proc
ess make bon d st ronger th an the wood itself . 

Potlatch 
WOOD PRODUCTS GROUP 
P.O. Box 3591 •San Francisco Calif . 94119 



We invented Locl~-Decl~® 
the unique lan1inated 

building material 
Lock-Deck is wood made better than 

nature could. Laminated of three or more 
kiln-dried boards under great heat and 
pressure, Potlatch Lock-Deck is avail
able in four thicknesses from 3" to 5" , 
nominal 6" and 8" width (10" and 12" in 
some species on inquiry) and lengths 
from 6' to 16', with 40' and longer avail
able on special inquiry. Faces, in a 
choice of grades and species, can be 

smooth-surfaced, saw-textured or wi re
brushed and factory-finished in Calorific 
acrylic penetrating stains. 

Th i s opens a whole new world of 
architecture and construction. Lock-Deck 
forms both structural and finished wall 
an d roof surfaces in one imaginative 
application. It forms superior wood walls , 
f inished on both sides. It forms both 
structural roof or floor and finished ceil-

ing. It combines the unique warmth and 
beauty of wood with the superio r strength 
and span capabiliti es of modern lami
nated members, and makes possible 
structural and aesthetic concepts not 
previously possible. Write for more info r
mation. Potlatch Forests, Inc., P. 0. Box 
3591 , San Francisco 94119. 

Potlatch 
Potlatch , the forests where innovat ions grow . .. in wood products and building materials, in business and printing papers, in packaging and paperboard. 
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YOU IYIAY 
nm Know IT 
BUT YOU'RE 

STAno1no on 
YOUR BEST· 
SALESIYIAn. 

• 



Editorial 

Is "moratorium" really a dirty word? 

Red-flag words and phrases have a way of coming and 
going in the housing cosmos . "Tight money" was one, 
"the code mess " was another . Now along comes 
"moratorium", which, in the minds of many, trans
lates to "killing the building business." 

Well, it's not all that simple. For one thing, morato
riums-particularly in lusty housing markets-are 
understandable, if not exactly palatable, to builders 
and developers. For another, there are just about as 
many reasons for these bans on building as there are 
communities that apply them. 

In booming San Diego [ H&H, Oct.], for instance, the 
prim ary reason is overloaded schools . But city offi
cials are also determined to avoid the sort of sprawl 
that affiicts Los Angeles. 

In Greater Miami (see page 88/ the problem is 
twofold: overloaded sewage treatment facilities and 
the recent spate of high-rise building on choice wa
terfront sites . Drive down Highway AlA from Ft. 
Lauderdale to Miam i, and you'll see what's bugging 
the local people : rows of apartment towers that not 
only wall off the ocean but also spew out so many 
cars that they turn the highway into a traffic-jammed 
canyon. 

And when it comes to bans or potential bans on 
building, you can 't overlook the California Supreme 
Court ruling (see pagel BJ that ecological studies must 
be prepared before construction can begin on any 
housing project that could have a significant effect 
on the environm ent. 

What's a significant effect? Thus far, nobody has 
spelled out the answer to that one. So chances are 
the requirement will be interpreted by each commu
nity as each case arises . 

And that's not as bad as it sounds. 
First of all, a tool is already available for measuring 

the effect of new housing, not only on the environ
ment but also on municipal costs and taxes. It's called 
impact zoning, and it was described in detail in HousE 
& HOME'S August issue. Impact zoning, in fact, may 
well be the one way out of today's moratorium and 
zoning mess-the one way to reconcile the seemingly 
irreconcilable differences of developers and the pub
lic. As such, it merits close study by both parties to 
the controversy. 

Second, if you have to cope with restrictions on 
building-and nowadays that's a fact of life for more 
and more developers-it's a lot easier to deal with city 
and county officials on a personal basis than with a 
remote state, or even federal, bureaucracy. 

Sure, you 'll get some rough shakes from unrea
sonable local officials. But too often these officialS, 
whether reasonable or not, face growth-spawned 
problems that just can't be ignored. 

And if those problems aren't solved at the local 
level, higher levels of government, impelled by voter 
pressure, will step in. Eventually all housing could 
become snarled in the kind of red tape that has soured 
so many builders on the federal housing programs. 

And who needs that1 JoHN F. GOLDSMITH 
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Urban 
Rehab: 
Are the 
profits 
worth 
the risk~ 
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Yes-if it's done right. There are potential 
profits and operating advantages too. But 
there are also expensive pitfalls for the un
initated and unwary. 

The's the conclusion of a number of build
ers and builder I owners in Bos ton, New York 
and Philadelphia who are rehabbing build
ings for the middle-to-upper-income rental 
and resale market. 

These rehabbers agree that the 
builder/owner serving this market not only 
can make a healthy profit, he also can create 
an expanded and diversified operation which 
substantially strengthens the new-con
struction side of his business. For example: 

• During slack periods in new con
struction, a builder who buys buildings to 
rehab can keep his work crews busy. He can 
also, through purchase and option agree
ments, stock buildings like canned goods 
and start jobs at his convenience. 

• Completed and rented, the rehabbed 
building should throw off cash flow and 
profit which can help even out the cyclical 
cash flow typical of new construction. Fur
ther, depreciation is a substantial tax shelter 
on the building 's profits. And operating 
losses can be offset against new construction 
profits . 

• A portfolio of rehabbed buildings can be 
considered a personal annuity for a builder 
and his partners. As such, it pays a higher 
rate of return than most other investments 
and is subject only to limited risk . The 
builder/owner has much greater control over 
his rehab investment than, for example, the 
stock market . 

• Periodically buildings in the portfolio 
can be refinanced as they appreciate in value. 
In effect, the builder/owner is cashing out 
part of his equity in the building. This money 
is tax free and doesn't have to be paid back 
from profits at that time. Refinancing pro
vides big chunks of cash to fund new con
struction projects. 

• When the builder/owner sells, his profit 
from appreciation and previous refinanc
ing-which can be substantial- is taxed as 
long-term capital gain which currently is 
half the ordinary corporate rate. 

• A good rehabber can get in and out of 
a 20th-century building faster than it would 
take to build the same number of units from 
scratch. 

• The rehabbed building usually provides 
more bulk space to rent or sell than new 
structures which tend to be required by 
modern building codes to have open areas in 
front and back. 

• On many rehab jobs, less front money 
is required than for comparable new con
struction because the building shell has 
value, less material is needed and the pace 
of receiving construction money and a long
term take-out is faster. 

These advantages, however, are balanced 
by two major risks which don't face the 
new-construction builder : 

1) It is difficult, time consuming and 



sometimes impossible to get tenants out of 
a building you want to buy and rehab. 

2) Whether it's a gut rehab or a partial 
rehab, you never know precisely what you 
are going to find inside an old building. 

"The man who doesn 't have a sixth sense 
about the unseen parts of a building is likely 
to get hurt financially," notes Harold Asen, 
a partner in Asen Bros. & Lester Brook which 
does single-family new construction, rehab
bing for others and for its own account and, 
through affiliated firms , owns buildings in 
Manhattan and Brooklyn. "You've got to 
plan for contingencies, without knowing 
precisely what they will be" he adds. 

MyronSkrill, who has rehabbed more than 
20 small buildings for his own account on 
the Upper West Side of Manhattan says, 
"The learning curve should be very steep. On 
the first job, you make a thousand mistakes. 
But these mistakes and their costliness must 
diminish rapidly with each job or you'll find 
yourself out of business." 

All successful rehabbers have absorbed
through trial and error-a hard core of expe
rience and knowledge that does not preclude 
them from also working in new con
struction. Jay Cross's firm, for example, is 
mostly involved in garden apartments and 
medium-rise and high-rise apartment build
ings. Many builder/owners started in new 
construction and then drifted into rehab 
work through general contracting and later 
began buying buildings to rehab. 

Other characteristics that successful re
habbers seem to share are substantial 
amounts of imagination and creativity 
combined with a heavy dosage of practical
ity. 

"It appears that many builder/owners ul
timately fail in rehab," says Milton Asen, 
"because they cannot accurately determine 
the proper dollar amounts to put into each 
phase of the work. Well-to-do tenant~ have 
the right to expect good quality, and this is 
essential to control long-term overhead and 
maintenance. However, the rents must be 
sufficient to justify any extras that you put 
into the job." 

Among rehabbers, the New York market 
for rental and re-sale is now considered 
strong, but the rehab for the co-op market 
is soft. So say Alfred Lurie, president of Lurie 
Mortgage Corp., Walter Coletti of Trade
Lanes Shipping Co. and Douglas Durst. The 
latter two men have rehabbed multifamily 
buildings for short-term turnover and long
term investment. 

In the Boston area the market is considered 
very strong in limited areas, according to 
Wilfred Shepherd of Archibald-Shepherd 
Co., general contractor specialists in rehab, 
and Harry Standel of Benjamin Polishook 
Inc., a firm that has rehabbed more than 
2,000 apartments in various cities for its own 
account and has done extensive rehab work 
under FHA 236 in Detroit, Boston and New 
York. 

The Philadelphia rehab market is consid-

ered good but may soon be affected by a 
shortage of suitable buildings. So say Jay M. 
Gross of Gross Realty and Construction Co. 
and Joseph Ottaviano Jr . secretary-treasurer 
of Pine Mar Construction Co . Both firms do 
single and multifamily new construction 
and rehab. 

From these men, most of whom function 
as both general contractors and own
ner/builders for resale or investment, come 
a list of do's and don'ts applicable to rehab
bing any city or town. These, they say, are 
the major steps that must be thoroughly 
considered. 

Location: You're either dead 
right-or dead wrong. 

Picking the right neighborhood that will sat
isfy the high- to middle-income tenant or 
buyer is step number one. 

Often the right areas are residential neigh
borhoods well-known for their close prox
im ity to thriving downtown business and 
commercial areas and other well-established 
residential neighborhoods. They may be 
slightly shabby or even slum-like in spots, 
but an overall urban revival is in the wind. 

In Philadelphia, Society Hill and Center 
City are prime examples. In Washington, 
D.C., Georgetown and Capitol Hill are rep
resentative. In New York City, there are the 
Upper East Side and Upper West Side, 
Greenwich Village and Chelsea in Manhat
tan, and Brooklyn Heights, 1;3oerum Hill and 
Park Slope in Brooklyn. 

Within areas ripe for rehab, real estate 
brokers will eagerly channel listings to 
builders who want to rehab. Tax-lien sales 
are also good sources, as are mortgage officers 
who know of buildings about to be fore
closed. 

If a builder is seeking good rehab opportu
nities but he's not sure where to look, he 
should consider the bull's-eye analytical 
technique suggested by Lester Brook: 

"On a map of a specific area within the 
city, circle sections in red, gray and blue. The 
red center area represents the hard core slum. 
The gray circle represents the transitional 
area that contains good and adequate hous
ing with a smattering of shabby but struc
turally sound buildings. The outer perim
eter is the blue area which represents good 
commercial and residential areas. 

"The best place to begin rehabbing is on 
the boundary of the blue and gray areas. Work 
toward the red center. In this way you can 
gain the support of community groups in 
both the good and marginal sections. They 
are delighted that you are upgrading the area 
as well as increasing property values." 

Note also whether the neighborhood you 
are considering is next to an urban renewal 
area. If the renewal area is progressing well, 
then any property you purchase nearby will 
benefit dramatically. This has been the case 
on the Upper West Side of Manhattan. It is 
being gradually transformed from a declin-

ing middle-income area with slum pockets 
into a rising middle-income area with large 
pockets of afiluence . 

But just the opposite has been true in the 
urban renewal of Boston's downtown wharf 
area, where governmental red tape has stifled 
progress. Though the area is moving forward 
now, rehabbers waiting for government ap
provals and financing within the renewal 
area have been delayed for months or even 
years. Rehabbers on the fringe of the renewal 
area or within the area but not using govern
ment aid couldn't move forward on their jobs 
since completed buildings in a still-run
down area would not command rentals high 
enough to pay for the work. And the rehab
bers would not be able to secure a long-term 
mortgage take-out to eliminate the con
struction loan and other short-term financ
ing. 

The moral : Make sure your timing is right. 
Even though eventually the deal will be 
profitable, you may go broke waiting for it 
to click. 

"In the South End of Boston," says Wilfred 
Shepherd, "it was the Prudential Center that 
brought the neighborhood to life four or five 
years ago. Ten years ago, four -story buildings 
were worth $4,000-$5,000. Today, these 
same buildings, vacant, are worth up to 
$25,000, and renovated, they bring $75,000-
$150,000. The neighborhood has changed 
from low-income blacks to middle-income 
integrated. Most of the buildings are con
verted to owner-occupied two-, three- or 
four-family buildings. The area now has be
come so popular that families are moving 
back into it from the suburbs." 

But the type of building can be very impor
tant to success, says Walter Coletti. "A large 
undistinguished multifamily building, even 
after it's rehabbed, may not appeal to the 
afiluent newcomers moving into brown
stone revival areas. More than one rehabbed 
multifamily has gone into foreclosure be
cause it couldn't attract the same kind of 
tenants that were flocking to smaller more 
charming buildings nearby." 

Harry Standel points out that nonprofit 
organizations may compete with 
builder/owners for property to rehab. "After 
the revival started in the South End of Bos
ton, the tenants already living there realized 
that they had to get sponsors to provide low
cost housing, or else they would be driven 
from the neighborhood. Now church groups 
are sponsoring the rehab of buildings under 
FHA 236. The end result is that moderate
income tenants live in rehabbed buildings on 
the same block with upper-middle-income 
owners and tenants." 

The market: Aim for adults 
without kids 

While analyzing potential areas and build
ings, a rehabber must determine the charac
teristics of the people most likely to rent or 
buy a rehabbed unit in a particular location. 
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URBAN REHAB CO NTINUED 

Catering to singles and couples without 
children is often the most profitable ap
proach because most buildings will produce 
the highest return with the maximum 
number of studio and one-bedroom apart
ments. Not all neighborhoods are attractive 
to this type of tenant, but rehabbers should 
consider the tastes of secretaries, stewar
desses, junior executives, students and, 
others of the swinging-singles set when 
planning renting and selling strategy. 
· A check of rental brokers will establish the 
range of rents for particular size apartments 
and the type of tenants who want these 
apartments . 

Myron Skrill is pleased with the singles 
market . He is now converting a 15-unit 
35'x88' apartment building into a 35-uilit 
building of $200-per-mohth studios and 
$300-per-month one-bedroom apartments. 
The anticipated annual rent toll: $10d,ooo. 
On the basis that the long- term rriml gage 
should be four times the annual rent roll , 
Skrill has a $400,000 commitment at 8.5% 
and two points for 10 years with a 20-year 
payout. He expects a substantial equity in 
the building plus a $25,000 annual income 
and depreciation write-off. His investment: 
less than $50,000 front m oney and nine 
m onths of hard work and tension. 

"Being able to maximize a building's rent 
roll requires a thorough knowledge of the 
market," says Skrill. "I'm operating 200 
apartments on the Upper West Side from 
72nd Street to 97th Street . There ate no va
cancies and only two people are behind in 
their rent. 

"The reason that my vacancy rate is low 
and I'll get good rents for this (the newly 
rehabbed 35-unit building) is because I pro
vide a warm social atmosphere for my single 
tenants. This is a lonely town and it's 
difficult to meet people. So they are not just 
renting space, they are involved in a living 
experience with people of their own age and 
background. Actually, I'm selling a mysti
que." 

