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FORECAST ‘76: A modest recovery and maybe more
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Build more house for the money. "
With floors of Azrock Concord Woods.

From colonial America comes a timeless floor styling. Concord Woods. In Azrock vinyl asbestos tile.
Recreating the richness of hand-set parquet flooring, Concord Woods has a depth and clarity of embossing
that reflects light to achieve an intriguing rustic look. Let Azrock Concord Woods help you build more house
for the money. It's low in cost, easy and inexpensive to install over wood subfloors or directly on concrete slab.
And the embossed woodgrain design helps to conceal irregular subfloors. You can install it on walls, too, for
added decorator appeal at little cost. Whatever you build—the basic house, custom homes, apartments—

in new construction or remodeling, Concord Woods gives you more floor for the the vinyl
money, lets you offer more house for the money. In 12" x 12" tiles, 1/16" gauge. o ¥ asbestos

- floor tile
See Concord Woods now at your Azrock flooring contractor. people

For samples and more information, write Azrock Floor Products, Dept. 547B, P. O. Box 531, San Antonio, Texas 78292.



Chimes of the Times

The Nulone Bicentennial Collection of Door Chimes
will make home buyers listen
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Let Freedom Ring

Nulone answers the call for quality, styling convenience and selection.

The Liberty ...rich walnut finish and
distinctive round shape contrast
R beautifully with the intricate
needlepoint styling of our
national symbol...the
eagle. Worthy of Betsy

. Ross herself, the Liberty
is a decorative accent for
any setting. Sounds two
notes for front door, one
for rear.

Monticello ... substantial and rich-looking,
worthy of the master of Monticello.
Beautifully detailed cabinet. finished in rich
walnut. Door-panel inserts have the fashion-
able look of cane. Gold-finished hinges,
handles and gallery rail add to the look of
elegance, as do the satin-finished brass
tubes. Melodious Westminster chime se-
quence will carry you back to a by gone era.
Volume control and selector switch for 8
or 4 notes for front door, one for rear

door and a different note for third door.

The Williamsburg ... Declare your inde-
pendence from the ordinary with the stunning
Williamsburg. It can be connected to your inter-
com to relay chime tones to all rooms with
speakers. This clock and chime has the same
designing and elegance as the Monticello model,
without the tubes. 8 or 4 notes for front door,
one for rear door and a different note for third
door. Also available as an electronic model.
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See the complete collection of Niulone
Bicentennial door chimes at your nearby
Nulone distributor. For his name,

DIAL FREE 800/543-8687 in the
continental U.S. except in Ohio,

call 800/582-2030

Nulone's Got It!

-

I Concord .. with its
shapely turned spindles

commemorates the turn-
Nulone Housing Products 1 ing back of the British at
13 Concord. Colonial-inspired,
1l perfectly scaled for smaller
' homes, warm walnut finish
Madison and Red Bank Roads, Cincinnati, Ohio 45227 |l all conspire to give it a lovely
Dept. HH-11. Form 2534, Printed in U.S.A. elegance of its own.
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Jefferson...this magnificent
wall clock and chime with the
lovely Westminster chime
sequence is named for the
drafter of our Declaration of
Independence. Cabinet, richly
finished in distressed walnut.
achieves a handcarved look.
Antique white clock face has
gold filigree corner decora-
tions, black hands and nu-
merals. Satinfinish tubes.
Volume control and selector
switch for 8 or 4 front door
notes, one for rear door and a
different note for third door.

Spirit of 76 ... the three figures
from America’s favorite fife and
drum corps by Willard, march out
of our revolutionary past to greet
guests with a flourish of Colonial
spirit. An inspiring decorative note
for your home. The Colonial detail
and beautiful bas-relief center
plaque are finished in warm walnut.
Two notes for front door,

one for rear.

Jamestown...named for the first
permanent settlement in America,
the Jamestown is rich, warm and
Colonial. Mellow fruitwood finish.
turned spindles, gold-finished eagle
and tubes give this chime an
elegance that speaks for itself.
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Shakertown Panels
win the cedar shake sidewall race.

What'’s the fastest way to install cedar shakes and because 8 foot long Shakertown Panels are made of #1
shingles? With Shakertown Panels. grade shakes and shingles permanently bonded to a

In fact, you can apply Shakertown Panels on sidewalls wood backing.
as much as 70% faster than individual shakes and With Shakertown Panels you get all the things you like
shingles. But that’s where the difference ends. about individual shakes and shingles. Of course, there’s

Because once they’re in place, they look, last and one thing you won’t get, and that’s high labor cost. So why
insulate just like individual shakes and shingles. That’s not find out more? Write us.

Box 400
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NEWS/POLICY

NAHB's directors win President Ford’s pledge to talk things over

Only the President can save the
housing industry now. That was
the last-ditch theme of the Na-
tional Association of Home
Builders’ fall board of directors
meeting in Honolulu.

And the directors had the en-
couragement of the Chief Exec-
utive himself.

Fresh from a two-hour meet-
ing with HUD Secretary Carla
Hills in Washington a few days
earlier, NAHB’s national of-
ficers arrived in Hawaii to find
a telegram from President Ford:

“I. .. assure you of my very
deep concern for the serious sit-
uation within the housing in-
dustry. I fully intend to get to-
gether with you at our earliest
possible convenience.”

Hopefully, that was to be
sometime in October, NAHB’s
President Mickey Norman said.

Action program. The direc-
tors endorsed these actions they
would like to see the President
take:

® Make available immedi-
ately all $10 billion of the
Brooke-Cranston single and
multifamily mortgage funds au-
thorized by the 1975 Emergency
Housing Act.

® Reopen the GNMA Tan-
den Plan for FHA and VA multi-
family, single-family and condo-
minium mortgages.

e Simplify the Section 8 ren-
tal assistance program to make
itoperable, which includes find-
ing a practical method for fi-
nancing new construction.

® Force mortgage interest
rates downward by exerting
pressure on the Federal Reserve
Board to increase the money
supply and on insurance compa-
nies and pension funds to invest
more money in residential
mortgages.

Playtime. The builders felt
they deserved some relief from
the bleak housing scene, and
Hawaii was the place to get it.
More than half of NAHB’s 1,200
directors were there along with
500 non-board members. They
enjoyed sunny afternoons at the
beach, evening cocktail recep-
tions outside under colored lan-
terns and a seven-course Chi-
nese banquet complete with
fireworks and hula dancers.

But they spent their mornings
agonizing over the crippled
housing industry, searching for
solutions and writing position
statements on some 25 pieces of
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Felicitations for California builder Bill Lyon came from both wife and direc-

tors at NAHB'’s Honolulu conference. Now a major general, he is new chief
of Air Force Reserve. President Mickey Norman is at right.

housing legislation pending in
Washington.

