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Certain floor designs copyrighted by Armstro

The no-wax version of the Armstrong floor
thats helped cut callbacks to the bone.

Chances are, you already know about
Armstrong Tredway®. The floor with the
unique built-in elasticity. It’s easy to

% % AN ‘_ g s

¥ {

Conventional flooring
can ridge or split.
PR T

to seasonal subfloor movement.
install over particleboard or concrete,
expands and contracts with subfloor
movement, and hides most subfloor
irregularities.

Premier Sundial is almost the same
thing. But even better! It gives you all
the features of Tredway plus our
exclusive no-wax Mirabond® wear
surface that allows the floor to shine
without waxing far longer than ordinary
vinyl floors. And Premier Sundial has an
extra-thick cushioned backing which
provides more underfoot comfort.

Premier Sundial is a no-wax trade-up
version of Tredway, the floor that's
practically eliminated complaints and
callbacks for builders everywhere. And
helps them save time and effort, too.
Like Tredway, Premier Sundial installs
faster than any other of our permanent
floors. In case of accidental damage, it

repairs a lot easier, too. You'll find it
almost impossible to tell where the
patch leaves off and the floor begins.

In short, Premier Sundial is a shining
example of what a little creativity can do
for the building world. In a range of
patterns and colors for almost all the
active areas of your homes. To learn
more, call your Armstrong Flooring
Contractor, or write Armstrong, Dept.
86FHH, Lancaster, Pa. 17604.

®
FROM THE n INDOOR WORLD®OF

mstrong
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Nulone’s got the look.

The “custom-look” bath that sells homes fast!

NuTone’s “custom-look™ Vanitories,
Utility and Bath Cabinets and Sidelights
deserve attention and get it. Furniture-
grade hardwoods, high-fashion design
and craftsmanship make the difference.
NuTone's “custom-look™ Vanitories
assure you of beautiful model homes. ..
and the trademark of a quality builder!

NuTone Vanitories are expertly
detailed with beveled trim on the
drawers and front panels. .. curved
arches and ovolo molding. The final
touch is the luxurious hardware —from
brass drawer pulls to crackle-glazed
ceramic knobs.

NuTone offers a full line of Vanitories
—from Early American to French
Provincial. Beneath the exquisite styling,
most Nulone Vanitories have rugged mor-
tise-and-tenon hardwood construction

can trust.
Qoo M,/u

to ensure strength and durability
...and all have baked acrylic
finishes to protect them from
bathroom moisture.

NuTone's got the “custom-
look™. .. shouldn't you?

For more NuTone Bath
Products and Vanitory construc-
tion details, turn the page.

“Take it from me, when //
vou're looking for the best,
look for the NuTone name.
Quality, dependability
and service you




The Nulone “custom-look™
is more than a look.

It’s solid construction and attention to detail.

NuTone designs bath
products to meet the decorative
tastes and construction require-
ments of your homebuyers. In
this way, NuTone satisfies your
need for solidly built, quality
products that are competitively
priced and easily installed.

Vanitories with durable
hardwood construction!

All NuTone Vanitory Cabinets
have full interior-frame construc-
tion. The wood substiles and
subrails provide a strong super-
structure. And for easy installa-
tion, NuTone Vanitory backs
are completely open!

Plywood gussets add more
strength and rigidity. There
are at least four gussets per
Vanitory, and sometimes six, to
prevent racking.

For information circle 1

Reduced drawer play with
easier drawer movement! New
monorail drawer guide/support
and nylon slides on the front
corners prevent wood-on-wood
abrasion and increase drawer

snugness.

New surface-mounted
Bath Cabinets!

Four natural
wood-framed,
surface-mounted
cabinets with
unitized steel
interiors. ..
their solid oak
door frames are
hand-rubbed
with rich stain
to highlight the
beauty of the
oak grain. Carved
molding creates the
craftsman’s touch!

Heat, vent and light—in one unit!

NuTone offers the single-unit
combination of auxiliary heat,
light and vent. That makes
installation faster...and saves
you money.

Sidelights with
wood finish
back plate
coordinate
with your
NuTone
Vanitories and
Cabinets. Choose
from an exquisite

selection.
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Hall MaCk ') . . .
Accessories: The A0 1 0 A
finishing touch with | + =+ ¢

—

attention to detail. =~ —<—

NuTone Hall Mack is the
most widely specified brand of
bath accessories in America!
Units are solid brass or Zamalk,

T heavy-plated with the
S 2=, Hall Mack fifteen-

‘ % step triple-plating
process.

Order NuTone Bath Products
at your nearby NuTone Medallion
Distributor. For his name,

DIAL FREE 800/543-8687 in the
continental U.S. Ohio residents
call 800/582-2030. In Canada,
write: NuTone Electrical Ltd.,

2 St. Lawrence Avenue, Toronto.

Nulone
S

Dept. HH-6
Madison and Red Bank Roads
Cincinnati, Ohio 45227

Form 4604, Printed in U.S.A.

NuTone products are seen on
the NBC Today Show, ABC Good
Morning America and CBS
Morning News.
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That’s the beauty of Mason

The lost look of the bayou country—captured.




Rugged texture and delicate shading. That’s the
look of pecky cypress. It’s wild—yet somehow ele-
gant. But it’s been hard to find and expensive to buy.

Until now. Now Masonite Corporation has cap-
tured the lost look of pecky cypress in low-cost

CypresSide™ hardboard siding. It’s stately without
being stuffy. And it’s a look you won’t find any-
where else. Specify light Gray or deep reddish .

Brown. For more information, write Masonite
’ MASDONITE
Corp., 29 N. Wacker Drive, Chicago, IL 60606. CORPORATION

Circle 5 on reader service card
Photographed in Florida at Cypress Gardens
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New from the Raymor Forest...
steel that looks like wood!

Timberline is Raynor’'s new sectional ga-
rage door that combines the beauty of wood with
the strength, security and durability of steel. And
because it's made of steel, Timberline
won't rot, warp or shrink, ever. Plus, it's
deep-ribbed design takes on an attractive
wood-plank appearance.

Timberline features a rich wood-grain,
baked-on enamel finish offered in both
one and two-car sizes. Insulation and
other weather-protection materials are

RAYNOR.

GARAGE DOORS

also available for colder climates.

Next time you're selecting a garage door, be
sure to ask for the Raynor Timberline. The one
door that offers the best of two worlds.

For complete information on the new,
beautiful steel Timberline sectional ga-
rage door, call your local factory-trained
Raynor distributor/installer. You'll find him
in the Yellow Pages under “Doors.” Or
write Raynor Manufacturing Company,
Dixon, IL 61021.

Circle 6 on reader service card
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A new way to play the numbers game

The numbers generally work against you when it comes to dealing with local
officials. You're just one, and your opponents—various special-interest groups
advocating no-growth, large-lot zoning, rent control and so on—are many.

But the odds don’t have to be so heavy. In fact, the numbers can be on your
side if everyone with a stake in your local housing industry goes to the
polls and votes his interests.

So goes the thinking behind two new political education committees. One
was formed by the Home Builders Association of Maryland, which covers
Baltimore and its suburbs; the other by the HBA of Suburban Maryland,
which draws its members from the Maryland counties near Washington.

The committees are independent of each other; they’re also legally inde-
pendent of their parent HBAs. But their aims are similar: to influence local
elections—and thus local policies affecting housing—by force of numbers.
Their strategies, also similar, are just what you’d expect from any smart
political action group:

e First, compile lists of voters who are involved, either directly or in-
directly, with local homebuilding—not just builders themselves and their
employees but also their subs, suppliers, architects, engineers, lenders, etc.
Says a spokesman for the Washington-area committee: “We think we can get
from 30,000 to 40,000 names.”

e Then organize voter-registration drives, and use newsletters and other
mailings to 1) stress election issues that apply to housing and 2) compare
the records of candidates for city, county and state offices.