For his current project, Skrill is running 
advertisements in the New York Times that 
stand out fro!Il the competition. Example: 

"These Apartments Are X Rated. Sensu
ous studios and unique apartment environ
ments . .. this is a total living experience 
... high-beamed ceilings ... good vibes .. . 
brick walls ... loving loft . . . fireplaces . . . 
security nooks . . . artistic appointments 
. .. newly renovated to combine yesterday's 
elegance with the boldness of tomorrow. The 
Timid Need Not Apply." 

In the same neighborhood, Douglas Durst 
had a different experience catering to a dif
ferent market.· He and a partner transformed 
a rundown apartment house into an elegant, 
modernistic eigh t-unit co-op building made 
up of four two-bedroom triplexes for $40,000 
each, two three-bedroom duplexes for $48,-
000 and two four-bedroom duplexes with 
roof gardens for $60,000 . The building is 
located on a corner across from a park sur-
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rounding the American Museum of Natural 
History. 

"The multi-bedroom rental market has 
been very loose," says Durst, "which makes 
the co-op market very slow. After a year
and-a-half we have sold six apartments at less 
than the asking price and I've taken one 
myself. So we are not making the money we 
expected, although over the long run
through appreciation-we expect to break 
even or make a slight profit. On the Upper 
West Side in the past two years, about ten 
co-op rehab projects have switched to ren
tals." 

Durst points out that a rehab job shm.~ld 
be completed during the periods.from Febru
ary through May or September through N o
vember because "sales and rentals are dead 
during the summer and December and Jan
uary." 

In the Center City and other in-town areas 
of Philadelphia, Jay Gross' firm has done 
considerable pioneering "because I had faith 
in the locations ." Usually working in areas 
of small two-and three-story colonial and 
federal row houses occupied by low-income 
whites and blacks, Gross bought 20, 30 or 
more houses on the same block for less than 
$10,000 each. After thoroughly renovating 
them, he sold some of them in the $30,000 
range and rented others for up to $300 a 
month to middle-income couples. After two 
to six years of rentals, the buildings sell in 
the $40,000 range. 

"It was almost impossible to get middle
class buyers and tenants-white or black
to look at these houses. But slowly, young 
families without hang-ups realized how 
wonderfully convenient these areas are and 
they started moving in. Areas such as Wash
ington Square that were primarily low-in
come and black have become middle-income 
and integrated or white-dominated. 

"Outside of Center City and the few other 
in-town neighborhoods, there are many pe
ripheral areas that seem suitable for rehab, 
but they cannot compete with the thousands 
of existing modern row houses which are 
available at reasonable prices. The old colo
nial and Federal row houses cost more after 
rehabbing than a modern house but they sell 
and rent well because of their convenient 
location in the core of the city." 

Lester Brook and his partners have done 
numerous rehab jobs in New York for long
term investment, but had not pioneered in 
marginal areas. 

"I knew that the bull's-eye method of 
finding good buildings to rehab was workable 
but we had not put it to the ultimate test," 
says Brook. "After considerable looking, we 
finally decided to sponsor the renovation of 
a real estate monstrosity, three abandoned 
stores on a depressed rundown block, Pros
pect Place in Brooklyn. 

"Frankly, itlooked like a slum, but we felt 
it was a pivotal block in a transitional area. 
On one side was Park Slope, a brownstone 
revival neighborhood made up largely of 

middle-class and upper-middle-class fami
lies. On the other side was Prospect Heights, 
a stable, integrated brownstone-area of rap
idly rising real estate values. 

"Prospect Place was the worst of a few 
seedy blocks sandwiched between these 
good areas, so we decided to tackle it in 
co-sponsorship with the Brooklyn Union 
Gas Co. when the local civic associations 
offered their whole-hearted support and co
operation, " Brook said. 

"With this backing, the local savings bank 
was able to put aside its natural skepticism 
and think in terms of the betterment of the 
community. This bank (the Greater New 
York Savings Bank) and many other neigh
borhood banks are coming to realize that the 
biggest stake they have in an area is its future . 
They have to ask themselves, 'Can we permit 
millions of dollars of mortgages to go bad 
because we couldn't prop up some declining 
spots in the neighborhood?' 

"So we got a $63,000 building loan and 
about $100,000 in permanent FHA loan 
commitm ents. The result has been the 
metamorphosis of three ugly abandoned 
stores into three handsome modern h omes 
which will sell from $45,000 to $55,000." 

"Vehement community support in favor 
of the project was essential to prevent van
dalism and make it a solid success," Brook 
added. 

The three-house project, which is called 
Cinderella II in the gas company's promo
tional material, was the spark which trans
formed most brownstones on Prospect Place 
and adjacent blocks from shabby to good 
condition. 

Nearby homeowners glow with pride at 
the change that Cinderella II has made. Pre
viously dilapidated brownstones are being 
renovated, painted and landscaped . And sale 
prices have shot from $12,000 to $40,000. 

"Since Cinderella II was a three-year proj
ect, profi t was not our prime m otivation," 
Brook said. "Instead we wanted to learn m ore 
about rehabbing in marginal areas. We've 
achieved this for ourselves and we're willing 
to share our knowle9ge with others. We hope 
that the success of the project serves as an 
example to other builders. And, certainly, we 
have garnered an enormous amount of pres
tige and goodwill i~ the community." 

Accumulating a large number of buildings 
on a single block provides many advantages, 
says Jay Gross. ' 'With a whole row of houses 
being rehabbed at the same time, you've got 
to m ake a big impact on the block and the 
whole area. Even though you've tied up a lot 
of cash and took years acquiring all or most 
of a block, you are better assured of success 
because thti banks recognize that you are 
going to quickiy transform the block, and the 
m arket for renting and selling should get off 
to a strong start." 

Gross recalls that he has waited five years 
or more while accumulating buildings on a 
block. Getting out tenants is a " tedious and 
exasperating experience," he says. 



"The buildings are sealed up or rented 
while putting together the group. This, of 
course, requires a large outlay of 'patient' 
front money to purchase the buildings and 
carry them over a long period. The banks 
won'tadvancemoney on properties that may 
not be rehabbed for years. However over the 
long haul the profits can be very substantial. 11 

Labor: Rehab requires 
a special breed of cat 

There are many ways to handle the labor 
problems unique to rehab. Myron Skrill, for 
example, used to have his own crews work
ing on eight to ten buildings simultaneously, 
but quality was a big problem beq.use of the 
lack of supervision and skilled men. So now 
he subcontracts out all work and lets the 
subcontractors handle the supervision. 
When possible, major contracts, such as for 
wrecking, have a time-penalty dause and a 
bonus clause for a faster job. 

Jay Gross has key men skilled inrehab who 
closely supervise workers whose only expe
rience is in new construction. These key men 
spend much of their time on rehab work 
while the less-skilled men can be pulled off 
new construction as needed. 

"If you're going to save the charm and grace 
of an old house," says Joseph Ottaviano, Jr., 
"then you 've got to salvage a great deal of 
old material and be able to make new stuff 
look old. This is probably the toughest part 
of high quality rehab- creative salvaging be
fore gut wrecking The men have got to know 
just what to save in the way of spindles, 
mantels, cornices, doors, locks, baseboards 
and moldings and how to carefully take ma
terial apart without destroying it. 

"We bounce our most highly trained men 
from job to job. They get their training from 
us on the job. We have about 100 men work
ing, but we had to turn away a lot of new 
jobs last year and this year because we feel 
that the present size of the operation is big 
enough." 

Walter Coletti points out that one or two 
highly trained rehab men can spell the dif
ference between success and failure on a 
rehab job. " It's not good economics to depend 
heavily on inexpensive rehab workers with 
limited experience. It may make better sense 
on a difficult job to bring in very experienced 
men and pay them twice as much. This is 
especially true during gut wrecking when 
you don't know what you'll find." 

An over-zealous wrecking crew can knock 
down too much inside and then the whole 
building may have to be reinforced at great 
expense. Unless a wrecking foreman really 
knows his business the whole building can 
collapse. 

During labor shortages, workmen skilled 
in both rehab and new construction deci
dedly prefer the latter. This forces the rehab
ber to hire unskilled, less productive men. 

Currently, with a labor surplus, rehabbers 
in most areas can hire greater nµmbers of 

non-union workers which substantially re
duces labor costs. For some rehabbers, an 
abundance of lower cost non-union labor is 
the key that makes the job economically 
viable, but the productivity of these men 
remains an open question. 

Construction: You can throw 
away the textbook 

Most rehab jobs involve a total gutting of the 
structure with a greater or lesser degree of 
salvage. Though demolition is unfamiliar to 
most new construction builders, restoration 
is often jµst as unfamiliar pecause it involves 
putting together 19th- or l 8th:century 
structural elements, such as fireplaces and 
siaircases, so that they conform to modern 
b1o1ilding codes. Rehabbing 20tq-century 
gpildings is usually easier because the struc
tural members are more familiar. 

During demolition, especially in a high
priced lumber market, studs and beams are 
taken down and put aside for reuse . 

"I usually allow about 10%-20% for bro
ken and rotten studs .and beams," says 
Harold Asen. "Our quantity takeoffs assume 
that most structural members will be saved 
and reused when new walls are erected and 
floors put down. 

"This is a risk when working for your own 
account, but when acting as a general con
tractor for an owner we write the contract 
to protect ourselves from unusual problems 
that may be hidden inside the walls and 
floors . 

In one instance, we bid on a gut job of 
a five-story building that contained a funeral 
home. Our price was based on the assump
tion that the structural beams were intact. 
When we got into the plaster ceilings we 
found that the beams had been badly charred 
by fire a long time ago. Someone had just 
covered up the burned beams with new ceil
ings. So, of cqurse, we were paid extra to 
replace the burned members." 

In rehabbing row houses, Jay Gross uses 
a different approach. 

"To survive in the marketplace, we rehab 
a group of row ho.uses the sarp.e ~ay we 
approach new construction. Th~? 'i:p.eans re
ducing custom work to an absolute minic 
mum, and having most of the work done o~ 
a production line basis . That's why it's es
sential to have 20, 30 or more identical 
houses all together. 

"The gutting and the rough work may be 
individualized, but the iater detail work is 
handled on a production basis so that we 
obtain substantial economies. Even though 
we may be knocking down the rear half of 
each house, changing ceiling and floor levels 
and putting in basements, the job should 
have the same fast pace as new construction. 

"To do this we might fake some olr;! wood
work from stock colonial-style trim and 
molding, or we might make copies of older 
hardware ." 

Buying groups of buildings to rehab pro
vides other advantages. Capital and operat-

ing costs can be subs tantially trimmed by 
installing a single heating/hot water package 
to serve several buildings. 

When marketing to families, doorways 
can be cut through party walls to double the 
width of apartments in narrow row houses. 

Walter Coletti points out that the quality 
of material going into a rehab job that will 
be held for investment should be very high. 

"Items like hinges, locks, faucets, shower 
bodies and windows should be made to last 
so that your maintenance is kept under con
trol. Unfortunately, many rehab contractors 
and sub-contractors have become masters of 
the job that looks great but falls apart in five 
yeiirs. It's up to the builder/owner to care
fully evaluate each component for quality. 
A typical example is putting cheap fix tures 
in a bathroom. The fixture may look fine 
even when it's leaking like a sieve and ruin
ing the ceiling below-" 

In B'oston, a combination of careless ten
ants and shoddy rehab work has produced a 
growing new business called rehab-rehab
renovating rental property for the second or 
even third time. Rehab-rehab is further in
creased because of new building code re
quirements which call for improvements to 
existing structures such as posted-to-the
ground rear porche~ and steel stairways at 
four stories and above. 

Rehab-rehab business is most often found 
in depressed low-income areas, but social 
and economic winds can change so that 
rehab-rehab is worthwhile. For example, in 
the Boerum Hill section of Brooklyn, a grow
ing number of well-to-do brownstoners rub 
shoulders in the corner bodegas with $100-
a-weekfactory workers who rent in the same 
neighborhood. Thus, rehab-rehab would be 
financially justified because when buildings 
are rented or sold, the consumer is not the 
factory worker but middle- and upper-mid
dle-income families who want to live in 
comfortable surroundings close to the 
downtown Brooklyn cultural and shopping 
centers. Wall Street offices are less than 15 
minutes away by subway. 

Financing: For a sound deal, it's easy. 

For many rehabbers, conventional financing 
is the only way to go. 

"The red tape and restrictions that are 
inherent to government financing are too 
hazardous," says Lester Brook. " If you own 
a vacant building at a good location, you 
should have no problem getting conven
tional financing from a bank. 

"In Manhattan's Chelsea, we are convert
ing a 28-unit building we own to 52 units . 
We figure that about 20% -25% of the job is 
front money. Based on approved building 
plans, we'll get a long-term take-out com
mitment, and then we'll shop around for the 
best terms for a temporary construction loan. 
We'll hold the property as a long-term in
vestment. 

"We'll have the benefit of cashflow from 
the rents, long-term depreciation to offset 
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URBAN REHAB CONTINUED 

profits, and tax exemption and abatement on 
city real estate taxes." 

As an inducement to the owner/builder, 
Section J5 l-2.5 of the Administrative Code 
of the City of New York provides that any 
increase in assessed valuation resulting from 
rehabbing may be exempted for 12 years "to 
the extent of the reasonable cost of such 
alterations and improvements as certified by 
the Housing and Development Administra
tion." In addition, real estate taxes are abated 
up to 8V3 % of 90% of the improvements for 
nine to twenty years. 

Many builder/owners declare that tax ex
emption and abatement provides "the bulk 
of the profit in New York rehab", while 
others say it helps but isn't essential. 

"Tax abatement and exemption, 11 says 
Brook, "puts more meat in the profit . For 
some deals, it makes the difference between 
going in or dropping it. 11 

Skrill also thinks well of tax abatement 
and exemption, even though when he con
verts single room occupancy buildings to 
Class-A multiple dwellings the rents are 
subject to controls to qualify for tax exemp
tion and abatement. 

"You start off with rents set at the market 
level," says Skrill, "and they will be in
creased to keep pace with rising costs. The 
taxes on this 35-unit building after rehab 
would be $20,000, but because of tax exemp
tion and abatement I'll pay no taxes for nine 
years and a reduced tax for additional years." 

Skrill does not wait for a long-term take
out commitment before starting rehab work. 

"I obtain the construction loan at the best 
rate I can and begin work. Ii I can get a 
long-term take out at the beginning, that's 
fine . But banks like to see what you're doing, 
so it's more likely that you'll have to sweat 
out getting the take-out commitment until 
the job is almost finished. 

In Philadelphia, Joseph Ottaviano, Jr . han
dled a Society Hill rehab differently. 

"We bought a one-family house in a prime 
location for $13,800. Then we went out and 
found a buyer for the yet-to-be-renovated 
building.Using his design, we totally re-built 
the house during a six-to-eight month period 
at a cost of $75,000. We carried the financing. 
Then when the house was finished, our buyer 
went out and got bank financing to purchase 
the house for $102,000. So our profit was 
about 15%." 

Jay Gross says, "We've done a lot of rehab
bing but it 's not as profitable as merchant
built single family houses or garden apart
ments." 

Harold Asen says, "Rehabbing for us is a 
matter of timing and opportunity. Ii we are 
deeply involved in developing a tract of 
single-family homes, we may not want to get 
into a rehab job at that time. However, we 
will purchase buildings that lend themselves 
to rehab and stock them for slack periods." 

