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. Azrock’s new Montclair lets you offer your home and apartment
Montc alr prospects the richness of a floor designed to enhance formal or
contemporary interiors. They will like the flow of warm color its
in AerCk sculpted design creates through the room and the way the embossing
helps to conceal scuffs, heel marks and subfloor irregularities.
Vinyl asbestos Montclair gives you elegant, high-style flooring at low cost with easy

installation. And you can add an unusual decorator touch by using

.
3B o floor t||e Montclair as a wall covering or wainscoting. Montclair comes in four
warm colors. 1/16” gauge, 12" x 12” size. Call your Azrock flooring
£o% — . contractor today.

i JE==5 0l
ARy, h‘,

the best buy
in flooring

For free samples, write Azrock Floor Products, 543B Frost Bldg., San Antonio, Texas 78292.
Nationally advertised in the special editions of Better Homes & Gardens,
House Beautiful, House & Garden, Building Products Guides.
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Nulone.

Reflecting your good taste
in bath cabinets and mirrors.

D-38 INDEPENDENCE

To your customers, the bathroom is one of the most
important rooms of a home. A winning bathroom really helps
clinch the sale. That’s why more builders are choosing
NuTone decorator bath cabinets.

NuTone Cabinets say ‘quality’. Both in styling and
construction. They can be as captivating and charming as
INDEPENDENCE, with rich lines that reflect the strength of
Early American styling. Or, they can be as sleek and modern
as the handsomely lighted new HARMONY.

A great new cabinet is the MINI-TRIVISTA with the

Nulone Housing Products

Madison and Red Bank Rds., Cincinnati, Ohio 45227

LE 2 ON READER SERVICE CARD

-55 VENTURE

‘all-round’ vision mirror. Perfect for remodeling. Choose ornate
beauty with IZMIR, a cabinet with sumptuous decoration.
In fact, from the distinguished beauty of the NAPOLEON,
to the extra convenience of the sidelighted VENTURE, NuTone
probably has just the right touch you’re looking for in cabinets.
Genuine %" plate glass reflects a clearer image,
resists breakage.
Your customers will appreciate the beauty of NuTone
decorator bath cabinets. They’ll love their durability and ease
of cleaning, too.

Reflect your good taste from the mirror of

a NuTone bath cabinet soon. For the

name of your closest NuTone Distributor,
DIAL FREE 800/543-8687 in the continental
U.S. except in Ohio call 800/582-2030.



NEWS/CONVENTION

Houston convention '74: Confrontation, anger—and a turn to conciliation

Like the bridesmaid whose
cousin catches the bouquet, the
nation’s homebuilders con-
verged on Houston for their 30th
annual convention hoping for far
more than they got.

That prompted a classic con-
frontation between government
and the housing industry, and
the builders came off a distinct
second best. They were disap-
pointed, but by the time the con-
vention ended, their mood had
softened and they had taken
hope anew.

The NAHB’s outgoing pres-
ident, George C. Martin of
Louisville, Ky., called the tune
on a blue note when he warned
on the opening day that only 1.3
million housing units would be
started in 1974—if starts contin-
ued at the rate reported for De-
cember.

This would be well below the
two million starts for 1973
(when total production fell far
short of the record 2.4 million in
1972) and would be more than
20% below projections made in
November, when the rate indi-
cated a 1.7 million production
year.

Demands. Speaking the day
before Housing Secretary James
T. Lynn was scheduled to make
an announcement that would
ease the short supply and high
cost of mortgage money, Martin
said NAHB was urging this
three-point program designed to
ease the mini-recession in hous-
ing:

® Interest rates should be cut
to 7% from 8% % on home
mortgages insured through the
FHA and VA.

® The Nixon Administration
shouldend the year-old freeze on
subsidized low- and medium-in-
come housing authorized under
sections 235 and 236 of the Na-
tional Housing Act.

® And banks and savings and
loan associations should be lim-
ited in how much they could in-
vest in four-year certificates of
deposit that draw money away
from home loans. Interest rates
on the certificates should also be
cut.

Response. Secretary Lynn ar-
rived with two main measures:

e The FHA-VA interest was
cut to 8% % from 82 % effective
January 22, far short of NAHB’s
demand for a reduction to 7%.

® The Government National
Mortgage Assn. agreed to in-

crease purchases of non-subsi-
dized mortgages under its Tan-
dem Plan in order to fund con-
struction of 200,000 units cost-
ing $6.5 billion.

Reports that the Administra-
tion would relax the subsidy
moratorium died promptly with
Lynn’s appearance.

The lion’s den. Lynn’s an-
nouncement of the two govern-
ment actions met with moans
and groans from his convention
audience, and the secretary’s
cheeks took on a noticeable tint
of discolor. But he stoutly de-
fended both steps as a beginning.

Presiding at the jampacked
panelon “The National Outlook
for Housing””—which included
Chairman John Sparkman of the
Senate subcommittee on hous-
ing—Martin introduced Lynn to
his critics like a fight ring an-
nouncer:

“In this corner, weighing in at
about 170 pounds, is Secretary
Lynn. And in this corner, weigh-
ing many thousands of tons, the
homebuilders . . .”

Confrontation. The gambit
brought a roar of laughter from

the crowd, but then a sudden
stillness fell.

Unflinchingly, Lynn mounted
the speaker’s platform, surveyed
the audience and clasped his
hands above his head to show he
was up to the test. The gesture
brought sudden cheers, relaxing
what seemed to be an explosive
situation.

The questions and answers
were not as feisty as some ob-
servers expected, but there was
abrief set-to when a few builders
shouted that the interest rate
should be plunged to 7%. Lynn
strode forward on the dais in a
dramatic confrontation.

“Come on, fellas,” he shouted
in derision. “That would mean
14 points of discount in today’s
market. What builder could
operate with that?”

Support. Lynn spent four days
in Houston—an unprecedented
stayforahousing secretary—and
he devoted virtually all of it to
listening to builder complaints.
He won praise for this from
the otherwise critical home-
builders. |

The White House lent sup-

Confrontation shows Secretary Lynn—in
conciliatory opening and aggressive fin-
ish—as he braved angry builders’ ques-
tions in Houston. Below are his critics.

port. A reported plan for Pre
ident Nixon to visit Housto
was canceled at the last minut
but Ken Cole appeared. Th
White House’s newly appointe
domestic chief told a press co
ference:

““The President is deeply co
cerned about any unemplo
ment (in homebuilding) an
about the drop in starts.”

And Cole went on to prai
Lynn as a secretary who woul
solve the housing industry
problems with intelligent lon
range policies rather than wit
a stop-gap panacea.

President Woodward Kin
man of the Government N
tional Mortgage Association a
FHA Commissioner Sheldo
Lubar both spoke in emphat
defense of Lynn’s mortgag
market actions. And Chairma
Tom Bomar of the Home Loa
Bank Board told the builders th
savings-and-loan money wou
be readily available througho
1974—albeit at a price.

Counterattack. Lynn’s poli
pronouncements were icily r
ceived by most NAHB official
however, and Martin called
hasty press conference to answ
the secretary. It gave the outg
ing NAHB president a chance
utter the convention’s mo
widely quoted quotation:

“The housing industry is
basket case and they've ju
given us a pint of plasma,”” Ma
tin lamented. “It’s too little t
late.”

The NAHB’s chief economi
Michael Sumichrast, agreed.

‘“‘Before coming here we had
hope that the government w
serious about helping housing
Sumichrast grieved. “This ho
for the most part has no
evaporated.”

An informal survey by Hou:
& HoMmesuggested, none the le
that the NAHB’s rank and fi
was at least evenly split
whether the two governme
programs would make a d
ference and whether hom
building would collapse in 197
At least half of 25 builders int
viewed at random foresaw
strongyearin theirown marke
and few shared the early conve
tion gloom of the NAHB lead
ship (see page 20).

Congress. Senators and rep
sentatives at the conventi
tended to sympathize with t

TO PAG
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Best Buys

.+ in Double

Security

Double security on entrance doors is a most wanted
and needed feature. And the cost is surprisingly low
when you install Harloc Pacemaker Double Security
Sets. With Harloc you choose from a wide selection of
designs, finishes and our rugged new Cylinder
Deadbolts with every feature that great deadbolts
should have.

We've made it easy for you by packaging two types
of complete Double Security Sets in kits. Each kit
includes a Key-in-Knob Entry Door Lockset with
deadlocking latch, a Cylinder Deadbolt (with 5" or 1”
bolt throw) and an escutcheon or entrance door handle.

#C-700DB Double Security Kit has a combination
escutcheon that ties the lockset and deadbolt into a
single handsome unit.

#C-700H Double Security Kit has a beautiful solid
cast brass entrance handle.

You can also install the rugged new Harloc Cylinder
Deadbolts on existing entrance doors for double
security. They can be keyed alike with most other
popular makes of locks.

Whatever your preference, Harloc gives you fine
quality in design, features and construction . . . all
unconditionally guaranteed . . . all at best buy prices.

Let our representative or your building supply dealer
show you why Harloc is America’s fastest growing
lockset line. Phone (203) 934-3465 or write the Harloc
Products Corporation, West Haven, Conn. 06518.

]

For builders who demand quality at sensible prices
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Harloc No.
DB-740 Double
Cylinder Dead-

bolt. Fits door
thicknesses 13"
to 13 ”. Holding
screws are con-
cealed and pro-
tected. Rugged

/ bolt (58" or 1”
throw) has hardened
steel free-turning
insert. Prevents hack-
sawing. Cylinder guard
revolves with any attempt

to twist off. Solid brass 5 pin

tumbler lock. Four models for every need.

< {, ,v'
D), N 4

No. C-700H

No. C-700DB

Harloc Double Security Kits.
Everything you need in a single box.




Hotpoint’
Itstarts before w
And it doesn’t sto

It continues with dependable delivery
service. Hotpoint knows the importance of
on-time delivery when you're trying to meet
construction deadlines. And we've created
adistribution system to help provide it.
We're the only appliance manufacturer

that totally owns and operates its

contract distribution organization. It in-
cludes both local and regional warehouses
strategically placed across the country. And
because were a single source for all your
appliance needs, you can also save your-
self time and trouble.

: » it ¢ ‘f
It starts with a salesman who thinks
like a builder. We're talking about
your Hotpoint builder representative.
His training and experience in your
market has taught him the ways to
help make a project more saleable.
And he has the backup support to I

make sure things go smoothly from
order right up to final installation.
He'll also put Hotpoint's special
builder services to work for you.
Things like kitchen design aid and
advertising and merchandising
assistance. In short, he wants your
business. And he'll hustle for it.

6 H&H MArcH 1974

—




uilder Service:
ship you appliances.
1fter we ship them.

¥
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And never ends because nationwide service comes with
every Hotpoint appliance. [t's called Customer Care...
Everywhere™ Service—a network of Hotpoint Factory Service
Centers in over 100 mgjor cities, plus thousands of fran-
chised service people across America. Customer Care...
Everywhere™ helps build buyer and tenant confidence and
can take service problems off your shoulders. And to give
prospects one more reason to buy or rent your units, Hotpoint
offers you extended service contracts on all our appliances.

The difference is hustle.

Hotpoint builds a full line of
uality appliances...nationally
dvertised appliances that can

act like an extra salesman for
you. If you'd like to know more
out them and what our Builder
Service Program can mean to
you, get in touch with your
Hotpoint representative. He's
just the man to get it all started.

P *
-
A QUALITY PRODUCT OF GENERAL ELECTRIC COMPANY
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NEWS/CONVENTION

Houston convention: Confrontation—and a turn to conciliation

FROM PAGE 4

NAHB and criticize Lynn. They
indicated, however, that the bat-
tle was now shifting to Wash-
ington. Houston was merely
prelude.

Senator Sparkman said his
committee’somnibus bill would
be reported on in February, and
he added:

“The President is showing
some sign of a softening in his
attitude. I'm hopeful that some-
thing can be worked out.”

Sparkman said he doubted
President Nixon would use his
veto power if Congress passed a
new version of the subsidized
programs to fund low- and me-
dium-income housing.

“Congress will undoubtedly
pass a bill this year to subsidize
interest rates on low income
houses,” Sparkman went on.
“The effect will be the same as
under 235 and 236, although the
approach may be somewhat dif-
ferent.”

Representative Thomas L.
Ashley (D., Ohio) took a similar
stance, but prefaced it with the
comment that the housing in-
dustry is currently looking at a
first-rate depression. He pleaded
for an end to rhetoric and called
for Congress and the Adminis-
tration to get down to business.

“The President is not in a
strong position to veto legisla-
tion at this time, especially
housing legislation.”

Senator Alan Cranston (D.,
Calif.) also took one or two pot
shots at Lynn, but Senator John
Tower (R., Tex.), on the same
panel, blamed the oilindustry for
housing’s problems.

Conciliation. The NAHB’s
hardline stand in the face of
Lynn’s actions was softened
considerably  when  Lewis
Cenker, a lawyer-builder from
Atlanta, Ga., became the associ-
ation’s new president.

Cenkertold a press conference
that Lynn would help win the
fight for programs favored by the
NAHB but stalled in the Office
of Management and Budget on
Capitol Hill.

Cenker joined Martin in call-
ing government action to date
inadequate, but he expressed
hope that more and better action
can be arranged this year with
Lynn’s and Lubar’s help.

“Millions of American fami-
lies lack adequate housing,”
Cenker said in his prepared

statement. “How we meet this
need could be the housing story
of the next 20 years.

“T believe our industry will
meet this need if the nation real-
ly wants to go all out to do so.
If the American people want it
to happen, the Administration
and Congress will take the nec-
essary action.”

Farewell to Houston. The
convention at Houston’s Astro-
hall attracted less than a record
crowd for the first time since it
moved in from Chicago in 1969.

Official attendance was 54,-
718 compared to 56,219 in 1973,
but the 2% % decrease was “not
bad under the circumstances,”
the NAHB’s spokesmen said.
They cited a sharp cut in the
number of courtesy passes, a de-
cline in travel because of the en-
ergy crisis, and the fact that
Houston was a lame-duck

NAHB convention city. Dallas
will be the site for 1975 through
1977

There’s little doubt Houston
businessmen will be sorry to see
the NAHB go.

About 1,800 leased cars, 900

taxicabs and 180 shuttle buses
transported conventioneers to
and from more than 20,000
rooms at 140 hotels and motels
in Houston and Galveston.
There were 1,500 Houstonians
on the payroll as convention
employees.

Delegates, exhibitors, wives
and guests spent an estimated
$10 million in the four conven-
tion days. —BoB LEE

McGraw-Hill News, Houston

NAHB policy in '74:
Sue no-growthers

Conventions don’t consist en-
tirely of exhibits, hoopla and
shop talk; a modicum of official
business has to be done too.

At the giant NAHB rally in
Houston the modicum turned
out to have a bit of heft, contrib-
uted both by the association’s
executive committee and by the
board of directors.

One of the most significant
pieces of business came before
the executive committee, and
thus received relatively little at-

NAHB’s '74 team of Lew Cenker, Mickey
Norman, John Hart and newcomer Robert
Arquilla (above). Convention speakers in-
cluded Representative Tom Ashley and
new White House domestic chief, Ken
Cole (below). Cole told builders: “The
President is deeply concerned about any
unemployment and the drop in starts.”

AJAOD W HITHW

tention from the great majorit
of conventioneers. This was the
decision reached on Monday af
ternoon to concur in a legal ac
tion committee move. The ac
tion supported two East Coas
lawsuits by member associa
tionsagainst local governmenta
bodies.

The legal committee will bg
doing more than acting as 4
cheeringsection. Itishelping out
the Northern Virginia Builders
Assn. on legal costs to the tune
of $20,000, and the Suburba
Maryland Homebuilders Assn
with $25,000.

Sewer growth. The matters at
issue are important. Both suits
are over sewer lines, a mundane
enough business, but they aim at
a more important issue: growt
vs. no-growth.

The Virginia builders’ attack
is the more direct. They allege
that officials in Fairfax Co. (ful
of Washington suburbs) are try
ing to “control, impede and re
strict growth by limiting sani
tary sewer capacity.”” The build
ersquestion their right todo this

The Marylanders are fighting
an even more frustrating prob
lem. Rather than pursuing a
overt no-growth policy, they as
sert, government agencies at al
levels in Prince Georges and
Montgomery Counties (also
suburban Washington) are sim
ply failing to provide adequate
sewerage, producing the same
effect. They claim negligence
and are seeking a court mandate
for a ‘“viable sewer-improve
ment program which can rea
sonably accommodate future
growth.” They also want the
court to supervise and enforce
compliance to this ruling.

Election. The board of direc
tors met on Wednesday, Janua
23, to elect a new slate. Robert
Arquilla, backed by the powerfu
HBA of Greater Chicagoland (of
which he is an ex-president)
won handily over Richard Good
win, a New Jersey and Pennsyl
vania builder.

Arquilla takes the post of vice
president and secretary and thé
right to move up the executive
ladder. The rest of the line-up
John C. Hart, vice president and
treasurer; Mickey Norman, first
vice president; and Lew Cenker
president.

Twenty resolutions also were
passed easily—as were somé
bylaw amendments. —H.S

H&H maArcH 1974
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Tough Smart.Brash.

We don’t call it The Bold One for nothing.

waterproof backing that even works on
below grade installations. A special,
durable wear layer. And our Perma
Polish™ no-wax finish. So it wears like

crazy. And it's available in wide rolls
inimi Tough. Smart.

bmetimes, beauty isn't enough.
bpecially when you're specifying
shioned vinyl flooring that has to
st for years.

It's got to be tough, resilient, able to
Bnd up to spills and scuffs. In other
brds, it ought to be practically

tople proof. Like the Bold One, the
west addition to Mannington’s
llionAir™ collection.

It has a Perma Shield™ asbestos

to minimize seams.

The Bold One. Tough. Attractive. And out to é‘]%
L

Imaginative. And just part of a
dynamite collection that’s getting

ﬂOOI‘ l_.|0ll. ManninGTon MILLS. INC.

Salem, New Jersey 08079

distribution and recognition all over Other fine floor coverings by Wellco Carpet Corp. of Calhoun,

the world.

Georgia. A wholly owned subsidiary of Mannington Mills, Inc.
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Admiralty Oak, 330

Lettuce, 875 ’ Y Copper Celestial, kao
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African Teak, 390  Eldorado Lea

Tahiti Orange, 889 Beige Rawhide, 722

Meet the winne

The winners! The '74 designers. And we came throug
collection of FORMICA® brand with flying colors, patterns and
laminated plastic! We know. woodgrains! See how new
Before introducing our designs, Eldorado Leather can add
we pre-tested them nationally excitement to your countertops
among consumers and interior how our authentic-looking
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Buttercup, 890

White Celestial, 281

Summer Pecan, 422

Angola Brown, 947

But block Maple Crossgrain, 205 Regal Topaz, 247

Ly

rom Formica’#4.

odgrains can add elegance to Formica '74. Good examples of

cabinets in your kitchens and how you get more when you order,

hs. There’'s a whole new variety give more when you sell. Call

>risp, solid colors . . . all keyed your distributor or fabricator

‘he HOUSE & GARDEN Color today, or write direct,Dept. HH-3. laminated plastic
!nds 1974. The WinnerS from © 1974, Formica Corporation, Cincinnati, Ohio 45202 subsidiary of - CYANAMID
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NEWS/CONVENTION

Builders’ warranty: The guaranty program goes public at NAHB convention

Introducing the new warranty
program at this year’'s NAHB
convention was a little like
launching a ship: There were
several notable people on hand,
a tolerable amount of fanfare,
speeches full of hopeful expecta-
tions—and the thing was put in
the water.

Now the spectators are in the
breathless moments after the
launching, when they find out
whether the new vessel will sink
or float.

George Martin, NAHB’s 197
president, probably has his
fingers crossed tighter than any-
one—it’s largely been his baby—
but as the big test got under way
in Houston, his warranty idea
certainly looked seaworthy.

A program directed by Martin
and illustrated with lots of
audio-visual aids presented the
details of the warranty idea.

Structure. At the top of the
new creation is the Home
Owners Warranty Registration
Council ([HOW) Inc., capitalized
and owned by NAHB, and
directed by Martin and other
NAHB notables. HOW will run
the nationwide effort.

Below will be a host of local
warranty councils, set up on a
voluntary basis by regional
homebuilders associations, and
the councils will run the pro-
gram in their areas. Already,
HOW has signed letters of intent
with at least 40 area associations
to set up warranty programs.

The warranty itself is fairly
simple. Builders will sign with
local warranty councils for the
right to offer it to their buyers.
The builders will be accepted or
rejected according to local
standards of competence, finan-
cial soundness and reputation.
They will pay a registration fee
(suggested sum: $20 per year).

The cost to the homebuyer
will be in the area of $2.00-$2.20
per $1,000 of sale price.

Protection. Coverage falls into
three categories.

1. The builder is responsible
for faulty workmanship and ma-
terials for the first year.

2. The builder is responsible
for defects in plumbing, heating,
electrical and cooling systems
for the first two years, except for
products covered by manufac-
turers’ warranties.

3. There is insurance. It has
been contracted for with Ameri-
can Bankers Insurance, a com-

pany which is based in Miami
and backed by American Rein-
surance, a major reinsurer.

The insurance—$50 deducti-
ble per house—protects the
buyer during the first two years
ifthe builder goes out of business
or refuses to honor the warranty.

American Bankers also covers
major construction defects for
the third through tenth years.

Grandfather clause. Builders
will be able tooffer this warranty
on all houses they build. There
is also a grandfather clause of
sorts: Houses in the builder’s in-
ventory at the time he registers,
or those under construction,
may also be warranted.

For a time, there is even a
great-grandfather clause—the
builder may go back and warrant
housessold aslong assix months
before the date hislocal warranty
council sets up shop.

The Houston introduction
also presented an outline of the
claim-settling process.

1. The unhappy homeowner
presents a complaint in writing
to the builder, and the two at-
tempt to settle. If they don’t, the

owner applies to the local war-
ranty council, depositing $25
(refundable if his complaint
proves at all merited). The coun-
cil then attempts conciliation.

2. If either party is still dis-
satisfied, there can be a request
to the council for arbitration—
with a refundable $75 deposit.
Arbitrators’ services will be pro-
vided by the American Arbitra-
tion Association.

That’s the final step under the
warranty. An arbitrator’s deci-
sion binds the builder on pain of
suspension from the program.

Either side may still take the
matter to court. “But,” observed
Martin, “courts make note of a
complainant’srefusal toabide by
outside arbitration.” The in-
surers will cover the cost of ad-
verse court decisions.

British experience. The Hous-
ton audience heard Andrew
Tate, the director general of
Great Britain’s National House-
building Council and the man
responsible for asimilar program
established there in 1965.

“We now have more than a
million houses under our war-

|
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Warranty insurance pact is signed by
NAHB’s George Martin and insurance
company’s Charles Hargrove. NAHB offi-
cialslook on: from left, Lloyd Clarke, Sam
Primack, Ed Kromer, Mickey Norman, Ed
Pratt. Virginia Knauer [below) praised
Martin and program warmly in Houston
At right is Andrew Tate of Britain, who
has fathered similar plan in that country.

SOLOHd ATAOD W HITUW

ranty,” he told the builders
"Polls show that our consumer
consider the warranty one of th
most important things to loo
for in buying a house.”

So do British mortgage bank
ers, apparently; they won't fi
nance an unwarranted house
(Martin made clear that there 1
no such reservation implicit i
the NAHB program.)

Problems small. “We have b
now amassed some sort of recor
to go on,” Tate continued. “Ini
tial complaints have been run
ningabout five tosix per 100 ne
houses. But only one to two pe
100 fill out and file the forms t
lodge an official complaint.

“Nearly all of those are settle
immediately. Only about on
per thousand has gone as far a
arbitration. And out of the mil
lion, no more than half a doze
took the builders to court.”

Asked if this low rate reflecte
relatively cooperative Britis
consumers, Tate retorted:

‘“‘Believe me, we get our ful
share of—nuts—too.”

Consumerism. Virginia H
Knauer, director of the Whit
House office of consumer affairs,
was particularly warm in he
praise of Martin and his program.

“I congratulate your associa-
tion,” she told the builders in
Houston, “for getting (this pro
gram) off the ground in one shor
year instead of studying it t
death.”

Shealso said she supported th
warranty effort wholeheartedl
because of the reassurance i
could give to the consumer.

““Your buyer often feels a lac
of confidence,” she said.

““Most consumers know more
about choosing a 39¢ head of let-
tuce than they know about se-
lecting the biggest investment of
their lifetime.”

And she noted public opinion
polls show more people think
the quality of construction has
declined in the past five years
than think it has gone up.

““You are the people who can
take it off the drawing board and
make it work,” she said. “This
is your opportunity to show that
you can seize the initiative in

. resolving consumer prob-
lems, rather than waiting for
government to step in as a regu-
lator.”

The warranty program will get
under way as soon as the local
councils are set up. —H.S.
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The first competitive faucet
that doesn’t show its price.

There are two lines of faucets available today that
offer exceptional styling and quality, yet are priced as
competitive brass.

One: Harcraft’'s new Aquatique® is a modern
masterpiece in sculptured chrome with inset gem-like
buttons. Two: If you want the best for a bit more,
Harcraft's elegant Crystal Glo® in chrome or 23 karat
gold plate with reflective crystal-like acrylic handles.

HARCRAFT ) J»

Look beneath the surface and you’ll discover
other reasons for insisting on Harcraft. Every fixture
is made from extruded solid brass bar stock. Dual “O”
ring seals guard against service calls. Five-coat plat-
ing preserves its beauty for years to come.

It's a lot of faucet. But then, a lot more went into
it. Write for our full-line catalog.

19200 SO. WESTERN AVENUE, TORRANCE, CALIF. 90509 PHONE (213) 328-0660
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Brand new additions to Dexter's broad line of handle-
set and knob designs are building new excitement
into homes.

The new Monticello handleset attractively captures
the colonial flavor of the Jeffersonian period. And for
this, it provides an excellent addition to the complete
Dexter handleset selection. The clean, abrupt lines of
the new Galant knob style have even broader applica-
tion. And like all Dexter knob styles, it's available in
the full range of lockset functions.

Talk with your Dexter supplier about using these new
designs to highlight the architecture or room decor

home she calls

of the homes you're building. They could be the “just
right home accents' that will add an extra measure
of sales appeal.

DEXTER

DEXTER LOCK, DIVISION OF KYSOR INDUSTRIAL CORP.
1601 Madison Avenue, S.E., Grand Rapids, Michigan 49502

In Canada: DEXTER SALES CANADA, Kitchener, Ontario. Canada
In Mexico: DEXTER de MEXICO, Monterrey, N.L., Mexico

... In whatever 25 Vo

her own.
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NEWS/CONVENTION

A talk with Lew Cenker—a personal view from the top with NAHB's top man

Riding the special elevator up to
the penthouse of the Astroworld
Motor Inn, Lew Cenker half
smiledand inhis courtly Atlanta
lawyer’s manner, said:

“We at the NAHB have long
wanted the government to guar-
antee decent housing for all
Americans. Now, if they saw to
it that everyone were housed in
the manner you are about to see,
I believe the housing industry
would finally be satisfied.”

The elevator door opened onto
an apartment whose scale and
lavish decoration would have
been straight out of Cecil B. De-
Mille—if DeMille had had a big
enough budget to work with. All

the top NAHB officers and their

families were housed some-
where in its recesses for the
Houston convention.

The pinnacle. “My wife and I
take the P. T. Barnum suite each
year,”” Lew Cenker said, and led
the way to a set of rooms dec-
orated with gaudy memorabilia
of the famous circus.

“The suite’s not really well
laid out—it usually goes to the
vice president/secretary—but
we like it,” Cenker said, as he
demonstrated Tom Thumb’s
couch, over in one corner.

The Astrodome was behind
him, visible through a picture
window. So was the Astrohall
where the NAHB conven-
tion—something of a circus it-
self—was running through its
final day. Cenker had found the
hurly-burly tiring; the program
of an incoming NAHB president
is a hectic one. But it had been
exhilarating too.

How it feels. “This conven-
tion is a once-in-a-lifetime expe-
rience for me,” he said, looking
out the window, “because of the
presidency. There’s no way for
me to project what I will be
thinking or feeling at the end of
this year; it’s too mind-expand-
ing an experience.

“I think it’s been a good con-
vention,” he added. ““People
came here feeling pretty sober
about 1974; they came here feel-
ing there was no place for them
to go. But we’ve talked with Sec-
retary Lynn, and now I think
they feel someone in the govern-
ment is at least listening.

“Idon’t know how much Lynn
willbe able todo to raise housing
prioritiesin the government, but
I do think he’ll try.”

Cenker was asked why he ran

for NAHB's top office.

He laughed.

“I have found working in
NAHB a personally rewarding
experience,” he said. “It is an
arena in which my best skills
could be applied.

“You know, if I had my
druthers, well, I'm a school-
teacher down deep. Don’t get me
wrong. I've been a lawyer since
1942 and a builder since 1947,
and I wouldn’t swap the career
I've had for any other.

“But I see the presidency of
NAHB as both an educator’s role
and a political office. It’s an ef-
fective forum for my opinions.”

Quest for youth. “Idon’t think
of the presidency as primarily
administrative,” Cenker went
on, “but I want to bring as many
bright young minds and new
faces as I can find into NAHB.

““We must prepare the way for
thenew leadership that will take
over in the 1980s. And [ want to
develop an official platform for
the industry to stand on in deal-
ing with Washington.

“You know, it’s not so much
a free enterprise system any

more as a private enterprise sys-
tem. How I feel about that—
well, I'm a realist. I think we’ll
have to exist under an economic
system regulated by the govern-
ment. We've been moving grad-
ually away from a completely
free system for a long time, and
I don’t think we’ll be able to un-
scramble that particular egg.”

Government role. “All this
means,” Cenker warned, ““that
we'll have to deal with govern-
ment from here on out—and
we’ll have toeducate them to the
housing needs of America.

“We've always been a con-
sumer lobby in that sense, but if
we didn’t make our living at
housing we could be more effec-
tive.

I see NAHB's role as expand-
ing on that. We've been federal
lobbyists; we should be state and
local lobbyists, too.

“And we need to carry our
message to the people—another
part of our educational role.

“To do this job effectively I
need to reach the general press.
Not the trade press—their audi-
ence already knows—but the

MILLER AND COVEY

others, like The New Yo
Times, to start with the tigers

“I see the presidency of th
organization as a full-time job

That brought up his buildin
and legal business.

“Well, mine is a family bu
ness, you know,” he confide
“’And my brotheris prepared n
to expect too much from me th
year. I'm also the housing sp
cialist at a large law firm in A
lanta; they can spread my ca
load around pretty well.”

As a builder. “We’'ll be acti
builders this vyear, though
Cenker said. “We are starti
some houses in May, and we
be proven right in the fall or
won'’t be. I think our chanc
look pretty good.

““And we're continuing wi
my favorite project: a series
five day-care centers. We'll bui
our second in partnership wi
a psychologist. The first was
to maximum capacity after ju
four months, and we’d allow
it twelve.

“I love kids, and it’s great
watch them; we call the cente
the Wonderful World of Chi
dren. It wasn’t done on t
numbers, but I think it will wo
out as a commercial venture.

“But if it doesn’t work out
a day-care center, the structu
has a modular design that can
converted for business. Florist
dentists, that sortof thing. It’s
a fairly high-volume street
about 25,000 cars a day.

Next step. And this brought
to Lew Cenker’s plans after h
year as NAHB president.

“T don’t know yet,” he sa
forthrightly, “As I said, this
mind-expanding. As past pre
ident, I'll try to stimulate t
council of former presidents.”

Would he run for political
fice?

“Definitely not. I will not su
ject myself and my family
the—viciousness—of a ca
paign before a large, diverse, r
atively unsophisticated electo
ate.

“Other than that, [ may gro
a beard—and/or orchids. Or
might work on some good wz
nut stock I have in storage.
mightgo up to theuniversity a
say, ‘Do you need a teacher?
you have a real-estate depa
ment?’

“T just don’t know yet. Th
year is quite enough to conce
myself with just now.” —H.

A
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Looking for exactly the right money mix? When we say “mix"” we mean just that: long-term,
interim or short-term financing, secured or unsecured —or any combination of these,
depending on your projected plans.

What it all comes down to is this: we've been working so closely with real estate people
for so long that we've developed a truly flexible approach to your money requirements.
Developers, builders, construction companies have already come to know—and depend
on—Citibank's no-run-around financing. Whatever the project, wherever it is,

Citibank’s real estate specialists can handle it all.

Which is a concrete reason for you to talk to us first. When the question is building, the
constructive answer is Citibank.

Real Estate Industries Division

FIRST NATIONAL CITY BANK(¢

Businessmen everywhere call us "Citibank”

399 Park Avenue, New York, N.Y. 10022 MEMBERF DI C
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NEWS/CONVENTION

A stylish young builder leads product show tour—Its a liberating experience

The striking brunette inspecting
the microwave range seemed to
know what she was looking at.

“Why is this ceramic cooktop
divided instead of one-piece?”
she asked. “Doesn’t that make it
hard to clean?”

The salesman grinned. ‘“Is
your husband a builder?”” he in-
quired.

“No,” she replied, “I am.”

And with a winning smile she
introduced herself:

“I'm Margaret King Atwill of
King Homes, Bellevue, Wash.,
and I build $65,000 homes.”

Then the salesman answered
her question.

Loyal fans. Standing close by,
and with knowing looks, were
Barry Rosengarten of Estates of
Holmdel (N.].) and Donald Wick
of DW Construction in Bellevue,
Wash.—who had already discov-
ered how much they could learn
from a builder who happened to
beawoman. Women buy houses,
after all, and here was Maggie,
who knew both women and
houses.

So began a whirlwind tour of
the NAHB convention floor with
all three exploring and evaluat-
ing products that caught the eye.

First they wanted to know
what was new in kitchens and
baths. All agreed that whether it
be the $100,000 homes that
Barry builds in Jersey or the
$40,000 numbers that Don puts
up in Seattle, it’s the kitchens
and bathrooms that sell ‘erh.

Microwaves: a must. Maggie
was quick to announce that she
wouldn’t build a house without
a microwave oven. “It’s just too
convenient an appliance to leave
out,” she explained, “and people
are beginning to demand them.”

That may be why one of Hot-
point’s newest ranges excited
Don. The appliance had a lower
oven that simultaneously used
microwaves and conventional
heat, speeding the cooking as
well as browning the food.

Barry could scarcely be
dragged away from the entrance
to the colorful Astrohall, what
with the Westinghouse booths
right inside.

There he found the Induction
Range, a cooktop that operates
on a magnetic-field principle in
such a way that the surface never
gets hot—a safety advantage.
All agreed that this was a great
range, but a $1,500 price tag
made it a product of the future.

Computer cooking. Maggie
was reluctant to leave the Frigi-
daire exhibit. She just didn’t
want to stop toying with the
computerized touch-control
range. She attracted so much at-
tention feeding programmed
cooking information into the
unit and watching it flash back
that the Frigidaire people offered
her a job demonstrating.

Maggie was just as enthusi-
astic about Frigidaire’s new re-
frigerator, with its three-bever-
age dispenser built into the door.
“Tt even includes a juice mixer,”
she pointed out, ““a true conven-
ience at last.”

To Barry, Jenn-Air’s conven-
tional cooking unit with uncon-
ventional capabilities was the
last word.

“See how easily you can
change the method of cooking,”
he commented while plugging
and unplugging griddles, grills,
cooktops and rotisseries.

Convenient cabinets. Kitchen
cabinets provoked some debate.
Maggie made a beeline for the
center aisle and the Yorktowne
display. She had already discov-

ered the company’s 15"-deep
wall cabinets.

““Someone has finally realized
that people need to store serv-
ing pieces too,” she said.

Barry, who is perfectly satis-
fied with his 13"-deep Quaker
Maid cabinetry, did not share her
excitement.

Meanwhile, back in the orange
aisle, Donald had made a discov-
ery of his own. H.J. Scheirich’s
low-end-of-line  polyurethane
cabinets didn’t look low-end at
all. And from three paces they
looked like genuine wood, but
they were priced 40% lower.

“You've sold me,” Don said as
he handed the salesman his yel-
low identification plate.

Another product that sold the
trio was Moens’ Super Shower
Head.

"I give them as move-in gifts,”’
Maggie said. “Instead of install-
ing them during construction I
bring them over myself. People
love it.”

Luxury baths. “We can't afford
to skimp on bathrooms,” said
Barry.

Andthat’s why Allibert’s total

The action is on exhibit floor—where
Barry Rosengarten, Maggie Atwill and
Don Wick (above, left to right) are ready
to roll. Through the carpeted aisles of the
Astrohall they go, seeking out the new,
the unique and the ingenious. Barry dem-
onstrates how easy it is to operate Jenn-
Air’s plug-in cooktop (below left). Maggie
talks with a Litton salesman (below
right) and judges the merits of his range.

bathroom storage system, i
ported from France, was attrac
ing so much attention.

“It is a bathroom cabinet th
has fittings and compartmen
for all those bothersome nece
sities,” said Maggie. And indee
Allibertdesigners had thought
everything from toothbru
holders to a swing-out mag
fying mirror for shaving a
make-up.

The fact that the units co
more than four times as much
conventional cabinets didn
dissuade Barry. He pulled out h
trusty yellow identificati
plate anyway.

Most of the bathroom fixtur
the trio saw were luxury model
Sherle Wagner’s elaborate
decorated ensembles, the gree
soaking tub and pedestal sink |
Britain’s Adamsez Ltd., ar
Kohler’s antique tub are all te
rific for trade-ups but just t
expensive for standard use.

Psychology of doors. Do
whosehouses are less expensiv
wasn’t interested in exot
baths. What turned him on w:
doors.

““The door,” he explained,
the first thing a prospect sees
Both he and Maggie use wide
than-average front doors to gi
a more sweeping look to the e
tranceway.

““Everyone knows somethi
looks different, but the change
so subtle they can’t put the
finger on it,” Don explaine
““The bigger door makes peop
think the entry is larger than
actually is. It adds that touch
elegance that everyone wants.

Of course there is more to :
impressive front door than si
extra inches. Don selects h
doors carefully, judging by stri
standards.

Don has used steel doors, b
he was not satisfied with t
look of the interiors. So he wz
shopping for something else.

And he found it: Lake Sho
Industries’” all fiber gla
Therma-Tru door with a wood
grain effect. Don liked it becaus
both the in- and outsides had th
look and feel of genuine wood

Out came the well worn ye
low identification plate, an
Don was ready to buy again.

And that’s what the big shoy
is all about—the buying an
selling of products to help buil
sounder, more attractive, mot
profitable houses.—ELISE PLAT]
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Enhance your home with a bit of “Nature’s Magic”

The soft greens of spring . .. warm, mystic blue of a summer sky . ..

rich golden colors of Indian summer . .. enhance your home with ' @
“Nature’s Magic” carpet. The fifteen natural woodland colors in this
short-shag textured carpet of 100% Nylon will create ﬁ
your own very special world . . . lovely to live with ... easy to care for. I W
MILLS INC.
1087, DALTON, GA., MERCHANDISE MART, CHICAGO * 919 THIRD AVENUE, N. Y. * TRADE MART, DALLAS * MERCHANDISE MART, ATLANTA
MERCHANDISE MART, SAN FRANCISCO * MIDWEST MERCHANDISE MART, MINNEAPOLIS.
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NEWS/CONVENTION

Builders from the ranks look at their ‘74 markets—and see the brighter side

The homebuilders’ leadership
has expressed dismay for some
time about this year’s housing
prospects. However, a HOUSE &
HoME team of four writers inter-
viewed rank-and-file builders at
random at the Houston conven-
tion and uncovered far more
varied opinions.

The builders had heard their
leaders’ forecasts of drastically
lower starts nationally, but
many saw different—and dis-
tinctly brighter—prospects in
their own particular markets.

And the rank-and-file, once
again in sharp contrast with the
leadership, split about evenly on
the probable effects of the two
government  programs  an-
nounced during the convention.
The outgoing NAHB president,
George Martin, had described
the programs as “too little too
late.”

Gordon Campbell of Spencer
Construction Co., Aberdeen,
S.D., was one of those who disa-
greed.

“In the public’s mind,” he
said, “it’s a downturn in rates,”
referring to Secretary James
Lynn’s decision to drop the FHA
rate to 8" %. “Ihonestly believe
it'll give the industry a boost.”

Morton Rosenbaum of Pensa-
cola Beach, Fla. averred, “Any-
thing they do about cutting in-
terest rates is going to help.
We've been fighting it so long
we're groggy.”’

Carl Sawyers, director of con-
struction for Quality Inns Con-
struction Co., Silver Spring, Md.,
was more cautious.

“T think it will help in the
commercial market,” he said,
“but I doubt it will make much
difference in  single-family
homes.”

Charles F. Monzeglio Jr., a
builder from  Glastonbury,
Conn., was, like Martin, a
spokesman for the negative
camp: “The decrease [in interest
rates| will have no effect. And as
far as these 200,000 homes are
concerned, when youspread that
across 50 states, what do you
have?”” Monzeglio predicted that
in 1974 his company would be
20% below its 1973 sales.

Others, though, had a very dif-
ferent view of 1974.

“We're doing just fine,” said
Herb Spell of Eustis, Fla. “Vol-
ume this year will be about
$500,000, and that’s all we can
handle. But the government

should do more to boost housing
starts generally.”

Acolleague from Eustis, Harry
H. Mielke, who runs Milky Way
Builders, found himself in the
same happy situation. “We're
doing about $800,000 a year and
that books us solid for the en-
tire year.” And speaking gener-
ally, he added, “You can’t
blame the government. It’s not
right to point the finger at any-
one."

Eli Lieberman of Floral Park,
N.Y. was more caustic. “The
governmentisusingthe building
industry as a whipping boy—
juggling monetary policy like a
yo-yo. We need stability, not a
see-saw ride. But I'm an eternal
optimist so I'm going ahead with
a 108-unit project.”’

Plans for the year varied all
over the lot. Jay Gross of Upper
Darby, Pa. struck a middle
ground:

“I'm cautiously optimistic. I
cut back last summer and this
yearwe’ll do alittle less than last
year but not much less.”

Anotherbuilder with a similar
feeling was Lloyd W. Booth of

A

CAMPBELL

LIEBERMAN

MIELKE

A

eanttiiil,

BooTH

Prestige Homes in San Antonio,
Tiex:

“The market’s a little soft
now, but overall we're doing very
well,” Booth said. “So we're
going to build about the same
number of our high-priced
single-family units we built last
year.”

The extremes were typified
first by Mr. and Mrs. Harold
Glazer: “Right now, we're not
doing anything. We've sus-
pended all building plans until
we have a better idea about the
economy and . mortgage
money,” and second by De Witt
Murray of Greensboro, N.C.:
“We're taking a big gamble that
demand will really pick up in
1974 so we're doing a lot more
volume this year than last.”
Murray concentrates on apart-
ments, shopping centers and
other commercial properties.

Pessimism seemed deepest
among builders in the difficult
Northeast market. Thus Milton
Cutler of Joseph Cutler Sons,
Jenkintown, Pa.:

“There are too many problems
all at once. First, it’s hard to get

GLAZER

our lots approved. Second, it
hard to get the money. Third, it
hard to find the customer
Fourth, it’s hard to get the mat
rials . . . I've been out of t
business four months.”