Any results? Not yet—the two committees face their first tests in Mary-
land’s September primaries and November election. But their efforts should
be watched by any builder group that wants to put a new, and favorable
twist, on the numbers game.

How to mess up a good thing

There’s much to be said these days for the zero-lot-line idea but much to
criticize in many zero-lot-line subdivisions.

In theory at least, zero-lot-line is good for both builders and buyers. It
permits narrower lot frontages and higher densities than in conventional
single-family subdivisions. It gives each lot a decent-size and useful sideyard
instead of two skimpy and useless ones. And even though the lots are smaller
than in conventional subdivisions, the houses can offer a greater sense of
privacy and separation from neighbors.

In practice, sad to say, things often don’t work out that way. Too many
zero-lot-line houses are not designed to work with their sites; for instance,
there’s no indoor-outdoor relationship between the interiors and the side-
yards. Too many, in fact, are just conventional tract houses shoved up against
one lot line and with a windowless wall on that side. Result: higher density,
but with no compensating improvement of indoor and outdoor living areas.

That, we think, is no way to go. It makes a good planning idea look bad,
turns off buyers, and it alienates the planning and zoning officials who ap-
prove—and disapprove—new projects. —JOHN F. GOLDSMITH

housing 6/78 7




“These Cgradco Wmdows Ar

A large step in gaining
“total customer
satisfaction” is being
able to deliver a
quality product on
the date that is
committed. This is a
major goal for the Caradco team.
Our current delivery position is one
of the best in the window industry.
This accomplishment is attributed
to the dedication of our employees
and the desire of Caradco to obtain
“total customer confidence".

gL

Bill Haywood

-

T —=-»'-'h_.‘.\

.




:omg onTlme So Will Yours?
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When you buy a Nicolai door
you're benefiting from more than
100 years of experience. And a na-
tional reputation that's made us the
largest manufacturer of fir stile and
rail entrance doors in the world.

Anyone who's been around that
long has learned a few things. Like
not frying to be all things to all
people. We're a door manufac-
turer. That's all. And we make more
than 100 different styles.

We've also learned never fo take
onyrhingE for granted. Like quality
control. Every one of our doors goes
through many approval steps be-
fore it is released for distribution.

And we specify only the finest raw
materials. Every one of our doors is
made from select vertical grain fir or
hemlock.

1 0 housing 6/78

New, rhicker door panels mean greater en-
ergy savings. Panels which used fo be 1/2
inch thick are now 1-3/8 inches thick in the
new Energy Guard doors. Tapers have in-
creased from 1/4 inch to 1/2 inch.

Circle 10 on reader service card

Plus, we keep ahead of what's
happening in the market. We've
just infroduced our new Energy
Guard ™ doors, made with thicker
panels and insulated glass for in-
creased energy savings.

Finally, we back it all up with ser-
vice. We have two manufacfuring
Elonrs to serve you and we stand

ehind every door we make.

So when you specify doors,
specify Nicolai. We've spent more
than 100 years building the doors
you need foday.

NICOLAI

Nicolai Company/Clear Fir Products
P O Box 17215

Portland, Oregon 97217
Telephone (503) 289-8856




WASHINGTON

Easing way for veterans to buy houses

Housing starts under the Veterans
Administration loan-guaranty pro-
gram are expected to slide off this
year—to perhaps 10% below the peak
of 130,700 set in 1977. But not if
Congress can help it.

Legislation greased to move through
the congressional pipeline this year
would liberalize the no-down-payment
program to make it easier for a veteran
to buy, for example, a $70,000 home,
and give the lender more protection for
his loan.

A companion measure would lift the
present VA loan ceilings for mobile
homes and substitute a maximum loan
guaranty of $17,500 with no ceiling on
the loan amount. This financing device
is similar to the VA guaranty on loans
for stick-built houses.

Builder support. These liberalized
financing proposals were backed dur-
ing committee hearings by officials of
the National Association of Home
Builders, the Mortgage Bankers Assn.
and the U.S. League of Savings Asso-
ciations.

The legislation, already approved by
the House Veterans Affairs Commit-
tee, would boost to $25,000 the
maximum amount of a loan that the
VA will guarantee on a house.

Under existing law, the VA guaran-
tees 60% of the amount of the loan,
but not more than $17,500. This
means that any loan for more than
$29,166 carries less than the full 60%
guaranty.

Under the proposed $25,000 maxi-
mum, loans up to $41,667 would carry
the 60% guaranty. For a $70,000 loan,
a lender would have a 35.71% guar-
anty, instead of only 25% under
present law.

Size of loans. Robert C. Coon,
director of the loan guaranty service of
the vaA, told a House Veterans
Subcommittee that “‘as the average
guaranty coverage declines, lenders
can be expected to limit the size of the
Gl loans that they will make, or
abandon the VA loan program.”

J. Denis O’Toole of the NAHB noted
that the “average sales price for new
homes built with vA assistance in-
creased to $44,793 in February, 1978,
from $30,305 in 1974, when the guar-
anty amount was raised to $17,500
from $12,500.

vA's Coon
Charts program’s future

Mobile homes. Gerald G. Biddulph,
vice president of Fleetwood En-
terprises, one of the major mobile
home makers, said his company pro-
duced almost 20,000 units last year
but had vA financing “on only approxi-

mately 2% of the homes we sell.” He
urged the committee to ““include the
manufactured homes we build, when
attached to foundations, in the va
home loan program.”

“In some ways the VA mobile-home
program has really never gotten off the
ground,” according to an official of the
Western Savings and Loan Associa-
tion of Denver, sometimes described as
the largest vA lender in the United
States. Donald G. Shirk, vice presi-
dent, told the Veterans Housing
subcommittee that, currently, the vet-
eran is required to make a substantial
down payment or is forced to finance
the purchase of his mobile home
conventionally at a much higher inter-
est rate, usually 13% or 14%. —D.L.

Houses to lose letter boxes?

Neither rain nor snow nor sleet nor
gloom of night prevents the postman
from fulfilling his appointed rounds.
The trouble is, though, that his
appointed rounds may no longer
include individual mailboxes for new
houses.

If the financially strapped U.S.
Postal Service has its way, a new rule
will require that mail be placed in
curbside cluster boxes instead of in the
traditional front-door mailbox. The
cluster boxes would be placed in the
midst of new subdivisions.

The Postal Service, which says the
controversial proposal will slash its
ever mushrooming costs, insists the
rule change will apply only to new
homes in areas with at least 2,500
residents.

Once before—in 1975—the Postal
Service attempted to propose a similar
measure. Then, as now, it was vehe-
mently opposed by the four unions
representing nearly 600,000 post office
employees. In addition, Congress is
currently considering a measure that
would give it authority to block the
proposed cuts in postal service.

Encouragement. While it empha-
sizes that “existing delivery patterns”
will remain unaffected by rule
changes, the Postal Service—a quasi-
independent corporation—says it “will
encourage customers’ to go along with
the centralized cluster-box concept.

Cluster boxes, the service claims,
“offer unique customer advantages”
such as “sturdy steel lockers which are
large enough to receive parcels and are
more secure from unauthorized tam-
pering.

Glen Corso, NAHB director of legis-
lative operations, says the association
opposes the rule changes. ““As a matter
of policy,” he explains, “we’re not in
favor of any reduction of service for
owners of new homes. No matter how
you look at it, what the Postal Service
is proposing will certainly lower the
level of service.”

Hardship cases, the Postal Service
says, will be exempt from the proposed
rule change. Also exempt are new
homes built on a block where existing
homes receive delivery. However, if a
whole block is demolished and rebuilt,
cluster-boxes will be installed and
front-door delivery banned.

