AMERICA'S BIGGEST INDUSTRY MONTHLY FOR AMERICA'S BIGGEST INDUSTRY

ouse
ome

ARCHITECTS - APPRAISERS - BUILDERS - CONTRACTORS - DECORATORS - DEALERS - DISTRIBUTORS - FHA-VA - MANUFACTURERS - MORTGAGEES - PREFABRICATORS - REALTORS

FEBRUARY ' 958 IX DOLLARS A YEAR—ONE DOLLAR A COPY &

RUSTIC HOUSE: Here's how to design from the ground up, page 108

B Houston: Competition among land developers takes a load off the builder, page 90
Basic guide shows you how to solve sewage problems, page 116
How does the fastest builder in the US meet his schedule? page 139

What you would have learned if you had gone to the NAHB show, page 131

NEWS BEGINS ON PAGE 37 / NEW WAYS TO BUILD BETTER, PAGE 149 / COMPLETE CONTENTS, PAGE 89

/




Buyers shop for this valuable extra...
New “Berylstone” Vinyl Flooring by Gold Seal

For tract units or custom jobs, you'll sell faster with new

Berylstone* paving the way. Beautiful for bedrooms. Prac- )
i

d ’ ) - nr
tical for kitchens. Wherever you use it, this new vinyl makes ; k ‘ =~ 1 { \ Y
' ¥ : UL OCL

a terrific impression. “"Berylstone™ is different . . . smart! This A L

Gold Seal® Nairon® Standard plastic is a rugged vinyl, too. - . FLOORS AND WALLS
Its pattern goes deep down, so it keeps its new look for ages. L
An exclusive Gold Seal finishing process gives “'Berylstone™
a unigue surface gloss and smoothness that’s especially eas
to maintain. And there’s no lining felt needed. “Berylston SPECIFICATIONS: May be installed directly on ﬂl""t'f"ﬂ"_’l‘-'
—both tile and yard goods—has its own under-cushion for fleors of wood, concrete, or ceramic tile—including those with
added quiet and comfort. And it fully meets FHA Title I radiant heating. Available in 6 fi. wide yard goods and
requirements. See "'Berylstone™ today! 9"x9* tile. Tile may also be installed on-grade.

Congoleum-Nairn Inc., Kearny, N. J,

FOR HOME, BUSINESS, INSTITUTIONS : BY-THE-YARD AND TILES — INLAID LINOLEUM + nNaIRON® pLASTICS =  VIN * CORK TILE + RUBBER TILE % ASPHALT TILE
PRINTED FLOOR AND WALL COVERINGS — CONGOLEUM™ AND CONGOWALL® « RUGS AND BROADLOOM — LOOMWEVE®  "TRADEMARK  SATISFACTION GUARANTEED OR YOUR MONEY BACK

HOUSE & HOME, February 1958 Volume 13, Number 2. Published monthly by TIME INC., © Rockefeller Plaza, New York 20, N. Y. Entered as second-class matter st New York, N. ¥
Bubseription price $6.00 a year
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New Yent-A-Lile
Now you can have an Exhaust
Fan PLUS Overhead Lighting
in the ceiling of your bath-
rooms . .. BOTH for the cost of
ONE COMBINATION UNIT!
Fan Blower is quiet and moves

just the right amount of air
to get rid of odors and steam.

Discharge
Duct with
Louver

New Radiant Heater

There are many months when
bathrooms are too chilly for
comfort or good health. Even
the homes with central heating
need AUXILIARY HEAT early in
the morning after the furnace
has been turned down all night
.. or during “off-seasons’’.

it's ROUND .. to provide more
and better lighting..enough to
cover the entire bathroom area.
Easier to install between the
ceiling 2 x 6 joists. Hinged
lens for replacement of bulbs.
Meets FHA requirements.

The NUTONE RADIANT HEATER
offers fast, effective, safe heat
.. WHEN you want it . . WHERE
you want it. Infra-Red Heat
Prismatic o = “bounces” in all directions and
g spreads its relaxing warmth
throughout entire bathroom.