Woes in Washington. ““The
legislative department has a
monumental job this year,” said
First Vice President John Hart.
He deplored housing’s treat-
ment in Washington, citing
among several examples:

‘“Arthur Burns has teamed up
with the banks to help the
REIT’s get out of their bad in-
vestments but he’s not helping
the builder.”

““There’s an alliance between
labor and the Administration to
allow secondary boycotts at
construction sites (HR 5900 and
S 1479 situs picketing bills) and
to exclude the construction in-
dustry from the Taft-Hartley
law.”

Fund drive. To get more clout
in Congress, the directors de-
cided to devote greater effort to
raising funds for political contri-
butions. They adopted as
NAHB’s official political contri-
butions committee the already-
established Builders Political
Campaign Committee (BPCC).

In the past, BPCC had no
direct affiliation with NAHB,
though some of its trustees were
NAHB officers and directors.

Now the committee, under
NAHB’s past-president, Leon
Weiner, will have full use of
NAHB facilities and equipment
for raising funds to support the
campaigns of congressional can-
didates friendly to housing.
However, federal election laws
require that:

® Funds of NAHB and BPCC
must be maintained in separate
bank accounts.

o Contributions to BPCC
cannot be prerequisites to or re-
quirements of NAHB member-
ship.

e NAHB cannot contribute

funds to BPCC.

® BPCC cannot engage in
lobbying to influence the form
or passage of specific legislation.

Legislative aims. The board
passed several resolutions spell-
ing out NAHB’s congressional
objectives:

Defeat the House Ways and
Means Committee’s proposed
Limitation on Artificial Ac-
counting Losses bill and, in its
place, adoption of a reasonable
increase in the minimum tax
under existing law.

Support the Construction In-
dustry Collective Bargaining
Actof 1975 that would establish
a committee of management
and labor representatives to take
jurisdiction over labor-agree-
ment bargaining, and further
amend the Act to give that com-
mittee final approval over all
agreements.

Reject proposed legislation
now in the Senate to establish
federal standards for the sale of
residential condominiums, and
leave that control in the hands
of the states.

Rescind the Real Estate Set-
tlement Procedures Act, effec-
tive June 20, because it has in-
creased rather than reduced loan
settlement costs for home-
buyers, and has caused added
paperwork for builders which in
turn has increased house prices.

Remove the restrictions on
Brooke-Cranston funds that
limit a builder’s per-lender com-
mitment to $300,000 and re-
quire that 75% of the lender’s
commitment be delivered in
mortgages of $36,000 or less.

Policy goals. Other board res-
olutions, aimed at freeing more
government funds for housing,
called for:

® More Farmers Home Ad-
ministration (FmHA) mortgages

for moderate-income rural fami-
lies under Section 502 by raising
the applicant’s income limit
from $12,900 to $14,500, thus
making more families eligible
for the loans.

® More FHA Section 502
mortgages for low-income rural
families by raising the appli-
cant’s income limit from $8,500
to $10,500.

® Re-openingall GNMA Spe-
cial Assistance programs, in-
cluding Section 8, to provide
mortgage credit for FHA/VA
single- and multifamily hous-
ing.

Stable membership Despite
a bad year, Treasurer Robert Ar-
quilla was able to report that
NAHB membership is holding
at 72,500. The Washington staff
has been allowed to shrink
through attrition, and the asso-
ciation is operating within its
income.

One bright spot is the rapid
growth of the Home Owners
Warranty (HOW) plan, NAHB's
two-year-old insured protection
program for new-home buyers.
The directors were told that
more than 2,000 builders are
participating, up from 100 a year
ago. Local and state HOW coun-
cils have increased from ten to
52, and the program has been
broadened to include highrise
elevator buildings.

HOW'’s deficit The program’s
rapid growth took a toll on the
association’s budget, however.
NAHB’s Homeowners War-
ranty Corp. ran a deficit of more
than $600,000 for the fiscal year
ended June 30. Fortunately, this
was more than offset by the $1.5
million in before-tax profits re-
ceived from the sale of the old
Washington Housing Center
building that NAHB moved out
of last year.

The directors took time out to
pay special tribute to Maj. Gen.
Bill Lyon, long-time California
builder and NAHB national vice
president, who became chief of
the U.S. Air Force Reserve this
year. Lyon was honored as ““an
outstanding builder, soldier and
good citizen.”

As the directors left Hawaii
they may have wondered how
future meeting sites will com-
pare. The next three fall confer-
ences will be in Salt Lake City,
Biloxi and Denver.

—H. CLARKE WELLS
in Honolulu
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“Here in Burnsville, Minnesota, my customers
That’s why | put General Electric

H&H NOVEMBER 1975

“I've been using GE since 1958. When I put in
their kitchen appliances, I don't have to worry. I
know theyll give dependable operation, and GE's
Customer Care® service is excellent.

“GE’s big variety of appliances is important to
me, too. Like their double oven, drop-in units, oven
with a cooktop and so on, including GE heating and
optional central air conditioning. It gives my cus-
tomers a choice and gives me flexibility in building.

“Talsolike the new features GE comes along with,
like the refrigerator with the ice cubes coming out
of the door and the Potscrubber® dishwasher. These
features help us sell houses.

“My salesman, Rolf Wunder, has to talk to all
kinds of home buyers. This is what he says:

““When home buyers see the nationally adver-
tised General Electric name, it gives them a feeling
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of confidence. If I have to sell a house to a couple,
I may well sell the woman on the basis of what's in
the kitchen.

“‘Ifshesees up-to-date features on her appliances
and she knows she can get service easily—should
she ever need it—she’s likely to figure that the rest
of the houseis of similar quality. And ifshe approves
of the kitchen, she’s more likely to accept my credi-
bility as a salesman!” '

General Electric is prepared to help single-fam-
ily residential builders. Let us review your kitchen
designs and plans. Or perhaps you want merchan-
dising and advertising assistance. And remember,
your appliances will be delivered where and when
you need them. Your GE Contract Sales Rep will
helpyou however hecan. Youcanreach him through
your local GE Major Appliance Distributor.

Over 25 years of consistent service to builders.

GENERAL @3 ELECTRIC
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expect top value in the homes I build.
appliances in the kitchens

George R. Butler, Bloomington, Minn.
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THE SPIRIT OF SHENANDOAH PANELING.
IT COMES THROUGH TO SELL HOMES FOR YOU.

Lafayette Red

When you choose Shenandoah®

paneling for your houses and apartments,

you've just bought yourself a built-in
salesman.

Because like all Weldwood®
paneling, Shenandoah gives character to
your rooms. And it sells. In fact, it’s one
of our biggest sellers.

Stands to reason, too. When you
consider the value you get for the price.

Garrison Gold

8 H&H NovEMBER 1975

Countryman Brown

@

Like, the Shenandoah adze texture that
looks almost hand-hewn. Its wide range
of decorator colors to choose from. Its
durability.

All this tells your buyer that you'll
give him more than just surface
treatment. That you care about details.

And that’s the stuff sales are
made from.

