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But since this is an Armstrong Tredway® floor, it's not
likely the problems that may be lurking beneath it
will ever develop into a callback. That's because
Tredway floors are specifically designed to mask
the kind of subfloor problems that are often
impossible to avoid.

Tredway cuts callbacks

Because Tredway is elastic and is attached only at
the perimeter of the room, it stretches across the
subfloor, bridging the small subfloor gaps and
iregularities that other floors cant. Tredway also
reduces the ugly ridging you get from seasonal
movement. When the subfloor expands, Tredway
expands with it. When the subfloor contracts, so
does Tredway. By hiding subfloor problems like
these so well, Tredway can all but eliminate
expensive flooring callbacks.

And when a repair is necessary, it can be made
quickly and easily. Just cut out the damaged areaq,

Tredway bridges minor
subfloor imegularities.

Conventional flooring can
ridge or split.

and replace it with an invisible patch that becomes
a permanent part of the floor.

Your customers will be as pleased as you are
Tredway will please your customers because it
offers them a wide choice of exciting colors and
designs. It will please you, because it can just
about eliminate callbacks.

So call your Armstrong flooring contractor, and see
how much you can save on Tredway.

/__Fr_r-t‘?m THE H’wmoon WORLD® OF
(Armstrong
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America is replacing 13000000
worn-out windows a year!
You can cash in with
Andersen's New Window
Replacement System.

Get in on a big, timely opportunity! Cash in on the booming
replacement market with Andersen’s new Window Replacement
System.

It’s easy. The System brings together everything you need.

It’s inexpensive. There’s no extensive retraining necessary.
No new equipment required.

It’s fast. Local Andersen distributors and dealers stock
the System. Assure you the fastest delivery possible.

It’s ready now. The complete System is available
immediately.

It’s exactly what America needs.
The System is built around fuel-saving, low
maintenance Andersen® Perma-Shield®
windows. The same high-quality windows
used in new home construction for
over 75 years.

And the System offers you...

'k ite and Terratone,

Vinyl
laminated hoard,
%" thick in 2’ x 8 sheets.
White and Terratone.

Rigid vinyl trim strips. %" face

Perma-Shield™ vinyl filler. 3%" and 5%" widths dimension by 12" and 1%" face
in 6" and 10' lengths. Vinyl-wrapped and dimension by 6'5.) White

laminated on three sides. White and Terratone. and Terratone,

R h.n'z?.! 12'6"
lengths. White
Andersen has designed an entire line of installation , and Torratone.
aids that let you custom-fit stock-size Perma-Shield
windows to virtually any opening.

These aids support, fill in and trim out
the exterior area around the installed Perma-Shield
window when the window is not the exact size
for the opening.

The aids are covered with (or are completely
made of) thick, low-maintenance rigid vinyl to
match the Perma-Shield window and provide a

laStlng, beautiful appearance. Support mullion fillerand vinyl trim. Side jamb clip. Metal. For use |
2" face dimension by 12! when nailing flange method
White and Terratone. 18 impractical.




Easy to use guide.

The Guide makes it simple to use the System.
Each two-page spread (see illustration) covers
one 4" inecrement in width and every height from
20" to 84." Just go to the page with your width and
find your height at the left. By reading across you'll
see every Perma-Shield® window that can be used
along with exactly which Andersen installation aids
you'll need. This 88-page guide also pictures each aid,
explains its uses and shows installation procedures.

Lead generating advertising.

Andersen is conducting intensive lead generating
advertising in the top consumer magazines. These hot,
local leads will be forwarded to Andersen dealers. See
your Andersen dealer to join the program. TV, radio and
newspaper ad materials, customer literature, sales

aids and a contractor direct mail program are also available.

Send for details today!

Use the Reader’s Service Card in this magazine
to get complete information about Andersen’s new
Window Replacement System.

Or write Andersen Corporation, Box 12,
Bayport, Minnesota 55003.

You've got nothing to lose but your share
of 13,000,000 window sales this year.

80114 Copyright © Andersen Corp  Bayport MN 1980

The beautiful way to save fuel”

Andersen'\Windowalls | &
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"OUR 24-POINT TEMPERATURE RECORDER INDICATES

G€ ZONELINE'UNITS ARE THE MOST EFFICIENT
HEATING SYSTEMS WE CAN INSTALL.

“Cardinal Industries is the largest man-
ufacturer of multi-family housing in the
country. We're in that position because we
seek and find building alteratives that
save our customers money.

“One method we use to defermine
heating efficiency is the 24-point tempera-
ture recorder. By tracking kilowatt usage
and heat distribution in 24 different places
in the home, we can tell how cost-effective
a heating system is.

“Six years ago, we began monitoring
GE Zoneline heating unifs, the standard sys-
tem installed in over 12,000 of our living
units. We found GE Zoneline units improve
heat flow, and with today’s insulation
methods, can cut heating costs by
up to 40%.

