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How much does a nail really cost?

While an 8d Cooler nail may cost only 2/10 of a These savings are only a portion of the bene-
cent, the labor to hand-drive it probably costs five  fits that Paslode has to offer the construction
times as much. It's the total cost of the nail driven  contractor. Paslode also has a network of over 200
in place that should concern you. And this is where  construction dealers who are experts in the field

Paslode can save you money.

A good carpenter can prob-
ably drive about 650 bulk nails
per hour. With a Paslode nailer,
that same carpenter can easily
drive 3600 nails per hour on simi-
lar applications. At $10 an hour
for labor, bulk nails cost about
$17 per thousand nails in place.

of fastening. Your Paslode dealer is a local

businessman who maintains
inventories of Paslode products
and provides all the services
required, including assistance
on the job site. He can help you
realize the full savings potential

available through the use of Paslode

power fastening.

With Paslode power nailing this cost , 4 Write for our construction brochure
drops to only about $8 per thousand. and name of your nearest Paslode dealer.
Obviously there’s more to fasten- (=S Paslode Company (Division of Signode),

ing cost than the cost of the
nail alone.

8080 McCormick Blvd., Dept. HH-3, Skokie, Ill. 60076.
In Canada, Paslode Canada Registered.
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l Both steel surfaces are hot-dipped
galvanized. They're permanently
bonded to the core and wood stiles to
create a trouble-free exterior door.
Better because your Therma-Tru®
doors won't ever warp, swell, bow,
buckle, split, delaminate or break
down like wood.

®
& Therma-Tru's exclusive polyure-
thane core injection process packs
the door full. The urethane foam
expands thirty times, creating twice
the density (2.5 to 2.8 |bs.), twice
the insulation (13.5 R Factor) of
polystyrene... four times that of wood.
Better because your Therma-Tru
doors will be more solid, more
solid sounding.. . better insulating.

3 The total thermal break is extra
wide so there's no contact between
outside and inside metal surfaces,
even at the hinges and lockset.
Better because it eliminates cold
and inside condensation completely.

4 The wide wood edge gives you
room to use any lockset—easily
add any combination of locks.
Better because you have a choice
of security systems, simply installed

Lake Shore Industries, Inc.
2806 N. Reynolds Rd., Toledo, Ohio 43615, Phone: 4
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0) The pre-mortised edge lets
you use any type butt without
affecting the thermal break.
Better because the hinges have a
wood entry look; the thermal break
cold barrier remains intact,

®
‘, The magnetic weatherstrip is
mechanically fastened to the jamb
(not kerfed like others) so it can't
work loose. .. can't shrink. It seals
like a refrigerator door
Better because you may never have
to replace a weatherstrip again.

7 The door bottom is the easiest
there is to adjust. Just loosen a few
screws and move the sweep up or
down for an airtight seal.

Better because it's so simple, you
will never be called back to do it.

One-by-one, they add up to at least
seven solid reasons for you to spec-
ify Therma-Tru entrances, and one
solid fact...with Therma Tru, you'll
probably never have an entrance
call-back again. Call us for the
name of your nearest Therma-Tru
distributor



NEWS/POLICY

Homebuilders take measure of HUD Secretary Carla Hills...

Carla Hills, the new housing
secretary, got a standing ovation
at the end of her speech to the
spring board meeting of the Na-
tional Association of Home
Builders in Washington—but
the applause was more of a trib-
ute to her courage for showing
up than for anything she said.

The NAHB’s President James
S. Norman told newsmen later
that Mrs. Hills “was still read-
ing the script from Mr. Lynn’s
days’ as secretary at HUD.

As one NAHB member noted,
“We didn’t boo her. We behaved
like gentlemen.”

Mrs. Hills had no experience
in the housing field before Pres-
ident Ford chose her for the top
spot, so she has had a tough as-
signment. At the end of May,
after three months on the job, it
seemed clear that housing pol-
icy was still being set by the
White House and not by the
Department of Hdusing and
Urban Development.

Former HUD Secretary James
T. Lynn was still the housing
heavyweight closest to Presi-
dent Ford in his strategic post as
director of the powerful Office of
Management and Budget.

Building an image. Mrs. Hills
has been busy speaking before
housing interest groups—bank-

ers, forest-products associations
and Realtors. She's been crisp,
cool and firm—“smiling and
friendly, like Lynn,” says one in-
dustry official, “but not so much
the outgoing glad-hander and
back-slapper.”

She’s made no major gaffes in
appearances before committees
of Congress and private audi-
ences of businessmen and civic
leaders brought together at the
White House to build support
for President Ford and his poli-
cies.

And the NAHB’s Norman has
suggested that, as time passes,
Mrs. Hills might even develop
some housing ideas of her
own—but the odds seem against
it. For the foreseeable future,
Mrs. Hills is likely to follow the
policies laid down by the White
House—and those are still the
policies originated under Pres-
ident Nixon and enthusias-
tically adopted by Lynn.

For private enterprise. Mrs.
Hills comes on like a smart con-
servative lawyer reading a brief
for anew client—in this case the
Ford Administration’s housing
and general economic policies.
She has down pat the basic rhet-
oric that has been the founda-
tion of the Nixon and Ford Ad-
ministration policies—that

1

Debut
President Norman is at her side.

what the housing industry
needs is a return to more risk-
taking by private entrepreneurs
and investors, and less govern-
ment SUpport.

She told the homebuilders:
"Our private enterprise system,
unencumbered by government
tinkering, is still the best means
to meet the American people’s
needs for decent housing.”

Mrs. Hills, by early June, had
held her first three news confer-
ences—one in Boston and two in
Los Angeles. Top HUD aides
said then that there were no
plans to hold a news conference
in Washington.

As House & HoMe's staffer at
the Boston news conference
noted, ““She was plenty poised
and ready with a lot of non-an-

swers to sharp questions. She
has a wiry little handshake, and
was very nice to everybody.”

To Supreme Court? Some
builders admit they don’t really
expect Mrs. Hills to make much
of arecord at HUD. There’s good
reason to believe her major role
next year will be as a cam-
paigner for Candidate Ford, and
that her schedule is carefully
planned to give her the stump
experience that could make her
a key member of the Ford team
as it seeks the women's vote in
1976.

Mrs. Ford, incidentally, takes
credit for persuading the Pres-
ident to bring Mrs. Hills into the
Cabinet. Mrs. Ford has said that
her next goal is to get a woman
onto the Supreme Court. Should
an opening occur, Mrs. Hills—
with her record at the Depart-
ment of Justice, her good stand-
ing with the bar associations,
and her record as a non-radical
women’s activist—could be a
contender.

The Court possibility is one
that HUD aides traveling with
Mrs. Hills frequently mention
to newsmen and others who
may not have thought about it.

—Don~ Loomis
McGraw-Hill World News,
Washington

...and then they blast the government housing policies she is administering

A letter from President Ford
went unread during NAHB's
spring board meeting at the ded-
ication of the National Housing
Center in Washington.

The letter’s good wishes were
about all the NAHB got from the
President or from HUD Secre-
tary Carla Hills and Federal Re-
serve Chairman Arthur Burns,
the latter two of whom appeared
in person. By the time the board
meeting was over, the associa-
tion’s leaders were denouncing
the Ford Administration in frus-
tration, calling on the President
to swap his team of economic
advisers for “‘new effective lead-
ership” and demanding ““an end
to a time of timidity."”

In fact, there was spirited de-
bate at the meeting of the 700
directors of NAHB on a resolu-
tion by Jeff Goolsby of Albany,
Ga., that would have specifi-
cally named the officials NAHB
wants out—Treasury Secretary
William Simon, Bums, Eco-
nomic Adviser Alan Greenspan

and Budget Chief James Lynn. A
milder version of the resolution
was finally adopted, dropping
the names.

Legislation. The immediate
goal of the homebuilders was
congressional passage and presi-
dential approval of the Emer-
gency Housing Act of 1975 (HR
4485), cleared by a House-Sen-
ate conference committee just
before Congress began a 12-day
recess. The measure, which
would cost $1.3 to $1.5 billion
over two years, would provide a
generous mortgage subsidy for
middle-income consumers buy-
ing houses priced up to $38,000,
and it faced a virtually certain
presidential veto because it was
considered inflationary.

Secretary Hills made her
views plain. “Unfortunately,”
she said, “the bill constitutes
another example of the (govern-
ment) tinkering (with the pri-
vate enterprise system) which
contributed to the housing in-
dustry’s current plight. It will

not produce a recovery in the
housing industry."”

The bill, the Secretary said,
“indicates that Congress is pro-
ceeding full speed ahead but . . .
it does not know where it is
going.”

A vote to override? Ford is
dead set against any new spend-
ing legislation that would add to
the federal budget deficit, and he
has publicly promised to veto all
new spending legislation. Dem-
ocrats in Congress were doubt-
ful they could override a veto,
even though they trimmed back
the bill in the hope of gathering
additional votes.

The NAHB’s President J.S.
Norman said at a news confer-
ence that the major problem fac-
ing the country “is to get the
economy turned around.” To do
that, he warned, the govern-
ment must stimulate housing,

The Administration’s analy-
sis, on the other hand, is that
housing does not need any more
help than it presently has. The

Administration believes that
economic factors now at work
will lift housing starts to the 1.5-
million level by year’s end—and
President Ford'’s strategists find
that perfectly satisfactory.

Accusations. Norman, ex-
pressing the anger he said is rife
among his members, con-
tended:

“I don’t think they (Adminis-
tration officials)] know what
they're doing as far as housing is
concerned. . . . It’s high time the
Administration started listen-
ing to people who know hous-
ing.” Should Ford veto the hous-
ing bill, Norman said, the Pres-
ident would “bear the blame for
the continuing recession.”

Norman also attacked the
savings and loan associations for
holding back on mortgage lend-
ing. At current interest rates, he
said, the thrifts are taking an
“unreasonable markup” on the
money they lend, and generally
restricting their mortgage lend-
ing activities. —D.L.
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“The General Electric kitchen
when we first planned our 2,400
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design group was a big help
condominiums at Heritage Village”

Henry J. Paparazzo, President, Heritage Development Group, Inc.

“GE kitchen designers submit-
ted detailed plans to us when we
started Heritage Village, Conn.
Many were in full color with sam-
plesof floor and wall coverings and

Henry ). Paparazzo  counter surfaces, and even included
lighting recommendations. These were a big help
to our architects and designers.

“Today our community covers over 1,000 acres,
has a championship golf course, complete shopping
center and a long list of other amenities.

“The community dwellings, which are set in an
unspoiled countryside, feature all-GE kitchens. The
General Electric name has been a decided asset in
helping us sell. And GE service is similarly an asset
in maintaining our customers satisfaction”’
Kitchen and Laundry Design. GE's designers can
custom-style kitchen and laundry plans based on
your budget, space, etc. You can choose from an
array of efficient, dependable GE appliances.
On-Time Delivery. General Electric can get your

appliances to you where and when you need them.
We have 9 factories, 5 regional distribution centers
andover 60warehouses throughout the country. Our
Contract Register records your order and updates
your delivery requirements.

Technical and Merchandising Assistance. GE's spe-
cialists will work with your engineers and architects
to help with your heating and cooling needs. And
merchandising people can help develop programs
to meet your sales or rental objectives.

Customer Care®Service. This means we have Factory
Service Centers covering 350 cities, and, in addition,
there are more than 5,000 franchised servicers across
the country. Many of them are listed in the Yellow
Pages.

Nationwide Staff of Contract Sales Reps. They co-
ordinate and expedite all GE builder services. When
you order GE products you also get know-how, ser-
vice and professionalism. ..all from a single source.
You can reach a GE Contract Sales Representative
through your local GE Major Appliance Distributor.

Over 25 years of consistent service to builders.
GENERAL B ELECTRIC

CIRCLE 7 ON READER SERVICE CARD
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NEWS/MORTGAGING

Guerrilla war over redlining jars Chicago, threatens to spread

The homeowners call it a
grassroots battle to save the
neighborhoods of inner-city
America—and they say they're
winning,.

The financial institutions see
it as an irrational attack by
power-hungry proletarians who
are out to do in free enterprise—
and they admit they’re losing.

Whatever the motivation, the
controversy over mortgage red-
lining by banks and savings and
loan associations has never been
more intense.

Redlining means drawing a
red line around a neighborhood
and then refusing to write mort-
gages there because the lender
considers the entire area a bad
risk. The financial institutions
deny that redlining is practiced
to any appreciable degree, but
militant groups of homeowners
have turned the neighborhood
problem into,a national issue.

In May the anti-redliners
scored their biggest victory
when Democratic Senator Wil-
liam Proxmire of Wisconsin
reacted to their demands by in-
troducing the Home Mortgage
Disclosure Act of 1975. It will—
if enacted—require lending in-
stitutions to disclose deposits
and loans on a zip code basis to
any interested party.

Action in Illinois. The federal
effort follows quickly on steps
takenin [llinois. A tough disclo-
sure bill similar to the proposed
federal act has already cleared
the Tllinois House and has sup-
port in the Senate. The bill
would require banks, S&Ls,
mortgage bankers and insurance
companies to disclose neighbor-
hood data on dollar savings and
on the demand for conventional,
FHA and home-improvement
mortgages. The fine for failure
to make disclosure would be
$100 a day.