VENT-A-LITE

st iR S L Sk RADIANT HEATER

Mounting
Brackets

Propeller
Circulating
Fan

Enclosed ==, St
Heating Y atety
Element : i \ = (éonl‘mg
- | VA L WU ystem
) A | L Enclosed
Heating
Element

‘rismatic
ens

RN N N
HEAT-A-VENTLITE

New Hoal-AVent Lite

It's o CEILING HEATER — plus
a CIRCULATING FAN—plus an
EXHAUST FAN—plus LIGHTING

New Buill-In Scale

Weight-conscious Americans
have made the bathroom scale
a MUST in every home — but

the bi uvestion is ... “Where
.. The only Ceiling Fixture of l ‘o stosr'eqthe sealie N
its kind with TWO BLADES! ) :::Lﬂ“l;: ‘ in use?' Now NuTone hos the
s Prop‘eller for circulating gt eyl j perfect answer to solve this
warm air—and Blower Wheel : problem . . . with a BUILT-IN

to exhaust lingering odors and

SCALE which folds out of the
damaging bathroom steam.

way when not in use.

Best of all, the exhaust fan
automatically shuts off when
the circulating fan for the
heater is moving. Enclosed
heating element gives years
of trouble-free operation.

RECESSED IN WALL . . . to keep
the floor uncluttered. Plenty
of room for even the stoutest
person. Installed between
standard 16" studding.

b s 8 0008000000000 et tEiteieitittessss ettt essessssesst ettt estesieneeeeetessssssRRsRRsRRERTRERTEREEERC

: NUTONE, INC. - Dept. HH-2 - Cincinnati 27, Ohio
e e : Please send complete catalogs and installation data.
AND INSTALLATION DATA
— Name
Write NUTONE, Inc.. Dept. HH2 TR
Cincinnati 27, Ohio ity ~ e .




|INTERNATIONAL
= Pippin @

”0”/ a complete new line of
" full IH factory warranty. . . quality

10 hp International Cub® Lo-Boy”...
lowest cost tractor-help you can get for cut-
ting costs on o wide range of the lighter jobs.
You'll be amazed at its productive capacity!
Loader lifts 6 cu ft or 450 pounds

23 hp International 130 gives you utility
looder service at low cost... holds down
your investment for equipment on odd jobs
ond seasonal needs. Loader can be used in
combination with mowers, blades, etc.

35 hp International 330. New and really
rugged! Has the built-in ‘beef’ to handle 1,000
pounds with front-end loader; step up yard-
age with choice of heavy-duty backhoes that
maintain grades, digging 10 or 12-ft ditches.

6 Power sizes ... ynit-engineered for top capacity at lowest cost!

45 hp International 350, with gas, diesel,
or LPG engine. Has the built-in brawn to han-
dle ¥-ton with heavy-duty loader. Three
models of heavy-duty backhoes match your
job and your pocketbook for lowest cost.

57 hp International 450. Over 6,600
pounds built-in operating weight. Loaders
handle ¥-cu yd buckets, lift 2,000 pounds
over 10 feet. Backhoes take bites up to 10
cu ft, dig 12 or 13%2 feet deep.

67 hp International 650 diesel gives you
trenching capacity approaching that of small
power shovels, with wheel tractor economy and
mobility. Loads up to 2,500 Ib, digs ditches to
grade, as deep as 12 feet.

HOUSE & HOME
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loaders and backhoes

service and parts available everywhere

Whether you buy on price, performance, or service
—or all three together—you’ll find today’s best buy in
tractors, loaders, and backhoes at your International
Harvester Dealer’s. The reasons are many...all sound:

Exclusive high-capacity loader and backhoe designs,
manufactured for International Harvester by Pippin
and Wagner—recognized leaders in the field.

Fully warranted and nationally distributed by Interna-
tional Harvester Company. Factory-mountingavailable.