“That's why we put Zoneline units in
every apartment and house we build from
Florida to Michigan. And it's part of the rea-
son why our products were given energy

4 housing 10/80

Vem Johnston, Director of Research and Development

Cardinal Inclustries
efficiency awards by Florida Power and
Light and Tampa Electric Company.

“Another reason we chose Zoneline

units is the attention we get. General
Electric representatives stay in touch. It's a
good relationship that works for us. We think
GE and the Zoneline units are the best in
the business.”

Take advantage of over 30 years of
commitmenttothe
housing industry.
Call your local
General Electric
Contract Sales
Representative
and ask about
our Zoneline
Heating and
Cooling systems.

We bring good things to life.
GENERAL &3 ELECTRIC
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The obvious and not so obvious

Time was when a few enterprising people with limited
financing could pool their business and financial
resources and become publishers of a journal. Entre-
preneurship is not dead, but this publisher and
McGraw-Hill believe it takes a good deal more to
produce outstanding magazines than a few enterprising
; folk.

At HOUSING, we start with an information need from a well-
defined audience—the builder. We add an editorial staff that is large,
experienced and, we think, the best in the industry. That’s obvious as
you look at the masthead. But the number of editors doesn’t count as
much as what they produce. Take, for example, the article on page
44, “How to do a joint venture,” today’s fastest-growing financing
method. Or, the exclusive “Housing Demand Index” opening on page
59. Both are examples of HOUSING’s editorial leadership.

We print on a 45-pound sheet of paper that costs a good deal more
than the commercially acceptable 34-pound sheet used by so many
other magazines. Why? You deserve the best possible reproduction
we can deliver, and since you share your copy with as many as three
readers, we want the third to have as attractive a copy as the first.
That’s obvious too.

With our next issue, new products and all of the feature articles
will appear in four-color to provide you with the most attractive and
visually informative presentation possible. That will not only be
obvious, it will become the industry standard.

What’s not so obvious is the scope of information available to
HOUSING’s editors, and thereby to you, from McGraw-Hill. When we
look for the latest in custom-house design we draw on Architectural
Record; current costs, Building Cost Publications and Wood and
Tower. To keep track of building activity across the nation, we have
the Dodge Reports, and to keep abreast of governmental regulations
and standards, McGraw-Hill’s Regulatory Impact Service.

Seventeen news bureaus and 176 correspondents provide constant
coverage of information and news in every market to supplement the
HOUSING editorial staff. Nineteen different building-information
publications and services, produced by well over 2,500 people within
McGraw-Hill contribute in one way or another to this magazine to
provide you with the best, most reliable, and most authoritative
building information available. Come to think of it, it is obvious to
readers of HOUSING.

McGraw-Hill (and particularly George Christie) has long been
recognized as the leading economic forecaster in the construction
industry. And now this leadership has been strengthened by the
acquisition of Data Resources, Inc. The latest DRI macro-study shows
a 10% increase in housing starts in the '80s over the decade of the
"70s. The increase will hit a high of 2,291,000 starts in 1989. Further,
the industry appears to be headed toward consistency, minus the
peaks and valleys of the '70s.

HOUSING's circulation will increase parallel with the turnaround in
building. Effective with our next issue, well over 100,000 copies will
be mailed (over 80,000 to builders). Why? To provide the* industry
with the best coverage of the most important news and information
during the growth decade of the *80s. All of that seems very obvious
to me. —G. ROBERT GRISWOLD
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/5 S The Mast
P P s Energy Efficient

Homes
in America

...and they are
also extremely

beautiful!

. . & f When we call the new Viceroy super-
A bl W oy an home ‘“‘the most energy efficient homes

{w e it 15- ‘ !,{ : in America”’, we do not choose these
= . l_.;g;,‘t,* ah words lightly. With the introduction of
) these superb homes, Viceroy has
R St 4L achieved simultaneous breakthroughs in
ANRERARES = - - : window and door manufacture, roof and
wall framing, and passive solar heating
techniques. For all practical purposes,
the energy consumption problem in new
home construction has been solved. If
you build the Viceroy way, you will be
protected against exorbitant heating and
cooling bills for a generation to come.

The new Viceroy superhomes are also
extraordinarily beautiful. The new Fred
Haas designs feature the brilliant com-
mand of scale and proportion that has
become his trademark.

And these homes are not expensive!
With the discount on Canadian cur-
rency, Viceroy's builder dealers are
CUMBERLAND effectively paying for their homes with

87¢ dollars.

Viceroy is now establishing a series of
home manufacturing plants across the
United States. We are looking for a
number of builders of proven ability and
integrity to represent us. This is a great
opportunity for you to become asso-
ciated with this dynamic, fast growing
company. Send $5.00 for complete cata-
logues and supporting literature.