Profit, however, is not the sole motive for 
going into rehab work. Many rehabbers agree 
with Jay Gross when he says, "There's a lot 
of psychological satisfaction in rehab 
work- more than in new construction. Ii I 
didn't really like rehabbing, Iwouldn'tdo it." 

-MICHAEL J. ROBINSO N 
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Casebook of 
inner city 
renovations 
Whatever name they go by
town house, row house or 
brownstone- hundreds of small 
inner city buildings are ripe for 
conversion into income-produc
ing apartments, private homes or 
combinations of the two. 

The four shown on the follow
ing pages illustrate a variety of 
renovation opportunities that 
are possible with these old 
single-family city houses . Three 
of them-winners in the 1972 
Homes for Better Living program 
sponsored by The American 
Institute of Architects in coop
eration with HOUSE & HOME and 
American Home magazine
have been converted into three
unit buildings. The awards : 

First Honor A ward to Peter 
Sampton, partner, Cruzen & 
Partners, architect, page 7 4. 

Award of Merit to Stephen 
Lepp, partner, Gueron, Lepp & 
Associates, architect; J. L. 
Mayers & Co. Inc., builder, 
page 78 . 

Award of Merit to Fred R. 
Klein, architect and builder, 
page 82. 

The fourth renovation, on 
page 84, remains a single-family 
house. 

Despite the constricted sites of 
most city houses, there's an op
portunity to provide private 
outdoor living at the rearof most 
renovated units. For example: 
The deck at left opens off 
a restored Philadelphia house 
shown onpage84. 
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CASEBOOK CONTINUED 

In old city house No. 1: 

Two flats 
piggybacked over 
a large duplex 

Income from the two flats
approximatel y $350 per month 
each-plus New York City's tax 
abatement program allows 
architect Peter Sampton's fam
ily to live almost rent-free in the 
three bedroom, 1, 700-sq. -ft. du
plex (New York's term for a 
two-level apartment). 

And although the duplex was 
designed for the Sampton family, 
it could be rented out for addi
tionai income. 

As with most New York City 
brownstones, the basic design 
problems revolved around the 
relatively constricted space in 
the original building and the 
tight site (16'2"xl00'). The solu
tion-shown in photos and 
plans-was a maximum use of 
glass and a minimum use of in
terior partitions. 

Plans show how most interior 
partitions were eliminated to 
create an open feeling in both 
the duplex and rental units. 
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Renovated townhouse (fourth 
from left in photo above) needed 
little work on the facade . Major 
change was the substitution of 
a large fixed-glass window for 
two smaller windows similar to 
those in th e adjoining twin 
houses. Rear elevation (right) 
was extensively altered. An 
original extension, which was 
half the width of the house, was 
demolished, and the house was 
squared off with large glass 
areas and a skylight that illumi
nates the interior with reflected 
northern light. PHOTO S: DA VID HIR SC H 
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CASEBOOK CONTINUED 

Upper level of duplex is virtu
ally free of partitions. The 
sweep of this level from the 
rear glass wall and study area 
/top photo, right} through the 
dining room /top, far right} and 
kitchen /bottom, righ t} counter
acts the squeeze imposed by 
the narrowness /16 12 11

} of the 
house, and also lets the rear 
glass wall bring daylight into 
the whole area. Whi te-pain ted 
brick walls increase the feeling 
of spaciousness. Room defini
tions are outlined by furniture 
groupings. The same spacious 
feeling is achieved in the chil
drens 1 sleeping area on the lower 
level /bottom, far right}, where 
6'-wide bifold doors are opened 
during the day to form sitting 
and play space. 
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CASEBOOK CONTINUED 

In old city house No. 2: 

Three apartments 
for three different 
life styles 

This New York City renovation 
is a grab bag of planning ideas for 
almost any city house conver
sion. For, although it was spe
cifically designed for three gen
erations of one family, each unit 
reflects the needs of a different 
market-empty nester, single 
person, family with children . 

The multi-use design by 
Gueron, Lepp & Associates puts 
the empty-nester unit on the 
first two floors; the single's effi
ciency unit on the rear half of the 
third floor; and the family apart
ment on the fron t half of the third 
floor, the fourth floor and the 
fifth floor which was added when 
the house was remodeled. This 
arrangement also makes it 
possible to use the efficiency 
unit as guest quarters for the 
empty-nester apartment. 
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Each apartment opens to a pri
vate outdoor living area (see 
plans} at the rear of the building. 
There's a patio {seen from bal
cony in photo at upper right} off 
the two-story high living room 
in the empty-nester apartment. 
The single's unit has a balcony, 
and the master bedroom in the 
family apartment opens to a ter
race. The house also bas a base
ment (not shown} with wine 
cellar. GROUND FI.OOR 

TH:LRDE'LOOR 
PARLOR. FLOOR 



FOUR.TH FI,OOR, FIFTH: FLODIG 

The facelifting on the street side 
includes a new brick facade and 
a brick wall forming an entry 
court (photo, far left}. The photo 
at left shows contrast of this new 
front with the original facades 
of neighboring houses. 

PHOTOS: HENR I CUERON 
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CASEBOOK CONTINUED 

A duality of heights in the living 
room of the empty-nester apart
ment fright} helps open up the 
long, narrow interior {45 'x20'} 
and provides a sweeping vista 
back toward the dining room, 
which is partly screened by a 
partition to the left of the stairs. 
The open feeling is enhanced by 
mirrors behind built-in shelves 
along the left wall and by white 
oak and light rock-maple floors 
and white-painted walls. The 
supergraphics were designed 
during the early planning stage 
as part of the overall layout 
scheme. 
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Dining room of the tri-level 
family apartment occupies a 
bridge-like area that straddles 
the living room and overlooks it 
on both sides (see plan, previous 
overleaf/. The two photos above 
show the dining room looking 
toward and from a stairway 
leading up to the bedroom. 

HENR I GUE RON 
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CASEBOOK CONTINUED 

In old city house No. 3: 

Three apartments 
with a variety of 
interior spaces 
As the sectional drawing below 
shows, this renovated house in 
Washington, D.C., has two 2-
level apartments facing the 
street and a three-level apart
ment in the rear. 

By dividing the house into 
multi-level units instead of 
standard flats, owner/architect 
Fred R. Klein was able to com
mand rents that are 15% to20% 
higherthan those for comparable 
space in the same neighborhood. 

Multi-level apartment plan
ningyielded two added benefits: 

First, portions of old floors 
could be removed to create two
story-high spaces-a major ad
vantage on the ground floor 
where the original ceiling was 
only 7' high. (Other floors had 9' 
and 10' ceilings) . 

Second, the entrance to the 
upper front unit could be placed 
on the third level, eliminating 
the need to climb an extra flight 
of stairs. 

The architect/owner did run 
into one problem: Because 
building codes were not set up to 
accommodate the multi-level 
approach, city officials had to be 
convinced it was viable. 
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Plans show how 
e a ch apartment 
opens to a private 
outdoor living area 
-a rear patio off 
the rear unit's din-
ing room, a front ~F'T 
patio off the bed
room hall of the 
lower front unit and 
a roof deck reached 
by stairs from the 
upper front unit. BR 

FDGST FI:,OOR. 

C,R.O!JND FLOOR 

Original facade (far left} was left 
undisturbed so that the house 
would maintain its strong rela
tionship with the rieighborhood. 
The three-floor rear apartment 
is entered at m id-level through 
the door shown in the center of 
the bottom photo. This level 
consists of the living room and 
a half-bath. One bedroom (photo 
below} in the upper front apart
ment receives most of its light 
from a two-story well overlook
ing the roof deck shown in the 
photo at left. 
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CASEBOOK CONTINUED 

In old city house No. 4: 

A modern 
city home for 
one-family living 
Although this Philadelphia res
toration was planned as a private 
home for owner/architect Peter 
M. Saylor (of Dagit/Saylor), a 
similar renovation could be han
dled on spec at a profit-given a 
like combination of circum
stances. 

First, the 80-year-old house 
was in bad con di ti on, so the price 
was well below what a similar 
home in a good neighborhood 
would command. 

Second, the house had never 
been totally remodeled into 
apartments . So although the 
original kitchen had been re
moved during an earlier conver
sion of the bottom two floors 
into offices, the old baths and 
much of the original woodwork 
and doors remained and were 
integrated in to the new con tem
porary layout. 

Third, Saylor did the demoli
tion and rough carpentry work 
himself . 

So the total outlay was about 
$40,000-of which $10,000 
went for materials and labor by 
electricians, plumbers, etc. Say
lor estimates he could sell the 
house for around $60,000. 
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A striking contrast between the 
tight, jammed-in front of the 
house and the wide-open rear is 
self-evident from the photos at 
left and below. The addition of 
the top-floor deck for a private 
outdoor living area was neces
sary because the house occupies 
almost the entire l 6 'x49'6" site . 
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Since lack of light and a pleth
ora of small rooms were the 
main renovation problems, the 
house was divided into two 
functional units-public and/or 
social activities on the first two 
floors and private family rooms 
on the top two. Mos t structural 
changes were made on the 
lower levels where an enclosed 
area between the living room 
and the stairway was removed 
along with a wall between the 
stairs and the dining room. 
Thus the whole first floor is a 
single open area {photos, right} 
interrupted only by a spur 
wall separating the kitchen 
from the dining area. And the 
spacious feeling was increased 
by removing a large section of 
the dining room ceiling-a 
move that brings in additional 
daylight and opens the first 
floor and the second-floor sit
ting room to each other. 

Elsewhere, the only major 
structural change was on the 
third floor, where a wall be
tween two small bedrooms at 
the rear of the house was re
moved to form the new master 
bedroom (see plans}. To main
tain the desired split between 
family and public areas, the 
second-floor bedroom is used 
for guests. 
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Whenever possible, new mate
rials were chosen to work with 
the old materials that were 
saved. For example, the two 
photos show how well the new 
parapets blend with the old 
stair railings. 
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To: House & Home edit staff 

From: Stan Fisher, McGraw-Hill World News, Atlanta 

Subject: The 

There's no doubt about it. At the 
rate of 33 permits per 1,000 pop
ulation, Florida is the hottest 
building market in the country. 

It's a pace that, if it keeps 
going, will double the state's 
housing stock by 1980. And it's 
backed up by in-migration fig
ures which predict that by the 
same year Florida will be the 
third most populous state in the 
country. 

You asked me to take a look 
at the Miami-Ft. Lauderdale seg
ment, where the rate of building 
(more than 50,000 permits in the 
first seven months of '72) is the 
fastest in the state. 

Besides the almost over
whelming construction pace, 
two things struck me particu
larly hard. 

One was the tremendous vari
ety of housing and ownership ar
rangements. There is literally 
something for everyone. Condo
miniums blanket the price 
range- from $14,990 on up
and include townhouses, single-

story fourplexes, mid-rises, 
high-rises and even detached 
houses (at World of Palm-Aire) 
for people who (like me) want to 
own a house without shoulder
ing the maintenance burden . Or 
there's Gold Key Villa by Devel
opment Corporation of America, 
which offers $15,400-$20,000 
detached houses in fee simple 
with a complete exterior main
tenance program. 

What's more, all the housing 
is being occupied as fast as it can 
be built. If there is any softness 
at all, it seems confined to the 
luxury condominium and rental 
markets. 

Mixed blessing. But the very 
size of the boom is a source of 
trouble. And this leads to my 
second strong impression 
-namely, that a lot of build
ers are very much on the 
defensive because they feel the 
community is picking on them . 

It all has to do with building 
moratoriums already in effect 
and the threat of more to come. 

High-rise condominiums (World of Pa lm-Aire) 
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The moratoriums-on sewer 
connections and high-density 
land use-are especially worri
some in Dade county, which is 
roughly the Miami segment of 
the market . 

The sewer moratorium is a 
state regulation enacted Sep
tember 12 by the governing 
board of the Florida Department 
of Pollution Control. It forbids 
additional sewer connections to 
sewage treatment facilities that 
do not meet the state's require
ments of 90% secondary treat
ment, and there are many such 
facilities in Dade County. It does 
not, however, prevent builders 
from installing their own pack
age plants, subject to state regu
lation, and later tying them into 
the planned regional treatment 
plants. 

The sewer moratorium will 
hurt many builders who are just 
getting their projects off the 
ground, and may, in fact, put 
some out of business. On the 
other hand, for those who have 

Market 

buildable land in the proper 
locations, the moratorium 
serves almost as a guarantee that 
housing supply will be some 
time in catching up with de
mand. 

[As this issue was going to 
press, Dade County builders 
had rushed through thousands 
of permits-about six months' 
worth-by the October 1 dead
line that had been set by the 
state Pollution Control Board. 
Many of these permits involved 
incomplete plans. 

[The hope was that money 
would soon be available from 
the state or county at least to 
start work on expanded sewage 
treatment facilities to handle 
the buildings involved. ] 

The density moratoriums, 
now being fought out in the 
courts, represent one more colli
sion between private and public 
rights. 

They are an outgrowth of the 
angry reaction of Key Biscayne 
residents to high-rise units built 

Recreation Building, Sunrise Lakes (Development Corp. of America) 
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on the ocean front in 1970-71. By 
early this year the Key Biscayne 
reaction had spread countywide, 
and in March voters approved 
legislation enabling the Dade 
County manager to impose tem
porary bans on high-rise con
struction if petitioned to do so. 

Since the legislation was 
passed, eight moratorium peti
tions have been filed- four were 
granted, three were denied, and 
one is still under study. How
ever, no land has been rezoned 
to a lower density, which, of 
course, is the petitioners' ulti
mate goal. 

Meanwhile, a local judge, in 
upholding a ban fought by one 
developer, said that since the 
enabling law forced a confronta
tion between public and prop
erty rights, it should be reviewed 
by the state supreme court; the 
review is still pending. The judge 
also ordered the county to get 
going on a comprehensive re
view of zoning laws and support 
services that were authorized by 
the county commission in June . 

Builders are also worried be
cause some municipalities have 
been getting into the act. For in
stance, North Miami, where 
apartment construction this 
year is about double the 1971 
rate, has extended indefinitely a 
ban enacted in June on all con
struction except single-family 
houses and duplexes. 

Broward County has also had 
its problems. Early this year the 
city of Hollywood rolled back 
densities on some property, and 
in September the state pollution 
control department gave the 
county authority to deny build
ing permits for projects consid-

ered threats to the county's sew
age treatment plants and also to 
reject any new plans for ocean 
outfalls . 

Despite the threat of morato
riums-possibly even because of 
it-construction continues at a 
record pace. 

Contrasting markets. Surpris
ingly, despi te their proximity, 
Dade and Broward counties offer 
such different markets that few 
builders are active in, or even 
familiar with, both. 

The demand in Dade, which 
runs from Nor th Miami to the 
south, is chiefly for primary 
housing for people who work in 
the county, although there is 
some retirement and second
home activity in the North 
Miami and Miami Beach areas. 

In-migration in Dade County 
tends to come from the North
east-so much so that some call 
it "New York with palm trees ." 
But the area has also acquired an 
international flavor because of a 
large influx of Cubans. 

In Broward County, on the 
other hand, demand is heaviest 
for second and retirement 
homes, although housing for 
those who work there seems to 
be on the increase. In-migration 
to Broward tends to be from the 
near-Midwest, which gives rise 
to the sobriquet "Cleveland by 
the Sea." 