Sizes to match your job most economically—Nine load-
ers for six power ratings of International® tractors, 10
to 67 hp . . . five backhoes and backhoe-loader combina-
tions for 35 to 67 hp models.

Exclusive protection against costly down time—Trac-
tor, loader, and backhoe parts stocked by IH Dealers
and at all IH parts depots. (see map)

"One stop” sales-service for all your tractor-loader-

backhoe needs saves you time and money . . . see your
International Tractor Dealer!

SEE YOUR

Commercial Wheel Tractors . . .

FEBRUARY 1958

One of the 5,000 IH Dealers is near you.
tractor-loader-backhoe combination sized and priced to meet
your specific job requirements.
Financing? Ask him about the IH Income Purchase Plan.

INTERNATIONAL

International Harvester Products pay for themselves in use . . .
Motor Trucks . . .

®Each dot represents 10 IH daqlur:\/’—)

@ IH Parts Depots

No matter where your job is located, you'll find well-equipped
parts and service facilities nearby in the hands of a capable, experienced
IH tractor dealer and his factory-trained mechanics. His facilities, in turn,
are backed by the industry's most extensive network of parts depots.

See him for the

He'll gladly demonstrate!

HARVESTER DEALER

Farm Tractors and Equipment . . . Twine . . .

Construction Equipment — General Office, Chicago 1, lllinois




GER-PAK --THE SHORT WAY TO SAY SUPERIOR POLYETHYLENE FILM

ek

VIRGIN POLYETHYLENE FILM

Virtually
SEALS OUT

Cellar Moisture and Dust!
[}

Vi g -

&k /LB
‘2‘-.:‘7'/ A/i

Satisfy yourself and the homeowner with a positive way of preventing
moisture and dust from coming up through the basement. Use Ger-Pak
film over sub-flooring to seal out unwanted cellar moisture and dust.

All over the country successful builders agree that Ger-Pak virgin poly-
ethylene film is the most effective, versatile moisture-vapor and dust bar-
rier material. In addition to its superior dust-sealing and moisture vapor
protection in sub-flooring, Ger-Pak film excels under slab foundations to
end wet basement problems, and to reduce sidewall moisture penetration
to a minimum.

And that's not all. Ger-Pak film is the ideal material for concrete curing
blankets, for protecting equipment and materials from bad weather, for
painting drop cloths as well as many other on-the-job uses.

And only Ger-Pak film offers the widest range of widths — from 10-inch
for flashing all the way up to 40 feet. Available in clear, black and special
opaque white. Ask your dealer about tough, lightweight, easy to handle,
and inexpensive Ger-Pak film today.

‘ FREE samples and brochure are yours for the writing.
Designed

To Meet FHA | -
B8 Requirements 7 i WS

Virgin Polyethylene Film

$¥t.mq,o GERING PRODUCTS INC., Kenilworth, New Jersey

Stk g
T

.’:’swkﬁ‘
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NEW SALES APPEAL...NEW PLANNING FREEDOM

FEBRUARY

Perfection’s Regulaire

® e

Home Conditioner”

heats, cools . . . fits any living area

backed by
Perfection’s

powerful

Full page color ads in Sunday News-
paper Supplements will tell your
prospective home purchasers why
they should insist on PERFECTION
REGULAIRE for heating and cooling.
Ask your Perfection Distributor for
full derails.

1958

Here's a new concept in home
comfort...a year 'round heating-
cooling unit so attractive, compact
and efficient it can fit into any living
area.

Perfection's new Regulaire
“Home Conditioner” is the first
unit styled for living areas. You
can install it anywhere . . . base-
ment, recreation room, utility room,
hallway, even a living room. Think
of the planning freedom this gives
vou! Consider the sales appeal it
can add to the homes you build!

Five sizes—from 100,000 to
200,000 BTU input. Regulaire. ..
Perfection’s exclusive automatic
brain...guarantees an end to cold,

The homes
you build

drafty floors. .. keeps air in con-
stant circulation. .. keeps warm air
from rising to the ceiling. Auto-
matically controls room temperatures
to within 2 degrees.