To see the wide variety of Weldwood,

Plymouth White wn

U.S. Plywood
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Champion International Corporation

the best known paneling in the business,
callyour local U.S. Plywood Branch Office.

And to get a closer look at
Shenandoah paneling, visit your local
dealer. You'll see the kind of spirit that
comes through.

PANELING
from U.S. Plywood

; [ ‘ .
e
Flaxen White Liberty Brown

©1975 Champion International Corporation




NEWS/ POLICﬂ

Housing goals: A numbers game again—but does it mean anything?

With starts limping toward
year’s end at an annual rate of
little more than a million, hous-
ing advocates have begun to in-
sist that a whopping 50% to
100% increase is imperative.

“But the real issue,” Chair-
man Oakley Hunter of the Fed-
eral National Mortgage Assn.
told the Senate Housing Sub-
committee, “is not so much
whether the needs are 1.8 mil-
lion or 2.3 million (starts a year)
but whether needs anywhere in
this range can be met."”

That is, will the mortgage
money be available to finance
such an ambitious level of con-
struction?

And from what lending insti-
tutions and at what interest
rates?

The Senate hearings, directed
by Chairman William Proxmire
of the Banking Committee,
were intended to “develop data
on housing and mortgage credit
needs for the next five years.”

Pressure tactic. The hearings
were also designed to:

e Increase the build-more-
housing pressure on the Pres-
ident.

® Air the view that some-
thing—anything—should be
done to step up housing produc-
tion.

e And propose a program—or
go along with someone else’s
program—to restore signs of life
to the industry.

Proxmire noted for the record
that the Federal Reserve Board,
the crucial credit agency, had
disregarded his request for an es-
timate of what the goals should
be. But he also noted that the
Federal Home Loan Bank
Board’s response—which he
said set out the Ford administra-
tion’s position—held that:

e Numerical housing goals
may very well be misleading.

e The way to shelter the poor
is to give them an income and
let them rent their own hous-
ing—not build special housing
that they find themselves un-
able to rent.

Criticism of concept. The
board noted that housing goals
“‘have served the purpose of mo-
bilizing public opinion . . . for
needed housing programs’”’ but
said that “any quantification of
goals should be directed at
households that, for one reason
or another, require government
assistance.” If deficiencies in
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the housing stock are the prob-
lem, the HLBB said, then “hous-
ing policies need to be oriented
at least as much to improving
and using more effectively the
existing housing stock as to add-
ing new units.”’

HUD supplied a 40-page state-
ment, “Estimated U.S. Housing
Needs to 1980,” and it likewise

The National Association of
Home Builders came up with an
estimate of 2.8 million starts as
an average yearly housing re-
quirement. That would trans-
late into 2.3 million conven-
tional starts if mobile homes ac-
count for one-fifth of the pro-
duction, as they have in the past.

Weicher admitted that ““goals

HUD'’s estimate of U.S. housing needs is available from the Senate’s housing
subcommittee, 5228 DSOB, Washington 20510. Send address label.

devoted many pages to explain-
ing why “the pursuit of a rigid
numerical housing goal” was
apt to be useless and perhaps
even counterproductive.

The big numbers. HUD sent
up its chief economist, John C.
Weicher, to discuss four projec-
tions based on estimates of fam-
ily formation.

HUD's ““main-trend” require-
ments are those considered
most likely to reflect actual
needs. They called for 6.1 mil-
lion single-family and 4 million
multifamily units over five
years—plus 1.1 million mobile
homes. That’s 2 million conven-
tional starts a year—plus addi-
tional starts to replace an esti-
mated 1.5 million substandard
units by 1980.

may be reasonable where we
have no up-to-date information
on housing quality. But as up-to-
date information actually shows
how many substandard units
there are and where they are, he
said, “I think the production
goal may not be particularly
necessary.”

Pro-goalsmen. There were
critics who disagreed with
HUD. Among them were Henry
Schechter, the AFL-CIO hous-
ing economist; John Kokus Jr.,
an American University profes-
sor representing the NAHB;
Leon Weiner, a former NAHB
president; Morton Schussheim
of the Library of Congress and
Arthur P. Solomon of the MIT-
Harvard Joint Center for Urban
Studies. Their consensus was

Blackburn named to head Bank Board

GEORGIA’S BLACKBURN
Chosen to regulate S&Ls

President Ford has nominated
Ben B. Blackburn, a former
Republican congressman from
Georgia, as chairman of the Fed-
eral Home Loan Bank Board.

The board regulates the 2,060
federally chartered savings and
loan associations.

On confirmation by the Sen-
ate, Blackburn, 48, would suc-
ceed Thomas R. Bomar, 38, who
resigned in June to become pres-
ident of the American Savings &
Loan Assn. in Miami.

Blackburn served four terms
in Congress but was defeated
last year by a Democrat.

that establishment of a goal
“represents a commitment by
the government to housing.”

Schechter, whose analysis in-
dicated that 500,000 subsidized
starts are needed each year for
the next five years, said that
“the annual housing survey will
help.” But he added that bidding
for funds is the key.

“The competition,” he ex-
plained, “is between the hous-
ing consumer and the con-
sumers of other goods and ser-
vices who are willing to pay
more for money.”’

“Unless we get away from let-
ting funds be allocated to bid-
ders as we have before,”
Schechter said, “we will stay
pretty much in the same posi-
tion in housing as we did be-
fore.”

$65 billion a year. Hunter cal-
culated that to support 2.3 mil-
lion starts a year for five years—
and allowing for a steady 10% a
year inflation in house prices—
an average of $65 billion a year
in new mortgage money (or $110
billion in all) would be required.
He warned that with inflation,
“these figures cannot be at-
tained. Under conditions of
credit stringency, we are not
likely to achieve even a modest
figure such as $30 billion.”

“The shortfall of mortgage
credit could be as much as $40
billion,” Hunter cautioned,
“and it may not be possible to
extract such an amount from
the general credit markets . . .
Some borrowers are going to be
forced from the market and the
housing finance agencies may
be the victims—for there is little
purpose in borrowing funds
which cannot be lent out at
going market rates.”

FHA chief’s view. David S
Cook, the new FHA commis-
sioner, submitted a statement to
the committee. He said mort-
gage money for the next five
years ‘‘is likely to come pri-
marily from the same lender
groups that have supplied these
funds in the past.” He concluded
that ““the only way the federal
government can help assure an
adequate flow of mortgage
credit for housing at reasonable
cost . . . is to return the nation’s
economy to a course of stable,
non-inflationary growth.”

—DonN Loomis
McGraw-Hill World News,
Washington
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WINDOW PAINS.

Fuel savings.

Beneath Perma-Shield Gliding Windows’ vinyl sheath lies a
wood core, one of nature’s best insulators. And with double-pane
insulating glass, Andersen Windows can reduce conducted

heat loss by up to 359, (compared to single-glazed windows
without storms).

Security.