Difference. The proposed rule
changes differ from their 1975 prede-
cessors in two respects: Where curb-
side deliveries are impractical, a letter
box may be placed “on the residence
side of the sidewalk™ and there must
be at least two boxes in a centralized
cluster, down from three in 1975.

The new rules, if they take effect,
also apply to mobile home communi-
ties. Mail delivery in apartment com-
plexes, however, remains unaffected.

—T.A.

housing 6/78 1 1
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More housing goals?

Yeah, probably — Old ones never worked, so Washington will give us more of same

Based on a 10-year record, one can’t
prove that the national housing goals
have added a single unit to the nation’s
housing inventory.

Nevertheless, hearings by the Sen-
ate Housing subcommittee reveal that
it’s a good bet that sometime next year
a new set of goals—probably no more
or less effective than the 1968 goals—
will be put into law.

The problem is, as Leon Weiner told
the subcommittee, “There seems to be
a feeling abroad that housing is not a
major concern.” This attitude, he said,
“is evidenced by those who talk about
what a ‘great’ year housing had last
year with almost two million starts,
and by the recent urban policy state-
ment by the President which almost
completely ignored housing.”

The advocates. Weiner, speaking for
the National Housing Conference,
went along with Senator William
Proxmire’s suggestion for a five-year
rather than a 10-year goal .

Weiner’s target would be 12.5
million units, or 2.5 million per year.
Henry Schechter, speaking for the
AFL-CIO, figured 2.4 million would be
about right. Herman Smith, a builder
in Fort Worth, Tex., said the National
Association of Home Builders wants a
10-year goal again. Along with others
who testified, he favored goals that
would take into account “other objec-
tives, such as improving housing for
lower income families, stabilizing cy-
clical fluctuations . stabilizing
neighborhood deterioration, and ex-
panding housing opportunities for all
Americans.

Good old days, etc. Mayor Phillip
Isenberg of Sacramento said the U.S.
Conference of Mayors wants goals
that “include targets for geographical
areas, including cities . . .”

The 1968 goals—*“Let’s all agree to
building 2.6 million new units per year
for the next 10 years”—represented
the epitome of Great Society philoso-
phy.

They were backed by the home-
builders, the mortgage bankers, the
saving and loans, the commercial
bankers, the architects, mayors, real
estate brokers and the electric utili-
ties.

Leading all these were the top offi-

1 2 housing 6/78

cials of the Democratic administra-
tion, cranking up issues that might
help them thwart Richard Nixon’s
quest for the White House.

Goals as law of land. What gave the
goals their own luster was their attach-
ment to the 1968 batch of housing
subsidy programs that—during the
first Nixon administration— helped
push housing starts to the dizzy peak
of 2.4 million in 1972.

Goalkeeper Weiner
Wants 12.5 million units

President Nixon and his second
housing secretary, James Lynn, how-
ever, not only imposed a moratorium
on the subsidy programs. They also
told the Congress that the pursuit of
“rigid, numerical housing goals™ was
apt to be useless and perhaps coun-
terproductive. At that time, the fall of
1975, when starts were running around
1.2 million per year, the NAHB

suggested that 2.8 million per year was
what the nation needed.

The Carter administration has yet to
show its hand on housing goals—and
may not until Carter makes public his
messages to the country and the
Congress early next year.

Goals for all seasons. A package of
options on goals has been worked up
by one of HUD’s assistant secretaries,
Donna Shalala. She notes that HUD is
nowhere near a decision on what to do
about goals—how many to have and
what kind.

“We don’t need them until next
year,” she points out, and adds that
the White House will, of course, have
the final say.

At about the time Carter will begin
deciding what—if anything—to do
about housing in his January budget,
the NAHB will host a two-day seminar
in Washington, “On the Challenge of
Meeting America’s Housing Needs
Through the Remainder of the 20th
Century.”

President Ernest A. Becker Sr. of
NAHB, without referring to any goal,
noted that housing demand will
remain at an all-time high for at least
another 10 years as the World War 11
baby boom’s children continue en-
tering the housing market.

—DON LOOMIS
McGraw-Hill World News,
Washington

Remodelers’ merger delayed

The merger of the National Home
Improvement Council and the Nation-
al Remodelers Assn. into the National
Home Improvement Assn. slated for
May 1, has been postponed.

Executive Vice-President John
Hammond of the NHIC said the merger
still may be arranged this summer, but
other members of the group were less
hopeful.

Hammond said the obstacles were
financial and contractural. “In princi-
ple, we agree,” he explained, “but
when we get to details, there are still
serious differences.”

Executive Officer Joe Nahay of the
NRA declines to comment on merger
prospects. He did agree that the prob-

lems centered on money and the
contract. “The NRA has spent close to
$40,000 trying to bring about this
merger,” Nahay said, “and it’s up to
NHIC now.”

Were the merger effected, combined
membership would be about 3,800
(2,532 for NHIC, 1,300 for NRA.)

Nabay argues that this is still a drop
in the bucket. “Membership could be
10,000 to 15,000 if all the splinter
groups were in one association,” he
says. “That includes kitchen dealers,
roofers, insulation contractors,
waterproofing contractors and more.”
But he acknowledges that the NHIC/
NRA merger would be “one step in the
right direction.”
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Deepwood North

is a $3,500,000
development with 152
rental suites located in a
carefully preserved rural
atmosphere, yet only a few
hundred yards from a large
shopping center. Buildings
are 2 story, have 1 and 2

[ = -
Who says “Wood frame is the only sensible bedroom suites.

way to build low-rise residential™?
Not the builder of Deepwood North, Mentor. Ohio

Ed Tresger built with concrete for plenty of good reasons. The precast
concrete plank between floors and the concrete block walls make
each apartment an “oasis'" of safety and privacy. Outside noises can't
get through to disturb tenants. As a result, residents feel they get their
money's worth, renew their leases.

What's more, concrete is fire resistant, saves energy, lowers insurance
premiums, cuts maintenance costs, helps speed construction (the
first renter moved in four months after ground-breaking). And first
costs are competitive.

Architectural design was a reason, too—the traditional styling of
Deepwood is greatly enhanced by the solid, reassuring presence of
concrete. Concrete is the basis of Tresger's successful marketing
formula for getting apartments up fast, getting them full, keeping
them rented longer. Concrete can be your formula, too. Mail us the
coupon. We'll mail you the facts.

Circle 13 on reader service card

Developer:
Edward H. Tresger, Inc.
Mentor, Ohio

PORTLAND CEMENT
ASSOCIATION

Old Orchard Road, Skokie, Ill. 60076
Phone (312) 966-6200, Ext. 366 Dept. H-68

O.K. Sounds good. Tell me more.

Name
Company
Address
City.

State
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New anti-bias laws unlikely to pass

Senator Charles Mathias (R., Md.)
recently told the National Association
Against Discrimination in Housing
something the civil rights activists
already knew: “The track record of
HUD (in enforcing fair housing laws)
isn’t very good.”

Mathias wants “to put a little deter-
rent threat into the hands of HuUD”
with legislation that would give the
department cease-and-desist authority
against a seller of a house if HUD
decided that he had, in fact, discrimi-
nated against a black or a member of
another minority. Similar legislation
has been introduced in the House.

As the law stands, HUD can only
conciliate and then refer a case to
Department of Justice lawyers who
then decide whether or not they will
file a suit.

Outlook. Despite a new $1-million
HUD study reporting that 21.5% of the
blacks seeking to buy a house will find
discrimination in some form—includ-
ing a denial that a house is for sale—
there’s little chance to new legislation
this year.

Hup figures show that in eight years
fewer than 2,000 complaints have been

Senate’s Mathias
‘Track record isn't good’

filed charging discrimination in the
sale of a house—about one complaint,
anywhere in the country, for each
working day. In 1977, for example,
HUD received only 217 complaints of
refusal to sell.