Said Governor Daniel Walker
in testimony before the U.S.
Senate Committee on Banking,
Housing and Urban Affairs:

“Today as never before the
neighborhood residents of our
cities are questioning whether
their communities are receiving
their fair share of conventional
credit. People who saved for the
proverbial rainy day now find
that the rainy day has come.
They have collateral and want a
loan to repair their homes, but
find their friendly neighborhood
financial institutions unwilling

to lend them the money.”
National campaign. Operat-
ing with loose-knit affiliations
that are bound up more by the
common issue of redlining than
by any direct ties, the Chicago
groups claim to have broadened
their local grassroots battle into
a truly national onslaught. In
Minneapolis-St. Paul, other
groups say they are “watchdog-
ging.” In Rochester, N.Y., seven
of the eight major banks are
under fire. And in Providence,

= . §o o

FaTHER CICIORA
I'm no radical’

R.I., the community interests
are claiming a major victory in
pressuring the Rhode Island
Housing and Mortgage Finance
Corp. into disclosing data on
neighborhood mortgages.

Well aware that they must
have national impact before
they’ll get national legislative
support, the Chicago groups say
they’ve got the goods on lending
practices in a number of other
cities—including Qakland,
Calif., St. Louis, Baltimore, Cin-
cinnati, Boston and Salt Lake
City.

A flagrant example. That Illi-
nois is taking the lead in acting
against redlining is not surpris-
ing, for it is in the backyards of
Chicago’s numerous ethnic
neighborhoods that the first
shot in the battle was fired. No
one can be sure just when home-
owners thought they noticed
that banks and S&Ls were reluc-
tant to lend conventional mort-
gage money. But it may well
have been in 1964, when Mr.
and Mrs. Theodore Angelos, a
Greek-Latvian couple in their
60s living in Chicago’s Austin
neighborhood, decided to sell
their two-flat brick house and
move into something smaller.

The couple estimated that the
building was worth $40,000.
They were dismayed with an
FHA appraisal of $20,000, but
they settled for the $20,000 and

paid a commission of 6% to the
real estate dealer and 14%, or 14
points of mortgage discount, to
the mortgage banker just to sell
their “undesirable” home.

A spirited reaction. The An-
gelos case might have gone un-
noticed had it not been for their
daughter, a mother of six, who
lived in the neighborhood.

“Tt was terrible what they did
to my mother and father,” said
Gale Cincotta, the outspoken
chairman of National Peoples

‘Victims . . . unless we acted”

Action on Housing, the group
that first won Proxmire’s atten-
tion on the redlining issue. “1 de-
cided that people would con-
tinue to be victims of this sort
of practice unless we acted.”

Mrs. Cincotta and her cohorts
began to “visit” local banks on
Saturday mornings to pass out
flyers that accused the institu-
tions of redlining. The flyers
were occasionally augmented
with groups of 50 to 100 sup-
porters who would line up to
make $1 deposits and then make
50¢ withdrawals. By March
1972 Mrs. Cincotta’s NPAH and
its affiliated Metropolitan Area
Housing Alliance had acquired
national stature. They attracted
2,000 delegates from 36 states
for a two-day conference in Chi-
cago on housing.

Greenlining. Another Chi-
cago group, the Citizens Action
Program, seized upon the redlin-
ingissue at about the same time.
The CAP, comprised of 60
neighborhood groups, used all
the disruptive practices origi-
nated by NPAH and invented
one of its own, now known as
greenlining. Last April 25, in an
effort to force the Crawford S&L
to agree to disperse $2.1 million
in conventional mortgage
money on Chicago’s southwest
side, CAP organized 190 Craw-
ford savers for a run on the asso-
ciation. In several confusing

hours, CAP claims, it moved $1
million out of the S&L. Craw-
ford still hasn't signed the allo-
cation pledge but CAP considers
its first greenlining highly suc-
cessful.

“The point was made,” said
Father Albin Ciciora, the 46-
year-old assistant pastor of St.
Paul’s Catholic Church on the
southwest side and the current
CAP president. “We let it be
known that we were going to
greenline Republic S&L for $8
million, and Republic signed an
agreement with us.”

Lender resistance. At least
three savings and loan associa-
tions have signed agreements
with CAP to disperse fixed
amounts of conventional-
mortgage and home-repair
money in specific neighbor-
hoods. The majority of Chi-
cago’s S&Ls, however, have ig-
nored the CAP requests. Aware
that CAP is bent on using green-
lining as the hammer blow to
win concessions, the financial
community in Chicago is blis-
tering with resentment. Said an
editorial in the May 23 issue of
Chicagoland’s Real Estate Ad-
vertiser:

“The most astounding and
disturbing activity in this entire
bizarre Nazi operation, how-
ever, is not the tactics of the
mobs that have been trained in
the Citizens Action Program to
obtain money through intimi-
dation and fear, but that their
campaign has gained the sup-
port of at least two churches in
the community.”

Plan for more raids. Father Ci-
ciorais planning another raid on
Crawford this summer and an
$80-million to $100-million run
on giant Tallman Federal S&L.
He explains:

“We went to the Cook
County recorder’s office to see
what the home-loan demand
was in the neighborhoods. The
S&Ls claim we are forcing them
to make bad loans, but we’re
going on the basic needs as seen
in the recorder’s office. The fi-
nancial institutions must real-
ize that our neighborhoods
come first.”

The S&Ls’ side. Grover Han-
sen, president of First Federal
Savings of Chicago, the state’s
largest S&L, says he's concerned
over the tactics that the anti-
redliners are using,.

“We're dealing here with

"

8 H&H jury 1975




small pressure groups that have
created themselves and claim to
be representatives,” he said.
“Self-proclaimed organizers like
Gale Cincotta are going around
saying, ‘We are the people,’
when most neighborhood orga-
nizations reject them.

“We're not even sure of what
we're accused of doing. Redlin-
ing doesn’t exist. If our neigh-
borhoods are deteriorating,
that’s a social problem—not a
bank problem. The groups say
they want allocation by neigh-
borhood but they don’t realize
that, because of the inherent dis-
crimination of an allocation sys-
tem, neighborhoods could be
forgotten in a backlash. These
people distrust the free market
system. We see the free market
as our only salvation.”

Criticism of data. Speaking
for the National Sayings and
Loan League before the Senate
Banking Committee, Hansen
also took a critical view of dis-
closure. At the risk of sounding
paternalistic, Hansen said, he
wished to point out that “data
do not speak for themselves.
They must be interpreted.
Proper interpretation is not nar-
row, is not provincial, but is in
the public interest. If the inter-
pretation is not done in this
fashion, but used to foster nar-
row, parochial, selfish interests,
many of the gains achieved gen-
erally by out economic system
will be dissipated.”

Hansen predicted that if state
and federal disclosure bills are
enacted, the cost to financial in-
stitutions will be $20 million a
year “for data that tells us abso-
lutely nothing and which can be
improperly used.”

Federal aid. Despite the ran-
cor between the militants and
the financial institutions in Illi-
nois, both sides concede that
some progress is being made on
the problem of deteriorating
neighborhoods. According to
the NPAH, group pressure has
brought the expansion of a Fed-
eral Home Loan Bank Board
reinvestment program known
as Neighborhoods Housing Ser-
vices (NHS). Eleven NHS pro-
grams have been initiated in
such cities as Boston, Baltimore,
Kansas City, San Antonio and
Chicago. Financial institutions
have agreed to make all banka-
ble loans to qualified borrowers
that are generated by the pro-

gram. City governments have
agreed to improve streets, light-
ing and curbing. Three Chicago
neighborhoods  have  been
picked as pilot areas for NHA ac-
tivities.

State help. The [llinois Hous-
ing Development Authority has
also embarked on a program to
make low-interest money avail-
able to institutions that agree to
match the funds and distribute
the money in specific neighbor-
hoods. Since the program’s inau-

Home LoaN BANK’'S BARTELL
‘These are dangerous people’

guration in 1974, the IHDA
claims it has channeled $50 mil-
lion into Chicago neighbor-
hoods.

The Citizens Action Pro-
gram’s leaders are negotiating
with THDA on interest-free
loans for community develop-
ment corporations affiliated
with banks. As CAP sees it, the
banks could form non-profit de-
velopment organizations that
would begin to resolve the prob-
lem of the 2,000 abandoned
houses and 3,500 more in de-
fault or foreclosure in Chicago.

Suggested solution. Robert
Bartell Jr., president of the Fed-
eral Home Loan Bank of Chi-
cago, thinks that such antidisin-
vestment programs are the key
to answering the militants’ de-
mands.

“Redlining, or the irrational
proscription of funds from geo-
graphical areas by a bank or an
S&L, doesn’t exist,” Bartell ex-
plains, “butdisinvestment does.
Our government isn't well
oriented to protecting existing
houses and neighborhoods. Fi-
nancial institutions see the de-
terioration taking place and can
hardly be expected to make a 30-
year loan on a house that has
only 10 or 15 years left.

“Some people call this redlin-
ing but [ don't.”

‘Dangerous people.” Of the
people who do charge that red-

lining is being practiced when
institutions raise interest rates
or shorten mortgage periods,
Bartell said:

“I'm not an S&L man, I'm a
regulator. I'm trying to solve
this problem but these are dan-
gerous people. These are profes-
sional radicals at work to take
over allocation of credit as a
power base. These are Saul
Alinsky radical-protest groups.”

Father Ciciora admits that he
and most of the other CAP of-

LENDER HANSEN
‘Redlining doesn’t exist’

ficers have received training at
the radical strategist’s Alinsky
Industrial Institute in Chicago.
“But,” says the 5-foot-5 priest
who still ministers to a neigh-
borhood two miles from his
birthplace, “I’'m no radical. I just
see social injustice and it makes
me angry. We want neighbor-
hood stabilization and that’s all.

“Banks would like to think
that the neighborhoods deterio-
rate first and they then respond
by channeling their money else-
where.

“But in reality the banks and
S&Ls are speculating with their
money; they bring the decline.
The people follow the money.
Money doesn’t follow people.”

Racial overtones. The redlin-
ing dispute might be relatively
easy to resolve were it not for
the fact that it is interwoven
with all the tangled issues of the
nationwide failure of the FHA's
housing programs and the over-
tones of racial divisions.

Many financial institutions
argue that the entire redlining
campaign is really a drive to ex-
clude minorities from specific
neighborhoods. The argument
has merit, and at least one anti-
redlining group, the Commu-
nity Improvement Association
of Calumet Park, Ill., has been
quite candid as to its ultimate
goals. Vice President Thomas
Griffin of the CIA said in a letter

to several Calumet Park lending
institutions:

“As you know, Realtors who
sell homes exclusively to black
buyers are making tremendous
efforts to resegregate our com-
munity. To counteract that, we
are asking you, the reputable
members of the banking frater-
nity, to mount extraordinary ef-
forts. Our request is that the
local banking and realty institu-
tions begin an intensive pro-
gram of marketing homes in Cal
Park to prospective white and
Latin buyers.”

The letter was co-signed by
the Reverend Mark M. Den-
nehy, pastor of the local Seven
Holy Founders Church.

‘Carpetbaggers.” If redlining
seems to be a major issue now,
the citizens’ groups promise
that FHA underwriting stand-
ards and foreclosure practices
promise to provide even bigger
battlegrounds. An investigating
team has already been formed by
the Department of Housing and
Urban Development (HUD) to
investigate fast foreclosures on
FHA mortgages in Chicago. Said
Mrs. Cincotta:

“The mortgage bankers are
carpetbaggers who often come
fromout of state to fill the finan-
cial void that the banks and
S&Ls leave in our communities
when they channel conven-
tional money to the suburbs.
Poor servicing of mortgage ac-
counts by these carpetbaggers is
a main reason for the high
number of FHA foreclosures we
have in our cities.”

But then, there is the other
side.

""How can urban decay be the
fault of the financial institu-
tions?" asks Hansen. “The most
brilliant minds have looked at
this problem, and if we had been
at fault they would have been
after us 20 or 30 years ago. We
turn down more loans than we
make because our business is to
make sound loans. Can we be
criticized for that?”

In point of fact the people of
Illinois are doing just that—and
the impact is being felt from
coast to coast. Said one irritated
Illinois banker;

“These people don't have a le-
gitimate issue, but they’re zeal-
ots, and zealots scare the hell
out of me.”

—MIKE KOLBENSCHLAG

McGraw-Hill News, Chicago
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NEWS/MARKET

Homebuilding resists upturn despite end of the credit crunch

This year’s housing market isn't US STARTS swamped with proposals for
following the script of previous Totat e 4 Famil new subdivisions. Permanent-
housing recoveries. , e oot ' mortgage money for these tracts

For the first time in recent his- ?"‘m 19‘5 1**‘:@ “1"0”;_ 5o 11,200 1;;% is available, particularly for me-
tory, a decline in housing activ- ;:M' 1974 ﬁf.‘x '(-(- zm 7, dium-priced and low-priced
ity has continued after the end . s 'm ! units and even for townhouse
of a credit crunch. , 5. PERMITS , ] condominiums,

In the Southeast, harbingers }: g’ m’ _1 R mgﬂﬁ. :ﬂ% 1:% 1%‘ But the supply of construction
of an early housing recovery % m —49% —28% -48% —76% money is much more limited
have faded. They do remain and is being committed selec-
strong elsewhere, at least for the _ tively. This could be a clamp on
one-family market. Tﬂ‘ PRCY lmg.sm Soraul rapid recovery.

Much of this year’s decline is — Loan trends. In most areas
concentrated in the apartment | 1stqtr, 1975 3.0% 6.1% 1.2% outside the Southeast, existing
sector of the largest markets. In- | 18t@tr, 1974 30% 6.2% 1.2% home sales, normally a precur-
deed, in some markets with rent | Shange 9 =01 0 sor of new home activity, picked

controls, first-quarter housing
permits in ratio to population
were below most years of the de-
pression era.