=

-

Viceroy Homes Inc.,
30 Melford Drive, Scarborough,
Ontario, Canada M1B 174

i LONDONER MARK II -



NEWS/MONEY

Differential phase-out: hard times for S&Ls

Deregulation proves to be a mixed
blessing for the nation’s thrifts, as they
discover that without their traditional
quarter-point differential, it's harder
to attract deposits.

The result: less money at s&Ls for
home mortgage lending.

The s&Ls still have their differential
for savings accounts, although this will
be eliminated over time. But they
already must compete with commer-
cial banks at the same interest rate for
money-market certificates (MMCs)
when the rates on six-month Treasury
bills are between 7Y%4% and 9%%.
(When the rates are higher or lower
than that, s&Ls may pay up to Y%
more than commercial banks).

James Christian, senior economist
of the U.S. League of Savings Associa-
tions, says that from the time the
six-month certificates were first autho-
rized in June 1978, until the restric-
tions were put on the differential in
March 1979, the thrifts took in about
half of all new money invested in the
certificates.

But when the thrifts lost their differ-
ential in April 1979—because rates
rose above 9%—their share of MmcC
funds fell to 39%. The next month,
they fell to 26%. At the same time, the
commercial banks’ share rose, says
Christian.

A similar interest rate trend recently
has again removed the differential.
This has led the League to estimate
mortgage money shortfalls of $17 bil-
lion for 1980.

Test. Most analysts believe 1981
will provide a solid test of how well the
thrifts can be a source of home mort-
gages without their quarter-point dif-
ferential.

By then, they will have new authori-
ty to make consumer loans, to offer the
equivalent of checking accounts, and
to offer other services beyond the trad-
itional savings accounts and mortgage
loans.

Here's the theory behind this diver-
sification: By expanding their services,
the thrifts will be able to do a better
job of attracting depositors, thus gain-
ing more funds to lend. Mortgage
lending could also be expanded when
S&Ls can package mortgages and then
sell the packages to raise cash—a new
power—rather than holding the mort-
gages in their own portfolios, as they
do now.

Says Bank Board Chairman Jay
Janis: “Our studies show that over
time, the thrifts’ total flow of funds
will increase as a result of the new
activities.”

Janis adds that this increased flow
will put more funds directly into the

ROBERT STRIMBAN

This quarter’s Housing Demand
Index spotlights these ten large
markets as the lowest-risk markets
for builders: Los Angeles; Orange
County; San Jose; Fresno; Seattle;
Denver; Oklahoma City; Tulsa;
Dallas-Fort Worth; and Wichita.

Housing Demand Index’s best bets

Only two of these—San Jose and
Oklahoma City—are good bets
because of a strong and growing
economy. The rest are supported
mainly by pent-up demand.

Want more information? The
Index begins on page 59.

mortgage market. But during the tran-
sition time, waiting for the new funds
is painful for the thrifts—and even
more so for the homebuilders.

Although there were healthy savings
inflows in May—$1.2 billion—with-
drawals again began to exceed deposits
the next month. A net outflow of $200
million in June was followed by a
meager $1 billion inflow for July —the
smallest for that month since 1974.

The funds-flow problem from May
until July underscored the thrifts’
complaint about the disappearing dif-
ferential. S&Ls have enjoyed a quarter-
point advantage over commercial
banks since World War II, and still do.
But the MMCs—with much higher
rates—have been the mainstay of
housing since they were created two
years ago.

Competition. While the differen-
tial’s absense has hurt S&Ls in their
ability to attract funds, the real com-
petitor of the s&Ls is not commercial
banks, says Richard G. Marcis, the
Bank Board’s chief economist.

It’s those institutions having no
deposit rate controls—mainly money
market funds. Marcis points out that
now, only about half the savings depos-
its held by consumers are in accounts
or instruments where thrifts have a
quarter-point advantage. Five years
ago, close to 97% were.

The thrifts had hoped they could get
new powers to make consumer loans
and invest in assets before losing their
differential. Federal regulators, while
not taking the differential away all at
once, seem to have removed it where it
counts.

And despite pleas from the thrift
industry, Congress is showing no signs
that it intends to overrule the regula-
tors’ actions. —G. DAVID WALLACE

McGraw-Hill World News, Washington

Bank Board: lets
S&Ls sell stock

s&Ls could have more money to lend
after October, under new regulations
proposed by the Federal Home Loan
Bank Board.

The Board has proposed letting the
thrifts expand their lending base by
selling mutual capital certificates,
which are the rough equivalents of
preferred stock for a corporation.

The regulations—implementing the
Depository [Institutions Deregulation
and Monetary Control Act of 1980
[HousING, June], would permit the
thrifts to use the certificates to satisfy

Turn to page 8
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NEWS/MONEY

Survey: commercial lending is tight

The unstable economy has major lend-
ers admittedly confused, and they hesi-
tate to predict where mortgage rates
are headed, reports Citicorp Real
Estate Inc., in its monthly survey of
benchmark commercial rates.