Spring-loaded rods provide positive locking of window
at top and bottom. Factory installed, with attractive
operating handle.

Snug-fitting design.
Andersen Windows are two times tighter than industry

air-infiltration standards. To help seal out drafts, help save on
heating and cooling bills. Weatherstripping is rigid vinyl, factory applied.

No storm window bother.

Double-pane insulating glass provides a major
part of the fuel-saving benefits of single-glazed
windows with storm panels. And the convenience
of only two glass surfaces to clean instead of four.

Easy installation.

Perma-Shield Gliding Windows come completely
assembled. No hardware to apply or lose. Continuous
installation fin eliminates need for separate flashing

on frame wall construction. Easy to install in all types
of wall construction.
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NEWS/POLICY

HUD to rescue today’s new towns, may let tomorrow’s sink or swim

Looking at the current state of
the new communities program
launched in 1968 and now
backed by a federal commit-
ment to some $354 million in
privately-issued bonds, Republi-
can Congressman Bill Frenzel
of Minneapolis summed up:

"The developers have taken
their bath, the financiers are be-
ginning to take their bath, and
HUD is going to have to take its
bath.”

Frenzel was speaking from
knowledge of two new towns in
the Minneapolis area that are
nearly broke. Both are backed by
$4.5 million in federally-guaran-

teed bonds.

Frenzel was one of nearly 30
witnesses—developers,  bank-
ers, mayors, planners, professors
and state and federal officials—
heard from during three days of
critical questioning by the
House housing subcommittee.

‘Program not working.” The
committee heard the gritty de-
tails that dramatized what Rep.
Thomas L. Ashley (D., Ohio)
said at the outset: ““Almost all
(the new towns) are suffering
grave financial difficulties . . .
The program is in deep trouble

... The program is not work-
ing.”

From Melvin Margolies, act-
ing administrator of the pro-
gram since the sudden resigna-
tion of Otto Stolz as the hearings
were about to begin, the com-
mittee won at least cautious as-
surance that HUD would do
what it could to keep afloat the
13 towns backed by federally-
guaranteed bonds. None, HUD
officials said, is near foreclosure,
and it became clear at the hear-
ing that foreclosure would be
avoided if possible.

But eight of the 13 are “out of
cash or shortly will be,” Margo-
lies told the committee, because
of “inflated costs, faster spend-
ing and lack of revenues.”

Clouded future. As to the
future of the program—and

whether applications from addi-
tional developers will ever be ac-
cepted again—Margolies was
noncommittal. He said merely
that HUD “still has an open
mind.”

Before the hearings began, the
pattern of HUD's future support
became apparent in the deal that
was negotiated to bring new
management and money into
fonathan, Minn., 20 miles out-

side Minneapolis. Jonathan, the
first federally-backed new town,
sold the first of its $21 million
of guaranteed bonds in October
1970.

How HUD helps. Jonathan's
creditors have approved a refi-
nancing plan drawn by HUD of-
ficials and Philadelphia’s Land-
tect Corp., which is to become
the majority shareholder in Jon-
athan. The deal:

® Each dollar in new equity
added by Landtect or of debt
postponed by a creditor will be
matched by HUD with new-
grant money up to $4 million.

® HUD will defer and capital-
ize half of the fees it charges Jon-
athan for guaranteeing its
bonds—about $50,000 per year.

® HUD will defer and capital-
ize all interest payments due on
the $21 million of bonds for up
to five years by paying the debt
service out of HUD’s new-com-
munities revolving fund.

® Landtect will invest $1.25
million in Jonathan and assume
its $35 million in assets and li-
abilities.

Others in line. Something like
this package is what other trou-
bled new towns are about to get.
Among those on HUD’s list are
Park Forest South, near Chi-
cago; Riverton, near Rochester,
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N.Y.; Flower Mound, near
Dallas, Tex.; Cedar-Riverside,
the new-town-in-town in Min-
neapolis; and Gananda, near
Buffalo, N.Y.

The hearings were marked by
developers charging HUD offi-
cials with mismanagement and
foot-dragging, HUD officials
charging that developers exer-
cised little control over expendi-

tures, and a developer contend-
ing that HUD reneged on its
promises to him and that the
basic problem is ““a policy deci-
sion at a top level” of the Nixon
and Ford administrations that
the new-community program
"“is something they don’t want.”

Charge and counter. James D.
Wilson, whose Interstate Gen-
eral Corp. is developing St.
Charles in Maryland, near
Washington, spoke of the $6
million of equity he had put into
the project and listed promises
he said HUD had broken.

I was naive,” he said, and he
argued that, if he had known
how the government would
handle the program, “I would
never have gone into it.”

Margolies countered Wilson's
testimony, under questioning
by Rep. Garry Brown (R., Mich.).
Margolies cited figures that, he
said, showed that Wilson “‘got
more cash for his other com-
panies out of the new communi-
ties program than he put into
it.”’

A spirited defense of new
towns was made by James W.
Rouse, developer of the pri-
vately financed new town of Co-
lumbia, Md. Rouse said it would
be “inexcusably reckless and ir-
responsible” for the federal gov-
ernment not to promote new
towns as an alternative to urban
sprawl.

Bank for new towns? Rouse
suggested that a new-commu-
nity bank might be created to fi-
nance new towns. He agreed
with the suggestion of Rep. Le-
nore Sullivan (D., Mo.) that such
a bank might be designed some-
thing like the Reconstruction
Finance Corp. of the 1930s.

John B. Turner, president,
Friendswood Development Co.,
Houston, which has two pri-
vately-financed towns under
way, said his company was un-
likely to try such projects again.
Clear Lake City/Bayport, begun
in 1963, “will break even this
year’”” on a cumulative basis, he
said, but Kingwood, begun in
1969, “has not yet reached the
break-even point.”

Reston’s woes. Turner and
other developers, including
James W. Todd, president of
Gulf Reston Inc., indicated that
if they had it all to do over again,
they wouldn’t.

Todd said that privately-fi-
nanced Reston, in Virginia, was

hampered by alocal sewer mora-
torium which Reston fought in
court and defeated. But he said
the delay cost Reston $10 mil-
lion to $20 million in sales. The
Reston staff has been cut in half
this year, Todd said, and the
firm is “hoping to be financially
successful again by the end of
1976.” Another delay, Todd
said, “would be a death blow.”

Rouse said Columbia’s own
refinancing has been ‘re-set”
and added: “We're in no finan-
cial jeopardy.” Even with con-
servative economic projections,
he said, Columbia will pay all its
debt, interest on its debt and a
profit.

Changing times. Lester Gross,
president of Harbison, near Co-
lumbia, S.C., and president of
the League of New Community
Developers, pointed out that the
new towns “were launched dur-
ing a bullish period when hous-
ing starts averaged 2.5 million
starts a year. Financial projec-
tions approved by the New
Communities Administration
generally presumed stable eco-
nomic conditions and that infla-
tion would equally affect costs
and revenues.”