And Joseph Scimone, a Ma
sachusetts builder and NAH
director: “Things are hurting i
the Northeast, all right. Mo
than in the rest of the country

Others feel the pain, too, {
course. William Boyce, of Boyd
Built Homes, New Port Riche
Fla., said, “Our sales [to the r
tiree market| are off 30-40%.
blame tight money, Watergat
the energy crisis, the weake
ing economy; I plan 20-25¢
fewer starts this year than last.

But everyone, of course, hopd
for a turnaround soon.

Carl Stouffer of Time Ente
prises, Tucson, Ariz.,, sun]
marized the most familiar wig
expressed by the builders:

“A general drop in mortgag
rates below 8%. Even 7% % wi
make a difference. People ju
don’t want to pay 8%. If thd
don’t have to, it'll make a b
difference to buyers.”

) |

B

MONZEGLIO

MURRAY
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Cross your padm
with silver

PR'CE PFISTER Manufacturers of Plumbing Brass ¢ Pacoima, Calif. 91331 e Subsidiary of Norris Industries
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You're going to install
a General Electric rangc
so why not install
a GE exhaust hood
to go withit?

Women all over
the Country have . J V_(;) custom vented 36" hood
made General EleCtI‘]C for use with JP86 cooktop only

ranges and cooktops We make a
their choice. complete line to

match whatever
range or cooktop

JV64 custom vented 36" hood — k : 'n -n
use with JP84 cooktop y oure HlStalh L

And now you ~. GE colors of
can install a General harvest,

Electric exhaust hood coppertone,
to go with that GE avocado and white.

range in apartment They all have a
or custom home. smooth, easily cleane

- baked enamel finish.
Of course all ous
Delue 100(1 : hOOdS are QQU.lpped

available in 30, 36 and 42 inches
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or a push-button
ontrolled

ncandescent lamp,
ave a thermally

/7 /7

Deluxe recirculating hood —
30 and 36 inch widths

protected two-speed
fan, top or rear power
connections and
casily removed
washable filter.

If youre installing
1 JP84 or JP86

JV62 custom vented hood —install
ywer cooktop or free standing 36" range

sooktop, you can give
your customer one of
General Electrics

sustom vented hoods

GENERAL & ELECTRIC

JN30 economy recirculating
hood in 30 inch width

to go with it. These
hoods have convenient
eye-level remote
controls for the
surface unit.

These custom
models also have two-
speed dual blowers
with two removable
washable filters.

e

Economy vented hood
in 30 and 36 inch widths

So once you've
put in the General
Electric quality
range, match it with
a dependable GE
exhaust hood. Then
enjoy the benefits of
a single source.
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NEWS/FINANCE

"He kept pyramiding and played
out the string.”

That is how one industry ob-
server summed up the troubles
facing Harold Klein, president of
Urbanetics Communities Inc., a
Los Angeles homebuilding firm
which crashed financially after
three years of spectacular
growth.

Incorporated in 1970 and
closely controlled by Klein, Ur-
banetics plunged successfully
into multifamily and condo-
minium development, grossing
asolid $150 million in 1971 and
$170 million in 1972. But 1973
proved Urbanetics’ undoing, and
the multifaceted company has
justfiled a petition for protection
under Chapter 11 of the Federal
Bankruptcy Act. Chapter 11, as
opposed to Chapter 10, allows
present management to operate
under court supervision while
trying to pay off debts.

Disarray. Urbanetics Finan-
cial’s situation was chaotic at
the time the company filed.

Approximately $150 million
of its construction had been
halted by a rash of mechanics’
liens. Unsecured trade debts and
liens against Urbanetics were
estimated at $11.5 million; real
estate loans outstanding totaled
approximately $154 million and
notes payable, $18.5 million.

Adding to the confusion were
the problems of hundreds of ten-
ants and condominium owners,
living in the buildings leased or
managed by Urbanetics, who
were concerned over utility and
maintenance bills the company
failed to pay.

Projects. The projects halted
by liens:

e Century Park East, where
the company was converting 430
Century City apartment units to
condominiums, financed by an
$18 million loan from Ford
MotorCredit anda $4.25 million
second lien by Beverly Hills
Bancorp.

® Marina Del Ray, a 624-unit
development. Of this total, 364
are lowrise apartments, 216 of
which have been completed, and
260 highrise apartments. Amer-
ican Century Mortgage Inves-
tors of Jacksonville, Fla. has dis-
bursed $14.2 million to Urbane-
tics for this project.

® Two Metro-Goldwyn-May-
er backlot projects, including a
530-unit apartment develop-
ment with 240 units close to

URBANETICS COMMUNITIES INC.
FINANCIAL CONDITION
Filed as part of petition for arrangement with creditors under Chapter 11
of Bankruptcy Act.
ASSETS
Receivables from joint ventures & limited
DA OrS DS e o o T $ 2,300,000
Second trust deed receivables .................. 3,600,000
Real estate owned
CanturyiPark East &, e s $17,000,000
Rennaisance Condominiums .................... 6,500,000
Beverly Hills CONAOS ...« ..v s svsissvsss ssnanins 8,100,000
Marina Del Ray Apts ............ccovvvveiiinnnnn. 17,850,000
Lot 11 -CUIVBFICRY sive s creis shi soimms trs i e siis 1,000,000
MGM ADIST i e e S ST B et i 12,000,000
Several remaining locations ..................... 3,500,000
et To e o e Ve [ T M et s i R TN o e 100,000
Furniture & equipment ........................... 50,000
$72,000,000 (approx.)
LIABILITIES
Accounts payable trade ......................... $200,000
Notes payable—banks
Bradiey'MoHgage <. . .. 2o Sunbiml i voraimsis $900,000
QeCUY PacHC AT L s S N E asiv s Pk es 110,000
Beverly Hills Nat'l Bank .......................... 750,000
Beverly Hills Bancorp ............ccovvvviiinnnn. 6,800,000
(8,560,000)
Payroll taxes & union benefits .................. 932,000
Real estate loans
FOrd MOtOr Cragit.. v .. ivi 5 ow ssussaises va stus $11,000,000
Sholtor MOrgage: ;.. cixveues wrun st sscs bnysiss 4,700,000
L 1= T o] - N B e S 700,000
RalphiC SUtD o et i s s s s e 5,600,000
American COMUN. L . .s i, cons myns Lo sasyrics 15,700,000
Sholter Gradit . . ka: o or st s doeBhs ors sins sdmirsls 2,300,000
AMENCan SAVINGS .......vsemoni saivnsssnms cosbons 7,700,000
FirstiQity 'Einaneialisl ol skt R oot 8 1,450,000
Y7o I o 1o O Rl L S e e 1,000,000
Security Mortgage Investors..................... 3,200,000
(54,282,000)
Construction accounts payable in excess of
(o219 JgTay (Vg | - RSer MBS L B e S NP (L 1,500,000
Apartment building start-up costs............... 250,000
(Total liabilities—$65,724,000)
Shareholders equity .........cc.oeeienivenieinnsane $ 6,276,000
Total liabilities & stockholders equity .......... $72,000,000 (approx.)
completion and a 240-unit con- Attorneys for the bigger

dominium complex where 120
units are finished and the other
120 had 60 to 90 days of work
left.

Part of the MCM financing
was supplied by American Sav-
ings and Loan, a subsidiary of
financier S. Mark Taper’s First
Charter Financial of Beverly
Hills, the second largest publicly
held S&L holding company.
American disbursed $6 million
of a $7.7 million loan.

‘Lost confidence.” When the
first Urbanetics bankruptcy
hearing was held late in January,
Judge Howard Calverly, the ref-
eree, looked out on a sea of law-
yers for the plaintiffs, all intent
on getting his attention.

lenders were virtually unani-
mous in declaring their lack of
confidence in Urbanetics’ man-
agement and their clients’ re-
fusal to advance further money
to the company. The counsel for
American Century insisted that
the mortgage trust would supply
no further funding for Marina
Del Rey ““unless Urbanetics has
nothing further to do with it.
We’ve completely lost confi-
dence in them.”

Counsel for another major
lender charged that Urbanetics
management ‘‘hasn’t done any-
thingrightinayear” and claimed
that uncompleted structures on
the MGM backlot have begun
“‘deteriorating before our eyes’

The crash of Urbanetics: its finances in chaos and its tenants in confusion

from the weather and the lack o
security.

Klein’s office emphaticall
denied rumors that his depa
ture—forced or voluntary—wa

imminentorhad been suggeste

A losing fight. The Urbanetic
management’s hope that a blan
ket restraining order would b
issued against creditors evap
orated under a barrage of criti
cism from creditor lawyers. On
attorney stated later:

“Until the court hearing, Ur
banetics wanted to hang on t
everything. He (Klein) was fight
ing everyone, absolutely unwill-
ing to let go of anything. Th
creditors wanted to let the cou
know how they felt about Ur
banetics. We want the compan
to adopt a more reasonabl
stance—agree to hire a responsi
ble contractor and a professiona
apartment and condominiu
sales organization.

“If he (Klein) is more realistic
there’s a chance he can come ou
with something. Urbanetics i
losing approximately $13,00
each day on interest alone.
workouts are arrived at wit
creditors of secured loans an
approved by the court, work ca
resume on uncompleted proj
ects. My client would just lik
his investment back. That’s all.
Nothing else.”

Creditors. Secured creditor
may escape without much harm
But there are a great number o
unsecured creditors, along wit
some lenders with second an
third liens, who may be i
jeopardy.

Already Beverly Hills Ban
corp, which lent Urbanetic
$27.6 million, has sold its sub-|
sidiary, Beverly Hills National
Bank, to improve its cash posi-
tion. Bancorp has second an
third liens on Urbanetics devel-
opments at Beverly Hills, Cen-
tury City, Marina Del Rey an
the MGM backlot, but there is
some question whether the
loans are adequately secured.
The Urbanetics counsel, Ronald
Trost, has indicated that Ban-
corp’s $4.25 million second trust
deed on the Century City project
may be void because Urbanetics
recorded the lien within four
months of the bankruptcy filing.

There is the additional ques-
tion of the close relationship be-
tween Urbanetics and a Bancorp
subsidiary, Western Diversified

TO PAGE 28
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WHILE OTHERS WAIT FOR MATERIALS,
THE KINGSBERRY MAN DELIVERS!

system that shows you pre-determined
prices on whatever fine Kingsberry
package you choose. Because of each
of our 170 designs is engineered to

go up quickly and easily, you'll even
wind up spending less for your on-site
labor. Add it all up—a wide variety

of designs, a cost control system and
availability of materials! Then take
the next step. Mail the coupon fast
for all the help you can get.

\

When you call the Kingsberry
Man, there’s no waiting—no
delay caused by shortage of
terials! If you've been depending ;
small, or local suppliers, you may
ve been slowed down by lack of
ilding materials such as studs,
wood, floor framing or plumbing.

turn, you may have been slowed b o ,
wn In reaching the p()ll’lt of 1t all— . S BN S BN S BN B B S B e .
ur profit. But there’s a better way. A
st talk to the Kingsberry Man. He’s x *
: KINGSBERRY HO
t a completely different story, and T A e
it can make a world of difference Boise Cascade
you. You see, he’s backed up by Manufactured Housing/ Eastern Division
1 c . > at1 . 1 - Frank D. Carter, Director-Marketing
1SC CdSCdde S ndtlo'ndl buylng pOWCl ’ B[)di:e Casczlltrieelr\’lur:{:;acl)grcderf)ul;;g/Euslem Division, Dept. HB-3,
1ich means purchaSlng n large 61 Perimeter Park, Atlanta, Georgia 30341, (404) 458-9411
antity to keep a complete inventory Yes, ¥ would lie all the helpd:ch gee
hand. And he offers a cost control Name
PR ’"?"ﬁf";"f R : Firm
4 st Lots ready to build on: [JNone, [11-10, [(J11-25, [J26-50
' Units built in past year: [1None, [11-10, [111-25, [126-50
[ Single Family, E] Multi-family, [ Vacation
Address
City State
Zip Phone

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

IT’S ALL THE HELP YOU CAN GET.
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This is Triton |, Rofolite’s new odor-free, non-ammonia
whiteprinter. It gives you quick, clear, sharp prints or
copies. At speeds up to 19 feet per minute. All for a
$50-per-month lease charge, a charge that in-
cludes everything. Which means you can use your
Titon all you want. And never exceed your $50
monthly lease charge.

Our non-ammonia machine vs their non-ammonia
machine.
A price comparison.

There is only one other non-ammo- - ~
nia whiteprinter on the market. It =
costs $25 per month fo rent, plus =
$5 per hour for every hour you g

use it (up to 18 hours a quarter).
Even under moderate usage,

that adds up. In fact, even if you only use their ma-
chine two hours a week, it'll cost you more than ours.

Noft that we've sacrificed convenience for savings.
Farfrom it. Ourmachine is easy o operate and clean
(there’s no daily clean-up) requires no warm-up,
and installs easily atop any table or counter (it's only
60" long). Allyou do is plug it in.
Best of all, Tritonl is made by Rofolite, the people
who pioneered diazo printing equipment
and have produced quality machines
for over 20 years.
We think you'll like Rofolite’s new Triton
. | whiteprinter. Why not write us for all
t. the details? Teledyne Rotolite, 328
Essex Street, Stirling, N.J. 07980.

. Now you're on the right scent.




Why our
non-ammonia
whiteprinter
won’t cause a |
tink in the budget
department

“P™ TELEDYNE ROTOLITE
TRITON |



NEWS/FINANCE

Crash of Urbanetics: finances in chaos and tenants in confusion ... continued

FROM PAGE 24

Equities. There is some conten-
tion that the relationship could
subordinate Bancorp’s lien. Ur-
banetics has built a number of
developments for Western Di-
versified Equities that have been
used by Western for realty part-
nerships offering tax shelters to
individuals.

Tenants’ plight. Urbanetics,
through its subsidiary, Urbane-
tics Realty Co., has managed
many properties it has built. As
financial troubles deepened, Ur-
banetics failed to pay some util-
ity and maintenance bills, creat-
ing uncertain financial situa-
tions for tenants and condomin-
ium owners directly affected by
the delinquencies.

Some of the condominium
owners at Raintree, an Urbane-
tics project on the MGM backlot
at Culver City, descended on
fixtures not yet installed in their

own units—such items as closet -

doors and mirrors.

Klein was unavailable for
comment, but Trost said he was
hopeful that arrangements can
be worked out with creditors so
that work could resume on un-
completed projects.

“Tam most optimistic that the
Century Park East project will
move forward quickly,” he said.
““Andwe’re hopeful we can make
a deal soon in connection with
condominium developments in
Beverly Hills and on the MGM
properties.”

Trost indicated Urbanetics
was willing to bring in an inde-
pendent contractor to finish
building most unfinished proj-
ects.

Trost’s confidence that Cen-
tury Park East, at least, will soon
get under way again is shared by
Ford Motor Credit the principal
lender, which stili has $11 mil-
lion outstanding on its $18 mil-
lion loan to Urbanetics.

“We have no differences with
Urbanetics,” a spokesman said.
““We are definitely interested in
going ahead.”

Mistakes. How did things go
wrong for Urbanetics?

A company official says, “We
built too fast and lacked ade-
quate internal accounting con-
trols. We just couldn’t catch up
with the bills.”

Company books, apparently,
have not been posted through
June 30, 1973.

Financial and

real estate

BARBARA LAMB

An Urbanetics project stymied by bankruptcy filing is Renaissance at Raintree on
MGM backlot in Culver City. Three-story buildings are apartments, two-story units
are condominiums. The gaping hole in foreground is a beginning of an artificial lake.

sources in Los Angeles believe a
combination of devleopments
forced Urbanetics under. A
spokesman for a major lender

People

explains:

“Theeffect of tight money and
high interest rates slowed the
sale of condominiums and hurt

The gang that couldn’t kidnap straight
—or, how a captive conned his captors

Charles (Buddy) Courshon, a
real estate lawyer known main-
ly because of his wealthier
and more enterprising banker
brothers, Arthur and Jack, was
kidnapped in broad daylight Feb-
ruary 5 in the parking lot out-
side his office on Miami Beach’s
famous Lincoln Road.

That was the bad news.

Now the good news:

He was kidnapped by two
of the underworld’s all-time
losers.

Buddy quickly talked his
captors into untying his bonds
and allowing him to be an in-
mate of the shower stall in a
cheap Miami Beach hotel where
he was taken as a captive.

Inflation-deflation. The kid-
nappers were originally going to
demand $1 million, but Buddy,
highly regarded as a negotiator
in real estate transactions, said
that much would not be avail-
able.

Then one of the kidnappers
suggested $40,000.

Buddy said he thought his
brothers could probably manage
that much.

Phone calls were made to Ar-
thur’s house at Miami Beach
and arrangements were com-
pleted to transfer the money the
next morning. The kidnapper
said he would meet Arthur at
his office.

Which one? Arthur wanted to
know. His Washington S&L has
at least four.

The kidnappers were tempo-
rarily confused, but they finally
agreed on the main office in the

Miami Beach business district.

Wake up! Police! Off went the
kidnapper to collect the $40,-
000 ransom.

Meanwhile, back at the kid-
nap pad, the other kidnapper
fell asleep.

So Buddy tiptoed out of the
hotel room, went on down the
back stairs, and asked the clerk
in another hotel to call the
cops.

The sleeper was still obliv-
ious when police arrived, and
the second kidnapper was read-
ily picked up after Courshon
identified his car as a garishly
painted Toyota.

The rival teams. Arthur and
Jack are top executives, to-
gether and separately, of First
Realty Investment Corp. of
Washington, First Mortgage In-
vestors of Miami Beach, and
Washington Federal Savings
and Loan and Jefferson National
Bank of Miami Beach. Arthur
was president of the National
League of Savings Associations
in 1968. Both brothers are
widely known in financial and
homebuilding circles.

The two men arrested as sus-
pects are drifters. One had done
some painting at Arthur’s house
in the last year. He had a girl
friend who had worked briefly as
a secretary at Jefferson National.
He also had an ex-wife who,
when asked about the grand
kidnap plot, seemed puzzled.

“He must have been watching
too many television stories,”
she said. —FRED SHERMAN

McGraw-Hill News, Miami

Urbanetics. Sales dropped whe
interest rates hovered aroun
9%.

“Cost overruns on project
discouraged customers wh
were willing to buy, but felt the
could not afford increased pric
tags.

“Thesedevelopments reduce
the cash flow essential to th
operation.”

Overgrowth. A homebuildin
executive with some knowledg
of the company says Urbanetic
problems stem primarily fro
inexperience. He sums up:

““Urbanetics grew too fast—i
took everything in sight. But i
lacked background in the vol
umeit was tryingto build as wel
as a sensitivity to the marke
place, and it finally came apar
at the seams. In homebuildin
you can double quickly, an
double again quickly, but yo
can only do that so many time
before it chokes you.”

Whenever criticism is levie
against Klein’s professiona
skill, it is often accompanie
with admiration of his persona
accomplishments.

“Klein is an unbelievabl
capable salesman,” says a hous
ing industry source, ““and he ca
be absolutely charming. H
startedoutasan attorney lackin
expertise in homebuilding, h
was able to borrow $100 millio
in five years. It has been a
amazing performance.”’

‘Piece of magic.” The sam
source says Klein went deepl
intodebt to a banker and that th
banker, to recoup, served as a
outstanding reference for Klei
when Klein sought money fo
new ventures. This referenc
brought in at least one othe
lender, the source says, for mor
than $15 million.

“This debacle is one of th
biggestin Californiareal estate,’
the source says. “It casts a terri
ble slur on the industry.”

Another veteran homebuild
ing executive, after criticizin
Klein, volunteered that Klei
“had pulled offamarvelous piec
of magic.”

“He has unlimited reservoir
of energy and imagination,”’ thi
source insists, ““and if things ha
been a little different, Urbane
tics could have been an unquali
fied success.”

—MIKE MURPH
McGraw-Hill World News
Los Angele
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Fred and June have a new kitchen

Long-Bell helps you capture the remodeling
business with cabinet ideas people are looking for

When even super boxoffice stars like the Fred MacMurrays
get the remodeling fever, you realize that remodeling is on
millions of minds. Fred and June can choose virtually any
kitchen in the world. They chose Long-Bell cabinets and gas
appliances, too. And just look at the stunning results.
Beauty that’s unmatched. Construction that’s
craftsmanship at its best. Styling that’s in tune |
with today. Plus ingenious kitchen conveniences r_______-—_—————“———"— AL <
designed to save a busy woman’s time and a world I :
of space as well. I
Fred and June started with Long-Bell ideas. |
Hundreds in your area in a remodeling or new |
construction frame of mind will turn to you for :
help. You can supply those Long-Bell ideas to them |
on all your projects. Long-Bell’s modular sizing | Tell me more about Long-Bell kitchens and vanities.
from 9” up is a plus for you in doing the job. You | [ Please send literature and specifications. [] Please have a repre-
have easy installation right from the carton on to I sentative call. | am a [] Builder [] Architect [JOther
I
I
I
|
|
|
I
|

INTERNATIONAL PAPER COMPANY

LONG-BELL DIVISION
P.O. Box 8411, Dept. 434, Portland, OR 97207

wall with precision fit in any size or shape room.

Send the coupon, today, for your complete i
Long-Bell Cabinet Kit that includes a 16-page Address
Idea Book, kitchen cabinet and vanity brochures
and your nearest Long-Bell cabinet source. e State Zlp
Attn
Great family kitchens start with Long-Bell ideas  ______________________________ 14
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Two of the country’s leading builder
use 24inch wood framing
pecause it saves them money.

The Larwin Group, Inc., one of the The three test homes in Cypress,
country's largest residential builders, California, convinced Larwin that 24-inch
tested the 24-inch framing system inthree framing was ‘‘the way to go." Two
prototype homes, and now uses the hundred identical homes were then built
system wherever possible. To date in two successful developments. As a
several hundred homes have been built result, the firm now plans to use 24-inch

with 24-inch framing because as Larwin wood framing and pre-cut Western Wood
explains ‘'Cost savings on a 1,500 square  in much of its production this year.
foot single-family home were significant."

Larwin investigated a variety 4 =9 i

of building materials and settled
on one as the most economical and most
attractive: pre-cut Western Wood. Larwin homes
bear a distinctive "‘wood look’ throughout,

with large structural wood members left
exposed for appearance.

*
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Kaufman & Broad is America's largest
wlti-national housing producer, currently with
9 communities underway in 54 cities in four
ountries. K&B specializes in the fastest-growing
ousing sector in moderately priced attached
nd detached single-family homes located
ear major metropolitan centers. Building
\aterials ? Primarily random-length Western
Vood lumber cut to length on site—except
r studs and trusses.

Today K&B is a totally integrated organization
/ith on-site housing, and financial service
apabilities. It is widely acknowledged as a
ousing industry leader, based on professional
yanagement, large financial base, prototype
perating and financial policies, and strong
arketing and consumer programs. K&B was
ne of the first builders to use the 24-inch
aming system. The firm has been
sing the system for two years and has
et no buyer resistance.

§

All you need to know about wood.

Western Wood's free data file includes:
CATALOG A, PRODUCT USE MANUAL—a guide
to use selection of Western Wood with technical
data for all grades, species, and sizes.

MOD 24 BROCHURE—a comparative cost study
proving the new 24-inch wood frame system can
save up to $200 per house. A NEW LOOK AT
WOOD FRAMING—a new brochure featuring
successful users of wood framing for conventional,
componentized and manufactured housing.

Mail the coupon for your free file today!

NAME/TITLE

FIRM

ADDRESS

STATE 2P

Western Wood Products Association

Dept. HH-374, Yeon Building, Portland, Oregon 97204

ee e 1 %E)OQ..O..'........9.009990'...’U’l.

5ne of a series by members of the American Wood Eouncil.




EVANSTYLE
SHUTTERS

The Beautiful Design
That Sells Itself.

[] They're easy to install.

L1 They will not rot, chip,
dent or warp.

[] They're paintable and
maintenance free.

L1 They come with
color matched screws.

But, most importan
they're beautiful.

And they’re available
at your nearby Evans
Distribution Center.

For more information write:
Evans Products Company,
1121 S.W. Salmon St.,
Portland,
Oregon 97205

»
E€VANS

PRODUCTS COMPANY
BUILDING PRODUCTS COMPANY
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Housing stocks up for second month

The housing industry’s stocks
extended their new year’s rally
into a second month, led by the
homebuilding companies and
the mobile home makers.

House & HoMme’s index of 25
representative issues rose to
220.13 from 205.31. All groups
on the list advanced except for
the land developers.

Here’s the graph of the com-
posite index of 25 issues.

500

300

22043

200

{00, SHARE PRICES OF JANUARY [965=100
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74 72 73

Here’show the five companies
in each group performed.
Feb.'’73 Jan.’74 Feb.'74

Builders 381 163 185
Land develop. 263 137 - 133
Mortgage cos. 1,377 578 603
Mobile homes 873 314 378
S&Ls 105 121 126
Feb. 1 Chng
Bid/ Prev
Company Close Month
BUILDING
Alodex—d oT % +
AVCO Comm. Devel PC 2% + 1%
American Cont. Homes ..OT 3% + B
American Housing Sys. ..OT 1% + %
American Urban Corp. ...OT 1% - %
Bramalea Con. (Can) .... TR 6% - %
Campanelli Ind oT 3% -4
(New America Ind.)
Capital Divers (Can)—d OT 32 - 02
«Centex Corp. ...........NY 14 +2
Cenvill Communites—d AM 8% -1
Cheezem Dev. Corp o7 2 + %
Christiana Cos AM 2% + %
Cons. Bldg. (Can.) TR 298 - 07
Dev. Corp. Amer AM 8 - %
Dev. Int. Corp.—d oT % 075
Edwards Indus OT 3% +
First Builders Bancorp—d OT 1 + %
First Hartford Corp. AM 2% + %
FPA Corp.—d AM 6 - 1%
Carl Freeman Assoc OT 3% + %
Frouge Corp. oT 4% + Y
General Builders AM 1% + %
Gil Development—d or Ya + %
Hallcraft Homes AM 2% + %
Hoffman Rosner Corp......0T 2% + %
Homewood Corp. orT 7% + 3%
Hunt Building Corp. OT 3% + 1%
*Kaufman & Broad ....... NY 12% + 1%
Key Co AM 2%
Leadership Housing AM 5%
(includes Behring Corp.)
Leisure Technology AM 4% - %
Lennar Corp. AM 7% + 2
McCarthy Co PC 4% + 1%
McKeon Const AM 3 + Ya
H. Miller & Sons AM 10
Mitchell Energy & Dev—d
AM  24% - 3%

National Environment ....0T 1% + %
(Sproul Homes)

L. B. Nelson Corp AM 1% -1

Feb. 1

Bid/
Company Close
Qriole Homes Corp AM 8%
Prel. Corp AM 3%
Presidential Realty AM 9%
Presley Development AM 4
Pulte Home Corp AM 3%

Radice Rity. & Const—d OT 1
F.D. Rich Hous. Corp—d OT Y%

Robino-Ladd Co AM 5%
Rossmoor Corp.—d AM 5%
*Ryan Homes ............AM 13
Ryland Group oT 6

 Shapell Industries ....... NY 10
Shelter Corp. of America OT 1%
Standard Pacific AM 1%
Universal House & Dev.—d

PC

1%
*U.S.Home Corp. ........NY 5%
Valley Forge Corp oT 2
Washington Homes oT 1%
Del. E. Webb NY 4%
Western Orbis AM %
Westchester Corp oT 1%

SAVINGS & LOAN ASSNS.

American Fin. Corp OT 13%
Calif. Fin NY 4%
Empire Fin AM 7%
eFarWestFin. ............ NY 9%
Fin. Corp. of Santa Barb. AM 11%
Shi R s i NY 13
“eFirst Charter Fin. ........NY 14%
First Lincoln Fin oT 2%
First S&L Shares AM 14
First Surety oT 3
First West Fin. oT 1%
Gilbraltar Fin NY 14%
Golden West Fin NY 13%
*Great West Fin. ....... NY 20%
Hawthorne Fin 0T 7%
«Imperial Corp. ........... NY 10%
Trans World Fin NY 8%
Union Fin. AM 9%
United Fin. Cal NY 8
Wesco Fin NY 11%
MORTGAGING

Charter Co NY 22%
CMI Investment Corp. NY 16%
e | e — AM 6%
Cont. lllinois Realty NY 12%

Fed. Nat. Mtg. Assn NY 19%
Financial Resources Gp .OT 1%
(Globe Mortgage)
FMIC Corp. (formerly
First Mtg. Ins. Co.) OT 10
*Lomas & Net. Fin. ....... NY 8%

*MGIC Inv. Corp. ......... NY 36%
Midwestern Fin AM 9%
Mtg. Associates oT 11

Palomar Fin AM 2%

Western Pac. Fin. Corp—d
oT

(Formerly So. Cal
Mort. & Loan Corp.)

UPI Corp AM 1%
(United Imp. & Inv.)

MORTGAGE INV. TRUSTS

Alison Mtg NY 21%
American Century AM 9%
Arlen Property Invest oT 10

Atico Mtg NY 12%
Baird & Wamer OT 14%
Bank America Rlty. OT 22%
Barnes Mtg. Inv oTC 14

Barnett Mtg. Tr. NY 20%
Beneficial Standard Mtg. AM 187
BT Mort. Investors NY 16%
Builders Investment Gp. .NY 24

Cameron Brown NY 12%
Capitol Mortgage SBI NY 17%
Chase Manhattan NY 39%
ClI Mortgage Group NY 12%
Citizens Mtg AM 12

Citizens & So. Rlty. NY 26%
Cleve. Trust Rlty. Inv. OT 14%
Colwell Mtg. Trust AM 18

Conn, General NY 16%

«Cont. Mtg. Investors ... NY 6%
Cousins Mtg. & Eq. Inv. ._NY 21

Diversified Mtg. Inv NY 14

Equitable Life NY 18%
Fidelco Growth Inv AM 21%
Fidelity Mtg NY 7%
First Memphis Realty ... OT 16Y%
#First Mtg. Investors ...... NY 8%
First of Denver ....AM 19

First Pennsylvania NY 13%
Franklin Realty—d AM 5%
Fraser Mig. oT 1%
Galbreath Mtg OT 9%
Gould Investors .AM 9%
Great Amer. Mtg. Inv. NY 27

Guardian Mtg AM  27%
Gulf Mtg. & Rity e AM 14%
Hamilton Inv. OT 14%
Heitman Mtg. Investors ..AM 9%
Hubbard R.E.Inv. ........NY 17%
ICM Realty AM 15%
Larwin Mtg AM 14

Lincoin Mtg or 3

Chng
Prev
Month

+

I+ 4 4+ 4+ + 4+

+

+
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Company
Mass Mutual Mtg. & Rity. NY
Mony Mtg. Inv NY

Mortgage Trust of Amer. NY
National Mortgage Fund . NY
North Amer. Mtg. Inv NY
Northwest. Mut. Life Mtg

& Rity NY
PNB Mtg. & Rlty. Inv NY
Palomar Mtg. Inv. AM
Penn. R.E.Inv. Tr AM
Property Capital—d AM
Realty Income Tr AM
Republic Mtg. Inv. NY
B.F Saul, REIT NY
Security Mtg. Investors ... AM
Stadium Reatty Tr oT
State Mutual SBI NY

Sutro Mtg. AM
Unionamerica Mfg. & Eq. AM
U.S. Realty Inv AM
Wachovia Realty Inc NY
Wells Fargo Mfg. NY

LAND DEVELOPERS

All-State Properties oT
American Land—d oT

*AMREP Corp. ........... NY
Arvida Corp. o7
Atiantic Imp—d or
Canaveral Int AM
Cavanagh Communities . NY
Crawford Corp. oT
#Dettona Corp. ...............NY
Disc. Inc.of Amer. .............0T

Evans & Mitch. Ind. oT
Fairfield Communities ....OT
NY

. . reerer
Getty Financial Corp—d. OT

(Don the Beachcomber)
Horizon Corp. NY
Landmark Land Co AM

(Gulf State Land)

Land Resources or
Major Realty oT
[ {0, (% eSS AM

South. Rity. & Util—d. ....AM

MOBILE HOMES & MODULES

Feb. 1
Bid/
Close

16%
V%
9%

10%

19%

21
16

12%
12%
12%

10%2
™"

8%
12%
1%
16%
17%

4%
5%
4%

*Champion Home Bidrs. AM 4

*Commodore Corp. ... AM 2%
Conchemco—d. AM 8%
De Rose Industries AM 2%
L e erentivy N B
Golden West—d oT 2%
Moamco Corp. AM 2%

(Formerly Mobil Ameri-

cana)

Mobile Home Ind. .........AM 6%
Monarch Inc OT 2%
*Redmanind. ... NY 5§
Rex-Noreco .. NY 2%
Town & Country AM 3%
Triangle Home Prod.—d.

(Triangle Mobile) oT %
Zimmer Homes AM 4%
Albee Homes—d. oT %
ASM Ind—d. or 01

(Formerly AABCO)

Brigadier Ind. 2%
Environmental Commun, OT 1%
Hodgson House T 1

Liberty Homes oT 2%
Lindal Cedar Homes orT 2%
Modular Dynamics—d ...OT 03
Nationwide Homes AM 6

Shelter Resources AM 3%
Swift Industries—d 0T %
DIVERSIFIED COMPANIES

Amer. Cyanamid NY 20%
Amer. Standard NY 12%
Arlen Realty & Develop. ..NY 3%
AVCO Corp. NY 7%
Bethlehem Steel NY 32%
Boise Cascade NY 15%
Building & Land Tech oT 4

CNA Financial (Larwin) ..NY 8%
Castle & Cooke NY 16%

(Oceanic Prop.)

CBS (Klingbeil) NY 29%
Champion Int. Corp. NY 17%

(U.S. Plywood-Champion)
Christiana Securities OT 149
Citizens Financial ........AM 4
City Investing NY 10

(Sterling Forest)

Corning Glass NY 74

Cousins Properties OT 16%
DMOEING. <. OT " W
Dreyfus Corp. .............NY 8%

(Bert Smokler)

Environmental Systems ..OT %
Evans Products NY 10%
Ferro Corp. ... NY 20%
First Gen. Resources .....OT %
First Rlty. Inv. Cop—d . AM 3%
Fishback & Moore NY 51

Forest City Ent—d AM 5%
Flagg Industries AM 2%

Chng.
Prev.
Month

+ %
- 1%
- 1‘/!

Ya
Ya
Ya
Ya

1%

1]
Y

ORI S I S

- Y

- %
- 1%
- W

- U

P4+ 1+ + + +
=

1
N

Feb.1  Chng.

Bid/ Prev
Company Close  Month
Frank Paxton Corp oT 8% + Y
(Builder Assistance Corp.)
Fruehauf Corp NY 22% + 1%
Fuqua Corp NY 8% -1
Georgia Pacific—x NY 37% -1
Glassrock Products AM 2% - %
Great Southwest Corp—d
oT % + %
Gulf Oil (Gulf Reston) NY 23% - 1%
INA Corp. (MJ. Brock) ... NY 36% ]
Inland Steel (Scholz) NY 30 - %
International Basic Econ. OT 2% + Ya
International Paper NY 49% - 4%
Inter. Tel. & Tel. (Levitt) NY 27 - 1%
Investors Funding AM 3% + %
Killearn Properties AM 3 - %
Leroy Corp. oT 2% + %
Ludlow Corp NY 9% %
Monogram Industries NY 5% + %
Monumental Corp oT 15% - 1%
(Jos. Meyerhoff Org.)
Mountain States Fin. Corp. OT ~ 5% + %
National Homes NY 3% + T
NEI Corp—a oT 2% - Y
Occidental Petroleum ... .NY 11% - 1B
(Occ. Pet. Land & Dev.)
Pacific Coast Prop AM 1% + %
Perini Corp. AM 6% + Y
Philip Morris ; NY 111% - 1%
Pope & Talbot—a NY 19% + %
Prosher Corp—d oT 1
Republic Housing Corp. AM 4 + %
Rouse Co OoT 5% - 3%
Santa Anita Consol. oT 1% +1
(Robt. H. Grant Corp.)
Bhareholders Capital OT % + %
(Shareholders R.E. Group)
Tenneco Inc NY 23% - 1%
(Tenneco Realty)
Time Inc. NY 35% - h
(Temple Industries)
Tishman Realty OT 17% + 1%
Titan Group Inc oT % + Y%
UGI Corp. NY 15% +
Uris Bldg. NY 13% + %
Weil-McLain NY 7% + %
Westinghouse NY 23 - 2%
(Coral Ridge Prop.)
Weyerhaeuser NY 38% - 2%
(Weyer. Real Est. Co)
Whittaker (Vector Corp.) .NY 2% + W
Wickes Corp NY 14% + Y
SUPPLIERS
Armstrong Cork NY 26% + 2%
Automated Bldg. Comp. AM 5% + 2%
Bird & Son AM 23%2 + 4%
Black & Decker NY 1013% + 8%
Carrier Corp. NY 14% + 1%
Certain-teed NY 16 +1
Crane .. NY 18% + 1%
Dexter NY 11% - %
Dover Corp. NY 35% + 2%
Emerson Electric NY 43 + "
Embhart Corp NY 20% =5
Fedders NY 12% + 2%
Flintkote NY 17 + 1%
GAF Corp NY 10% + %
General Electric NY 59% )
Goodrich NY 17% + %
Hercules NY 34 + %
Hobart Manufacturing ... .NY 21% - 1%
Int. Harvester NY 25% = 1%
Johns Manville NY 17% = %
Kaiser Aluminum NY 21 - 1%
Keene Corp. NY 4 + Y
Leigh Products AM 5% - %
Masco Corp NY 43% + 3%
Masonite Corp. NY 38% + %
Maytag NY 24% - 2%
National Gypsum NY 12% - Y
Norris Industries NY 21% + 2%
Overhead Door—d NY 11% + %
Owens Corning Fibrgl. .. NY 40% + %
Potlach Corp. o NY 29% + %
PPG Industries NY 26 + 3%
Reynolds Metals NY 21% +
Rohm & Haas NY 78% +1%
Ronson NY 8% + 2%
Roper Corp. NY 14% -1
St. Regis Paper NY 30% 6%
Scovill Mfg. NY 14% + 1%
Sherwin Williams NY 347% + %
Skil Corp. NY 16'%2 + 1%
Slater Electric oT 6% + 2
Stanley Works NY 29% + %
Tappan NY 8% - %
Thomas Industries ........NY 8% =g
Triangle Pacific NY 11% + h
US. Gypsum NY 21% + 1%
US. Steel NY 39% + %
Wallace Murray NY 10% + h
Jim Walter NY 18% + 2%
Whirlpool Corp. NY 24% - 1%

AM—closing price American Stock Exchange. NY—
New York Stock Exchange. OT—over-the-counter
bidprice. PC—Pacific Coast Exchange. TR—Toronto
Stock Exchange. a—stock newly added to table
d—not traded on date quoted. x—adjusted for 2%
stock dividend. +—Computed in HOUSE & HOME's
25-stock value index. Source: Standard & Poor's,
New York City.

Architects: Ford, Powell & Carson, San Antonio, Texas; Cabot's Stain Wax on wood.

For woodwork and paneling...

Cabot’'s
STAIN WA X

Stains, waxes, seals in one operation.

A finish for
furniture . .

interior paneling, beams, timbers, woodwork, floors, and

. unique in that it combines the rich penetrating color of a stain
with the satin-soft lustre of a wax. Ideal for all wood surfaces . .

. choice of

17 decorator colors. When a flat finish is desired, use Cabot's Interior Stains.

CIRCLE 33 ON READER SERVICE CARD

Cabot's Stains, the Original Stains and
Standard for the Nation since 1877,

Samuel Cabotinc.
One Union St., Dept. 271, Boston, Mass. 02108

Send color card on Cabot's Stain Wax.

] Send Cabot’s full-color handbook on stains.

H&H marcH 1974 33




This is a portable GFI.




You can bet your life on it.

Introducing the PORTABLE/20 ground fault
circuit interrupter (GFI) from Pass & Seymour. It's pro-
tection against fatal ground fault shock...the most
common form of electrical shock...for anyone using
electric power tools. Wherever they're used.

You just plug the PORTABLE/20 into any
existing 15 or 20 amp outlet on the job site. Then plug
tools into the PORTABLE/20. You (or your men) are
automatically protected against unseen ground fault
hazards existing between you and the PORTABLE/20:
faulty tools—poorly spliced, worn or cracked exten-
sion cords—plugs or connectors submerged in water.

If the PORTABLE/20 “trips,” it's no nui-
sance. It's a warning that a potentially fatal ground
fault hazard exists, which should be corrected before
human life is lost!

Cet all the details from your independent

P&S electrical distributor. He'll emphasize one thing
about the PORTABLE/20: you can bet your life on it.

THE LINE & PASS & SEYMOLUR, INC.
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NEWS/POLICY

HUD’ budget asks $6.2 billion in fiscal ‘75, up from $4.5 billion in '74

“Thisis agood budget,” Housing
Secretary James T. Lynn told
newsmen as President Nixon
sent Congress his request for
spending authority of $6.2 bil-
lion for housing and urban de-
velopment in fiscal 1975. That'’s
up from $4.5 billion in fiscal
1974.

Looking the budget over,
however, not many in the hous-
ing industry—or among the
housing experts in Congress—
seemed to agree with Lynn.

The critics contend that the
Administration’s position on
housing production is still ““let’s
wait and see’’ and that its legis-
lative proposals and programs
offer little hope for help this cal-
endar year.

The HUD budget for fiscal
1975, beginning next July 1—
like the President’s $304.4 bil-
lion budget for the entire gov-
ernment—is designed to back up
the Administration’s claim that
it’sready topull out the stops and
pour out the money if recession
becomes a real threat.

Housing as index. A year ago,
the Administration clamped
down on housing as part of its
plan to slow a booming econ-
omy. Now the energy -crisis
threatens to tip business into a
new kind of recession, and
Chairman Herbert Stein of the
Council of Economic Advisers
says that housing—along with
auto employment—will be
watched this spring to help de-
termine whether more stimulus
is needed.

Stein’s line is that lower mort-
gage rates and more mortgage
money should produce a pickup
in housing this spring, particu-
larly since he expects that the
industry’s overhang of unsold
houses should be worked off
soon.

Forecast: 1.6 million. Right
now, the Administration’s pro-
jection for starts is 1.66 million
forcalendar 1974, whichis in the
range of what private econo-
mists predict.

But the Administration made
a big show of boosting its new
section 23 leasing program to
300,000 units for 1975, up from
the 200,000 limit that was
locked into the official budget
documents sent to Congress
February 4.

That 300,000 is merely a goal,
however. “Because of the new-
ness of the program,” HUD'’s

Better Communities Act
Payments for assisted housing
Comprehensive planning grants
Research and technology
Flood insurance program

Fair housing, equal opportunity
Urban renewal programs
Model Cities programs

Open space land programs
Rehabilitation loans

for restoration of losses
All other appropriations®

Total appropriations

administered by HUD.
"Consists primarily of appropriations
participation sales insufficiencies.