Firmest house market. The
strongest part of the current
market is in the one-family sec-
tor on the West Coast and, in
general, in smaller markets out-
side the metropolitan areas.

These are findings of Advance
Mortgage Corporation’s Eco-
nomic Research Bureau, which
reported this week on first quar-
ter housing activity. Advance
Mortgage, with headquarters in
Detroit, is a subsidiary of Citi-
corp, New York City.

In the first quarter of this year
total housing permits declined
49% from the same quarter a
year earlier. This was the worst
year-to-year decline since World
War II. (See statistical table.)

But there was an 80% average
decline inmultiple-unit permits
in 18 major markets that Ad-
vance regularly surveys. Even in
the depression era, there were
almost no housing statistics
that dramatic.

The most favorable first-quar-
ter trend was in one-family per-
mits on the Coast. They de-
clined only 10% from a year ago.
One-family permits in the U.S.
as a whole, outside the 18 major
markets, declined only 25%.

Crises compared. This first
quarter, President Robert ]J.
Mylod of Advance points out,
marked the first time in recent
history that housing continued
to decline after a credit crunch
had ended. The annual rate of
U.S. permits fell nearly 15%
from the depressed fourth-quar-
ter rate.

In contrast, when the 1966
and 1969-70 tight money
periods wound down (at the end
of 1966 and at mid-'70), the next
quarter showed an immediate

upturn in annual rate.

An array of factors in addition
to the obvious problems of con-
sumer demand and availability
of mortgage money is influenc-
ing the housing market recov-
ery, Mylod observes.

These include local rent con-
trols, the financial health of
local builders, local standards
for construction lending and a
pervasive fear of the impact of
the federal deficit.

Slumps in big cities. The per
capita rate of new construction
fell below the levels of the great
depression in a number of local
markets in the first quarter.

In New York City, the annual
rate was one permit per 1,000
population—a per capita rate
lower than in all but one depres-
sion year. In Boston, the rate was
even lower—%,,ths of a permit
per 1,000. In Washington, the
rate was 1.9 permits per 1,000,
a rate lower than in all but one
depression year and all but one
year of World War II.

These trends reflect the im-
pact of local rent controls,
present in all three markets, in
a period of escalating costs.
They also reflect the overall
weakness of the apartment sec-
tor, which is the dominant sec-
tor in all three.

Months of zeros. Elsewhere in
the apartment sector, half the
local markets that Advance
Mortgage regularly studies had
at least one month in the first
quarter without a single apart-
ment permit. Phoenix had two
zero-permit months and a total
of 18 apartment permits for the
quarter—compared to 4,100 a
year ago.

Problems of the apartment
market include heavy condo-
minium inventories in most
areas and, in several places, an
increase in doubling up and out-

migration as a result of a weak
economy. This has softened the
rental market in a number of
areas that had been on the verge
of a shortage.

The overriding problem of
this sector relates to financing.
At present construction and
operating costs and with the
rents available today, devel-
opers contend most projects
aren’t feasible until apartment
mortgage rates drop into the
range of 9% %. They average a
half percentage point higher
than that today, according to
Advance’s monthly survey of
benchmark mortgage rates, and
they are firming up.

The earliest recovery in apart-
ment construction is likely to
come in Houston, where land-
lords are raising rents twice a
year, and where a number of
large projects are already in the
pipeline.

Southeast: Slow. The South-
east, particularly the Florida
markets and Atlanta, may not
have a significant pickup any
time this year, Mylod estimates.

They had the nation's
steepest overall declines in the
first quarter. Their upsurge ear-
lier this year in both new home
and existing home sales, much
of it fueled by 7% % Tandem
Plan money and rebate mer-
chandising, has petered out. A
number of foreclosures of expe-
rienced homebuilders has
dampened market interest.

In south Florida, one hold-
down on new-tract homebuild-
ing is a scarcity of developed
lots. But no lender in that mar-
ket is willing to make a land de-
velopment loan.

West: Upturn. The strongest
indications of an early upturn in
single-family building are to be
found in southern California,
where lenders are being

up very strongly in February and
have remained at a high level
since. Inventories of one-family
homes are being worked down
but condo inventories remain
sticky. In most areas, condo-
minium financing is somewhat
less favorable than for one-fam-
ily.

The decline in conventional
loan rates halted and there was
a general increase of about Y% %
after mid-April, the Advance re-
search bureau noted. This re-
flected in part the anxieties
about renewed inflation grow-
ing out of the federal deficit.
This has also contributed to cau-
tion in new commitments.

But the combination of record
savings inflows and few loan
closings caused flat earnings for
many lending institutions in the
first quarter, the Advance
bureau reports, and a turn
toward heavier lending in the
coming months is likely. This
may cause mortgage rates to re-
sume their declining trend.

The hottest are lukewarm.
The strongest local markets in
the first quarter were Houston,
with an annual rate of 8.4 per-
mits per 1,000 population, and
Phoenix with a rate of 6.4 per
1,000. But even this year’s top
rates are well below the U.S.
average of the 1971-73 period,
which was over 9%z permits per
1,000.

There is no surprise in the rel-
atively strong showings of
Houston, the nation’s strongest
local economy, or Seattle,
booming with Alaska pipeline
business. But economically de-
pressed Detroit surprised with a
rate of 2.9 permits per 1,000,
close to the U.S. average, out-
scoring such growth areas as the
busy Los  Angeles-Orange
County and San Francisco-
Oakland markets.
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NAKED WINDOWS
DON’T SELL.

-—
N

You know that a house with .

shutters sells. | 3
But you also know all the B !

headaches you get with wood shutters. /' :
So forget them. ; i

Especially now that there’s an ' i J

|

even easier way to shutter a house.

Introducing Hometown"
Shutters made of high-impact struc-
tural polystyrene.

They come prefinished in
four perfect accent colors —black,
white, brown and green. So you don't
have to paint them.

Then they come with a tough
acrylic finish that resists fading and
peeling. So you don’t have to put a pro-
tective coating on them.

And they come in a 14-inch width and
twelve different lengths. So you don’t have
to sand or cut them to fit your windows.

And as for looks, Hometown Shutters are a perfect look-alike for wood shutters.
In fact, they even have arched louver frames.

And since you save time, money and labor on Hometown
Shutters, our price is competitive to that of wood shutters.

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

After all, why ignore something that can help you make an easier sale.

HOMETOWN SHUTTERS

T Ll

g '

U.S. Plywood
Division of
Champion International
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NEWS/MARKETING

Tornado-blitzed Omaha fends off fast-buck builder-renovators

After a tornado hit Omaha last
May 6, the city fathers had vi-
sions of another baleful visita-
tion—hordes of dishonest con-
tractors and suede-shoe types
swarming in to defraud dis-
oriented victims.

Damage estimates ranged
from $300 million to $500 mil-
lion, and so the Nebraska city
considered a new ordinance to
stem an invasion. It would have
required licensing and bank ref-
erences of all contractors. But by
the time the ordinance could be
drafted and put into effect, it
would have been too late to be
useful.

The city found other strate-
gies, however.

A fraud alert. The most visible
was a combination warning and
consumer-education effort in
the media. Press, radio and TV
ground out a steady stream of
stories on the themes of “‘Be
careful,” “Qo slow”” and “Know
whom you're dealing with.”
The articles detailed most of the
most common tornado-related
frauds.

Omaha’s own homebuilders
cooperated in the publicity cam-
paign, supplying information
and answering consumers’ ques-
tions. Explained Scott Knudson,
a board member of the Metro-
politan Omaha Builders Associ-
ation:

“If someone comes in here
from somewhere and rips off the
consumer, our whole industry
gets a black eye.”

License-plate check. An army
of police, city inspectors and le-
gitimate local contractors work-
ing in the devastated areas dou-
bled as eyes and ears for the anti-
fraud campaign. Whenever they
spotted an unfamiliar operation
or saw out-of-state license
plates, the information was sent
to police headquarters.

This effort seemed to pay off.
According to one apparently
gratified city official, “The po-
lice check, and people disap-
pear.”

Disaster officials also put to-
gether a panoply of other infor-
mation services to supplement
the media campaign.

City inspectors were made
available to review estimates
from builders and contractors
for homeowners.

‘Reasonable estimate.’ “The
inspector will not give home-
owners a (price) quote,” ex-

-
2
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=
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MOBA's KNUDSEN
‘They give us all a black eye’

plained Dr. James Swick, direc-
tor of housing and community
development for the city of
Omaha, “but he will tell them
if the estimate is reasonable and
meets the city’s building code
requirements.”’

Two Federal Disaster Assist-
ance Administration offices also
dispensed advice and passed
along complaints, though the
fraud campaign was essentially
a local matter.

Other groups did their bit.
The Better Business Bureau in
Omaha checked the references
of out-of-town contractors with

LAWYER STRONBERG
A warning to the unwary

Better Business Bureaus in the
contractors’ home cities. Disas-
ter specialists from the Ameri-
can Insurance Assn. arrived,
answered questions about insur-
ance and checked the back-
grounds of insurance claim ad-
justers.

An activator. Much of this ef-
fort was galvanized by one Joel
Stronberg, a lawyer for the Na-
tional District Attorneys Assn.
He had helped formulate con-
sumer protection policy in
Xenia, Ohio, after a tornado
last year [NEws, Aug. '74].

Stronberg appeared in Omaha

Housing market rocky— even for Rockefellers

Relbec used to be one of the larg-
est construction companies in
Puerto Rico, churning out thou-
sands of concrete components
for the island’s low-cost housing
projects. In its heyday Relbec
employed 500 people.

It was down to only 25 em-
ployees recently, and it has now
announced it is closing its doors
and selling its equipment to a
Venezuelan company.

“The volume of construction

hasdiminished considerably and
we cannot establish the pace
to continue operating here,”
said President Edgar Navas.
The decision not to wait out
the present hard times would
seem to have been based on a
dim view of the future rather
than on any shortage of financ-
ing. The company, it turns out,
is controlled by the Rockefeller
interests. —EARL COPELAND
McGraw-Hill News, San Juan

... but things aren’t bad all over—Look here!

These buyers rallied for the
opening of the second phase of
Bill Lyon’s Westbluff project in
Fullerton, Calif. in May.
Twenty home-seekers had
camped on the site for the pre-
vious five days. Of 43 houses
available, 37 were sold the first

weekend. A three-bedroom,
two-bath Westbluff unit appears
below. There are five models
selling from $47,990 to $59,-
990—all big homes offered in an
excellent neighborhood for less
than the neighborhood’s median
house price.

shortly after the big blow, re-
counting tales of extensive fraud
and misrepresentation perpe-
trated on Xenia’s storm suf-
ferers. He was quoted in the
Omaha press as saying that 200
Xenia families had been bilked
of $600,000 to $800,000.

Xenia's denials. A check
through House & HoMe's
Cleveland correspondent indi-
cated Stronberg’s figures were
probably exaggerated. Noel
Morgan, director of a federally-
funded consumer protection
agency in Xenia, said 150 com-
plaints had been filed. He added
that 120 to 130 have already
been resolved and that they in-
volved only $60,000 to $70,000
worth of claims. Those remain-
ing, he said, involved still lesser
claims.

Most of the cases resolved,
Morgan added, were not so
much examples of fraud as of
contractors taking on more
work than they could handle
and having to be prodded to do
jobs right.

Nick Carrara, the county
prosecutor and a member of the
agency’s board, said, “If it were
outright fraud, we’d have it (in
my office) and we’ve seen only
three cases with nowhere near
that amount of money involved.
If Stronberg has such facts, he's
kept them from the authorities
here.”

Warning’s results. Stronberg’s
alarms in Omaha may have
done some good, however. Cer-
tainly the response made it un-
comfortable for those suede-
shoe building renovators who
turned up.

And a few suspicious cases
were reported in the Omaha
press. One homeowner was of-
fered a “‘vague and illegal” con-
tract for $12,500 in repairs, for
example.

And after having a talk with
town authorities, an out-of-
town claims adjuster who had
set up an “office” in a local
motel abruptly checked out the
same day.

But the kind of story that
seemed best to justify Omaha's
program was that of an elderly
woman who gave a contractor
$300 to repair her sidewalk. It
was never repaired, and when
she later called him, she found
his phone had been discon-
nected. —BoB SerTzZER

McGraw-Hill News, Omaha
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A TEXTURED SIDING WITHOUT A UNIQUE TEXTURE
IS LIKE A SAW WITHOUT
AND SANDFAPER WITHOUT BITE.

Oldbridge

s THAT'S WHY U.S.PLYWOOD GIVES YOU
OLDBRIDGE AND PLANKTEX TEXTURED PLYWOOD SIDING
WITH THE RUSTIC LOOK THAT’S IN DEMAND TODAY.

It's the look a home buyer wants.  built his own home. U.S. Plywood. Available prestained in
Because it's natural basic Americana. Planktex® with circular saw cuts 26 handsome tones of red, brown, gold,
U.S. Plywood has two distinct creating a pattern etched into the wood.  green, blue and gray.
kinds of textured sidings to give the Two totally original sidings. All easy and economical to install.
homes you build and remodel that look. But Oldbridge and Planktex are For more information about these
Oldbridge® with the hand-hewn only part of the largest collection of unique textured sidings, call your local

look of the adze that was used when man  textured sidings available today from U.S. Plywood Branch Office.

@ U.S. Plywood

Champion International Corporation
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Fuel savings.