Ashley, at another point dur-
ing the hearings, said he had
seen some of the appraisals used
to support new-town applica-
tions to HUD and “all those ap-
praisals were high.” Of a new
town proposed for the Toledo
area, he said the population
growth projections ““were un-
supportable’” and the sales pro-
jection “incredibly exaggerated
... I was shocked at what was
accepted in this regard.”

Gross said that, among other
things, HUD should waive in-
terest payments on bonds for
five years; Congress should give
new towns a priority as loca-
tions for federal buildings and
installations; community
block-grant funds should be spe-
cifically allocated to new towns.

Gross said new towns haven't
had a fair test since the program
“has only been partially imple-
mented.”

Floyd B. McKissick, head of
Soul City, N.C., may have
struck a consensus when he
said: “I could live with the law
as it is if that law is adminis-
tered and administered on
time.” —DonN Loomis

McGraw-Hill World News,
Washington
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Installing vinyl siding is

something

“We figured it would be tougher to install
vinyl siding. But we wanted to try it anyway.
We felt home owners would be interested in

what we were doing for them. Less maintenance,

with jobs like painting eliminated.” So says
Donald E. Burtchin, Vice President, Koch
Distributors, Sandusky, Ohio.

Russell Carpenter, who installs siding for
Koch, says, “It came as a surprise when 1
found installing vinyl siding is just as easy as
any other. In some ways, easier.”

The siding they’re talking about is made of
Geon® vinyl. B.F.Goodrich Chemical Company
makes Geon vinyl, which other companies
use to manufacture siding. We’ve printed a
new booklet that tells how to install vinyl
siding. Send the coupon for your free copy.

4. Trim sides and tops of doors and windows with J
channels or window/door caps. Installation of siding
panels now begins.

b

8. To fit a panel under a window, cut undersill trim
the width of the opening and nail in place. Crimp the
under window portion of panel with snap lock punch.

14 H&H NOVEMBER 1975

less.
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1. Check to see that all sidewalls and base are level
and plumb. Snap chalk line for the starter strip.

5. Snap bottom panels into the starter strip and nail.
Backer board can be used for extra insulation.

9. Slide the panel into the undersill trim. Installation
of the top course follows a similar procedure.



SO easy, it’s a shame to accept

2. Install all inside and outside corner posts. Leave ¥4’ 3. Position starter strip w1th top edge on the Chalk hne.

at top. Finish nailing every 10"’ to 12’/ in the center Do not nail too tight; stop when hammer head
of the slots. touches edges of nalllng strlps

= e RIS T S BT
b - ,

,

6. Obstructions, such as faucets, are easily passed. Cut 7. Overlap panels by %% of the factory pre-notched
a slot, using tinsnips, in one end of the siding panel. cutouts. Leave %% inch space between the nailing strips.
™ 25 = G = T e i 7.

| B.F.Goodrich Chemical Company
| Dept. H-35, 6100 Oak Tree Boulevard
| Cleveland, Ohio 44131

I Please send free copy, “How to install vinyl siding.”

Title

Company

Address Or Box Number

B E Goodrich Chemical Company

10. When installation is completed, wipe cleim with
mild detergent solution and you have a viny -
clad house that will stay beautiful for years. \ BEGoodrich /
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NEWS/MOBILE HOMES

Mobile-home men try a comeback with builder’s house look-alikes

Can you see it? A mobile home
on the cover of House Beautiful
or American Home magazine?

It could happen—or so the
manufacturers maintain.

That’s not to forget a cataclys-
mic two years. Mobile-home
shipments plummeted 42% in
1974 to the lowest level since
1968, and first-half shipments
for 1975 fell 46% below the
same period for 1974.

But the manufacturers remain
smilingly optimistic. ~ Their
logic is straightforward: If a mo-
bile home looks like a house,
can be financed like a house and
yet costs less than a house, then
buyers will buy it instead of a
house.

“Of course the mobile home

business sees better times
ahead,” said Julia Herron, an of-
ficial of the Manufactured

Housing Institute in Chantilly,
Va. “As the cost of site-built
housing continues to rise, we
keep thinking that surely the
person who can’t afford a house
will buy a mobile or manufac-
tured house.”

Price advantage. Several lead-
ers in the industry agree that the
mobile home’s hour has come,
what with the average conven-
tional house costing $40,000.
That price is beyond the reach of
nearly 85% of the nation’s
households. The big question
still is, however, whether
buyers, zoning officials and
lenders see as much “house” in
the mobile home as the manu-
facturers do.

But the mobile home industry
is working on that. Its trade
group has changed its name
from the Mobile Home Manu-
facturers Assn. to the Manufac-
tured Housing Institute to shed
the gypsy-trailer image that has
followed the industry since
World War II. And manufac-
turers are presenting customers
and financial intermediaries
with new design and con-
struction concepts, all in an at-
tempt to demonstrate thata mo-
bile home is more house than
trailer.

The double-wide. One of the
most promising gambits is the
multisectional mobile, or dou-
ble-wide. The 24-ft.-wide units,
twice the size of a conventional
mobile, account for 28% to 30%
of sales and offer 1,500 sq. ft. of
shelter at an average price of
$13,650 (not including land).

“We have a product that
should have the confidence of
the zoning and planning man,”
said William Weide, president of
Fleetwood Enterprises of River-
side, Calif. and chairman of the
MHI, “but we still have to con-
vince him of the architectural
concepts that are possible.”

The effort to convince plan-
ners of the architectural merits
of mobile or manufactured
housing has already led Fleet-
wood and other companies to
imitate the look of conventional
housing wherever possible.

“We have the capabilities
now to construct overhangs and
shake roofs,”” Weide explained.
“And we've sold some double-
wides to developers without ex-
teriors so that they can finish
them as they desire.”

Double garage, too. Fleetwood
has set up a 1,750-sq.-ft. double-
wide on a landscaped lot at its
Riverside headquarters. The
unit has a double garage at-
tached. Weide says the combi-
nation resembles a site-built
house so closely that “not one in
100 people can tell it’s not a site-
built home.”

At a delivery price of $12 to

i 4 3 o
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*Construction Reports C25-73-13 and C25-74-12, Census Bureau
tEstimated—Elrick & Lavidge Inc. for Manufactured Housing Institute

aspects of the conventional
house is Champion Home
Builders of Dryden, Mich. One
of the top three mobile produc-
ers in volume, Champion
claims to be the only manufac-
turer now using conventional
drywall in all units.

Jerry Kennedy, director of ad-
vertising, says drywall on both
walls and ceilings renders

Champion’s mobiles fire safe
and increases soundproofing of
both interior and exterior walls
by 50%. And drywall is twice as

553

Can you tell? Fleetwood bets that not one person in 100 can tell this isn’

a site-built house. It is a double-wide mobile with double garage. Doubles,:
at $8,000 to $25,000, made up 22% of industry’s sales in 1974.