Rent supplements—New

—Rehab
Section 235 —New

—Rehab
Section 236 —New

—Rehab

Public housing
Owned by local housing authority
Leased by local housing authority
Revised leasing program

Total

THE MONEY HUD WANTS FROM CONGRESS
APPROPRIATIONS AND BUDGET AUTHORITY®

Proposed supplemental appropriations

ESTIMATE  ESTIMATE
FY 1974 FY 1975
(000) (000)

. $2,300,000
$2,020,000 2,425,000
75,000 110,000
65,000 70,000
20,000 35,000
9,802 11,900
600,000
150,000
25,000
373,597
137,629 166,125
$3476028  $5,118,025

aDoes not include Disaster Relief Funds appropriated to the President and

for administrative expenses and for

SUBSIDIZED STARTS IN BUDGET

Fiscal Fiscal
‘74 '75
11,400 4325
1,300 525
23,600 None
6,400 None
78,000 70,300
8,600 7,800
37,000 52,000
3,000 3,000
10,000 145,000
179,300 282,950

own budget document says can-
didly, it is difficult to predict at
thistime the numberand quality
of the applications that will be
received or the processing time
required.”

For purposes of getting a fore-
cast down on paper, both the
government’s experts and Mike
Sumichrast, chief economist of
the National Association of
Home Builders, are using the fig-
ure of about 200,000 subsidized
units for calendar 1974.

‘Pie in sky.” Under the new
leased housing program for low-
income families, HUD’s budget
shows that officials expect to
make commitments for 68,000
units of new construction be-
tween now and June 30—plus
another 225,000 in the following
12 months. But industry officials
saythisis so muchpiein the sky,
under the section 23 regulations
as now proposed. “If they don’t
change the program, nobody’s
going to build nothing, period,”

one industry spokesman said
bluntly.

The Administration’s other
shot in the arm—the Tandem
Plan that authorizes the Gov-
ernment National Mortgage
Assn. to buy 200,000 new-house
mortgages at 7% % interest and
aprice of 96—is likely to be good
for only the very short term, in-
dustry critics contend. An antic-
ipated decline in mortgage inter-
estrates is expected to make the
program irrelevant.

Legisiation. The legislative
deadlock between Congress and
the Administration complicates
the outlook. For example, the
President budgeted a $2.3 billion
request—as he did a year ago—
for his proposed Better Commu-
nities Act. That’s the revenue-
sharing plan he wants to replace
a whole batch of categorical
grant programs for cities and
towns—urban renewal, sewer
and water, model cities and the
like.

But Congress insists that t
controversial proposal go into
legislative package with
equally controversial sub
dized-housing program. Neith
side seems likely to compromi
any time soon.

Spending. Theactual spendi
of dollars by communities und
previous commitments w
continue to roll along at a hi
level, as the Administrati
points out. Despite the freeze
year ago on new commitmen
under many of these program
actual spending during the cu
rent fiscal year under previo
commitments is expected to h
$2.2 billion—about 10% mo
than last year.

A political- factor not me
tioned in the budget—affecti
both subsidized housing a
grant programs—is the Pre
ident’s expected acquiescen
with court decisions that ha
been running strongly again
him on impoundment cases. O
ficials publicly admit that th
anti-spending tactic—and su
cessful Presidential vetoes
spending—are a thing of the pas

New towns. For the new co
munities program, the Admini
tration has made it official th
its interest in this program
minimal. The budget calls f
approval of only four addition
new towns in fiscal 1975,
from three in the current year
whereas ten additional appro
als per year had been the offici
target. Although the Nixon A
ministration has been admini
tering the program for five year
Lynn told newsmen that now
the time to find out “what t
thrust of the program should
from here on out.”

Lynn will become a bigg
landlord than ever. The tot
number of units acquired—
units on which HUD now hol
the mortgage—is expected to h
297,500 by June 30, 1975, abo
50% higher than it was last Jun

Subsidy money. Housing-su
sidy payments will hit $2.2 bi

lion in fiscal 1975, up from a
estimated $1.9 billion this yea
while the number of units und
payment (under all program
including public housing) as
June 30, 1975 will rise to 3 mi
lion, up from 2.3 million as
June 30 this year.
—DonN Loom
McGraw-Hill World New
Washingt
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PLAZA QNI

If you thought of everything you
wanted in a cabinet—including the
price range—chances are pretty good
you'd be the second person to design
PLAZA ONE. It has the handsome
look of deep-grained oak; the
durability found only in a man-made
material like Durium; it won't warp or
peel; practically eliminates service
call-backs. Look in the Yellow Pages
for your nearest distributor or write
Kitchen Kompact, Inc., KK Plaza,
Jeffersonville, Indiana 47130.

America’s #1 Cabinet Value

Antique brass pull with matching self-closing hinge
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If you're planning a ney
idea of low mainten
Casements, check 1

i

Will not warp or stick.

Closes tight to seal out drafts, yet always
opens easily. Will not bind because of the perfe
combination of stabilized wood and

the vinyl protective sheath.




Perma-Shield.
[he window that
takes care of itself.

No need for storm windows.
Double-pane insulating glass
provides comfort and saves fuel.
Eliminates storm window bother.
Cuts cleaning chores in half. .
Andersen Perma-Clean® Woods a natural insulator.
screens optional. Perma-Shield’s wood core
makes for year-"round

comfort. Inside wood trim

can be stained or painted to
match any decor.

£

d Windows reduce
infiltration.

-around vinyl weather-

) - keeps its shape.
Protected against decay, termites
i and warping by treatment

with water repellent preservative.




'NEWS/POLICY

Cleveland’s federally assisted
housing programs are winning
some battles but may be losing
the war.

Even that is an improvement
over the early days, when people
used to watch what was done in
Cleveland to find out what not
to do in their own cities.

Some of those early projects—
like Longwood and Garden Val-
ley, pioneering efforts in inner-
city public housing—are still
struggling with economic and
social problems that have
plagued them from the begin-
ning.

Longwood has been assigned
to the FHA and is about to be
foreclosed; Garden Valley, an
apparently unsolvable problem,
was foreclosed last year.

But the Cuyahoga Metro-
politan Housing Authority’s
program has some very bright
spots. The Model Cities Author-
ities will yet spend some money
on housing, according to the
current director. And FHA
operations in Cleveland are not
all bad.

Turning point? There is much
federally assisted housing in
Cleveland that did not exist be-
fore. City fathers are talking
more confidently about Cleve-
land’s central business district
having turned the corner to re-
vival, and there is some evidence
to support their optimism.

One condition that has not
changed significantly is the po-
litical atmosphere within which
these housing programs must
operate. The city administration
and council argue, bicker, post-
pone and thwart the proposals
andprograms of each otherin the
worst tradition of adversary pol-
itics.

The suburbs, with rare excep-
tions, follow the same pattern in
resisting public housing and
other integrating programs with
the central city. Whether these
suburbs can keep public housing
out is now the subject of two
cases going through the federal
courts in Ohio.

In-fighting. Cleveland’s basic
dispute is between Republican
Mayor Ralph J. Perk, a candidate
for William Saxbe’s old Senate
seat, and the Democratic council
under council President George
Forbes. Antagonism is not as
bitter as it got during the days of
Carl Stokes and Jim Stanton,
when Stokes walked out of the

Winner and losers in Cleveland include the L

Cleveland as battleground for federal housing: At last—some small progress

R

orain Square highrise for the elderly and its neighboring family units (top, right) §

public-housingcombination the CMHA may build in the future instead of big complexes that have failed in many bigcities Opponent
lay in front of bulldozers to try to halt project on city’s suburban frontier, but its popularity filled it before completion. Despit
such bright spots, Cleveland is losing battle with blight, shown creeping through Hough neighborhood in photo at bottom right.

city council and stayed out for
months.

George J. Vavoulis, regional
administrator for the Depart-
ment of Housing and Urban De-
velopment in Chicago, recalls:

T used to have to go take the
president of the council by the
hand and walk him across the
hall and get a hold of the mayor
by the other hand to get them to
talk to one another.”

Desolation. While the skir-
mishes go on, most observers
agree that inner-city blight—
with its old, rundown, vacant
and abandoned buildings and
houses—is spreading faster than
all the federal programs together
are renewing. Some insist that a
time bomb of resentment is
cooking up, for Cleveland knew
heavy rioting in the 1960s.

The FHA insured-loan opera-
tions were the subject of a scan-
dal series in a local newspaper
last summer. Yet the Cleveland
FHA office, which services 31
northern Ohio counties, has
good volume—10,000 to 12,000
houses and 5,000 to 6,000 apart-
ment units processed from 1969
through 1972. And the office has
not had a single section 236 fore-
closure, unlike so many other
FHA cities.

Small Inventory. The Cleve-
land office is one of the top mar-
keters of foreclosed homes in the
Chicago FHA region and has an
inventory of foreclosed homes of

only 900. That compares with
approximately 20,000 in the De-
troit area, for example.

The newspaper scandal in-
volved millions of dollars in
losses through FHA reposses-
sions, rehabbing and sale of
houses for less than was invested
in them, plus some outright fal-
sifying of information by
brokers.

No one outside the newspaper
which originally broke the story
considers the revelations truly
scandalous. An FHA spokesman
points out that the mishandled
casesamounted to something on
the order of one-half of 1% of the
houses processed and that such
cases were bound to spread after
HUD switch=4 from actuarial-
risk to accep © PAGE 00 jethods
ofinsuring after the big-city riots
of the late 1960s.

Model Cities. The Model
Cities program has stumbled
badly in Cleveland and still has
undertaken no housing pro-
grams. Cleveland was the last of
147 cities to start its program.

A civic committee, appointed
to study the Model Cities opera-
tion, concluded:

“Cleveland received $266,000
and could have received $9.3
million a year for five years, or
atotal of $46.5 million for action
programs. Cleveland lost $37.2
million, or 80% of the foregoing
amount. Cleveland is now lim-
ited to a one-year action program

running to $9.3 million.”

Non-housing concerns. Rob
ert E. Doggett, the sixth directo
of the program, took over in De
cember 1972. He has had th
program in operational statu
only since November 1973. H
says he plans to have about §
million committed to housin
activities by June 1974, the cut
off date.

But Doggett makes it quit
clear housing per se is not hi
own personal first priority:

“I'm not interested in capita
items; I'm only interested in up
grading people who have neve
had an opportunity. I've'seen to
many capital items beingbuilt i
the city, and yet they’re still sur
rounded by moats of slums an
obsolescence and crime and ev
erything that goes with it. Tha
doesn’t help the situation at all
it only makes the rich richer an
the poor poorer.”

Gunfire. Doggett was sho
August 6, 1973, by an assailan
whom he now believes to hav
been Jerald A. Johnson, since de
ceased. Johnson was tied to
Model Cities consultant, Ronal
(Grier) Bey, himself since ac
cused of income-tax evasion an
of over-pricing in several unnec
essary contracts with the Mode
Cities program.

A grand jury is investigatin
these allegations and has in
dicted four persons, includin

TO PAGE 4
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_ AT
J 4 I.AST. .

e THE
VANDAL
PROOF
LOCK!

The new Weiser D4000 Series Deadlock is bad news
for vandals. In recent laboratory tests, it outlasted six
competitive locks in a supervised malicious attack.
After over 4 minutes, the Weiser lock was still rigid on
the door. All others had failed.

The construction of the D4000 Deadlock is the rea-
son for this superiority. Two %4” heat-treated steel bolts
pass through a steel plate on the inside and thread
directly into the outer cylinder housing. Add a 1” dead
bolt with a free-turning steel roller, and you have the
D4000 Deadlock, the best security lock money can buy.

The above cutaway shows one of the heat-treated “ISERS I u cKs
steel bolts that provide the vandal-proof protection
in this h,‘gh security lock. DIVISION OF NORRIS INDUSTRIES

WEISER COMPANY ¢ SOUTH GATE, CALIF.
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Textu?ed

The rustic look of rough-
sawn wood in Shadowcast”
textured unprimed lap or
panel hardboard siding
blends home and land
together, naturally. A plus
for today’'s back-to-nature
styling of homes. The
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rugged character of
Shadowcast textured
hardboard siding is even
retained after staining
or painting.

Made of special
density all-wood hard-
board, Celotex" Shadow-
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sidn

cast textured siding is
strong and durable, highly
resistant to weathering,
free of knots and grain
splitting. Add features
like easy maintenance
and a 25-year guarantee
against hail damage,
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..naturally by Iotex.

and the popularity of
Shadowcast siding is
understandable.

Available in tex-
tured unprimed lap siding,
12" wide x 16’ lengths;
panel siding, 4’ wide x 8’
and 9’ lengths in grooved,

reverse board-and-batten,
and ungrooved styles;

all 7/16” nominal

thickness. Ask your Celotex
representative to show

you samples of Shadow-
cast textured unprimed
hardboard siding. Nat-
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urally, we'd be pleased.
You will, too.

elolex

BUILDING PRODUCTS
The Celotex Corporation, Tampa, Florida 33622

aagm @alter company
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NEWS/POLICY

Cleveland as battleground for federal housing: some small progress. . . continued

FROM PAGE 40

Bey and two of Mayor Perk’s ad-
ministrators in City Hall.
Cleveland’s Ports Director An-
drew C. Putka is charged with
lying about an alleged $3,000
mispayment to Bey before the
grand jury, and Michael P. Rini,
acity personnel administrator, is
charged with conspiracy and
false claims for payment out of
the city treasury.

Mayor Perk has branded both
theseindictmentsas “politically
motivated” and has not sus-
pended Putka or Rini.

Critical audit. The Cuyahoga
Metropolitan Housing Author-
ity was the subject of a blistering
HUD management review and
critical audit report late in 1973.
But Robert J. Fitzgerald, the
CMHA director, makes a strong
case in rebuttal.

Cuyahoga is the largest hous-
ing authority in Ohio and one of
the largest landlords, with 12, -
000 units in 27 estates. It’s the
ninth largest authority in the
United States and the only one

of the top 15 that’s been operat-
ing in the black, according to
Fitzgerald.

Self-servicing. Cuyahoga is
the only housing authority in
Ohio with a security force.

““We had to add this because
the city will not protect the way
it should,” Fitzgerald says. “It
costs us $600,000 a year. I also
think we’re the only housing au-
thority in the Chicago region
picking up our own garbage in
four of our own trucks. The city

can’t seem to do it the way
they’re supposed to, so we have
to do it ourselves.”

The HUD review was critical
of CMHA for its failure to evict
non-payingtenants quickly. The
review said CMHA was losing
money through delay.

“But that’s not what theirown
guidelines  say,”  Fitzgerald
points out. “The lease and griev-
ance procedure says that, in a
new lease, you have to give a
resident a 30-day notice before

Santa Anita scratches mobile-home operation

Santa Anita Consolidated is a
real estate developer as well as
operator of the racetrack—and
until recently ran two mobile-
home manufacturing opera-
tions, one in northern and the
other in southern California.
But the mobile-home units
lost $1,559,000 in the fiscal year
ended October 31, rather more
than the $440,000 they lost the
year before, and this despite the

sale of the northern unit in June.

Now Santa Anita is getting rid
of the southern unit as well, fol-
lowing a policy that many of the
company’s clients doubtless
talk about but rarely follow:
cutting their losses.

Santa Anita’s action follows
by one month a decision by
Kaufman & Broad to dispose of
its 11 mobile-home plants, five
of which were idle [News, Feb.].

you proceed to put him out. And
we were the first housing au-
thority in the Chicago region to
adopt these procedures; Chicago
itself still hasn’t done it, even
though a federal court ordered it
to.

Finance. The authority made
up a $100,000 deficit in its
operating budget versus federal
allowances last year and wound
up slightly in the black. But all
the slack has now been taken up,
and there’s no way to match
those savings again this year.
The authority is going into 1974
with a $500,000 deficit in its
operating budget.

““At the present time, taking
into account the fiscal opera-
tions of CMHA, I'd say we are
one of the more successful large
housing authorities in the U.S.”

Cleveland has come a long
way since Longwood and Garden
Valley were conceived. Whether
it is far enough is yet to be seen.

—ART ZIMMERMAN
McGraw-Hill World News,
Cleveland

TRFMIRRN:..something new from the folks you didn’t know

one year ago...

Remember the ad we ran last
year? The one that said: ‘Here’s
why you don’t know us!”| Funny
thing, we can’'t run that ad any-
more.

Because now, Zenith is well-
known throughout the entire
building industry. For quality, fast
delivery and competitive pricing

on a full line of medicine cabinets
for the bath.

Which brings us to our new TRI-
MIRRA series. 10 different models
that look like a million dollars, but
cost considerably less.

Check out TRI-MIRRA. Contact
your nearby Zenith distributor or
sales rep. Or write for free prod-
uct information.

Zenith . . . we live up to our name.

z

723 Secane Avenue, Primos, Pennsylvania 19018

Zenith

METAL PRODUCTS CORPORATION

(215) 748-3000
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STA-LITE 500

More than

adoor..

It’s an all new seetioalsteel

garage door system!

That's right. Stanley has complete-
ly re-designed and re-engineered
what has long been considered the
best residential sectional steel ga-
rage door available, and made it
an even better garage door system.

We call it a system because it’s
the complete sectional steel ga-
raae door unit with everything nec-
essary for fast, easy, one-man
installation.

And included in our system you'’ll
find dozens of advanced new engi-
neering concepts, too. Stronger,
heavy-duty hinges and roller brack-
ets. Integral welded trusses and

muntin bars. Embossed, tapered
track with large nylon rollers. Ad-
justable leveling brackets. Pinch-
proof, weather tight section joints.
Factory installed weatherstrip.
Flush, automobile type handle that
can also be locked from the inside.
Full width unlatching. And even a
heavier, bright, new, white prime
coat exterior.

And we named it the Sta-Lite
500. Sta-Lite because it’s lighter
and easier to operate than a wood
door. Sta-Lite because the tough,
steel panels won't absorb moisture,
or warp, twist or rot like wood. Sta-
Lite because it will stay like new
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longer, and with less maintenance
than a conventional wood door.

Sta-Lite 500. The Sectional Steel
Garage Door System. The closest
you can get to a pre-hung garage
door. Is it any wonder we say it's
more than a door? For more infor-
mation, write or call today. Stanley
Door Systems, Division of The
Stanley Works, 2400 East Lincoln
Road, Birmingham, Mich. 48012.

®
helps you do things right
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“Scheirich’s Westmont cabinet
has just what condominium owners want-

a lot of looks and
hardly any maintenance’

Fred Peterman, Vice President
Seay & Thomas Realtors, Inc., Chicago. An I.C. Industries Company

“During our design meetings, we decided that Westmont
cabinets fit our marketing criteria for the luxury standards
at Harbor Point. The easy maintenance and the reasonable
price were extra benefits.”

Gardencourt Westmont. Right at home in these elegant
lakefront condominiums.

The handsome exterior—made of a revolutionary new
material called Environ—has the texture and beauty of the
finest wood, yet it’s not affected by moisture or humidity.

And maintenance is just a matter of wiping with a damp cloth.
No waxing, no polishing needed.

Inside, Westmont has vinyl surfaces for easy upkeep, too.
And the tough polystyrene drawers have rounded corners
for easy clean out.

Classic pewter-type hardware adds a rich, decorative
touch to the easy-glide drawers and self-closing
doors.

When you want the kitchen to help sell a condo-
minium or a home, look into Westmont by Scheirich,
the cabinets with the look of wood, but not the
upkeep of wood.

In Chicago, the Scheirich distributor is Amer-
ican Craig Corporation. For the distributor in
your area, see the Yellow Pages.

H.J. Scheirich Co., P. O. Box 21037,

Louisville, Kentucky, 40201.

SCHEIRIEH

FINE FURNITURE FOR THE KITCHEN AND BATH
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Harbor Point, a luxury condominium
now under construction, will rise

54 floors above Lake Michigan, offering
spectacular views to the 742 living
units. Located in the 83-acre lllinois
Center complex in downtown Chicago,
the building is part of the $1.25 billion
plan to convert obsolete railroad yards
into a city within a city, complete

with commercial, residential and rec-
reational facilities. Residents of the
units, which range from $32,000 to
$127,000 will enjoy an indoor swimming
pool, golf driving range, solarium,

arts and crafts areas, a closed-circuit
communications/security system,
handball courts and a health club.



When you build with a modern loadbearing masonry system,

“you can save as much as 10% on construction costs.
> ) Because masonry lets you save on the two biggest expenses
wof building. Time and materials.

Instead of building separate structural systems and
enclosure walls, you can have them both in one step. Masonry walls
work together with roof and floor systems to create one solid
structural shell. Complete with enclosure walls and inside partitions.

And you can begin finish work on each floor as soon as the
masons begin erecting the floor above it. So your building is finished

faster. And you can stop paying interim interest and start charging rent.

You save on maintenance costs too. Because masonry doesn’t
warp, dent, bend, buckle or rot. It gives superior fireproofing

and sound control. And with its inherent beauty, it never needs painting.

When you add all these savings up, you can save enough
money to add that eleventh story. If that sounds like an interesting
prospect to you, mail this coupon. We’'ll send you the complete story.
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_ story building
| loadbearing masonry *
get the fith story free.

International Masonry Institute
Suite 1001 823 15th Street, N. W.
Washington, D. C. 20005 HH

Send me information on the modern
loadbearing masonry building system.

Title

Company

Address

City

Nature of Business
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ABI’s CLIFFORD . . .
‘A united front’

... AND LEONARD
A wider constituency

Heads named for builders’ group
merging four HBAs in California

or California builders from the
lonterey peninsula to the Ore-
on border there’s now one as-
ociation where there had been
our. It’s called the Associated
uilding Industry of California
ABI) and is headed by Chairman
mmet Clifford of Mackay
lomes and Executive Director
Villiam T. Leonard, well re-
1embered as the dynamic direc-
or of one of the predecessor
roups, the Associated Home-
uilders of Greater Eastbay (Ber-
eley).

Other officers are Frank Conti
ricechariman)and M.G. Engdol
ecretary-treasurer), who also
ead building concerns in the
>gion.

The ABI combines the Build-
rs Association ot Santa Clara-
anta Cruz (founded 1950), the
an Francisco, Peninsula and
.edwood Empire Building In-
ustry Association (1935) and
he Construction Industry Asso-
iation of Sonoma County (1972)
7ith the Eastbay unit.

“The thrust of this amalgama-
.on,”’ explains Clifford, “is to set
paunited front to face decision
1akers and to develop uniform
olicy on building industry
roblems.”

The merger, a year in the mak-
1g, brings in 1,200 members
rith  construction contracts
ning to almost $1 billion an-
ually, including 30,000 resi-
ential units. Local divisions
ill retain considerable auton-
my.

The regional staff of 30 will
iclude  ten  professionals,
nong them an attorney, an en-
neer, environmental planners
1d a public affairs director.

Among the problems are
eavy environmentalist opposi-
on to continued growth and

new housing and soaring com-
munity-facility fees for streets,
sidewalksand sewers, which add
as much as $4,000 to the price
of a house in that region.

In addition, a proposal sur-
faced recently at the state level
that would ban almost all new
construction for three years in
the wake of the energy crisis.

“We support sensible
growth,” said Clifford, “‘so as to
provide shelter to persons who
come to this region in search of
a better job, a better life or op-
portunity.”’

Gurney man indicted
in widening scandal

The FHA bribery scandal that
began with Florida builder John
Priestes grows apace|[News, Oct.
'73 et seq.).

Larry Williams, former money
raiser for Senator Edward J. Gur-
ney, has been indicted by a fed-
eral jury for abetting the bribing
of an FHA director.

Williams has agreed to take
the bribery charge and one count
of tax evasion in exchange for
immunity from further prosecu-
tion, and he has also agreed to
testify about his fund-raising ac-
tivities.

Gurney'’s office declined com-
ment on Williams’ indictment.

—FRED SHERMAN
McGraw-Hill News, Miami

CORRECTION

An article on page 24 of the Jan-
uary issue stated that John W.
(Jack) Kessler was still associ-
ated with Peter Edwards and
his Multicon enterprises. Kess-
ler says he has not been “as-
sociated with Multicon for a

year and a half”—ED.

It Costs No 'Mofe
with Compotite’

Shower baths now come in many forms...a mosaic
tiled stall, a sunken tiled tub, or a Hawaiian type with
garden backwall. These better designs have one
thing in common...they feature the beauty and ver-
satility of ceramic tile.

With Compotite waterproofing and the new stain-
proof, tile-setting materials, a fully tiled shower bath
will keep its lustrous beauty through years of use.

In most cases, the economy of Compotite waterproof-
ing will result in a desirable fully tiled shower at no
more than the expense of a plastic tub or receptor.

&
Compotite

Shower Pan

COMPOTITE SHOWER PAN, P.0. Box 26188,
Los Angeles, Calif. 90026 « Phone: (213) 483-4444
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new
fuel saver

gas logs with unique
realism and beauty

Most everyone is setting thermostats lower these days. But to
take the chill off a family room...living room...den...there's a sim-
ple way to do it without upsetting the controlled heat in the rest
of the apartment or house.

GemGlo Ceramic Gas Logs in fire-resistive fireplaces...free-
standing or built-in...give instant-on, instant-off supplementary
zone heating, as needed. Save fuel! For example, bring one room
up to a cozy 72° while the others stay at an economical 65°.

But that's not all. Unlit or ablaze, GemGlo Logs add realism
and beauty to any hearth. Their appearance is just like actual
splitwood logs, and when they're lit, the unique design of Gem-
Glo's burner directs the gently lapping flames between the base
logs, around the top log in striking simulation of a real wood fire.

Completely pre-assembled for easy installation, GemGlo
includes logs, stand, pilot, burner, pressure regulator and con-
trol valve. A single gas connection and GemGlo Logs are ready
to kindle warmth and hospitality in the chosen gathering place.

For a copy of Bulletin GGL-973 describing and illustrating
GemGlo Logs (AGA-design-certified) circle the number below on

the reader-service card or contact us direct.

CarnationGlo Specialties, 155 West
CERAMIC LOGS

California Ave., Sebring,
Ohio 44672, 216-938-6845.

inquire about choice dealerships and sales aids
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Designer viewing the energy crisis
sees changes in homes and recreation

Given the energy squeeze, recre-
ation centers built in new devel-
opments may come to resemble
“swank country clubs” in the
view of Louise Klotz, senior vice
president and design director of
Habitational Designs Inc. in Los
Angeles. And homes, she says,
will need more hobby or craft-
oriented areas.

These housing shifts are rea-
sonable expectations, Mrs. Klotz
believes, when families find
themselves obliged to spend
more leisure time at home. And
model homes will need interiors,
whichhercompanydesigns, that
accommodate these emerging
patterns.

Mrs. Klotz’s views of commu-
nity recreation centers, a signifi-
cant marketing feature for many
large developments, also project
considerable change. (She has
designed more than 100 such fa-
cilities in the last ten years.)

The influence of these centers
on sales will increase, she feels,
and especially if:

DesiGNER Louise KLoTz
More hobbies and country club

® They become more person
alized, including amenities lik
personal footlockers and storag
areas and avoiding the impres
sion of a mass meeting hall;

® Incorporate flexibility t
handle large gatherings, small
group activities and private en
tertaining;

® And offer more services
including such innovations a
ice rinks, movie theaters an
catering kitchens.

The people moving up in housing

On the coast, giant Kaufman &
Broad’s Eli Broad hands over the
chief exec’s portfolio to Pres-
ident Eugene S. Rosenfeld but
retains the chairmanship.

In the Midwest, Hoffman
Rosner Corp. moves William A.
Maybrook to its vice presidency
formarketing afterone year with
the company. Senior veep
Maurice Wallack takes over as
general manager, eastern divi-
sion.

On the seaboard, Kennilworth
Associates brings in Jack Wil-
liams as vice president and head
of homebuilding for the mid-
Atlantic. He had been a Levitt
vice president.

Meanwhile, CMI Investment
Corp. moves Senior V.P. Robert
L. Waldo to an executive vice
presidency. Keith A. Yelinek be-
comes executive vice president

of CMI's largest subsidiary,
Continental Mortgage Insur-
ance.

Frank B. Glover takes over as
president and chief executive at
American Title Insurance. Ex-
President Jay R. Schwartz, be-
comes chairman.

And finally, several changes at
First Mortgage Advisory Co., in-

vestment advisor to First Mort
gage Investors. S. Robert Dil
worth comes in as senior vic
president for equities; James
Osmond moves up to a seni
vice presidency, eastern divi
sion; Kenneth G. Davis Jr. b
comes executive vice preside
for investment production an
Agnes M. Duncan a president f
loan funding.

New president named
for Rossmoor Corp.

This national developer of adul
communities has its secon
president. He is Robert E. R
senwald, who has been exec
tive vice president of the co
pany since 1971.

Rosenwald takes over th
presidency from Ross W. Co
tese, who has held the post sinc
founding the company in 195
Cortese remains chairman an
chief executive.

The founder, according to th
company, wants to devot
greater attention to Rossmoor
expansion and developme
programs. Rosenwald will b
responsible  for  day-to-da
operations.

CIRCLE 51 ON READER SERVICE




Suburban Thatch.

The new rustic shingles
that look more expensive
than they are.

From Fry Roofing.




construction. Suburban Thatch blends with any landscape or “townscape”
and comes in a choice of four natural woodtone colors.

Specifications...Features
 Shingle size: 11 5/6" x36”  * 100% double layer protection.

* Exposure: 4 2/3"" average. e Self-aligning — for faster,
* 100 shingles per square. easier application.

* 4 bundles per square. * Self-sealing for

* 100% pure asphalt coating, wind resistance.




C Bee.
ew n. 'A

Black Valvet Bload:

SU bU rban Thatch Four natural woodtone colors.




Suburban Thatch Shingles

provide protection against fire, weather, wind.

You can be sure of long-life protection against the hazards of fire and
weather with Suburban Thatch shingles. They have the Underwriter
Laboratories Class “C” fire and wind resistant label. Thick 100% asphalt
coating serves as a water-proofing barrier. Deeply embedded granules
over the entire shingle surface provide long-wearing protection from sun,
weather, and fire. Shingles lay flat —won’t curl or warp.

20-year Guaranty Bond [EEes
assures lasting, low cost protection. ;

This bond requires Fry, at its own expense, to
make repairs to, or replacement of, defective roofing
materials prorated per year of satisfactory service
during the time period specified. The United Pacific
Insurance Company stands as surety behind this
written obligation. Fry must be notified by registered
mail within 30 days after defect is discovered.

Suburban Thatch Shingles

are made in 24 modern plants coast-to-coast
to insure fast, dependable service.

* Atlanta, Georgia e Lubbock, Texas

* Brookville, Indiana e Medina, Ohio

e Compton, California e Memphis, Tennessee

e Denver, Colorado * Minneapolis, Minnesota

* Detroit, Michigan * Morehead City, North Carolina
* Fort Lauderdale, Florida * North Kansas City, Missouri
* Hazelwood, Missouri * Oklahoma City, Oklahoma
* Houston, Texas * Portland, Oregon

* Irving, Texas ¢ San Leandro, California

e Jacksonville, Florida e Summit, [llinois

* Jessup, Maryland * Waltham, Massachusetts

e Kearny, New Jersey * Woods Cross, Utah

n w(« ? W"G,’A
Lloyd A. Fry Roofing Co,, Inc. Z{Z
World's largest manufacturer of asphalt roofing and allied products. o Fi

General Offices: 5818 Archer Road, Summit (Argo P. O.), Illinois 60501 e v.\‘-"‘




Heatform Fireplaces
circulate more heat. Like a furnace.

HEATFORM. The unique, efficient wood and coal burning, warm air
circulating fireplace that conserves and circulates extra heat can become your
number one built-in amenity or profitable option. A Heatform provides
comfort insurance for townhouse and single family unit buyers chilled

at the prospect of future restrictions on gas, oil and electric heating.

The HEATFORM gives 3 to 4 times more heat than regular fireplaces

that waste warmth up the chimney. HEATFORM has given proven r
dependable heating for over 50 years. Specify HEATFORM because J
only HEATFORM has heat tubes through the throat to save and

circulate more heated air, like a furnace. superlor
fireplace company

Quality Products to Reduce Construction Costs.

l SUPERIOR FIREPLACE COMPANY
P.O. Box 2066, Fullerton, Ca. 92633 (714) 521-7302

[ Please send Heatform Technical Information
[J I've a current project. Please call me.

Side Opening Attn: Title
Fireplaces Fireplaces Eadbr Bt
any
See these SUPERIOR products too = E-Z Wood Burning Fireplaces Address
o Fireform Gas Fireplaces * Freeform Free Standing Fireplaces
o Hi-Form Dampers e Feastmaster Barbecues. et Zip

In Sweets Light Construction File
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NEWS/POLICY

What's worse than one of HUD's wrecked houses? One of its repaired houses

Of 83 homes involved in a

Detroit model neighborhood
agency’s repair program, only
nine houses got what city
inspectors would later call ade-
quate repairs.

In 74 cases the work was in-
complete, never done or it failed
to live up to specifications in the
homeowners’ contracts.

Many of the homeowners
were better off before repairs,
concluded Detroit’s auditor gen-
eral, Victor McCormick, in a
report to the city’s common
council.

The aftereffects of this two-
year-old scandal are stalling
home repair efforts in Detroit.
Even correcting the errors of the
1972 project, a common council
mandate, now seems an impos-
sible task.

Double payment? After mini-
mizing government vulnera-
bility with elaborate new legal
contracts, the agency officials
find legitimate home improve-
ment companies reluctant to bid
on jobs.

“With all the red tape it’s just
too much trouble,” suggests one
builder.

The Department of Housing
and Urban Development will
not commit funds for second-
time payment of the first $200,-
000 it allotted for the model
neighborhood agency’s repair
bill.

“The city may have to pay,
says McCormick.

The agency’s director, Sylves-
ter Angel, observes:

“There are an awful lot of dis-
honest contractors. You talk
about people with a wheel-
barrow in a telephone booth,
these guys didn’t even have a
wheelbarrow.”

Charges. The common coun-
cil has accused officers of the
infant agency of misman-
agement. The council says the
agency failed to check up on the
activities and performance of
contract operators. The financial
responsibility has been dele-
gated to an organization called
Credit Counselling Inc. under
the agency contract. Another or-
ganization, Urban Housing and
Planning Associates, agreed to
review and award bids and to
conduct work inspection.

It now appears that few
inspections were made. Alex
Davis, a spokesman for UHPA,
asserts, “We never really had a

"

Repairs on war vet Thad Samoseij’s Detroit home left kitchen like this. Stove, sink

and refrigerator were removed and never returned. Wall hole was cut for no reason.

contract, we just tried to help
out,” but a copy of the disputed
contract in McCormick’s hand
says otherwise.

Repairs on paper. Instead of
conducting post-work inspec-
tions at model neighborhood
homes, McCormick relates,
UHPA gave individual contrac-
tors certificates of completion.
These were supposed to be
signed by satisfied homeowners.

“We found that a lot of home-
owners were persuaded to sign
this document before the work
was done,” adds Angel. The fi-
nancial  contractor, Credit
Counselling Inc.,, honored
signed certificates of completion
with full payment.

A high frequency of dishonest

dealings by a relatively small
number of contractors seems to
indicate that someone was tell-
ing unscrupulous repairmen
how to bid. Thelocal office of the
Federal Bureau of Investigation
says it’s still investigating.

““We found no hard evidence,”
McCormick remarks, “but it
sure looks like a few people saw
an opportunity to take the gov-
ernment for a lot of money.”

Cost to owners. The loss was
shared by the model neighbor-
hood residents who agreed to
repairs on a half-grant, half-loan
basis. The average annual
household income in the center
city is some $5,500.

Making loan payments and
waiting for political rhetoric to

Court KOs Petaluma’s building curb

No-growth has been ruled un-
constitutional.

A California federal judge has
found that the Petaluma plan
[NEws, Dec. '73] is a violation of
the citizen’s implicit consti-
tutional right to travel and settle
freely.*

The decision is expected to be
appealed as high as the Supreme
Court.

Observers believe that this
case, when compared with the
earlier landmark decision on the
Ramapo (N.Y.] phased-growth
plan [NEws, Sept. '73 et seq.],
will give builders a good feel for
what a town can and cannot do
to control the rate of homebuild-
ing.

Intent seems to be crucial.

Petaluma’s was to restrict

growth permanently in order to
retain the town’s character.

In Ramapo, on the other hand,
the town fathers were able to
show that their growth restric-
tions were needed because the
town lacked both money and fa-
cilities to provide essential ser-
vices to new housing. And the
town’s record of support for low-
cost housing backed its claim
that it was not engaged in exclu-
sionary zoning.

If both decisions stand, a town
will be able to slow or halt
growth if it would overwhelm
the community’s service re-
sources. But the burden of proof,
the California case seems to say,
will definitely lie with the town.

*Case C-73-0663-LHB, U.S. District
Court, San Francisco.

spur action, one couple went
months without water in the
home. The kitchen a
bathroom were stripped by co
tractors for promised install
tion of new wiring, plumbi
and fixtures.

New wiring was installe
Plumbing was not. Stove, sin
refrigerator and cupboards we
neither replaced nor returne
Ruby and Thaddeus Samose
still have their old bathtu
however. It lies on its side in t
middle of the living room b
cause Mrs. Samoseij preferred
to a new model.

Havocofrepair. The Samosei
are careful not to walk in o
section of their kitchen. Ju
below, a floor-support beam w
severed to allow installation
afurnacechimney. A gaping ho
in the kitchen wall was left u
plastered, with rusty pipes b
hind. A disabled war veteran, S
moseij can do nothing to put h
own house back together.

Depending on neighbors f
the use of a bathroom and
occasional bucket of water, Mr
Samoseij cooks on a hotplate i
the living room.

“Tt’sbeen awful, soawful,” s
blurts.

Ray Sharkey of Stewart
Home Improvement Co., D
troit, recently got the job of pu
ting the Samoseij house back i
order. Undoing and redoing ea
lier work will bring the tot
home repair bill to $4,90
roughly $2,000 above the wi
ning bid of two years ago.

“Ibidonthisjobbackin 1972
Sharkey claims. ““Then my pri
was beat by $1,000.

“lI guess (my competito
didn’t care how much he unde
bid because he would be out fa
anyway.”

Gone with wind. The thr
contractors that did the initi
work on the Samoseij home a
no longer in business in Detroi
Employees of Urban Housi
and Planning Associates, w
had exclusive responsibility f
the repair project, no long
work for the company.

But the model neighborho
agency has launched anew ho
repair program. A new contra
operator called for bids on t
first three of 30 homes to be se
viced.

Only four bids came in.

RogGer GuiL
McGraw-Hill News, Detro
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4 SOLID REASONS WHY BUILDERS
PREFER HOMASOTE FLOOR DECKING

Structural Sub-Floor. Homasote 4-Way® Floor Decking

is a high-density, easy to handle, structural panel

capable of supporting uniform live loads up to

100 Ib./sq. ft. Made from multiple plies of Homasote
Structural Building Board, bonded under extreme pressure
with water-resistant glue, Homasote 4-Way® Floor Decking
is shaped with Tongue and Groove for easy application.

Thermal Insulation. /n addition to its structural strength,
Homasote 4-Way® Floor Decking has a thermal

conductivity “k’’value thatis up to 174% better than

the “k’’ value of wood or plywood subfloors. This means

that the BTU loss per hour is so far reduced that the

use of Homasote 4-Way® Floor Decking can be a significant
contribution to the total insulation in any building.

Sound Deadening. Tested for acoustical ratings,

using ISO, R 140 and HUD test methods, Homasote 4-Way®
Floor Decking obtained an STC Rating of 50 in the
laboratory. Homasote 4-Way® Floor Decking can
effectively reduce impact, structure-borne and air-borne
noise and greatly improve the sound attenuation

of the floor/ceiling structure in buildings.

In-Place Carpet Underlayment. Once the Homasote
4-Way® Floor Decking is installed, no additional layers are
required. Its resilient surface provides in-place, wall-to-wall
underlayment that will protect and prolong the life of carpet.

Homasote 4-Way® Floor Decking is code approved,
is available in 2’ x 8’ standard panels and in 2 thicknesses
for both 16” 0.c. and 24” o.c. joist spacing.

Homasote 4-Way® Floor Decking is the ideal,
one-application dry decking for low-rise apartments,
motels, condominiums and multi-family housing.
For construction economy and long-term value, builders
have recognized Homasote 4-Way® Floor Decking,
for over 65 years, as a different form

of wood that makes sense!

For literature and samples, contact
your local building supply dealer or

write: The Homasote Company, homasote
Box 240, West Trenton, A
New Jersey 08628  iiss

(LT Y
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Caradco
CARkote...

our exclusive

4-in1 fused finish.

A new C-100’ double-

| hung wood window
' worth switching to!

You'll find plenty of worthwhile reasons
to switch to this new CARkote C-100’
double-hung window. Our exclusive
exciting CARkote system includesa 1)
water repellent preservative; 2 ) a prime
coat; 3 ) and arich acrylic enamel coat.
Plus 4 ) a tough top barrier coat that
actually fuses all four coats together!
Lasts twice as long as field-applied
finishes.

The result is a new level of durable
beauty. Adds eye appeal. Resists weather
and elements. Stays clean longer and
cleans with a quick rinse. And inside, you
get warm, unfinished wood, leaving all the
decorating options open.

The features we’ve built into new CARkote
C-100’ units give you more reasons to
switch. A clean, slim new profile that gives
your homes and apartments a smart,
distinctive look. Stainless steel weather-
strip that acts as both track and weather-
strip. Frames and sash fashioned from
select kiln-dried lumber. (Wood insulates
best—looks and is warmer.) Insulating
glass, set in a leak-proof vinyl gasket to
save fuel and assure comfort. Plus
removable matching vinyl grilles for the
divided pane look as an option.

v We’ve given you every reason to switch.
Noticeably better features. At affordable
Caradco prices. Call your Caradco
Distributor today, and go Caradco

All the Way.

=

Main Plant, Dubuque, lowa 52001
Hainesport Plant, Hainesport, New Jersey 08036
Sacramento Plant, West Sacramento, California 95691
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Builders who switc

__domn't switch back
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Super-C steel joists
install faster

than wood-with
just two men.

Super-C joists of the same depth as
wood are up to 20% lighter—so they are
easier to handle and install.

That’s only one reason why more and
more builders are changing to these gal-
vanized steel joists...and builders who
have switched don't go back to wood.

Some other reasons:

They cost less to install. Not “maybe’”’
Facts prove it. Besides fast two-man in-
stallation, Super-C's extra strength per-
mits greater spans and greater spacings,
reducing the number of joists as much
as 60%.

They give a better floor system.
Developed by U.S. Steel, Super-C joists
are hot dipped galvanized steel. They don't
shrink or warp. Floors don't squeak. Nails
don't pop. You should expect no callbacks
from a floor system based on Super-C
joists.

Many applications are possible. First
floors, upper floors, flat roofs—for single-
family houses, townhouses, apartments,
shop built or field assembled. They've all
been “proved out” by builders in the field.
And plywood decking or concrete floors
can be used.

For detailed information, send for
our highly factual booklet, which includes
typical applications, load span tables and
architectural details—as well as the name
of the manufacturer of Super-C joists
serving your area. United States Steel,
Pittsburgh, Pa. 15230.

T ¥ s g s :
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United States Steel

United States Steel (USS C214)
600 Grant Street
Pittsburgh, Pa. 15230

Dear Sirs: Please send me your booklet on Super-C joists.

TRADEMARK

Name

Title

Company Name

Address Phone
City State Zip
Type of units How many?