As a result, rates are climbing
again, funds are tight, and strict terms
reflect lenders’ caution:

®Commercial rates rose one point in
August and were 122% or higher by
the end of the month.

®No money is being loaned for
income-property mortgages— with
rare exceptions—before the second
half of 1981, even though lenders
report ample funds on hand.

®] enders are asking participations
amounting to from 10% to 25% of
future rent increases—but most devel-
opers are refusing.

®When participations are given,
lenders will typically yield half a per-
centage point on the mortgage rate,
and will yield a full point when taking
an equity position of 50%.

(For more information on lender
participations, see “Joint ventures: The
boom that’s reshaping the industry,”
[Housing, Aug.]).

Apartments. The survey reports
that funds are drying up again in the
apartment market, and few national
lenders are lending. When they do,
their rates are so high that developers
aren’t interested.

One solution to the difficult perma-
nent financing situation some devel-
opers have found is to build without it,
using short-term loans instead.

In some parts of the country, the
only pending commercial loans are
tax-exempt mortgages—on projects
approved by a local Economic Devel-
opment Corp. These loans typically
bear a rate about 3% under market.

Nearly all income mortgages have
five-year call provisions, says the sur-

Bank board continued from page 7

up to 20% of the reserves and net
worth required by federal regulators.
Holders of the certificates would
have a limited voice in the affairs of
the thrifts. But the thrifts affected by
the change—the 83% or so which are
mutual rather than stock associa-
tions—would remain mutuals.
Expanding a thrift’s capital base
both expands the amount of money it
has available for lending and raises the
amount it is permitted to lend under
federal regulations. Until the new reg-
ulations go into effect, the only way a
mutual savings and loan association
can add to its capital base is through
retained earnings. —G.D.W.

8 housing 10/80

vey. Some developers with prime proj-
ects negotiated 10-year calls.

Despite tight conditions, developers
who before were waiting for rates to
bottom out have now started actively
inquiring. Their conclusion: little
chance that rates will fall soon.

Rates. Here are some of the Citi-
corp benchmark rates from the survey.
Rates can vary considerably because
of location, size, delivery date, credit,
and loan-to-value ratio.

®New apartments: 13— 142%.

®Medium-sized shopping centers or
office-buildings without a major ten-
ant: 12%%—14%.

®Medium-sized shopping centers or
office buildings, leased to a credit-
worthy major tenant: 12%4%—13%.

®Tax-exempt mortgages: 9%%—
11%.

Credit bias found
against...men?

After all the charges you hear about
unfair credit practices, the last group
you might expect to be affected would
be men. But HUD reports just that. In a
recent study of mortgage terms in Cal-
ifornia and New York State, it found:
Discrimination against male-only
households by mortgage lenders is
more pervasive than against any other
sex or marital group.

In California, says the study, such
households pay higher interest rates
and loan. fees than any other sex or
marital category. In New York, they
are more than twice as likely to be
denied a mortgage than married male-
female households with a non-working
woman beyond childbearing age.

Still skeptical? HUD concludes,
“Findings do not support allegations of
widespread discrimination against fe-
male-only applicants.” —W.LU.

BRIEFS

Housing starts rose 12% in August
to an annualized 1.4 million, and
permits rose 8% to 1.33 million, the
Commerce Dept. reports. August ex-
isting home sales rose 4% to an an-
nualized 3.0 million, according to the
National Association of Realtors.

Mortgage rates in the next 15
months will stay where they are or
get higher, say the nation’s S&L exec-
utives in a survey by the U.S. League
of Savings Associations. The survey
found that 89% of the executives
expect rates will be above 12% by
year-end, and 28% of them see rates
over 13% at that time.

Rent control penalties were en-
dorsed by the House of Representa-
tives in an amendment to the 1980
housing bill, but will have no effect
unless adopted by the Senate as well.
The amendment would deny rental-
assistance funds to communities that
set up new rent control programs or
impose cqntrols on new housing.

Small shopping centers will boom
in this decade, predicts John H.
Reininga Jr., a California developer.
Writing in Shopping Centers Today,
he outlines trend away from large
regional malls and toward smaller
neighborhood centers. Reason: en-
ergy and transportation costs, which
keep rising.

New homes sales shot up 23% in
July, leaving the nation with its low-
est inventory of unsold housing in
19 months, the Commerce Depart-
ment reported. The annual sales rate,
seasonally adjusted, was 659,000;
standing inventory was 338,000.

New construction put in place de-
clined slightly, Commerce reported.
July’s annual rate was $214.3 billion,
compared to $216.3 billion in June.