$13 per sq. ft.,, Weide says, the
home is built to the minimum
California property codes.

“‘Riverside’s zoning and plan-
ning people are interested in it,”
he said. “We’ve shown we can
meet the codes and we are al-
ready able to place units on lots
in Georgia, Alabama and Missis-
sippi in compliance with the
Southern Building Code Confer-
ence. For from $400 to $500
more per unit, we can meet any
zoning requirement.”

A better product. Another
manufacturer that is imitating

heavy as plywood, he said, mak-
ing the drywalled mobile home
22% heavier and more wind-
gust resistant.

The manufacturers claim that
the imitation of conventional
housing construction  with
drywall inside, permanent floor-
ing designs that will make posi-
tioning of units over basements
routine, and various other
house-like architectural accents
all are making mobile homes a
viable alternative for planners
and purchasers. This progress
will be encouraged, they say, by

new HUD construction stand-
ards for mobile homes and by
legislation such as Senate bill
848, which seeks to increase the
amount of FHA mortgage
money that can be loaned on
mobile homes to a maximum of
$27,500, including the lot price.

Depreciation issue. “The fact
that the land will be included in
the financing package is impor-
tant,” said Weide, ‘‘because
when a home is wedded to land
it becomes true real estate. The
popular distortion that mobile
homes depreciate like autos
rather than appreciate like
homes will be exposed for the lie
that it is.”

Weide and Kennedy predict
that by 1980 mobile homes will
have made substantial inroads
not only into near-city suburban
communities but into urban
centers.

“Of the single-family houses
under $20,000 without real es-
tate, 90% are already built in the
factory,” Weide pointed out.
“Over the next ten years Ameri-
cans will need 23 million new
housing units, 20 million of
which will be single-family.
Manufactured housing will ac-
count for half of that.”

Chairman Arthur J. Decio of
Skyline Corp., Elkhart, Ind., the
largest manufacturer, assesses
the industry’s chances for a
comeback in these terms:

““Mobile homes are housing
and as such are not immune to
the conditions that depress the
housing industry. Consumer
confidence is the barometer that
will signal the turnaround for
housing in general and mobile
homes in particular.”

—MIKE KOLBENSCHLAG

McGraw-Hill News, Chicago
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D4000

THE BEST SECURITY LOCK MONEY CAN BUY!

THE SECRET OF WEISER SECURITY -

THIS LOCK IS SOLIDLY ATTACHED TO THE DOOR BY TWO 14”
HEAT-TREATED STEEL BOLTS. THESE BOLTS PASS THROUGH A
SOLID STEEL PLATE OR THE INNER CYLINDER AND THREAD
DIRECTLY INTO THE BACK OF THE OUTER CYLINDER.

PLUS:

A full 1”7 projection dead bolt with a free-turning, /4 ” thick, hardened
steel roller to prevent attack by hack saw.

Heavy, solid brass, free turning cylinder guard ring prevents gripping
or twisting.

Solid, vandal proof construction, and three different functions: Cylinde
deadlock with blank inside plate, locked by key from outside only.

A double cylinder deadlock that can be locked from either side. Last a
single cylinder deadlock with a thumb turn inside.

Only Weiser D4000 Series locks give you this complete security . . .
D4000 —the best security-lock money can buy!

WEISER LOCKS

DIVISION OF NORRIS INDUSTRIES

4100 ARDMORE AVENUE, SOUTH GATE, CALIFORNIA 90280
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Breakthrough in laundry-room design

Introducing the Maytag-equipped
It can cut your costs, while giving
comparable to a home laundry.

Everything’s grouped in a functional
cluster like in a home laundry room,
with a dryer for every washer.

: Save up to 40% to 50% on gas
with the new Maytag D21 Dryer, compared to
regular 30-Ib. dryers.

Another “first” from the depend-
ability people, to help you cope with
the space and money crunch.

The exclusive new Maytag-
equipped Home Style Laundry con-
cept puts the cost-cutting modular
principle to work for you. In small
space, with a small investment, you
can provide tenants with a totally
unique laundry with a homelike at-
mosphere and step-saving conve-
nience, plus equipment designed
for optimum care of all fabrics.

And look at the possible advan-
tages for you compared to tradi-
tional laundry rooms: Lets you use
areas never before practical for a
laundry installation. Smaller space
required. Smaller initial investment.
Lower overall cost. Lower operat-
ing cost. More profit per square
foot. All-Maytag equipment for de-
pendability and tenant satisfaction.

Mail the card now for the free
facts. No postage needed.
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home style Laundry.
tenants comfort and convenience

Flexibility is the keynote of the Maytag-equipped Home Style Laundry. Washers and dryers can be arranged in a variety
of configurations to fit your needs. Lets you use areas never before practical for a profitable self-service laundry installation.

4 x 4 CORE

Made possible by the energy-saving new D21 Maytag Dial-A-Fabric™ Dryer.

The heart of the Maytag-equipped Home Style Laundry
is the exclusive Maytag D21 Dryer. It's actually two

[ single-load dryers stacked one on top of the other.
( \ Each is functionally independent of the other.
[ )i - Two Saves space
S This space-saving innovation permits functional group-
i 1 . separate ing of washers and dryers in a small area, with a dryer
! | B d for every washer, a convenience your tenants will like.
t ) mdryers Another thing they’ll like is that the Maytag D21 Dial-
= A-Fabric™ Dryer lets them dial a scientifically pro-
5 In grammed cycle for any dryable fabric, just like famous
> half Maytag Dial-A-Fabric™ Washers.
e e L Big energy savings
—c | the Of course, you'll appreciate the important energy sav-
24 ings. The new Maytag D21, with both units operating,
4 Space can save you 40% to 50% on gas compared to regular
30-Ib. dryers. It can save you 20% to 30% compared to
. of 30-Ib. dryers with electric ignition, factory-built heat re-
N claimers and lowered Btu input. The electric model uses
one only half as much electricity as 30-1b. electric dryers.
You'’ll also appreciate the dependability built into
Iarge every rugged inch, and the easy maintenance made
possible by complete up-front service access.
dryer. The new D21 Maytag Dial-A-Fabric™ Dryer comes in

your choice of coin or exclusive ticket-operated models
which use an electronic ticket, thus helping avoid coin
box problems and improving security.

MAYTAG

®TNE DEPENDABILITY PEOPLE

THE MAYTAG COMPANY.  NEWTON. [OWA 50208
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NEWS/PEOPLE

San Diego’s champion of slow growth wins

San Diegans, sending Pete Wil-
son back for a second four-year
term as mayor, also sent politi-
cians a message: Middle-class
America can be as concerned
about environment as the
campus intellectual—with a lot
more clout.

Wilson, at 42, had gained na-
tional attention as a champion
of ordinances to prevent the
"Los Angelizing” of his city. An
ex-Marine riding an image of in-
tegrity as a reformer, he de-
fended strict land-use policies
against pro-developer candidate
Lee Hubbard, 47, a contractor
and councilman.