Name of architect or project engineer who should also get this booklet:




Carrier keeps you occupie
with low furnover rates.
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Air conditioning helps get the people into your
apartments. Carrier air conditioning helps keep them
there. Because it gives them the draft-free comfort they
like. The quiet they want. The reliability they demand. With
low monthly bills.

And Carrier gives you a number of ways to do it.
Individual systems, apartment by apartment, or central
system. All-electric, or gas-electric. Tenant-metered or
centrally billed.

You start with a Carrier-oriented dealer. The man
who can design a comfortable, quiet system, without
pricing you out of the market.

And he has efficient, low operating cost equipment.
The kind that cuts tenant gripes, if they pay. Returns your
investment fast, if you foot the electric bill.

Also, any Carrier system you put in will get numbe
one service and care out of your Carrier dealer. He'll keeq
a watch on its efficiency, so it won't waste your energy
and run up the cost of running.

Call him and he'll keep your building occupied.

Carrier Air Conditioning Division.
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0@ BI-FOLD DOORS
If you like the look of wood, you'll love Cellwood. These Bi-folds have a warm,

beautiful wood grain and true open louvers. But we've replaced wood with a
superior material—hi-impact structural foam polystyrene. One-piece reinforced
construction is so rigid only a top track is needed. Complete with quality hard-
ware that makes installation and operation a breeze. Factory finished with a
tough off-white acrylic. Takes wood stain with magnificent results. Contact us

today for complete details.

A Division of Kusan, Inc
1275 Enterprise Drive, Norcross,
Georgia 30071, PHONE 404/449-1000
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NEWS/ENVIRONMENT

Building on Great Lakes, rivers, coasts? Better learn to flood-proof house

The most sweeping federal land-
use bill yet enacted begins to
take hold this spring.

The legislation that President
Nixonsigned December 31—the
Flood Disaster Protection Act of
1973—has been publicized as a
measure to force homeowners in
river-bottom areas to buy federal
floodinsurance andsoreduce the
multibillion-dollar drain on the
Treasury for grants to flood vic-
tims.

But an equally important
thrust of thenew law will require
communities along the rivers,
the Great Lakes and the coast-
lines to adopt tough zoning ordi-
nances and building codes for
their flood-threatened areas.

Rules and costs. By July, about
10,000 communities are to get
their first notification from the
Federal Insurance Administra-
tion of the Department of Hous-
ing and Urban Development.
They will be told that they have
flood-prone areas within their
boundaries. That notification
will decree a series of deadlines
that will eventually require
buildings to be flood-proofed or
built above the 100-year flood
level. Sewer, water and electric
lines will have to be flood-
proofed against the once-in-100-
years flood.

The cost of building a house
above its normal elevation in a
flood-prone area—using landfill
or pilings—varies with soil and
other conditions. One study for
the Federal Insurance Adminis-
tration estimated that, along the
Louisianaand Texas Gulf coasts,
it might cost $400 to $500 to
build the slab for a small house
two feet above its normal eleva-
tion.

In coastal areas generally, an-
other FIA report suggests, the
cost of using pilings to elevate a
1,500-sq.-ft. structure eight feet
above normal elevation is about
$500 to $1,000.

The enforcer. The strictures
that will make all these require-
ments mandatory are quite
simple. They are provisions in
the new law that shut off mort-
gage money in the flood-prone
areas unless the communities
join the program.

If the communities don’t pass
land-use controls that meet fed-
eral standards, buyers of homes
and commercial properties
won't get federal flood insur-
ance. If the buyers can’t buy in-

surance, no bank or savings and
loan regulated by a federal
agencywillbe allowed to finance
either the construction or pur-
chase of a building in the flood-
prone area.

Start to finish. The first dead-
line is March 2. The new law’s
timetable will force virtually all
communities into the program
by July 1, 1975.

The program is the result of
the third round of flood insur-
ance legislation enacted since
1968. The provisions now cover
structures damaged by ““a gen-
eral and temporary condition of
partial or complete inundation
of normally dry land areas from
1) the overflow of inland or tidal
waters, 2) the unusual and rapid
accumulation or runoff of sur-
face waters from any source or
3)mudslides which are caused or
precipitated by accumulations
of water onor under the ground.”

According to Federal Insur-
ance Administration officials,
this covers property losses from
river floods and extra-high tides,
mudslides resulting from extra-
high tides, mudslides resulting
from extra-heavy rains and ero-
sion caused by abnormally high
water levels on the oceans or the
Great Lakes. Some 400 Great
Lakes communities are already
in the program.

Economies. The new law is
Washington’s reaction to the
handing out of billions in grants
and loans to help the victims of
the storms and hurricanes be-
ginning with Camille in August
1969 and topped off by Agnes in
June 1972. Agnes was the great-
est natural disaster ever to strike
the country. It cost the federal
government $2 billion.

Loans and grants to flood vic-
tims for only the last five years
run beyond $4.5 billion.

The Administration and
Congress were united in making
the flood insurance and tough
zoning mandatory. The reason:

Under the voluntary flood in-
surance laws of 1968 and 1969
there were few incentives for the
purchase of federal flood insur-
ance, or for communities to zone
for flood-proofing of structures
andutilitiesin flood-prone areas.
In fact, undeveloped lowland
tended to be less expensive, en-
couraging land developers and
builders to move in. Prospective
buyers counted on Washing-
ton’s politicians to bail them

out with grants and loans if and
when the floods came.

Profit in disaster. The relief
policy increased the value of the
lowland and made development
financially attractive. Many
flooded-out owners were better
off financially after a disaster
than before, according to a new
study done for the American En-
terprise Institute by Howard
Kunreuther of Philadelphia’s
Wharton School of Finance and
Government.

Under the early laws there are
already 2,900 communities in
the flood-control operation—
about 2,300 of them in the so-
called emergency program of
1969 and 600 in the regular pro-
gram enacted in 1968.

The 600 communities in the
regular program have already
adopted the strictest zoning
controls and have thus made
property owners eligible for both
the minimum coverage allowed
at subsidized-premium rates,
and maximum coverage at much
higher actuarial rates. Among
them are Burbank, Calif.; Ocean
City, Md.; Winston-Salem,
N.C.; and Gulfport, Miss. As re-
quired by law, their ordinances
decree that new structures in
flood-prone areas must be built
above that 100-year flood level,
on stilts or landfill.

Flood hazard map. The nearly
2,300 communities in the so-
called emergency program are
required to adopt only minimum
controlsover constructionin the
flood-prone areas in order to
make property owners eligible
for minimum insurance cover-
age at subsidized rates. Among
them are Cedar Rapids, Iowa;
Pittsfield, Mass.; Corning, N.Y ;
and Jacksonville, Fla. After a
community is notified it is
flood-prone, the next step is the
adoption by FIA of a flood hazard
boundary map for the commu-
nity. Additional land-use con-
trols are then required. (About
600 of the 2,300 communities
have this map.)

Eventually a community is
provided with the second, more
detailed flood insurance rate
map. It defines the flood level
above which new structures
must be built.

Timetable. On March 2, 1974
the ban on loans for flood-area
buildings begins for the commu-
nities that already have either
their rough flood hazard bound-

ary map or the more detailed
100-yearflood elevation map. As
of that date, no bank or savings
and loan can finance purchase of
a building or mobile home or
construction of a building not
covered by flood insurance.

In all these communities, bor-
rowers must buy the so-called
first layer of subsidized insur-
ance—which allows up to $35,-
000 coverage on a single-family
home and up to $100,000 on
non-residential structures and
apartments. The subsidized pre-
miums run from 25¢ per $100 of
coverage on the smallest homes
to 60¢ per $100 for apartments
and non-residential structures
worth $60,000 or more. Thus,
the premium for full coverage on
a $20,000 home would be $50 a
year, and on a $70,000 ware-
house $420.

Government officials say
these rates are about 10% of
what actuarial rates would be for
structures in such flood-prone
areas.

Actuarial rates. Once a com-
munity has its flood elevation
map, then additional coverage is
available to property owners at
much higher actuarial rates. As
of March 2, in the communities
that have their flood elevation
map additonal coverage is avail-
able to property owners at much
higher actuarial rates.

The law says that the lending
institution can’t lend unless the
owner has flood insurance up to
the amount of the mortgage or
the maximum coverage avail-
able to him, whichever is lower.
(Once a building has the first
layer of protection at the subsi-
dized rate, the insurance and the
subsidized premium go with the
building, regardless of how many
times it changes hands.)

Warnings. The next deadline
is July 1, 1974. By that time
George Bernstein, the federal in-
surance administrator, must no-
tify those communities not al-
ready in the program that they
have flood-prone areas within
their boundaries.

One year later—by July 1,
1975—all these communities
must be in the program. If they
are not, the ban on federally re-
lated financing for buying or
building buildings in the area
becomes effective.

—DonN Loomis
McGraw-Hill World News,
Washington
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More sales power with these great power savers
Thermador’s Super Line of Microwave Ovens

Fuel Conservation. That's what it's all about today . . . and
that’s what you get with Thermador's fine family of Micro-
wave Ovens. They require as little as one-fourth the time
used by conventional cooking methods and will save as
much as 759 of the energy required for conventional
methods. They also save pre-heating time, defrosting time,
and dishwashing time, since food can be cooked in serving
dishes, paper plates, paper napkins, and shallow metal
trays. All models feature a browning element.

We show just 5 of our 6 great models: Model MTR 30 MICRO-

WAVE OVEN/ STAY-HOT OVEN/SELF-CLEANING OVEN gives
your customer a choice of fast cooking or conventional

CIRCLE 65 ON READER SERVICE CARD

cooking and a way to keep it warm 'til she's ready to serve.
Model MTR 24 MICROWAVE OVEN /SELF-CLEANING OVEN
gives the convenience of speed plus the Self-Cleaning Oven
which, of course, does the dirty work itself.

Model MTR 10 combines a MICROWAVE OVEN with a STAY-
HOT OVEN for keeping a meal warm until serving time.
Models MTR 11 and 12 MICROWAVE OVENS install under a
cabinet or may be built-in. 120V or 240V.

So to save energy — yours and your customers — sell the
microwaves that sell themselves! Write for further
information.

THE ELEGANT DIFFERENCE
Ahermido

A DIVISION OF NORRIS INDUSTRIES

5123 District Blvd., Los Angeles, California 90040
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The sales
opportunity
of the vear:
its as big as
all indoors.

There are lots of things you do to build lasting quality
into a home. Unfortunately, some of them cannot be
seen by your customers. But one kind of quality that
is visible is wood panel and louver doors —inside

and out.

Wood panel and louver doors can really work hard
to help sell the homes you build. They're a symbol of
your careful thought and planning. And an indication
of the quality that makes your homes a worthwhile
investment for the customer. That's why so many
builders use wood panel entrance doors. But there's
no reason to stop there.

66 H&H marcH 1974

Panel doors add character to every room.

Good doars are like good furniture —they bring
character to each room. No matter what the decor,
carefully sculptured wood panel doors will enhance
the beauty of any room. And your customers will be
the first to notice. Not only at the front entrance, but
all through the house.

Forinstance, French doors can change a dining
room from just a place to eat into an elegant dining
experience. With deep sculptured bi-fold doors, a
closet becomes a design accent instead of a hole in
the wall. Swinging cafe doors give kitchens a light,
perky touch. Even the utility room brightens up with
an attractive (and practical) louver door.

And, of course, sliding wood patio doors do an
excellent job of tying indoors and outdoors together.
(Their greater insulation quality means less heat loss
than with metal patio doors, too. That's an important
consideration with the current need for energy
conservation.)

Panel doors for every design.
Wood panel doors offer you a great choice of
designs and styles. Whether your homes are
traditional, colonial, Spanish, modern or something
else, there's a wide selection of quality wood panel
doors to complement any design.

And wood panel doors help you keep the design
theme going throughout the house —from the front
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door to every room. The panel and louver doors
pictured here are just a few examples of the dozens of
types and styles that you can use to tie every room
into the total design of the house.

Consumers prefer wood panel doors.

In three major surveys conducted in 1968, 1970 and
1972, consumers in 39 states reported what they want
most in doors, what kind of door they prefer—wood
panel or flush—and why. The results clearly indicate
that preference for flush doors has fallen while panel
door preference is increasing.

% who prefer panel or flush doors for exteriors
Front, Main Entrance Rear, Other Entrance
1968 1970 1972 1968 1970 1972
Panel Doors 59% 64% 63% 54% 54% 62%

Flush Doors 36 26 28 33~ 26 24
No Preference 9 10 9 13 20 14
% who prefer panel or flush doors for interiors

1968 1970 1972
Panel Doors 31% 32% 34%
Flush Doors 60 47 49
No Preference 9 21 (74

Are you giving your customers what they want?
Before you install doors in your houses or apartments,
consider the facts. Our research shows that
consumers rate appearance and durability as the
qualities they want most from their doors. And they

CIRCLE 67 ON READER SERVICE CARD

rate panel doors better than flush doors in both
instances. Are you giving your customers the doors
they want?

Send for your free copy of our survey report.
We think you should have a report on the major
findings of five years and $40,000 worth of research —
“The consumer of the 70’s: a report on his housing
plans and preferences.” It tells your customers’
preferences for doors and windows as well as their
plans for moving and remodeling. It's an important
study that can help increase your sales potential.

Mail to:

Ponderosa
Plne Woodwork

Department B-4

1500 Yeon Building. Portland. Oregon 97204
A member of the American Wood Council.

Send me a copy of your research report.

Name

Position

Organization

Address

City State. Zip
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NEWS/FINANCE

Support builds for giving mortgage borrower a break on his escrow deposits

One of the consumer issues
Congress is considering again
this election year is whether to
give the mortgage borrower a
better break on the money that
lenders hold in escrow to pay his
property taxes. Those who want
to change the law governing
mortgage settlements feel they
will win eventually, if not now.

The practice of requiring bor-
rowers to agree to €sCrow ac-
counts grew out of foreclosures
for failure to pay taxes during the
Depression. The Federal Hous-
ing Administration, set up in the
1930s, requires escrow on mort-
gagesitinsures. The more recent
Veterans Administration en-
courages such protection on
mortgages it guarantees, and
conventional-mortgage  con-
tracts commonly bind the bor-
rower to deposit sums that the
lender in turn uses to pay state
and local taxes.

Abuses. With the upsurge of
cries for settlement reform of
late, escrow accounts have come
infor hard scrutiny. The primary
abuse of the escrow system, says
Representative George Brown
(D., Calif.), “has been the refusal
or inability of the vast majority
of lenders to pay interest on the
escrow deposits”’—a situation
he finds “particularly poignant
because most lenders can and do
themselves earn interest on
these deposits through invest-
ment in short-term securities.”

Nonetheless, would-be re-
formers such as Brown and Rep-
resentative Leonor Sullivan (D.,
Mo.) of the House Banking
Committee, have backed away
after two years of trying to legis-
late to the effect that escrow in-
terest must be paid. They have
come up instead with a sharply
modified approach tailored to
lessen objections of powerful
lobbying forces on the other side
of the issue.

Differing views. The re-
formersrealized they had a tough
row to hoe after a General Ac-
counting Office study of savings
and loan institution and mort-
gage banker use of escrow ac-
counts came up with very
doubtful information from the
interest-proponents’ point of
view.

Fundamentally, while Brown
talked of saving home buyers
$100 million by requiring inter-
est payments, the GAO could
not get a fix on just how much

money was sitting in escrow ac-
counts around the country. Fur-
thermore, it did get testimony
(albeit based on fuzzy account-
ing data) that smaller lenders
lose money on these accounts
even without the additional cost
of interest payments.

And when the Veterans Ad-
ministration polled mortgage
borrowers as to whether they
would rather pay their own
taxes, four-fifths said they would
rather keep the existing escrow

system.
Opposition. Mrs. Sullivan
herself confessed that the

strongest impression gleaned
from the GAO study was that
local-government tax collectors
would lose out, since their job is
much eased by having mortgage
lenders collect property tax
money.

Thus, those members of
Congress aiming to change the
system now face determined op-
position not only from S&Ls and
mortgage bankers but predict-
able hostility from powerful
county and city government
lobbyists in Washington. Mort-
gage bankers have a life-and-
death stake in the issue, since
they use the placing of escrow
deposits with commercial banks
as the means of securing bank
lines of credit with which to
make mortgage loans.

But Brown, who had 23 co-
signers to his bill last year, and

THE HOUSE’S BROWN
‘Most lenders. .. earn interest’

Mrs. Sullivan are revamping
theirbillsto try again, as follows:

® First, lenders would be for-
bidden to collect more for the
escrow accounts than one-
twelfth of the year’s estimated
taxes.

® And when the borrower ac-
quired as much as a 30% equity
in a property, he would become
free to pay his taxes himself.

Capitalization. The Brown
bill, though not the Sullivan bill,
would substitute for the aban-
doned mandatory interest fea-
ture the alternative of manda-
tory capitalization. Under capi-
talization, a long-time voluntary
practice of a few mortgage
lenders, escrow funds would be
lumped together with the
principal and used to reduce the
borrower’s interest payments on
his mortgage loan. Taxes would
still have to be paid out of the
balance.

able.

Quotation of the month

The history of civilization has been the history of cities.
Since the 1940s we’ve seen a continued flight to the
suburbs at the expense of the inner city. The decade of
the 1970s was supposed to be the era of modular and
industrialized housing techniques. It was short lived.
Beforewe enter the 1980s it will be the era of the rebirth
of the inner city. It marks one of the industry’s greatest
challenges, since the developer must now reshape and
replan what should have been anticipated and done more
than ten years ago. The plan must begin today, be imple-
mented tomorrow and be a reality and not a dream.
This demands a close working relationship between the
public and private sectors. It means integrating low-in-
come housing units with luxury units. It means land
subsidies or tax incentives to make development profit-

Co-founder and partner, the REA Companies, Los Angeles

—Roland E. Arnall

For the moment, the Browr
bill probably goes farther thar
Congress as a whole is willing tc
move. An aide for the Hous¢
housing subcommittee, which
has just started marking up thg
1974 housing bill, the natura
vehicle for settlement reforn
legislation, predicts that only 4
minimal shiftin this areais eveJ
possible this year—say, limiting
how much money lenders ca
require borrowers to put int
escrow accounts. “If Congres
keeps pushing the issue,” h
says, ‘“lenders may say, ‘Th
heck with it,’ and not kee
escrow accounts. And I thin
most people would rather hav
them.”

A staffer for Representativ
Brown concedes, I don’t thin
this will pass now,”” but he add
“It may pass in four or fiv
years."”

Inflation is forcing up interes
rates and taxes, along with th
cost of everything else. Th
means more money in escro
accounts. So, Brown'’s aide say
“As interest rates go up, lende
will be tempted to place funds i
interest-bearing accounts and t
require larger deposits.”’

States on move. Influenced b
the reasoning that produce
mandatory escrow-interest bil
in Congress last year, state legi
latures are moving in the sam
direction in their 1974 session

Connecticutis alonein havi
legislated mandatory interest
at 2%. Massachusetts requir
an accounting of whether mor
gage lenders earned a profit o
escrows. If so, they must sta
paying interest to the borrow
this year.

The New York Senate has ju
passed a mandatory-interest bil
with prospects the assemb
may follow.

North Carolina held hearin
in January, and bills will al
come up in Oregon, Minnesot
Michigan, California and Vi
ginia.

But the ultimate solution m
differ from any of the moves d
scribed above. More experts a
now suggesting that proper
taxes be collected much mo
frequently—Ilet’s say monthly
thereby eliminating the dispu
over interest earnings except i
the case of the very largest a
most sophisticated lending i
stitutions.

—S.
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Three |
reasons %™
why playing ¥
it safe has T

%

never been |5
so safe before. | Q

Presenting the Nolin Series.

It's triple-safe:

1. Panic-proof safety. One turn
of the inside knob and out you go.

2. Deadbolt security. A separate
deadbolt lock with a full 1”jimmy-
proof bolt. Outside, a heavy steel,
free-rotating cylinder guard won't
twist off.

3. No “bad fit” hang-ups. No matter
how much pressure is applied against
the bolt, a normal turn of the knob or
key opens the door.

‘It saves lives.
It stops stealing.

3 Entry Handle
Keylocks and 5 knob styles. Above left: Colonial Entry
Handle with Regency knob, Antique Brass. Above
right: Regency knob both sides. Large photo above:
Galea inside knob, Brass Highlight finish.




Bi-fold Doors by C-E Morgan
offer unique advantages

THE LOOK, THE FEEL, THE BEAUTY OF WOOD
AND SOMETHING MORE...THE PERMANENCE OF

Structured Polymer .

Bi-fold Doors of Structured Polymer have proven their
worth to both builder and buyer. For the builder,

Morgan cffers a choice of designs, each having solid
unitized construction. Complete with hardware, ready
for installation. Attractive white factory prime finish ...~
install as-is or paint if desired. Doors can be trimmed

in height for a perfect fit.

Our bi-fold doors also offer advantages to the user.
A rich warm appearance that denotes quality.
Dimensional stability, durability and impact resistance.
Plus a smooth, reliable operation that eliminates ;
the nuisance of call-backs.

Structured Polymer is a unique material which offers
a variety of advantages. Morgan makes it available to
you now in bi-fold doors and window and door
shutters. Write for complete information.

:F MORGAN

COMBUSTION ENGINEERING, INC.

Morgan Company
Oshkosh, Wisconsin 54901 f —~—
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Some people dontlike brick.

ainters, carpenters and wolves. They can't
stand it. Because brick doesn’t corrode, rot,
split, warp, dent or peel. It never needs painting.
1 it's nearly impossible to blow down.
For the same reasons, some people really love brick.
> tenants. They love brick because it’s beautiful.
ause it gives them a feeling of security.
| because, when used in party walls, it can spare them
agony of having to listen to their next-door
shbor’s electric guitar at 11 p.m.
Brick is the best building material available. That’s

why wise builders love brick, too. Brick has a lower
initial cost than most other building materials. And brick
costs less in the long run. Because brick is practically
maintenance free. And because brick is fire resistant.
Which means lower insurance costs.

All things considered, brick is the most flexible
and most beautiful building material
available. So there’s no reason why
everyone shouldn't love brick.
Except, of course, painters, carpenters

and wolves.

*
w

N

Brick Institute of America

1750 Old Meadow Road,

McLean, Virginia 22101
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Levitt comes back home to building: He’ll buy company back from ITT

Bill Levitt announced on Valen-
tine’s Day that he would take
Levitt & Sons off ITT’s hands.

The statement ended more
than two years of speculation
about its divestiture, which is
required by a landmark Justice
Department consent decree
[NEws, Sept. '71 et seq.].

The price and terms, not dis-
closed, reputedly include pay-
ments over several years.

“But let me put it this way,”
Levitt told curious reporters, ‘I
don’t like to pay more than mar-
ket value for anything.”

Suspense. Whatever the fig-
ure—it apparently would be re-
vealedingood time—Levitt said:

“It will not be a public com-
pany. We plan to take over
operations as a private company
on April l—assuming Justice
Department approval. Every-
thing is settled now, however:
price, terms and conditions.”

After ducking further money
queries, Levitt undertook to an-
swer another big question.

Motives. Why should a multi-
millionaire of 67 years take over
acompany widely reported to be
in deep trouble?

““Because I love Levitt and
Sons,” Levitt said. “It’s my baby.
I've never known another job. I
think I can do a better job run-
ning it, and [ want to.

“This is not intended as a crit-
icism of [ITT President] Harold
Geneen,” he added. “I think he’s
a genius. But it’s no secret that
he himself believes he made a
mistake.”

Corporate problem. Reporters
asked what did Bill Levitt think
of ITT’s system, which he him-
self had experienced?

“The ITT philosophy works
for other kinds of business,”” he
answered, “but not this one.
When it used to be my company,
we had a saying in it:

‘We can turn on a dime.’

“With ITT we couldn’t. There
was too much management con-

Announcing his return to building, Levitt was by turns thoughtful, expository, intense. La

Levitt and family as they arrived at New York press conference. From left, Bill Levitt;

his daughter by previous marriage, Gaby; and his present wife, Simone.

trol, and it took too long to get
a decision out of corporate.

“Oh, we had autonomy on lit-
tle day-to-day decisions, but at a
level a little above that, we had
to check back with them.”

The don’t book. “For example,
suppose I lost a man, a project
manager,”’ Levitt went on. “And
[ pick you as the best replace-
ment. But yousay, ‘Iwant $2,000
more than you’re offering.’ I'd
open my policy manual and find
I couldn’t pay you what you
wanted. So of course, you’d walk
out the door.

“QOr, a hypothetical example.
When the property came up for
sale that later became our Bel Air
development in Washington,
D.C., we were able to sign it up
the same night. We left other
buyers knocking at the door. If
we’dbeen in ITT then, we’d have
had to say, ‘We’ll buy an option
for 60 days while we push it
through our corporate real estate
division. And they’d say, very
politely, ‘Go jump in the lake.’

“That project was very impor-
tant for the company, very im-
portant.”

Next moves. “There are a lot
of changes I will make.

“T like to give a man a job to
do, tell him what I want and tell
him to go toit. And he’s allowed
to be wrong—15% of the time.”

“I want to build up a top-flight
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operating team. [ think the
present executives will stay, at
myinvitation, andalotof the old
executives are waiting in the
wings to come back.” [President
Gerhard Andlinger said sep-
arately he would not remain
with the company.|

But Levitt was unwilling to
predict when the company
might return to black ink.

Hidden numbers. The condi-
tion of the Levitt company, in
fact, was far from clear.

Few meaningful figures have
been released about Levitt since
1968, except for its $14 million
loss in 1973. It is known that
Levitt’s huge Palm Coast project
in Florida will stay with ITT.
Also, the subsidiary’s modular
housing operations were aban-
doned in 1972, with operating
losses and write-offs reported at
$13.9 million. Of a $100 million
land inventory, the new owner
said:

“Wehave bought a substantial
amount of it, optioned some of
it,andsome wedidn’t want,” but
would not elaborate.

Building scheme. Levitt's
plans seem definite, however.

“We'll experiment with dif-
ferent housing types and test-
market them. And we won’t be
wedded to any one type. We're
a shelter company, and we’ll
build anything that’s a roof over

ter he seemed to evince satisfaction.

PHOTOS! ED LADA

your head.

“T think the day of the Levi
town is over. But a variant i
feasible: We’ll build in ten or 1
spots ringed around a city,
we're doing around Paris no
That will give us the same tot
volume as a large Levittown.

“We’'ll keep on pressing ou
international business.

““And we have my P.E.T. plat
to implement—Primary En
ployment Towns.”

New cities. Levitt waxed phi
osophical—and  optimistic
about housing’s long term.

“You know, man wasn’t i
tended to live the way he doe
now, with concrete from Bostor
to Washington.

“The future is in new citie
with their own industry, all ou
side the commuter range of thﬂ
metropolis. We have to get away
from mass transportation, t(
places where most people live
15-minute walk from work an
from services. That’s my P.E.
idea.

“The land is there. Just look
any map.

““And there’s demand. My fig
ures show a need for 26 millio
more units in the 1970’s—abou
4 million starts a year—which i
impossible. There’ll be 100 mi
lion more people in the U.S. i1
30 years, and they’ll have to b
put someplace.”

TheLevitt style. Whatever th
future will bring, Levitt left th
press conference with the air
a man in the catbird seat, hi
beautiful French wife on his ar
his Onassis-class yacht restin
in a European harbor, and hi
namesake company on its wa
back to him at some price tha
clearly left him in an affabl
mood.

And ITT had a $35 millio
contingency loss it posted on it
books to cover the sale—eve
before it had come to terms wit
William Jaird Levitt.
—HAROLD SENEKE
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The energy crisis.
The insulation shortage.
The company thats dom




Johns-Manville's new fiber glass insulation plant, McPherson. Kansas.

Photo: October 8, 1973. Opening: Mid-1974.

mething about hoth.

- »1\-"»

Everybody knowe&that mxm materal gas™
are in short supply. oy *-m,.m -

of building iNSUIation, HOO =i

The combination, of course, is a dangerous one.

What's Johns-Manville doing about it?

We're building two brand new plants.

Our $10 million, 250,000 sq. ft. plantin McPherson,
Kansas will be ready in mid-1974. Alittle later that year.
our new Willows, California plant will go on stream.

And —as you read this—we are doubling the ca-
pacity of our fiber glass insulation plant in Penbryn,
New Jersey.

It's all part of an ongoing program to keep up with
the growing demand for building insulation.

And to help keep the energy crisis from getting

M
Johns-Manville

Greenwood Plaza, Denver, Colorado 80217
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NEWS/MOBILES

Mobile-home
maker rolls out its
answer to the
fire-trap charge

If there’s one problem plaguing
mobile-home makers, it’s the
charge that theirproductsare fire
traps. Now one maker claims it
has come up with a solution.

DMH Co., a division of Na-
tional Gypsum Co., has intro-
duced new models which, it
says, are the first to meet strin-
gent new code requirements
similar to those that will be ef-
fective July 1 in New York state.

The models—DMH’s Steel-
bond line—differ from tradi-
tional mobile homes in three
ways:

1) Interior walls are gypsum-
board panels.

2) Framing is steel studs.

3) Insulation is foamed-in-
place urethane, which also is
used as a structural bonding
agent, eliminating staples and
nails on interior walls and ceil-
ings.

DMH backs its claim by citing
results of flame-spread resist-
ance tests conducted by engi-
neers of Factory Mutual of Nor-
wood, Mass. In the tests, Steel-
bond units rated 20 on a scale of
75. A figure of 75 or less is-ac-
ceptable under the New York
state code.

The units, introduced after an
18-month R&D field and labora-
tory testing program, have been
favorably received by dealers,
says David Whited of DMH. He
reports orders in excess of $4
million—enough sales to cover
first-quarter production. The
company currently is producing
the new units in two of its re-
cently converted plants at
Alma-St. Louis, Mich. at the rate
of four a day. That figure is ex-
pected to grow to 15. The plants
use a new off-line assembly
method that, the company says,
permits increased production
and increased quality control.

Three unit sizes are available:
66'x14', 70'x14’ and 60'x24’.
Suggested dealer retail prices
range from $8,900 to $23,000.

—EmMmy CRAWFORD
McGraw-Hill World News
Pittsburgh

. . RN

Outward-bound Steelbond unit leaves one
of DMH'’s two newly converted plants in
Alma-St. Louis, Mich. (above). Inside the
new units (right) light-colored, vinyl-
faced gypsum panels have replaced the
woodgrain wall panels found in conven-
tional mobile homes. The new look, say
company officials, provides a more spa-
Cclousappearance and g1Ves owners greater
latitude in decorating.

(=
=
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)
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SIZE Lix

Off-line assembly steps include (photo
above) application of sprayed-on foam t
aperimeter wall assembly that consists o
gypsum wall panels and steel studs. The
sprayed-on foam is said to act as both a
structural adhesive and as thermal insula
tion. Photo at left shows the perimeter
wall, with interior partitionsand window
in place, after it has been hoisted alongside
the mobile home’s main frame

76
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How to keep your customers from doing
a slow burn.Install the scorch-proof Contura.

Duramel. The material we spent seven years developing.
Available now in two shapes. The classic round Contura™ and the
new Oval Contura.

The beauty of them, aside from the obvious, is that they
travel light, arrive on the job chip free (and stay that way while
you're installing them). And once installed their high performance
continues: they’re stain resistant and rust proof.

Even more, they’re scorch-proof. Impervious to cigarette
burns. (A greatselling point.) And they come with ““Fast-Lav Strip™ ™
To hold the lavatory in place while fittings are being mounted and
the sealant is drying. (To make for quicker installation.)

Forfurtherinformation,write American-Standard, Plumbing/
Heating, P.O. Box 2003, New Brunswick, New Jersey 08903.

[Lavatories made of Duramel.
The high performance material.

Contura

Oval Contura

12 striking colors

AMERICAN
STANDARD

PLUMBING / HEATING
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These tools are part of Paslode’s

full line, which also includes
border-wire clippers, stapling pliers
and hammers, and automated framing,
sheathing and pallet-making systems.
There’s a Paslode man or authorized
distributor’s man near you to help you

select the fasteners and tools and
systems that are right for your needs.
Call him today, or write for more
information. Paslode Company (Division
of Signode), 8080 McCormick Blvd.,
Dept. HH , Skokie, Illinois 60076. In
Canada, Paslode Canada Registered.
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How to make
the mortgage

make the sale.

Make MGIC mortgage insurance part of your financing

package.

You'll broaden your market. Expand your sales op-
e

portunities. Because the down
payment can be as low as 5% — well
within the reach of most any fam-
ily. Every house you build becomes
more sellable. And the increased
leverage makes trading up easier
than ever.

With MGIC insurance there’s no
red tape. No approval delay. We

normally phone your lender our approval of a qualified

loan the same day we receive the application. And the

Mone
Protect%n.

MGIC

conventional mortgage financing.

Name

Please send me your new brochure on high-ratio

Organization

Address

|
|
|
|
|
l
[
|
|
|
|
|
|
|
|
L

City, State, Zip

|
|
|
|
|
I
|
I
|
|
|
|
|
|
|

cost is only about half that of government-sponsored

insurance.

Maybe you've been missing sales
because of financing. If so, make a
date with your nearby MGIC-
approved lender. Learn how the
mortgage can actually help you make
the sale. Dial toll-free 800-558-
9900; in Wisconsin the toll-free
number is 800-242-9275.

Mortgage Guaranty Insurance Corporation, MGIC Plaza, Milwaukee, WI 53201

CIRCLE 79 ON READER SERVICE CARD
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THE APARTMENT SCENE

“There’s one sure thing about
the energy crisis ... It means higher
operating costs for owners and
tenants, so economy measures are in order”

Whatever doubts you may have about the
true magnitude of the energy crisis, there’s
no denying that fuel costs are already up and
electricity is becoming increasingly costly,
not only for you, but for your residents.

So any moral arguments about whether
you should cut back on energy consumption
inyour apartment complexes out of altruism
or patriotism are purely academic. There are
other more practical reasons for running
your apartments on less energy, i.e., to stay
competitive by helping to hold down resi-
dents’ energy costs and remain profitable by
holding down your own operating costs.
Make no attempt to cut down on energy
consumption and you may well end up with
apartments that are prohibitively expensive
to live in and/or operate.

So what can an apartment owner do be-
sides help organize car pools and dutifully
circulate to residents the utilities’ common-
sense guidelines (turn off your radio, keep
drapes drawn) for using less power.

One obvious approach is to cut back on
fuel-consuming services, but this is delicate
and subject to strict limitations. When land-
lordsin New York City tried providing fewer
hours of central heating they were immedi-
ately dissuaded by outcries from tenants de-
mandingthat eitherfull service be reinstated
or they would expect a rent reduction. The
same fate would befall any significant cut-
back in outside lighting and could lead to
lawsuits concerning residents’ safety.

What you can do. There are many modest
energy-saving steps you can take and not
cause a ripple among the residents. Ex-
amples:

Mechanical timers on the lights for recre-
ation rooms and outside rec facilities keep
residents from adding unnecessarily to your
electric bill without causing them undue
inconvenience.

Reflective film on large window expanses
in recreation buildings, corridors and other
common areas helps minimize air-condi-
tioning loads and is barely noticeable.

Converting from incandescent to fluores-
cent lighting can save over 50% in power
usage with no reduction in illumination.

In our company’s case, the energy crisis
finally gave us the justification we needed
to close down swimming pools during the
winter in our northern California com-
plexes. We have always had a few hardy
souls, never amounting to even one percent
of our tenants, who insisted on swimming
all winter. This required year-round pool
heating and filtration for their occasional

cold-weather dips. But now that kind of en-
ergy use is wasteful, so we’ve shut down the
pools in winter with the reluctant under-
standing of our polar-bear swimmers.

Besides looking for ways to economize on
existing services, apartment owners should
also give some thought to adding new en-
ergy-saving services to reduce residents’ fuel
bills. A shuttle bus to the local train or bus
station is one such service and some owners
had begun offering it at suburban projects
long before the current energy crisis. In addi-
tion to serving job commuters, a shuttle bus
could provide trips to shopping and enter-
tainment centers. The door-to-door conven-
ience should be worth enough to residents
so that the owner could make such a service
pay and at least get his costs out of it.

Tighter maintenance will help. Another
obvious place to look for energy savings is
in maintenance procedures. Maybe you
should shorten your schedule for changing
water heaters to minimize the increased en-
ergy required when heavy scale deposits
build up on heater linings. Perhaps you can
substitute more minimal-care ground cover
for grass to reduce or eliminate the use of
power mowers. Perhaps some, if not all,
night-time maintenance of common areas
could be switched to daylight hours by
shortening schedules for the use of facilities
like laundry rooms and rec buildings.

Steps to minimize energy usage in apart-
ments are limited to a large degree by apart-
ment design. So the designer’s responsibility
for controlling long-term operating costs
now takes on a new and more complicated
dimension.

Radical design changes, like RCA’s plans
to install a solar-energy-powered lighting
and heating system in its new $6 million
restaurant/conference center in Rockefeller
Center, are out of the question for apartment
developers. And so too are many promising
innovations, like microwave appliances,
which are still in short supply or in need of
much more R&D before their long-term re-
liability is proven.

But basic fuel decisions—namely, what
kind of heating system to install in a new
complex—have to be made now on existing
information. And with the price of fuel oil
risingsosharply andreducing the differential
in operating cost between electric and oil
heat, the choice of individually controlled
and metered electric units would seem to be
increasingly logical for apartments.

However, putting the apartment resident
on his own meter for heating and cooling as

H. CLARKE WELLS, SENIOR VICE PRESIDENT, L.B. NELSON CORP., MENLO PARK, CALIF.

well as all other power consumption doesn’
relieve the landlord of all concern for hi
tenants’ energy bills. Because if those bill
skyrocket, the owner will ultimately pay fo
them in terms of chronically high turnove
and difficult-to-rent apartments.

For that reason, the design and perform
ance of thermal insulation should be eve
moreimportantto apartment developers an
owners than to single-family home builders

Siting makes a difference. Apartment de-
signers should also be giving more seriou
consideration to the orientation of building
to take advantage of the sun’s energy in col
weather and provide protection from it i
warm weather. In this regard, a long list o
design modifications such as reduced win-
dow area now have to be taken into account

Of course, in an energy crisis apartment
have an inherent advantage over conven
tional homes: They are more economical t
heat and cool. Most apartments have onl
one or two exposed walls, are insulated fro
outside temperatures by other living units
above or below and contain less space tha
conventional homes. And because multi
family housingneeds less energy to function,
the case forhigher densities cannow be base
on the additional argument of economica
energy use as well as economical land use.

Another inherent advantage that th
modern apartment complex offers in an en
ergy crisis is the recreation center. Alway
a good merchandising tool for attracting an
holding apartment residents, the rec cente
now becomes an even greater attraction a
people seek entertainment and pastimes a
home to avoid burning gasoline.

Also in light of the gasoline shortage an
price rise, apartment location now becomes|
extremely critical. As the gas crisis con-
tinues, proximity to metropolitan areas,
employment centers, public transportation
and shopping has to be the prime consid-
eration for the majority of buyers and renters.
This makes many older apartment com-
plexes in close-in locations much more
valuable than they were before the energy
crisis. Even without an efficient heating sys-
tem or amenities, an older complex that
minimizes driving can have a decided edge
on modern, but remote, competitors.

Coupled with the recent sharp decline in
the rate of new apartment development
caused by anticipated tax-law changes and
management problems, the gasoline crisis
makes it more feasible than ever before to
invest in the refurbishing of well located
older complexes to enhance their livability.
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While building in Peachtree City, Ga.,
Ryland Homes' needed a supplier
they could counton.

So they chose Georgiat
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INgs happen!
he house.

Whatever you need, wherever you need it,
you can rely on Georgia-Pacific.

Just ask Ryland Homes. They re building homes in
Peachtree City, near Atlanta, Georgia, using G-P

products from the ground up. And with 130 distribution
centers nationwide, G-P can act as your one-stop
shopping center for just about any basic building material.
See us for Dimensional Lumber. we carry
a good inventory of dimensions, species and grades.

See us for Undencymenf,either plywood or
particleboard and we’ll pass on a few hints about
installation that can save you time and labor. See us for
Sound Systems and take advantage of our % ”
Gypsum Sound Deadening board and Firestop*
gypsumboard. They can give you excellent STC ratings

at a lower cost per thousand sq. ft. of wall area. See us for
Renaissance piywood paneling** for an antique look in
abrand new room, or Ef@rnawall coiorful viny!
surfaced gypsumboard for easy-to-clean walls. See us for
MOldingS, especially G-P's new Vinyl Shield” molding
(PVC) that nails, staples, paints and miters easily. See us for
Siding. we've got all kinds—from plywood to

hardwood to solid lumber to economical Cladwood™
siding. And we've got them in a variety of textures,

patterns and prices.

For more information, check your Sweets Catalog. Or
give your Georgia-Pacific sales representative a call.
He'll help make things happen for you!

**Simulated antique finish plywoed % " ***Simulated woodgrain finishk plywood % "

GeorgiaPacific &

The Growth Company
Portland, Oregon 97204
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{THE PLANNING SCENE

Some thoughts on mixed

housing projects—and their economic
and social advantages

for the developer and his prospects

The standard housing practice, usually rein-
forced by casual market surveys, has been
to segregate housing types. The all-too-com-
mon result is a planning pattern that locates
apartments behind the commercial strip,
distinctly separate from townhouses which,
in turn, are set apart from single-family uses
or retirement homes. Typically, this ap-
proach generates rather monolithic neigh-
borhoods—socially, esthetically and eco-
nomically.

About ten years ago when we were plan-
ning Pine Run, a PUD in Gloucester Town-
ship, N.J. (site plan, below ), we hypothesized
that at least some segment of the market felt
as we did—that a mix of unit types elbow-to-
elbow would have positive advantages.
Why? Because a mixed-use plan allows for
a mingling of age groups, increases the
developer’s dollar yield per acre without un-
reasonably increasing density and allows the
land planning flexibility necessary for envi-
ronmentally sound and esthetically attrac-
tive development.

Mixed-use benefits. We were interested in
the age mix for fairly practical reasons.
Young marrieds (70% of whom are working
couples) need baby sitters; the elderly need
to be needed; and a child should see a grey
head often enough to understand the human
lifecycle. The artificial division between age
groups, which is a consequence of segregat-
ing unit types, is not something we saw as
desirable.

With respect to grading and otherwise dis-
turbing the natural environment, we found
that certain types of units fit best on certain
grades. Three-story split/garden apartments,
with the entrance at the second story, are
best suited to 12% slopes and can be built
onsuchland at theleast cost. Similarly, three
story/split townhouses fit best on 15%.
Single-family homes, which require drive-
ways and some flexibility to siting, ordinar-
ily should be placed on ground which does
not exceed 10% grade. The ideal environ-
mental plan and, incidentally, the least
costly, would locate units in response to
these natural conditions—particularly given
the general irregularity of most sites.

For the developer, a housing mix offers
some significant advantages. As noted in
Carl Norcross’ recent Urban Land Institute
study, the degree of consumer satisfaction
corresponds closely to the intensity of hous-
ing. In general, the lower the density the
higher the satisfaction. But any builder
knows that some degree of higher density is
essential to keep units within reasonable

cost. If unit types are mixed, we found, the
real density of a project can be kept lower
than if a monolithic project is planned. And
visually the density will appear lower than
it actually is. This can be done while still
generating a good dollar yield per acre.