New contracts were up 2% in July

for the second month in a row, re-
ports McGraw-Hill's F.W. Dodge
Division. Contracts for residential
building increased 20% from June.

Vacancy rates call for a little edu-
cation, right? At New York City’s
New Social for Social Research, this
one-day course, for $55, is offered:
“Finding and renting an apartment
in New York.”

U.S. Home Corp. the nation’s larg-

est builder, has entered the Seattle
market and plans single-family and
garden-condo communities, Wash-
ington is the 17th state the firm is
in; it plans to be in 21 by year-end.
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00d mills

IP will open two more lumber and plyw
by 1981-and double distribution centers by 1985.

We’re building strong!

Now you can count on another
solid source of top-quality lumber
and plywood in the 80’s.

International Paper Company!

We are investing over one billion
dollars to become one of your major

suppliers of lumber and plywood.

We're carrying out plans to bring on
line a series of strategically located

wood products sawmills and plants:
Gurdon, Arkansas in 1979, two new
plants in 1981 in New Boston, Texas
and Springhill, Louisiana.

1.2 billion sq. feet of plywood

These new mills, plus the purchase
of sawmills in Louisiana and Maine
in late '79, will give IP the capacity to




produce 1.2 billion square feet of
plywood and more than 900 million
board feet of lumber a year by 1982.

Expansion plans beyond 1981

IP is also looking into several other
locations for wood products expan-
sion beyond 1981 in the South,
Northeast and West.

We will double the number of IP
distribution centers in the Sunbelt
by 1985. If you're not close to one of
these centers now, you may be in the
very near future.

IP has the timberland to support
our objective: to be a sure source of

(1980 INTERNATIONAL PAPER COMPANY « 220 EAST 42ND STREET, NEW YORK, NY 10017

supply to the building industry.

We own 7 million acres in the
U.S.; 4.8 million of them are in the
South (that's nearly half again as
much as our nearest competitor
there). IP also has timber contracts
for one million acres held by other
landowners near our facilities.

Two convenient ways to buy

IP offers you top-quality building
materials delivered on time and at
a competitive price.

You can buy IP building mate-
rials two con-
venient ways:

1. Order direct by phone from our
sales offices.

2. Buy wholesale from your nearest
IP distribution center.

Here's a promise: we will be there
when home building picks up—and
it will. IP will have the materials you
need when you need them!

If you want information on the
nearest IP building materials facil-
ity, call toll-free: (800) 223-1268.
In New York State: (212) 599-3194.

International Paper. We're building
strong! We'll help you build strong!

IP BUILDING MATERIALS

We're Building Strong!

Circle 11 on reader service card




NEWS/POLITICS

E
%
e
g
3
@
i
=t

Where the
candidates stand
on housing

The winner of the presidential election
will affect the housing industry in
many ways, including:

®how he handles the economy.

®how he views subsidy programs.

®how he selects his cabinet.

This article examines five key hous-
ing issues and notes where the candi-
dates stand on them, and how they
have performed, if applicable.

At press time, President Carter and
Ronald Reagan had not announced
positions on some issues. In those
cases, party platforms or the direction
the candidate is leaning is given.

Rep. John B. Anderson (R-IIL.) is
the only one of the three to have a
detailed housing statement, although
as a U.S. Representative he did not
make housing an area of specialty.

Here is a look at where the candi-
dates stand on issues that affect your
business:

ISSUE: MORTGAGE MONEY
Carter—He firmly supports the Fed-
eral Reserve Board’s strategy of fight-
ing inflation with high interest rates.
Last spring, this led to scarce and
expensive mortgage money. The Presi-
dent also supported banking reform
legislation which, among other things,
phases out the quarter-point differen-
tial for s&Ls, and lets them make more
non-housing loans.

h 4
Reagan: credits for mortgage investors,
housing savings accounts

Anderson—He decries the Adminis-
tration’s tight-money policy, and pro-
poses instead something Carter has
always opposed: a tax-based incomes
policy to fight inflation. This would
“reward” firms that comply with wage
and price guides by giving them a tax
break. Anderson also favors increasing
the maximum on tax-exempt savings-
account interest from its current $200
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for individuals and $400 for married
couples to $750 for individuals and
$1,500 for married couples.
Reagan—He opposes credit controls,
although the Republican platform
favors the same sort of monetarism
that Carter supports. Reagan may sup-
port tax credits for investors in 1-
to-4-unit mortgages, and is also con-
sidering inflation-indexed, partially
tax-exempt pledged housing savings
accounts.

Anderson: no restrictions on rehab
Sfunds, tax-based incomes policy

ISSUE: REVENUE BONDS
Carter—He has attempted —without
success —to restrict municipal sales of
tax-exempt bonds to make mortgages
at below-market interest rates.
Anderson—He supports the re-
authorization of the bonds (right now
a stalled debate in Congress has left
their status murky). He favors “rea-
sonable restrictions” on their use—
probably income ceilings.
Reagan—The Republican platform
favors “responsible use of mortgage
revenue bonds™ but Reagan’s advisors
are divided on this issue.