Wilson (salary:  $20,000),
spent only $80,000 to Hubbard's
$120,000 and won by a land-
slide—61.7% of the vote to Hub-
bard’s 31.8%—thus avoiding a
runoff. (Three other candidates
accounted for the rest.) Wilson
and Hubbard are Republicans,
but California mayoralty elec-
tions are non-partisan.

The two sides. Wilson ran on
a promise to continue to control
growth to avoid leap-frog
sprawl. His credo is that new de-
velopment should pay for itself
without requiring tax increases,
should locate in urbanized areas
and should benefit the inner
city.

Hubbard advocated relaxed
development restrictions. He ar-
gued that slow-growth policies
have stagnated San Diego’s
economy, cost construction jobs
and created a housing shortage.

Now California politicians
are saying that Wilson, in ap-
pealing to middle-class in-
stincts, sees the wave of the fu-
ture. They also insist that his
victory will have an impact on
statewide politics. As leader of
the second city (population
770,344), he is in position to run
for governor in 1978.

Says Wilson: “One year is a
long time in the business and
two are an eternity.”

As long ago as 1972, Wilson
warned on taking office that re-
mote city developments do not
pay for themselves. In this year’s
race he made sprawl an environ-
mental issue and zeroed in on
the taxpayer’s pocketbook. He
cautioned that services for
fringe tracts increase property
taxes.

Builders’ concern. Mike
Durick, vice-president of the
Building Contractors’ Associa-

Victor); wave of San Diego’s Pete Wilson. He was opposed by developers.

tion of San Diego, says builders
thought the race would be much
closer.

“I blame the cost-of-develop-
ment issue and the total lack of

economic understanding,”
Durick said. “People think new
development increases their

taxes when in fact it works in
reverse. It helps spread the tax
base. With lack of development,
there’s an increase in real estate
values that—because we assess
taxes on a market value basis—
merely increases taxes.

Wilson denies that he wants a
no-growth policy.

“Qur role is to accommodate
pressures for growth and see
that it occurs when and where it
makes sense,’”” he explains. “De-
velopers are not responsible
under the law for making land-
use decisions; local elected offi-
cials are. Much of the anger
directed at developers should
more properly be aimed at local
officials who faulted on what
was their decision and instead
allowed the more important
land-use decisions to be made by
the marketplace.”

‘Tax’ on builders. Early in his
first term, Wilson and the city
council sought a moratorium on
building in the Mira Mesa subdi-
vision, then spreading through
the vast open land between San
Diego and Rancho Bernardo, sit-
uated at the city’s northern
limit. The moratorium was
averted but the precedent-set-
ting ordinance 600-10 went into
effect. It required that builders
provide public facilities, includ-
ing schools, along with their de-
velopments. This worked out so
that Mira Mesa'’s builders had to
contribute $700 per student for
school facilities.

Another ordinance, 600-18,
set growth priorities and insti-
tuted a city-wide plan for phased
development. Ordinance 600-19
encouraged balanced commu-
nity development with a mix of
low to moderate housing.

The city council also rezoned
40,000 outlying acres from resi-
dential or commercial to agri-
cultural. The action forced
developers to seek rezoning in
order to build.

Charge of hypocrisy. Candi-
date Hubbard called the city’s
stand on creating development
within urbanized areas hypo-
critical.

“The council imposes puni-
tive fees for parks, utilities and
schools within the urbanized
areas where these amenities al-
ready exist,” he contends. By
abuse of downzoning and these
fees, the city really has a no-
growth position within our
inner city. The council actually
forces urban sprawl, while

‘piously condemning it to the

public.”

Normally the BCA doesn’t en-
dorse candidates for a primary
election. But this time its politi-
cal action committee unani-
mously backed Hubbard. Still, it
reports: “It’s not easy to oppose
Pete Wilson, whose articulate
style, good looks and charm
make him a formidable candi-
date.”

Continuing dispute. The
BCA's election report expressed
concern about Wilson’s efforts
to discourage development ev-
erywhere except within the ur-
banized city and it charged:

“Wilson has done virtually
nothing to enable the home-
building industry to implement
his desire for central-city devel-

in a landslide

opment. Talk and reports
abound but action is nil.”

Wilson says he’s willing to ex-
plore ways to make marginal ur-
banized sites economically at-
tractive. This includes assis-
tance with land assembly, relax-
ing of building or fee require-
ments—or through other meth-
ods advanced by the building in-
dustry.

A fading issue. In actuality,
San Diego’s bugaboo about
growth may now be a cause for
lesser concern. Growth has been
leveling. Population rose 93%
from 1940 to 1950 and increased
86% in the next decade. But
from 1960 to 1970 the advance
was only 32%, and the gain is
expected to be at or below 32%
for the 1970s.

Still, San Diego 1is the
country’s ninth most populous
city and the fifth largest in area,
spreading over 320 square miles.
The Navy, tourism and
aerospace are leading industries.

Building activity. Housing is
running at the annual rate of
2,712 units, about 58% of that
single family. This compares
with 3,800 last year, when con-
struction was hard hit by a
strike, and 6,800 in 1973. The
recent peak was 19,700 units in
1971.

Construction employment is
21,300, up 32% from a year ago
but still substantially below 28, -
400 in 1973.

While the growth dispute
simmers, builders are fighting
on another front. Voters passed
an initiative in 1972 imposing a
30-ft. height limit on structures
built along the city’s coastline,
except for downtown. (Wilson
took a neutral position.) Builder
groups have gone all the way to
the U.S. Supreme Court to try to
nullify the restriction.

One builder breakthrough
came early this year, however.
The city council—reversing a
vote taken last year—approved
development of North City
West, with 4,800 acres and pro-
posed housing for 40,000 people.
The proposal would set up an as-
sessment district, where land-
owners could assess themselves
for capital costs needed to pay
for necessary public facilities.
The courts still have to rule on
this financing vehicle.

—BARBARA LAMB
McGraw-Hill World News,
Los Angeles
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You knew we could
open garage doors...
but did you lmow we could
close sales?

automatic garage door opener systems
...by Alliance

The garage door picker upper becomes the sales picker upper!

A Genie in the garage tells potential home buyers a lot about you...and a lot
about the house. It shows your concern for their comfort, convenience, and it
says that you use nothing but the best when you build. Genie complies with all
U.L. standards, and Genie offers Cryptar—the radio control system with 1440
different frequencies. Genie has no belts or pulleys. Control units are solid
state and comply with all FCC regulations. Choose from three decorator-
designed models, all complete with automatic lighting, automatic reverse if the
door contacts an obstruction while closing, external limit switches and thermal
overload protection. Call your local Genie dealer for complete details.