For example:
Garden apartments @ 14 DU/acre and
$20,000/unit = $280,000/acre gross value

In contrast:
4 garden apartments @ $20,000
4 townhouses @ $30,000
2 single-family @ $40,000
10 DU/acre = $280,000/acre in gross value

The acreages are equal, the dollar yields
are equal, but the second alternative reduces
density and improves appearance.

A mix of unit types also may be an asset
when it comes time to market the final
product, particularly for the small rural de-
veloper. For this builder, virtually every
looker is a prospect, and he is wisest to con-
centrate examples of each housing type
where they can be easily seen and sampled.
If this is done, sales can be conducted in one
area and streets and utilities don’t have to
be spread to provide a varied housing sample
in a project’s early marketing stages.

Consumer reaction. The only question re-
maining is one of market acceptance which
isan esthetic and social issue. First, does the
mix look good enough to increase a unit’s
marketability, and second, will single-fam-
ily buyers live with renters and vice versa?

The latter question is probably the mog
important one. Over the years owners hay
come to associate renters with poor maint¢
nance and transient life styles. At Pine Ru
we learned from a study conducted in 197
that these assumptions are simply not accu
rate. Most renters responded that they ir
tended to stay past their two-year minimur
lease period and most displayed an acti
interest in community maintenance an
community life. Although some owners h:
the traditional reaction to renters and rent:
units, the majority (some 70%) of the Pi
Run sample favored the mix. Residents ol
served that a mix attracts a diversity ¢
people, provides visual variety and makes
possible for residents to stay in the comm
nity as their housing needs change.

Rents in a community of this type cou
average between $180 to $250 a month fc
garden apartments and townhouses; un
prices could range from $26,000 to $40,0(
for townhouses and $35,000 to $70,000 f
single-family homes. As an individual
family grew and buying power increased,
could find a new unit without being forc
toleave his community. Our Pine Run stud
showed us that residents, and particular
young people, appreciate the opportunity
set down quick roots and to live in a plad
that has the potential for permanence.

Segmenting the market may be an appr
priate practice on Madison Avenue, but
isn’t always the right approach fora comm
nity of real, interacting people.

JOHN RAHENKAMP, PRESIDENT, RAHENKAMP SACHS WELLS AND ASSOCIATES INC. , PHILADELPHIA, PA.
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!
In atop-to-bottom price range.

From Perma Gold, Criterion and Capri to our popular
economy Riviera, Crane offers you a complete selection
of brass compatible with all decors. Best of all, it’s
available right now for prompt delivery.

CRANE

300 Park Avenue, New York, New York 10022
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WHAT GO0OD IS A LOW PRICE ON
ALUMINUM WINDOWS IF THEY'RE
NOT THERE WHEN YOU NEED THEM?

Everyone, has problems on delivery now and then—including us.
But after 20 years in the aluminum door and window business, we've got

-,

our problems pretty well licked. Ethvl
: take d . 0 a subsidiary of c‘,.w....n»y
For one thing, our plants are within 300 miles of 90% of our customers. SAPIETT GRS CORE

But there are other factors. Mechanicsburg, Pa. 17055

Our warehouses carry a large inventory of raw materials for production of doors
and windows, so if anything ever does go wrong at our end, there’'s a better chance you'll
still get serviced at your end. Our two plants have the capacity to meet most any demand, even if
you have to reschedule your order. And if you've ever had any doubt of that, our newest plant
in Kentland, Indiana, should change your mind.

Finally, our ability to make aluminum doors and windows isn't dependent on someone else,
because we are completely integrated, from liquid metal to finished product. So, next time you order
doors or windows, don't just look at price. Look at delivery!

It can save you a lot of grief. A lot of time, a lot of money. )
"Dependable Source of Supply” a truism.

Call collect, Mr. Wallace Fremont, V.P. Sales,(717) 766-7661, ; g

Capitol Products Corp., Mechanicsburg, Penna. 17055, unows FoRINDIANA, MICHIGAN AND WISCONSIL

The company that made—

86 H&H mARrcH 1974 CIRCLE 86 ON READER SERVICE CARD



Malitifeall 8'
11

(wf 7
B e B B 8% B 4

Builders have found 28 uses for particlehoard.
How many henefit you?

Particleboard has become one
of the biggest multiple-use prod-
ucts in building today. And smart
builders know it. Whether they’re
using it on-site or buying products
or components, they’re specifying
particleboard.

It's easy to see why. Particle-
board is more readily available and
can meet the most exacting stand-
ards of builders today.

It's easy to saw, machine and
fasten. It has a smooth surface, is
free of voids, and paints easily.
Manufacturers and fabricators
have learned how to use it for
superior products as diverse as
cabinets and molding.

If you've been using particle-
board for traditional applications

only, like underlayment and shelv-
ing, it's time you took another look
at multiple-use particleboard. And
remember, particleboard underlay-
ment manufactured by NPA mem-
bers is grademarked by NPA and
conforms to CS 236-66, your assur-
ance of quality.

To help you, we’ve developed a
free booklet that’s yours for the
asking. Just ask the National
Particleboard Association, 2306
Perkins Place, Silver Spring, Md.
20910, for “MULTIPLE-USE PAR-
TICLEBOARD.”

American Forest Products Corp.*
Bohemia Inc.*
Boise Cascade Corp.*
Brooks-Willamette Corp. *
Collins Pine Co
Duraflake South, Inc

A Willamette Industries Co.
Georgia-Pacific Corp.*
Hambro Forest Products, Inc

National
i Particleboard
[®E])) Association

2306 Perkins Place,
Silver Spring, Md. 20910
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MULTI-PURPOSE
APPLICATIONS OF PARTICLEBOARD

© Garage door panels
© Sheathing

© Siding

O Soffits

© Window seats

O Window sills

@ Doors

O Sliding closet doors
© Bi-fold doors

@ Stair treads

@ Stair risers

@ Partitions

® Dividers

@ Molding

® Wall paneling

@ Vanities

@ Counter tops

® Book cases

® Closet shelves

D Drawer fronts

@ Drawer sides

@ Drawer bottoms
@Kitchen cabinet doors
@ Kitchen cabinet sides
@ Kitchen shelving

@ Valances

@ Underlayment

@ Door jambs

NPA Members: (those with asterisks manufacture underlayment)

Kirby Lumber Corp

Olinkraft, Inc.*

International Paper Co.*

Louisiana Pacific Corp.*

Ponderosa Products, Inc.*

Rodman Industries, Inc
Resinwood Division

Southwest Forest Industries "

Temple Industries, Inc.”

Tenex Division
The Pack River Co

Timber Products Co.*
Union Camp Corp.*
Weyerhaeuser Co.*

Willamette Industries
Duraflake Division*
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Introducing the Bond-Deck Shear Clip Diaphragm System: a
revolutionary new concept in commercial and industrial roof-
ing techniques. Panelized, cut-to-length decking combined
with “The Clip’’ provides a perfect diaphragm, superior shear
resistance and eliminates the necessity of a plywood overlay.
Two-inch Hem-Fir decking that has a 20" net width, can be
specified cut-to-length, allows you to lay whole panels instead
of individual pieces. Combined with the clip, you have a per-
fect roofing system. And it's I.C.B.O. approved. It's simple, it's
effective and it’ll save you time and money. Clip and Save.

‘ American
Forest Products
Corporation

NATIONAL SALES DIVISION
2740 Hyde Street
San Francisco, CA 94109
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THE BIGGEST BUILDERS IN '73

How much housing did they build?

Asa group, the 150 largest builders reported on in this issue
say they produced roughly 335,000 housing units last year.
That figure may be somewhat inflated because many
companies submitted year-end estimates before they had felt
the full effects of the industry’s disastrous fourth quarter.

But even allowing for a degree of exaggeration, the figure
isimpressive. What it says is that one-half of 1% of all active
builders—of which there are some 30,000—accounted for
more than 16% of 1973’s housing output.

Whatit also saysis that even though housing is essentially
an industry of small companies, the biggest companies are
steadily increasing their share of the market. In a year when
housing starts fell by 13%, these companies boosted their
production by roughly 9%. (But among the 150 the pattern
varied widely—some doubling their '72 output, others halv-
ing it.)

Finally, you should keep this point in mind: The compa-
niesin thisreport are not the only companies that built 1,000
or more units last year. Some of the volume leaders are
missing because they did not respond to the Blue Book
survey. (A prime example: New York's Lefrak Organization,
which built approximately 7,000 highrise apartment units
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in 1972.) So the big-company share of the market is in fac a

even larger than the above figures indicate.
What kind of housing did they build?

For the most part, the 150 builders do not limit themselves
to any one type of housing. And their 1973 performance’
illustrates that point.

It should further be noted that their product mix is not
typical of therest of the industry. It leans much more heavil '
to multifamily and attached housing. For example:
® 45% of their production was in rental buildings or proj |
ects, many of which were either built for or sold to investors ;
® 28% was in built-for-sale apartments or attached houses!
(townhouses, triplexes, fourplexes, etc.), the vast bulk i!
which are condominiums. |
® Only 27% was in that traditional industry staple, the
single-family detached house. |

A surprising number of the big companies built in all three.
categories, and well over half were involved in at least twol

I

More specifically, as charts on the following pages show
106 of the 150 companies built rental units, 106 built condo+

miniums and 87 built detached houses. |




Look a little closer and you find another interesting fact:
facompany built in two categories, the combination tended
‘0 be detached houses and condominiums, or rental units
ind condominiums. The implication: Detached-house
»uilders enter the condo market because they are for-sale
specialists; rental builders go the same route because they
ire multifamily specialists.

Finally, for the majority of the 150 companies, housing
~as by no means the sole source of income. For instance,
50% of them did commercial or industrial building either
or their own investment, for sale to investors or as general
-ontractors.

Where do they go to market?

[he average-sized homebuilder still operates in one com-
nunity—thriving in part because of his intimate knowledge
of a single market.

Not so the biggest builders. Of the 150, only a dozen limit
heir markets to a single city, only 16 more build in only
ne state and the balance (122 companies) are multi-state
yperators—some on a regional basis and others in a range
f locations across the country.

How do they see the current year?

To put it bluntly, not too clearly. Considered in the light of
the industry’s traditional over-optimism, predictions were
strikingly varied and indecisive. Some of the firms esti-
mated little change in overall volume; some cheerfully
foresaw continued strong growth; and a handful of realists
saw their production dropping—in some cases sharply.

Some of the over-optimism can be explained by the timing
of the report; asnoted above, much of the datacame in before
the depressed fourth quarter of 1973 was apparent. But in
most cases the probable explanation is much simpler: un-
willingness to face up openly to a rough year.

A few of the big builders were brutally honest. They saw
either no increase at all in 1974, or serious drops in produc-
tion. And some of the super-optimists also gave tacit recog-
nition to the probability of a rough year. They predicted a
strong shift away from rentals—which most people agree
will bear the brunt of lowered volume—and toward either
condominiums or single-family detached units.

Starting on the next page, you will find, listed alphabeti-
cally, the 150 companies comprising this report and the key
statistics of their 1973 performance.
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Company

American Financial Corp.

Market areas

Memphis; Chattanooga; Atlanta; St. Paul; Little Rock; Des
Moines; Los Angeles, Palm Springs Calif.; Peoria lll.; Bir-
mingham Ala.

Memphis (80%):; Albuquerque (10%); Tampa, St. Peters-
burg (7%); Asheville NC (3%)

Cincinnati; Chicago; Denver; Phoenix; Los Angeles

San Diego, Los Angeles, San Francisco (60%); Chicago.
Washington, Denver, Dallas, Houston, Columbus, Ohio
(40%)

NC; SC; W. Va.; Pa.; Fla.; Ohio

Philadelphia (40%); Southern NJ (40%); Southern Fla
(20%)

»

Little Rock; Oklahoma City; New Orleans; St. Louis; Kansas
City Kan.

Houston; New Orleans; Baton Rouge

. .

Columbia, Greenville, Charleston SC; Montgomery, Tusca-
loosa Ala.; Meridian, Tupelo, Jackson Miss.; Kingsport
Tenn.; Mankato, Rochester Minn.; Ft. Smith Ark.

Colorado Springs; Sacramento, Southern Calif.; Fla.




Housing units built Dollar volume Notes

A A 39,600 Other income: $9 million from sales to investors; $14.5
million from mobile-home sales; $11.4 million from motel
operations; $2.7 million from insurance & misc.

65,400 Other income: $3 million from mortgage services and in-
terest and miscellaneous activities.

- -

68,400

Other income: $17 million from apartment sales to in-
vestors.

Other income: $43.7 million from land sales; $15.4 million
from motels, restaurants, mobile-home parks, misc.

Other income: $2.2 million from land sales, $200,000 from
non-residential building.

Income breaks own Into $20 million fro sales to in-
vestors and $500,000 from land sales.

40,000 Other income: $3 million from non-residential building.




Company . Market areas

Los Angeles, San Diego, Riverside Co., Orange Co., Calif ;
Phoenix, Tempe, Tucson, Ariz.
Calif. (75%); Colo. (25%)

Dade Co. (50%), Broward Co. (25%), Monroe Co. (25%)
Fla.

West Palm Beach, Fla.

Knoxville, Memphis, Tullahma, Fayetteville, Newport,
Tenn.; Natchez, Greenville, Miss.; Tampa, Stuart, Fla.

Indianapolis, Lafayette Ind. (45%); Decatur Ill. (25%)
Tampa Fla. (10%); W. Va. (10%); Mo. (10%)

Houston (10%); Indianapolis (10%); Louisville (5%)
Columbus (40%), Dayton (5%), Toledo (15%). Marietta
(5%) Ohio; Clearwater Fla. (10%)

Calif. (25%); Fla. (25%); Ga., Tex. (20%); lll., Mich., Mo.
Ohio (10%); Okla., Pa., Hawaii (20%)

Cincinnati; Louisville; Indianapolis

Indianapolis; Columbus, Cincinnati, Lima Ohio; Memphis
Knoxville, Nashville, Oak Ridge, Kingsport Tenn.; Wilming
ton, Burlington NC; Greenville SC

New York City

Ft. Lauderdale, Hollywood, Orlando, Palm Beach, Naples
Tampa, St. Petersburg Fla.; NJ; PR




Housing units built Dollar volume

266
740

25,000

35,700

Il

22,950 ; Most for-sale housing built under FHA Section 23 and
other subsidy programs. Income includes $16 million from
road and utility construction.

M-HR 1.300

Other income includes $1.8 million from sales to investors.
Subsidiary produces panelized packages.

50,000

Company also started 200,000 sq. ft. of office space in '73.

Company concentrates on high-rise, low-rent ($150-$250)
buildings.

2,600 | DH
GA
M-HR

1,850 75,000 Other income: $3 million in land sales.
700

50




Company

Foremost-McKesson Inc.

Trans Union Corp.

American Cyanamid

Fickling & Walker Inc.

by { g
- et L i 4 ¥

Santa Anita
Consolidated Inc.

Market areas

Colorado Springs; Chicago; San Francisco; Phoenix; Port
land; Hawaii

Kenner La.

Houston

Reno (25%); Contra Costa Co. (55%), Fresno (20%) Calif.
NH (60%); Mass. (20° (10%); NY (10%)

San Antonio

Denver (50%); Chicago (30%); Phoenix (20%)

Baltimore; Washlngton DC Atlanta; Tampa: Chatta
nooga; Richmond; Norfolk; Columbla Myrtle Beach, SC
Greensboro, High Point, Raleigh. Charlotte NC

Tampa; Orlando; Atlanta, Macon Ga.; Asheville NC

Springs (20%); St. Petersburg
ity Mo., Kansas City Kan. (20%

Boston (50%); Frarﬁlngham. Woréestér Mass. (18%); Boc|
Raton Fla. (13%); Nashua NH (12%); Providence Rl (7%)

Atlanta; Detroit; Denver; Cleveland, Columbus Ohio; Bu
falo NY; Fla.; Calif.

uo?an (15%); Denver (20%); Las Vegz

Md.; Va.; Conn.; NJ; Del.

Denver (20%); Orlando (10%); Wichita (30%), T :
( ) L Lo (10%): Wic (30%), Tope!

10%) Ka : Greensboro (20%); Jackso
&mo)( oy O (5%) n; ( ); Jac

l;_/ladison. Milwaukee Wié.. Key Biscayne. Et: Laudérda
la.

Southern Calif. (34%); Northern Calif. (25%); Hawaii (26%
Ariz. (9%); Nev. (6%)




Housing units built Dollar volume Notes

stors, $10.5 mil-
lion in sales of building materials and utilities.

400 40,000

]
-

100,000

Other income: $29 million in sales to investors; $36 million
in non-residential building; $14.5 million in motel and
nursing-home operations.

Other income: $12 million in non-residential building, $2
million in land sales.

GA 50 163,000 Company is building eight Florida communities, including
Port Charlotte, Port St. Lucie and Port Malabar.

. $11 million from sales to investors; $4.2
million from land sales; $600,000 from construction fees
and other services. ‘




Company

Market areas

Ventura, Los Angeles, Riverside, San Bernardino Calif.

Modesto, Novato, San Leandro, Fresno, Salinas, Hayward|
Monterey, Lodi, Vallejo Calif.

Detroit; Atlanta; San Juan; Indianapolis; Columbus, Dayto
Ohio: Louisville. Kent, Homestead Ky.

Edland Fla. (25%); Eastern Pa. (25%); Central Ohio (20%
Northern Mich. (20%); Wis. (10%)

San Francisco; Colorado Springs; Albuguerque: Phoeni
Tucson; Columbia SC; Mobile Ala.; Norfolk Va.; Odessa
Midland Tex.: Dover Del.; Kansas City Mo.

Washington DC, New York City, Wis., Tenn., lll., Calif
Ohio, Mich.

Houston; San Antonio; Corpus Christi; Tulsa; Memphig
Nashville: Orlando




0 0 ® JOII3 0 s o) (=
1,030 | DH 600 |[GA 230

TH 200

400 12,000 :
552

4,100 (DH 3,100

GA 1,000
1,460 |DH 250 3,400 1,600 Other income: $2.5 million from sales to investors.

TH 160

GA 1,150
1,030 | TH 190 9,000 Firm owns and manages 21 apartment buildings contain-

GA 840 ing 1,575 units.
3,000 (DH 200 |TH 2,000 38,000

TH 800
1.231 | DH 564 35,100 32,200 Other income includes $2.7 million from land sales;

y TH 667 $200,000 from miscellaneous sources.
— =
. .
Subsidiaries include Bagamon Builders, Homewood Build-
ing Co., Equitable Development Corp.

1,200 | TH 70 |TH 750 4,800 1,600 Other income includes $1.9 million from sales to investors;

$1 million from non-residential construction; $300,000
from land sales.

All units were government-owned or subsidized under
public housing, military housing, Section 236, Section
221(d)3, etc.

2,250 |DH 750 |GA 1,000
TH 300 IM-HR 200

.

Firm owns four conventional building companies: Allstate
Homes Inc., Inland Steel Development Corp., Jewel
Builders Inc., Inland-Scholz Housing Systems.

1,070 | OH 70 Other income includes $13.8 million from sales to in-
' GA 1.000 vestors; $400,000 from non-residential building; $700,000
from land sales; $300,000 from misc.
3
6,158 TH 505 53,000 Firm owns three subsidiaries: Flortex Construction Co.,
’ GA 4,576 Jetero Construction Co. Inc., Landevco Inc.
M-HR 1,077




Company

Affiliated with
Gulf Oil Corp

Market areas

Atlanta; Houston; Ft. Worth. St. Louis; Memphis; Tampa
Indianapolis

25 metro areas in 15 states

Detroit; Chicago; Toronto; Paris; Marseille; Frankfurt;
Calif.; NJ; NY

Washington, DC

Indianapolis; Denver; Richmond; Memphis; Charlotte;
Columbus Ohio; Lakewood NJ; Calif.

Los 'Ang’eles, San Francisco (45%); Sacramento (18%):
Washington DC (15%); San Diego (10%); Chicago (7%
New York City (5%)

Reno; Tucson: Honolulu; Houston; Dallas; Los Angele
Co., Orange Co., San Diego Co., Northern Calif.; Pinellas|
Co., Broward Co., Palm Beach Co. Fla.

Mo.; lll.; Ala.; Tenn.; Fla.

New York City, NJ, Pa. (63%); Chicago (26%): Los Angeles
(1%); Fla. (10%)

Tex.; Calif.; lll.; NJ; Mass.; Fla.; Okla.; Mo.; Pa.; Colo.; NC;
SC "

San Francisco. Central Valley, Sacramento Calif.

Buffalo (40%), Rochester (10%) NY; Jupiter Fla. (30%).
Baton Rouge (20%)

Pittsburgh: Atlanta: Columbia Md.; Reston Va.: Ann Arbor,
Grand Rapids, Kalamazoo Mich.; Pensacola, Ft. Lauder-
dale Fla.: Hilton Head SC. Hartford NJ




3,000 | DH 500(|TH 1,000
GA 1,500

. o

: : e i 5 o . ¢ v
9,000 ( TH 1,000 162,000 . 4 f Firm has filed for protection under Chapter 11 of the Fed-
under- GA 5,000 « ~ , ; ~ eral Bankruptcy Act while it attempts to complete all 1973
way M-HR 500 - . Starls,
i 8,000 | DH 4,000 [GA 1.000 260,000 217,000 Other income includes $13 million from sales to investors:
TH 3,000 $30 million from land sales.

. . . L .« @ @ @ .
1,537 | DH 246 |GA 819 ) ‘ . Firm builds 90% of production in the new town of Mont-
TH 472 ‘ . gomery Village.
5,718 | DH 558 [GA 5,160 60,700 3,800 22,200 Other income includes $6.2 million from non-residential

construction; $7.4 million from land sales; $200,000 from
sales to investors; $11 million from lumber products.

i - . B - .
3,452 | DH 3450 156,000
TH o ~
5,000 | DH 2,300 (GA 2,500 150,500 1,000 Other income includes $21 million from sales to investors;
GA 200 $4.5 million from non-residential construction; $22 million

from land sales.

,
i

-

TH 300
GA 445

1,910 | DH 160 68,900 65,700 Other income includes $3.2 million from brokerage fees,
GA 1,750 utility revenues, rentals and interest. Firm specializes in

planned retirement and recreational communities.

11,000 | TH 2,000|GA 9,000 2 Firm has set up regional partners to manage new con-
struction and the operation of existing projects. Firm owns
more than 25,000 apartments.

1,300 | DH 250(GA 250

{7,600 k - 3,000 1,500 Other income includes $8 million from sales to investors;
$400,000 from land sales: $1.7 million from real estate
fees; $3 million from building components and lumber.

3,800 | DH 100|GA 1.000 55,000
TH 1,000
GA 1,700




Company

National Homes Corp.

Market areas

Atlanta (9%); Knoxville (2%); St. Petersburg (22%), Gaines-
ville (10%), Tampa (11%), Orlando (10%). Tallahassee
(10%), Jacksonville (10%), other Fla. (14%); Ala. (2%)

Nev. (30%); Tex. (30%); Ga. (20%); Southern Calif. (20%)

Ind.; Ohio; lll.; NY; Ga.; Va.; Fla.

Minneapolis; St. Paul; Northern Minn.

Minneapolis (10%); Chicago (50%); Lauderhill Fla. (40%)

Chicago
Washington DC; Baltimore; Phoenix; El Paso; Dallas; Den-

ver; Albuquerque; Oakland Calif.

Los Angeles (55%); Coachella Valley (35%); Northern San
Diego Co. (10%)

Boston (22%); Philadelphia (36%); Washington (28%); Tex.
(8%); Calif. (6%)
NJ (70%): NY (12%); Pa. (3%); Md. (5%); Mich.

Albuquerque; Washington DC; Chicago; Phoenix; San
Francisco; Southern Calif.

Eastern US

Dallas (80%); Houston (20%)




2,245| GA 850|GA 1,395 20,000 2,700 5,800 Other income includes $10.6 million from sales to inves-
tors; $200,000 from non-residential building; $700,000
from land sales.
=3 X 4
E : 4 Ve
1,520 | DH 260 |GA 500 A
TH 760
2,367 | DH 1,333 [GA 794 55,000 43,300 Other income includes $7 million from non-residential
TH 240 building; $5 million from land sales. '
1
1,860 | DH 1,520 [GA 200
TH 140
1,300 GA 1,300 11,000 10,000 Other income includes $1 million from land sales.
GA 1,500
M-HR 400
4,500 | DH 1,880 |GA 200 101,400 95,000 Other income includes $1.4 million from non-reéidential
TH 2'420 building, $5 million from miscellaneous sources.
215 |GA 595 19,200 9,600 Other income includes $9.2 million from sales to investors,
195 $400,000 from non-residential building.
1,310 GA 1,287 2,200 2,200
M-HR 73
1 . x .
2,200 | DH 200 |TH 300 80,000 e
T 600 |GA 400 i
GA 400 X
2,301 |[DH 1,849 77,000+ ¥
TH 452
oS « s d
1,518 | M-HR 1,438 |GA 80 39,071 Other income: $3.6 million from sales to investors; $2 mil-
lion land sales; $1.8 million motor lodges; $2 million mobile
homes; $1.9 million misc. H )
1,000 |DH 680 32,000
TH 320




Company

Monogram Industries Inc.

Signal Qil Co.

Market areas

Los Angeles (59%); San Diego (10%): San Francisco (8%):
Phoenix (4%); Falls Church, Alexandria Va. (14%); Tex.
(5%)

Detroit (90%), Lansing (10%) Mich.

San Francisco (50%); Sacramento (35%); Chicago (15%)

J, Md. (40%); lIl., Wis. (20%); Fla. (30%); PR

Chicago; Peoria; Indianapolis, Lafayette Ind.; Wis.; Ohio:
lowa; Tenn.; Mich.

Laguna Hills, Chico, Visalia, Fresno, Pittsburg Calif.: Mesa.
Glendale Ariz.; Silver Spring Md.; Evesham NJ; Pompano
Beach Fla.

Atlanta; Indianapolis; Louisville; Pittsburgh; Richmond;
Washington; Akron, Cincinnati, Cleveland, Columbus,
Dayton, Toledo, Youngstown Ohio; Rochester, Syracuse,
Buffalo NY

Los Angeles; Chicago; Charlotte; Toledo; Cleveland: De-
troit; Washington DC: Philadelphia

Mich. (90%); Miami (10%)

Ala SC Ga.:NC: Va. Tenn.

Southern Calif.

Ann Arbor Mich. (90%); Fla. (10%)

Los Angeles, San Diego (40%); San Francisco (30%); Sier-
ra Vista Calif. (5%); Chicago (15%); Staten Is. NY (10%)




Housing units built Dollar volume Notes

600 37,000 3,000 | Other income includes $8 milli
100 $3 million from land sales.
1,186 38,200 ; Other income includes $36 million from sales to investors.
$600,000 from non-residential building.
S ERRE T T s i = 3 : | . 273 s
; s i . . ;

Other income includes $6 million fron to investors;
$14 million from non-residential b ; $2 million from
land sales. 1

DH 1,100
200

DH 5,600 190,000

288 GA 2,667
948

258 |TH ) Other income includes $9.3 million from sales to investors;
36 [GA $900,000 from miscellaneous sources.

DH

olea 400 42,000
M-HR 300




Company

Market areas

Modesto, Tracy (15%), Fresno (11%). Concord, Antioch
16%), Sacramento (17%) Calif.; Reno (9%); Clearwater Fla.
(32%)

Miami (54%); Orlando (18%); Tampa (10%); Ponce PR
(18%)

Southern Calif., Nev.

| certain-teed St. Louis (45%); Western NC (10%) PR (30%) Fla. (10%);

Products Corp. other (5%)

Weyerhaeuser Co. Miami; Houston; Las Vegas; Los Angeles; San Diego;
Dallas; Ft. Worth; Greensboro, Winston-Salesm. Raleigh
NC; Seattle, Everett, Tacoma Wash.

City Investing Co.




2,883 GA 2,883 81,900 33,400 Other income: $48.5 million from non-residential con-
struction.
= e

2,500 GA 2500

4,600 | DH 500|GA 500
TH 1,600|M-HR 2,000

T 1 /

1,250 | DH 700|GA 250
TH 300

1,115 | DH 340(M-HR 301 32,100 21,000 Other income includes $4.5 million from sales to investors;
TH 24 $6.6 million from land sales.
M-HR 450

1,350 M-HR 1,350

2,800 | GA 800| GA 600 75,800 Firm has filed for protection under Chapter 11 of the Fed-
M-HR  800|M-HR 600 eral Bankruptcy Act while it continues to build.

2,000 | DH 200 75,000
TH 300
GA 1,500

1,000 | DH 780 19,600 Net income was $600,000.
TH 220
DH 51| TH 282 22,200 21,000 400 Other income includes $200,000 from sales to investors;
TH 246|GA 233 $400,000 from land sales.
GA 188| M-HR 433

5,100 | DH 3,500 185,000 170,000 Other income: land sales, $5 million; mortgage banking,
TH 500 $10 million. Subsidiaries: Babcock Co., Centennial Homes,
GA 300 Pardee Construction Co., Westminster Co.

M-HR 800




Here’s how to find out
if a bond issue
will work for you

Howd you like to have your sewer an

WOLFFE

You’ve got your eye on a nice parcel of land.
The location is good, the price is right, the
communityiswilling togrant the zoning you
want.

There’s just one catch: Permits are con-
tingent on your providing sewer and water.

End of deal?

Maybe not, say attorneys Lenard Wolffe
and Marc Brookman of Pechner, Sacks,
Dorfman, Rosen & Richardson in Phila-
delphia. Your state’s industrial development
authority laws may make it possible to fi-
nance sewer and water systems—and per-
haps recreation amenities as well—through
tax-exempt revenue bonds.

Taking advantage of these laws may re-
quire some effort. [t may even mean pushing
for amendments that will make existing
laws apply to your situation. This is often
less difficult than it sounds, however, and it
can be worth the effort.

What are industrial development authori-
ties? They are state, county or municipal
agencies that were created for one purpose:
to stimulate the local economy either by
attracting new industry or by making it pos-
sible for existing industries to survive or
expand. They have no funds of their own to
lend, but they do have the power to issue
tax-exemptrevenue bonds to raise money for
specific projects.

Many industries have turned to these
agencies for help in financing the antipollu-
tion measures required under the tough new
environmental laws most states have en-
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BROOKMAN

acted. In many cases this has meant amend-
ing the industrial development authority
statutes to permit the financing of such sys-
tems. And developers may reap an unex-
pected dividend from these amendments.
For the definition of a pollution control de-
vice can generally be interpreted broadly
enough to include central sewer and water
systems, even though such systems may not
be attached to an industry.

Leisure Equities Corp., a subsidiary of Lei-
sure Technology Corp., took advantage of
this interpretation to finance a central water
and sewer system for a second-home com-
munity in Pennsylvania’s Pocono Moun-
tains (see page 110). That state’s industrial
development authority laws are probably the
most liberal in the nation (see table page
111), but other states are aiming for similar
results. All that’s required in most areas,
says attorney Marc Brookman, is someone
who will take the initiative in making these
laws work for him.

In Pennsylvania, for example, it is possible
to finance not only water and sewer, but
certain amenities as well. The reason: Penn-
sylvania laws consider tourism an industry.

This is an example of how industrial de-
velopment authority laws can be amended
to cover specific situations: It was a group of
investors wanting to build a racetrack who
wereresponsible for the legislation declaring
tourism an industry.

Where there is no industrial development
authority, it only takes a resolution of a local
governmental body to create one. States en-
courage this because it promotes growth and
employment—all at no cost to the taxpayer.

| other possible substitute for the guaranty i

A project has to meet certain
requirements before revenue bond
financing becomes practicable

For one thing, it must be large enough. Jus
what large enough is will vary from place t
place, but in any case the developer has t
work backwards. The end cost of the systen
will determine the revenues that will b
needed to amortize the debt, and the amoun
of revenues in turn will determine th
number of units needed to generate suc
revenues.

Further, there must be a sufficient numbe
of units to offset the cost of maintenance.

Size is not the only consideration. Ther
must also exist some sort of entity that wil
eventually own and operate the finished sys
tem. This entity may be a municipality,
limited partnership, a corporation, a trust o
a homeowners association, depending or
circumstances. The entity will use the sys
tem’s revenues to buy it from the industria
development authority, either through
lease-purchase or an installment sale.

Still another requirement to make thi
type of financing practicable is a means o
guaranteeing to the industrial developmen
authority that interest and principal on th
bonds will be paid even if revenues fail t
reach the projected level. And in many case
the developer himself must put up this guar
anty.

“If your financial statement isn’t stron
enough to show you could have built th
system yourself, you’ll have trouble buildin
it with somebody else’s money,” says attor
ney Len Wolffe.

The developer’s guaranty may be unnec
essary, however, if the community or a loca
water and sewer authority agrees to buy th
system at some time in the future. Still an

the case of primary homes would be an in
surance policy that would make MGIC th
guarantor. MGIC is contemplating issuin
this type of insurance, but at the time thi
issue went to press it had not yet done so.



water systems built for free?

)nce you've met the preliminary
equirements, it’s time
o find an underwriter

‘our research shows that your area’s indus-
rial development laws cover antipollution
evices. Your feasibility studies show your
ystemis technically sound. You know what
c will cost, and your figures are firm and
ealistic. Your next step is to ask your ac-
ountant for a thorough analysis of the
uild-up and expected revenues. Then, with
his in hand, you and your lawyer will look
or an underwriter.

An underwriter is in the business of mar-
eting securities, and tax-exempt bonds are
articularly attractive to some of his cus-
omers. If they are in the 50% tax bracket,
orexample, a 7% % authority bond will give
hem the same yield as a 15% non-exempt
nvestment.

Thus the underwriter is likely to be inter-
sted in what you have to offer. But first he
vill look for certain things: Are you, the
eveloper, substantial anddoyou havea good
eputation? Are your lawyers and accoun-
ants solid, sophisticated and knowl-
dgeable? Can yourproposed system support
rself once it is built? Do you have the re-
ources to back up the bonds, or is MGIC
villing to do so?

Especially in smaller issues, a MGIC guar-
nty would be particularly valuable because
t would make the bonds more marketable.
uch a guaranty would insure an AA or Aa
ating (depending on the service) and the
onds would be readily resalable. Pre-
niums paid for such a guaranty would be
ncluded in the expenses of financing the
ystem and ultimately cost the developer
othing.

Once the underwriter has evaluated your
roject he may decide that he is not inter-
sted. If he does this, it’s the end of the line
or you. You can’t do the deal without him.

If, on the other hand, he is interested, he
vill give you a letter of intent saying that
e (or a group of underwriters) will buy say
2 million worth of revenue bonds covering
our project. Once you have such a commit-
nent, you're ready to go to the industrial
evelopment authority.

The authority will rely heavily on the un-
lerwriter’s opinion, both because the latter
naintains a staff of experts to analyze
roposed offerings, and because he is the one
vho assumes the risk.

Anindustrial development
authority is a conduit that gives
borrowed money tax-exempt status

What happens is this: You arrive with your
engineering study showing that your
proposed system is technically feasible, and
your cash flow pro forma showing that it is
economically feasible.

You already have zoning, and your finan-
cial statement shows that you can back up
your guaranty.

And finally, you have acommitment from
an underwriter who will raise the money to
build the system and another commitment
from an entity (either an existing one or one
that you have created) that will eventually
own and operate it.

The authority then reviews your proposal
and passes it on for approval at higher levels.

Once the project receives a final okay, the
authority issues bonds and contracts with
the underwriter to sell these bonds at a fixed
price. The underwriter then resells the bonds
to his customers at a slightly higher price
and, in certain circumstances, also gets a
commission on the sale.

At the same time the authority enters into
an agreement with the developer either to
construct the system or to act as general
contractor. The developer submits vouchers
and borrows money from the industrial de-
velopment authority just as he would from
any other construction lender, but there is
one important difference: He has no liability
in borrowing the money.

When the systemis builtand the developer
demonstrates that it is operative and that all
bills have been paid, the industrial develop-
ment authority accepts title.

It then turns around and sells the system
to the entity that was created to own and
operate it. This entity pays for it on an in-
stallment or lease-purchase basis with the
revenues generated by the system.

The authority in turn uses this money to
pay interest and amortization on the bonds,
which will mature at different times.

The industrial development route
is one of those instances
where everyone comes out ahead

The developer gets water and sewer where
they would normally not be available. And
he doesn’t have to put any money up front
for them; legal and engineering fees come
from bond revenues, as do construction
costs, and are paid back, dollar for dollar, up
to the fixed bid price.

If the municipality is to be the final owner,
it gets a system in operating condition at a
firm price. And that price is frequently lower
than had the municipality built a system
itself, because under this arrangement there
are no Davis-Bacon problems.

For the buying public, there would be the
advantage of lower prices because the devel-
oper would pay less for raw land not served
bywater andsewer. Homebuyers should also
have the advantage of lower sewer and water
assessments; such systems are generally
non-profit, and thus there is less govern-
mental regulation. The tax-free financing
also should help to lower assessments.

Thereis, of course, anotherside to the coin.
The developer ends up with a great deal of
paperwork plus, in some cases, a contingent
liability that he must carry on his books until
the system is taken over by the trust or other
entity. But better a contingent liability than
up-front money already spent.

—NATALIE GERARDI
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SEWER/WATER FINANCING CONTINUED

Here’s the experience
of the first developer
to go the bond route

“We were caught in a bind,” John Lee re-
calls, explaining why his company went the
unfamiliar revenue bond route to finance a
sewer and water system. “Work on the proj-
ect was already under way when the Penn-
sylvania Department of Environmental
Resources told us they would allow no
more septic tanks.”’

Lee is vice president of construction of
Leisure Equities, a wholly owned subsidi-
ary of Leisure Technology of Lakewood,
N.J. Leisure Equities is developing Cove
Village, a 1,400-acre townhouse and land-
sales project in the Pocono Mountains of
Pennsylvania.

Says Lee: “We agreed to install a central
sewage system, which meant that 20 miles
of sewer lines and water mains had to be laid
in mountainous terrain. The cost would ob-
viously be horrendous—$3 to $4 million.
Even a developer the size of Leisure Tech-
nology doesn’t have that kind of money lying
around.

“So we started to cast about for the best
ways to finance the system. We could have
gone out and gotten construction loans, but
financing water and sewer is not like financ-
ing other types of construction. The loans
would have been short-term—one to three
years—and very expensive. And since it was
goingto take 20 or25 years for revenues from
the system to amortize the cost, we would
have been in the position of having money
tied up with no income coming in for a very
long time.

“Tust about then the Environmental Re-
sources Act was amended to permit the
financing of pollution control devices
through industrial development authorities.
The way we saw it, developers who were
called upon to install equipment to pro-
tect the environment and maintain clean
streams, etc. should qualify under this
amendment.

“This was a brand new idea. It had never
been tried before. And I can assure you of one
thing—if it hadn’t been for the guidance and
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resources of Len Wolffe and his associate,
Marc Brookman, we probably would still be
wrestling with the problems.

“As it was, it took about six or eight
months of research and another three or four
months of selling—about a year of just plain
talking and digging—before we got our
money.

“We had to get an opinion from a firm that
specializes in tax-exempt bonds before we
could sell the concept either to the local
authorities or the underwriters. Rhoads,
Simon & Reader of Harrisburg, Pa. re-
searched our proposal and then issued an
opinion saying that it would meet the re-
quirements of the industrial development
authority and thus the bonds would be tax-
exempt.

“Getting this opinon took some time, but
once we had it everything seemed to fall in
place. Bache & Co., the underwriters, had
been wary of the deal, but after they saw the
Rhoads, Simon & Reader opinion they were
very much in favor of it. In the end they felt
we had opened up a whole new area of
financing to them.

“Our next problem was who should run
the system. Pennsylvania’s public utilities
commission regulations do not permit this
kind of bond offering unless the system be-
longs to a true cooperative that is setupona
non-profit basis strictly for the people who
use it.

“Len Wolffe came up with the idea of a
funded community trust with a bank as
trustee. That arrangement satisfied the pub-
lic utilities commission on two counts:
Nobody was going to make a profit running
a public utility without a franchise, and a
responsible entity would be operating the
system and handling the cash.

““We managed to convince the Merchants
National Bank of Allentown, Pa. to handle
the system through its trust department. For
a management fee—which is a pittance
when you consider the work they must do—
they will send out bills, make collections and
reimburse the underwriter.

“What we—the developers—are really
doingis acting as agents to build a sewer and
water system for the Schuylkill County in-
dustrial development authority. They will
own it until the bonds are repaid, at which
time the system will belong to the commu-
nity or whatever entity it designates.

““When the system is installed, everyone
who has a home in Cove Village will have
to hook into it. There will be a one-time

hook-up charge and an annual fee. On th
basis of the number of homes we expect t
be built, our projections show we shoul
amortize the bonds before the stipulated 2
years are up.

“It’s all well and good to draw up a pr
forma saying that this is how much we'r
going to get from hook-ups and fees over th
next twenty years. But if the build-up rat
doesn’t meet projections or if people don’
buy lots as rapidly as anticipated, we’d fin
ourselves with a sewer and water system i
the ground and insufficient income to pa
for it. In that case someone would have t
make up the difference.

"“We were lucky that our parent compan
Leisure Technology, which is traded on th
American stock exchange, could act a
guarantor of our bonds. I guess in a way I’
saying that if we were two-bit operators w
might have trouble going this route to bo
row $3 million because we wouldn'’t be abl
to back up the loan.

““‘But for us and for many other developer
industrial development authority bonds ar
the answer. They solve the problem of ho
to meet the ever stricter standards of wh
we must provide the purchaser, for fro
what I understand we can also use them t
finance certain types of amenities. And
course they allow us to do something abo
cleaningup the environment without takin
on a huge financial burden. I think they’r
the only way to go.”




ere’s how the various states
tack up on
ewer and water financing

tate Category Comment State Category Comment
labama possible Environmental Improvement Authorities Act of 1969 pro- | Nebraska no
vides for governmental agencies to issue their bonds to
finance acquisition and construction of pollution abate- | Neyada possible Broad purpose may allow favorable definition of “to
ment facilities maintain a balanced and stable economy and further the
use of natural resources”
laska no
New Hampshire possible Purpose may be broad enough to allow encompassing
rizona possible “Project” is broadly defined pollution abatement
rkansas no New Jersey no
alifornia no New Mexico possible Under “state beneficiary trust” vehicle there may be
pollution abatement financing
olorado yes Economic Development Revenue Bond Act CRS 1967
has a broadly stated purpose for industrial promotion New York no
onnecticut yes North Carolina possible Industrial Development Financing Authority Act intro-
duced in 1971 included pollution control facilities for in-
elaware no dustry
orida no North Dakota no
eorgia possible Numerous amendments—requires research and defini- | Ohio possible Ohio Water Development Authority may issue revenue
tion bonds to finance pollution facilities which can be leased
to private industry
awaii no
Oklahoma possible Oklahoma Resources and Development Act of 1965
aho no created division of “Industrial Business and Economic
Development”
inois no Future, but not presently available
Oregon possible Would need expansion and redefining of “ports” and
diana possible Broad purpose set forth 1971 amendments and Industrial navigable areas
Development Corp. Act
Pennsylvania  yes
wa no
Rhode Island  no Revenue bonds appear limited to industrial facilities
ansas possible Development Credit Corp. provides broad basis for “every
kind of business or industrial undertaking South Carolina no Revenue bonds appear limited to industrial development
antucky possible 1970 amendments include “pollution control area or | South Dakota no Revenue bonds appear limited to industrial development
structures™ as industrial building
Tenr probable Amendment pending to include pollution abatement facil-
uisiana no ities
aine probable Recreational facilities can be financed with industrial rev- | Texas no Constitutional amendment on revenue bonds turned
enue bonds down by voters in 1967
aryland no Utah no Revenue bonds appear limited to industrial facilities
assachusetts no Vermont possible Act is untested
ichigan probable 1970 amendment included “tourist and resort facilities” Virginia no Revenue bonds appear limited to industrial facilities
within meaning of industrial building. Statute pending on
pollution control Washington yes Amendment 45 broad enough to encompass many types
of pollution abatement facilities
innesota no
West Virginia no Revenue bonds appear limited to industrial plants
ississippi no
Wisconsin possible Act to insure tax-exempt revenue bonds for pollution
issouri no abatement facilities under consideration
ontana no Wyoming no Revenue bonds appear limited to industrial facilities
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ProjecT: Amherst Fields

LocATION: Amherst, Mass.