Three ways: vinyl-clad wood core, optional double-pane
insulating glass and close-fitting tolerances.

Natural cooling.

No need to rely 1009, on air
conditioning. Windows open easily
to capture passing breezes.

_ong life
chip, crack or peel.

':T-_ i

Look at all that Andersen® Perma-Shield® Casement
and Awning Windows in Terratone can bring to your
residential, commercial, and institutional buildings.
There’s so much, it makes you wonder: Could this be the
perfect window?

For more details, see Sweets, File 8P, or call your t\:?Ve calllthl% il
Andersen Dealer or Distributor. He's in the Yellow Pages noarftﬁr(:; ?I{Ie men
under “Windows.” Or write us direct. with wood, hesek s
almost any building material.
The beautiful, carefree way to save fuel. (Also available in white.)
® . ®

Andersen Windowalls

ANDERSEN CORPORATION BAYPORT, MINNESOTA 55003

Printing limitations prohibit exact color duplication. Use actual sample for building specifications.



COULD THIS BE
THE PERFECT WINDOW?

Double-pane insulating glass.

Adds the fuel-saving benefits of storm windows without
the bother.

Inside beauty.

Wood trim can be stained or
painted to complement any decor.

Snug-fitting design.

Perma-Shield Casement and Awning
Windows in Terratone color are two
times more weathertight than industry
air-infiltration standards. To help

seal out drafts and dust,and help save
on heating and cooling costs.
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NEWS/LABOR

Giant Ryan Homes tangles w1th Cleveland’s powerful craft unions

Ryan Homes has run headlong
into confrontation with Cleve-
land’s militant craft unions,
which have begun a drive to
force the builder to dismiss its
nonunion workmen on a subur-
ban project and complete it with
union craftsmen.

Ryan has refused the unions’
open-shop demands and filed
formal charges of a secondary
boycott against the unions with
the National Labor Relations
Board.

Both sides come to battle with
the habit of success. The Cleve-
land trades have built them-
selves into powerful organi-
zations, and Ryan is one of the
few major builders coming
through the housing recession
with flying colors. Its 1974 earn-
ings rose 5% to $9.5 million
from 1973’s $9.1 million (on
sales of $195 million vs. $189
million).

Ryan, says Raymond Wood-
ruff, manager of the Pittsburgh-
based company’s Akron-West
division, is involved because it
employs six subcontractors on
the site, called Echo Hills. He
says the six use nonunion labor
for carpentry, bricklaying, ce-
ment work and aluminum sid-
ing. He maintains that the
unions’ quarrel is with the sub-

HERMAN SEID

Picket line backs demands for unionized shop at Ryan Homes site near
Cleveland. Ryan’s reaction: “We're not required to hire union help.”

contractors and that picketing
the site (see photo) constitutes a
secondary boycott against Ryan.

Unions’ stand. Charles R.
Pinzone, secretary-treasurer of
the 35,000-member Cleveland
Building and Construction
Trades Council, accused Ryan
of trying to break craft unionism
in homebuilding in Cleveland’s
Cuyahoga County.

“We are not going to let it hap-
pen,” he asserted. “We have
worked too long and too hard to
win our hourly rate, fringes and
conditions.”

The prevailing rate for carpen-
ters in Cleveland is $12.45 an
hour.

Company’s side. Woodruff de-
nied Pinzone’s charge.

“We're not doing anything
but attempting to remain com-
petitive and build homes,” he
said. “We're happy to use both
union and nonunion labor,
solely on the basis of the best bid
received from a qualified con-
tractor.”

Picketing has begun. It has
been led by Carpenters Local
182 and Bricklayers Local 5,
AFL-CIO. They have posted as
many as 30 pickets at the site,
but Common Pleas judge Nor-
man A. Fuerst has now limited
the carpenters to no more than
three at a time.

The crafts have tried to apply
pressure against Ryan with a
sales boycott of the company’s
houses by union members. The

Echo Hills units sell at $60,000
to $80,000, however, and the
boycott has had only limited ef-
fect.

Jurisdiction issue. Echo Hills
is in suburban Brecksville, 15
miles south of Cleveland on the
border between strongly union-
ized Cuyahoga County and
Summit County, where there
are many nonunion workmen.

The unions talk of expanding
heavy picketing to another Ryan
site in Lake County, east of
Cleveland, another nonunion
area. The Lake County site has
already been picketed sporadi-
cally by the carpenters. The
unions naturally fear that any
open-shop victory for Ryan, in
Brecksville or in Lake County,
will reduce their sphere of influ-
ence.

Cleveland and Cuyahoga
County remains a strong union
area, and few unions there are
stronger than the building
crafts, Bob Schmitt Homes of
nearby Berea is the only major
homebuilder in the county who
has traditionally used non-
union craftsmen. He still does
so despite picketing, harass-
ment and unsolved bombings.
[News, Dec. ‘68 et seq.].

—WiLLiam MILLER
McGraw-Hill News, Cleveland

Builders win high court ruling on picketing but Congress may upset verdict

The Supreme Court has just
handed general contractors a
major victory in their continu-
ing disputes with construction
craft unions, but Congress may
undo much of the effect.

The court’s ruling, by a mere
five-to-four vote, concerns the
kinds of pressure a union can
use. The case involved a Dallas
plumbers local that had pick-
eted a major job of the Connell
Construction Co. in order to
force the general contractor to
agree to hire only unionized me-
chanical subcontractors.

Connell signed such an agree-
ment but moved to have it en-
joined as an antitrust violation.

The issue was not whether
Connell could collect damages
under labor law but whether it
could seek triple damages under
antitrust law on the ground that
picketing to force such an agree-
ment was a conspiracy in re-
straint of trade.

Ruling. Despite the exemp-
tions for construction unions in

the National Labor Relations
Act, the justices ruled that the
antitrust suit could proceed be-
cause the union had no claim to
organizing any of Connell’s own
employees. Even though a trial
must still be held on the ques-
tion of whether the Sherman
Antitrust Act is actually vio-
lated by the contract, the opin-
ion indicated the majority had
few doubts.

“This kind of direct restraint
on the business market has sub-
stantial anticompetitive effects,
both actual and potential,”
wrote Justice Lewis F. Powell Jr.
“It contravenes antitrust poli-
cies." ;

Action in Congress. In fact,
however, union organizing ef-
forts are curbed by a current ban
on picketing an entire job site
when the dispute is with only a
subcontractor. Organized labor
has long hoped to have that ban
removed, and hearings on a
measure (HR 5900) to do just
that opened before a House com-

SECRETARY DunLOP

‘Whipsawing and distortions’
mittee three days after the high
court acted.

The opening witness, Labor
Secretary John T. Dunlop, of-
fered a surprise proposal that
greatly increases the chances of
the measure becoming law this
year: rather than the blanket
permission for the common
situs picketing the unions want,
an approval that would be con-
tingent on locals first winning
endorsement of their plans from
their internationals.

Victory into defeat? More
high-level control of local labor
groups ‘‘is essential in my view

if the whipsawing and distor-
tions of the past are to be
avoided,” Dunlop told the
House's labor subcommittee.

Such a compromise would
undo much of what the contrac-
tors won in the high court case.
As Connell’s lawyer, Joseph F.
Canterbury Jr., puts it, “Unless
the construction industry de-
feats the situs picketing bill, ev-
erything gained in the Connell
case will be lost as a practical
matter.”

Homebuilding and allied
groups have organized a Na-
tional Action Committee on
Secondary Boycotts to oppose
the picketing exemption bill.
The Associated General Con-
tractors terms the measure “an
attempt by the building trades
to force management to its
knees and the -construction
worker who does not belong to
a union off the job site.”

STEPHEN WILDSTROM
McGraw-Hill World News,
Washington
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Feather your nest
with all our best!

(ﬁﬁlCE PFISTER
Manufacturers of Plumbing Brass » Pacoima, California 91331 « Subsidiary of Norris Industries LA
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Our electric
garage door openers
move houses.

Tomovein We're the oldest,
today’s home s Mi  largest, most
sales market, =" innovative sectional
your house needs > e arage door com-
to make a strong firstimpression. pany around. We build, install and
Installation of an up-to-gate aé_)lpli- guarantee our
ance like the Overhead Door Electric =~ own garage
Garage Door door open-
Opener can help. ersan

controls. |

You or your repre: And we ‘
sentative can intro- service
duce your house them through |
with a touch of a over400 au-
button. The handy thorized dis-
radio control unit tributors and 10 major distribution
turns on the operator centers nationwide.
light, unlocks the " Our reputation gives prospects

oor and activates a added confidence in the quality of

powerful 1/3HP the home you're selling. That makes
motor which opens your sales job easier. In fact, an
the door, then closes Overhead Door Electric Garage Door

it, locks itand turns

thelp you closea
off thelight. Smoothly, alp

o deal.

quietly, efﬁcientiy. @ Formoreinfor-
It's the kind of quality e mation call the au-
feature prospective [ thorized “Overhead
buyers remember. & Door” distributor
Especially when the 4 nearest you. He's
name on the system is | listed in the Yellow
Overhead Door. & Pages under Doors.

OVERHEAD DOOR o 1921

CORPORATION x
DALLAS, TEXAS The Electric “Overhead Door Company.”
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Yours

Your business is building homes. So you want homes designed to attract sales.
Scholz business is design. Unique traditional and contemporary designs
coupled with quality construction that let you build homes that attract sales.
Sales to keep you in the profitable business of building.

Homes like the Mark X. Luxurious. Yet liveable. And energy-saving ideas
from the floor plans to the building materials make the Mark X a home for
today and tomorrow.

And, right now, Scholz Homes has a builder's program designed for you. A
rebate program that can reach 10% of your total purchases. Or two free house
packages. And bonus vacations to Hawaii.

Interested? Make it your business today to send for more information.

Scholz Homes, Inc., Dept. HH 75
P.O. Box 2907, Toledo, Ohio 43606
Attn: John Pollis

Tell me more about Scholz Homes and your builder programs.

name title

company

address

city state zip phone

Scholz Homes, Inc.
b
A subsidiary of &, Inland Steel Urban Development Corporation
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NEWS/MANAGEMENT

Builder Les Nelson finds a cure for red ink—but it’s drastic

One of homebuilding’s invalids
is oft the critical list.

Builder Les Nelson was
sounding bankruptcy warnings
for his deficit-ridden L. B. Nel-
son Corp. at the beginning of the
year. The American Stock Ex-
change, taking him at his word,
suspended trading in his com-
pany'’s shares.

But the first-quarter results
for 1975 have just been disclosed
at the apartment builders’ head-
quarters in Menlo Park, Calif.
Lo and behold, they have come
up in black ink.

Much of the reported $1.9-
million profit derives from tax-
loss carryforwards and other ex-
traordinary items, but a modi-
cum—=3$346,000—is genuine
operating income, Nelson says.
The danger of bankruptcy has
eased and Nelson is now looking
at new ways to attack the future.

Tough treatment. According
to the chief survivor himself,
the turnaround required strong
medicine: radical surgery on
operations and overhead, com-
bined with a purgative in the
form of a recapitalization.

First the surgery:

BuUILDER NELSON
Learning to survive

® Building was cut back dras-
tically; first quarter revenues
this year were only $6.1 million,
compared to $14.6 million in
the 1974 first quarter.

® Some regional opera-
tions—in  Washington and
Memphis, for example—were
shut.

® Overhead was reduced by
60% from the levels of January
1974.

® Debt was scaled back $45
million.

Second, the purgative:

Five of the company’s biggest
creditors agreed to swap $10

million in unsecured debt for
convertible preferred stock.

The move strengthened the
balance sheet by turning debt
into equity, and it will improve
the income statement as well.
The preferred shares will pay no
dividend for the first four years.

A 50-50 split. Potentially, the
recapitalization could have far-
reaching consequences for Nel-
son’s company. There are five
creditors—Morgan  Guaranty
Trust Co. of New York City,
Chase Manhattan Mortgage and
Realty Trust of Boston, Na-
tional Life Insurance of Ver-
mont, and Continental Ilinois
Realty Trust and American Al-
lied Steamship Co., both of Los
Angeles. Were they all to con-
vert, they would own 1,119,000
newly created shares—or very
nearly half the company. (There
are 1,139,000 common shares
outstanding,

But Nelson is still in com-
mand, and now that the crisis is
past, he looks to a relatively
modest but hopeful future.

Building with care. “We're
going to stick to our remaining

metro markets—San Francisco,

Houston, Seattle, and Portland,
Oregon,” he says.

“We anticipate a steady im-
provement in the housing in-
dustry, but we expect this sort of
market (we're in now) to be
around a long time . . . A devel-
operis going to have to be inven-
tive to do well.

“We want to get back to con-
centrating on apartments, using
government financing. There’s
no way you can make apart-
ments work without it.”

He adds that he has some new
ideas for getting his hands on
government money, but says he
isn’t ready to talk about them.

Varied approach. “We're look-
ing at getting into workout deals
to help banks and REITs out of
their problems,” Nelson adds.
“We've been able to solve owm
own problems. We have experi-
ence in property management
and in multifamily, and that
kind of skill ought to be in de-
mand.

“We're going to cut way back
on condos. We might do some
single-family  building, but
we're going to concentrate on
fourplexes and apartments.”

Once more, with music: A land-sale scandal in—of all places—Florida

Nobody is yet sure how many
millions are being lost in a new
Florida land-mortgage scandal
that involved a Ponzi-type
scheme of paying high-interest
returns to old customers with
money gotten from new inves-
tors.