ISSUE: BROOKE-CRANSTON
Carter—He opposed reactivating the
shallow-subsidy program last spring.
However, the President did approve a
similar program to tap unspent funds
Congress had appropriated in earlier
years to subsidize new housing.
Anderson—In 1974, he joined fellow
Congressman Henry S. Reuss (D.-
Wis.) in urging the House to pass
Brooke-Cranston, which it did. Today,
he supports activating the program
whenever housing starts fall below a
predetermined level, but he opposes its
use as a permanent subsidy.
Reagan—He has not yet announced
his position, but advisors are leaning
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toward supporting emergency use
only.

ISSUE: RENOVATION

Carter—He has restructured the
Community Development Block Grant
(CDBG) program to increase funds for
rehab. The Democratic platform seeks
“revitalization programs that minimal-
ize displacement™ of poor people, and
also advocates increasing HUD’s urban
homesteading and rehab efforts.
Anderson—He calls for eliminating
“all restrictions on the use of HUD
funds on existing housing” for renova-
tion. He also wants HUD to give “tech-
nical assistance, identify and donate
surplus government-owned buildings,
and allow faster depreciation of build-
ings.” He would give federal assistance
to apartment dwellers to organize to
buy and renovate their buildings.
Reagan—The Republican platform
supports expanding these existing pro-
grams: urban homesteading, rehabili-
tation, and preservation.

ISSUE: REGULATION

Carter—He strongly supported the
degregulation of s&Ls (see MORT-
GAGE MONEY). The Administration,
through HUD Secretary Moon Land-
rieu, has come out against curbs on
condominium conversion.
Anderson—His platform calls for a
“review of federal, state and local reg-
ulations affecting housing™ which it
estimates “add 20% to the cost of each
new unit.” Anderson would drop all
HUD regulations that restrict use of
funds for rehab.

Carter: more cDBG rehab funds,
S&L deregulation

Reagan—He would send cpBG funds
back to the cities and let them decide
how to use them, although this
approach seems unlikely to become
policy, even if Reagan wins (see story,
page 14). He also would have HUD
relax rules for manufactured housing.
— DAVID GARFINKEL, TOM READ,

and McGraw-Hill World News, Washington
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PPG Solarcool Bronze glass.

At Hunters Run, its real beauty is reflected

m lower cooling costs.

Benjamin (left) and Leonard Frankel

This is the prestigious new
Hunters Run development in
Boynton Beach, Florida.

Every single-family home
here features PPG’s Solarcoo/
Bronze reflective glass.

And for good reason,
too. Developers Benjamin and
Leonard Frankel have found that
“Solarcool’s high performance
rating lets us comply with
Florida's energy code without
sacrificing the aesthetics of
large glass areas.

“Furthermore, Solarcool’s
effectiveness in holding down

heat gain means we can offer
lower air-conditioning costs to
our prospective buyers”’
Solarcool actually blocks
out twice as much of the sun’s

heat as clear glass. Which signifi-

cantly reduces the load on an
air-conditioning system.

But best of all, Solarcool
looks simply beautiful. From the
outside, its mirror-like surface
reflects and enhances the spec-
tacular golf course setting of
Hunters Run. And indoors, it
controls brightness without
affecting the outdoor view.

Let the real beauty of
energy-saving PPG environ-
mental glass help you sell more
homes. Write for a free copy of
our Solarcool idea book: “Best
Glass Under the Sun’’

PPG Industries, Inc.,
Dept HH-3100, One Gateway
Center, Pittsburgh, PA 15222.

PPG: a Concern for the Future

INDUSTRIES
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FTC keeps the
heat on for
truth in lending

The FTC continues its enforcement
campaign for the Truth-in-Lending
Act (TILA) to make doubly sure that
builders follow—to the letter—adver-
tising rules on financing. Here's how:

1. It’s conducting an “educational”
effort, through its own mailings and
through independent programs of
trade associations, to let builders know
exactly what details must be included
in credit ads.

2. It’s planning more legal proceed-
ings, like the recent prosecution of
Downing Associates in Rhode Island
[HousINng, Sept.], to show it will fol-
low through on violations.

(Downing, without admitting that it
ever broke the law, agreed to pay a
$10,000 “civil penalty” and promised
to spell out all credit terms in future
ads.)

The FTC is, in effect, taking a proce-
dural short cut with its “educational”
mailings. By informing companies of
the rules about advertising financing —

and of previous successful prosecu-
tions—the agency clears the way for
quick federal court proceedings
against suspected offenders. Other-
wise, enforcement would entail time-
consuming intermediate steps.