DevELOPER: Otto Paparazzo Associates Inc.
ArcHITECT: Callister, Payne, & Bischoff
INTERIOR DESIGN Anawalt & Myer

SITE AREA: 626 ¢

NUMBER OF UNITS: 1,640 condominium townhouses,
duplexes, fourplexes and detached units
plus a 34-acre commercial center

Price RANGE: $23,500-$52,000
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the photo above gives you an impression of farmhouses set in an unmowed meadow,
e effect is not accidental. Developer Paparazzo and architect Callister, the men

ost responsible for the landmark design of Heritage Village in Southbury, Conn.,

ced a problem here: how to maintain the site’s strong rural quality at a

'nsity of about three units an acre. Detached housing at that density would have

troyed much of the natural landscaping—Ileaving, at best, tiny front lawns and
significant greenbelts. And clustered townhouses and apartments would have looked
tburban rather than rural. The solution: a combination of duplexes, triplexes and
urplexes (plus an occasional detached unit)—all sited further apart than in
yrmal cluster practice and all in a contemporary version of New England design.
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Salesin Amherst Fields’ first section
(plan below and yellow area in
overall plan at left) averaged one a
day during the first 40 days after the
project opened; this despite no
maijor advertising and an estimated
move-in date more than four
months away. Currently, 121 units
are under construction. They are
* built with a panel system developed
by Otto Paparazzo, who estimates
the system can reduce construction

# time by a third. The photo at right

shows one half of a duplex that con-
tains two-bedroom units. The photo
at far right shows (left) a duplex con-
taining balcony-bedroom units and
(right) a three-story detached condo-
minium. The triplex shown in the
bottom photo contains (left and far
right) a two-story, three-bedroom
plan and (center) a two-story, two-
bedroom unit. Dark buildings in
plan below are model units shown in
photo on previous overleaf.
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Units at Ambherst Fields are de-
signed to serve a market ranging

from young marrieds to empty nes-
ters. Smallest is a 730-sq.-ft. one-
bedroom studio, two of which are
combined with two small two-bed-
room units to make up a two-story
fourplex (plan, bottom right.)Largest
isa1,840-sq.-ft. three-level detached
condo (plan, bottom left). Photos at
right show (top) a one-bedroom
studio and a typical living room win-
dow-wall arrangement and (bottom)
the first floor of a two-story town-
house (plan, immediately below).
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Add sales
appeal...
Preway style

Sales appeal...more per dollar than any other maj
feature you can offer. Increased earnings . . . adde
loan value, sale price, rental profits. 50-perce
savings . . . over the cost of brick and mortar fir
places. Easier installation . . . with complete, a
vanced design chimney system. Simplified offse
... low profile for return to vertical under 8-fo
ceilings. Chase installations. . . ideal for this moder
space-saving technique. Simplified chimneys .. .extr
long sections for fewer joints, less work. Preasse
bled sections . . . lightweight for easier handlin
faster installation. For full details . . . see Sweet
Light Construction or Architectural files. Conta
your nearest Preway distributor or write for his nam

PREWAY

PREWAY
FRVIRTA IR ER WY

WISCONSIN RAPIDS, WI 54494
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Spread the adhesive,

American Olean announces the easiest
-amic mosaic floor ever installed.

With new Redi-Set® Systems 200,
re’s no grouting on the job. Each 2" x 2
set of tile is pregrouted (even around the
ges!) with tough, flexible polyurethane.
hen applied over the special adhesive, a
ntinuous, permanent surface is formed
1t's comfortable underfoot. Needs sealing
ly along joints at wall and around fixtures.

Great for remodeling, the flexible

lay the pregroutedsheets,

sheets can be applied to vinyl, plywood, con-
crete slabs—any interior floor or wall. Since
tiles are factory-aligned, you get a beautiful
job. Floors are ready for residential or light-
duty commercial traffic in 24 hours.

Tell new owners how easy the colored
Redi-Set polyurethane grout is to maintain.
Resistsstains, mildew, punctures; won't crack
from minor movements of the building; is
not affected by the heat of a sauna or the cold
of a deep-freeze room.

American Olean Tile Company
1947 Cannon Avenue, Lansdale, Pa. 19446

Name
Street
City
State A -
. merican
ip
——Olean

A Division of National Gypsum Company

tedi-Set ceramic mosaic tile. it’s the natural thing touse.

CIRCLE 119 ON READER SERVICE CARD
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SAY HELLO TO THE YORK FLATTOP, a major break-
through in evaporator coils. Just 7% inches high, the
FlatTop performs its cooling/dehumidifying job with full
rated capacity in about half the space needed by A"
or slanted-slab coils . . . with comparable or less

furnaces, low ceilings or in confined closet spaces. In
most cases, even existing plenums can be utilized.
FlatTop installation is fast, neat and clean. The lightwei
FlatTop means easy one-man handling.

pressure drop.
NEW HOME SALES CLOSING BENEFITS are built-intd
the FlatTop. For example, no large condensate drain f
(as with A" coils) that often slow airflow, shorten fur

AMAZINGLY FAST AND SIMPLE TO INSTALL, the 7%
inch FlatTop fits easily even in applications with high

You're looking at a whol
The York TS BTk, Its T

EXCLUSIVE, PATENTED *
CONDENSATE REMOVAL!

Sloped, narrow troughs
assure positive condensate
removal, no volume of
standing water, ever! Makes
possible 7% " height.

\

ENGINEERING éfl
BREAKTHROUGH!
Patented* saw-tooth fins with
wide, 10 fins per inch spacing
make possible complete
drainage and flat design.
* Patent No. 3,750,418

BUILDING A
2nd CENTURY
OF QUALITY

FlatTop Coils available
from your local York Distributor or Branch.



exchanger life and result in cooling surface not claim.) And, the FlatTop may even result in heating fuel
tively used. No large pan of “‘standing water” to be savings, important in these energy crisis times.
roduced into the air stream during the cooling

cycle or to become an environment for algae or

s. No uneven airflow or noise sometimes caused by GET ALL THE FACTS about the sensational new FlatTop
and slant-slab coils extending into supply ducts. and York’s matching condensing units by calling your

oth airflow through the coil helps extend furnace York Distributor or Branch. Or, mail the coupon below. Be
exchanger life by as much as 10%. (We have a sure you're up-to-date on this history-making first from a
erature test and engineering analysis to support this company that’s been making history for 100 years.

lew shape in cooling!

never gets higher..regardless of capacity.

NO SPRAYS OR SPECIAL
COATINGS NEEDED!
York’s FlatTop needs no
sprays or special coatings
that may wear or burn off
during the heating season.
Condensate drains into the
troughs like water off a
duck’s back!

EASILY CLEANED
Should water conditions
require, the FlatTop drain
troughs can be easily
cleaned with any stiff wire
... fromthe front. Most
“A’” coils can’t be cleaned.

/

[] Please send literature on the York FlatTop

[] Please have a representative call

Name

Business Name

Address

City County St. Zip
HH 374

Phone

DIVISION OF BORG.WARNER CORPORATION

YO R K &G

P.O. BOX 1592, YORK, PENNSYLVANIA 17405
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There's a

Martin fireplace
for any room,
any time,anywherel

Martin Free-
Standing fireplaces
are low In cost,

easily installed!

Energy-conscious home-owners
are finding Martin Free-Standing
Fireplaces to be the ideal supple-
mental heat source for family rooms,
add-on rooms, basements, vacation
homes, and anywhere warmth and
a touch of elegance are desired.
Choose from wood-and-coal-burn-
ing, electric, and gas models in a
variety of styles, including two new
contemporary models.

Martin“Build-In-Anywhere’
fireplaces have zero clearance
for complete adaptability! "

Because they are engineered for zero clearance, Martin ““Build-
In-Anywhere”’ fireplaces may be set directly on floor, sub-floor, or
suitably constructed wooden platform. They require no masonry
foundation and may be supported and surrounded with standard
building materials. Each is a complete hearth-to-chimney-top
system, offering unlimited trim possibilities and simplified multi-
level installation.

Write for our catalog VIARTIN INDUSTRIES,INC.
of affordable FIREPLACE PRODUCTS DIV.
meeiace  fireplaces now! P.O. BOX 1527 -HUNTSVILLE, ALA. 35807

INSTITUTE
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yould like to show how th

v x.' R

's done with Bradtrol and Pos-I-Pak®
artridges. The Bradley valves designed
) last a lifetime. Designed never to leak
r wear out. Bradtrol goes into our
ngle-control faucets. It's secret is
implicity, one permanently lubricated
oving part. A cam that controls both
ot and cold supply ports, regulating

e volume of water flow...and the

ater temperature.

nd Pos-1-Pak is the valve for our
o-handle faucets. A line proven by
ore than 7 million in use. Pos-1-Pak

The people
with the 835 year
guarantee

Bradley Corporation, Faucet and Special Products Division, as manufacturer, warrants each new faucet assembly manufac
tured by it to be free from defects in material and workmanship under normal use and service. In addition, the manufacturer
unconditionally warrants each new Bradtrol cartridge and each new integral Pos-I-Pak cartridge manufactured by it to be
free from leaks and maintenance for a period of one thousand (1,000) months, (83% years) from date of purchase.

BRADLEY'S OBLIGATION UNDER THIS WARRANTY IS EX
PRESSLY LIMITED TO REPAIRING OR REPLACING AT ITS

OPTION, POSTAGE PREPAID, ANY PART OR PARTS OF
THE FAUCET ASSEMBLY WHICH PROVE DEFECTIVE, OR
TO PROVIDING A REPLACEMENT PART FOR THE INTERNAL
VALVE MECHANISM WHICH WEARS OUT, WITHOUT CHARGE
TO THE OWNER UPON RECEIPT OF THE CARTRIDGE ORIG
INALLY FURNISHED

THIS WARRANTY IS THE ONLY WARRANTY APPLICABLE
T0 FAUCET ASSEMBLIES MANUFACTURED BY THE FAUCET
AND SPECIAL PRODUCTS DIVISION AND IS EXPRESSLY
IN LIEU OF ANY WARRANTIES OTHERWISE IMPLIED BY

WL WA

[ v

LAW, INCLUDING BUT NOT LIMITED TO IMPLIED WAR
RANTIES OR MERCHANTABILITY OR FITNESS FOR A PAR
TICULAR PURPOSE. THE FAUCET AND SPECIAL PRODUCTS
DIVISION ASSUMES NO OTHER OBLIGATION OR RESPON
SIBILITY WITH RESPECT TO THE FAUCET ASSEMBLY AND
NEITHER ASSUMES, NOR AUTHORIZES ANYONE TO
ASSUME FOR IT, ANY ADDITIONAL LIABILITY IN CON
NECTION THEREWITH

BRADLEY CORPORATION
FAUCET & SPECIAL PRODUCTS DIVISION
PO. Box 348, Menomonee Falls, Wis. 53051

is a unique disc on disc design that has
eliminated washers, seats, threads and
packings. All the things that used to

wear or corrode.

Bradtrol, our single-control faucet
cartridge. And Pos-I-Pak for our two-
handle line. The cartridges that put an
end to the drip...from Bradley, the:
people with the 8314 year guarantee.
Write for literature and full guarantee
details. Bradley Corporation, Faucet and
Special Products Division, 9121 Fountain
Blvd., Menomonee Falls, Wis. 53051.

CIRCLE 123 ON READER SERVICE CARD
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Last vear,
builders bought
Textured Insulit
because they
could get 1t.

This vear, they want it.

Remember the Product
Delivery Crisis of 1973? A lot
of builders lost patience, and a
lot of manufacturers lost
their friends.

Not so with our Textured
Insulite Siding. We had plenty
on hand and delivered it with

124 H&H marcH 1974

dispatch. But that was last year.
This year, the same builders
want Textured Insulite because
they’re sold on its realistic
wood grain, easy application
and price. Frankly, and we’ve
been saying this for years,
Textured Insulite is the lowest-
priced quality prefinished
hardboard siding on the
market. And we can still deliver
it fast.

CIRCLE 125 ON READER SERVICE CARD

If this siding didn’t win you
over last year, you still have a
chance. See your dealer and
also ask him about the new
color-matched nailing system.
Or write: Boise Cascade Wood
Products, Portland, Oregon
97208.

Boise Cascade
Wood Products Division

See Sweet's Light Construction File No. 7.6



tested
Textured
Insulite <.
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Betore you build another
thing, study this chart!

How BRK compares with other types of
detectors in the Four Stages of Fire

[—— o @WAHNS HERE
W SOy,

BRK DETECTOR

WARNS HERE

| ——————— NO WARNING HERE e | e I_l_—_g WARNS HERE =31

PHOTO ELECTRIC
DETECTOR ONLY

A

NO WARNING HERE

e NO WARNING HERE

It shows you which early
Warning Fire Dectector best
enables you to comply with
the new mandatory require-
ments of FHA, HUD, UBC
and others.

There’'s no getting around
it. Pressure’s mounting to
have early warning fire de-
tectors installed in every
new dwelling in the coun-
try — including mobile
homes.

As the chart above shows,
these devices vary greatly
in ability to detect, and ear-
liness of warning. It's vital
to know their limitations.

BRK’s SS729ACS is an ion-
ization detector. No other
type of device warns earlier.

126 H&H marcH 1974

No other type of device de-
tects in all four stages of a
fire — even the Incipient
Stage before smoke or

flame appear. And no other

detector has BRK's self-
monitoring feature — a
special solid-state indicator
that constantly checks the
BRK’s circuits, sensitivity
and power supply.

BRK’s early warning
ionization detector

S o

ELECTRONICS

First in Fire Warning

CIRCLE 126 ON READER SERVICE CARD

The BRK has a loud, insis-
tent alarm horn; resets au-
tomatically, when cleared
of combustion products,
and is handsomely styled to
harmonize with any decor.
It is designed to operate on
120V AC with its own trans-
former, or 12V AC from a re-
mote transformer. Mounts
easily to a 4" square junc-
tion box. U.L. listed, of
course. For information
about our complete line of
early warning detectors,
call or write. Then get busy
building again — with con-
fidence.

BRK Electronics

A Division of Pittway Corp.
525 Rathbone, Aurora, IL
Phone: (312) 892-8721




ODUCTS

steel deck system is combined with panelized building components

conomical ““Super-C” hot-dipped,
alvanized steel joists, made to con-
orm to standard lumber sizes, are
sed in place of wood in floor deck
ystems. The easy-to-install joists,
vailable in any length with a full
ange of accessories, are positioned
1). After asteel deck is fastened over
hem, insulated “Homaday” build-
ng panels are set into place (2). Fab-
icated with steel studs, the 4’ x 8’
anels consist of %2"-thick gypsum
vallboard with foil backing, 3'2" of
att insulation and an outer surface
f exterior grade cedar plywood (3).
J.S. Steel, Pittsburgh, Pa.

“TRCLE 200 ON READER SERVICE CARD

ight transmitting building system
onsists of energy conserving, trans-
icent, insulated panels. Offering
he lowest U-(insulating) factor of
ny translucent material, the panels
an be designed to control solar heat.
tandard 2% " panel, available in .40,
4 or .15 U-factors, can be used for
kyroofs (below) or walls. The 11"
hick wall panel (right) has a .06 U-
ictor. Kalwall, Manchester, N.H.

'IRCLE 201 ON READER SERVICE CARD

. et
Easy-to-erect, molded “Polypod” is a structural prototype for tomorrow’s
homes. Each triangular-shaped module with rounded corners consists of a
roof, floor and three walls. Insulated fiber glass reinforced polyester walls
may be glazed with insulating glass, fitted with doors or left open so that
pods may be linked together. All materials are supplied by PPG Industries.
MHI, Zeleinople, Pa. cIRCLE 202 ON READER SERVICE CARD
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PRODUCTS/STRUCTURAL

Cellular vinyl moldings, available in
all popular shapes, come in white or
woodgrain. Impact-resistant mold-
ings can be painted or stained as de-
sired. They can be nailed without
splitting and bent around corners
without breaking. The vinyl mold-
ings are insensitive to moisture
change. U.S. Gypsum, Chicago.

CIRCLE 203 ON READER SERVICE CARD
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Expansion-contraction joint, “Flex-
a-deck”” for use on horizontal deck
surfaces, is prefabricated in various
widths at %" increments. Produced
in 6’ lengths, the joint provides for
up to 50% expansion and 25% con-
traction. Marsten, San Jose, Calif.

CIRCLE 205 ON READER SERVICE CARD

Expandable metal form permits
many size wood or masonry arches
to be built without changing equip-
ment. The Arch-Maker™ supports
itself and semi-circular or pointed
arches in doorways and windows
ranging from 30" to 44" wide. West-
ern Reserve Arch, Asheville, N.C.

CIRCLE 204 ON READER SERVICE CARD

Pre-insulated all-fuel chimney,
""Model SS”, features durable double
wall construction. The protective
outer steel casing carries the entire
structural load leaving the inner pipe
free to expand without stress. Metal-
bestos Systems, Belmont, Calif.

CIRCLE 206 ON READER SERVICE CARD

Vapor barrier fornon-rated roof decks, ““Vaporstop 298", consists of two layer’
of high strength kraft with asphalt adhesive and reinforcing glass fibers
Applied with asphalt, the material comes in 45 Ib. rolls capable of coverin
1,000 sq. ft. St. Regis, Attleboro, Mass. CIRCLE 207 ON READER SERVICE CARD

P

FLEX-0-GLAZE
SAFETY ACRYLIC GLAZING

Clear

““Flex-O-Glaze,”
meets safety glazing requirements
for use on doors, windows and tub
enclosures. Available in three thick-
nesses and 25 precut window sizes,
the non-yellowing, impact-resistant

acrylic,

material can withstand sub-zero
temperatures. Warp, Chicago.
CIRCLE 209 ON READER SERVICE CARD

Joist hanger, “Type-24 U-grip”, i
suitable for use with 2'x6’ woo
framing members for limited spans
Designed primarily for use wit
2'x4’s, the versatile hangers are ¢
zinc-coated steel. Six 1%” nai
come with each easy-to-install uni
TECO, Washington, D.C.

CIRCLE 208 ON READER SERVICE CAR
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Sturdy railing line, “Regency”, fe
tures 1%"” deep rails for add
strength and safety. Sag-proof ra
ings require no intermediate su
portsin runs to 6'. Adjustable to ar
slope, easy-to-install railings ha
hidden fittings which need no dri
ing. Gilpin, Decatur, Ind.

CIRCLE 210 ON READER SERVICE CA
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Anything less than top-of-the-line appliances
just wouldn't make sense in a place like
Estate Antigua. 5o KitchenAid dishwashers

were a natural choice.”

“That’s why we used KitchenAid
dishwashers here at Estate Antiqua. When
people see KitchenAid Superba dishwashers
in these kitchens, it’s proof to them that
we’ve taken some extra pains in building
these beautiful homes. KitchenAid dish-
washers just seem to fit in perfectly in a
quality environment like this.”

When you want to build in quality,
build in KitchenAid appliances. Check our
catalog in Sweet’s Light Construction File.
Or call your KitchenAid distributor about
his builder plan. KitchenAid Division,

; « Dept. 4DS-3, The Hobart Manufacturing
e, Company, Troy, Ohio 45374,

KitchenAid. Built better. Not cheaper.

Dishwashers ¢ Trash Compactors * Disposers * Hot-water Dispensers CIRCLE 131 ON READER SERVICE CARD
i - # —— i " g

lestled on the side of The Phoenix Moun-
1ins in Phoenix, Arizona, is Estate Anti-
ua, a unique project undertaken by
taman, Thomas & Company.

“There’s nothing like Estate Antiqua
nywhere in the country. The architecture
. impressive. The interiors are luxurious,
1 the way from the sixteen-foot ceilings
» the sunken marble tubs. And the
lews are quite exciting, too,” says Paul
taman.

“These homes are priced from $139,000
) $250,000. In that price range, you don’t
ke shortcuts. And you sure don’t install
ickel-and-dime appliances.

e e S A
e e AT

an . s T
an, Thomas & Company -~
. 5 o e N “
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Smoke

EMHART

Thenew () ll

SMOKE DETECTOR

Sell safety. Sell fast. Sell profitably.
The Emhart 911 Smoke Detector is a
brand new addition to the front line of
fire safety. It's not just another gadget
— it's designed to help save lives and
build big new profits at the same time.

Dont get caught sleeping in this

market. It's a big one.

The home fire protection market is

taking off like blazes. It's your chance

to fire your customers with enthusiasm

for dependable family protection. The
Emhart 911 Smoke Detector is a

It smells smoke and sounds a loud, natural profit maker in a new market

audible alarm. that's just been sitting there.

The Emhart 911 Smoke Detector

works on the latest ionization principle

to detect smoke or invisible products

of combustion in the air. Then the

alarm sounds — loud and clear.

* Patents Pending
Complies with NFPA Standard No. 74. U.L. Listing and F.M. Approval applied for.
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Kills.

sells on sight.

Simple to install. Every homemaker
will want one.

Anyone can install this good looking
unit. Just two screws and the Emhart
911 Smoke Detector is in. No special
tools are needed. Self-contained
power unit. If power starts to fade, it
automatically signals for a
replacement.

Promotion and advertising will smoke
out millions of potential customers.
We've got a hot advertising & sales
promotion campaign designed to
smoke out customers for you.
Everyone with a home, a family, or a
desire for self protection is your
potential customer. We'll help you
reach and presell those customers
with hard hitting point-of-purchase
displays, stuffers, and a complete kit
from film to flip chart and fireman'’s
helmet “on loan" to you for school and
club presentations!

B faios - T

The New Conlafct ylour distributor or fire off this coupon i
to us fast!
7EY Yes, send me more information on the Emhart 911
l‘llm‘l Smoke Detector!
Name % |
Business |
Street "
City State 2ip I
= EMHART CORPORATION |
TEY gy =
S’ “l‘l‘ l)]‘ l]‘( l““ EQ BERLIN, CONNECTICUT 06037 J
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Now is the time for all builders, of

WHY

» A national survey shows  General Electric appliances in yo

2=, that American kitchens and laundries. And you'l
%) women rate get them delivered to the right placg
General Electric at the right time.

major appli- ;
ances over any
other brand by

more than

three to one.

leader in innova- P o=

tive and quality
features such as
the P-7° self-
cleaning oven/
ranges; 2-door
combination
refrigerator-
freezers; dish-
washers with 3-
level wash
action; and Dis-

When your customers see the GE
monogram, they see a name they
know and trust. And that could wel

posall® food waste disposers. be the start of a sale. Let the GE
And when a builder comes to GE, he gets monogram become an extra sales-
not only quality appliances like these but also man for you. ;

the benefits of GE’s professional planning And remember that
and guidance. every GE appliance is senuct UL
Even if you build only a few houses a year, = backed by General Elec-
g youcan feature tric Customer Care...Service Every-

N yo IR where!’ ‘
3 This means £ l I
that wherevery___ ‘
your house is in /=
the continental
U.S.A., there'll
be a qualified

GE serviceman
nearby.

I P TII) 7

Z//.»["'l A
JO RANGY

/ '\//
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any size,to come to General Electric.

GE wants to make it as easy as pos-
sible for a builder, regardless of size, to

put a kitchen toget

you all the help we can.

her. And so we give

Dallas, Texas

Charles O. McWhirter
8401 John Carpenter
Freeway, 75207
(214) 631-6640

Western Region

il

Houston, Texas
George C. Davis
2425 Broad Street
77017

(713) 644-5401

Los Angeles, Cal.
Olden B. Johnson
2957 E. 46th Street
90058

(213) 583-6211

Denver, Colo.

Orville I. Lewis

5390 E. 39%th Avenue
7

94010
(303) 388-5533

Burlingame, Cal.
Carl E. Sullivan
1649 Adrian Road

(415) 697-3411

Scanlu, abh.

98188
(206) 575-2772

William E. McConaha
401 Tukwila Pkway

Just phone our Contract Zoue Man-
ager nearest to you. (See names and loca-
tions below.) He'll tell you how we can
best serve you and your requirements.

Bloomfield, N.J.
William G. Hewitt

Westwood, Mass.
Richard L. Finney

Eastern Region

New York, N.Y.
Eugene Bolmarcich

Clevelai , Ohio

Philadelphia, Pa.
James K. Garvey

Robert C. Kilmer

Pittsburgh, Pa.
John F. Diederich

Washington, D.C.
Verne E. Evans

116 Washington St. 348 University Ave. 20600 Sheldon Rd. 205 E. 42nd Street 5660 Rising Sun Ave. 6555 Penn Avenue 3535 V. Street N.E.
07003 02090 44142 10017 19120 15206 20018
(201) 748-0400 (617) 329-2900 (216) 243-4040 (212) 679-1600 (215) 742-2880 (412) 361-6000 (202) 526-2620
Southern Region
¥
N

Atlanta, Ga.
William E. Willis
1225 Chattahoochee
Ave., N.W.,, 30325
(404) 355-2680

By

Charlotte, N.C.

5301 Terminal Road
28201
(704) 393-0311

Jacksonville, Fla.
J. Robert Williams
5266 Highway Ave.
32203

(904) 387-3571

Louisville, Ky.

Troy C. Bybee

4421 Bishop Lane
8

ruce A. Meador

2 38118
(502) 452-3531

Memphis, Tenn.
Reuben A. Peterson
3770 So. Perkins Rd.

(901) 363-2530

New Orleans, La.
Martin |. Lewis
701 Edwards Avenue

70123

{504) 733-7970

A

“hicago, 111
eonard Lapetina
700 W. 73rd Street
063!

Cincinnati, Ohio

45242

8
312) 284-0400 (513) 745-5400

Charles Stuerenberg
10001 Alliance Rd.

Northern Region

Detroit, Michigan
John A. Chariot
6501 E. Nevada
48234

(313) 892-7600

Kansas City, Kan.
Robert D. Partlow
3260 N. 7th Street
Trafficway, 66115
(913) 371-6600

Milwaukee, Wis.
Paul G. Romant
11100 W. Silver
Spring Rd.,
(414) 462-9200

53225

L
Edina, Minn.
Frank B. Jordon

55435
(612) 835-5100

7450 Metro Blvd.

St. Louis, Mo.

Robert L. Graham
1355 Warson Road
North,
(314) 993-3000

63132

GENERAL @3 ELECTRIC
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'PRODUCTS/KITCHENS

Full line of cabinetry, “Mediter-
ranean Qak’”’, adds adecorative touch
to any kitchen. Line with a hand-
crafted-look features a wide variety
of accessories including slide out
trays, matching refrigerator door
panels and special storage options.
Mutschler, Nappanee, Ind.

CIRCLE 211 ON READER SERVICE CARD

“Surface Saver”’ work area, offered in
“Wild Spice” pattern, blends with
any kitchen decor. Installed in the
countertop, the 16” x 20” unit made
of ‘““Ultraceram” is guaranteed
against scratching, cutting or burn-
ing. Vance Industries, Chicago.

CIRCLE 213 ON READER SERVICE CARD
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Chrome-finish single-handle faucet
is fabricated of a thermoplastic ma-
terial. Featuring the Bradtrol™ car-
tridge control for water temperature
and volume, the unit, with only one
movingpart, is lubricated internally.
Bradley, Menomonee Falls, Wis.

CIRCLE 214 ON READER SERVICE CARD

Built-in double electric oven fea
tures decorative black glass doors. A
large self-cleaning top oven offers
programmed cooking, a meat thaw
a keep-warm feature, closed doo
broiling, perfect temperature con
trol, a self-cooling system and a ro4
tisserie. Chambers, Oxford, Miss.
CIRCLE 212 ON READER SERVICE CARD

Full line of “Vesta” ranges, availabl
in gas or electric, includes 36", 30"
24" and 21" models. Units, offered ir
choice of colors, feature lift-up coo
tops and lift-off oven doors. Contin
uous-cleaning oven is optional
Athens Stove Works, Athens, Tenn.
CIRCLE 217 ON READER SERVICE CARD

Double-basin stainless steel sink is
available with double or single inte-
gral drainboards. The ““Sinkette” is
designed to protect countertops from
nicks, burns and scratches caused by
hot or heavy utensils. Elkay, Broad-
view, I11.

CIRCLE 215 ON READER SERVICE CARD

Built-in toaster can be easily in-
stalled in standard residential walls
that are at least 4” thick. Chrome-
finished unit toasts while tilted out
from the wall. A safety switch pre-
vents operation in the closed posi-
tion. Swanson, Owosso, Mich.

CIRCLE 216 ON READER SERVICE CARD
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Shakertown Shakes and Shingles
in Panels help the buildings
“blend with the residential”

i

iy

s Plaza

1gton Square

DR FURTHER
(FORMATION

SEE OUR
CATALOG IN
SWEET'S
\ .

WRITE FOR COPY

Commercial buildings like these make good neighbors in any com-
munity. They combine the modern mansard design with the rustic
beauty of Western Red Cedar Shakes and Shingles in 8" Shakertown
Panels to harmonize with their surroundings. For your next commer-
cial building, create an appealing residential image with Shakertown
Shake or Shingle Panels that weather beautifully without maintenance.
Ideal for new construction or remodeling.

Faster to apply in 8-foot panels

Shakertown Shakes and Shingles in convenient 8’ panels save appli-
cation time and labor—no experience needed. Where restrictions
require, Shakertown Shake and Shingle Panels are available for Class
“C” U.L. Rating for commercial, institutional and multi-residential
construction.

Werite for detailed brochure »
SHAKERTOWN CORPORATION
DEPT. HH-3 4416 Lee Road » Cleveland, Ohio 44128
In Canada
BESTWOOD INDUSTRIES, LTD.
P.O. Box 2042 « Vancouver 3, B.C.
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PRODUCTS/KITCHENS

Plasticlaminate, “Harvest Webb," is
a striking non-directional abstract
pattern. Designed in a neutral color-
ation to complement any decor, the
easy-to-maintain
countertops in kitchens or bath-
rooms. Wilson Art, Temple, Tex.

CIRCLE 218 ON READER SERVICE CARD

Table-top refrigerator/freezer is a
double-door model available in a
choice of colors. Unit with slideout
shelves features a 4.2-cu.-ft. auto-
matic defrostrefrigeratorsection and
a 2.8-cu.-ft. manual defrost freezer.
Topp, Miami, Fla.

CIRCLE 219 ON READER SERVICE CARD

material is for

B \

\\\\\\\\

are accented lw Muiltf:rmman
hardware from Indecor. Simulated rough Spam.sh nail heads in wrought iron
straps are made of flexible polyester. The cabinets come in a range of finishes.
l Continental Kitchen, Spokane, Wash. CIRCLE 220 ON READER SERVICE CARD

i
l Hand«.rafted wood cabinets, Qummnd
{

Matching coin-operated washer and dryer for multifamily use feature higl
security meters. Available in a choice of colors with stainless steel tubs and
drums, units have settings for durable press/normal and delicate/gentle care
Speed Queen, Ripon, Wis. CIRCLE 221 ON READER SERVICE CARD

Double basin stainless steel sink is drawn in one piece from a single sheet
of steel. This process eliminates bumps and center welds. Available in a ful
range of sizes and styles, model shown is a self-rimming 33"x22" size unit
Polar Ware, Sheboygan, Wis. CIRCLE 222 ON READER SERVICE CARD

GNEEPE & MERRITY

Countertop microwave oven features a 1-cu.-ft. capacity cooking compart-
ment and a swing-open door. [lluminated oven has two timer dials: an uppe
one for 5-30 minute cooking times and a lower for 5 minutes or less. O’Keefé
& Merritt, Los Angeles. CIRCLE 223 ON READER SERVICE CARD
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Saving energyall year long
with insulating glass

Insulating glass units made with LP® polysulfide polymer
base sealants are conserving energy and cutting HVAC
operational expenses in buildings everywhere. Double-
hung units—with one of the two panes made of metalized
coated glass—reduce the 1.09 heat transfer coefficient
(U value) of single-pane glass dramatically by 56 percent
down to 0.50. This is not too far from the 0.27 U value of
the most efficient (but dehumanizing) solid masonry wall.

In the past 15 years, over 80% of all organically sealed
insulating glass window units used LP polysulfide base
sealants, delivering strong, flexible, long-lasting airtight
bonds between glass and frame. Although LP sealed units
may cost less than other organically sealed units, they
will perform trouble-free for years and years.

Because replacement of only one or two insulating glass
units can be very costly, you should seriously consider
the outstanding, long term, proven performance of poly-
sulfide base sealants. The present integrity, beauty and
economical practicality of curtain wall construction can
thus be extended through the innovative use of properly
sealed insulating glass units.

Specify—and demand—insulating glass with an LP
polysulfide polymer base sealant to see your way clearly
through the energy crisis of today—and through what-
ever tomorrow may bring. For more information and help
in solving your insulating glass problems, contact Thiokol/
Chemical Division, PO. Box 1296, Trenton, N.J. 08607, or
phone 609-396-4001.

% cokol

Specialty Polymers » Off-The-Road Vehicles + Synthetic Fibers & Fabrics « Sprayers * Propulsion « Educational Services
Friction Materials « Ski Lifts » Pyrotechnics « Closures * Rubber and Rubber Chemicals + Medical Electronics Equipment

CIRCLE 139 ON READER SERVICE CARD
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well-digger’

Read on >>>—>
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You can install the All-Weather Wood Foundation in cold, wet, freezing
weather. In the dead of winter. In Spirit Lake, Iowa. Or any place else.

“We proved it could be done in
January when the wind-chill factor
was -40° and the depth of the frozen
ground was 3 to 4 feet.” — Robert
Bergquist, Citation Homes, Spirit
Lake, Iowa.

The All-Weather Wood Founda-
tion is one of the most innovative
and adaptable foundation systems
ever developed.

It doesn’t place you at the mercy
of weather, for one thing. In good
weather it can save you up to $300.
But in bad weather, it can save
your shirt.

Rain won’t stop the All-Weather
Wood Foundation, and in zero-tem-
perature you may have to use frost-
cutters to excavate. But you can
keep a crew the year around and
stick to a schedule. Even when it’s
colder than a well-digger’s nose.

FLOOR JOIST
TREATED TOP PLATE

j——— FIELD APPLIED TOP PLATE
¥

INSULATION
\—TREATED PLYWOOD STRIP TO

< ASPHALT BULDING PAPER
2 CONC. SLAB ON VAPOR BARRIER
GRAVEL OR CRUSHED STONE FilLL

TREATED SCREED BOARD
— PLASTIC-FILM MOISTURE BARRIER

uﬁmt‘:n.

PROTECT MOISTURE BARRIER AT TOP
TREATED DFFA ALYWOOD SHEATHING

What it is.

Wood, when preserved correctly,
is durable underground. Two exam-
ples of this are pilings for high-rises
and 30-year-old treated wood foun-
dations.

The All-Weather Wood Foun-
dation is a logical progression of
building with pressure-preservative
treated wood. It’s environmentally
safe. Less costly than concrete or
masonry. Six times faster. And pro-
vides a warmer, dryer basement in
the winter.

Basically, it’s a pressure-treated
plywood-sheathed stud wall set
below grade on gravel footings and
a treated wood plate. The exterior is
covered with polyethylene film. And
joints are sealed. Send the coupon
for more details.

¥
S

N A

Save $300 per home.

According to the NAHB Re-
search Foundation, the All-Weather
Wood Foundation costs $300 less
for a typical 1,000 sq. ft. house.
The savings include 50 fewer man-
hours on site compared to a ma-

sonry foundation (Sept. 1973).

The wood foundation is outra-
geously fast. In a 1969 NAHB proj-
ect, a five-man crew installed a
wood foundation in 1Y% hours as
compared to 1014 hours for a con-
crete block foundation.

Send for the book.

All you need to get started is a
copy of the new All-Weather Wood
Foundation booklet and thirty min-
utes of talk with an APA field man.

Both free. For a coupon.

American Plywood Association
Department H-034
Tacoma, Washington 98401

[] Please send me the APA All-
Weather Wood Foundation
booklet.

[J | have too many questions.
Please send me an APA field
man with enough facts to get
me started now.

Firm

Address

City

State Zip

2 AMERICAN PLYWOOD ASSOCIATION
|

1
I
I
I
I
I
I
I
I
I

Name I
I
I
I
I
I
|
I
I
|
I
1

the cost cutter
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We call it MICRO:LAM lumber and we make it from thin
sheets of veneer which are glued, compressed and heated
in a 90 ft. long, thirty ton machine and exit as a board or

billet 24 inches wide, 112 inches thick and 80 feet long.
It can then be sawed to any size to produce a piece of

lumber which has none of the defects of natural wood,
will not warp or shrink, is perfectly uniform and is
stronger than a piece of solid sawn lumber of the same
dimensions.

When used as flange material in our TRUS JOIST |
Series it produces a floor or roof joist which will span
up to 24 feet at 2 ft. on center in floor systems and up
to 40 ft. in roofs. It is also considerably lighter in

weight than solid sawn joists, erects two to four
times faster and uses only one-third the amount of
wood of a comparable size floor system made from

2 x 10s.

In terms of conservation that means that if it would
have been possible to substitute the | Series for
all the solid sawn joists used in multi-family
dwelling floor systems alone in 1972 we would

have saved as much timber as can be grown in
one year on 4,700 square miles of Pacific Coast
forest. What’s more we can produce high grade
structural MICRO=LAM lumber from low grade
veneers and even from low grade species
such as Poplar.

i

Today MICRO-LAM is a new
product but tomorrow it's des-

tined to become a whole new

industry producing dozens of
better wood products while play-
ing a significant role in conserv-
ing our nation’s forests.

£

Right now our full MICRO=LAM pro-
duction is going into the | Series but
this spring we’ll begin supplying ma-
terial for roof trusses to the mobile
home industry. After that it may be
anything from transmission tower
crossarms to structural members
for manufactured housing.

We think that’s exciting!



Builders:
Get some helpful hints

on how to sell your
model homes.

Free.

Please send me free Builder Program Brochure with help-
ful hints on how to sell my model homes.

Name

Address

City

State e bty Zip

!

-I
i
l
!
Company = b LTy I
i
i
i
i
[

Send to: American-Standard P.O. Box 2003, New Brunswick, N.J. 08903

TR R e RS A

AMERICAN
STANDARD

PLUMBING / HEATING
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Certigroove is a unique form of red
:dar especially suited to projects where
st is a critical factor.

Machine-grooved, Certigroove sidewall
akes permit an extended weather
posure, leading to low applied costs
Js the elegance of red cedar.

And Certigroove, like other forms of
d cedar shingles and handsplit shakes,

Red Cedar
Certigroove sidewall
| shakes
handle the details
of making
housing low cost.

¢

Joe Y. S/ng. .

The Sycamores, Apartments and Townhouses, Inglewood, California. Architect:

carry their own preservatives and provide & Handsplit Shake Bureau, 5510 White Bldg.,
excellent insulation. They're rich in texture Seattle, Washington 98101. (In Canada:

and durable, at a price that makes them 10565 West Hastings St., Vancouver 1, B.C))
attractive for low budget projects.

S0 on your next building job, put The Certigroove label is your

Red Cedar Certigroove sidewall shakes to 1 guarantee of quality specitied
work. While you're counting your profits, M by rigid industry standards.

they'll be handsomely covering the details. @ /nsist on it.
For more details, write Red Cedar Shingle

Red Cedar Shingle & Handsplit Shake Bureau

One of a series presented by members of the American Wood Council.
~ G B
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1978, Quality plans
to add 35000 more rooms.

You can get in
on the ground floor.

_ ,—,;_Lg] At the rate Quality Inns is growing, we
1L plan to more than double our size in the next
A1 five years. For us, this means a stronger
system. For you, this means we've doubled
our capacity to fill your property with
reservations sent to you by our other Inns.

Reservations aren’t the only reason to
invest in a Quality franchise. Quality offers
you one of the industry’s most sophisticated
franchise packages. This includes programs
like site selection assistance, architectural
planning and interior design, national
advertising and a toll free 800 reservations
number. Plus an international sales force that
sells Quality at conventions and trade show.
We even have a complete motel management
program for those who are interested only in
capital investment.

There are more reasons to invest in a
Quality Inn franchise. Let us give them toyou.
Send in the coupon, or phone Leonard K.
Dowiak at (301) 593-5600.

-
Leonard K. Dowiak,

Vice President,

Franchise Operations

Quality Inns International
10750 Columbia Pike,

Silver Spring, Maryland 20901

Please send me your get acquainted fact sheet.

Name

Address

City State Zip

I_H 303 _l
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Here's a luxurious new look that will
set your kitchens apart. Designed fo
look like fine woodwork, New Yorker
offers the warmth of handcrafted
cabinetrywithoutthe cost. The beau-
tifully sculpted doors are molded
from patterns meticulously made by
old world craftsmen.

The material is our exclusive Y-3
which resists warping, cracking or

CIRCLE 145 ON READER SERVICE CARD
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New Yorker by
Yorktowne.

A new cabinet
with more than
anew look.

peeling. The wood grain pattern is
hand finished with a special glaze.
Cabinets have a matching scratch
and stain resistant finish inside and
out. Completing this broad line of
cabinets are equally striking vanity
cabinets finished in the wood grain
pattern or white and gold.

Give your kitchens the New York-
er look and be ready for the com-

------

.......

pliments. For full details, see your
Yorktowne distributor or write for our
brochure. Yorktowne, Red Lion,
Pennsylvania 17356. Manufacturer
of fine kitchen cabinets since 1936.

‘\\\\\\\\\\v Yorktowne

A Division of The Wickes Corporation

DL R B R N R R R ceoosnen .o ele 4 o
t ass e
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ooooo




'PRODUCTS/FLOORING
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Combinatio Casa Bella” (left), is a continu-
ous-filament nylon available in 15 colorations. “Dominai” (right)is a multi-
level and sheared abstract design resembling sea shells. Pattern comes in
12 colors. C.H. Masland, Carlisle, Pa. CIRCLE 224 ON READER SERVICE CARD
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Solid vinyl floor tile, “Century I1”, features a high gloss, no-wax finish. Made
of “Naflon,”” a PVC formulation, tile is highly resilient and impact resistant.
Three dimensional pattern of variegated colored chips is offered in six
colorways. NAFCO, Florence, Ala. CIRCLE 225 ON READER SERVICE CARD
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Cushioned vinylsheetflooring, “The Bold O
style floral pattern. Available in a selection of vibrant colors, the flooring
witha““Perma Polish” finishresists stainsand scratches and needs no waxing.
Mannington Mills, Salem, N.]. CIRCLE 226 ON READER SERVICE CARD

Solid vinyl floor tile, “Barre Slate”,
is made to resemble the texture of
natural material. Offered in 15"x18"
modules in four colors, the tile can
be used to create a variety of effects
such as herringbone, random, square
orashlar. Kentile, Brooklyn, N.Y.