Housing Secretary Patricia Harris
says that “the problem is too impor-
tant for us to wait for enactment of the
legislation.” She’s creating a “‘demon-
stration project’ that will put
$500,000 into the hands of a civil
rights organization to seek out home
builders and agents that are suspected
of discriminating. The focus will be

mostly on rental housing, but sales
housing will also be covered.

Local impetus. According to Assist-
ant Secretary Chester McGuire, such
an enforcement program—using local
investigators and volunteers— “would
operate more cheaply, more efficient-
ly, and we’d get a lot more coverage.”

Another possibility is to provide HUD
funds to state and local housing-law
officials to do the enforcement. Mrs.
Harris notes that since she took office,
22 states and the District of Columbia
have been certified by HUD to accept
and enforce complaints filed with HUD
offices.

But no major step-up in the Carter
administration’s civil-rights initiatives,
including fair housing reform, is likely
before next year. Carter may then
propose a reorganization of the agen-
cies that now enforce the laws against
discrimination in employment as well
as housing.

In such a shuffle, HUD could lose its
enforcement powers entirely to a
centralized enforcement agency — per-
haps built around the Equal Employ-
ment Opportunity Commission.

—D.L.

MORTGAGING

More low-down payment loans from S&Ls

Most savings and loan associations will
now be able to almost double the
number of 5% and 10% down-payment
mortgages they make.

Their new authority became effec-
tive May 25. It covers the 2,013
federal associations as well as 2,044
state-chartered S&Ls and 75 savings
banks that are also insured by the
Federal Savings and Loan Insurance
Corp. There are only about 700 other
S&Ls, all state chartered, and they are
not affected.

The new rule will also allow the
S&Ls to write more mortgages on two-
family houses. The so-called high-ratio
loans had previously been allowed on
only single-family houses, and the
number had been held to 30% of
assets.

The Federal Home Loan Bank
Board, the s&L regulatory agency, has
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now agreed to allow up to half an
S&L’s mortgages to go into 10% or
lower down-payment loans. Further,
the board will permit half of those
high-ratio loans to be made with only
5% down payments.

Beneficiaries. Officials of the s&L
industry say the change will greatly
enlarge their ability to finance houses
for first-time buyers, particularly in
the high-cost housing areas of the East
and on the West Coast. The new loans
will also open a new type of financing
to lower-income buyers, the officials
said. And renters will have a better
chance of buying a two-family house
and renting out part of it to help with
mortgage payments, notes a FHLBB
economist.

The savings and loans were put on
notice by Board Chairman Robert
McKinney Jr., however, to avoid

making speculative loans in the process
of easing up on down payments.

If the high-ratio loans work on two-
family houses, they may be expanded
to three and four-family structures,
McKinney suggested.

Another $2 billion. In a separate
action, the federal s&L regulators gave
the industry an additional $2 billion in
lendable funds by reducing liquidity
requirements. The move was taken to
offset lower savings inflows, and the
impact tighter credit conditions are
having on mortgage rates. McKinney
said the board would “consider further
reductions . . . should circumstances
justify this.”

Liquidity requirements force savings
and loans to keep a fixed percentage of
their assets in short-term government
securities as a hedge against emergen-
cies. —R.D.
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The Energy Solution

Now you can convert your fireplace to a total heat recovery system. With a Hearth Heater System, heat that is normally lost up
the chimney is recovered and gently circulated throughout the room. The Hearth Heater System combines the efficiency of the
U.L. Listed Hearth Heater with the safety and beauty of glass doors. The Hearth Heater System will increase the heat output of
your fireplace dramatically. Hearth Heater, the energy solution.

vt

e Y The Hearth Heater System is ex-
tremely compact and will fit any
masonry fireplace with horizontal
openings from 28 to 46 inches. The
brass-trimmed black Hearth Heater
System offers beauty and warmth for
any decor. The heat chambers carry
a five year, pro-rated, limited
warranty.

by Duo-THERM

LaGrange, Indiana 46761 o S b _ . L
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“WHETHER YOU BUILD
4 HOMES AYEAR
OR 400, ONE OF US
CAN HELP YOU.
JUST CALL,

YOUR GE ZONE MANAGERS.

“Call General Electric to get appliances your customers know and
trust. Get quality appliances with innovative features, like microwave
ovens with Micro-Thermometer™ Control, and Potscrubber® dishwashers
with Power Scrub® Cycles.

“Also, you’ll get people who understand your business and its needs.
People who coordinate all kinds of General Electric builder services.

“Services like kitchens and laundries designed to your specifications.
Technical guidance to help with heating and cooling requirements. Mer-
chandising assistance to help you reach your sales or rental objectives.

“Plus, our distribution system is designed to provide you with timely
delivery. And, if they ever need it, your customers can get General
Electric Customer Care”® service, and you won’t be bothered with provid-
ing appliance service.

“So take advantage of over 30 years of consistent service to builders.
Call us!”

THE APPLIANCES AMERICA COMES HOME TO.

GENERAL @3 ELECTRIC




WESTERN REGION NORTHEAST REGION
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Roger P. Shaeffer Carl E. Sullivan Joseph G. Gillespie Verne E. Evans Robert C. Kilmer Richard L. Finney
(206) 575-2700 (415) 697-3411 (213) 583-6211 (301) 953-9000 (215) 742-2880 (203) 289-0279
Seattle San Francisco Los Angeles Washington, D.C. Philadelphia Hartford

Richard M. Histon Al Kauffman Robert L. Graham Fred A. Michel Eugene A. Bolmarcich

(602) 269-2111 (801) 972-8400 (617) 329-2900 (201) 894-5903 (212) 894-5901
Phoenix Salt Lake City Boston New Jersey New York

SOUTHWEST REGION CENTRAL REGION

i

Charles O. McWhirter George C. Davis Martin J. Lewis Joseph E. Kelly James K. Garvey John E. Diederich

(214) 688-6400 (713) 641-2261 (504) 733-7970 (313) 956-0200 (216) 362-4444 (412) 665-3620

Dallas Houston New Orleans Detroit Cleveland Pittsburgh

Reuben A. Peterson Delbert G. McDougal Sidney J. Tanzy Leonard Lapetina Paul G. Romant Jerome A. Michelsen

(901) 363-2530 (806) 351-3210 (405) 528-2771 (312) 496-6360 (414)462-9210 (612) 835-5100
Memphis Lubbock Oklahoma City Chicago Milwaukee Minneapolis

Alvin N. Long William T. Carr Orville I. Lewis Charles A. Stuerenberg

(913) 371-6600 (314) 997-8300 (303) 320-3335 (513) 745-5465
Kansas City St. Louis Denver Cincinnati
Troy C. Bybee
(502) 452-3559
SOUTHEAST REGION e

Fred W. Donnelly James E. Murphy J. Robert Williams John M. Gerber James O. Stine Thomas J. Carr

(205) 956-5240 (305) 685-5151 (813) 835-1011 (904) 783-1000 (404) 352-2950 (704) 392-0311
Birmingham Miami Tampa Jacksonville Atlanta Charlotte
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$14 billion more for mortgages

Credit unions could offer that much in new financing over next four years

In a major departure from past policy,
federal credit unions have just been
given broad powers to make mortgage
loans.

The new authority, effective May 8,
provides:

®Financing for houses priced up to
150% of an area’s median house
price.

®Financing for up to 90% of house
value without private mortgage insur-
ance, with terms up to 30 years.

®oans for which settlement costs

Credit unions’
Connell

Lays down the
guidelines

must be included in the interest rate,
and where discount points or origina-
tion fees will probably be specifically
prohibited.