Familiar. The TiLA problems are
nothing new. The law was passed in
1968, and in 1977 the Frc conducted a
mail alert to goad builders and others
into compliance.

That sweep led to the recent Down-
ing Associates case, among others. But
a new campaign is underway this year.
Since credit terms are now so crucial
to selling houses, “there are many
home builders who are complying and
are being put at a competitive disad-
vantage,” says Lewis H. Goldfarb, Frc
assistant director in charge of the cred-
it practices office.

The disadvantage, he says, arises
because the complying ads compete
against those of developers who use
come-ons like “low interest rates”
without spelling out the details.

Requirements. Under TiLA, any
mention of credit terms must include:
cash price, down payment required,
repayment terms, and the finance
charge expressed as an annual percent-
age rate (APR).

THE ART FOUNDRY

HUD ponders a consumer hot line

A HUD area office may test a toll-free
hot line for consumer complaints and
questions next year as a step toward
deciding whether a nationwide hot line
should be set up.

HUD’s Office of Consumer Affairs
wants to test the idea for six months. It
hasn’t yet gotten an okay from top
officials. One possible snag: finding
sufficiently knowledgeable people for
the job.

There's already a *“fair housing hot
line” at HUD, which has been in opera-
tion for five years and is considered
effective by the agency. It was set up
for discrimination complaints.

However, says Laurette Dixon, who
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only one-fifth of the calls received.

Most calls concern landlord-tenant
problems, and most of these have noth-
ing to do with HUD. The next largest
group of calls concerns FHA mortgage
insurance and other programs that
HUD administers.

HUD also receives thousands of com-
plaints yearly by phone and letter,
many of which are about problems at
public housing projects.

Mrs. Dixon refers discrimination
complaints to investigators, and others
to an appropriate official for the prob-
lem. She favors an all-purpose hot line
“to enable people to get into the feder-
al bureaucracy without having to pay

their own money for a phone call,” she
..... ™M1l

A big problem is that builders often
feature the interest rate rather than
the APR, which works out to a higher
number if points or other charges must
be paid, says Goldfarb.

Currently, the campaign is based in
New England, the Southeast, the Mid-
west and the Gulf South. The Com-
mission staff believes that in these
areas, incomplete ads are especially
common.

Regional offices in those areas have
sent out to some 50 advertisers, who
may be violating TILA, a packet that
explains the law and gives examples of
lawful ads.

The Frc will keep monitoring the 50
firms’ ads, and could take action
against those which have not changed
to comply with TILA.

No more warnings will be sent at
least until the middle of next year, the
Commission now promises. It is giving
trade associations time to conduct
their own educational campaigns on
TILA.

Then, the Frc will check on the
success of those efforts, and after that
will zero in on holdouts who persist in
running incomplete—and illegal —
ads. —DANIEL B. MOSKOWITZ

McGraw-Hill World News, Washington

GOP proposals to
change block grants
unlikely to succeed

Community Development Block
Grants (CDBG) are a Republican inven-
tion, pushed through a Democratic
Congress by a Gop administration in
1974. Today, Ronald Reagan and oth-
er Republicans want to consolidate
many subsidy programs into a decen-
tralized CDBG program.

And although HUD has a congressio-
nal mandate to study that proposal
and report on it no later than March
31, 1980, the conventional wisdom in
Washington is that such a consolida-
tion just isn’t in the cards—no matter
who is elected president.

Republican Senators Jake Garn
(Utah) and John H. Heinz (Pa.) spon-
sored the directive, which was inserted
in the housing authorization bill.

The original $3.5 billion cDBG pro-
gram in 1974 replaced urban renewal
and half a dozen other programs. The
new Republican proposal would have
$5.5 billion in other housing subsidies
redirected into a new CDBG program
allowing broad local discretion.

Another proposal, from within HUD,
would let localities use CDBG funds
directly for low-income housing con-
struction, but top officials oppose it,
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The multi-benefits of masonry for
multi-family construction.

If you want your next building to be
your best, consider the best building system
for multi-family construction—masonry.
Whether it’s a high-rise, low-rise, or
townhouse development, you can count on
the multi-benefits of masonry to multiply
your sales and profits.

ENERGY EFFICIENCY: Masonry walls,
because of their mass, keep a building
warmer in winter, cooler in summer, thus
reducing energy consumption year round.
LOW MAINTENANCE: Masonry buildings
have low maintenance costs, never need
painting and virtually no repairing,
ECONOMY: Masonry buildings go up fast
so they can be occupied fast—an initial
economy that is matched by long-term cost
savings on energy and maintenance. And
because the value of masonry buildings lasts,
they’re as profitable to resell as they are
economical to own.

PEACE OF MIND: Fire walls built of
masonry won't burn and can keep flames
and smoke from spreading from one unit to
the next. Solid masonry walls provide
excellent sound control as well as fire
protection.