An even finer distinction be
tween the two areas has been 
drawn by one builder, who says 
buyers of second and retirement 
homes in Broward are or were 
executives of large companies, 
while Miami Beach in Dade 
County tends to draw profes
sionals and self-employed busi-

Townhouses, Hills of lnverrary (Haft-Gaines) 

nessmen as homebuyers . 
No big invasion. I was also 

surprised that such an active 
market has attracted relatively 
few out-of-state builders . On the 
contrary, it's the local builders 
who are venturing out of home 
base . For example, Lennar Corp. 
now builds in St. Petersburg, 
Braden ton, Atlanta and Phoenix; 
MGIC-Janis has branched out to 
Orlando; and Development Cor
poration of America is building 
in Orlando and-through its 
subsidiary, Mayer Corp.-in 
New Jersey. 

Among the invaders from out 
of state are Crow, Pope & Land 
of Atlanta; Newport Corp., a 
subsidiary of Meridian Corp. of 
New York City; Massachusetts
based Campanelli Inc ., which is 
joint-venturing with Gulf
stream Land & Development 
Co., and Seay & Thomas Inc., a 
subsidiary of Chicago's IC In
dustries, in a joint venture with 
Radice Realty & Construction 
Corp. 

Getting down to hard figures, 
here's how the Miami-Ft. Lau
derdale market shapes up. 

Multifamily all the way. In 
both Dade and Broward coun
ties, multifamily construction 
dominates the scene. In Dade, for 
example, this year's rate of mul
tifamily building is double last 
year's. By contrast, production of 
detached houses-both single
and two-family-has stayed at 
the 1971 level. In the first half 
of this year, permits were issued 
for 17,440 multifamily units
up 8,584 over the comparable 
1971 period. Meanwhile, per
mits for single- and two-family 
houses totaled 5, 156-down 79 

Condominiums, Sunrise Lakes (DCAJ 

from last year's figures. 
Those figures can be slightly 

misleading, however, because 
there's no hard and fast rule for 
counting townhouses in Dade
some are counted as multi-fam
ily units, others as single-family 
houses. In any case, the valua
tion of all permits issued in Dade 
through June was $575.4 million 
compared with $405 million for 
all of 1971. 

In Broward County, 24,453 
permits were issued in the first 
sevenmonthsof this year. That's 
more than half again the entire 
1971 total of 15,624. The '72 
breakdown: 5,880 detached 
houses and townhouses, 906 du
plexes, and 17,667 multifamily. 

There seems to be no accurate 
guide as to how multifamily 
construction breaks down be
tween condominiums and ren
tals. I encountered estimates 
ranging all the way from 5% 
condominium in Dade to 85% 
for both counties. Statewide, 
however, Advance Mortgage 
Corp. of Detroit, in its latest 
study of U.S. housing markets, 
estimates that up to one-third-
40,000 units-of Florida permits 
were for condominiums. If that 
estimate is on target, it means 
that Florida builders accounted 
for at least a third of all condo
minium starts in the country 
during the first half of the year. 

Who's No. 1? Roughly 1,500 
builders are active in Dade 
County, but the bulk of con
struction is probably handled by 
about 400. 

The biggest producer in Dade, 
if not in the entire Miami-Ft. 
Lauderdale market, is Lennar 
Corp. (also known as F&R Build-
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ers), which accounts for 23% of 
the county's single-family house 
sales. The company, which 
builds both detached houses and 
townhouses, reported more than 
1,000 sales in the first half of '72, 
and expects to top 2,000 by year
end. It sells in all price ranges, 
but the average is $25,500. 

No one else comes close to 
Lennar in Dade's single-family 
sweepstakes. The next four in 
line, based on January-through
June sales, are John Priestes 
Homes, 264 sales; Carol Hous
ing, 143; Sengra Development 
Corp. (which builds in the big 
planned community of Miami 
Lakes), 122, and MGIC-Janis, 
113. 

From there on out, it's a cat
and-dog fight among scores of 
smaller builders. For instance, 
the builders ranked from six to 
20 came up with only 638 sales 
compared to 1,659 for the top 
five. 

In Dade's condominium mar
ket, second-quarter sales figures, 
the only ones available, are a tip
off on who leads the way. In that 
period two companies were neck 
and neck-Robert Siegel/GAC 
with 477 sales at its Maison 
Grande and Prado projects and 
Sam Rizzo with 469 at Naranja 
Lakes. Trailing the two leaders 
were Centex with 199 sales at 
Winston Towers and Arlen Re
alty and Development Corp. 
with 178 at Aventura. 

In Broward County, major 
builders include MGIC-Janis, 
FPA Corp., Development Cor
poration of America and Haft
Gaines Co. FP A, one of the 
county's top five condominium 
builders since 1967, led the mar-

ket in 1971. Haft-Gaines, a 
subsidiary of Fuqua Industries, is 
developing Inverrary, a 1,000-
acre, recreation-oriented PUD, 
in association with Jackie Glea
son. 

One company with a lot of 
clout in the Broward market is 
Gulfstream Land & Develop
ment, which owns nine square 
miles in the western part of the 
county. The company does no 
building itself but sells devel
oped acreage to builders. 

Behind the boom_ Builders say 
their buyers are a cross-section 
of the population, with the 
strong housing demand in both 
counties apparently being fueled 
by the extensive in-migration. 
Greater Miami grew by 
35.6%between 1960 and 1970, 
while the population of Ft . Lau
derdale and Hollywood in
creased by 85.6%, a rate sur
passed only by two metropolitan 
areas in California. 

Affluence is also fueling the 
market, since many sales are to 
second-home buyers. One condo 
builder told me the year-round 
population of his project is only 
about 30%, while another 
tabbed his at 50%. And while 
both of these builders' condos 
start in the high $20,000s, there 
are some indications of second
home buying in the high 'teens 
and low twenties . 

Local builders also observe 
that the movement in the mar
ket is northward. 

A sale every three minutes. 
The pace of sales is apparently 
strong. Robert Seigel, whose 17-
story Maison Grande units sell 
from $36,000 to $65,000, says he 
averages one sale a day. Execu-

Garden apartments, Falls of Inverrary (Haft-Gaines) 
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tives at Inverrary say sales 
average 50 a month. Palm-Aire 
sold 517 condo uni ts in fiscal 
1972. Sunrise Lakes sold 1,350 
units in 10 months. And at 
Miami Lakes, 54 "mini" town
houses-720-sq.-ft . units at 
$24,900-sold in three hours, or 
about one sale every three min
utes. 

Building is almost totally 
speculative, with heavy reliance 
on models, but m any builders 
seem to find their buyers before 
the units are out of the ground. 
At one project I visited, there 
were perhaps 40 to 60 units ac
tually under construction, yet 
the sales manager said he had 
sold about 200. Some builders 
report waiting lists. 

Marketing, in fact, seems less 
aimed at selling per se than at 
selling fast so the builder can get 
his money out. That can have its 
hazards, one builder said, "if you 
don't have a good handle on costs 
so you can adjust prices accord
ingly." 

Although one executive told 
me he has never heard of anyone 
failing to sell out, it's possible to 
ger hurt in the market. There are 
persistent reports of softness in 
the market for highrise luxury 
condominiums, and some fear 
these towers, m ostly along the 
waterfront, have been overbuilt. 
On the other hand, one builder 
who disagrees points out that 
sales in this segment are always 
slow. 

There is some uncertainty, 
too, as if builders fear the bubble 
may burst. One marketing man, 
after showing me around his 
project, said softly as if to him
self, "Of course, you always 

wonder where overkill is ." 
But such fears are groundless 

if the resale market is any in
dication. It's strong. 

One retiree estimated that his 
$22,500 home has appreciated 
about $2,000 in the nine months 
he has been there, and a Dade 
County homeowner told m e he 
has gotten appraisals of $10,000 
to $11 ,000 above his year-ago 
cost of $34,000. 

The land factor. Not surpris
ingly, land costs are rising fast. 
Some reports put the increase at 
300% over the past three years. 
Land in the Homestead area of 
southern Dade that sold for $2,-
000 an acre three years ago now 
commands $7,000. Similarly 
priced land is also available in 
Broward, according to some 
reports, but in the better loca
tions the price is commonly 
$15,000 to $20,000. 

One developer cited his expe
rience in one project as a guide. 
In 1968 he bought his first parcel 
of land for $5,000; in 1970 and 
again in 1972 he paid $10,000 an 
acre for adjoining property; now 
nearby land is approaching $15, · 
000. Another builder says his 
main problem is not land costs 
but sewer and water availability . 

In recent years Dade County 
has seen the advent of the devel
oper who sells developed lots to 
builders. This is the route now 
being taken by Bernard and Jay 
Janis, who until a few years ago 
were builders, and by David and 
Martin Woolin, who built on 
4,000 of their 6,000 lots in South 
Miami Heights and then sold the 
others. 

Several local builders com
plained of difficulties in <level -

Townhouses, villas and medium-rises , (World of Palm-Aire ) 



oping land in the area. But when 
I broached the subject to an out
of-stater who had moved into 
Florida, he looked a little incred
ulous. 

"This stuff is butter to anyone 
who has ever worked in the 
Northeast," he snorted. Still, 
much of the low-lying land must 
be extensively filled to meet 
county flood-plain require
ments. One builder with that 
problem said his development 
costs have gone up from $7,000 
an acre in the late 1960s to $11,-
000 this year-an increase he 
attributed to doubled labor costs 
and increasingly rigid govern
mental standards. 

Low vacancies. The rental 
market looks as strong as for-sale 
housing. Louis Veal of Keys Co. , 
Miami'slargest realty operation, 
says the only noticeable softness 
is in the over-$400 range. 
Overall, he estimates the va
cancy rate in Dade County has 
risen slightly to between 2 % and 
3 % from less than 1 % 18 months 
ago. 

Sam Adler, a top rental 
builder-operator, says the mar
ket has never been better. Adler, 
who manages 3, 700 units in the 
two counties and is building a 
1,200-unit, high-rise complex, 
finds referrals from his tenants 
(who are mostly over 50) so good 
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that he has no need to advertise . 
Another observer, however, is 

cautious about rental statistics; 
he says there are probably several 
hundred small operators in the 
market, and this fragmentation 
makes accura te data hard to 
come by. 

The good life. No matter what 
their price range, the large 
Miami-area projects put heavy 
emphasis on lakes, pools, tennis, 
golf and community clubs. 

Among projects with such 
amenities are Miami Lakes 
(townhouses from $24,900 to 
$70,000 and detached houses 
from $50,000 to $80,000); Ken
dale Lakes (townhouses from 
$2 7,000 to $50,000 and detached 
houses from $4 7, 000 to $60,000); 
Inverrary (townhouses from 
$47,000 to $69,000 and condo
minium apartments from $27,-
000 to $58,000); The World of 
Palm-Aire (condos from $27,000 
to $50,000) and Sunrise Lakes 
(condos from $14,000 to $22,-
990) . 

Within the houses and apart
ments standard items include 
the usual kitchen appliances, 
plus garbage disposers or trash 
compactors. Wall-to-wall car
peting is widely used, and I also 
saw a lot of luminous ceilings in 
kitchens. 

Bathrooms are lavishly de-
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signed and equipped, and many 
have separate dressing areas . In 
fact, I got the feeling that some 
houses had been designed 
around the baths . 

One builder says buyer inter
est in family rooms is decreasing. 
His reasoning: many families 
now own two or more TV sets, 
so they no longer gather in one 
room to watch the flickering 
tube. Another builder says his 
buyers, many of whom are from 
large urban areas, are concerned 
about security, but other build
ers say they see no trend there. 

Shortages? Most builders say 
their labor and materials costs 
have been rising about 1 % to 
1.5% a month over the past three 
years, with each category con
tributing about half of the total 
increase. A few builders com -
plain about brick, cement and 
concrete shortages that have 
hit the Southeast this year . To 
cope with the problem, they try 
to carry large inventories of 
those materials. 

For the most part, builders are 
satisfied with the area's subcon
tractors, though several noted 
that there are few subs of the size 
and resources common in the 
Northeast . 

Except in the finishing trades, 
labor seems to be plentiful. One 
possible reason is the influx of 
Cubans-particularly in Dade 
County-who are a source of 
non-union crews and who don't 
balk at sunrise-to-sunset work
ing hours . 

The quality question. I asked 
a number of builders to appraise 
the quality of their competitors' 
housing. The most common 
response: "As good as they can 
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afford to provide within their 
price ranges." 

As for design, the most fre
quent word I heard was "conser
vative," and one builder said 
"stagnant. " Most of the con
struction is concrete-block and 
stucco, with brick and wood only 
in the upper price ranges. 

Responsibility for the "con
servative" design seems divided 
among builders, who see no need 
to innovate in a strong market, 
and lending institutions and 
governmental agencies, whose 
practices and policies do not en
courage innovation. 

Among architectural firms 
that are active in Miami, but 
headquartered elsewhere, are B. 
A. Berkus &. Associates, Lester 
Collins, John Simonds, and Ed
ward D. Stone. There are reports 
that Perkins &. Will of Chicago 
will soon be designing for Miami 
builders. 

Contrasting views. While the 
Broward County builders and 
developers I talked to were 
worried about such problems as 
moratoriums, they seemed to be 
positively serene compared to 
their Dade County counterparts . 
To a man, the Dade builders 
complained about the county's 
bureaucracy, changing state and 
county requirements and over
lapping and conflicting juris
dictions within the county. Even 
if a builder has done all his 
homework, they said, it can take 
from nine months to a year to get 
a tract plotted and building per
mits issued. In Broward, on the 
other hand, permits are issued in 
about 60 days. Said one Broward 
builder: "It's an easier-but not 
an easy-market." • 
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PROJECT: Harbour Village 

LOCATION: Branford, Conn. 

DEVELOPER: Harbour Village, Inc. 

ARCHITECT: The Lawrence Associates 

LANDSCAPE ARCHITECT : Theodore Ranmetz 

SITE AREA: 24 acres 

NUMBER OF UNITS : 151 condominium apartments and townhouses 

PRICE : $31,500 to $60,000 



If you buy it at the right price and develop it intelligently, even the most difficult 

piece of land can turn out a winner. Harbour Village is built almost entirely 

on rock, and precipitous rock at that; the only other terrain was a salt marsh that 

had to be filled and have piles driven into i t before anything could be built on it. 

But the site was also beautifully wooded, and it opened onto a lovely cove off 

of Long Island Sound; considering these advantages, the land price was very reasonable. 

Development costs were abnormally high, as would be expected. But the prime 

location, combined with planning and architecture that enhance the site's natural 

advantages, has made the project a success both marketwise and financially. 
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The inherent diffi culties of Harbour 
Village's site are apparent in the site 
plan above and the photos on the 
fac ing page. Topo lines show not just 
a big elevation change-from 10 ' to 
80 '-but many slopes that are liter
ally straight up and down. And for 
all practical purposes, every building 
had to be put on solid rock. 

This explains why the price of the 
land was only $350,000 when it was 
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bought roughly four years ago. And 
it also explains why approximately 
$5 ,000-per-unit in extra site costs 
was necessary. Most utility runs (in
cluding underground wiring) had to 
be chiseled out of rock, and in some 
cases where trenching would have 
destroyed the natural beauty of the 
rock, tunnels were dug for the utility 
lines. Trees were a problem too. They 
had a hard enough time clinging to 
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the original site; the necessary ex
cavation and road work has killed 
some, despite extreme precautions 
taken to protect them. 