CIRCLE 228 ON READER SERVICE CARD
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Rotary

Spanish styled vinyl asbestos floor tiles, “Palacio Del Sol”, can be install
in two ways creating two distinctly different designs. Available in 11 colo
the easy-to-maintain flooring is grease-proof and stain- and alkali-resista
Azrock, San Antonio, Tex. CIRCLE 227 ON READER SERVICE CARD

printed shag, “Better way"’ (left), is a swirling featherlike pattern
Allied Chemical nylon. It is offered in 12 colorations. “Cheers” (right)
amulti-color printed level loop nylon carpet ideal for casual recreation are:
E.T.Barwick, Chamblee, Ga. CIRCLE 230 ON READER SERVICE CARD

Heavy duty plush carpet, “Pre
ident’s Choice”, features inherei
static control. The dual fiber floc
coveringcombines theresilience a
feel of acrylic with the high perforn
ance characteristics of nylon. Pa
craft Mills, Dalton, Ga.

CIRCLE 229 ON READER SERVICE CAR
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At Norandex, we’ve always believed that
outstanding achievement deserves recognition . . .
and ultimately, reward. So we’ve put this same kind
of thinking into our 1974 Norandex Incentive Awards
Program. Here’s how it works: You continue to use
the Norandex line of quality coil products. The more
Norandex coil products you use, the more points you
get. The more points you get, the more awards you
can select. Awards like a camera,a TV ...ora
vacation for two in Hawaii. There’s more to this
program, so we’d like you to send us the coupon for
the rest of the story. After all, how long has it been
since you've gotten what you deserve?

Show me how | can

NAME

l Profit more in ’74 with Norandex.

l Send me complete awards catalog and information.

COMPANY

ADDRESS
l CITY

l PHONE

STATES: = - __-

ZIP

MY NORANDEX BRANCH

H&H 74

weerherzzo NOraNdeXx

BUILDING MATERIALS

7120 Krick Road, Cleveland, Ohio 44146
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Pull dust,

polien, smoke an
profit right out of
— theair.

You wouldn't think of designing or building a home
without central air conditioning, right?

For just a little more, you can add the Honey-
well Electronic Air Cleaner . . . and offer air that's
both cool and clean.

This efficient unit removes up to 95% of all
dust, smoke and pollen passing through. Home-
buyers go for it because it helps them live in a
cleaner environment. And the lady of the house is
sure to like the fact that walls, drapes and furniture
remain clean longer.

From your point of view, the Honeywell Elec-
tronic Air Cleaner provides a tangible, competitive

148 H&H MARrcH 1974
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point of difference. You add major extra value t
your homes at minor extra cost.

The Honeywell Electronic Air Cleaner install
in the return air duct or grille of any forced air fur
nace or central air conditioning system. Lightweigh
cells remove easily and clean in the dishwasher.

Clean air for the home buyer. Extra profit fo
you, right out of the air. That's the story of th
Honeywell Electronic Air Cleaner. You'll find com
plete specs in Sweet’s. For special contractor quo
tations, call or write Honeywell.

Honeywel



L.ogan originality:
the golden touchiniron.

The homes that sell best have the
golden touch of personality. Style.
Distinction. Knowing this, you'll want to
avoid the stigma of faceless conformity:.
So why not open yourself to the profitable
creative potential of Colonel Logan
Ornamental Iron? It's so easy and
inexpensive to install this strong sales
appeal. m Colonel Logan standard sizes
save you as much as 1/3 the cost of custom
ironwork. Laborious handwork is
practically nil. Yet, you can be as creative
as you wish. Logan originality brings you
columns, railings, shutters, room dividers
and accessories—in a wide variety of both
cast and wrought iron patterns. Everything
you need. For porticos. Balustrades.
Ornamental trim. Pool enclosures.
Entryways. Garden furniture. Shelving
decor. ® |nside or out, Colonel Logan
Ornamental Iron is very versatile, always
beautiful. Understandably, many leading
architects and builders turn to it for
inspiration—and the golden touch that
helps homes move. ® Don’t stop now.
Write us for full details and our “Ideas in
Sl S, [ron” brochure. A gold mine.

e SN " | OGAN CO., P.O.Box 6107,
B T ‘ g Louisville KY 40206.
Or 2421-25 Hunter St.

e -

T 3 &
" RS AR L R NS Los Angeles
" s U ;--':.,'9. S .'~.".x‘ A . ._ !. \. '\ . -.“c N CA 9002].
LOGAanNn Co .
. a division of A-T-O Inc.
Oid t thing ne
pras, up Lo sometning new
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[ELOORING

Mediterranean-styled quarry tiles in
“Corsican” shapes add elegance to
the entryway and family room
shown. Variations in color and tex-
ture provide a handcrafted look.
Tiles are also available in 4”x4” and
4"x8" sizes in four colors. Monarch
Tile, San Angelo, Tex.

CIRCLE 234 ON READER SERVICE CARD

Abstract patterned carpet, “Rippling
Waters”, is a flowing four-color print
on a tightly twisted heat set nylon
frieze base. Available in nine color-
ways, the floorcovering does not
show traffic patterns making it well
suited for commercial and residen-
tial applications. Walter Carpets by
Ludlow, City of Industry, Calif.

CIRCLE 235 ON READER SERVICE CARD
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Solid hardwood Microsaic® parquet flooring can be applied directly onto
plywood or concrete subfloors. The handsome herringbone pattern shown
in a dining area is offered unfinished in a choice of walnut, red or white
oak. Peace Flooring, Magnolia, Ark. CIRCLE 231 ON READER SERVICE CARD
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Vinyl asbestos tile, “Capri”, is
inspired by the Mediterranean Qua-
drefoil motif. Available in brown/
gold, white/green, white/beige, yel-
low and terracotta, the 12"x12" tiles
feature intricate ornamentation and
delicate stone and grout accents.
Amtico Flooring, Trenton, N.J.

CIRCLE 232 ON READER SERVICE CARD

Levelloop contract carpet, “Sebego”,
suitable for use in public areas, fea-
tures Antron III static control nylon
fiber. Available in 14 moresque
multi-color effects and 12 matching
linear textured stripes, the soil-hid-
ing floorcovering does not show
wear. Philadelphia, Cartersville, Ga.
CIRCLE 233 ON READER SERVICE CARD
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Nylon shag carpet, “Barclay”, is
available in solids and tweeds. The
designisone of 12in a special builder
program. Complete carpet service,
including floorcovering, cushioning,
installation and samples, is available
direct from the manufacturer.
Norandex, Cleveland, Ohio.

CIRCLE 236 ON READER SERVICE CARD

BondWood® hardwood flooring in
19"x19" panels can be applied di-
rectly to concrete or wood subfloors
using “Mark 10" adhesives. The un-
finished ““Saxony’’ pattern comes in
avariety of species including red and
white oak, teak and walnut. Harris,
Johnson City, Tenn.
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CORIAN vanity tops are used in all bathrooms in three of The LLarwin Group’s new
California communities. CORIAN bar countertops (right) used in some models, are
easy to clean, resist staining.

“DuPont CORIANtops
put extra elegance plus practicality
10 OUETIOIRES. neii e 5 . ooty e e

Solid CORIAN vanity tops and bar countertops are definite plus features
that help sell homes in three communities Larwin is building in southern
California in Costa Mesa, Woodland Hills and San Dimas. CORIAN is not
only beautiful, it has practicality that home-buyers appreciate. The resistance to
stains, for example. The easy cleanability. The durability and repairability.
Sometimes accidents do happen, but with CORIAN being a solid material with
pattern and color all the way through, accidental scratches or mars can
be removed.

“It gives us a lot, too,” says Larwin. “As one of the largest housing pro-
ducers in the country, we're in a position to appreciate the prompt delivery, and
the fact that Du Pont stands behind the product quality of CORIAN.

“It may cost somewhat more, but we feel it's worth it.”

Du Pont CORIAN® building products are available in sheet stock for custom surfaces (it can be worked with
regular tools), kitchen countertops, wall wainscoting, bathtub and shower surrounds. One-piece molded vanity
tops and bowls of CORIAN also available. For more information and the name of the distributor nearest you,
write to Du Pont, Room 23881, Nemours Building, Wilmington, DE 19898.

CORIAN'

T Building Products
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You need facts to pick the right pickup.

Here are 12 about the'74 Ford.

Ford cabs are quiet, carlike,

roomy. Inside width of 66
inches lets three big men ride
relaxed. Padded, color-keyed
instrument panel is standard.

Even the standard cab gives
you the solid comfort of a full-
foam seat 7 inches deep.

You can choose a Ford Six
or, for heavy loads, V-8's
up to 460 cu. in.

Optional air con-
ditioning is built right into
the instrument panel for good
air circulation, full legroom.

Front disc brakes are
standard on all '74 Ford
pickups with 2-wheel drive.

152 H&H marcH 1974

Ford’s optional slide-out
tire carrier makes the spare
easy to remove and replace.

Behind the seat is a hidden

storage space 5. feet wide.

It's big enough to hold tool
boxes, golf bags or other gear.

Ford took the gas tank out

of the cab and putitina
protected position under the
box, between the frame rails.

Only Ford pickups have
Twin-I-Beam suspension
for truck strength, carlike ride.

CIRCLE 152 ON READER SERVICE CARD

1 Sides of the cargo box are

double-wall their full depth.
All told, over 200 sq. ft. of surface
is zinc-coated to resist rust.

1 Ford pickups come big as

10,000 Ibs. GVW, like this
F-350 Super Camper Special, to
meetaboutall your pickup needs.

1 Over 92 out of 100 Ford
trucks built in the last 12

years are still on the job, based

onR. L. Polk & Co. figures. For

along-term investmentin trucks,

see your Ford Dealer now.

A better idea for safety: Buckle up.

Works like a truck.
Rides like a car.

FORD
FORD DIVISION




It takes a little more than luck
to win in the major housing game.

If you're into multi-family apartment construction,
condos or residential development for all your worth,
CMI mortgage insurance can make it worth more to you.

Qualify More Buyers: 90% and 95% residential

and condo-unit mortgages are some pretty solid advan-
tages you can use as sales incentives. CMI reduces the
risk of this high loan-to-value financing so lenders feel
secure, approve more mortgages and help you improve
your sales.

Another Helping Hand: When you've got a
commitment from us to insure the mortgage you need
for apartment or commercial projects, your chances for
favorable financing look good. Lower interest rates, less
down and longer terms are much more likely to be a
sure thing.

Commercial Mortgage
mi' ] Insurance, Inc.

Subsidiary of CMI Investment

Home Office: 2 East Gilman Street, Madison, Wisconsin 53701

Faster Action: Time spent can mean oppor-
tunity lost for you, and we know it. That’s why we make
it so easy to provide our protection to your lender. Your
mortgage proposal, plus our one page application,
brings you our insurance commitment in less than a
week.

Finding Loan Participation: Our free, second-
ary market service can help you or your lender find
mortgage money anywhere in the country. CMI insur-
ance can make your project a blue chip investment.

If you want to be sure your next project is a
winner, shoot us a card. We've got a free file of facts
for you on profitable financing. Or call us (Toll Free)
800-356-8080. In Wisconsin it's 800-362-8070.
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Souther’Inn

Outside - Inside - Everywhere it’s

FEAIHEROCK'

W

A Total Concept in
Architectural & Landscape Stone. The very in place to be
is Diamondhead, new avant-garde resort community on Bay
St. Louis, Mississippi. Its beauty is real and so is the stone.
Featherock® decorative veneer facings and landscape stone
are nature's design for today’'s economics and engineering.
Unique, light weight with pre-sawed flat back. Featherock
facings work faster, easier. Ton-for-ton covers up to five
times the surface area of granite. No footings, anchors or
building ties are needed. Move giant boulders into position
without heavy rigs. Featherock’'s available most everywhere
in colors and styles with cost savings all the way to Diamond-
head. ICBO approved. Architects, interior designers: specify
the one stone that does it all.
Consult your 1974-1975 Building Stone Institute Catalog.
Write for specifications, A.l1.A. file ana dealer listings for
FEATHEROCK NATURAL STONE VENEERS and BOULDERS to

FEATHEROCK, ¢ Inc., Dept. 34
2890 Empire Avenue, Burbank, California 91504

CIRCLE 91 ON READER SERVICE CARD

We’ll help your door
shut out the weather.

£ |
X
\

@

\
Flexible

With a custom designed plastic profile door seal. This
example shows a DualExtrusion bottom seal with rigid
vinyl cap and flexible-vinyl weatherseals. It's not affected
by wind, moisture, temperature, sun, or abrasion. It keeps
out drafts; won't warp, twist, split, or swell.

To add the finishing weatherproofing touch to your
door, write Crane Plastics, 2141 Fair-
wood Avenue, Columbus, Ohio 43216.

Or call (614) 443-4891.
CranePlastics

154 H&H maArcH 1974
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PRODUCTS/INTERIOR ENVIRONMENT

Low-profile packaged air conditioner for slab or roof mounting comes in
full range of cooling capacities. A vertical air discharge and a wrap-arou
condensercoil permit flexible installation. Electric heaters are also availabl
Heat Controller, Jackson, Mich. CIRCLE 259 ON READER SERVICE CARD

Humidifier, suitable for forced a
heatingapplication, helps cut ener
consumption and costs. T
“Turbo-Flo" is actuated and distril
utes moisture by means of the sa
air flow that circulates heat throug
the ductwork. An adjustment of t
float level controls the amount ¢
moisture. Leigh, Coopersville, Mic
CIRCLE 260) ON READER SERVICE CAR

Indoor packaged cooling units, “Vertical Air-cooled Self-Contained Ai
Conditioners’”, are available in 8, 10, and 16 ton capacities. Units featur
pre-wired electrical panels and built-in low voltage control systems for eas
installation. Singer, Carteret, N.J. CIRCLE 261 ON READER SERVICE CARD




Most homes are sold in the
kitchen and the bath.

And that’s where ceramic tile
can really pay off.

Now we didn't ask the magazine
for an endorsement. So we were
pleased to see ceramic tile used
in most of the baths shown.
Which proves what we've
said all along: builders who
R really move houses put
% their money where the
1 woid for it ®. action is. In kitchens
Recently, in a e = and bathrooms.
ading trade magazine, Professional Builder, some And when it comes to kitchens, nothing can
‘the top builders in the country tell why and how  be more impressive than ceramic tile. Because it's
ey're building more luxury into the kitchen and  virtually waterproof, fireproof and cutproof. And
e bath. And they agree the extra investment is  most people know that.
wying off in quicker sales and customer referrals. And here’s something you should know. A
: new, improved joint filler, Acri-fil, is now available.
[t's premixed. [t resists chipping,
mildewing, staining. nd its also the first
tile joint filler you can . color-blend,
soitcan harmonize [

or contrast
with any tile design. (As
you can see in

_ this foyer,
the effect

can be
terrific. )
tile is
joy : =
to have in heavy traffic areas like the foyer and hall
where the best carpet shows wear in a short time.

We'll be telling over 48,000,000 consumers
this year about the advantages of ceramic tile with
beautiful ads in 19 leading national magazines.

For our free color book that shows new and
unusual ways you can use ceramic tile throughout
your houses, and more information about Acri-fil,
the new joint filler, write us at the address below.

Ceramic tile can make your
»mes look like they're
orth more than your
king price. —a

Naturally,
u'd expect us to
y that. But you
on't have to take

= 4 LS
A=A A

)

Tile Council of America,Inc.
P.O.Box 2222, Room 466, Princeton, New Jersey 08540.
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Our men prestain our textured sulmgs
To save your men on-site time.

At U.S. Plywood, when we prestain

textured siding, we're very, very careful.

Every step of our staining process is controlled,

% checked and double-checked, to assure a top-quality
Y job from start to uniform finish.

_ Sure, being this finicky about prestaining takes a lot of
w our time—but it really saves yours. What you get at the site
is what goes up, with no costly hours wasted in

on-the-job staining.

This year we're offering 26 different solid color stains on

_ our textured plywood sidings. And we have the largest
selection of exterior cladding of all types.

If you're as particular about your end of the business as we are about
ours, call your local U.S. Plywood Branch Office for more information.

U. S ywood

A Division of Champion International
777 Third Avenue, New York, N.Y. 10017
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)DUCTS/INTERIOR ENVIRONMENT

1/Saver "™ zone temperature con-
is suitable for two or three zone
lication. Unit hasa 2°to 15° tem-
ature setback capability that is
rated by a rocker switch in the
> of the control. For two or three
e use, a master control in the
in zone has numbered switches.
ymark, Fairlawn, N.J.
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kaged terminal air conditioner
hot water, steam or electric heat
nes in a full range of cooling ca-
ities. The easy-to-install unit
rures two-motor operation for
rer power costs and centrifugal
wers for quiet performance. Con-
s are compartmentalized. Slant/
. Greenvale, N.Y.

CLE 254 ON READER SERVICE CARD

All electric comfort system incorpo-
rates a 5, 8, 10 or 12 KW forced-air
heater, a 40-gal. water heater and a
direct expansion air conditioning fan
in a single package. The ‘“Round
Utility Package”” for limited space
applications is easily installed in a
standard 2’ wide closet. Payne, City
of Industry, Calif.

CIRCLE 253 ON READER SERVICE CARD

IT'S STRONG . . . IT'S GOOD LOOKING!

IT'S FAST AND EASY TO INSTALL!

IT'S THE LOWEST “IN-PLACE” COST
SHELVING SYSTEM AVAILABLE!

* Lowest “in-place” cost be-
cause toggle bolts or screws
are eliminated in most installa-
tions. And . . . it's prefinished!

SEND FOR FREE BROCHURE.
5530 Wisconsin Avenue

Washington, D.C. 20015
Phone: (202) 654-8288

CIRCLE 92 ON READER SERVICE CARD

KOOL-O-MATIC Automatic
Power Attic Ventilator lets air
conditioning function up to 30%

~ENERGY
<%AVER! e o
st S LT AT

When attic temperature reaches 100°KOOL-O-MATIC's
powerful fan automatically is activated to remove superheated
attic air before it penetrates living areas to make air conditioning
work harder, longer.
And KOOL-O-MATIC
goes on working in
the winter to keep in-
sulation dry, reduce
heating costs, add
years to life of the home.

Inexpensive, easily in-
stalled and a terrific sell-
ing feature. Investigate
now! N
FOR COMPLETE INFORMATION..—

0 ® KOOL-O-MATIC CORPORATION, Dept 1174
Ko © JnazaTic BeCRL T
or(F 1831 Terminal Rd. - Niles, Mich. 49120 - Phone: 616/683-2600
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Our business is
providing shelter

for people...

In the era of sharply rising costs of materials,
money and skills, our panelized home manufac-
turing techniques make sense —dollars and cents!
Buyers want value ...quality of construction, ample
living space and extras to add comfort and en-
joyment, at reasonable costs. They demand it
in today’'s market where “more for your money"
is the attention grabbing phrase. Join the other
builders who are fighting rising costs with our
manufactured, panelized homes that speed con-
struction with quality components, reduce on-site
labor and offer flexible designs (over 100
distinctive designs available—or, in many cases,
we will build to your own specifications).

Contact any of our manufactured homebuilding
subsidiaries directly for details

Concord Homes, P.O. Box 750, Bridgeton, Mo. 63042
Lexington Homes, P.O. Box 548, Hillsborough, N.C. 27278

Fayetteville Wholesale Building Supply & Heritage Homes,
P.O. Box 669, Fayetteville, N.C. 28302

Pacific Western Corporation, P.O. Box 167,
Plainfield, Connecticut 06374

Vencedor Development Corporation, P.O. Box 1677,
Bayamon, Puerto Rico 00619
(asbestos/cement building products)

VALLEY FORGE
CORPORATION

P.O Box 855
Valley Forge, Pennsylvania 19482
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PRODUCTS/INTERIOR ENVIRONMENT

High capacity rotary humidifier f
tures unbreakable Lexan polyc
bonate housing. Unit, with ti
in/tilt-out mounting frame, can
installed on any forced air furnace
adapted for use on steam, hot wa
and electric heating systems. Ha
ilton Humidity, Lincolnwood, Il1.
CIRCLE 255 ON READER SERVICE CA

Low-silhouette air roof-fan, “Wi

maker”, is suited for flat or pitch
roofs. Unit removes superheated &
from attic, reducing the load on t
air conditioner. Easy-to-install, rai
proofand birdproof fan is actuated
an automatic thermostat. Phil Ri
Fan, Houston, Tex.

CIRCLE 256 ON READER SERVICE CA

Air conditioner, “Model 351 AC”, is
a 3%-ton unit for remote installa-
tion. The easy-to-install, factory-
wired, precharged unit has a hermet-
ically sealed compressor that needs
no servicing. Built-in relief valves
and internal electrical overload de-
vices protect the unit. Thermo-
Products, North Judson, Ind.

CIRCLE 257 ON READER SERVICE CARD

All aluminum cupola with adjust-
able base is suitable for use on any
pitch roof. Unit, with built-in
weather protection, is open on four
sides offering maximum ventilating
capacity. Factory-finished in two-
tone baked enamel, cupolas come
with or without weather vanes. Lo-
manco, Minneapolis, Minn.

CIRCLE 258 ON READER SERVICE CARD
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—_omponents
1s individual as
your home.

All the more reason to specify

If all homes were alike, maybe a specialties line
offering less than Miami-Carey would do. But you
need the wider line. To decorate. To add con-
venience. To add value. Miami-Carey's big choice

is a better choice.

Looking beautiful . ..
Miami-Carey decorator
mirrors reflect beautifully
on your homes. Finely
crafted, handsomely
finished. In these designs
and almost 40 others

All to enhance a room

a wall, a setting

... Welcoming in style
Another decorative note
A Miami-Carey door
chime. Very stylish in a
variety of designs. And
always welcome

A fresh difference

High-flow Miami-Carey
ventilating fans clear
the air quickly . . . and
more quietly because
they're vibration-free.
A sound reason to buy.

For stylish
accents
In Antique
Brass or
Pewter. In

several series

of bright

Lightly through
the home
Decorator lights
for your baths
But too decora-
tive not to use In
other rooms. In
period styles. In
wall and swag
types. Every
one a bright
complement

chrome. Miami-Carey
bath accessories are
stylish accents to the
beauty of your baths.

There's more to the Miami-Carey product line story,
much more. Bathroom Cabinets, Bathroom Accessories,
Range Hoods, Heaters, and Washroom Equipment

We'll be glad to send you complete catalogs . . . free.

Miami-Carev...c.....

203 Garver Road + Monroe, Ohio 45050

CIRCLE 159 ON READER SERVICE CARD
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TEST PROVES: NO NYLON
FIBER HIDES SOILBETTER
THAN ENKALURE II.

The truth s out about soil-hiding nylon
commercial carpet fiber.

Enkalure Il 1s as good as the best.

It's been tested and proven by the inde-
pendent testing laboratory, Nationwide
Consumer Testing Institute. They placed
carpets made of the leading nylon fibers
in one of the most heavily traffic’'d airports
in the country.

And when the results came in,
Enkalure II's soil-hiding ability proved to
be every bit as good as the best-known
soll-hiding nylon.

The reason s that, unlike conventional
nylon fibers, Enkalure II bulked contin-
uous filament nylon has no deep grooves
to trap and hold dirt. Also, its special mul-

tilobal construction causes light actually

tobounce off the fiber in every direction. So

10F /KZONB ING ENKALURE I 1S LICENSED FOR USE IN CARPET MANUFACTUF
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the colorlooks clean, even when the carpet
is dirty.

Then there’s another test. Each proto-
type carpet 1s tested by Nationwide to
make certain it meets our specifications.
That’s why we can guarantee that
Enkalure II carpet will wear no more than
an average of 10% for 5 years when certi-
fied by Nationwide and the mill, and when
properly installed and maintained-or well
replace 1it.

If you have the kind of floor that takes
a lot of traffic, you should specify
Enkalure 11.

For specific carpet information and a
14-page report of the test results, contact
American Enka (Dept.HH), %KAIJJHE II}I.I]ES
530 5th Avenue, N.Y, N.Y. Sﬂlumim

10036. (212) 661-6600. ENM

HED AC
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Especially when Tocomc’s
modern bath fixtures

are economical, easy to
install and trouble-free

Whatever you build—homes,
apartments, condominiums—
you'll appreciate the many
advantages of the tub or shower
wall-ceiling units and the
individual tubs manufactured
by Tocomc of Atlanta.

You'll discover that Tocomc
fixtures are extra smooth,
bright, durable and easily
cleaned because of a special
acrylic/polyester fiber-glass
laminate. And you'll see why
Tocomc’s handsome water-
tight tub-shower modules,
which fit just about anywhere,
are your best buy for new or
added baths.

Find out how much money,
space, time and effort our
products can save you.
Available in white and popular
colors, expeditiously delivered
to any point in the Southeast,
they exceed national industry
standards—sure to please you
and your customers.

For information or consultation
without obligation, call or
write today:

Tocome
of Atlanta

Box A.M.F. 45185, Atlanta,
Ga. 30320, (404) 478-1180
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New and important books from McGraw-Hill

MANUAL OF BUILT-UP
ROOF SYSTEMS

By C. W. Griffin for The Amer-
ican Institute of Architects.
The first single-volume
source of facts, figures, and
basic theories on built-up
roof systems, this book dis-
cusses in detail all compo-
nents — structural deck, va-
por barrier, thermal insula-
tion, membrane (including

; the new elastomeric mem-
brane materials), and flashing. It reports the
latest views on vapor barriers and examines
new roofing specifications using coated
base sheets. The author also analyzes the
roof as a system, exploring the complex in-
teraction among its components.

256 pages, illustrated, $15.50

CONSTRUCTION ESTIMATES
FROM TAKE-OFF TO BID,
Second Edition

By Norman Foster. Prepared by one of our
leading experts on construction costs, this
expanded edition of this acclaimed guide
covers exery aspect of construction esti-
mating. From planning stage through final
price, it covers estimating step by step,
with actual examples and helpful drawings.
Geared to practical use, this wide-ranging
work Is full of cost-saving tips, proven
methods for saving time, ways to avoid
errors, standard measurement methods and
a wealth of similar valuable information.

253 pages, illustrated, $16.50

BUILDING CONSTRUCTION HANDBOOK,
Second Edition

Editor-in-Chief, Frederick S.
Merritt. In this one compre-
hensive handbook covering
every major phase of build-
ing design and construc-
tion, you have reliable facts,
figures, and methods always
at your fingertips. Com-
posed of 29 sections writ-
ten by 25 authorities, this
revised and expanded edi-
tion develops each topic to reflect latest
developments in the industry. Several sec-
tions have been completely rewritten to re-
flect the most recent developments in their
fields. This key to the many-sided picture of
building tells you all in understandable
terms.

842 pages, illustrated, $26.50

THE ART OF HOME LANDSCAPING

By Garrett Eckbo. Don’'t make costly mis-
takes in basic landscaping! This practical
book explains how to plan, design, and build
your own home landscape, how to substi-
tute pencil work for needless shovel work,
and how to do it in easy stages. There are
no ‘“pat,” stereotyped answers here; in-
stead, you get hundreds of working an-
swers to specific problems—such as how to
draw plans, how to use surfacing, how to
provide drainage, how and what to plant,
how to screen small lots, how to build shel-
ters, etc. Written by one of America’s fore-
most landscape architects, this book shows
you exactly what to do to achieve beautiful,
livable outdoor space around your home.

278 pages, illustrated, $7.95

REPAIRING AND REMODELING
GUIDE FOR HOME INTERIORS,

Second Edition

By J. Ralph Dalzell; revised by Frederick
S. Merritt. In simple, practical terms, this
book shows how to improve the appearance
of homes, make them more comfortable,
and put space to better use. This thoroughly
revised new edition also explains how to
Install the many inexpensive, worthwhile
new materlals that have appeared on the
market since the first edition.

448 pages, illustrated, $7.95

PLAN READING FOR HOME BUILDERS,
Second Edition

By J. Ralph Dalzell; re-
vised by Frederick S.
Merritt. This handsomely
illustrated book is invalu-
able to everyone who
wants to learn how to
read plans for new con-
struction or remodeling.
Completely updated, this
new edition offers a
simple, progressive ex-
planation of elevations,
plans, sections, details,
and the relationships between views that
leads to interpretation of three complete
sets of working drawings. While examples
in the book apply to home-building, the
basic principles are applicable to all types
of construction.

172 pages, illustrated, $8.95

DESIGN AND PRODUCTION
OF HOUSES

By Burnham Kelly. Here is a penetrating
analysis of the critical problems and vast
potentials of the housing industry. Leading
authorities in every major area of the field
today examine the entire process by which
single new homes are designed and pro-
duced, and suggest courses of action in
which modern methods, materials, and de-
signs can work for the house buyer and the
general public as a whole.

428 pages, illustrated, $12.50

10 DAYS’ FREE EXAMINATION

LEGAL PITFALLS in Architecture,
Engineering, and Building Construction

By Nathan Walker and The-
odor K. Rohdenburg. “Igno-
rance of the law is no
excuse''—and yet the prac-
ticing architect, engineer, or
building contractor cannot
possibly be conversant with
the entire civil law applic-
able to his profession. The
next best thing is to be
aware of the common legal

i
pitfalls that have ensnared others—and to
avoid them. The co-authors are an architect
and a lawyer, and the book reflects their
knowledge and experience in their respec-

tive fields.

PRACTICAL
HOUSE CARPENTRY,

Second Edition

By J. Douglas Wilson. The second edition
of this standard guide to how-to-do-it house
construction contains new material on
power hand tools, a new chapter on read-
ing house plans, a new section on base-
ments, and a complete updating of lumber
standards. Ample illustrations show each
type of layout and construction job.

416 pages, illustrated, $9.95

270 pages, $15.00

SIMPLIFIED CONCRETE MASONRY
PLANNING AND BUILDING, 2nd Ed.

By J. Ralph Dalzell; revised
by Frederick S. Merritt. This
updated edition—with new
illustrations—of a highly re-
garded guide for novice
masons reflects the changes
that have occurred in the
construction industry since
the original edition was pub-
lished. The author takes
you, step by step, through
every type of concrete job in home building
—from foundations, walls, and floors to
driveways and terraces—describing each so
that even readers with no experience can
follow directions.

370 pages, illustrated, $8.95

McGRAW-HILL BOOK COMPANY, Dept. 23-HH-122 | H .
1221 Avenue of the Americas, New York, N. Y. 10020

Send me the book(s) checked below for 10
days on approval. In 10 days, | will remit for
those | keep, plus local tax, postage, and
handling costs, and return the others post-

[] $14892—Manual of Built-Up Roof
SYSIeISI e L R e o $15.50
[] 415064—Building Construction

paid. (Remit in full with coupon, plus any
local tax, and McGraw-Hill pays all postage
and handling costs. Same return and refund
privileges still apply.)

[]678502—Legal Pitfalls .......... $15.00
[] 152233—Simplified Concrete
Masonry Planning and Building,

Handbook, 2nd Edition .......... 26.50 2odeEdlon. ... iscsa s aasss s 8.95
[]188785—The Art of Home [] 216320—Construction Estimates

Landseapifg. - .-i... « sloie aio o aoe ses 7.95 from Take-Off to Bid, 2nd Edition.. 16.50
[]152217—Plan Reading for Home [0 152225—Repairing & Remodeling Guide

Builders, 2nd Edition ........... 8.95 for Home Interiors, 2nd Edition .. 7.95
[] 338752—Design and Production of [] 708886—Practical House

HOUSBS! . ::cscvmsnassvssanssmeisn 12.50 Carpentry, 2nd Edition .......... 9.95
Name
Address
City State Zip

Offer good only in U.S. Order subject to acceptance by McGraw-Hill 23-HH-34
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2 "We
. “wz. don’t just
provide money.

We provide people.

Unusual people. Charter Investment & Development professionals share
qualities you aren’t likely to find anywhere else. Education and experi-
ence, for example. It takes 20 qualified interviewees to produce one bro-
ker who meets our qualifications. More than 40% have master’s degrees or
better. And they keep on learning after they join us. They have a talent
for cooperation —sharing their specialized knowledge between CID of-
fices for the benefit of our clients. And they’re persistent. They’ll stay
on your job until you have every penny of the commercial real estate
financing you need. Though it won’t be long: they work fast. Call us.
Make one of our people yours.
(904) 358-4036.
Home Office: Charter Oil Bldg. P.O. Box 2017. Jacksonville, Fla. 32203.

Charter Investment & Development Company.
Where the money comes from.

( A MEMBER OF THE CHARTER GROUP
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Wed like

to be

talking
about

If you're a builder or developer in the

Southeast and you use heating and air
conditioning in your developments, we'd like to be
talking about you. To your customers. On the radio.

We'll tell your customers that you have the homes
they’ve been looking for in well planned communities.
Desirable homes with the added feature of Ruud heating
and cooling. Then we'll tell them the name of your
development and how to reach it. All you have to do is
use Ruud heating and air conditioning. Then leave

the rest to us.

We want to help you because you'd be helping us.
And we appreciate that. Just one more reason it's
good to use Ruud.

So if you're not using Ruud maybe you should. For more
information, contact your nearest Noland distributor.
He’s listed in the Yellow Pages and he’ll help you get

started with Ruud. And after all, wouldn't you like :EE?Ngnfd“ouflﬁig?gg;gggegm
someone talking about you? Fort Smith, Arkansas 72901

RuU u@D
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"\ Valley

VVe’ll be around
ong, long time

A classic doesn’t come along too often.
But when it does, it sets the pace for
years to come. Rolls did it with their
Classic 33. And Valley’s new
Starburst Series has done it, too.

Clean, simple lines that spell its
= elegance; “hydroseal” leak-proof,
' worry-proof action; feather-touch
control and mirror-like “triplate”
finish give every Valley faucet the
quality, appearance and dependability that
will last a long, long time.

ValleM single control faucets

EASTMAN CENTRAL D

a division of

UNITED STATES BRASS CORPORATION

SUBSIDIARY OF HYDROMETALS, INC. '
@ |E 901 TENTH STREET, PLANO, TEXAS 76074
(Al A}
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General Electric’s heating a
and why you shou

This system gives a maximum rentable space: suspend from the ceiling an air handler with strip heating supplemented
(if needed) with baseboard resistance heating units. Split system condensing units can go on the balcony, roof, patio or through the wall.

This TC-K through the wall electric heating and cooling unit can be installed with a minimum of on site labor. All your men have to do is
wire it into the building’s electrical system and connect the low voltage for the thermostat.

There are almost as many ways to heat and cool an ~ furnace heating, heat pump or electric baseboard h

apartment as there are architects, building codes and ing as a primary or supplementary source.
utility tariff schedules. From one source.
This could mean coordinating different work We'll sell you a split system air handler that ha
o crews, dealers and warranties. optional electric heat and measures a mere 10" highl|
It doesn't have to. by 34" wide, by 19" deep.
Not if you choose General Electric. We have a line of accessories: thermostats, hun
With GE, you can get natural gas ifiers, electronic air cleaners and electric resistance
(or propane) furnace heating, electric heaters.

164 H&H mArcH 1974




poling systems for apartments
istall one of them.

1is LU-C gas, or LE-C electric furnace into a closet. Put an “A” coil on top of the furnace—you can even add
ctronic air cleaner. Again, condensing units can go on the patio, balcony, roof or through the wall.

is a vertically installed " air handler connected to a Weathertron® heat pump or air conditioner on the roof, patio or balcony.
into heat pumps—this may be an answer to your heating and cooling problem.

All of our air conditioners have our unique costs (labor and parts) from the second through the fifth
natuff ™ compressor—the one that has proven itself ~ year after installation.

rore than 750,000 installations. All from GE. A name known and respected by any
All of the condensing units shown have our potential tenant.

ie Fin™ condensing coils that eliminate almost all Your local dealer is in the Yellow Pages under “Air

e brazed joints where leaks may occur. Conditioning Equipment and Systems!’

We also offer a National Service Contract on our
pment. This contract, between purchaser and the
eral Electric Company, establishes maintenance

GENERAL @ ELECTRIC
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Cascade’

Molded-Stone shower floors-
stronger than stone

and /5 the weight!

You'll find lightweight Cascade® shower
floors as easy to install as they are to sell. It's
a fast, easy job for one man. A factory-installed
stainless steel drain prevents leakage problems,
makes for a permanent, trouble-free installation.
Optional Jiffee-Joint® connector eliminates caulking.
The non-absorbent Molded-Stone® surface won'’t rust,
corrode, or be affected by normal household chemicals.
To help you clinch the sale, you can offer five decorator
colors, three shapes and eight sizes. Contact your
Fiat representative or write Dept. HH-3. P.O. Box 591;
Cincinnati, Ohio 45201

CIRCLE 166 ON READER SERVICE CARD
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PRODUCTS/SECURITY

AR A RO

All transistor intercom radio sys-
tem provides total communication
throughout a house. A wide range of
equipment is available including an
eight-station master control/radio
combination (top), outdoor and in-
door monitoring substations (center)
and a larger 16-station master panel
(bottom). Talk-A-Phone, Chicago.

CIRCLE 245 ON READER SERVICE CARD

Maximum security panic exit devic
is offered with no outside trim or
choice of cylinder and handle co
binations. An adapter plate is avai
able to allow for conversions fo
doors where entrance from the ou
side is required. Units come in al
minum or bronze enamel finishes.
Parker Hardware, New York City.
CIRCLE 246 ON READER SERVICE CAR




FIREPLAGES:

Behind
the scenes!

There’s more— and less —to a Majestic® Thulman® fire-
place than meets the eye! Beneath that finished trim is a
factory-built metal unit, guaranteed for best fireplace
performance. On the other hand, there is no masonry,
heavy footers or special foundation required! Take a
peek behind the scenes and you’ll find:

1a Majestic Thulman wood-burning fireplace comes
complete with built-in refractory, smoke dome, damper
and firescreens. All the critical proportioning has been
taken care of by experienced fireplace engineers.

2 The fireplace may be set in any location in any room.
Although the installation pictured here has a raised
hearth, the fireplace can actually rest on existing floors.

3 Majestic’s exclusive Thermo-Siphoning Principle
employs triple-wall construction to keep the outside of
the firebox at safely cool temperatures at all times. Out-
side air is utilized rather than conditioned room air.
Since no clearance is required to combustibles, the unit
can simply be framed in with two-by-fours.

4 Majestic’s all-metal, interlocking flue components —
which also employ the Thermo-Siphoning Principle
— extend to a choice of traditional or contemporary roof
top housings. No need for flue liner or supplemental
insulation.

5 A Majestic built-in fireplace is finished in the design
treatment of your choice. Any materials may be used. In
fact, the number of possible exterior design treatments
is unlimited.

This side opening Majestic Thulman is only one model
in Majestic’s complete line. Also included are front-
opening models, Gasilator gas-fired units, Circulator
heating fireplaces and a wide variety of Contemporary
models — free-standing, wall-hanging and ceiling-
hanging — in a choice of fuels: wood-burning, gas-fired
or electric.

Write today for free catalogs and the name of your
Majestic Distributor.

The Majestic Company, Huntington, Indiana 46750.

America’s
Leading Fireplace Manufacturer

An American-Standard Company

CIRCLE 167 ON READER SERVICE CARD

H&H marcH 1974 167




INVOLVING GYPSUM WALLBOARD, LATH AND PLASTER

OFFICE OF THE CLERK
UNITED STATES DISTRICT COURT FOR THE NORTHERN DISTRICT OF CALIFORNIA
P.0. BOX 36014
SAN FRANCISCO, CALIFORNIA 94102

NOTICE ON HOW TO MAKE A CLAIM FOR A SHARE OF THE
$67,640,000 SETTLEMENT FUND CREATED BY LITIGATION

To Plaintiffs, Intervenors and Members of the non-Governmental Classes described below:

In Re
Gypsum Antitrust Cases

Pursuant to Rule 23 of the Federal Rules of
Civil Procedure, YOU ARE HEREBY NOTI-
FIED:

You are likely to be a member of one or more
of the classes of plaintiffs in this litigation entitled
to a share of the $67,640,000 settlement which
has now become final. This Notice is not to be
understood as an expression of an opinion by this
Court as to the merits of any of the claims or
defenses asserted by either side in this litigation,
but is sent for the purpose of informing you of
the settlement of this litigation so that you may
take the necessary steps to make a claim against
the settlement fund. It is not necessary for you
to have purchased gypsum wallboard, lath or
plaster manufactured by one of the defendants,
nor need you have purchased directly from a
manufacturer, to participate in this settlement.

A. THE LITIGATION. The various com-
plaints in this litigation alleged, among other
claims, that the defendants conspired to and did
fix prices for gypsum wallboard, lath and plaster.
The complaints contended that each plaintiff, in-
tervenor and class member paid higher prices for
gypsum wallboard, lath and plaster than would
otherwise have been paid but for the alleged
conspiracy. The defendants in this litigation were
the following corporations: United States Gyp-
sum Company, National Gypsum Company,
Kaiser Gypsum Company, Inc., The Flintkote
Company, Fibreboard Corporation, Georgia-Pa-
cific Corporation and The Celotex Corporation.

B. THE CLASSES ELIGIBLE TO PARTIC-
IPATE IN THE SETTLEMENT. The classes of
plaintiffs on whose behalf certain of these actions
have been maintained follow. The names of the
lawyers who represent all members of each class
are set out after the definition of each class. If
you have any questions about this settlement,
you may contact the appropriate class attorney.
If you do not know which class you are a member
of, or if you have any general questions about
this settlement, you may contact Plaintiffs’ Liai-
son Counsel:

Frederick P. Furth, Esquire

c/o Office of the Clerk, United States District
Court

Post Office Box 36014

450 Golden Gate Avenue

San Francisco, California 94102

1. The Dealer-Wholesaler Class consists of all
persons and business entities throughout the
United States and its territories who pur-
chased gypsum wallboard, plaster or lath from
a manufacturer thereof for resale but did not
incorporate such products in the construction
of any structure, or part thereof.

The nationwide Dealer-Wholesaler Class at-

torneys are:

Mitchell Kramer, Esquire
Kramer and Salus

313 South 17th Street
Philadelphia, Pennsylvania 19103

and

Jerome Braun, Esquire
Farella, Braun & Martel

31st Floor, Russ Building

San Francisco, California 94104

2. The Applicator or Sub-Contractor Class

consists of all persons and business entities

throughout the United States and its terri-

tories who were applicators or sub-contractors

who purchased gypsum wallboard, plaster or

lath and who used the gypsum wallboard, plas-

ter or lath in the construction of any structure,

or part thereof, of any kind or character, built

for the account of others.