And 3-Stage Fire gives moderate
fire for mild weather, high fire for
cold... provides real heating econ-
omy, an important selling point to
your prospects.

Whether you want gas or oil
fired heating, with or withour cool-
ing, Perfection has the model thar
will help sell the homes you build.
See the Perfection Distributor in
your city for full information or
write Perfection Industries, Cleve-
land 10, Ohio.

pivisidm oF

AT%.gezb'm HuBe

Guaranteed Comfort Since 1888




For distinctive paneling. . .

consider RED CEDAR

preferred for its beauty—and because it 1s practical

RED CEDAR bheautifully expresses the trend
toward wood paneling for every home setting, Early
American to Modern.

In either its clear or knotty grades, Red Cedar is
a favorite of architects and builders everywhere.
It is handsomely grained and colored. It is one of
the best natural wood insulators. And Red Cedar
resists swelling, shrinking and warping, thus will
not crack or split. Carpenters like Red Cedar, too.
It is light in weight, readily workable and easily
nailed.

For sheathing, siding, and floor and roof deck-
ing, Red Cedar is also excellent. In addition to its
insulating properties, it is extremely weather-
resistant. And it is carefully dried, assuring
accurate sizing and improved working qualities,
insuring lower maintenance costs.

el

Write for FREE illustrated Facts
Folder about Red Cedar to:
WESTERN PINE ASSOCIATION,
Dept. 701-V, Yeon Building,
Portland 4, Oregon.

! Western Pine Association

i member mills manufacture these woods fo high
i standards of seasoning, grading and measurement

| 1daho White Pine - Ponderosa Pine - Sugar Pine
! White Fir « Incense Cedar « Douglar Fir - Larch
! Red Cedar-Lodgepole Pine-Engelmann Spruce

Today's Western Pine Tree Farming Guarantees Lumber Tomorrow

-
I
|
|
|
|
|
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|
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|
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|
|
|
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|
|
|
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YOU CAN

SPLED UP
SALLS

in 1958
with this

TOUCH
OF
QUALITY

B TR R T T R IR T R N O T

inelude Chuality Approved
ALUMINUM WINDOWS

Today’s home buyer is more interested in quality of construction
and quality of building products than ever before. He is looking for

Oy
L

DOUBLE-HUNG better value, more convenience and lower maintenance,
SINGLE-HUNG . 2 . -
VERTICAL SLIDE You will find “Quality-Approved” aluminum windows a real asset

in selling today’s market. They add the “touch of quality”
that buyers can see and recognize easily from either outside or inside
the house. They mark you as a quality-minded builder.

“Quality-Approved” aluminum windows have been designed and
constructed to meet recognized quality standards—standards

that have been adopted by the FHA. What’s more, the Quality Seal
on these windows indicates they have been tested and approved
by a well-recognized independent laboratory for quality of
materials, for construction, for strength of sections and

for minimum air infiltration.

For additional information consult any of the manufacturers
listed below, or write direct to Dept. HH-258

45 North Station Plaza, Great Neck, N. Y.

| HORIZONTAL SLIDING

L B T T T T T I T T T T T T T R I T T T R T I T T T R T T I S O I Y

MEMBERS: A.C.A. Window Corp., Lindenhurst, N. Y. * Adams Engineering Co., Inc., Miami,
Fla. * Albritton Engineering Corp., H , Tex. * The Wm. Bayley Co., Springfield, Ohio *
Ceco Steel Products Corp., Chicago, lIl. * Crossly Window Corp., Miami, Fla. * Duralite
Window Corp., Knoxville, Tenn. * Florida Windows, Inc.,, West Hollywood, Fla. * Michael
Flynn Mfg. Co., Philadelphia, Pa. * Miami Window Corp., Miami, Fla. * Primalum, Beneda
Div. Textron Corp., Nesquehoning, Pa. * Reynolds Metals Co. (Window Division), Louisville,
Ky. * Stanley Building Specialties Co., North Miami, Fla. * 1. §. Thorn Co., Philadelphia, Pa.
* Truscon Steel Division (Republic Steel Corp.), Youngstown, Ohio * Universal Window Co.,
Berkeley, Calif. * Valley Metal Products Co., Plainwell, Mich. * Vun-Russ Co., Inc., Hioleah,
Fla. * Ware Laboratories, Inc., Miami, Fla. * Windalume Corp., Kenvil, N. J. * Wisco
Aluminum Corp., Detroit, Mich.