Finally, the site had a somewh at 
lim iting effect on building design . By 
and large, buildings have to be short 
to fi t on available fl at areas. And a 
special townhouse was designed to 
fit on narrow ridges (top photo, facin g 
page/. 
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Harbour Village's five models
three apartm ents and two town· 
houses-are built in to three types of 
structure: a narrow two-story struc· 
ture for one townhouse (previous 
page), a wider, staggered building 
(top of facin g page) for the wider 
townhouses (above, top), and a still 
larger building (bottom of facing 
page) which includes all three apart
ment types (ab ove, bottom). 

There are 56 townhouses of both 
types in the project. All have two 

bedrooms and two-and-a-half baths, 
and sell at base prices of $39 ,900 for 
the smaller and $41 ,500 for the 
larger. 

There are 95 apartments-26 one
bedroom units starting at $31 ,500) 
and the rest, two-bedroom units 
starting at $39,900 and $46,000. 

It is in the area of price, however, 
that the site starts to pay dividends. 
Prime locations, especially those 
with a Sound view, carry premiums ~ 

of up to $15,500. 

0 5 I.OFT 
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Harbour Village's recreation com
plex is shown in the top photo. Built 
on the only non-rock part of the proj
ect, it has a pool plus a 6,000-sq .-ft. 
rec building with a lounge, saunas, 
exercise rooms, etc. Its use is in
cluded in buyers' $30 to $41 monthly 
maintenance fee. 

The bottom photo shows one of 
the views tha t commands a 015 ,000 
premium, and one of the reasons that 
120 of the project's units are sold . 
Roughly 100 are completed, and 

about 80 are occupied. 
Harbour Village buyers are mostly 

empty nesters, and are divided about 
evenly among professional. people, 
executives and retirees. By and large 
the age range starts in the early 50s 
and goes up, although there are some 
younger families. No children under 
16 are allowed, and the developer 
tries to discourage young single 
buyers on the premise that they 
probably won't fit comfortably with 
the majority of other residents. 



Since 1944, Thermopane has been the 
hands-down champion of insulating glass . 
Now it's even better ... Thermopane Xi. It 
has our GlasSeal® edge and a ~116 11 space 
between the panes filled with an inert gas. 

This o/16 /1 of inert gas has the same insu
lating power of % /1 of dry air. Which means 
no matter how cold and raw the winds may 
blow, the inside of homes can maintain a more 
constant level of temperature and humidity. 

The result is less chance of windows fogging. 
LOF's new Thermopane Xi insulating 

units can save home buyers money on fuel 
bills. By blocking heat escape and balancing 
indoor humidity, living conditions are better in 
winter. Thermopane. Thermo
pane Xi. Available only from 
Libbey-Owens-Ford Com
pany, Toledo, Ohio 43695. 

Making progress 
in comfort 

II 
CIRCLE 99 ON READER SERVICE C ARD 

LOF announces the best thing since bricks 
between your customers and the elements: 
Thermopane® Xi™ 

Fixed and opening sash by Andersen Corp., Bayport, Minn. 



massive study of 381,963 sales leads 
from House &Home readers confirms that 

sales action in housing&light construction. 
comes from every segtnen.t of the industry 

To identify all the important people in hous
ing and light construction who are active in 
the selection of building products, materials, 
and equipment, House & Home followed up 
381,963 advertising inquiries from its reader 
service cards and received a 32% return in
volving 123,579 inquiries. 

Survey questions were designed to determine 
what, if any, "sales actions" were taken as a 
result of readers having seen advertisements 
in issues of House & Home. 

For the purpose of this study, "sales actions"
that is, those actions bringing products and 

Reader 
Class i ficat ion 

Literatu re 
ReQuested 
by Readers 
Sur<eyed 

Architects & Designers 7 8 ,5 7 5 

Builders & Contractors 160,707 

Commercial/Industrial 6,732 

Engineers 12,180 

Financial 6,514 

Government 8,907 

Realty 15,015 

Retail Dealers 7 ,697 

Subcontractors 13,626 

Wholesale Distributors 4,309 

Others not identifying self 67,701 

Lit era ture Li terature 
ReQuested Received 
by Sur<e y by Survey 

Respondents Respondents 

27,791 24,256 

48,521 41,756 

2,396 2,044 

4,752 4,181 

2,400 2,103 

4,091 3,597 

4,940 4,369 

2, 158 1,767 

3,771 3,318 

1,426 1,227 

21,333 18,441 

TOTAL 381,963 123,579 107,059 

prospects closer to a sale-have been defined 
as specifying, recommending, approving, pur
chasing, and still investigating further. 

For each sales action, of course, the unknown 
multiplier is the number of residential or other 
units for which the sales action was taken. For 
example, a single purchase mention could in
volve a 10-house development, a 280-unit 
apartment complex, or anything in-between. 

Results indicate in the clearest possible man
ner that sales action comes from every segment 
of the industry, as shown in the table below. 

SALES ACTIONS TR IGGERED BY ADVERTISING 

Spe ci f ied 
Product 

Re co m· 
mended 
Prod uct 

Still 
Ap prov ed Purchased lnvest igat-
Produc t Product ing Product 

Sales 
Tot al Act ions as % 
Sales of Literature 

Act ions Received 

3,570 4,038 2,408 715 6,063 16,794 69:2% 

3,684 4,807 4,309 4,843 14,196 31,849 76.2% 

125 202 104 120 734 1,285 62.8% 

337 481 264 183 1,446 2,711 64.8% 

117 238 112 108 705 1,280 60.8% 

231 407 253 170 533 2,164 60.1% 

245 458 376 257 1,671 3,007 68.9% 

142 206 148 170 604 1,280 72.4% 

252 387 360 360 1,024 2,383 71.8% 

91 194 80 93 420 878 71.5% 

1,183 1,791 1,333 874 5,529 10,710 57.0% 

9,977 13,219 9,757 7,893 33.495 74,341 69.4% 

McGraw-Hill's marketing and management publication 
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BsniB-11lhB gamgs daa1 picks1-upps1/" 
Opens the door ... turns on the light. .. closes the door ... locks up tight! 

Genie! The extra touch that closes home sales 
faster. 

Genie! Pre-sold through national advertising 
and local promotion. 

Genie! Backed by a nation-wide network of reliable 
dealer service outlets. 

Genie! Performance-proved by satisfied users 
everywhere. 

Call your local dealer or mail coupon today. 
You'll find out how the merchandising program for 
Genie Automatic Garage Door Opener Systems 
by Alliance can help you sell more homes. 

r------------------ -, I The ALLIANCE Manufacturing Co., Inc. 
I Alliance, Ohio 44601 Dept. HH-1 1 
I 
I Send booklet about Genie 
I and names of nearest dealers. 
I I Name _____ ______ ~ 

I Address _ _________ _ 

I City ____________ _ 

I State Zip ____ _ 

L-------------------

© The ALLIANCE Manufacturing Co., Inc., Alliance, Ohio 44601 
A NORTH AMERICAN PHILIPS COMPANY 
Maker of the famous Antenna Rotator ... Alliance Tenna-Rotor® . .. "TV's Better Color-Getter!" 

0 197 1 The Alliance Mfg.Co. Inc. 
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PRODUCTS/INTERIORS 

Hardwood plywood paneling with an 
antique look, "Renaissance," is 
available in six different wood 
shades . The pre-finished4'x8' panels 
are flecked and shadowed to produce 
a genuine-aged appearance. Match
ing moldings are also offered. Geor
gia-Pacific, Portland, Ore. 
CIRCLE 200 ON READER SERVICE CARD 

Vinyl wallcovering, "Rivera," has a 
three-dimensional rippled texture. 
Different shades of the same color are 
used to intensify the abstract wavy 
effect. The easy-to-maintain mate
rial comes in 20 colors. Vicrtex, L.E .. 
Carpenter, New York City. 
CIRCLE 203 ON REA DER SERV ICE CARD 

Thermal-fused wall paneling "Hot 
Stripes" has the pattern printed di
rectly onto the lauan base. The panel 
is then coated with a liquid vinyl 
which is heat-treated to fuse mo-

102 H&H NOVEMBER 1972 

Oriental-inspired wallcovering is a 
delicate design of flower petals 
aligned in a geometric pattern. Avail
able in five colorways, "Chinese 

Used brick facing can be applied to 
any interior or exterior surface where 
a rustic look is desired. The '/• "- to 
5/ 16"-thick individual polyester brick 

lecularly to the wood. Panels are 
avai lable in 4'x8' size, in six colors. 

· Matching moldings are also offered. 
Hearin Products, Portland, Ore. 
CIRCLE 206 ON READER SERV ICE CARD 

Peony" is one of six designs in the 
"Great Wall Coverings of China" 
group. Jack Denst Designs, Chicago. 
CIRCLE 20 [ON READER SERVICE CARD 

replicas are held fast by a mastic that 
is both an adhesive and a grout. Plas
tronics, West Yarm outh, Mass. 
CIRCLE 204 ON READ ER SERVICE CARD 

Decorative wall paneling" Aiaria" is 
a multi-color stripe that adds a spa
cious dimension to any area . The 
vinyl-clad panels are available in a 
variety of substrate materials in-

I 
r. 

Hardwood plywood paneling adds a 
luxurious accent to contemporary 
living areas. Panels are available in 
faces of rosewood !shown), teak, 
cherry, hickory, walnut or cedar. All 
prefinished panels are mismatched 
with shadow line V-grooves. Pot
latch Forests, San Francisco. 
CIRCLE 202 ON READER SERVICE C ARD 

Vinyl-faced wall paneling provides 
an early American backdrop for any 
room. "American Heritage" is a col
lage of vintage designs in earth tones. 
Easy-to-maintain panels are vinyl 
laminated to hard-board substrate. 
AFCO, Houston, Tex. 
CIRCLE 205 ON READER SERV ICE CARD 

eluding plywood and hardboard. 
Lightweight units are easy to install. 
Vinyl face is washable and scrubba
ble. Panel Products, Lithonia, Ga . 
C IR C LE 207 ON READER SERVICE C ARD 



When you're a 
builder-minded 
company like 

Whirlpool, you 
take better care, 
starting at the 

drawing board. 
You make it your business to care - through 
every stage of engineering, manufacturing and 
distribution, up to and long after the builder 

~ - ~ turns over the keys. 
·~~_...>-..~----- At Whirlpooi, we try to build the kind of ap-
~~;::-- pliances you'd want in your own home. That 

. . ~~,... ·a doesn't just mean top of the line. The sarne, 
-=H-J.:=- ;·y hard nosed quality control inspectors keep a 

watchful eye on our budget models, too. 
Not just the way they're built but the way 

they ' re packaged -for secure shipment 
through a nationwide system of distribution 
points, to your building site. 

And what happens after your buyer or tenant 
moves in , has always mattered to us. That's 
why we installed the Cool Line - a toll-free, 
day-or-night customer information number. So 
she'll call us , instead of you . 

That's why Whirlpool Warranty Central Serv
ice pays the costs to honor our warranty obli
gations. (lt;s our responsibility, not yours.) And 
that 's why we maintain a network of authorized 
Tech-Care Service centers in all 50 states - to 
make sure quality service is always available. 

Al l things considered, there are lots of good 
reasons besides consumer acceptance of our 
brand name to plan Whirlpool appliances into 
your next project. So give your Whirlpool Dis
tributor a call. You'll be doing business with 
someone who knows the build~r business, who 
speaks your language, who does a lot more 
than write orders. 
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PRODUCTS/INTERIORS 

Decorative plank paneling strikes a 
nostalgic chord. Striking black and 
white "Integrille" is one of three de
signs in the "Vice Versa" series. The 
V•" thick, 16"x8' t&g planks can be 

I 

Three-dimensional plastic laminate, 
"Natural Cane, " has a satin non
glare embossed surface. The bold re
lief design in natural colorations 

Packaged wall graphics in 25" pre
pasted squares are easy to ins tall. 
Limited ed ition silk screen murals 
and super-graphics, by leading West 
Coast artists, are printed on a scrub
bable vinyl. Westwall Graphics, 
Santa Monica, Calif. 
CIRCLE 212 ON READER SERVICE CARD 
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installed with concealed metal clips 
and adhesive . The prefinished hard
board panels have an easy-to-main
tain surface. Marlite, Dover, Ohio. 
CIRCLE 208 ON READER SERV ICE CARD 

simulates the woven look and feel of 
cane . It can be used vertically or 
horizontally. Enjay, Odenton, Md. 
CIRCLE 210 ON READER SERVICE CARD 

Rustic beams of polyurethane foam 
are reproductions of early American 
carpentry. The lightweight decora
tive trim is available in a weathered 
knot ty or hand-hewn-like styles. 
Beams are termiteproof and non 
combustible. Foam Fab, Aurora, Ill. 
C IR CLE 213 ON READER SERVICE CARD 

Prefinished plywood paneling. 
"Wayside Inn," captures the natural, 
rustic look of country living. The 
pattern features a random-plank ef
fect with all the natural swirls, burls 

Extruded cellular PVC mouldings 
can be cut with a knife or saw and 
installed with nails, st aples or adhe
sives. Cellular mouldings will not 
split or crack and are rot-resistant. 
Available in 10 wood tones. Colom
bia Moulding, Baltimore. 
CIRC LE 214 ON READER SERV IC E CA RD 

and knots of American hardwoods. 
The 4'x8' panels come in ten wood 
tones. U .S. Plywood, Champion 
International, New York City . 
CIRCLE 209 ON READER SERVICE CARD 

are "Erin hickory" (left) "Homestead 
walnut," and "Stockade walnut" 
(right). Abitibi, Birmingham, Mich. 
CIRCLE 211 ON READER SERVICE CARD 

.. '• 

Low-density acoustical ceiling ma
terial is a wood fiber composition. 
Material is fabricated into 2'x4' 
panels fo r suspended ceiling systems 
and 12" tiles for use with drywall or 
furred ceilings. Textured surface is 
wheat-toned. Celotex, Tampa Fla. 
CIRCLE 215 ON READER SERVICE CARD 



. -
After 6 trouble-free years 

carrring hot &cold water in 
this Vrrginia home ... 

• ... at pressures ~µig 
many times daily 

tol50psi ... 

'!his CPVC nipe 
still P,erforms liKe the 

Oayitwent in. 

There are three hundred and 
seventy five feet of CPVC pipe 
and 13 i CPVC fittings in the hot 
and cold water system at the 
Ron Sizer residence in Lynchburg, 
Virginia. All the pipe and fittings 
are of hi-temp Geon® CPVC. 

Because the home is located 
on a dead end street (at the end 
of a water line which also serves a 
large hospital) the pressure fre
quently surges to 150 psi and occa
sionally to 160 psi. Normal incoming 
pressure is 100 psi . 

Half the t ime, Mr. Sizer 
keeps full incoming pressure on his 

C IRCLE ] 05 ON READER SERVICE C ARD 

CPVC line. T he other half of the 
time a reducing valve in his base

ment keeps house pressure at 40 
psi.Water from the heating tank 

is supplied at l 50-l 58°F. 
For 6 years there have 

been no failures in the system, no 
service problems, no leaks . 

If you want a pipe or 
tubing that performs- ask us about 

hi-temp Geon vinyl (CPVC) . 
B.F.Goodrich Chemical 

Company, Dept. H-28, 6100 
Oak Tree Boulevard, 

Cleveland, Ohio 44131 . 