Early estimates put the bilk-
ing total at a billion dollars.
More conservative accounts say
that as much as $350 million in
worthless mortgage paper is
held by American and Canadian
investors attracted by promises
of a 12% to 14% yield.

The investors thought they
were getting the security of first-
mortgage notes on specific
homesites in subdivisions. What
they appear to have gotten are
promissory notes on cheap
boondocks land already mort-
gaged. The interest they re-
ceived was from the proceeds of
additional sales of such notes.

Basket of eels. The conflict
over how much money is in-
volved stems from the fact that
law enforcement agencies are
still not sure how many corpora-
tions and investors are involved.
The billion-dollar estimate is a

projection of guesses.

What is known is that Equita-
ble Development Corp. of
Miami Beach promoted High-
lands Park Estates near Sebring
in central Florida with money
borrowed from Dell Star Corp.
of New Jersey and then sold
what were supposed to be first
mortgage notes on specific lots.

When Equitable stopped pay-
ing interest on the notes last
winter, investors who tried to
take title to the homesites dis-
covered Dell Star had first claim
on them.

Stop order. On June 2, the
Florida comptroller’s office and

the Florida Division of Land
Sales ordered Equitable to halt
all operations at four subdivi-
sions in central Florida and to
turn over all business records for
examination.

Also involved in the investi-
gation of Equitable and 55 other
Florida land-sale firms and
mortgage dealers are the Florida
Department of Criminal Law
Enforcement, the State Division
of Securities; the Securities and
Exchange Commission, the U.S.
Postal Service and the Royal Ca-
nadian Mounted Police.

The Palm Beach County
grand jury has indicted four indi-

Coast builder slain while foiling holdup

Joe H. McCormick, a southemn
California building industry
leader, was killed in a holdup at-
tempt outside his building com-
pany’s offices in Los Angeles
May 8. He was 53.

McCormick, shot onte in the
chest, wrested the gun from his
attacker and shot him three
times. The assailant died.

McCormick owned the Mc-
Cormick Construction Co. He
was a past president of the Build-

ing Industry Association of Cali-
fornia (BIA), the California
Builders Council (1967-68), and
the Commercial and Industrial
Council of the BIA. He was
named California’s builder of
the year in 1969 and was last
year’s winner of BIA's past pres-
ident’s award.

McCormick was a third gen-
eration builder. His son Robert
takes over operation of the com-
pany.

viduals and three corporations
in connection with the sale of
notes on the boondocks home-
sites. In some cases, the notes
were third and fourth mort-
gages. Equitable was not one of
the firms cited. (It has filed for
a Chapter 11 bankruptcy.)

Secondary plot. Comptroller
Gerald Lewis, who won as a re-
form candidate in the 1974 elec-
tion, is playing a leading role in
the widespread investigation.
But Lewis is caught in the em-
barrassing predicament of hav-
ing to suspend his chief investi-
gator on the case. Bernard
Horowitz, president of Equita-
ble, produced a tape recording
that he says proves that Investi-
gator William King solicited a
bribe in exchange for quashing
the probe.

King's story is that he tried to
trap Horowitz.

Sale of the mortgage notes on
the boondocks started about
1970. The schemes came apart
when the national business re-
cession rendered it more diffi-
cult to sell new notes to pay off
the old ones. —FRED SHERMAN

McGraw-Hill News, Miami
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Bull Shoals Community Hospital & Clinic, Bull Shoals, Ark."Sandpiper” by Atlantic
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Hilton Inn, Myrtle Beach, S. C."Essentiale II" by Karastan

Obviously, carpets for public buildings must be durable, keep a clean
appearance and be easy to maintain.

Besides being practical, they must also be beautiful.

That's why the managements of these buildings chose carpets made with
Enkalure® I soil-hiding nylon.

Enkalure |l is easy to maintain (daily vacuuming and occasional spot
cleaning is all that's needed).

It will look fresh and clean, even when the carpet is dirty.

And, since it's exceptionally durable, it will keep looking that way a
lot longer.

The Benton Bank knew that when they chose “"Chateau” by Brinkman.
Sodid The Hilton Inn when they chose “Essentiale I1” by Karastan for all
their corridors, bar and restaurant. Bull Shoals Community Hospital &
Clinic knew it when they installed "Sandpiper” by Atlantic. As did Pace
Academy with "Norseman” by Jonas Carpets.

WE PROVED TO THE WORLD THAT
NO NYLON HIDES SOIL BETTER THAN ENKALURE 1.

Now hospitals, banks, hotels and s

chools are proving it every day.
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Benton Bank, Little Rock, Ark."Chateau” by Brinkman
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Pace Academy, Atlanta, Ga."Norseman' by Jonas Carpets

Enkalure Il has a special multilobal cross-section which causes light to
actually bounce off the fiber. It's this special cross-section that keeps
the color looking bright and clean, even when the carpet is soiled.

American Enka guarantees that Enkalure |1 nylon carpet will wear no
more than an average of 10% for 5 years when
certified and properly installed and maintained, or
we'll replace it.

A grueling test by Nationwide Consumer Testing
Institute agoinst competitive carpet nylons proves
that no nylon hides soil better than Enkalure 1.

But the real proof is on the floors of these public
buildings.

For more information and the complete full color
Enkalure || portfolio of carpet styles, write: American

%‘:?:tm HIDES
Enka Co., Dept. H & H, 530 Fifth Ave., N.Y., N.Y. 10036 Ersaie 1

Enkalure Il soil-hiding nylon by EN KA
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NEWS/MORTGAGING

Savings banks turn wary of future . ..and of long-term mortgages

Savings bank leaders are re-
thinking all aspects of the finan-
cial mainstay of both their $109-
billion industry and homebuild-
ing: the long-term, amortizing,
fixed-rate home mortgage.

Inflation and gyrating interest
rates have triggered the think-
ing. And if some newer ideas
take firm root, the mortgage
business will soon look very dif-
ferent.

Some of these ideas were dis-
cussed at the conference of the
National Association of Mutual
Savings Banks in Boston in May.

Arecord 1,500 bankers turned
up. Superficially, they had rea-
son enough for good cheer: a
record-breaking inflow of depos-
its that had begun in January and
continued even through April—
though the income-tax month
usually brings an outflow.

Worried panel. There was an
undercurrent of worry, how-
ever, and its effects showed up
in a panel discussion of mort-
gage portfolio policy moderated
by the association’s vice pres-
ident and chief economist, Saul
B. Klaman.

As discussion proceeded, it
became evident that the future
did not look like a pleasant place
to the bankers. The savings ex-
ecutives had only recently
passed through their worst at-
tack of disintermediation, and
now many were already looking
past the beginning recovery to
the next round of deposit out-
flows.

(“The money coming in is in
passbook accounts [as opposed
to time deposits],” Grover W.
Ensley, the association’s execu-
tive vice president, would say at
a press conference the next day.
“It’s hot money—no question
about it."”)

Mortgage holdbacks. There
was another reason for concern.
Implicit in the panel discussion
was the assumption that inter-
est rates would continue to
trend upward.

Given these factors, many of
the savings banks are cautiously
trimming back their invest-
ments in mortgages.

“We'll continue to make
mortgage loans,” said Thomas
F. Frechette, vice president of
the Maine Savings Bank and one
of Klaman’s panelists. “But
we're 80% invested in mortgage
loans right now, and we expect
to reduce that to 75% over the

next five years.”

“I'm concerned about those
Mocked-in’ time accounts,”
added panelist Rudolph F. No-
votny, president of the United
States Savings Bank of Newark,
N.J. “A lot of them are going to
mature in 1977, and I think we
have to build liquidity to meet
the possibility of a runoff at that
time."’

Reg Q. Novotny admitted to
another concern.

“l wonder about the risk of
Regulation Q (the Fed’s ceiling
on savings accounts interest
rates) going out in a few years,”
he explained. “If it goes off, 1
want to be more like a commer-
cial bank when it happens.”
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EconoMIsT KLAMAN
Airing new ideas for lenders

Short-term mortgage. The
savings bankers talked up an-
other idea: a five-year renewable
note to be offered in lieu of a

Settlement costs clarified for buyer

For years the average home-
buyer was apt to feel as if he was
being fleeced by the lawyers and
title companies on settlement
day—but that he was helpless to
do anything about it. Now the
Department of Housing and
Urban Development has eased
its way into the picture on the
side of the consumer under a
new law that spells out rules
under which the settlement
game must be played.

On June 20 a specific HUD
form went into mandatory use
by lawyers and lenders. The
form lists settlement charges on
virtually every mortgage that is
financing the purchase of one-
to-four-family housing.

Item breakdown. A HUD
booklet explaining settlement
charges must also be presented
to each buyer, and he must be
given 12 days to shop around—if
he chooses—for the same serv-
ice at less cost.

The law also applies to mort-
gages that finance condomin-
iums, cooperatives and family
farms—and to sales in which the
buyer assumes an existing mort-
gage.

The law, several years in the
making, was designed to break
up the cozy relationship, accom-
panied by rigid fee schedules and
kickbacks, that prevailed
among numerous builders,
brokers, lenders, lawyers and
title companies. Kickbacks and
fee splitting are illegal under the
law, and convictions carry fines
up to $10,000 and a year in jail.

Copies of forms. HUD has
supplied copies of the official

form and official booklet to its
field offices. Reprints of the
booklet are expected to be
widely printed privately by
lenders; the sponsoring organi-
zation is permitted to put a
cover of its own on the booklet
but may not change the text.

One provision of the law re-
quires a lender, before issuing a
mortgage on a house completed
more than 12 months prior to
settlement, to disclose in writ-
ing when the property was ac-
quired by the present owner—
and, under certain conditions—
the purchase price on the house
at the last “arm’s length
transfer” of the property.

The regulations spelling out
how lenders must comply with
the law were published in the
Federal Register May 22. —D.L.

What is it worth now

to be a REIT advisor?

In one case it’s worth about
$500.

That’s what 98% of the com-
mon stock of Citizens Advisory
Corp. went for recently. The
company is the investment ad-
visor for National Mortgage
Fund and Citizens Growth
Properties, two troubled Cleve-
land REITs.

The buyers, Brian L. Howell
and Robert M. Welsh, president
and executive vice president re-
spectively of National Mortgage
Fund, already owned the other
2%.

Howell is the chairman and
Welsh the president of Citizens
Advisory.

more conventional mortgage.

“In writing a five-year note
(on a house),” explained No-
votny, ‘“‘the amortization is
pegged to 25-30 years and you
renegotiate the balance when it
comes due (every five years).

“Of course, you give the bor-
rower a grace period of 60 or 90
days to shop around for a better
deal with another lender. And
you agree in writing to transfer
the note to any alternate lender
without any cost to the bor-
rower.”

The point is to reduce the
length of time a bank must ac-
cept an unfavorable interest
rate. “Any institution can live
with a rate for five years,” No-
votny explained.

Limitations. The panel and its
banker audience seemed to
agree, though, that the lender
would have to guarantee re-
newal and limit in advance how
much he could change the inter-
est rate. Otherwise, as Novotny
noted, ““a five-year note puts the
borrower completely at the
mercy of the lender.”

He also noted an important
obstacle to the idea for the
banker. “There’s no point in
writing a five-year note if you're
already at the usury-law ceiling
in your state; you won'’t be able
to renegotiate the interest rate
upwards.”

Up with the VRM. The vari-
able-rate  mortgage (VRM)
seemed a much more popular
idea—indeed, the five-year note
seemed more a means for even-
tually establishing the VRM
concept than an end in itself. Al-
though VRM is indeed dead for
the time being at the federal
level [NEws, June 75|, it seems
to be alive and reasonably well
within a number of states.

“We've been offering the
VRM as an alternate to other
types of mortgages for four years
now,” E.J. Williams of the Fidel-
ity Mutual Savings Bank in Spo-
kane, Wash., told the panel.
“We've found the best time to
introduce it is when mortgage
rates are heading down. And it
helps if you hold the monthly
payment steady by stretching
out amortization when the rate
goes up. Return of your principle
is not that important an issue,
provided it's secure; but the rate
of return on that principle is
important.”

—HAROLD SENEKER
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Kohler endurables

There are products designed to wear out. And there are those
which endure. Kohler enameled cast iron sinks endure. Beautifully.

A Kohler enameled cast iron sink remains beautiful to look at.

There’s good reason. Cast iron sinks have a strength, depth
of color, vividness and lustre that other materials
cannot match. Cannot retain.

Kohler cast iron sinks resist chipping
and scratching. They will not dent.
= Since they're solid and heavier than
g . steel, they dampen disposer vibration
5 and noise. And the enamel on a
Kohler sink is acid and stain
resistant . . . is five times thicker
than the enamel on a steel sink
(and colorless stainless steel sinks
don’t even have enamel).

"™ Kohler cast iron sinks come in a choice
-~ of 13 lovely kitchen colors, plus white.
lllustrated: Trieste (43" x 22") in Antique
Red, and Lakefield (33" x 22")
in Tiger Lily. Both have
optional cutting boards.
Urbanite (25" x 22") in
Sunflower. Trieste in
Fresh Green.
Brookfield (33" x

o 722" in Avocado.
~8 Mavfield (24" x 21")
; - in Harvest Gold.

For more great
kitchen ideos

write Box CX,
KOHLER CO.,
KOHLER, WIS.

53044,

Kohler plumbing
products are
available

in Canada.



Mortgage banker

A mortgage banker has been
nominated for membership on
the Federal Reserve Board for
the first time in the history of
that institution.