FEBRUARY 1958




Are the

bathrooms in your
model homes
making sales
easier ?

CRANE fixtures add the look of quality to your entire house...at no extra cost

Our builder friends tell us: “The bathroom is
second only to the kitchen when a woman shops
for a home.” (And you can bet she’s influenced
by a look of quality—or lack of it.)

Why not let your bathrooms work harder for
you by using Crane—the preferred plumbing.

An attractive Crane bathroom gives people
the same feeling of satisfaction they get from
owning fine silver or china . . . or even a fine car.

Yet Crane, for all its beauty, doesn’t cost

any more. The fixtures just look that way be-
cause they’re so attractively styled by designer
Henry Dreyfuss. And, because each piece is
hand-finished to give a lifetime of satisfaction.

Get in touch with your Crane Builder Rep-
resentative. He’ll be glad to tell you about the
full line of Crane fixtures . . . cast iron, vitre-
ous china, steel, and exclusive Crane Duraclay.
Plus many new ideas and sales aids to make
your selling job easier.

THE
PREFERRED
PLUMBING

CRANE CO. 836 South Michigan Avenue, Chicago 5 - VALVES - FITTINGS « PIPE + PLUMBING » KITCHENS « HEATING - AIR CONDITIONING

8 HOUSE & HOME
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Garage Door Operators
Add Pushbutton Sales Appeal
- To Every Modern Home ...

PUSH BUTTON SERVICE

1. Touch a button on your dash,.
You stay warm, safe, protected in

2. Your door opens automatically

—the heaviest and most incon-

venient task you can perform

around your house done for you

electronically.
3. In you go to @ warm, dry,
lighted garage.

4, A touch of the button closes
and locks the deor. You are safe PUSH BUTTOM SERVICE
—inside your lighted garage . . .
(the light stays on for 90 seconds)
. then inte the house—dry
clothes and shoes and perfect
protection,

FEBRUARY 1958
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*Patents Pending

For complete details see your plumbing con-
tractor, or write to the Permaglas Division.

PROTECTION FOR

15 YEARS

Permaalas

FOR BUILT-IN ACCEPTANCE IN YOUR HOMES!

~ Solidly Supported by a Confinuous, Colorful Campaign
in THE SATURDAY EVENING POST

The story that sells is solid quality .. . and it's a story you
can sell to the hilt, when you specify Permaglas, the most highly
publicized, nationally accepted glass-lined water heater with a
guarantee 507, longer than ever before . . . protection for 15 years.

HYDRASTEEL—THE PERMAGLAS SUCCESS-SECRET!

It's an amazing new steel-treating process, fresh from the
A. O. Smith research laboratories and exclusive with Permaglas.
Hydrasteel permits perfect fusion of steel with a super-tough
new glass of higher corrosion-resistance and longer life.

STRENGTHEN YOUR SALES STORY 4 PROFITABLE WAYS!

Specify Permaglas and you share the powerful prestige of
A. O. Smith Corporation, world’s largest manufacturer of glass-coated
steel products . . . the public’s eager acceptance of the powerfully
promoted Permaglas name . . . the down-to-earth, dollars-and-sense
appeal of a 509 longer guarantee...and the massive
influence of THE SATURDAY EVENING POST.