~ 
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PRODUCTS/KITCHENS 

Automatic washer and dryer are t ai
lored for today's fabrics. The middle
priced washer offers three separate 
washing programs; delicate, perma
nent press and regular. Combined 
with two standard soak cycles, this 

Eye-level electric range features an 
oven with a continuous cleaning in 
terior finish. Cleaning process 
occurs while oven is set at regular 
baking temperatures. Four-burner 

Built-in dishwasher is super quiet. 
Unit features advanced con
struction, increased insulation and 
sound suppressants to permit dish
washing to proceed quietly without 
disrupting other ac t ivity. Dishes un
dergo a cleansing process that in
cludes two washes and four rinses. 
Modern Maid, Chattanooga, Tenn. 
CIRCLE 218 ON READER SERVI C E CA RD 
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control system allows for pre-selec
tion of a laundry process for any 
washable fabric. Individual push
button controls operate each pro
gram. Maytag, Newton, Iowa. 
C IR C LE 216 O N READER SERVICE C ARD 

unit is also equipped with an auto
matic clock, eye-level controls and 
a timed convenience outlet. Tappan, 
Mansfield, Ohio 
CIRCLE 217 O N READER SER VICE C AR D 

Gas ranges are designed for easy 
maintenance and cooking conve
nience. Eight of the 12 ranges in the 
line are equ ipped with full continu 
ous cleaning ovens. Recessed, liftup 
cooktops and lift-off doors are fea-

Convertible dishwasher can be used 
as a portable or built-in . Front load
ing unit has a rem ov able cutting
board top of selected hardwood. Ma
chine features a Power Scrub™ 

tured. Deluxe ranges have "Temp-
0-Matic" clocks that automatically 
turn oven down to hold food at serv
ing temperatures. O'keefe & Mer
ritt, Los Angeles. 
C IRCLE 219 ON READER SERVICE CA RD 

cycle for tough cleaning jobs such as 
pots and pans. Unit has four push
button-controlled wash cycles. Gen
eral Electric , Louisville, Ky. 
CIRCLE 220 O N READER SERVI C E C ARD 

Glass-ceramic work surface is easy 
to install in any new or existing 
countertop. Installation package is 
equipped with a cardboard template 
for tracing to insure correct place
ment before drilling. "Counter 
Saver" provides a marproof area to 
cut, slice, dice, carve and place hot 
pans. Corning Glass, Corning, N. Y. 
CIR C LE 221 ON READER SERVICE C ARD 



_· t-in 

To give you a new high in adaptability, Custom 
line fireplaces now offer a new low in overall unit 

height. The 42" opening model is only 44" high; the 
36" unit is just 42" high; and the 28" fireplace 

is only 40" high. Chimney offsets and returns-to-vertical 
fit comfortably beneath an eight-foot ceiling 

to save labor and cost. They're ideal for conventional 
use, corner installation or "stacking" on 

consecutive floors. And because they take any 

• 

non-combustible front panel facing to complement 
any decor, Custom fireplaces are perfect for residential, 
apartment or condo use. A complete line of offsets, 
pipes and accessories are available ... including chimneys 
with contemporary or decorative tops. Custom 
fireplaces are self-contained with insulation, ceramic back 
and base and porcelainized sidewalls. D esigned for 
woodburning, electric or gas logs. U.L. listed for 
100'% "zero clearance" to combustibles. 

The PREWAY PAYOFF ... its paying off! 
Paying off for dealers, distributors, home manufacturers, 
builders and investment property owners across the 
nation with new consumer-pleasing product developments 
and design improvements plus ... 

Simplified installation - crystal clear instructions guide 
every step 

48-hr. shipment - on most orders 
Vast selection - all fuels, styles, types 
Low initial cost - from big manufacturing volume 
Beautiful styling - backed by meticulous craftsmanship 

Preway is the fastest growing major manufacturer 
of prefabricated fireplaces in the industry. 
Preway sales have dramatically increased in the 
past year alone, because Preway pays off! 
Write on your letterhead for name and 
location of your nearest Preway distributor. 

PREWAV, inc. 
Dept. 101-B WISCONSIN RAPIDS, WI 54494 
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Cascad~! 
Molded Stone shower floors 
install as easily as they sell. 

Li ghtweight, leakproof Cascade® shower floors install 
right over sub-floor-no back-up requ ired . 
Stainless stee l drain is factory install ed to prevent 
leakage problems on the site . 

Molded Stone® is only 1 /5 the weight of concrete for easy 
handling , yet stronger than natural stone for a permanent, 
trouble-free instal lation. The smooth , non-absorbent surface 
wipes clean in a jiffy, can 't rust or corrode, and is unaffected by 
normal household chemicals. And Fiat offers you nine decorator 
colors and three different shapes to help clinch the sale. Con
tact your Fiat rep resentative or wr ite Dept. HH-11 

QUALITY BY DESIGN 

(FIAT) 
FORMICA CORPORATION 

© 1972 Cincinnat i , Ohio 45202 , subs idiary of c:::::: c vA NA~_.., ::::=,, 
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PRODUCTS/KITCHENS 

______ ....,.._ ~ "'"""'"' 

Electric or gas ranges are avai lable in 
21 '', 24", 30" or 36" w idths. The uni ts 
feature acrylic-finished end panels 
and a 4" backguard. Ranges are 
equipped with full ovens, slide-out 
broiler drawers and recessed con
trols. Athens Stove, Athens, Tenn. 
CIRCLE 224 ON READ ER SERVICE CARD 

Compact kitchen , in furniture-sty le 
cabinet, is idea l for a playroom or 
den. The 42" wide "Debonair" model 
includes a 2-burner electric range, a 
6-cu. -ft. refrigerator with a 25 lb. 
freezer, a deep stain less steel sink 
and an undersink storage cabinet. 
The steel unit is clad with black or 
walnut vinyl and has a matching 
Formica top. When closed lleftl, it 
serves a 6-sq.-ft. work area. Other 
compacts are avai lable with fu ll 
ovens and four burners. Acme Na
tional Refrigeration, Astoria, N. Y. 
CIRCLE 222 ON READER CIRCLE CARD 

Electric range has pyrolytic self
cleaning oven with "Uni body," one
piece steel construction. Extra in
sulation, a vented door and air cir
culation channels keep the work area 
cool while oven is in use . The one
piece porcelain enamel-on-steel 
cooktop has no cracks or crevices to 
collect dirt. Surface heating ele
ments unplug for easy cleaning. 
Raised control panel is set 8" above 
the cooking surface for easy reading. 
Units are equipped with high speed 
surface burners for thawing frozen 
food. Hotpoint, Louisville, Ky. 
CIRCLE 223 ON READER SERVICE CARD 

Kitchen cabinet doors are injected
foam molded of a special plastic 
compound. Solid one-piece units 
that will not warp or crack under 
temperature or humidity extremes 
are available in a wide range of sizes. 
Owens Industries, Kansas City, Mo. 
CIRCLE 225 ON READER SERVICE CARD 



1962 
ThePaslods 

Gun-Naile ® 

1972 
ltS still the 

bestseller 

It's now ten years better than the one that started the power 
nailing industry! We've made a couple of hundred improvements 

in the tool since 1962. In the meantime , Paslode Gun-Nai lers 
have driven bil lions of Gun-Nails®. 

Get your hands on a Gun-Nailer. Compare the easy 
balance , the way it gets into corners , the speed , the 

dependability, and you ' ll know why it 's still the best selle r. 
Ask the Paslode man near you for a demonstration , 

or write tor more information . Pas lode Company 
(Division of Signode), 8080 McCormick Blvd. , Dept. HH, 

Skokie, Ill. 60076. In Canada, Paslode Canada Reg 'd. 

PASLODE® 
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PRODUCTS/DOORS & WINDOWS 

Plexiglas mirrors for bi-fold closet 
doors have the image reflecting 
ch aracteristics of glass but are much 
more break-resistant. Made of 1/s "
thick acrylic plasti c, the lightweight 
mirrors come in clear or transparent 

colors of amber, ye llow, blue, green, 
gray or bronze . Available on closet 
doors of Phillipine mahogany, birch 
and pine, the mirrors are offered in 4 ', 
5' and 6' sizes. Ledco, Akron, Ohio. 
C IR C LE 229 ON READER SERV ICE CARD 

~I 
- _ r 

I 

Decorative handlesets are crafted 
from solid brass forgings. The 
matching locking port ion can be or
dered with a single or double cylinder 
deadlock or cylinder spring dead-

Concealed hinge, "Executive," is de
signed for regular passage doors, 
wardrobes, storage walls, close ts or 
security rooms. The inaccessible na
ture of the device discourages tam
pering. The unit is precision-engi
neered of non-friction nylon "66" 
with metal parts of stainless steel. 
No lubricat ion is needed. Available 
in satin-stainless or satin-bronze 
finish , the hinge is suitable for use 
with doors up to 36" wide that are 
11/. "or more thick. Unit swings 180°. 
Stanley, New Britain, Conn. 
C IRCLE 23 l ON READER SERV ICE CAR D 
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latch. Handlesets are teamed with 
six interior knobs and four lever 
handles to provide design conti
nuity. Kwikset, Anaheim, Calif. 
CIRCLE 230 ON READER SERV ICE CARD 

Removable sash aluminum win
dows are available in a tilt-style for 
easy maintenance and replacement. 
Standard features include non-leak 
double weatherstrippi ng, positive 
interlock and marine-s tyle glazing. 

Cabinet door hardware includes a 
knob and matching backplate, a bail 
pull with backplate and a 3" bore pull 
with backplate. Each piece is avail
able in old iron or antique brass fin-

The perimeter of the vertical master 
frame m ember is surrounded with 
1/z" of polyfoam to provide extra 
shock absorbency and added insula
tion. Metalume, Lakewood, N.J. 
CIRCLE 232 ON READER SERVICE CA RD 

ish. Versatile decorative series per
mits a varie ty of mounting combina
tions for all requirements. National 
Lock Hardware, Rockford, Ill. 
CIRCLE 233 ON READER SERVICE CARD 

Pre-cut wide sill thresholds are 
available in three standard configu
ration s. Units are engineered to fit 
pre-hung doors, and prefabricated 
door frames or housing components. 
Wide sill thresholds are easily fitted 
into pre-cut door frames and nailed 
into place. The solid one-piece unit 
is made of extruded aluminum and 
features non-slip top treads . Tapered 
for water and moisture run-off, the 
threshold comes in four standard 
widths and a complete range of 
lengths. Empire Metal, Los Angeles. 
CIRC LE 234 ON READER SERVICE CARD 
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I 

changing 

your 

address? 

your name 

ATTACH LABEL HERE 
Please g ive five wee ks notice before change of address 
becomes effec t ive. Attach m ail in g label h L:re ;:ind print 
your new ad dress below. If you ha ve any question about 
yo ur suhsc ri ptin n , incl ude address lahel with yo ur lette r. 

MAIL TO 
House & Home, P.O. Box 430,High tstown, N. J. 08520 

I 
:1 -y_o_u_r_m~a-il-in-g~ad~d~r-e_s_s~~~~~~~~~~~~~~~~~~~~ 

I 

·~~~~~~~~~~~~~~~~~~~~~~~~~----;~---;~ 
: city zip code 
I 

·~~~~~~~~~~~~--~~~~~~~~~~~~~~~-
:your firm name 
I 

·--~---..,---~~~~~~~~~~~~~~~~~~~~~~~~-
: firm address 
I 
·~~~~~~~~~~~~~~~~~~~~~~~~~---;----~ 
: city zip code 
I 
•~~~~~~~~~~~~~~~~~~~~~~~~~~~~-

:type of business 
I 
•~~~~~~~~~~~~~~~~~~~~~~~~~~~~-

.your title or position 
I 
I 

TO ENTER OR EXTEND YOUR SUBSCRIPTION, 
CHECK HERE: 

want 
ONEW 0 ONE YEAR $9.00 your 
0 RENEWAL 0 THREE YEARS $18.00 

MAIL REMITTANCE TO own 

subscription? 
House & Home, P.O. Box 430, Hightstown, N.J. 
08520-Rates Apply to U.S. & Canada Only-

NINE REASONS WHY YOU 
SHOULD CONSIDER DELAWARE FUND 

I A diversified portfolio 
to reduce 
investment risks 

2 Full-time 
professional 
management 
since 1937 

3 An opportunity for 
your dollars to grow 

~ As little as $25 
~ opens an account 

Choice of a voluntary 
systematic investment 
plan or lump-sum 
payments at your 
convenience 

G Automatic reinvestment 
of any dividends or capital 
gains without a sales charge 

Plans and services include · 
reduced sales charges for volume 
purchases, automatic bank-draft 
investing and systematic 
withdrawal plans 

8 Exchange privileges 
with other funds in 
the Delaware Group 

Prototype corporate 
and self-employed 
investment plans 

For a free prospectus, 
see your local securities 
dea ler or return the 
coupon below. 

ID 
I 
I 
I 
I 
I 

Delaware Management Company, Inc. HH 11-72 

Delaware Fund 
A Mutual Fund 
Investing For 
Possible Growth 
And Income 

7 Penn Center, Phi la., Pa. 19103 
Gentlemen: Please mail me a Delaware Fund Prospectus 
without obligation. 

I name 
I 
: address 

I I city/ state / zip 

L----------------------
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PRODUCTS/DOORS 

Adaptor and decorative doorknob 
sets can be used to replace ordinary 
passage or privacy latch units. The 
adaptor eliminates the need for 
wooden filler plugs. The line of four 

Decorative lever handles with die
cast latch units are available in a full 
range of modern and traditional 
styles. The tubular latch mechanism 
is strong enough to spring the levers 

brass knobs includes contemporary 
and traditional styles in pewter, 
bronze or polished brass finish. [. C. 
Defong, Richmond Hill, N.Y . 
CIRCLE 226 ON READER SERVICE CA RD 

back to their horizontal position eli
minating the sagging look. Handles 
are supplied in pairs of left and right 
units. S. Parker, New York City. 
CIRCLE 227 ON READER SERVICE CARD 

Motion damping device , "Rate
Chek," is designed to control small 
cabinet dbors. The unit provides 
quiet automatic closure keeping 
door fully open or closed-out of 
the way-at all times. Made of 
elastomeric tubing, the sevice pre
vents slamming and eliminates 
sticking, noisy latches, hissing air 
cylinders or messy leaking hydraulic 
oil. Hartwell, Los Angeles. 
CIRCLE 228 ON READER SERVIC E CA RD 



Availability may be subject to Environ mental Protection Agency ce rtification. 
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There's got to be 
· a betterwa~ 

114 H& H NOV EMB ER 1972 

dr.1----------
·n. PERSONALS al1-----------I 
to WILL THE PARTY who witnessed 
in an accident between a sma ll 
•le foreign car and a large Ameri· 
3 can cow on Route 102, 11/22/ 
.o 71, please call Parsons, Part· . 

ridge & Dill, Attorneys. Urgent. t.. 

I . 

. g MARY-Happy 10th anniversary, c 
)I, honey, and thanks for eight r 
,2 wonderful years. Two of them 
ie- were only so-so. Remember? 

.. Harry. 
31~-----------1 

e DARLEEN STELPH - Call home, 
.. collect. Mother worried, father 
. sick, parakeet moulting. 

J C.T.G. - Message received. The c 
moon is made of soda water. 
M.l.T . 