He is Philip C. Jackson Jr., 46,
vice president and director of
the Jackson Co. of Birmingham,
Ala. from 1949 until last June 1,
when he resigned to take the
post in Washington. Jackson
was president of the Mortgage
Bankers Associationin 1972 and
is chairman of the Federal Na-
tional Mortgage Association’s
adivsory committee.

The Jackson Co. services
$290.5 million in mortgages. It
agreed this year to sell its portfo-
lio to the Birmingham Trust Na-
tional Bank.

Jackson fills the Fed post va-
cated by John E. Sheehan, who
resigned in May although his
term runs to Jan. 31, 1982. Jack-
son would be the first Fed gover-
nor professionally involved
with housing since Sherman
Maisel, the widely known hous-
ing scholar and author, left the
board early in 1972.

Jackson has often had a lot to
say about the Fed’s actions and
about government housing pol-
icy in the past, but after his ap-
pointment had almost no opin-
ion to express. Joining the Fed
must change a man.

The transformation certainly
bothered Senator William Prox-
mire (D., Wisc.), chairman of the
powerful Senate Banking, Hous-
ing and Urban Affairs Commit-
tee. After querying Jackson for
90 fruitless minutes at a confir-
mation hearing, Proxmire con-
fessed to being ‘‘frustrated” by
Jackson’s dearth of views on Fed
policy. Jackson repeatedly
pleaded insufficient expertise to
give useful answers to the Sena-
tor’s queries. Proxmire did give
Jackson a second chance, calling
him back for another hearing a
few weeks later.

Unlike Jackson, a California
builder who also goes to Wash-
ington keeps alarge role for him-
self back home. The William
Lyon Co. of Newport Beach,
Calif., reports that its president,
William Lyon, who has been ap-
pointed chief of the Air Force
Reserve (H&H, May, p. 91), re-
mains chairman of the board.
Peter M. Ochs, 31, formerly ex-
ecutive vice president, takes
over as president however. Ochs
joined the company in 1968,

OSCAR & ASSOCIATES INC

named

JACKSON’S JACKSON
Mortgage man joins the Fed

when it was bought by Ameri-
can Standard, and stayed with it
when it left the corporate fold

four years later.
Dick J. Randall, 41, who has

Lyon’s Lyon
Leaving for Washington . . .

been running the northern Cali-
fornia operations, takes over as
executive vice president, and
the company treasurer, James E.
McNamara, 50, adds the title of

Two companies get new presidents

U.S. Home Corp., based in
Clearwater, Fla.,, and claiming
to be the nation’s largest home-
builder, elects a new president
and chief executive. He is Ben F.
Harrison, 51, who moves over
from the presidency of U.S. Pipe
& Foundry, a subsidiary of Jim
Walter Corp., the shell housing
and financial conglomerate
with headquarters in Tampa,
Fla.

Harrison carries some new
plans to Clearwater: diversifica-
tion into “a basic industry that
doesn’t ride the housing cycle.”
He’s also taking a hard look at
U.S. Home's sidelines—shop-
ping centers, mobile home
parks, etc. They may go on the
block to raise cash for acquisi-
tions.

“We intend to make a profit
no matter what phase of the
homebuilding cycle we're in,”
Harrison promises.

Another large builder, Scholz
Homes Inc., the housing manu-
facturer in Toledo, Ohio, ap-
points Walter E. Ekblaw as pres-
ident and chief executive. He
had been chief exec for Inland
Scholz Housing Systems in
Milan, Mich.

Grant Corp. (Newport Beach,
Calif.) promotes David M.
Brown to executive vice pres-
ident, in which post he will run
the company’s operations, con-
struction and marketing. Before
joining Grant Corp., Brown ran
Kaufman & Broad’s Illinois divi-
sion and had been a vice pres-
ident with the Ervin Co. in At-
lanta.

The Ponderosa Homes divi-

U.S. Home’s HARRISON
‘We intend to make a profit’

sion of Kaiser-Aetna (Oakland,
Calif.) loses its president and
founder. James Peters departs to
set up a new business (Kaiser-
Aetna acquired his company in
1970). He is replaced by Michael
L. Toohey, a vice president of
Kaiser-Aetna’s Pacific division.

On the opposite coast, the
Gulf Oil Real Estate Develop-
ment Co. of Reston, Va., makes
Henry M. Hall vice president of
marketing. Hall is a long-time
marketing executive of both the
building subsidiary and its
parent, Gulf Oil.

And Miami’s Deltona Corp.
makes some changes. Richard F.
Schulte, a marketing man who
came from Procter & Gamble in
1972, becomes vice president
and general sales manager for
shelter. He is replaced as vice
president for advertising by
Peter D. Bond, who was an ad-
vertising director. Joseph Cor-
bin becomes vice president and
general sales manager for prop-
erty sites in the U.S. and Can.

to Federal Reserve; other D.C. changes

Lyon’s OcHs
... replacing Lyon as president

vice president.

There are other developments
in Washington. James L. Mit-
chell, an undersecretary with
HUD since April 10, 1974, re-
signs to follow his old boss,
James Lynn, into the Office of
Management and Budget.

Another opening at HUD is
filled by the nomination of
James H. Blair to be assistant
secretary for equal opportunity,
a post vacated by Gloria Toote
April 30. Blair has been execu-
tive director of the Michigan
Civil Rights Commission. (He's
from Lansing,)

The Home Owners Warranty
Corp., based in NAHB’s Wash-
ington headquarters, gets a new
president. He is Richard Cana-
van, formerly vice president for
staff services at NAHB. He takes
over from Jehn Biasucci, who re-
signed for personal and business
reasons.

No successor to Canavan in
the staff vice president slot has
yet been named.

ASSOCIATIONS: The Ameri-
can Institute of Architects, con-
vening in Atlanta, elects Louis
de Moll of Philadelphia to suc-
ceed to the presidency in De-
cember. John M. McGinty of
Houston, will become the asso-
ciation’s first vice president and
president-elect. The AIA also
elects three vice presidents:
Elmer E. Botsai of San Fran-
cisco; Carl L. Bradley of Fort
Wayne, Ind.; and Robert L. Wil-
son of Stamford, Conn.

The National Forest Products
Assn. rallies in Washington and
chooses Thomas M. Orth, who
is president of Kirby Lumber
Corp. of Houston, as first vice
president. He succeeds Eliot
Jenkins of Eugene, Ore., a vice
president of International Paper
Co., who becomes president of
the association.
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Anniversany
by Long-Bell

abinetry with guality/ value

features at a reasonable price.
Jlade to serve vour’home buyers
n v _’H‘?r’l!\ L“":‘:‘ eSS
aditional design. vet modern
simphcity appeals to every taste
Real wood with extra-care 10-step
fimishing in rich pecan tone
Cabinet craftsmanship that's a
Long-Bell* hallmark

Your choice of more than 70
modular units 12" to 42!
Completely assembled. Easy to
install from carton onto wall.
Precision fit in any room.

Send coupon today for complete
information on this sparkling new
addition to the Long-Bell cabinet

family

Please send me

your information and
specification brochure

on the new Long-Bell
Anniversary Kitchen. Also

send me your Cabinet Kit
showing other Long-Bell kitchen
cabinet and vanity styles.

el T — Zip

INTERNATIONAL PAPER COMPANY

LONG-BELL DIVISION

P.O. Box 8411, Dept, 566, Portland, Oregon 97207

The 100th Anniversary of Long-Bell products serving America.
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NEWS/FINANCE

Housing stocks make strong g#in—all sections of list advance

Housing stocks leaped smartly
in the month ended June 2.

House & Home's index of 25
industry issues rose to 189.40
from 163.87. The mobile home
division led the way, but the
rally formed a broad base and all
five divisions of the list scored
sharp gains.

The index has now risen for
three months running and has
shown a good gain for five of the
first six months of 1975.

Share prices of 1965 equate
with 100. Stocks on the list are
overprinted in color.

Here’s the graph of the com-
posite index of all 25 stocks.
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Here’s how the companies in
each division performed.

June'74 May'75 June’75
Builders 131 135" 57
Land developers 102 88 106
Mortgage cos. 297 222 269
Mobile homes 428 501 593
S&Ls 109 116 132

dune 2 Chng.
Bid/ Prev.

Company Close  Month
BUILDING
o AT GRRORR 1 | N - Yhe
AVCO Comm. Devel—d.PC 437 -032
American Cont. Homes .. 0T 1% - %
American UbanCorp. .OT % - %
Bramalea Con. (Can) ... TR § - %
Campanli Ind. .. oT 1% + %
{New: America Ind.)

Capital Divers (Can)—d.0T 38 022
*Centex s | (ST
[ e, e g
AM 1h  + W
..TR 290 + 05
AM 4% + %
el e +039
ar 4% + %
.AM 3 - W
LOT 1% + Y
0T 4

i T
0T 2% - %

AP o (R |
O % - %
WY TR % %
.AM 2% - %

June 2 Chng.

Bid/ Prev.
Company Close  Month
Leisure Technology ... .AM 2 +
Lennar Comp. ... NY B+
McCarthy Co. .............PC 1+
McKeon Const. AN 2% +
H. Miller & Sons ........AM 6% +
Mitchell Energy & Dev. .AM 16% +
Oriole Homes Cop—d AM 6%  +
Presidential Realty ... .AM 4%  +
Presiey Development ....AM 3%  +
Pulte Home Corp. .......AM 2W -
Robino-Ladd Co—d .....AM 1
Rossmoor Corp. ...

Aison Mig, ... NY 3%
American Century ........ AM 2%
Arlen Property Invest. ... OT 5§
Alico Mtg. ................NY 3%
Baird & Wamer ........ or §
Bank America Rity. ......0T 6%
. Inv. LLOT %
«NY 2
. AM 3%
NY 3%
NY 2
NY 2%
NY 4
NY 1%
A2
2%h
2%
2%
Conn, NY 15%
*Cont. g
Cousins Mig. & Eq. Inv. NY 2W
Mig. Inv. ...... NY 1%
Ufe ...... NY 18%
oT

formerty Palomar)
Mony Mtg. Inv. ........... NY 6%
Morigage Trust of Amer. NY 3%
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June 2  Chng.
Bid/ Prev.
Company Close  Month
National Mortgage Fund NY 1%2 + %
Nationwide R. E.Inv. ...OT 3% + %

(Galbreath Mig. Inv.)

North Amer. Mig. Inv. ... NY 6% + %
Northwest Mut. Life

Mg &RRy. ......NY 9% + %
PNB Mtg. Rity. lnv. ....NY 5% + %
Penn. R.E.Inv. Tr—d .AM 9% + %
Pmpeanaplw—d,.,,.AM ™ + %
Realty Income Tr—d .. AM T + 1%
Republic Mig. Inv. ........ N Th - %
B. F. Saul, M o+ WU
Security Mig. Inv. ........ 1 il
Stadium 3 + %
State Mutual 2 - %
Sutro Mig. ... 4% %
Unionamerica Mig. &

5 Peaty v ™
US. Realty Inv. ...... % - %
Wachovia Realty h + %
Wells Fargo Mortgage .. 6 + 1%
LAND DEVELOPERS
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PALCO REDWOOD PLYWOOD
the prestige of redwood, the economy of plywood

PALCO Redwood Plywood . .. you see it wherever quality,
appearance and economy are important. IN and ON all types
of construction: apartment buildings, office buildings, motels,
recreation centers, pre-engineered buildings, homes,
restaurants, stores., There are good reasons for this:
Beautiful natural russet color and interesting grain patterns
on clear, knot-free faces, handsomely saw-textured. Factory-
applied water repellent treatment. An ability to hold any
type of finish longer, with minimum maintenance. Can be
used as combination siding-sheathing.

The convenience of 4° X 8',9" and 10’ plywood sheets in %"
and %" thicknesses. Made in a plain pattern (with no

CIRCLE 27 ON READER SERVICE CARD

grooves)—also made in a wide selection of grooved patterns.
And importantly—an established consumer demand for red-
wood’s incomparable features.

Send for color brochure that gives complete product speci-
fications, application instructions, and detailed finishing

recommel d(” ons.

Architectural Quality Redwood
THE PACIFIC LUMBER COMPANY

1111 Columbus Avenue, San Francisco 84133
2540 Huntington Drive, San Marino, California 91108

H&H jury 1975
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American-Standard.
Your direct line
to a quality line.

You’re only a phone call away from the
widest possible variety of plumbing fixtures and
fittings. A complete repair/parts service. The
largest distribution system in the industry.

And with American-Standard you're also
within easy reach of the most precious com-

modity on the market.
Quality.

We make the quality plumbing fixtures and

fittings for:

» Single and Multi-family dwellings

e Commercial, Institutional,

and Industrial buildings

* Hospitals and Nursing Homes
American-Standard Products are manufac-
tured with the care that insures long service

and ease of installation:

» Vitreous china lavatories,
toilets and urinals

* Enameled cast iron bathtubs,

sinks, lavatories

* Enameled steel bathtubs,
sinks, lavatories
» Stainless steel kitchen sinks

* Complete bath, kitchen and
institutional fittings

» Fiberglass reinforced poly-
ester (FRP) integral baths
& showers

» Specialized institutional/
commercial equipment

* Melamine lavatories

» Full line residential/com-
mercial toilet seats by
Church, “The Best Seat in
the House™®

No matter what type building you’re building,
call your American-Standard contractor, dis-
tributor, or our nearest District Sales Office.
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AMERICAN
\=JSTANDARD

of A_merican Qianiard_lnc.