2,000 new lenders. Credit union
industry officials say they expect many
of the larger credit unions to begin
offering mortgage financing to savers
within the next few weeks. Eventually
2,000 federally chartered credit unions
are expected to offer the service,
predicts Roy Hollihan, president of the
National Association of Federal Cred-
it Unions.

Potentially, the new rules an-
nounced by Administrator Lawrence
Connell Jr. of the National Credit
Union will free up to $14 billion in
additional mortgage financing over the
next three to four years, industry offi-
cials say.

Credit unions are waiting to see
what kinds of guidelines will apply for
reselling mortgages to the Federal
National Mortgage Corp. and the
Government National Mortgage Corp.
Some are also balking at Connell’s
proposal that no points or origination
fees can be charged, but that require-
ment is expected to stand.

Coming attractions. Besides banning
of discount points, the new rules offer
several consumer features that should

1 8 housing 6/78
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make mortgage financing through
credit unions attractive. They would
guarantee borrowers that funds held in
escrow for taxes and other payments
would earn interest at regular savings
rates. They would also permit savers to
obtain refunds on prepaid mortgages if
prepayments caused the effective in-
terest rate to exceed 12% annually.
Vacation homes, commercial prop-
erty and very expensive houses would
be off limits to credit unions, but
savers could borrow up to 95% of the
cost of rehabilitating an existing
house—a point the regulatory agency
hopes will encourage credit union

borrowing for urban housing.

Credit union leaders say nearly all
of the credit unions eligible will prob-
ably want to make the loans. The
agency is restricting mortgage lending
to federal credit unions with $2 million
or more assets, and is conservatively
limiting mortgages to 25% of a credit
union’s assets.

Banks vs. S&Ls. As credit unions
won new mortgage powers, savings
and loan associations were preparing
to sue the Federal Reserve Board over
a change they maintain could cost
them billions in savings to banks.

The Fed agreed to let banks
compete for s&L deposits by offering
customers accounts that would com-
bine savings and checking. The Fed’s
staff estimates show that banks could
gain deposits from thrifts with the new
accounts, but central bank officials
claim most of the money would reenter
the mortgage market as bank loans.

The s&L analysts say the bulk of
thrift savings deposits, 67%, are in
certificates and should not be affected
by the change, however.

—BOB DOWLING
McGraw-Hill World News,
Washington

And more lumber for builders

As a plank in his anti-inflation plat-
form, President Carter is proposing to
step up the sale of timber from federal
forests so lumber prices will be held in
check. The trouble is that Carter’s
budget, submitted to Congress in
January, proposed reduced spending
for Forest Service personnel who
prepare the forests for sale to harvest-
ers. This places an artificial lid on
possible sales.

The House and Senate Appropria-
tions Committees, however, plan to
ignore Carter’s budget suggestion and
hike the budgets for federal forests
agencies so harvesting can be acceler-
ated.

House prices. In his speech on infla-
tion April I'l, Carter said the auction-
ing of more timber would mean *“some
relief ”* from higher housing costs. He
also said that lumber accounts for one-
quarter of the cost of a new home.

The National Forest Products Assn.
agrees with the move to increase
national forest timber sales but says
Carter is wrong on his figures. It says
wood products account for 30% of the
construction costs of a home and 15%
of the selling price.

Federal forests are expected to
account for 11.5 billion board feet of
lumber this year, and this is being
accomplished by the Forest Service,
which is operating under a $77-million
budget. Carter’s January budget pro-
poses only $68 million for the service,
meaning fewer funds to make the
forests ready for harvesting and refor-
estation.

Industry position. The Forest Ser-
vice, with support from forest industry
organizations, would like a budget
increase to $114 million and says this
would permit the harvesting of 13.5
billion board feet of lumber.




Fome-Cor board wraps homes like a blanket.
Folds around corners. Cuts with a knife.

New, profitable
energy saver for
re-siding jobs...
Fome-Cor® underiayment board

Fome-Cor underlayment board by Monsanto “weather wraps" homes
like a blanket. Seals against costly air infiltration. Saves energy. Cuts
fuel bills. And you wrap up more profit.

Fast installation too.Continuous, lightweight sheets unfold accordion-
style for easy handling. Folds around corners. Cuts with a knife.

Fome-Cor board assures smooth backing support for new siding. Com-
pletely waterproof. Helps protect against moisture, dust and noise.

When you “weather wrap" with Fome-Cor, customers live more com-
fortably and save money year after year. While you profit from the sale.

Fome-Cor board is a
product of Monsanto
Ccompany. Distributed

by Denny corp. Denny
For more information =
contact Denny Corp., Route Corporatlon

4, Caldwell, Ohio 43724.
Telephone 614-732-5665.
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WINDOW PAINS.

Fuel savings.

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

heat loss by at least 479, (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
¥y -
f‘: \

heating and cooling bills. Weatherstripping is rigid vinyl, factory applied.

No storm window bother.

Double-pane insulating glass provides a major

F NN part of the fuel-saving benefits of single-glazed
o ~ 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.

S0198P Copyright © Andersen Corp., Bayport, Minn. 1977,
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Lenders get anti-redline guidelines

The Department of Justice has just
given local lending institutions what
amounts to a blanket okay to get
together to combat redlining.

After approving plans from Detroit,
Seattle, Dallas and several smaller
cities, the antitrust chief, John H.
Shenefield, announced he would issue
no more business-review letters on the
redlining. The outlines of a lawful plan
should be clear enough by now to
guide mortgage financiers in other
cities, he said.

Competition as an issue. The plans
that the Justice Dept. has been exam-
ining provide an avenue of appeal for
house buyers who feel that an applica-
tion for a mortgage was turned down
for a discriminatory reason, as part of
a general boycott of particular neigh-
borhoods. The plans set up indepen-
dent boards to review all such denials
presented to them. The setups raise
antitrust questions because they in-

Gail Cincotta, a neighborhood organizer in
Chicago, led a national drive that ended in
passage of the Home Loan Mortgage Disclo-
sure Act of 1975. Most anti-redline rules draw
on that law.

volve cooperation among institutions
that are supposed to be competing.
The Justice Dept. rulings already
issued suggest that such appeals plans
are within the law if:
®The reviewing board includes pub-

lic members as well as officials of the
S&Ls backing the plan.
®Each lender sets for itself the
terms and rates on any loans it does
take.
®Any mortgage writer in the mar-
ket is free to join the scheme.
Procedure. The review boards use
public pressure as their chief weapon
to win loans for buyers in questionable
neighborhoods. If, on examining a
rejected application, the board decides
it is an example of redlining, the board
ships it back to the original institution
with a suggestion that loan officers
look at it again. If that S&L still
refuses a loan, the board then tries to
find a lender from among the other
participating institutions. Usually,
only first mortgages on owner-occu-
pied residences are covered by the
schemes. —DAN MOSKOWITZ
McGraw-Hill World News,
Washington

This proud homebuyer’s lucky number is 13

That Pam Moulder of Indianapolis
bought an $18,000 home with a $3,700
down payment is not news. More
women are buying more homes these
days—for their own use or for invest-
ment.

Pam’s story has a different twist.
She is 13 years old.

Half the down payment was pro-
vided by her parents, with Pam
shelling out the other half from savings
from a paper route and sales of
Christmas cards. Spurred on by a local
newspaper story about three young
brothers who had pooled their earnings
to buy a small house, Pam’s mother,

A new homeowner, Pam Moulder, 13, of Indianapolis, Ind., poses in front of her
most recent investment. She made half the down payment on this $18,000 home.
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an Indianapolis area Realtor, sug-
gested a similar joint venture to her
daughter. Pam, who had read the same
story, was excited.

“It was mainly her idea,” Mrs.
Moulder said. “After thinking about
it, she was ready to buy.”