. tl------------1 
I. RUTH-Enjoyed our driving les- · 
", son. Doctor says the cast will " 
5 come off next week. See you ~ 
.+ around some time. George. 
··1------------1 

JIM-Why haven't we heard from 

1 
you?Would like tostayintouch. E1 
Please write. T.I . 

. ->e1------------, 
55 JOHN-It was all a terrible mis· 
·d. understanding. Please come 
5, home. All is forgiven. Collette. 1 9 . 

• COLL,ETTE-lt was not a misun-
derstanding. John. -

CIRCLE 11 4 ON READ ER SER VICE CA RD 
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now- for the first time-you can preserve and protect your 
copies of House & Home 

Beautiful, custom-made Library Cases to ho ld a full year's 
issues of House & Home! 

Sturdily constructed of handsome dark bl ue or red leatherette 
and embossed in go ld , these cases preserve and protect your 
copies of House & Home-and keep them ready for qu ick, 
easy reference. 

These handy cases also conserve valuable space and red uce 
library clutter in your office or home. 

With each case you receive a gold transfer to print or write 
the year on the cover. 

Order your House & Home Library Cases tod ay. Simply fill in 
the form below and drop it in the mail. 

r----------
House & Home Library Cases, I 1221 Avenue of th e Americas New York, N.Y. 10020 
Enclosed is$ for __ Library Cases I @ $4.25 each; 3 for $12.00; 6 for $22.00 

Check color preferred: D red D blue 

I Allow 3 weeks for delivery of 
House & Home Library Cases. 

I Name 

I Address 

City State and Z ip L----------

.. 
I 
I 
I 
I 
I 

;.I 
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oyouowna 
f you do, you are fortunate. 

If you do not, you are unfortunate. 
Because whether you own one or 
not, you are most assuredly helping 
to pay for one. 

Somebody has to. A featherbed is 
an unnecessary job that pays somebody for 
doing nothing. And for every somebody who 
is paid for not working, there has to be a 
somebody who does work, to foot the bill. 

There are all kinds of featherbeds in this 
rich and benignly negligent country. 

The most visible, and the most publicized, 
carry a union label. They are the result of 
quite open and perfectly legal agreements to 
pay some specially favored people for doing 
nothing-or as next-to-nothing as human 
ingenuity can devise. 

But t here are others. Some of t he plushest 
of all featherbeds are to be found, cleverly 
camouflaged, in executive suites. Some of the 
snuggest are built into the very structure of 
federal, state and local bureaucracies. Some 
of the coziest are discreetly tucked away in 
the private recesses of the various profes
sional establishments. And some of t he most 
sumptuous are those precious family heir
looms that are generously handed down from 
generation to generation. 

No one knows how many featherbeds there 
are in the U.S. No one knows how much the 
total bill for featherbedding actually comes 
to. But there are some things we do know, 
and others we can surmise. 

In t he construction industry, for example, 
we know that featherbedding is open, un
abashed and rampant. According to a survey 
by Engineering Ne1os-Reco rcl, anywhere 
from 15% to 40% of the construction payroll 
dollar goes to pay for work not done. For 
t ime wasted in adherence to rest rictive work 
rules , or for time spent in meaningless, un-
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productive activities. 
The cost of this sanctioned, legalized waste 

in the construction industry is an estimated 
$16-billion a year. Which is $16-billion added, 
unnecessarily, to the cost of everything built 
in this country-homes, apartments, stores, 
factories, roads, highways, bridges, schools, 
churches and hospitals. 

xecutive and white-collar feath
erbedding is less visible and 
hopefully, less prevalent. But 
it is painfully apparent that, 
judging by the results, some
body, somew here, has too 

often been paid too much for doing too little . 
At a cost reckoned in inefficient and ailing 
companies, lagging and troubled industries, 
and spectacular fai lures and bankruptcies. 

With regard to the ancient and apparently 
ordained institution of bureaucratic feather
bedding, we know that the combined federal, 
state and local government payroll has in
creased 88% in t he last ten years, to a total 
of $110-billion. Today there are more govern
ment employees (14.4-million of them), making 
more money (average salaries up 64%). But if 
t here has been a corresponding increase in 
bureaucratic efficiency, or the quality of 
government services, it has escaped the atten
tion of most taxpayers. 

Featherbedding in the professions is, in t he 
nature of things, a moot question. Mere lay
men can only guess at what goes on behind 
t he impenetrable screen of fraternal solidarity · 
and lofty mystique. But even mere laymen, 
when they pay their bills, are painfully aware 
that , of all the costs of living in a fantastically 
expensive world, the cost of professional 
services has increased the most, with the 
most devastating impact. 

Fina ll y, we know that the American 
economy as aw hole has become markedly less 
productive, at a cost in terms of lost output 
of about $60-billion in the last two years. Part 
of the decline in productivity, and part of t he 



$60- billion loss, surely must be charged 
against the featherbed account. 

Any attempt to define the nature and sug
gest the extent of featherbedding in our 
society runs the r isk of misinterpretation. 
In spite of the very obvious fact that the 
overwhelming majority of union members, of 
business men and white-collar workers, of 
government emp loyees, and of doctors, 
lawyers, engineers and educators, belong to 
and make up the working majority. 

Any attempt to quantify the total cost of 
featherbedding in the U.S. runs an even 
greater risk. It is almost certain to be wrong. 

But at whatever risk, it must be said. The 
real extent of featherbedding, and the real 
cost, can be summed up in two word.s-too 
much! 

Because featherbedding, whatever else it 
is, is clearly waste. Deliberate, purposeless, 
wanton waste of time, money, energy, effort, 
talent and spirit. 

And no economic system, whatever its 
strengths and capacities, can tolerate endless 
and unlimited waste. At some point, the sys
tem becomes not just markedly less pro
ductive, but fata lly less productive. Costs 
mount, prices and taxes rise- and keep on 
rising, ever faster, unti l the system breaks 
down. 

he American economic system 
is not at, or near, the break

down point. But it is at the point 
where most of us are finding 
that, in every area of our lives , 
we are paying progress ive ly 

more and more for less and less. 
Part of what we are paying is the cost of 

deliberate, needless waste, with its cancerous 
effect on productivity. So that the real problem 
with featherbedding becomes clear. 

The problem is not that some people, by 

hook or by crook, are getting something for 
nothing. It is that a lot of peop le - most 
Americans - are increasingly getting nothing 
for something. 

The problem is not that featherbedding is 
a cynical con game, played by a favored few 
at the expense of the tolerant and permissive 
many. The problem is that it is a losing game, 
played or permitted at the common and dis
astrous expense of us all. 

So that the question for the working ma
jority is not, how much featherbedd ing will 
we accept? But, quite simply, how much feath 
erbedding can we afford? 

And the issue for the working majority 
and for feather bedders and would-be feather
bedders as well - is, even more plainly and 
directly, how much farther can we go with 
a losing game? 

The answer in both cases is clear and com
pelling. 

No more! And no farther! 

We at McGraw-Hill believe in the interdependence of 
American society. We believe that, particularly among 
the major groups-business, professions, labor and 
government - there is too little recognition of our mu
tual dependence, and of our respective contributions. 
And we believe that it is the responsibility of the media 
to improve this recognition. 

This is the fifth of a series of editorial messages on 
a variety of significant subjects that we hope will con
trt"bute to a broader understanding. 

Permission is free ly granted to individuals and or
ganizations to reprint or republish these messages. 
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'UCTS/STRUCTURAL 

Fiber glass insulation is designed for 
use in areas where furring strips will 
carry inter ior paneling. Fire-resis
tant "PrePanel" fits into irregular 
spaces without edge cutting. Mate
rial can be stapled, tacked or glued 

Self-locking fasteners are available 
in standard hex-head screws. A 
series of serrations on inner bearing 
surface resists rotation in the off
direction after tightening. Annular 
ring encircles the ramp to limit 
penetration . Standard Pressed Steel, 
Jenkintown, Pa. 
CIRCLE 244 ON READER SERVICE CARD 

\ ,Ji,;.-

Low-cost marina units are prefab
ricated of maintenance-free, pres
sure-treated wood, galvanized hard
ware and floatation materials. The 
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to existing wall to reduce heat and 
sound transmission. It comes in rolls 
l 00' long, 15" wide and l Vs" thick, 
each providing 125 sq. ft. of material. 
Johns-Manville, Denver, Colo. 
CIRCLE 243 ON READER SERV ICE CARD 

Stud-lock screw is designed to attach 
drywall to metal studs. A wide
spaced, high-front thread picks up 
the board and delivers it to the stud . 
Screw also has a self-dril ling point for 
penetration and a double-threaded 
back for increased holding power. 
Universal Screw, Franklin Park, Ill. 
CIRCLE 245 ON READER SERVICE CARD 

line in cludes floating and stationary 
walkways, floats and pedestrian 
ramps. Permapost, Hillsboro, Ore. 
C IR CLE 246 ON READER SERVICE CARD 

~I 
mr 

Structural wall forms of extruded 
aluminum provide for a finished 
concrete wall in on e operation. An 
inner liner of Styrofoa m insulation 
bonded to gypsum interior wallboard 
is set into place before concrete is 

Structural nails have deep bu tressed 
threads that provide holding power 
equal to that of a screw. The nails bite 
into the wood and stubbornly resist 
withdrawal. Made of strong high
carbon steel, they are available in 
various shank sizes and lengths . 
Threaded Nails, Skokie, Ill. 
CIRCLE 248 ON READER SERV I CE CARD 

Acoustical thermal insulation, 
"Sonotherm, " also controls con
densation. The spray-applied sub
stance is asbestos-free, contains no 
paper and is blended with a dry ad
hesive. It can be used with metal , 
concrete, gypsum board, wood or 
masonry. Keene, Princeton, N.J. 
CIRCLE 249 ON READ ER SERVICE CARD 

Roof and floor system , "Span
joist,®" uses common lum ber for top 
and bottom cords with deckings of 
plywood. Metal channels between 

I 

I 

l 
r 
I 

,, . 
.I 

poured. An outer liner of disposable, 
embossed pressboard, also pre-posi
tioned, can imprint a variety of de
signs on the exterior wall. Cast-in
place, Saulk Village, Ill. 
CIRCLE 247 ON READER SERVICE CARD 

the cords provide strength . In 
lengths of 60' and depths of 11 V2' to 
25 V2 ".Sanford, Pompano Beach, Fla. 
CIRCLE 250 ON READER SERV ICE CA RD 



Carrier changes 
aP.artment cooling 

inside and out. 
Carrier's new split system equipment is 

tailored neatly to apartments. In both size 
and cooling capacity. 

Inside, our 40VU fan coil unit stands 
out of the way in a closet. And quietly 
cools an apartment. 

Comes in six sizes to match your 
apartment sizes. And now or later, you can 
slip in an electric heating coil. We made 
room for it. Upflow. Or downflow. 

On larger models, a solid state circuit 
even controls the fan speed. Set it. 
And forget it. 

Outside, Carrier's new 38GS Compact 
condensing unit completes the system. 
16" low on the roof. Or behind the bushes 
on the ground. 

Its upflow air exhaust cuts down the 
sound. So does its unique computer
designed fan. 

Like its inside companion, the 38GS 
comes in the sizes you need to handle tons of 
cooling in any apartment complex. Simply. 

Know, too, that since the 38GS-40VU 
system carries our name, you'll get the 
kind of tenant recognition and dealer service 
that's made our name. 

Have a Carrier Dealer quote your next 
garden apartment. Inside and out. He's in 
the Yellow Pages. Or write us. Carrier Air 
Conditioning Company, Syracuse, N.Y. 13201. 

~ 
air conditioning 
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fo the prudent 
.. eal estate investor 

who thinks of 
Quality as only one 

kind of shelter. 
It's two. 
The motel kind, providing an 

exceptionally high rate of return per 
square foot. And the tax kind, because 
motel ownership offers a higher degree of 
tax sheltered income than almost any 
form of real estate investment. 

As for the rate of return, figure it out. 
Investors can expect that a motel 

room occupying 250 square feet will take 
in $14.50 about 75% of the time. That's 
$16.00 a square foot. 

Do you know many leasing agents 
getting that kind of rent? 

No, operational costs don't put a 
damper on things. The net cash flow from 
a successful motel opera ti on runs well 
above that obtained from office or 
apartment rentals. 

To meet our objective of 65,000 new 
rooms in 5 years, Quality is looking for 
new propert ies and franchisees. Write 
Leonard K. Dowiak, Director, Franchise 
Operations, Quality Inns International, 
10750 Columbia Pike, Silver Spring, 
Md. 20901. Or phone 301-593-5600. 

Leonard K. Dowiak, Director, Franchise Operations 
Quality Inns International H 111 
10750 Columbia Pike, Silver Spring, Md. 20901 

Please send me your get-acquainted fact sheet. 

Address, _________________ _ 

City, State _ _ ________ ___ Zip, ___ _ 
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PRODUCTS/STRUCTURAL 

Bell mouth connector provides an twists into metal duct and grips the 
efficient union of rectangular metal flexible connection. Available in a 
air-handling ducts and flexible duct full range of flexible duct sizes. Flex
connections. Device is die-stamped Con Products, Dallas, Tex. 
to assure precision uniformity. Uni t CIRCLE 235 ON READER SERVICE C ARD 

'· 

) 
/ 

Guy anchoring system, "Uni
anchor," is based on a tree-root prin
ciple. A tentacle of controlled tubu
lar steel is extruded from the main 
housing after anchor is set into pl<ice, 
extending from it as a root from a 
tree . The device, available in three 
sizes, is easy-to-install using com
mon hand tools. Universal Products, 
Cheyenne, Wyo. 
CIRCLE 236 ON READ ER SERVICE CARD 

Plexiglas plastic acrylic meets re
cently-adopted standards required 
by safety glazing legislation. Impact
resistant Plexigl as is available in a 
wide variety of sizes and thicknesses. 
The lightweight material does not 
shatter. When broken, it splits into 
dull-edge pieces. Plexiglas will carry 
an approval stamp. Rohm & Haas, 
Ph iladelphia. 
CIRCLE 237 ON READER SERVICE C ARD 



Turn on any one of our three tabletop whiteprinters and the 
quiet purr you hear bespeaks quality. For these are precision 
engineered machines, the most bug-free diazo reproducers of 
engineering drawings extant. They 're so capable, so depend
able, so reasonably priced, they 're replac ing the big console 
models in many reproduction centers. Ou r copiers have to be 
almost purrfect: we back them with a full year warranty 
(a Blu-Ray exclusive) and 600 dealers coast to coast. Lease 
plan available. Send fo r our complete line brochure. 
Blu-Ray, Incorporated, 
84 Westbrook Road, Essex, 
Connecticut 06426. Telephone 
(203) 767-0141. 
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PRODUCTS/STRUCTURAL 

\ 

Tinnerrnan toggles provide positive 
retention for front mountings to 
standard wallboard. The one-piece 
all plastic device is suitable for use 
with 3/s" to 1/2" thick wallboard. The 
tu bu Jar designed reinforcing toggle 
can withstand a pull of up to 100 lbs. 
Thinline head provides for a flush 
surface fit . Engineered Fasteners, 
Cleveland, Ohio. 
CIRCLE 242 ON READER SERVIC E C ARD 

Wood structural material, "Plyron", 
can be used in any application that 
calls for hardwood plywood. The 
rugged puncture-resistant material 
has a core of softwood plywood and 
outer plies of durable hardboard . 
"Plyron", manufactured in both in
terior and exterior grades, accepts 
any finish suitable for wood. Weyer
haeuser, Tacoma, Wash. 
CIRCLE 239 ON READER SERV ICE CARD 

Load-bearing aluminum columns 
are designed for indoor or outdoor 
application. The lightweight, clas
sic, tapered columns are 8" in diame
ter and 8' long. Each unit will with
stand up to l l ,SOOlb. loads. Columns 
come complete with caps and bases. 
Reynolds Metal, Richmond, Va. 
C IR CLE 240 ON READER SERVICE CARD 

Patching mortar designed to repair 
and restore masonry and concrete 
can be used for any size job. The 
fast-setting material is prepared on
site by simply adding clean water. 
Non-shrink "Thorite" contains no 
metallics, tars, emulsions or calcium 
chloride. Available in 1 qt. , 1 gal. and 
5 ga l. cans. Standard Dry Wall P10d
ucts, Miami, Fla. 
CIRCLE 24 1 ON READER SERVI C E CA RD 

Polyethylene sheeting, "Rufco 300" 
is designed to enclose construction 
jobs in cold weather. The white 
translucent material allows natural, 
outdoor light to penetrate . The 

rugged, low-cost, cross-laminated 
sheeting will not tear even in ex
treme conditions. Raven Industries, 
Minneapolis, Minn. 
CIRCLE 238 ON READER SERV IC E C ARD 

It's the only roof truss joint 
with rivet-like strength. 