American-Standard
District Sales Offices:

ATLANTA, GA

Drawer |, Northside Station
3110 Maple Dr., Room 303
Atlanta, GA 30305

(404) 261-2550

BALTIMORE, MD

345 Quandrangle Building
Village of Cross Keys
Baltimore, MD 21210
(301)433-8050

BOSTON, MA

148 Linden Street
Wellesley, MA 02181
(617) 237-3121

CHICAGO, IL

333 Michigan Ave., Suite 310
Chicago, IL 60601

(312) 372-9266

CINCINNATI, OH

8041 Hosbrook Rd., Suite 124
Cincinnati, OH 45236

(513) 984-8960/1/2

. DALLAS,TX

Braniff Airways Bldg.,
Suite 303

Dallas, TX 75235
(214) 357-6371

DENVER, CO

4800 Wadsworth, Suite 320
Wheatridge, CO 80033
(303)422-8200

DETROIT, MI

23100 Providence Drive
Southfield, M1 48075
(313)424-8434

HOUSTON,TX

2711 Briarhurst, Suite 11
Houston, TX 77027
(713) 785-4046

KANSAS CITY, MO
4709 Belleview

Kansas City, MO 64112
(816) 753-5200

LOS ANGELES, CA
116 N. Robertson Blvd.
Los Angeles, CA 90048
(213) 657-7600
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MIAMI, FL

2117 Ponce de Leon Blvd.
Coral Gables, FL 33134
(305) 446-5533

MINNEAPOLIS, MN
6750 France Ave., S.
Minneapolis, MN 55435
(612)927-9748

NEW ORLEANS, LA
Room 538

3301 N. Causeway Blvd.
Metairie, LA 70002
(504) 835-0395

NEWARK, NJ
P.O.Box 1521

1435 Morris Avenue
Union, NJ 07083
(201) 686-7950

NEW YORK,NY
40 West 40th Street
New York, NY 10018
(212) 484-5300

PHILADELPHIA, PA
Barclay Bldg., Room 917

Belmont Avenue
Bala-Cynwyd, PA 19004
(215) 839-0222

PITTSBURGH, PA

100 Ross Street
Pittsburgh, PA 15219
(412) 471-8200
RALEIGH, NC

P. O. Box 30095, Suite 112
4509 Creedmore Road
Raleigh, NC 27612

(919) 787-3611

SAN FRANCISCO,CA
4 West Fourth Avenue
San Mateo, CA 94402
(415) 342-8621

SEATTLE, WA

15 S. Grady Way, Suite 250
Renton, WA 98055

(206) 255-0700

ST. LOUIS, MO

1197 5 Westline Industrial Dr.
Suite 110

St. Louis, MO 63141

(314) 878-5600

WASHINGTON, DC
11300 Rockville Pike

Rockville, MD 20852

(301) 770-6280







Join the Custom Home Plans Giu
plus 5 new designs each month fo
of professional working drawing

Get 1,000 home desions now

The Custom Home Plans Club has been created to provide
a fresh flow of design ideas you can use to make your business
more profitable.

As a new member, you will immediately receive an attrac-
tive binder containing 1,000 home designs illustrated with full
color renderings and detailed floor plans.

With this complete library of a thousand buildable homes
to select from, you and your clients will be pleased with the
wide variety of homes available in all styles, types and sizes
appropriate to local needs, tastes, and budgets.

These wide-ranging selections include:

Deluxe Small Homes—two and three bedroom

Ranch and Suburban Homes—conventional and con-

temporary

Brick and Masonry Homes

Multi-level and Hillside Homes—split level, split

foyer, others

Second Homes—duplex and multi-family; holiday and

retirement ; chalets, A-frames, cabins, cottages

As you guide clients to a commitment, you—as a member
of the Custom Home Plans Club—will lose no time in coming
up with a complete set of working drawings, which will be
shipped postage-free from Club headquarters the same day
your request is received.

And with your working drawings you will also receive a
complete list of the building materials you will need—essen-
tial for accurate bids and reliable cost estimates.

With so much of the exacting, tedious, preparatory work
already done, you will realize substantial savings in time,
effort, and money and at the same time, a growing list of
clients will realize that you're the one to come to for the right

home at the right price.

plus 5 new home desions-
of-the-month each month for
the next 12 months

To supplement your library of 1,000 home designs, the
Custom Home Plans Club will provide you with a steady flow
of 5new home design ideas each month for the next 12 months.

Illustrated in full color renderings—and complete with
detailed floor plans—your five fresh designs-of-the-month can
easily be added to your basic binder of 1,000 homes.

In this manner, the Custom Home Plans Club broadens
the range of selections available to you and your clients, and
keeps you current on home design trends beyond your imme-
diate market.

A full set of working drawings with collateral floor plans
and a list of building materials will be available on both the
original 1,000 home designs and the 60 new designs you will
receive during the coming year.

pius 12 sets of professional
working drawings
for homes of your choice

Members of the Custom Home Plans Club are entitled to re-
ceive a total of 12 sets of professional working drawings
without charge.

These building plans may be ordered in any combination
desired: 12 sets of drawings for 12 different homes; 4 sets
for 3 different homes; or any other way you prefer them.

Beyond the initial 12 sets available as part of the Clubk




\d get 1,000 home designs now
ne next 12 months plus 12 sets
0 * homes of your choice.

membership fee, members may obtain additional working
drawings at a 35% discount off published prices which range
from $25 to $50 for single sets and from $50 to $75 for four-
set packages—depending largely on the square-footage of
single-family homes and the number of units for multi-family
dwellings.

Drawn to FHA and VA general standards, these blue line
prints—size 36" x 20"—are easy to read on a white back-
ground. Depending on the size and complexity of the house

ized lists of building materials needed to obtain reliable bids,
to make accurate cost estimates, and to order building ma-
terials from suppliers.

The lists include the size and quantity of all millwork such

as doors, lumber and built-ins . . . framing lumber . . . roofing
... flooring . . . wallboard . . . masonry . .. concrete . . . rein-
forcing . . . insulation . . . beams . . . finishing materials,

and more.

The lists of building materials used in conjunction with

design, plan sets may include as many as nine sheets. Notes
and drawings indicate location and types of materials to be
used. With complete freedom of choice, Club members may
order their 12 sets of detailed working drawings at any time
during the 12-month membership period.

the detailed working drawings—save Club members dollars,
drudgery and valuable time more profitably spent with clients.

Club working drawings include: (1) Floor Elevations,
(2) Complete Framing Plans, (3) Wall Sections, (4) Floor
Plans, (5) Basement/Foundation Plans, (6) Roof Plan,
(7) Plot Plan, (8) Kitchen Cabinet Details, (9) Fireplace
& Built-in Details, (10) Specification and Contract Booklet.

pius itemized lists of building
n aterials for accurate bids
and reliable cost estimates

To eliminate the time-consuming task of taking off material
requirements from each set of plans ordered, the Custom
Home Plans Club automatically provides members with item-

Application for membership ECSJ,';::"”
[ subcontractor
O retailer
Enclosed is a check for $360 homes, or any other way | prefer E [J wholesaler
for a full year of membershipin  them. Beyond these 12 sets in- U architectural
the Custfom Home Plans Club.  cluded in my membership fee, | S O engineer
For this | am fo receive immedi-  will be able fo buy additional Sl
ately a binder containing 1,000  sets at a 35% discount off pub- l C govemment
home designs, plus a portfolio lished prices during my member- 0 manufachuring

of & new designs each month
for the next 12 months.
My membership also entitles

ship period.
If after receiving my first set of
working drawings | am less than

2320 KANSAS AVENUE/P.O. BOX 299/TOPEKA, KANSAS 66601

me fo a total of 12 sets of profes- completely satisfied. | am en- Yoo Nome —
sional working drawingsand a  fitled to a refund in full—and no Firmn

list of building materials for Club  hassle —simply by retumning the R T T
homes of my choice. These sets  binder of 1,000 designs and Address = — —_—
of working drawings may be the working drawings in good City Stete b

ordered in any combination | condition. R SRR TS T
desire: 12 sets for 12 different Make check payable to

homes, 4 sets for 3 different Custorn Home Plans Club. S Doy

HH-7/75
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HARCRAFT:

quality
you can see
and sell

Harcraft quality is engineered
into every faucet, that means
low cost installation, easy
maintenance and no call backs

Harcraft value is every bit as
good as it looks

HARCRAFT

HARCRAFT INC.

_ -

Double o-rings give twice
the protection

O okt

All extruded brass —eliminates
problems inherent to sand casting
’ - sl

Chloroprene polymer bib washer
and nickel plated replaceable
seat assures long life

19110 SOUTH WESTERN AVENUE, TORRANCE, CALIFORNIA 90509

32 H&H jury 1975

CIRCLE 32 ON READER SERVICE CARD

NEWS/ZONING

Non-resident§ can
sue over zoning

A federal court of appeals in
New York City has ruled that
non-residents can sue to bar fed-
eral funds intended for towns
that practice restrictive zoning.

The specific case* involved
minority residents opposing fed-
eral agencies that had author-
ized grants to the town of New
Castle in New York state’s pres-
tigious Westchester County,

The U.S. Court of Appeals for
the Second Circuit ruled that
minority appellants were in-
jured by failure on the part of
federal agencies to encourage
fair-housing practices. This,
said the court, justified a suit.

The federal decision seems to
expand on the recent decision
[NEws, May| by the New Jersey
Supreme Court that suburban
towns (in that state, at least) are
obliged to consider regional
housing needs—including those
of minorities—when writing
zoning codes.

*Evans, et al. vs. Lynn, et al. vs. Town of
New Castle, N.Y. Docket no. 74-1793,

His trusted aide
turns on Gurney

Former U.S. Senator Edward J.
Gurney reportedly once said of
his chief administrative aide:
“James Groot would lay down
his life for me.”

But last’'month James Groot
pleaded guilty to a reduced
charge of bribery conspiracy and
agreed to testify against Gurney.
Gurney's trial in Federal Dis-
trict Court in Tampa, Fla. had
come to a mysterious halt after
15 weeks. It turns out that the
delay was created by plea bar-
gaining. Three felony charges
against Groot were dropped.

As with others who have con-
fessed guilt in the Gurmey brib-
ery conspiracy involving a slush
fund collected from builders in
FHA programs [News, Sept. '74],
Groot's prison time will likely
depend on his testimony about
where the money went. Gurney
has acknowledged that money
was collected from real estate
developers, but he insists he
stopped collections as soon as he
found out about it. He says he
got none of the money.

Groot served as chief aide to
the Senator from 1970 through
1973, the period of the slush
fund operation.—F.S.




il COLONIST
| | J. doth delight the eye
| and pocketbook

R e o

Yankee ingenuity approacheth
witchcraft in the Colonist door
facing. Its wealth of detail doth
becloud the mind and convince
one he is in the presence of a
stile and rail door crafted of
wood. But if truth be told, tis
hardboard. The fine edges of
the panel areas, both concave
and convex, the texture of the
wood grain, the detail where the
panels, stiles, and rails doth
meet are the work of masters of
e ————e the embossing trade

Tis no evil to so deceive, for
Colonist is better than real.

I Being one piece there are no
joints to distort or separate
however much the citizens
doth slam it.

And no publick outcry
accompanyeth the presentation
of costs. Zounds, tis but a bit
more than an embossed flush
door! Builders, take heart. Now
ye be at liberty to install Colonial ‘

paneled doors throughout your
Interiors.

Want ye the names of quality
door manufacturers using
Colonist. Take pen in hand and
write Masonite Corporation,

29 North Wacker Drive
Chicago, lllinois 60606

Masonite Is a registered trademark of Masonite Corporation

COLONIST &
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The company that gives you
everything in nailers,staplers, and
tackers, also gives you the service

to keep them working.

In a period
when everyone
wants your fastener busi-
ness, compare Duo-Fast
with the alternatives.

With over 100 sales
and service offices and
hundreds of trained profes-
sionals in the field, there is a
Duo-Fast man close to you.

Not only will he be there
when you have a problem, he
will periodically inspect

and service
8 your
Duo-Fast
tools to mini-

mize the
\ possibility
of costly
downtime.
Compare the Duo-Fast
product line.

Heavy-duty pneumatic
nailers drive strip-cohered nails
from 6d common through 16d

S sinkers.

N Coil-fed

\) pneumatic nailers
dnve 114" through
21/2 " nails in coils
of 300.

Smooth,
ring, and
Bl screw-shank

8 nails meet
your construc-
J tion needs...

i framing and
underlayment through roof
decking and siding. Aluminum,
Golden Galvanized, and speCIal
hard nails are also available.

Duo-Fast’s brad and finish
nailers can greatly speed and
simplify your face nailing
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require-
ments. Brads
1" through
114", and finish
nails 12" through
2" can be driven flush or counter-
sunk. Colored nail heads are
' available to match wall

N panelinlg.
n many

a]gplications.
uo-Fast's pneu-
matic staple
nailers have
proven their
versatility. Six
models drive
16-gauge gal-
vanized staples in 14" through
2" lengths. One model drives 1”
crown-width staples which have

CIRCLE 34 ON READER SERVICE CARD

proven ideal for asphalt
shingling.

uo-Fast also has
a complete line of light,
medium and heavy-duty
pneumatic staple tackers, and
electric tackers for use in a wide
variety of timesaving applica-
tions. Soffit work, furring,
paneling, insulation, celimg tile,
metal lathing, carpet underlay-
ment, and many others all go
faster and better with Duo-Fast.

And not to be overlooked
are Duo-Fast’s manual staple
tackers. Hammer tackers can
greatly speed your insulation
and bu11cF aper jobs. Gun
tackers are 1 eal for screen wire
and ceiling tile
applications.