Landlord status. Mortgage pay-
ments will cost Pam $150 a month.
She is screening prospective renters,
and she’s asking $200 a month. She
plans to sell the home “in a few years”
and invest in another house or perhaps
buy a car.

Pam views the purchase as a captive
savings plan, her mother explains, an
investment that will reap greater
rewards than a conventional savings
account in a bank.

Succés d’estime. Pam has already
appeared on Indianapolis television
and radio talk shows and has become
something of a local celebrity. Her
school friends, however, were initially
skeptical about Pam’s new-found
fame.

“At first,” Pam said, “they all
thought I was crazy. Now, after the
publicity, some are acting different,
like they’re proud to be my friends.”

—T.A.
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Jenn-Air introduces the designer range.
It brings fresh new variety
into the look of your kitchens.

If you want to make design
news in your kitchens, consider
this big new six-element coun-
tertop, with dramatic black
glass ceramic cooking car-
tridges and the famous Jenn-Air
Cooktop Grill.

It's also available with in-
terchangeable white glass
ceramic cooking cartridges or
conventional elements.

Or your customers may
want to add the convertible spit
roaster, griddle, shish-kebab-
ber or deep fryer. All “plug-in”
in seconds. And, of course, the

Jenn-Air Grill-Range is hoodless!

It goes anywhere you
and your customers
want it to go.
Because there's no hood, the
Jenn-Air Grill-Range goes any-
where you want it to. Along

inside or outside walls. On a
peninsula. On an island to give
kitchens a wide-open feeling.

Smoke and odors from all
surface elements are “breathed”
into the rangetop, exhausted
directly outdoors.

Ovens galore!

Your customers can choose
from a variety of oven installa-

tions, too, including pyrolytic
self cleaning, convection ovens,
and microwave ovens used
singly or double stacked.

For more information on the
whole line of built-in, drop-in,
free-standing Jenn-Air ranges,
call your Jenn-Air distributor or
write Jenn-Air Corporation,
3035 Shadeland Avenue,
Indianapolis, Indiana 46226

The Jenn-AirGrill-Range.

MMM ®A Magnificent Cooking Instrument
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MATERIALS

Aluminum wire’s foes win in court

In a decision that could have far-
reaching implications for the housing
industry, the U.S. Circuit Court of
Appeals in Philadelphia has ruled that
the Consumer Product Safety Com-
mission has jurisdiction over alumi-
num wiring systems in homes.

The opinion not only overturned
that of a lower court but went on to
say that there is nothing in the
Consumer Product Safety Act to
exclude the commission’s jurisdiction
over building materials once they are
incorporated in a home.

Disregard for codes. The Philadel-
phia court also said it doubted whether
state or local building codes preempted

the jurisdiction of the commission. The
judges dismissed contentions that, be-
cause construction materials are not
distributed through channels to which
consumers have access, they should be
exempted from commission authority
once they are in a home.

The ruling overturned a decision by
the U.S. District Court of Delaware.

Suit against manufacturers. The
Philadelphia decision also marked the
first victory for the commission in its
running effort to have old-technology
aluminum wiring outlawed as a fire
hazard. The agency has filed a suit in
the U.S. District Court for the District
of Columbia against 26 aluminum-

wire manufacturers, seeking to have
the old-technology systems repaired or
replaced. Between 1965 and 1973, the
systems went into an estimated 1.5
million homes.

Action on that suit was postponed
until jurists could rule on suits disput-
ing the commission’s jurisdiction over
household wiring. The Philadelphia
court’s action, involving Kaiser Alumi-
num and Chemical, was one of those
suits. Another, involving the Anaconda
Co., is before the U.S. Circuit Court
for the District of Columbia.

— MIKE MEALEY
McGraw-Hill World News,
Washington

TECHNOLOGY

Builder finds way to cut piping cost

An Indiana custom builder has used
heat fusion technique and polybuty-
lene piping to rough-in the plumbing
for a 1'5-bath home—with a laundry
room—in less than an hour and at
lower-than-usual cost.

Two nonunion plumbers, who are
paid union wages but draw no union
benefits, did the job.

The builder, Millard Scudder, presi-
dent of Millard Scudder Inc. of Dills-
boro, Ind., says the cost of copper
would be about $510, material and
labor included. His polybutylene job
cost $130.

Savings. Scudder builds in the
$40,000-$50,000 range. He uses about
20 feet of %'’ pipe and 100 feet of
4"’ pipe in such a house. If copper is
used, the builder claims, he uses about
the same amount of %’’ pipe but
double the amount of '»"’ at nearly
triple the cost. More copper is
required, he says, because it usually
comes in set 20" lengths, must be run
in straight lines and requires more
cuttings and fittings. Polybutylene, on
the other hand, is supplied in contin-
uous lengths and may be bent to fit the
job.

Copper rebuttal. The Copper Devel-
opment Association—the industry’s
trade organization, based in New
York—declined to comment in detail
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Installation is cheaper, quicker and easier with polybutylene piping than with copper,

says builder Millard Scudder of Indiana. He says he has used new pipe in 60 homes.

on Scudder’s claims. An association
spokesman did say, however, that the
builder’s assertions ‘“‘don’t hang to-
gether.”

Scudder insists that the price he
pays for copper has doubled in two
years, and he has based his compara-
tive figures on that increase. But the
copper association’s spokesman argues
that, far from increasing, the world
price of copper dropped from 74 cents
a pound in third quarter 1976 to 64
cents in first quarter 1978.

And, the spokesman says, the type

of copper pipe previously used by
Scudder may be purchased in both
straight lengths and coils.

Codes. Polybutylene pipe and fit-
tings meet the requirements of ASTM D-
3309 for hot and cold water distribu-
tion of 100 psi water service at up to
180°F. The standard has been adopted
by FHA-HUD, the National Sanitation
Foundation, the Southern Building
Code Congress, the National Standard
Plumbing Code, Building Officials and
Code Administrators (BOCA) and other
bodies, Scudder notes. —T.A.




Deltue"‘ from Delta.
A sell-up look ata
down-to-earth price.

When you add Deltique to your bathrooms, you automatically Specify Deltique, the decorator faucets made affordable
add more value. And more second looks from buying prospects by Delta.
looking for distinctive, quality features. To find out how the entire Deltique Collection can work

Because with Deltique, you can feature any one of 16 high-  out beautifully for you, write for our free, full-color literature.
style, washerless decorator models from Delta that don’t feature
a high price tag. Spedify Deltique, the decorator faucets made affordable by Delta.

You get unique designer faucets finished in stunning antique
brass. Crafted with deep, sculptured detail or with smooth,sub-
dued styling. And all designed to upscale any bathroom or
lavatory with a look that says expensive, but isn’t.

And Deltique keeps on selling. With Delta’s famous
washerless dependability. Modern water-saving engi-
neering. And with extra features like pulsating shower-
heads, push-button diverters and Scald-Guard™
safety measures in the bath.

So when you want to step up the value of a
new home, condominium or older home, give
your bathrooms another look. Asell-up look.
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DELTA &DELEX @
FAUCETS

No washers - No washer worries

Delta Faucet Company, Indianapolis, Indiana 46240.
A Division of Masco Corporation of Indiana.
© 1978 Copyright. Masco Corporation of Indiana.
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[0 Please send me information on
Gold River and the other new
Long-Bell styles.

0 Please have a representative call.

O | planto build 0 0-100100-250

O Over 250 units next yean
| am a [0 Builder [ Developer

O Other

Name
Firm
Address
City

State 74 o e O IO

®

INTERNATIONAL
PAPER
COMPANY

CABINET DIVISION
P.O. BOX 841|, DEPT. 888
PORTLAND, OR 87207
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America’s favorite.
Kenmore.

When you're ready to order refrigerators,
choose the brand more Americans buy
than any other. Kenmore.