The nationwide Applicator or Sub-Contractor
Class attorney is:

Harvey S. Kronfeld, Esquire

Mesirov, Gelman, Jaffe & Levin

1510 The Fidelity Building

Philadelphia, Pennsylvania 19101

3. The General Contractor Class consists of all
persons and business entities throughout the
United States and its territories who were
general building contractors who built for the
account of others any structure or part thereof,
of any kind or character, which included gyp-
sum wallboard, plaster or lath.

Civ. No. 46414—A AJZ

The nationwide General Contractor Class at-
torney is:

William C. Barnard, Esquire

Sommer, Tinkham, Barnard & Freiberger

815 Merchants Bank Building

Indianapolis, Indiana 46204

4. The First Owner-Builder Class consists of

all persons and business entities throughout

the United States and its territories, except

those persons and business entities referred to

in the Dealer-Wholesaler, Applicator or Sub-

Contractor, General Contractor, or Govern-

mental Classes, who built or caused to be built

for their own account, whether for their own

use, rental or sale, any structure of any kind

or character involving the use of gypsum wall-

board, plaster or lath.

The nationwide First Owner-Builder Class at-
torneys are:

Samuel H. Seymour, Esquire

Williams, Connolly & Califano

1000 Hill Building

Washington, D.C. 20006

and
Joseph D. Tydings, Esquire
Danzansky, Dickey, Tydings, Quint & Gordon
1120 Connecticut Avenue N.W
Washington, D.C. 20036
5. The National Governmental Class includes all
governmental or political subdivisions, and all
other public agencies, divisions, departments,
districts, corporations, and authorities by
whatever name, title or form (except the
United States of America) throughout the
United States and its territories who built for
their own account, or had built for them,
whether for their own use or for rental or
resale to others, any structure or part thereof
of any kind or character which included gyp-
sum wallboard, plaster or lath excepting only
the states and entities listed in paragrah B.6
below.
The National Governmental Class is repre-
sented by:
Lee A. Freeman, Esquire
Freeman, Freeman & Salzman
1 IBM Plaza, Suite 2300
Chicago, Illinois 60601
6. The Statewide Governmental Classes con-
sist of all states, counties, cities and other local
or regionul governmental or political subdivi-
sions, and all other public agencies, divisions,
departments, districts, corporations, and au-
thorities by whatever name, title or form
within the following named states, who built
for their own account, or had built for them,
whether for their own use or for rental or
resale to others, any structure or part thereof
of any kind or character which included gypsum
wallboard, plaster or lath, within the following
states:

Arizona New Jersey
California New Mexico
Colorado North Dakota
Connecticut Oregon

Idaho South Dakota
Illinois Tennessee
Indiana Texas

Kansas Washington
Maryland West Virginia
Nevada Wisconsin

Public agencies within these states may contact
their state Attorney General's office for the name
of the attorney representing them as class mem-

ers.

C. SETTLEMENT. The defendants have paid
the aggregate amount of Sixty-Seven Million, Six
Hundred Forty Thousand Dollars ($67,640,000)
in final settlement of all claims involved in this
litigation including the claims of plaintiffs, inter-
venors and members of the plaintiff classes. This
amount paid has been invested and interest is
being earned which will be added to the settle-
ment fund.

As approved by the Court, the Settlement
Agreements and Order provide that the settle-
ment fund shall be divided among the classes,
including all plaintiffs and intervenors, in the
following proportion:

Dealer-Wholesaler Class ... 21.16%

Applicator or Sub-Contractor Class  21.15%

General Contractor Class ............. 10.80%

Governmental Classes (50 States and

all subdivisions thereof) wenseasyins 10.00%
First Owner-Builder Class ............ 36.90%
100.00%

D. PROPOSED PLANS OF DISTRIBUTION
WITHIN THE NON-GOVERNMENTAL
CLASSES. The following proposed plans of dis-
tribution within the classes do not apply to the
governmental classes. A separate notice and
claim form has been sent to the members of the
governmental classes.

The settlement funds, plus acerued interest,
less court-approved counsel fees, costs and ad-
ministrative expenses shall be distributed among
the members of each of the non-governmental
classes upon the basis of the following plans of
distribution, subject to the approval or modifi-
cation by the Court.

Such proposed distribution will be based upon
purchases of gypsum wallboard, lath and plaster
during the period January 1, 1963 through De-
cember 31, 1967. However, the approved claims
of a “unit of purchase” by a class member in the
years 1966 or 1967 will result in twice the recov-
ery by that class member than would the same
purchase made in the years 1963, 1964 or 1965.
“A designated unit of purchase” shall mean, in
the case of the Dealer-Wholesaler and Applicator
or Sub-Contractor Classes, one dollar’s worth of
gypsum wallboard, lath or plaster and in the case
of the General Contractor and First Owner-
Builder Classes, one square foot of gypsum
wallboard or lath.

Each claimant shall state his claim separately
for the period 1963 through 1965, and for the
period 1966 through 1967.

Each claimant’s portion of the settlement fund
will be caleulated according to a general formula.
The formula will first add each claimant’s 1963
through 1965 units of purchase to two times the
claimant’s 1966 and 1967 units of purchase. This
will yield each claimant’s total units of purchase.
The formula will then add all claimants’ total
units of purchase within the class, yielding the
total units of purchase for the entire class. The
ratio of the individual claimant’s total units of
purchase to the entire class total units of pur-
chase is the fraction of the class fund due to the
claimant.

Within the First Owner-Builder Class and the
General Contractor Class each claim will be fur-
ther weighted on the basis of the class of suppli-
ers from which the claimant purchased the gyp-
sum products for the project. The purpose of this
weighing is to reflect the presumably greater
absorption of overcharge in purchases from
higher levels in the chain of supply. It is only
when the identical legal entity in effect served
multiple functions that this weighting will apply;
the weightings are not applicable where separate
legal entities served in effect more than one
function in the project. In the latter set of circum-
stances, each separate legal entity should make its
own claim against the settlement fund allocated to
itsclass.

The weighting to be applied for a single legal
entity which in effect served multiple functions,
as evidenced by the class of supplier from whom
it purchased gypsum products, is keyed to the
percentage of the Interclass Allocation Agree-
ment as published in the Class Action and Settle-
ment Notice dated October 5, 1973 and as set
forth above.

The formula for weighting units of purchase
within the First Owner-Builder Class when the
same legal entity served in effect more than one
funetion in the chain of distribution will be based
upon from whom the gypsum products were pur-
chased according to the following percentages:

From the Manufacturer ... 100.00%
From the Dealer-Wholesaler 76.50%
From the Applicator or

Sub-Contractor .. vireens-.03.00%
From the General Contractor . 41.00%

The formula for weighting units of purchase
within the General Contractor Class when the
same legal entity served in effect more than one
function in the chain of distribution will be based
upon from whom the gypsum products were pur-
chased according to the following percentages:

From the Manufacturer . 100.00%
From the Dealer-Wholesaler 60.17%
From the Applicator or

Sub-Contractor . 20.34%

The formula for weighting units of purchase
within the Dealer-Wholesaler Class for dealers
who sold to or purchased from other Dealer-
Wholesalers shall have such sales or purchases
weighted at the rate of 50% of purchases made
directly from manufacturers.

The weighted claims will be used to arrive at
the total and individual claims against the total
class funds allocated for the First Owner-Builder
Class, and the General Contractor Class, and the
Dealer-Wholesaler Class and distribution will be
in accordance with the plan set forth herein.

ALL CLAIMS WITHIN EACH CLASS
WILL BE REVIEWED BY COMMITTEES OF
ATTORNEYS TO BE APPOINTED BY THE
COURT.

E. ATTORNEYS' FEES, COSTS AND
OTHER CLAIMS AGAINST THE SETTLE-
MENT FUND. All attorneys' fees, costs, other
claims and expense of notice and administration
incurred in connection with this settlement, as
may be allowed or approved by the Court, shall
be deducted from the settlement fund prior to
distribution. Petitions for attorneys’ fees, costs
and other claims against the settlement fund have
been filed with the Court. Such petitions and
claims have not been approved by the Court. The
Court will consider all such petitions and claims
and challenges thereto at a hearing to be held
on April 22, 1974, as set forth herein, and after
such hearing and due consideration of all matters
presented to the Court, the Court will allow such
reasonable attorneys’ fees, costs, and other
claims as are appropriate in the premises. Such
attorneys’ fees, costs and other claims as are
allowed shall be charged against the entire set-
tlement fund or a particular class or a combina-
tion thereof as shall be appropriate.

NOW, THEREFORE, TAKE NOTICE OF
THE FOLLOWING:

1. If you are a member of one or more of the
classes defined above, which include all plaintiffs
and intervenors, and have not excluded yourself
from such class(es), you are included in, and
bound by, the judgment in this litigation includ-
ing the settlement approved by the Court and
any determination affecting the classes of which
you are a member.

2. A claim form and instructions for comple-
tion of the claim form have been prepared and
approved by the Court. This claim form must be
completed by you or your attorney in order to
claim and participate in the distribution of the
settlement fund.

3. In order to obtain a claim form, instruction
sheet and detailed notice, you may address your
inquiries to:

Fergus R. Pettigrew

Clerk, United States Distriet Court

Northern Distriet of California

Post Office Box 36014

450 Golden Gate Avenue

San Francisco, Ca. 94102

4. There will be a Court hearing on April 22,
1974, in the Courtroom of the Honorable Alfonso
J. Zirpoli, United States District Judge, United
States Court House, 17th Floor, 450 Golden Gate
Avenue, San Francisco, California, at which time
the Court will consider and determine the fol-
lowing:

1) Approve attorneys' fees, costs and other

claims against the settlement fund;

2) Consider and allow or disallow objections,

if any, to claims;

3) Approve plans of distribution to claimants

within each class; and

4) Consider such other matters as shall come

before the Court in regard to effectuating
this settlement.

THIS NOTICE DOES NOT APPLY TO THE
GOVERNMENTAL CLASSES OR ANY
MEMBERS THEREOF. GOVERNMENTAL
CLASS MEMBERS, AS DEFINED HEREIN,
MAY WRITE TO THE CLERK'S OFFICE AT
THE ADDRESS STATED HEREIN, IN THE
EVENT THEY HAVE NOT RECEIVED A
GOVERNMENTAL CLASS NOTICE.

Fergus R. Pettigrew

Clerk, United States District Court
Northern District of California
Post Office Box 36014

450 Golden Gate Avenue

San Francisco, California 94102
February 19, 1974

San Francisco, Ca.




“You gotta try it to believe it!”

“I ean nail paneling perfectly in less time with this
new tool.That saves me lots of money.” (“With the cost
of wood going sky high, the only place |
can save money is on the labor.”)

Joe Suppa
Carpenter Foreman of
Partition Servicing, Inc., N.Y,, N.Y.

w Whammer

2001 NAIL GUN

Drives Nails with
a Single Stroke.

Countersinks wood-toned nails. No filling. No mars. No
dents. No bent nails. Easy to use as a staple gun!

I've tried everything. Glue, Whammer™ nails come in boxes of 1000 or 500. Four
“hammer nails, nail sets, you wood-toned colors. Brad-type 1-1 32” Iength, 18
¢ 4 A Gie guage galvanized.

: name it. Nothing does it like -

Swingline's Whammer 2001
nail gun for getting a panel
up fast. And it's easy. This tool
handles like a staple gun but
it drives nails with a single
stroke. Not staples, nails!
Lets me put up panels
perfectly, in minutes. The

. Whammer pays for itself in
a few hours.”

Division of Swingline Inc 32-00 Skillman Avenue, Long Island City, N.Y 11101
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INSULATE,
SHEATH &

BRACE
with

Thermo-=-ply.

& save money as
you build.

Thermo-ply structural insulative sheath-
ing is the sheathing product with attrac-
tive money-saving bonuses for you. Its
thermal resistance characteristics make
it an effective insulating material. And
structural grade Thermo-ply is approved
for use without corner bracing. Rely on
Thermo-ply. It can cut your labor and
material costs.

SHELTER COMPONENTS DIVISION

49750 Martin Drive » Wixom, Michigan 48096 « (313) 624-7770

SIMPLEX
INDUSTRIES

ALABAMA -+ CALIFORNIA ¢« INDIANA « MICHIGAN +« N. CAROLINA » TEXAS
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What
this
country’s
white-

P

i |
reedis + AORE
YUPTIME!

Model 121

W/l

m What's the biggest bugaboo with copying machines?
Downtime! Right! m What's the difference how much they
cost, how good they print, how fast they go, if they're on
the blink half the time? ® Shown here are 3 of Blu-Ray's
latest whiteprinters. They vary in cost from low to modest.
They vary in speed and in features. One thing they don't
vary in: dependable -performance. They're all sturdy and
steady. For more uptime, send for

brochure: Blu-Ray, Incorporated, //[//-HH;’

24 Westbrook Road, Essex,Conn. =——= =
06426. Tel. (203) 767-0141. we give you more uptime

CIRCLE 93 ON READER SERVICE CARD

““Beyond comparison. Far and awa
the best pricing tool | have eve

seen. Cuts my estimating time 4:I'

That's what one user said about the '73
Dodge Manual for Building Construction
Pricing and Scheduling. Now the com-
pletely updated 1974 Edition is ready for
you . . . and it's bigger and better than
ever. Here’s why it is one cost manual
you shouldn’t be without—

* |t's the only one with productivity figures.

* |t provides to-the-minute field-gathered data
on over 8,000 items.

* |t has superior adjustment indices (labor,
material and total indices for 50 trades
and sub-trades in over 80 U.S. cities).

* It's organized for speed. The computer-
generated data follow the U.C.I. format.
The comprehensive index gives you instant
access to the costs you need.

The 1974 Dodge Manual—for faster, more reliable building co
estimating. Send for your copies right now.

Order Now on 10-Day Money-Back Guarantee
Dodge Building Cost Services / McGraw-Hill Information Systems
1221 Avenue of the Americas, New York, New York 10020
Please send

copies of the 1974 Dodge Manual @ $14.95 plus stat

*

sales tax. () Bill me. I'll pay $1.00 extra for postage & handling.
( ) Check enclosed (including tax). I'll save $1.00.

Name

Company

Street

City State Zip
M40607

CIRCLE 94 ON READER SERVICE CARD




Our Elongated Toilets Give You
Something To Cheer About All Year Long!

The larger water area means better sanitation. Easier cleaning.
The elongated shape — more comfort. All points that score with
your customers. But you've got to tell 'em to sell ‘'em.

Re-modeling jobs? It’s a natural. Roughing-in is the same
as regular toilets.

Pocket the extra profit. All along the line. Cadet, Compact,
Luxor, Glenwall, Carlyle and Yorkville toilets come with elongated
bowls. There is even an elongated Water-Saver Cadet that uses 1/3
less water.

Talk it over with your American-Standard distributor. He’s
in the business of fielding winners.

The Original Super Bowl

All product names mentioned are registered trademarks of American Standard. Inc

AMERICAN
STANDARD

PLUMBING / HEATING
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Specity Alsons...the shower system that'’s a feature.

PERSONAL SHOWERS

Alsons Personal Shower
Systems give you a
feature to sell...make
your bathrooms more
attractive. . .and give
your buyers something
extra. . .all for a modest
cost. New designs
include hand showers
with push button water-
savings control in
systems to fit every bath
need, design and decor.
Write Alsons, The
Personal Shower
Specialists, for color
Catalog No. 183.

CORPORATION

Somerset, Michigan 49281
Covina, California 91723
Canada: Waltec Industries, Ltd.

CIRCLE 184 ON READER SERVICE CARD
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g Are You Going To .
Ignore 30% Of Your

BHomes’ Curb Appeal?

When you're designing your new
homes, don't overlook the impor-
tance of the garage. With today's
trend toward double garage doors,
this can easily be a third of what
prospective home buyers see when
they look at your homes. Make sure
they keep looking. Rely on the
Raynor Guide to give you the right
answers. It's an informative catalog
that shows the many styles and
sizes of Raynor garage doors. Send
for your Raynor Guide today

RAYNOR MANUFACTURING COMPANY
Dept. HH—=3, DIXON, ILLINOIS 61021

Name

Address

City State ZIP

l Company

RAYNOR.
The Brand You Can Depend On
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PRODUCTS/SECURITY

Heavy duty cylindrical lock and
knob is perfectly round and easy to
grip. The unit is offered in brass,
bronze, stainless steel and alumi-
num in arange of finishes. All knobs
are forged with 2%” diameters and
come with flat or raised roses. Arrow
Lock, Brooklyn, N.Y.

CIRCLE 247 ON READER SERVICE CARD

- \

Spanish-styledlockset,“El Regal”’, is
suitable for entrance and interio1
doors. Units are constructed with
heavy steel mechanisms and ard
zinc-plated to resist rust and corro{
sion. Solid brass exteriors, with ai
epoxy lacquer, come in two ﬁnisheg
National Lock, Rockford, I11.
CIRCLE 248 ON READER SERVICE CARD)

Forged brass rim-locks are authentic
reproductions of Early American de-
signs. Engineered for entrance or
passage door installation, locks fea-
ture solid brass construction
throughout assuring smooth opera-
tion. Polished surfaces are protected
with a baked-on enamel finish. Bald-
win, Reading, Pa.

CIRCLE 249 ON READER SERVICE CARD

Pushbutton access control system
eliminates key problems. Entry
combination is easily changed in a
few seconds. Unit is designed to fit
standard cutoutson 1%"to2%" thick
doors. Suited for new or existing
construction, the system comes
with a %" deadlocking latch. Unican
Systems, Montreal, Canada.

CIRCLE 250 ON READER SERVICE CARD

HEE RER =®

Intercom system can remotely control a hi-fi from any point in the house
Theunit shown is an 18 circuit station with an FM radio control and a walnu
woodgrain panel with black trim. A range of matching accessories is offered
Touch-Plate, Paramount, Calif. CIRCLE 251 ON READER SERVICE CARD
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“Cambridge on the Lake" in Buffalo Grove, Ill., has nearly 1500
Marvin Casemaster window units. Every one is wood with insulated
glass and double weather stripping. That makes these beautiful
condominium homes warmer in winter and cooler in summer, on less
fuel. Every year Marvin furnishes warm wood windows for large
buildings and complexes on tight construction schedules. We also
provide great service when you need special help on a small job,

say two or three insulated windows for a home

s d e high in the mountains. We can
; l tl‘ )a ln Wln OWS give you units with insulated glass
that won't break at high altitudes.

Windows for cottages, castles,

and condominiums are usually shipped
Or ‘ :O' ' ; l es within 10 days, including specials and pre-
finished units. The quality speaks for itself.

@

Call your Marvin dealer or write us for the

and condominiums ..

Phone: 218-386-1430.

I 7 \arvIN

Architect: Salvatore J. Balsamo and Associates

Builder: Richard J. Brown, Inc./ Leisure Technology-Midwest, Inc CIRCLE 173 ON READER SERVICE CARD
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CORPORA

/ant qu‘ality door
manufactu rs currently using Legacy?
Write Masonite Corporation, 29 North
Wacker Drive, Chicago, lllinois 60606.

Legacy and Masonite are trademarks of Masonite Corporation.

Legacy series of embossed hardboard door facings: Walnut tone, New White and Oak tone.
*Locksets by Kwikset®.

™
The closer you get
the better Legacy looks.

stands alone.
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Masonite Corporation will pay you a

“Buck-a-door”

(up to 100 doors, that is, $100)

to install Legacy

Why such an extraordinary offer? Because Legacy is no ordinary door fac-
ing. And because we are firmly convinced that after you install your first door,
you'll be hard pressed to revert back to any other.

The offer, again. Masonite Corporation will pay any professional builder—di-
rectly—$1.00 for every Legacy faced door purchased—up to 100 doors.

Limitations. This offer is limited to one payment per builder. It covers any one
order for Legacy faced doors purchased and shipped to you between Novem-
ber 1, 1973 through and including March 15, 1974.

What do you do? Call: 800-447-4700* (toll-free of course). We will tell you
where your nearest Legacy door supplier is located and send you a qualifica-
tion form. Later, after you have received Legacy doors, simply send us proof
of purchase—such as a copy of an invoice to you.

What will we do? Send you a check. But remember, Masonite Corporation will
honor one invoice only from a builder. If the invoice you submit covers one
door, you will be paid $1.00. If it covers 50 doors, you will be paid $50.00. If it
covers 100 doors, $100.00. Any amount over 100 doors does not qualify. In
short, the maximum payment to any builder is limited to $100.00.

Masonite Corporation, 29 North Wacker Drive, Chicago, lllinois 60606.

For the name of your nearest Legacy door supplier,

Call: 800-447-4700

“(In lllinois Call 800-322-4400)

Legacy stands alone... 1

. .. in beauty. . .. in durability. ‘ ... in repairability. |...in availability ‘ ... in economy

Embossed and prefin- | The surface is harder | If damaged, Legacy can ‘ at stable prices from | prefinished doors gen- ®

ished hardboard, it | than most conventional | be easily repaired on | leading door manufac- | erally are less costly— MASDNITE
duplicates the look and | doors with mere printed | site. Builders who have | turers in Walnut tone, | installed—than those
feel of natural wood. | surfaces. used it, report far-fewer | White and Oak tone. | which must be finished CORPORATION
The texture is in not | problems, complaints ‘ Domestically made, | on the job site.
simply on the surface. or requests for replace- | Legacy is not subject to
ments than with other ] the vagaries of the
‘ | doors. | wood industry.

l J |
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PRODUCTS/FIREPLACES

VY !
Decorative fireplace hoods come in two standard designs, both 42" high with
bottom widthsof42”,48”and 54”. Units are available with hammered Swedish
iron, brass and copper and hammered black finishes. Custom-styles are also
offered. Swanson, Owosso, Mich. CIRCLE 238 ON READER SERVICE CARD

Handfinished oak gas log set, “Pan-
burner”’, provides the look of a real-
istic fire. A vermiculite base gives
the appearance of burning, glowing
ashes. Units come with automatic
safety pilots and ceramic-tipped gas
jets. Clean-Fire, Belleville, I11.

Gas log set, “Wondercoals”, co
bines a roaring fire with hot coal
under the grate. Available in size
from 18" to 60", the set consists
loose logs that can be stacked an
way. Optional safety pilot is offered
Wonderflame Logs, Chicago.

CIRCLE 241 ON READER SERVICE CARD  CIRCLE 242 ON READER SERVICE CAR

Rugged oak gas fireplace logs can be installed in any woodburning fireplace
“FlamePan’’unit comes complete with a one-piece burner/grate with built-i
baffles that make the flame erupt over the entire surface for a realistic look
Charmglow, Antioch, I1l. CIRCLE 243 ON READER SERVICE CARD
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SCULPTURE FOR PLAY
PRECAST REINFORCED CONCRETE PLAY

SCULPTURES AND OUTDOOR FURNITURE
SAFE. LOW MAINTENANCE. WE DELIVER.

FORM INCORPORATED

BOX K, SOUTH LYON, MICH. 48178

CIRCLE 176 ON READER SERVICE CARD

Pick
the

hinge
that
hidess

Soss Invisible

Compare the Soss look of invisibility with any strap or butt hi
and you'll choose The Soss Invisibles. These amazing hinges h
when closed to blend with any decor. With The Soss Invisibles
can create room, closet, or cabinet openings which are unbro
by hinges or gaps . .. the perfect look for doors, doorwalls, buil
bars, stereos, or T.V.’s. The Invisibles are extra strong, open a
180 degrees, and are reversible for right or left hand openings. §

listing in Sweet's or write
for catalog: Soss Manufac- i the o\
) -
lavisioles

turing Company, Division
of SOS Consolidated, Inc.,
P.0. Box 8200, Detroit,
Michigan 48213.
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A new

water closet
that actually
saves water.

The Briggs
CONSGCRVER

1)

The new Briggs Conserver
two-piece water closet has
gone the water saving
remedies one better. It works

It works in saving water ...
actually reducing the volume
by 30% over most ordinary
two-piece closets. And it
works in not sacrificing
flushing efficiency.

The Conserver is ideal
wherever water must be
saved...where high density
housing dictates a waste
reduction...where less water,
less cost is the object. Insti-
tutions. Motels and hotels.
Apartments. Single family
homes.

You'll probably be hearing
a lot about water saving
closets as others try to find a
workable answer. But, check
into the Briggs Conserver

(TS T_,'] first.

| I

'n ! What a

i ;' beautiful

; ! idea!

| I

| ;
Narrower +
tank uses
30% less
water with ' 2
no loss of rlggS
efficiency.

5200 West Kennedy Boulevard,
P.O. Box 22622,
Tampa, Florida 33622

aum \:'alter company
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Just whenyou think the

roblem can’

4

Tough specs made it difficult to build a curtain
wall at ground level around this mobile home. The
material selected had to resist denting and
scratching. It had to be rigid and strong, yet light
in weight. Weathering would be a problem. Low
maintenance was desired. And the finished panel
must be readily removable for easy access to
utilities and storage. General Plastics Corporation,
Marion, Indiana, found all the answers in one
material — Geon® vinyl.

o

A special kind of pipe was needed for this roof-top
cooling system. It would encounter prolonged
exposure to sunlight. Freedom from rust and
interior corrosion was highly desirable. So was light
weight. The Neumark Company of Albuquerque,
New Mexico, found what they wanted in white,
Schedule 40 PVC pipe made of Geon vinyl.

B.E Goodrich Chemical Company
|\ BEGoodrich /

CIRCLE 178 ON READER SERVICE CARD
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t be solved,someone
ds an answer invinyl.

In the restful new residential community called
Level Green, Virginia Beach, Virginia, minimum
maintenance was uppermost in the builder’s mind
So R.G. Moore Building Corporation chose siding
made of Geon vinyl by Bird & Son, inc., East

Walpole, Massachusetts. Because this siding is

made of Geon vinyl, it resists dents, won’t rust.
Color goes all the way through the vinyl.

More than 50 years old and completely vandalizeq
this building was only a shell. But it was structural
sound enough for rehabilitation. Products made o
Geon vinyl were used extensively —windows, sidi
plumbing (hot and cold water distribution, also
DWYV), interior trim, flooring, enclosures around
tub and showers. Performance and cost advantagé
of vinyl were impressive. Ask us for a complete
report. B.F.Goodrich Chemical Company, Dept.
H-32, 6100 Oak Tree Boulevard, Cleveland, Ohio
44131. The people who started it all in vinyl.



(D cowrosite Fire ooor vo.

FIRE RATING 20 MIN
MINIMUM LATCH THROW %2 INCH
SEE U.L. CLASSIFIED BUILDING MATERIALS INDEX

UNDERWRITERS' LABORATORIES, INC.® =
CLASSIFIED @

1. Weyerhaeuser DFP-20 fire door (Timblend® core).
2. Weyerhaeuser DFS-20 fire door (Staved core).

A Weyerhaeuser

COMPOSITE FIRE DOOR ({

Tacoma,Washington

Some doors have it.

Now that codes are serious
about 20-minute fire doors, you
should know a few facts from
the people who pioneered low-
cost fire doors.

1. Most 20-minute fire doors
are mill-certified and may be
accepted by the codes. But they
have not been independently
tested by a recognized agency,
such as UL.

2. It isn’t easy to get a UL
label. The doors must with-
stand 1,462° F. at the 20-minute
point, and hold firm under 30
Ibs. of hose-stream pressure.

3. Weyerhaeuser Timblend®
core doors and staved core doors
have passed this rigorous test;
and the protection assured by
the UL label costs only a few
cents more than the unlabelled

o e R R

Some doors don't.

Weyerhaeuser doors.

Excuse us if we're sounding
moralistic, but our stand has
always been to push the fire
doors that are proven safe.

For more details on the
20-minute fire doors with a UL
rating that save money and
save lives, write Weyerhaeuser,
Box B-1936, Tacoma, Wash-
ington 98401.

CIRCLE 179 ON READER SERVICE CARD

Weyerhaeuser
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PRODUCTS/FIREPLACES

Preassembled ceramic gas logs are
ready for use after single gas connec-
tion is made. The entire package in-
cludes logs, a wrought-iron stand,
burners, pilot light, control valve,
pressure regulator and all fittings.
CarnationGlo, Sebring, Ohio.
CIRCLE 239 ON READER SERVICE CARD

Recessed electric fireplace provides
heat as well as decoration. Easy-to-
install unit, with a Meyer-Fire"" en-
closed, is fan controlled and needs no
venting. Automatic overload switch
is featured in the 4,000 watt heater.
Fred Meyer, San Francisco.
CIRCLE 240 ON READER SERVICE CARD

Realistic electnc ﬁreplace “Gum.,lan has the appearance and texture o
genuine fieldstone. Featuring either a 1,500 or 3,000 watt thermostatically
controlled heater, the fireplace comes with a fire box, screen, draw pulls
and firelogs. Fasco, Fayetteville, N.C. CIRCLE 244 ON READER SERVICE CARD

NEW

price list.
JACUZZI RESEARCH, INC.

(415) 526-0334

two-wav
Jacvzzi

WHIRLPOOL o’ BATH

The Premiere Custom Line Roman Bath has twin
adjustable recessed Whirlpool heads under built-in
armrests, and a third centered at one end of the
tub to massage back, neck and shoulders. Face
the other direction for equally comfortable reverse
whirlpool action. All plumbing contained inside
3’ x 6’ module. Write for complete catalog and

1440 San Pablo Ave., Berkeley, Calif. 94702
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Simpson Ruf-Sawn 316.
The textured plywood panel for solid color finishes.

When you put a coat of paint or solid color stain embossed into the overlay.
on Ruf-Sawn 316 siding, it stays there up to three times Ruf-Sawn 316, available in plain or grooved
longer than on natural wood. patterns, is easy to handle and install. It saws, shapes
That's because Ruf-Sawn 316 has a resin- and nails better than composition. And it meets or
impregnated overlay permanently bonded to the exceeds APA “303 Siding” specifications and FHA
plywood substrate. This process produces a surface requirements for racking strength without sheathing.
that'’s ideal for taking and holding solid color finishes. See for yourself. We'll send you additional
It won't chip, crack, or peel, and you won't see any literature on Ruf-Sawn 316’s superior performance,
boat patches or fuzzy grain spots, either. plus a free sample. Write Simpson Timber Company,
Yet it's a surface that looks and feels like wood. 2000 Washington Building, Seattle, Washington 98101.
With a rough-sawn, actual woodgrain pattern deeply Or call (206) 682-2828.

Write Ed Young, Simpson Timber Company, 2000 Washington Building, Seattle, Washington 98101. Or call (206) 682-2828.
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Classified Advertising

The market-place for the housing and light construction industry

POSITIONS VACANT

Nationwide Construction Specialists
—Construction  Director—Multi-
state apartment operation. $ Open.
President. Large commercial build-
er. $50K +. Single Family Director.
Multi-state residential. $40K +.
Project Manager. Condominiums.
$30K+. Marketing Director. Resi-
dential multi-state. $40K+. Finan-
cial Director. Mortgage financing
for commercial developer. $25K +.
Accounting Department Head. Cost
accounting in manufactured hous-
ing. $15K+. All fee paid. Vance
Employment Service, 917 Barfield
Building, Amarillo, Texas 79101.
806/372-3456.

Needed—Design, Development,
Construction and Management of
privately owned off-campus housing
for 300-500 students for the SUNY
Agricultural & Technical College
at Cobleskill, Cobleskill, N.Y.
12043. For further information re-
garding this direly needed project,
please contact Director of Facilities
Planning and Development, SUNY
AG & Tech College, Cobleskill,
New York 12043.

POSITIONS WANTED

Top Marketing Executive—Cur-
rently President of own Marketing
Services company. Many years with
major builders in marketing man-
agement capacity. Experienced all
phases sales management, research,
merchandising, promotion. Will
consider association with company
(Marketing Director) or individual
(partner). PW-4638, House &
Home.

Semi-skilled labor available on
Caribbean island—No taxes.
PW-4530, House & Home.

BUSINESS OPPORTUNITY

Merger—On your lot and spot home
building company seeks merger for
expansion throughout New Jersey.
BO-4677, House & Home.

REAL ESTATE

Ride the Kansas City Boom—with
condo commercial marina develop-
ment—Lake of the Ozarks. Have
the ideal site for you. RE-4679,
House & Home.

BUSINESS OPPORTUNITY

Builders « Developers « Investors

Land

Single Family « Multi-family « Commercial » Industrial
in the metro areas of:

Los Angeles, Chicago, Detroit, Toledo, Cleveland,
Buffalo, Washington, D.C., Charlotte, Atlanta

Large or small tracts. Ready to build, or undeveloped, all with
water and sewer. We are in the business of land planning and the
sale of land to builders, developers, and investors, as well as
building and developing for our own account. Our long history of
imaginative planning and selection of prime growth areas in
developments now housing over 20,000 families have built a top
industry record for appreciating land values and profitable de-
velopment.

We assist in financing. Also will joint venture. Also will exchange
for comparable land. Brokers protected.

Daniel W. Sydlaski, Senior Vice President
Donald J. Scholz & Company

Phone (419) 882-0533

5800 Monroe Street » Sylvania, Ohio 43560

Schoiz Co 1s not connected with Scholz Homes Inc

Donald J

Job-seekers...

be the first to know

with McGraw-Hill's
Advance Job Listings

NOW IS THETIME. ..
TOHIREASTUDENT THIS SUMMER

First, it's later than you think, with
schools closing on different semester
schedules, and students torn between
lining-up “sure” jobs now or gambling
that something in their chosen field will
come along later.

Second, and most important, it's in
our industry's best interest to encour-
age and hold its life-blood by providing

evaluate them with an eye towards
hiring, when as coveted graduates, the
job market might well be in their favor.

Because we believe this program is
of mutual benefit to both employer and
employee alike, we again offer our
services as a clearing-house.

Just fill out and return the coupon
below, and we'll include your organiza-

By having our new weekly ADVANCE JOB LISTINGS sent First-Class (or
by Air Mail, if you prefer) to your home every Monday you can be the first
to know about nation-wide openings you qualify for both in and out of
your field. This preprint of scheduled employment ads will enable you to
contact anxious domestic and overseas recruitment managers BEFORE
their advertisements appear in upcoming issues of 22 McGraw-Hill pub

lications. To receive a free sample copy, plus information about our low
subscription rates (from one month to 12), fill out and return the coupon
below.

practical experience in their future
profession.

And, since there'll always be more
applicants than openings, you'll be able
to select the cream of the crop, then

tion in a free listing to be sent to Place-
ment Directors and Department Heads
at leading colleges and universities
across the nation. They'll post it, and
the student will contact you directly.

L R R R I I
.

Free summer help listing

MAIL TO: HOUSE & HOME/'POST OFFICE BOX 900 NEW YORK NY 10020

ADVANCE JOB LISTINGS/P.0. BOX 900/NEW YORK NY 10020 gy

iy

NAME TITLE of individual to be contacted

PLEASE SEND A SAMPLE COPY *.
OF ADVANCE JOB LISTINGS TO ' = n . ADDRESS: Mailing address of your personnel office
ORGANIZATION: Firm, Company, Government Agency or Institution .
I .
NAME ADDRESS :J i .
TYPE AND NUMBER OF STUDENTS SOUGHT Architect Civil Mechanical A}O ¢
CHoll .
CITY STATE 2IP Electrical Students of Construction Other Preferences Draftsman, etc g
A L L L I
H&H 3/74 3174

-
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If
The Design
Doesn’'t Get You
The Price Will

Alhambra from Arist-O-Kraft offers the industry
the most exciting new kitchen cabinet to hit the market
in years. Two years in the development . . . offering
the handcrafted look found only in the custom priced
kitchen.

) Elegance . . . styling. . . self-closing hinges . . . light-
e t colored smooth interiors, solid wood face frames . . .
Alhambra gives you everything including being stocked
ET CORP.

by UNITED CABIN in Arist-O-Kraft’s national network of warehouses.
UNITED CABINET CORP. Contact Arist-O-Kraft today for complete details
P.O. Box 420 Jasper, Indiana 47546 and product literature.
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Another mtroductory offer t‘d new menibers of the
AH(:HITEGTS IDBK GI.UB

il 463/45X

qmg"',“;"bmmm STANDARD Amta;%'“*”‘ 256/284
?‘mﬂmnn STRUCTURAL : ARCHITECTURAL

DETAILS FOR 3 RENDERING, 2/e
BUILDING . 2k by A. O. Halse
CONSTRUCTION 3 -

by M. Newman
Pub. Price, $17.70

Club Price, $11.60

Pub. Price, $21.50
Club Price, $16.95

237/514 1 231/15X
ARCHITECTURAL ail STRUCTURAL
DRAWING AND A EINEERD ENGINEERING
PLANNING, 2/e B HANDBOOK

by Goodban and by Gaylord and
Hayslett . Gaylord

Pub. Price, $9.50 Pub. Price, $31.00
Club Price, $7.50 e Club Price, $19.95

678/502

513/686
4 LEGAL PITFALLS
NEW DIMENSIONS | i IN ARCHITECTURE,

IN SHOPPING ; . ENGINEERING
g%g;glsls & AND BUILDING

i y | CONSTRUCTION
by L. G. Redstone S by Walker, Walker
Pub. Price, $18.95 ' &:Rohdenbure

5 Pub. Price, $15.00
Club Price, $13.95 Club Price. $10.65

773/742

173/427 ]
, .+l CENTERS FOR
ENVIRONMENTAL yonM B THE URBAN

ACOUSTICS L e ENVIRONMENT
by L. L. Doelle

Pub. Price, $18.50
Club Price, $12.50

by V. Gruen
Pub. Price, $24.95
Club Price, $17.95

256/187 415/064

& W BUILDING
.’ﬁ' ENUTSEER?(;R%ULDR CONSTRUCTION

Bt s HANDBOOK, 2/e
by F. S. Merritt
Pub. Price, $16.50

Club Price, $13.95 Pub. Price, $26.5¢
Club Price, $18.95

BY JOINING McGRAW-HILL'S NEW
ARCHITECTS’' BOOK CLUB

HIS new professional club is designed to meet your day-to-day needs

by providing practical books in your field on a regular basis at below
publisher prices. If you’re missing out on important technical literature
—if today’s high cost of reading curbs the growth of your library—
here’s the solution to your problem.

The Architects’ Book Club was organized for you, to provide an eco-
nomical reading program that cannot fail to be of value. Administered
by the McGraw-Hill Book Company, all books are chosen by qualified edi-
tors and consultants. Their understanding of the standards and values
of the literature in your field guarantees the appropriateness of the
selections.

How the Club operates: Every month you receive free of charge The
Architects’ Book Club Bulletin. This announces and describes the Club’s
featured book of the month as well as alternate selections available at
special members’ prices. If you want to examine the Club’s feature of the
month, you do nothing. If you prefer one of the alternate selections—or
if you want no book at all—you notify the Club by returning the card en-
closed with each Bulletin.

As a Club Member, you agree only to the purchase of four books (in-
cluding your first selection) over a two-year period. Considering the
many books published annually, there will surely be at least four you
would want to own anyway. By joining the club, you save both money
and the trouble of searching for the best books.

SAVE TIME AND MONEY UK
o
i H\”
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$1 00 bonus book
to you with your
t club selection

287/341 162/182

STANDARD TIME-SAVER
HANDBOOK OF : STANDARDS
ENGINEERING yo7 FOR BUILDING
CALCULATIONS TYPES

by DeChiara

by T. G. Hicks and Callender

Pub. Price, $19.50 j B Pub. Price, $27.50
Club Price, $14.25 Club Price, $19.50

089/248 ) 543/47X
ARCHITECTURAL B ANATOMY OF
DELINEATION E By % A PARK

by E. E. Burden ! Wy 'ﬁ' by A. J. Rutledge!

Pub. Price, $18.50 p i Pub. Price, $15.95
Club Price, $14.50 4 Club Price, $10.95

ARCHITECT’S BOOK CLUB

582 Princeton Road, Hightstown, New Jersey 08520

Please enroll me as a member of the Architects’ Book Club
and send me the two books indicated below. I am to receive
the higher priced of the two for just $1, and my first
selection at the special Club price. A small charge for post-
age and handling will be included. These books are to be
shipped on approval, and I may return them both without
cost or further obligation. If I decide to keep the books, I
agree to purchase as few as four additional books (including
this first selection) during the next two years at special
Club prices (guaranteed 159, discount, often more).

Write Code # of Write Code # of
higher priced lower priced
selection here selection here

NAME

ADDRESS

CITY

STATE ZIP

A36136

CIRCLE 185 ON READER SERVICE (



When we put it together,
we leave out the trouble.

Because we leave out the washer.

Sooner or later any compression washer wears out
‘he faucet drips. And its a headache.

That’s why we took the washers out of Delta
wcets. We replaced them with a patented rotating
hat, tests show, lasts about 7times longer.

We made Delta faucets easy to install, too.

For instance, Delex Scald- Guard bath
e put in back-to-back,without worrying ab
vrong side” Both valves connect to the s
ust flop the valve 180 degrees and hot st
old on the right.

That saves on mstqllatlon time an
rosspiping costs.

Specify Delta single- -handle and Delex
wo-handle faucets in your buildings. Leave out
aucet trouble.

They'e styled to bm.%nd to work
ven better. Tumeﬂ on or turned o

or illustrated literature., wme
elta Faucet Company. A Division of Masco Corporation.
reensburg. Indiana 47240, and Rexdale. Ontario.

Delta Faucets.

%TO G ;:,.,;.p good as they look.

%
ﬂn . . P,

onth eft,
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HOW WE CAN HELP YOU MAKE
MONEY EVEN IF THERE'S NOT MUCH
AROUND TO BE MADE.

No matter how uncertain
things are in the housing industry
this year, there’s one thing that is
certain.

Some people are going to

capacity to finish what we start.
Also, because of the greater
productivity our size affords us, we
can keep priceslower and guarantee
them longer than other companies.

make money. And you might as well be one of them. Another way we can save you money is through

We can help you make it happen. our Sales Force, the largest and most professional

Through good business planning. The kind that one in the business.
took us from being just another cabinet company to To cut costs, your Triangle Pacific salesman will
being the biggest cabinet company in the US. in just help you lay out kitchens that are functional and
three years. beautiful and yet, require the least number of cabinets.

First of all, because of our size we can offer you He'll also make sure your cabinet deliveries meet
the kind of deliveries you need now more than ever. your job’s requirements.

Deliveries that cost less because were closer. In other words, your Triangle Pacific salesman
We're the only cabinet company with nationwide will help you get the most out of every business dollar.
manufacturing facilities. Add to all this the fact that our wide variety of

And deliveries that are more dependable, too. kitchen and bathroom cabinets may well offer you the
For one thing, unlike smaller companies, we have the best quality, styling, and value and you'll understand
plant capacity to handle any size job, no matter how why together, were OK.
big. And because we've foreseen shortages of materials And why this year, more than ever, being the
and energy—and planned for them, we have the biggest makes us better to do business with.

TIF,
f@L
913‘ é

N

t riangle Pacific

Cabinet Corp

9 Park Place, Great Neck, New York 11021, (516) 482-2600
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Olympic Stain is just about the most
beautiful thing you can do for
wood. It brings out the grain and
subtle beauty of wood, yet penetrates
for real protection. And because it
allows the wood to breathe,
Olympic Stain will never crack,

peel or blister. (The solid colors are
also excellent for re-do over old
paint on rough wood siding,
shingles or shakes.)

Free color samples: Write Olympic Stain, 1148 N.W. Leary Way, Seattle, Wa. 98107. Olympic Stain. A division of COMERCO, INC. M
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