I

'\ .. ~ - Even with the 
. racking weight of a 

fu ll grown man on 
__ ,_-lf!iPS:~£-_.,,~~-~-- each side, th is Fink 
~ ~l. truss joint won't give. 
It's fastened with Bostitch Clinch Nai ls-the heart of 
a unique truss system that combines the proven 
strength and durabil ity of nai l-on truss plates with 
the speed and low cost of simple , compact air guns. 

With the Bostitch Clinch Nail System , there 's no 
more flipping of trusses during assembly. All joints 
are nailed from one side only. So now you can make 
trusses in half the floor space normal ly needed. 

Each Clinch Nail goes completely through both 
sides of each joint . "Clinch ing " action locks joints 

~ together, rivets the wood between two 
1 steel plates. 

· . L Two-ply Bostitch clinch plates insure 
~ I precise ly controlled clinching grip. 
~ With the Clinch Nail System, you 
can hand le almost any style truss up to 40-foot span 
and 7-i n-12 pitch . 

Everything you' ll need inc luding coil-fed nailers, 
compressor and hoses, truss plates, jigs, clamps 
and Clinch Nails come with this new Bostitch 
truss package. 

For all the money and time-saving details, send for 
our new construct ion capabi lities Bostitchtastencnhold1ast! 

brochure. Bostitch, 203 Briggs Dr., 
E. Greenwich, R.1. 02818. 

A feiiroiilcoMPANY 
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I'm Dan Overmyer. 
We have a unique 
diversified opportunity 
far builders. 
I'd like to tell you about a building 
program that can put profit in your pocket 
with little or no risk. Overmyer Lease-Build 
Program. The purpose: to help alleviate 
the shortage of warehouse spa ce in every 
major market in the United States. 

Here's what we offer. You build a 
warehouse to our standardized 
specifications at an a greed p rice that 
guarantees you a fair profit. On 
completion, we' ll lease the 
building for twenty years 
with an option to buy at an 
a greed price. It is a sound and 
secure investment for you. 

If we work together, we' ll help you 
as much as you wish-with p lans, counsel 
on engineering, site location , scheduling 
and materials purchasing. And, with a 
standardized, financible lease in your 
pocket, you shouldn't have any 
mortgage problems. 

Please contact Mr. George Hays, 
Vice President of Finance, 
The Overmyer Company, Inc., 
201 East 42 Street, N.Y. l 00 17. 
Phone: 212-867-2170 (call collect) 

D Plea se send me complete 
information on the Overmyer 
Lease-Build Program. 

D Please send me literature 
on D. H. Overmyer warehousing 
operations and services so 
that I may off er your 
space for industry 
leasing. 

© Copyright D. H. Overmyer 1972 

Name __________ Title _____ _ 
Company ________________ ~ 
Address _________________ _ 
City __________ State _____ _ 
Zip Telephone· _____ _ 

C> 
Overmyer 
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PRODUCTS/COATINGS, ADHESIVES 

Metal protector, "WD-40" elimi
nates rust and corrosion at their 
source. The non-greasy, no-gum 
substance provides lubrication as it 

Waterproofing epoxy, "Zap", seals 
cracks in any masonry surface. Sub
stance can also serve as an adhesive 
with masonry wood or metal. Seal
ant mixes easily and brushes on 
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protects. The non-conductive shield 
won't harm rubber or plastics. WD-
40, San Diego, Calif. 
CIRCLE 25 J ON READER SERVICE CARD 

Vinyl matching and patching tape is 
available for use with vinyl insula
tion sys tems. The clear-acrylic, per
manent pressure adhesive, coated on 
a PVC film, provides an attractive 
moisture barrier and joint sealer. A 
wide selection of colors, custom pat
terns and woodgrains is offered. 
Morgan Adhesives, Stow, Ohio. 
CIRCLE 252 ON READER SERVICE CARD 

Roof and sidewall coating seals, wa
terproofs and protects as it colors. 
Mildew-, rot- and weather-resistant 
substance consists of long asbestos 
fibers mixed with polymers and 
reinforced with minute flakes of alu
minum. It is available in red, green, 
gray and blue and can be brush- or 
roller-applied. Consolidated Paint & 
Varnish, Cleveland, Ohio. 
CIRCLE 253 ON READER SERVICE CARD 

smoothly. It is unaffected by heat, 
cold or corrosion . Packed two or four 
I-gal. cans per-case. Construction 
Chemicals, Danbury, Conn. 
CIRCLE 254 O N READER SERVICE CARD 

Waterproof asphalt shingle sealer, 
"Roof-tite" eliminates the threat of 
interior water dam age from roof 
leaks caused by icy build-up. The 

Interior epoxide enamel combines 
polyester resins and epoxy for a tile
like decora tive surface. Designed for 
heavy traffic areas , it resists impact, 

Protective coating "Caulk-Cote" 
provides a permanent seal on exist
ing caulking and grouting com 
pounds. The porous nature of caulk
ing has made mildew a problem in 

three-component system requires 
two coats for maximum efficiency. 
Molar, Minneapolis, Minn. 
CIRCLE 255 ON READER SERV ICE CARD 

abrasion and stains. Coating is avail 
able in a complete selection of colors. 
Glidden, Cleveland, Ohio. 
CIRC LE 256 ON READER SER VI C E CAR D 

"The Sunshine-SanftarY Looi<' 

PROTECTIVE COATING 
THAT PERMANENTLY SEALS 

CAULKING & GROUTING 

DANGER: ~~~~'t~~~~ 1 ;0 ~ : Pg:f0::•:s~\ 
=--

bathroom s. Dirt and bacteria cannot 
adhere to "Caulk-Cote" thus the 
growth of mildew and mold is pre
vented. Apelco, Washington, D.C. 
C IR C LE 257 ON READER SE RVICE CA RD 



"Our laundry room headaches ended 
when we switched to Maytags," 
writes Mr. Stile. 

Newton Circ le, recent ly completed by Mr. Sti le, has 6 Maytag Washers. 

I n 24 yea rs , Mr. Sti le has b u i l t 
mo re than 2000 homes and apart
ments in th e Akron area . 

• 

------

26 Maytags average only $1.00 apiece per year 
for repairs, even though some are five years old. 

"We used to have another brand 
of washers in our laundry rooms, 
and out-of-service calls and ten
ant complaints were a problem,' ' 
says Mr. Louis Stile, owner of six 
apartment buildi n gs wi th 250 
uni ts in Akron, Ohio. 

" Five years ago we switched to 
Maytags, and it made all the dif
ference. The Maytags keep work
ing, and the tenants are happy. In 
f:tct, my manager can recall only 
one time when a tenant called for 
service. 

" When we erected our newest 
building, Newton Circle, we de
cided to put the whole laundry 
operation in the hands of Coin 
Ren tals, Inc., the local Maytag 
Ro ut e Operator. Their ·Tota l 

Operation' planning service was 
invaluable. Working with our 
architects, they provided laundry 
room plans tha t were complete 
right down to the placement of 
furnishings." 

Nat urally, we don't say a ll 
Maytags will equal the record Mr. 
Stile reported. But dependability 
is wha t we try to build in to every 
Maytag Commercial Washer and 
Dryer. 

Many Maytag equipment route 
operators like Coin Rentals, Inc. 
offer total operation planning 
services. To find out about this, 
and what Maytag dependability 
can do for you, fill in and mail the 
coupon now. 

CIRC LE 145 ON READER SERVIC E CARD 

m. 
MAYfAG 
THE DEPENDABILITY PEOPLE 

r----------------~ 

I 
I THE MAYTAG COMPANY I Advertising Dept. HH 11-72, Newton, Iowa 50208 

I 
Pl ease se nd full details on my local Mayta g Equip
ment Route Ope rato r's " Total Operation " plan-

1 ning service for apa rtments. 

I I Name ____________ _ 

I 
I Address------------

1 
I Ci ty State-----

1 
I Zi p Code Ph one------

1 
~----------------~ 
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Watch for House &. Home's------------- ,,,------
quarterly postcard service 

free to all subscribers-
• cotn111g your way soon 
with useful product ideas 

House & Home's quarterly postcard service - free to 
all subscribers - is designed to widen your choice of 
available products and provide fa st action through 
direct persornil contact with suppliers. 

This month, and every three months after, House & 
Home will deliver a packet of product postcards post
paid and already addressed to forty or fifty manuf~c
turers offering information on products, materials and 
equipment suitable for your current and future projects . 

146 H&H NOVEMBER 1972 

You'll find these postcards a quick, convenient way 
to get information from manufacturers who frequently 
test the market wi th brand-new product ideas you may 
well want to consider - and pass along to key people 
concerned with your planning, design, construction 
and marketing problems. 

It's dealer's choice! So watch the mails for the full 
deck of product postcards - coming your way from 
House & Home, soon! 



"CONDOMINIUMS," presented by i1mr and House&Home 
Many other seminars and meetings have discussed condominiums. This is the one seminar that 

confronts the key problems and answers your questions. It can lead to greater profits 
for your organization. 

House & Home and AMR have assembled a facul ty of outstanding Condominium experts to share 
th eir experiences with you in a vita l 2-day seminar. 

Learn how to research the Condominium marketplace, how to deal with legal and financing problems, 
how to think like a Condominium developer. Learn how to merchandi se and market the Condominium. 

Learn why the Condominium, if handled properl y can be the key to your success in the 1970 's. 

For additi onal information , please comp lete and return the coupon. 

House & Home-AMR 

ATLANTA, NOVEMBER 16-17 
Condominium Seminar 
1221 Avenue of the Americas 
New York, New York 10036 The Execut ive Park Motor Inn 

DALLAS, DECEMBER 11-12 Please send information on the Condominium Seminar. 
The Fairmont 

LOS ANGELES, JANUARY 18-19 
The Sheraton Universal NAME 

COMPANY 

i1mr1nternat1onal, inc. 
ADVANCED MANAGEMENT R ES E ARCH 

1 
STREET STATE ZIP 

1370 Avenue of the Americas, New York, N.Y. 10019 (212) 765-6400 .. --------------------------------------------------- --------
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I 

I 

We'll 
show you 

a better way. Write for 
our General Products 

~::og. 

ELECTRICOLOGY 
COMPANY 

A Division of Tennessee Plastics, Inc. 
P.O. Box T, CRS Johnson City, Tn 37601 
Phone 615/928-8101 Telex No. 55-3442 
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LITERATURE 

Mechanical systems are discussed in 
three brochures called Apartment 
Tracts. Tract # 1: "Comfort-The 
First Amenity" generally describes 

_factors determining comfort in 
win ter and summer and how these 
can be controlled. Tract #2: "Hot 
Water-How Much Is Enough1" 
generally describes how to evaluate 
hot water costs in different types of 
multi-family dwellings and how to 
select equipment. Tract #3: "Added 
Insulation-Diminishing Returns I " 

explains how to evaluate when in
sulation will save money and when 
it won 't. Better Heating-Cooling 
Council, Berkeley Heights, N .J. 
CIR C LE 304 ON READER SERVI C E C ARD 

Melamine-finished paneling is fea
tured in four-page brochure. 
Twenty-three patterns and colors are 
illustrated. Panel-adhesive and vinyl 
and aluminum mouldings in colors 
to m atch paneling are described. 
AFCO, Houston, Tex. 
CIR C LE 305 ON REA D ER SERVICE C ARD 

Sound control, through use of lam
inated glass construction, is the 
sub ject of a new noise-pollution re
search report . Technical Bulletin 
No. 6295 examines basic theories of 
sound, its transmission and meas
urem ent, and compares effective
ness of laminated glass in reducing 
sound transmission to other com
monly used window glazings. Also 
included is a section on architectural 
design for airports, hotels and other 
locations with special sound-trans
mission problems . Monsanto Poly
mers & Petrochemicals, St. Louis, 
Mo. 
CIR CLE 306 ON READER SERVICE C ARD 

Fas tening devices for wood are de
sci"ibed in a spiral-bound reference 
file . Product design and specification 
sheets are included for such items as 
joist hangers, truss connectors, post 
and beam connectors, drywall back
up cl ips, pole and piling connectors 
and pre-hung door shims. Also in
cluded in the booklet are fact sheets 
on how to select, specify and order 
plywood for sheathing, siding, un
derlayment, fencing and concrete 
forms . TECO, Washington, D .C. 
CIR C LE 307 ON READER SERVICE C ARD 

Wood products are illustrated in a 
130-page color catalog. Items include 
interior and exterior doors, grilles, 
dividers, fabric panels, windows, 
etc., in standard and custom designs 
and sizes. Specs included. Send $5 to 
Pinecrest Inc ., 2710 Nicollet Ave., 
Minneapolis, Minn. 55408. 

Bathroom lights, cabinets, m irrors, 
suitable for use in mobile homes, are 
fea tured. Specs and full-color il
lustrations are included. Hole
punched for binder filing. Zenith 
Metal, Primos, Pa. 
CIR CLE 308 ON READ ER SERVICE CARD 



The best plans deserve Plan Hold 
PLAN HOLD has a superior, high-efficiency product for 
every design and storage need. 

For instance, in creating plans our Designer II drafting 
table contains the key features of a fully-automatic- but at 
a fraction of the price. The companion Design/Desk com
pletes the work station, and finally solves the age old prob
lem of insufficient reference space. Design/Desk has it! 

For storing original drawings, PLAN HOLD's Masterfile 
can handle up to 1,000 sheets in half the space flat drawers 
would use. Masterfile's vertical suspension technique 

keeps vellum, film or linen free from curling, smudging, 
and wrinkling . Filing is so easy, so quick. 

For handling prints, PLAN HOLD's vertical binder sys
tems can hold 1,200 sheets in just 12 inches! The binder 
is available in a variety of housings-mobile stands, fixed 
cabinets, executive furniture. Sheet for sheet, it's the most 
economical storage available. 

PLAN HOLD has more than 150 other innovative prod
ucts for increasing design room efficiency. (We could have 
helped the Pharaohs.) 

Catalog on request. 

• • 
PLAN 1-IOLD 

TIMES MIRROR 

P 0 . Box 4907, Carson, California 90745 
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