Kenmore offers a full range of fea-
tures, colors, styles and sizes—for the
most economical or luxurious of kitchens.

Our name helps you sell.

Your customers know that Kenmore
stands for quality, value and dependability.
That’s why, in addition to being the sales

leader, our refrigerators have the highest
brand loyalty.

We've earned our place in America’s
homes with generations of reliable per-
formance, the latest in design and decor,
and real dollar value. When you install
refrigerators make sure you choose the
ones your customers would pick for them-

selves. Kenmore.
Sears

Kenmore. Solid as

Sears | Contract Sales
[0 Send brochure [0 Have Contract Sales S
)! [0 Send address of nearest Contract Sales Office

H6/78 RF

cialist call

Name

Position

Firm

Phone

City State Zip

| Sears Tower, Chicago, Illinois 60684

'| Sears Contract Sales, Dept. 733G, Sears, Roebuck and Co.



MARKETS

Black migration aids South’s builders

Black residents are moving out of the
Northeast and returning to the South.
This reversal halts a centuries-old
trend and weakens the Northeast’s
housing markets.

An analysis of government statistics
by Robert L. Siegel & Associates, a
real estate consulting firm in New
Orleans, shows that the Northeast lost
104,000 blacks, from March 1975 to
March 1977. In that year, 147,000
blacks, two years of age or older,
moved out. Only 43,000 moved in.

Blacks, almost without interruption,
had been migrating into the Northeast
since the Civil War. But many of the
same blacks who move into the
Northeast in the last 20 to 30 years are
now moving out again.

Markets. The impact of this reversal
is already being felt in housing
markets.

The reversal is concentrated among
higher-income blacks and those with
better-than-average jobs. They move
to inner cities or metropolitan areas.
Their return bolsters housing markets
of such cities as New Orleans, Atlanta,
Memphis, Mobile and other major
southern cities, which are losing popu-
lation to white out-migration. Whites,
when they move, go from metropolitan
areas to exurban locations.

The Northeast’s loss of blacks is
hurting the housing markets in metro-
politan areas. It is making it difficult
for whites to find resale buyers.

At the same time, it is changing
southern markets. Many southern
cities are almost 50% black now, and
this shift in racial composition has
political significance. Blacks already
control the mayor’s offices in Atlanta
and New Orleans.

Midwest and West. The reversal is
only part of a significant change in
migration patterns that is complicating
housing demand throughout the coun-
try.

The Midwest, once a destination for
blacks moving up from South Central
states, is now losing the force of this
in-migration. Blacks moving out of the
Midwest probably equal the numbers
still moving in. This condition is
compounded by a net out-migration of
whites from the Midwest.

The West, which has always gained
population at the expense of the

Region moving to

Region moving Northeast North Central South West Total
from L
Northeast — 19.8% 52.5% 27.7% 100.0%
North Central 11.6% — 48.0 40.5 100.0
South 23.3 38.8 — 37.9 100.0
37.2 46.5 - 100.0

West

T

15.0%

14.3%

— 70.7% 100.0%
North Central 7.6% - 69.6 22.8 100.0
South 19.9 47.0 - 33.1 100.0
West 12.5 25.0 62.5 — 100.0

Northeast and the Midwest, is growing
faster with the shift in black migra-
tion. About 14% of the blacks leaving
the Northeast head West. An even
larger share of those moving out of the
Midwest are relocating in the West
(23%).

The West is also contributing to the
growth of the South (7ables 1 and 2.)
Two of three blacks and half of the
whites that leave the West move to the
South.

The future. The migration patterns
show how housing markets are likely
to change, according to Robert L.
Siegel, president of the Siegel firm.

The South and West will continue to
exert strong pulls over residents of the
Northeast and the Midwest. Markets
in these regions will lose this black in-
migration. These markets will struggle
to find replacement populations for
their inner cities, and their politicians
will look more often to the national
government for help.

The severe winters of 1976-77 and
1977-78 have contributed to the out-
migration from the North, Siegel says.
Thousands of households, he adds, are
relocating to the South and West with
just the equity of the homes they sold
in their bank accounts. They are
arriving in the South and West
without jobs but are finding new jobs
quickly. Unemployment is generally

lower in the growing markets of the
South and West.

Demand. The demand for new hous-
ing averages about 1% of the popula-
tion per year. The national population
is about 220 million, and the demand
for new units is climbing toward 2.2
million a year.

But in soft markets in the Northeast
and in the Midwest, demand is drop-
ping toward 0.3% of population. In one
typical example, demand in the Pitts-
burgh area is averaging 9,000 units a
year. The population is over 2.3
million, so demand there is less than
0.4% of population. Markets in the
South and West, with as much popula-
tion, would need about 30,000 units a
year. Growth markets in these regions
are supporting construction which av-
erages 1.3% to 1.5% of population. The
difference is migration.

Mortgage man leaves

John Wetmore, chief economist for the
Mortgage Bankers Association for 11
years, has resigned. His is the latest in
a series of resignations that began with
the departure of Oliver Jones, the MBA
director [HOUSING, Aug. '77]. Wet-
more, prior to joining MBA in Wash-
ington in 1967, had been an economist
for the Federal Home Loan Bank in
Chicago for four years.




Custom elegance,

Stoney Brook Development, Denver, CO

ready-made economy.

Few manufacturers can offer the best for less.
We can. Nord quality spindles. For elegant
stairways at modest prices. Our spindles are
made from the finest clear Western Hemlock, so
they paint or stain beautifully. Our advanced
production techniques enable us to manu-
facture Nord spindles in volume, and pass those
savings right along to you, the builder. And
because Nord spindles require less time than
traditional stair treatments, you save on

labor costs, too.

Choose from a variety of classic designs in
standard lengths. You'll find a Nord spindle
that's perfect for any style of stairway you can
build. We also make matching spindle rails and
spacers, to fit either 2” or 3" spindles.

Everything you need for dramatic and elegant
stairway treatments that se/l. For more details
on how Nord spindles can save you time and
money, just write “‘spindles’’ across your
letterhead and mail to E. A. Nord Company,
Everett, Washington 98206.

MAKES IT BETTER — NATURALLY
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Fischer quits General Development

After four years at the helm, Louis E.
Fischer resigns as president and chief
executive of General Development.
Fischer, a Levitt alumnus, quit “to
pursue other business interests.” He's
replaced at the Miami headquarters
office by William R. Avella, another
Levitt graduate, who moves up from
executive vice president. Avella served
a tour with the Larwin Group as vice
president of finance and administra-
tion. General Development is a wholly
owned subsidiary of Gpv Inc. of
Miami.

BUILDERS: The executive roster
changes at Kaufman and Broad. At
the company’s Los Angeles headquar-
ters, Stephen Pinkerton is elevated to
vice president of management develop-
ment, a new post. He's been director of
management development for six
years. In the divisions, Ray E. Smith is
tapped as president of Kaufman and
Broad Homes of Illinois, a vacant post.
He was senior vice president in charge
of operations and marketing for K&B’s
Toronto subsidiary. At K&B’s northern
California division offices in San Fran-
cisco, John Zimmerman is named vice
president and director of operations.

In Florida, Ali Tanel is appointed
executive vice president of Cheezem
Development Corp. of St. Petersburg.
Tanel, another Levitt grad, had been
vice president of operations for Chee-
zem.

Lanny Kalik, a former senior vice
president of the Development Corp. of
America, signs on with Zellner Com-
munities of Newport Beach, Calif., as
executive vice president and chief
operating officer, a new post. And
across town Carole Jamieson becomes
manager of residential marketing com-
munications for the Irvine Co. She had
been an associate merchandising man-
ager.