AESTHETICS: Masonry comes in
thousands of colors, textures, shapes and
sizes that enhance the visual appeal of a
building. Brick, block, tile, terrazzo and stone
create warm, inviting interiors and striking
exteriors that harmonize gracefully with any
environment.

CRAFTSMANSHIP: Masons are craftsmen.
Every building they construct reflects their
skill, dedication and pride in their craft. In an
age where convenience often takes
precedence over quality, masonry construc-
tion is an unparalleled combination of expert
craftsmanship and the best materials ever
devised for building.

If you'd like to know more about the
multi-benefits of masonry for multi-family
construction, contact the International
Masonry Institute, 823 15th Street, N.W.,
Washington, D.C. 20005.

I
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Housing bill:
now it’s up to
the conferees

Congress must first iron out a few
wrinkles before it can send a housing
authorization bill to the President.

A conference committee will have to
forge a compromise out of the differ-
ing House and Senate versions. Each
bill gives HUD about $12 billion in
spending authority for fiscal year
1981, which began October 1. A com-
promise was not expected by that date,
but a continuing resolution to keep
HUD programs operating was likely if
the Oct. 1 deadline was not met.

Most of the $12 billion in appropria-
tions continues subsidy programs
which supplement the rent or mort-
gage payments of people occupying
about three million housing units.

But conferees will also decide on two
new programs:

® A subsidy for 80,000 to 100,000
mortgages on new houses, to a top of
$60,000.

®A subsidy for conmstruction of
about 40,000 units for middle-income
renters.

Possibilities. Also up for consider-
ation under the bill:

® A proposal to set federal standards
for condominium conversions.

®A measure to let expire the Home
Mortgage Disclosure Act, a law
intended to combat redlining.

®A flexible, regional method of
determining FHA ceilings.

® An increase in the authority of the
HUD secretary over FNMA’s new home
improvement loan program.

Controversy has accompanied the
middle-income rent subsidy program.
It was flatly rejected by the Senate,
which adopted a Republican-backed
amendment that put back in the bill
$2.4 billion for 255,000 subsidized
units for lower-income families. Of
those, 60% would be newly constructed.

The House adopted a Republican-
sponsored amendment that bans rental
subsidies from about 200 cities with
rent control. In debate, Rep. Chalmers
P. Wylie (R-Ohio) pointed out that,
under the program—in high-cost cities
like New York and Washington—rent
would be subsidized for families with
incomes above $40,000.

But backers argued that with less
subsidy per unit—since higher income
families would pay a greater percent-
age of the total monthly cost—a total
of 286,000 middle-income units could
be financed at the same cost to the
Treasury as 255,000 lower-income
units under existing law.
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FHA raise. In the Senate bill, the
maximum single-family mortgage in-
surable rises to 95% of the median
area home sales price.

Says one lobbyist: “This would open
California for FHA insurance for the
first time in years.” Many houses have
been ruled out for FHA mortgages by
the present $67,500 ceiling.

The House version simply ups the
ceiling to §75,000.

Both bills budget $675 million next
year for the Urban Development Block
Grant program. An amendment in the
House version, backed by building
interests, would require a ruling within
90 days in historic areas, on whether a
building or a neighborhood is of histor-
ic importance.

Preservationists have successfully
delayed builders for much longer peri-
ods—or stopped them altogether—in
neighborhoods designated as historic.
Present law requires comment from
the Advisory Commission on Historic
Preservation in Washington before

new work can proceed in such areas.
On the much-debated Building En-
ergy Performance Standards (BEPS),

both bills delay the final effective

date.

The Senate version extends the date
for promulgation until August, 1982,
from its original August, 1980 date.

The House version, which the NAHB
prefers, would have HUD require inter-
im regulations by Aug. 31, 1981, to be
applicable only to newly constructed
federal buildings.

Federal officials would then be
requested to conduct a demonstration
program in different regions of the
country for at least 12 months, and
submit final standards to Congress in
April, 1983.

But if and when BEPS are adopted,
“they will not automatically apply to
or replace HUD Minimum Property
Standards (MpS),” says Housing Sub-
committee Chairman Thomas L. Ash-
ley (D-Ohio).  —DONALD O. LOOMIS

McGraw-Hill World News, Washington

IRS inquiry freezes note sales

Without taking formal action, the
Treasury has snuffed out sales of tax-
exempt public housing notes and
bonds—at least $390 million worth,
around the country.

At issue is the legality of the care-
fully designed—but questionable—
bond-and-note packages, which are
used to cut the cost of financing hous-
ing projects.

Typically, local agencies sell short-
term notes and longer-term bonds for
twice the cost of construction. Notes
pay for construction costs, and bonds
are invested in federal securities. Pro-
ceeds from these are used to redeem
the notes.

Bond-issuing agencies in Massachu-
setts, Louisiana and New York all

cancelled sales of bonds in mid-August