So compare
Duo-Fast with
the alternatives.

Contact <
your
nearest
Duo-Fast
man. Talk
with him
about e
Duo-Fast's excluswe cost
cutting features. And send for
a copy of Builder Brochure
FT-26.

Do it today!

Duo-Fast Corporation,
3702 River Road, Franklin Park,
[llinois 60131.

DUOFAST




Martin Fireplaces will help
you beat high ildin%cogts while

IMpProving your pro

I picture.
Sound like a tall order@ Read this:

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.

B Write for our catalog Ill.
‘l of affordable

il T BUILDING PRODUCTS DIV.
ST P INDUSTRIES P.O. BOX 1527, HUNTSVILLE, ALA. 35807
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HowNordbr-

(174 thncker, 92% stronger.)

There are two big differences
in Nord bifolds. The kind of wood
we use. And how much we use.

Only Western hemlock goes

into our doors. It has a close, even
grain that's ideal for stain, or any

finish. More important, it's
inherently stronger than woods
such as pine. So our hemlock
doors are just naturally stronger
than common pine bifolds.

Secondly, we've added an extra
quarter-inch to our doors. Instead
of 1% " thick like most other
bifolds, Nord bifolds measure
1%" thick.

What does it all mean? In terms
of basic bending strength, Nord
1% " Western hemlock doors are
91.63% stronger than 114"
Western pine. (As computed by
the Western Wood Products
Association.)
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Our doors are more rigid. They
have greater depth, a better
profile. They look and feel more
substantial because they are.

For full-color literature on the
complete Nord bifold line, write
“bifolds” on your letterhead and
mail it to E.A. Nord Company,
Everett, WA 98206.

Photograph shows 39 Nord bifolds
compared to 39 pine bifolds.

NORD

NATURALLY 4 ,

MAKES IT BETTER




How Nord bifolds

1/4” thicker, 92% stronger.)

There are two big differences
in Nord bifolds. The kind of wood
we use. And how much we use.

Only Western hemlock goes
into our doors. It has a close, even
grain that's ideal for stain, or any
finish. More important, it's
inherently stronger than woods
such as pine. So our hemlock
doors are just naturally stronger
than common pine bifolds.

Secondly, we've added an extra
quarter-inch to our doors. Instead
of 1% " thick like most other
bifolds, Nord bifolds measure
1% " thick.

What does it all mean? In terms
of basic bending strength, Nord
1% " Western hemlock doors are
91.63% stronger than 11"
Western pine. (As computed by
the Western Wood Products
Association.)
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QOur doors are more rigid
have greater depth, a better
profile. They look and feel mt
substantial because they are.

For full-color literature on t!
complete Nord bifold line, wrift
“pifolds’ on your letterhead an
mail it to E.A. Nord Company,
Everett, WA 98206.

Photograph shows 39 Nord bifolds
compared to 39 pine bifolds.

NORD

NATURALLY

MAKES IT BETTER




Freglgces .
}I‘iglh ildin - S

/ing Your pro
like a tall order@ Read this:

Martin Free-

~ Standing fireplaces
" arelowincost,
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.

y e Choose from wood-and-coal-burn-
% ing, electric, and gas models in a
A= yariety of styles, including two new

contemporary models.

Martin“Build-In-Anywhere E
fireplaces have zero clearance ;.
I

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- l‘ﬁ.
level installation. -

B Write for our catalog “l.
J ofaffordable

Fanad ey BUILDING PRODUCTS DIV.
STIOTE O INDUSTRIES P.0. BOX 1527, HUNTSVILLE, AL




Compared to tinted glass,
Solarcool reflective glass can add
as Iittle as 10% to the cost of the
total wall system.

Yet it brings virtually any type
of light-commercial building to life
with the unigue and prestigious
gsthetics that only reflective glass
can offer.

There's no limit to the effects
you can achieve. Wood, concrete,
masonry, and metal can all be
dramatically complemented
by reflective glass.

But besides good looks,
Solarcool reflective glass gives you
good performance, t00.

Since it is reflective, it shields
the sun’s glare and reduces heat
gain more efficiently than tinted

PPG Solarcool reflective
Its looks don't reflect its price.

glass. So your air conditioning
system is more economical.

In cold climates it can save on
your heating costs, too. Because
it becomes an excellent insulator
when used in double-pane
construction.

So treat yourself and your
next building to the remarkable
beauty and excellent performance
of Solarcool reflective glass.

For all that you get, it's not all
that expensive.

To find out more about it, see
your local glass distributor, or write
for our free booklets to: Dept. H-75,
Solarcool, PPG Industries, Inc.,
One Gateway Center, Pittsburgh,
Pa.15222.

PPG: a Concern for the Future
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Professional Office Building, Panama City,

Flonda
Architect: James Graham Chapman
Contractor: Jean Mordellet

2. Roanoke Office Building, Phoenix, Arizona

Architect: E. Logan Campbell
Contractor: Shuart Corporation

3. Rusty Scupper Restaurant, Oakland

California

Architect: Sandy & Babcock
Contractor: Willams & Burrows, Inc
Tucker Office Building, Atlanta, Georgia
Architect: Arkhora & Associates
Contractor: Hails Construction
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House & Home presents
Dave Stone’s new book on

how to turn wavering
into confident

2508 pages
714" x 104"
$19.95

As an outstanding professional in face-to-face selling, Dave Stone knows
exactly what it takes to turn wavering prospects into confident buyers.

In his new book on HOW TO SELL NEW HOMES AND CONDOMINIUMS,
Dave distills over thirty years of rich and varied selling experience as salesman,
sales manager, sales trainer and sales consultant.

Dave Stone digs deep below the surface to give you a clear picture of how
buyers and sellers react to each other. He shows both as factors in the human
equation that tip the scale—and the sale—in one direction or the other.

HOW TO SELL NEW HOMES AND CONDOMINIUMS is a basic book
about people— the people who buy homes from the people who se// homes. It
brings to sight all the hidden worries, fears and hopes that motivate buyers and
sellers alike. It shows how these powerful emotions bounce back-and-forth
between buyer and seller. And it reveals how the salesmans own attitudes,
moods and expectations become part of his own selling problem.

prospects
homebuyers

Dave Stone, President of The Stone Institute,
Inc., enjoys a national reputation as realtor,
author, lecturer, salesman, sales trainer, sales
manager and sales consultant to builders, devel-

opers, realty and financial firms in the housing
field.

His mastery of selling strategy, selling tactics and
selling lines derives from perceptive insight on
what really happens when salesman and prospect
meet. In plain, simple language, Dave Stone
describes the nature of these reflex reactions and
how to cope with them successfully.

With style and wit, Dave Stone describes the thinking, planning and under-
standing behind successful strategy, selling tactics and selling lines that make
the sale.

HOW TO SELL NEW HOMES AND CONDOMINIUMS was written not
only to guide ambitious beginners, but also to update highly professional
salesmen on the whole new set of problems involved in selling condominiums.

Worth the price of the book itself is the chapter on Selling Against Competition
which compares buyer advantages of each type of housing to the disadvantages
of each other type of housing. It provides instant leverage in knowing exactly
how to approach almost anyone in the market for a new home or condominium.

That extra sale is all it takes to re-pay your investment in Dave Stone’s new book
on HOW TO SELL NEW HOMES AND CONDOMINIUMS over and over
again. Make Dave’ ideas work for you. Fill in the order form below.

SALES STRATEGY THAT WORKS

49 ways to help buyers with equity financing
54 ways to judge competitive location, design,

SALES TACTICS THAT WORK

How to dissolve buyer tension
How to finesse the complainer

SELLING AGAINST COMPETITION
Buyer Advantages Buyer Disadvantages
New home vs Re-sale home

Production home vs Custom home

construction quality & financial factors
Sales strategy for scattered sites
G ways model homes can increase sales volume
Logical sequence for visual aids
Use of calendars, log books and lot-holds
The worst place for floor plans
How to isolate selection and material exhibits
Typical Builder Control Manual for openings
Traffic Report Form to detect marketing problems
Subdivision Control System for materials

How to set deadlines for decision

How to handle impossible requests for change
How to handle options without losing control
How to reduce major problems to minor factors
How to ask the questions they want to answer
How to create a sense of urgency

How to relate floor plans to living requirements
How to set up return visits

6 knockout questions for openers

8 typical closing questions

95 sales slants for 46 common expressions

Custom home vs Production home
Conventional home vs Mobile home
Owning vs Renting
Condominium vs Single-family
Condominium vs Townhouse
Single-family vs Condominium
Townhouse vs Condominium
Townhouse vs Single-family
Low-rise vs High-rise
High-rise vs Low-rise
Small community vs Large community
Large community vs Small community

_________________________ _.___________...____.i
' |

Yes! o= |
» Dave Stone’s new book on |

HOW TO SELL NEW HOMES AND CONDOMINIUMS l

Enclosed is check for $19.95 payable I

to House & Home Press. 1

209% DISCOUNT ON 10 OR MORE COPIES I

Mail this coupon with remittance to: :

House & Home Press |

1221 Avenue of the Americas |

New York, N.Y. 10020 :

|

Your Name |
|

Firm Name |
|

Mailing Address |
City State Zip I
|

HH-7-75 :
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PROFILE OF TODAY'S HOMEBUYER

How decisions are made: the balancing act
Obstacles to decision-making

6 things that worry homebuyers

25 common objections and what they mean
19 buying signals and how to read them
Buyer options as competitive factors

Buyer Profile Guide to closing action
Buyers Household Inventory List
Checklist for the buyer’s big move

PROFILE OF THE SUCCESSFUL
SALESMAN

The art of quick qualifying

How to control your effect on others

How to feature the buyer’s perceived values
9 elements of siting you should know

14 types of construction knowledge you need
How to schedule the 600-minute salesday
Daily Work Plan for effective selling

Sales Procedure Checklist

Flowline of selling points for presentations
13 ways to enrich your prospect list

15 good thank-you gifts for buyers




Schnabel—Andrichyn

Kulpsville, Pennsylvania

Frederick C. J. Schnabel, General Partner,

CORIAN® vanity tops and bowls are standard in all units

“In our condominiums, we get terrific

benefits from DuPont CORIAN.
It’s a great sales feature.”

Two long-time Eastern Pennsylvania
builders, Frederick C. J. Schnabel and
Charles Andrichyn, Jr., are building a

“total community” of 1.840 condominiums,

a shopping center, an office park and an
industrial park called Towamencin in
Kulpsville, Pennsylvania.

“We're installing CORIAN vanity tops
and bowls in all the baths,” says
Mr. Schnabel. “In addition, our top-line
‘Sequoia’ model has CORIAN as a

Room 24631,
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standard for kitchen counters, a tub sur-
round in the main bath, and a shower in
the master bath.

“Prospective buyers are so impressed
by the CORIAN in these top-line units
that many of them insist on it as an option
when they buy the less expensive
models.

“We like CORIAN so much we’ve
even worked out a way to use it as trim
around the fireplace. It’s a real seller.”

Take advantage of the Practical Elegance of CORIAN® building products, CORIAN is 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 vou, write to Du Pont,
Nemours Building, Wilmington, DE 19898.

CORIAN

REG. U & PAT OFF

Building Products
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"Cost pressures have made us more quality-conscious.
That's why we're sticking with KitchenAid dishwashers,
disposers and compactors.’

Today’s slack economy has put most
home builders under pressure to cut costs.
It’s no different for Blase Cooke,

Project Manager of Sumner Village in
Bethesda, Maryland.

“We're always rechecking the
appliances that are specified to make sure
we're getting what we pay for,” Blase
says. “With KitchenAid, we do. We know
we could save a few dollars if we used
another brand. But it wouldn’t be worth
the loss of KitchenAid quality.”

Every Sumner Village condominium
Blase Cooke now builds includes a
KitchenAid dishwasher, trash compactor
and food waste disposer. And here’s

why he thinks the KitchenAid reputation &%

e for quality is so important:

“You can tell prospects appreciate
the KitchenAid appliances when they
tour the models. They see we don’t
skimp or cut corners.”

Perhaps you can use KitchenAid
appliances to show your customers the
same thing.

Call your KitchenAid distributor

- today. He'll tell you about his builder

plan. Or write KitchenAid Division,
Dept. 5DS-7, Hobart Corporation, Troy,
Ohio 45374.

Kitchenﬁﬁd gppliances give you your
money’s worth. Because
they help your customers
get theirs.

KitchenAid: Built better. Not cheaper.

Dishwashers * Trash Compactors * Disposers * Hot-water Dispensers CIRCLE 42 ON READER SERVICE CARD
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Blase Cooke, Project Manager, Thomas P. Harkins, Inc.,
Silver Spring, Md., General Contractor. fle
Developer: George G. Mulligan & Associates, Chevy Chase, Md, [R5




Meet Woodsman

Our New Low-Cost,
One-Piece Steel Garage Door >

with all the good looks of natural, rough sawn
wood (and none of wood’s problems).

provide longer life, smoother opera-
tion, less maintenance and fewer
call-backs.

It's the garage door you've been
asking for. An attractive, economy-
priced door having all the beauty of
wood and none of its inherent head-
aches, like—rotting, warping,crack-
ing, shrinking and swelling.

QOur new Woodsman is all steel, with
specially embossed panels to look
like rough sawn lumber. And because
it's steel, it won't absorb moisture to
change its weight or balance either.

Now, more than ever, Woodsman
makes a lot of money saving sense to
you as a bu