Opens the door. . .turns on the light. . .closes the door. . .turns off the light

the A LA NICEEE Manutacturing Co., Inc., Alliance, Ohio 44601

A NORTH AMERICAN PHILIPS COMPANY

Maker of the famous antenna rotator... Alliance Tenna-Rotor" “TVs Better Color Getter!”
1975 The Alliance Mfg. Co.

CIRCLE 23 ON READER SERVICE CARD




Our Colorside
guarantee is still
going strong.

Colorside: the four-year-old siding
with a five-year guarantee. Our five-
year Colorside guarantee has been
protecting builders since we first
introduced Colorside in 1971.
Protecting them against blistering,
peeling, cracking or checking.

And since we’ve covered over
34,000 units since 1971, Colorside’s
reputation as the leading low-cost lap
is built on pretty solid ground.

And on solid success, too. Colorside
was the first hardboard siding with a
five-year guarantee . . . three years
longer than what your portion of the
Home Owners Warranty program
requires. It was the first low-cost
hardboard siding to offer a smooth
face in four prepainted colors. The
first to offer a color-matched
automatic nailing system. The first
with the thermo-set acrylic finish.

This year: new reveille yellow —
a real wake-up color—makes our
selection of prepainted 16’ lengths
more colorful than ever. Plus a
guarantee on the finish that’ll carry
you from now to 1980.

Colorside: we’re Number One.

Boise Cascade
Building Materials Group

Colorside Insulite Siding 5 Year Guarantee

Boise Cascade Corporation gunrantees Colorside
factory finished siding against blistering, peel
cracking or checking visually apparent under normal
inspection for 5 years from the date of installation.

If inspection by Boise Cascade reveals that Colorside
failed under normal conditions within such time, Boise
Cascade will make an adjustment limited to cost of
refinishing the siding involved, or at the option of
Boise Cascade, will provide uninstalled Colorside
siding in replacement of the amount found to be
defective. This guarantee does not cover color fastness
or chalking, nor does it cover damage from physical
forces other than ordinary weathering.

All claims under this guarantee must be made in
writing to Boise Cascade within the guarantee period
and authorization must be received prior to the
beginning of any repair work. This guarantee is for
material only; it does not apply to defects resulting
from installation and is valid only if Colorside
accessories, or their equivalent, are used in compliance
with the installation instructions. This guarantee is
valid only if the Guarantee Certificate is filled out and
signed by the property owner and received in Boise
Cascade within thirty days after installation, This
guarantee covers all liabilities of Boise Cascade. No
other guarantee is expressed or implied.

Boise Cascade’s sole responsibility is as stated herein,
and it shall not be liable for consequential, indirect or
incidental damages.

BOISE CASCADE
BUILDING MATERIALS GROUP
P.O. Box 2885, Portland, Oregon 97208
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NEWS/PEOPLE

Builder Bob Grant leaves Santa Amta Inc after $7-million loss

Robert H. Grant and Richard L.
Owen have resigned from the
Robert H. Grant Corp. of New-
port Beach, Calif., the home-
building subsidiary of Santa
Anita Consolidated Inc., and
plan to form their own develop-
ment and housing company.

Grant was chairman and chief
executive and Owen was pres-
ident and chief operating officer.
Grant also resigned as vice pres-
ident, real estate, of Santa Anita.
Together they own about 25%
of Santa Anita’s stock, which
they obtained when Santa Anita
acquired Grant Corp. in 1970.

Grant said he and Owen re-
signed because the parent
“"wanted to wind down the
operation and we wanted to ex-
pand it. They wanted to close
down the Hawaiian division,
which is probably one-third of
the business, and we could see
no future staying on because it
would be just a housekeeping
job for the next year.”

Losses. Santa Anita, a diversi-
fied racetrack operator with
headquarters in Los Angeles, re-
ported anet loss of $7 million for
the year ended June 20. All of
that was accounted for by the
Grant subsidiary, which had a
loss of $10 million. Of the $10
million, $3 million was an
operating loss. Grant pointed
out, however, that $4.1 million
was a write-off resulting from a
change in accounting proce-
dures and that $2.9 million was
due to a write-down in land val-
uation.

‘“Last year we decided to bite
the bullet, but this year we will
probably be profitable,” he said.
““We made about $300,000 net in

1970 and had net profits of $1
million in 1971, another $2.5
millionin 1972 and $2.6 million
in 1973. There was a slight loss
in 1974, but overall the business
has been profitable.”

Grant said the company
would probably build about 900
units in California and in
Phoenix, Ariz. and Tampa, Fla.
in the year ending next June 30.
In Hawaii the company has land
for about 1,000 units.

Santa Anita’s position. Royce
B. McKinley, executive vice
president of Santa Anita, said
the company would like to cut
costs by selling off excess land.

“We had some policy dif-
ferences on the way the opera-
tions of the Grant unit should be

SANTA ANITA’S GRANT
Expansionist makes an exit

conducted,” he said. “We need
to contract the size of the Grant
company, and Grant and Owen
are more expansion-minded.
““We have lost a lot of money
in the homebuilding business
and we would like to reduce our
exposure. We have a lot of
excess land in Hawaii and some
in California and in Tampa, Fla.,

Arthur Viner heads

NAREIT’s VINER
Into the president’s chair

Arthur W. Viner, managing
trustee of ICM Realty of New
York City, has been elected
president of the National Asso-
ciation of Real Estate Invest-
ment Trusts for 1975-1976.
Viner is chief executive of In-
vestors Central Management
Corp. The corporation is the ad-

General Development’s

Charles H. Kellstadt, who lifted
General Development Corp. out
of a deficit to a highly profitable
position, died October 1 in Chi-
cago. He was 78 and maintained
homes in Chicago and Lauder-
dale-by-the-Sea in Florida.

Kellstadt retired as chairman
of Sears, Roebuck & Co. in 1962
and began a second career as
chairman and chief executive of
the big Miami land developer.
He tripled General Develop-
ment’s sales while pruning its
sales staff and tightening its ad-
ministration.

Kellstadt was president and

Ryan’s CRAIG
Promoted by Pittsburgh builder

and we have high carrying costs
on this land.”

Right to compete. The terms
under which Santa Anita bought
the Grant company in 1970 spe-
cified that Grant and Owen
would work for the company for
five years and that they would
not set up a competing company
for at least one year after that.

REIT group

visor to ICM Realty, a $100-
million trust specializing in the
ownership of land beneath shop-
ping centers and other income-
producing real estate.

Viner was chosen by the
newly elected board of gover-
nors at the trade association’s
convention in San Diego last
month. The association repre-
sents 163 member trusts, and
they manage 95% of the REIT
industry’s $21 billion in assets.

A former federal housing offi-
cial and economist for the Com-
mittee for Economic Develop-
ment, Viner joined ICM Corp. at
its inception in 1956. In 1971,
three privately held trusts man-
aged by ICM merged to become
the publicly held ICM Realty,
with shares traded on the Amer-
ican Stock Exchange.

Charles Kellstadt dies

chief executive from 1965