Jerry Franklin is named vice presi-
dent of sales for the Marvin Helf
Organization’s Sandalwood Cove con-
do development in Boca Raton, Fla.
He'd held a similar post with Ross-
moor’s Coconut Creek (Fla.) commu-
nity.

Donald A. Mosiman joins Watt
Industries of Santa Monica, Calif., as
director of its apartment division. He
had been the development manager for
the Southern Counties Management

Co. in Los Angeles.

Lee C. Shur is the first building exec
to be named marketing executive of
the year by the Washington, D.C.
chapter of the American Marketing
Assn. He is vice president of market-
ing for Gulf Reston Inc. of Reston,
Va.

DEVELOPERS: In Miami, John H.
Abrams is named vice president of land
development for Deltona’s Marco Is-
land community. Lee M. Sanborn is

GD’s Avella . . .
A Levittex . . .

PCBC’s Blackley
Changes horses

assigned the same title at the parent’s
Three Seasons communities in central
and northern Florida.

Conrad Sloan, owner of Centurion
Development- of Sacramento, Calif.,
changes his company’s name to Centu-
rion Communities Corp.

Three execs move up with the
Seabrook Island Co. in Charleston,
S.C.: John D. Christie from director of
marketing to vice president, W. Russell
Campbell from assistant general man-
ager to senior vice president and
Kermit Mullinax from construction
manager to vice president of construc-
tion.

ASSOCIATIONS: Don L. Gilchrist
resigns after five years as president of
the National Association of Home
Manufacturers. In a letter to NAHM
members, Chairman Walter E. Ekblaw

NAHM’s Gilchrist
Becomes a consultant

. . and Fischer
. . Succeeds another

explains that “Don has believed that
he should spend a major portion of his
time and the resources of the associa-
tion on government relations. While
this has always been important to
NAHM and its members, it was the
opinion of the executive committee
that this should not be the primary
objective.”

Gilchrist becomes a consultant. His
fist client: NAHM. John R. Kupferer,
the association’s vice president of oper-
ations for the past two years, is named
executive vice president. Gilchrist was
unavailable for comment.

In San Francisco, Gordon Blackley
moves from executive vice president of
the Associated Building Industry of
Northern California/West Bay divi-
sion, to executive director of the
Pacific Coast Builders Conference. He
succeeds Frank Halleran, who re-
signed.

Elmer Botsai is installed as president
of the American Institute of Architects
in Washington, D.C. He is a partner in
the firm of Botsai, Overstreet &
Rosenberg of San Francisco. Ehrman
Mitchell begins his term as AIA’s first
vice president. Mitchell, a partner in
Mitchell/Giurgola Architects of Phila-
delphia and New York, will be
installed as president in January,
1979.




automatic garage door
opener system by Alliance.

The garage door picker upper becomes the sales picker upper!

When you recommend Genie — “the garage door picker-upper’” — your clients
will appreciate it at least twice a day for as long as they own their house! Because
Genie opens the door, turns on the light, and lets them drive right in. Only Genie has
CRYPTAR" |l Digital Controls and SEQUENSOR®, “the computer-controlled
brain!” CRYPTAR" Il Digital Controls, with 3000 code combinations distributed,
makes it nearly impossible for anyone but the owner to open the garage door.
SEQUENSOR®, “the computer-controlled brain” (available on the 404 & 450)
assures precision control, maximum reliability and quiet, economical operation.
Call your local Genie dealer for complete details.

Opens the door . . . turns on the light . . . lets you drive right in!

@ e ALLIANCE Manufacturing Co., Inc., Alliance, Ohio 44601

A NORTH AMERICAN PHILIPS COMPANY
Maker of the famous Antenna Rotator / Alliance Tﬁnna—Rotor"/ “TV's Better Color Getter!”
L © 1977 The Alliance Mfg. Co., Inc.



steel framing
spoken here.

Call the
“accent’ of

your choice!
Whether you talk residential,

commercial or light i.ndustrial ;

we talk your language from coast-to- coast With cost -saving light steel
components such as steel joists for framing floors and flat roofs. Steel
studs and runners for load-bearing walls that go up fast. And a full
complement of clips, brackets, closures, stiffeners, grommets and
screws—whatever you need to erect stronger, more efficient framing
—whatever it takes to save sizeable chunks of time over masonry and
wood construction. Other built-in advantages include 24-inch spacing,
compatibility with conventional materials, cut-to-order lengths, lighter
handling, pre-punched components to expedite utility installations and,
of course, none of the warping, splitting, or rotting that could come
with wood framing. ® Dial one of our informed voices today. Or write
to us at 101 S. Wacker Dr., Chicago, lll. 60606, Dept. H68

‘Southern:
Atlanta, GA
(404) 393-0770

Kastern:
Kearny, NJ
(201) 997-1600

Western:

Los Angeles, CA
(213) 775-3696

Midwestern:
Chicago, IL
(312) 321-3979 or 4137

UNITED STATES GYPSUM

BUILDING AMERICA




Take a kitchen

e >

Take a hath

Take any room

Model RH 7136 Fresh Avacado Bath Cabinet Model CSP 934-30, Vanity V403021-L. Pull BA 2117

Bath Accessories BA 2100 Series Decorator Light LD-1106

and make something beautiful happen when you

build with Miami-Carey

Every prospect makes a beeline for the
bathroom and kitchen, and here
Miami-Carey helps you to feel proud
of what they’ll see. Surface and
recessed cabinets in the most popular
styles, complemented by the latest
vanities, accessories and lights.
Decorator mirrors to add a touch of
luxury to any room. Innovative range
hoods, fans, heaters of superb
craftsmanship and trend-setting design.

Encourage your prospects to touch the chime
button. As they enter they will note the
spaciousness of the living room reflected in the
graciously-styled decorator mirror . . . be
half-sold even before they get to the kitchen,
bathroom, bedrooms . . . each with something
beautiful from Miami-Carey.

Miami-Carey products are visible evidence that
you have supplied the best materials available.
They can help you to convert lookers into
contracts.

FREE CATALOG: Write today for your copy of
Miami-Carey’s condensed full-line catalog. See
how you can build beautifully and profitably!

Pockey
Seen by .
millions Write for
on your copy
national today
network
television

Miami-Carey

a amJalter company
203 GARVER ROAD * MONROE, OHIO 45050

WATS 1-800 543-9261
OHIO LOCATIONS 1-800 762-9208



This GE Dryer, even with 2 elbows,
has a 60-foot reach.

‘

The installation flexibility of the General Electric
DDE5300P electric dryer now allows your archi-
tect to place the laundry area just about any-
where in an apartment and, without the need for
booster fans in order to duct to an outside wall
or a common dryer exhaust stack.

This dryer can handle up to four 90° elbows
with a total duct length of 40 feet. As the number
of turns are reduced the length that the dryer
can exhaust is increased: with 3 elbows, up to
50 feet; with 2 elbows, up to 60 feet; with one
elbow, up to 70 feet; and all the way up to 90 ft.
with zero turns! The requirements are that 4 inch
rigid metal ducting be used, the elbows be

kept at least 4 feet apart, and that the damp-
ered wall cap have a 4 inch wide opening.

Your architect gains additional planning free-
dom and you may gain more economical use
of floor space with better control over initial
installation costs.

And all GE dryers and washers
are backed by General Electric
Customer Care® service which
means we have Factory Service
Centers covering over 350 cities,
plus more than 5,000 franchised
servicers across the country.

General Electric has just published a new
booklet titled “A Guide to Clothes Dryer Installa-
tion” for single and multi-dryer exhaust systems.
For your free copy write to:

General Electric Company, Department G

2665 Helm Street, Louisville, Kentucky 40213

SERVICE
EVERYWHERE
S

GENERAL @3 ELECTRIC




ive your customers the value they demand.

'e’re the people who build a modular cabinet that competes with the custom cabinets

every way . . .but price. Merill