Through research @ «« @ better way
® L]

CORPORATION

PERMAGLAS DIVISION, KANKAKEE, ILLINOIS o A.O.SMITH INTERNATIONAL 5.A., MILWAUKEE 1, WIS, US.A,

HOUSE & HOME
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Both style and durability

Recently completed West Coast Motel — Campbell
& Wong, Architects —Photo by Roger Sturtevant

outlast the longest mortgage
with PALCO Architectural Quality Redwood

Whether loan money is “tight” or less restrained,
permanent values are always vital to architect, builder,
owner and lending agency. Things of intrinsic beauty, such
as redwood in good exterior or interior design, will be as
much in style and demand two decades and more from now.
Inherent resistance to weather, insects and decay—unsur-
passed - dimensional stability and freedom from shrinkage
and swelling—top paint holding ability—these are the assur-
ance of structural soundness to defy centuries.

801

But the name “redwood” alone has no magic. Skilled con-
trol from forest to homesite are essential to bring out and
preserve these qualities. PALCO Architectural Quality
Redwood is recognized for greatest uniformity of grade, the
most rigid control in kiln drying procedures, and care in
shipment. Yet you can specify this premium quality at no
extra premium in cost.

See Sweet's Architectural File, or write for your personal fee e

reprint of the bulletin outlining specification data, PALCO (s) in
Redwood patterns, sizes, grades, grains, etc.

Sppyth b i ot PALCO,

THE PACIFIC LUMBER COMPANY

Since 1869 + Mills at Scotia, California
100 BUSH ST., SAN FRANCISCO 4 * 35 E. WACKER DRIVE, CHICAGO 1 » 2185 HUNTINGTON DRIVE, SAN MARINO 9, CALIF,

MEMBER OF CALIFORNI A REDWOOD

FEBRUARY 1958
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MORE BUILDERS CHOOSEHE

Here’s how the most famous garage door helps sell your homes:
e National advertising leadership
e Dramatic demonstration of radio operator
o Sales training for builder salesmen
e Free literature and point-of-purchase aids
e Local newspaper advertising

e A written guarantee covering all materials and service

OVERHEAD DOOR CORPORATION ¢ Hartford City, Indiana

Manufacturing Divisions: Hillside, N.J.; Nashua, N.H.; Cortland, N.Y.;
Lewistown, Pa.; Oklahoma City, Okla.; Dallas, Tex.; Portland, Ore.

HOUSE & HOME




THAN ANY OTHER BRAND

...and this statement has been true for the past 36 years!

FEBRUARY 1958
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Here Lies
Harold ‘Hidebound” Hisway
Builder
A rugged individualst to the end.
a believer in the past from the

beginning, the exception to every
rule, the proverbial cart before the
horse, he labored like the mountain,
but brought forth a mouse.
Weep not for
Harold Hisway...

HAROLD “Heavenly” HIS' AY

In heaven, Harold now sees the light. And, as his heavenly reward for his earthly
frustrations, Harold builds nothing but Dream Houses. The transition is com-
plete. Harold is now feeler of the public pulse, purveyor of the public want,
believer in the brand name, booster of the beautiful, user of the useful, seller of
the saleable and builder of Heavenly Homes, all of which have

Beavenly (Slunpia SCREENS

Fortunately . . .
You don’t have to be an angel to appreciate the tangible builder benefits of

Columbia Aluminum Window Screens.

There is a Columbia TENSION
SCREEN or a Columbia TUBULAR
ALUMINUM FRAME SCREEN for
every type of window.

All Columbia Screens are delivered to
your exact specifications, no fitting re-
quired, quick, easy installation—no tem-
plate needed—cut labor costs.

All Columbia Screens are rigidly made
and carefully inspected. Every screen you
install in your homes has the unqualified
backing of The Columbia Mills, Inc.,
and its entire distributive organization.

Columbia Screens are “brand name”
merchandise, known, respected and ac-
cepted by your customers as a standard
of window screen value.

Your Columbia Screen Dealer is stocked
and equipped to give you perfect service,
not only in standard sizes but also
special sizes, and he is backed by
Columbia manufacturing facilities stra-
tegically located from New York to
California.

Rustproof, stainproof, lightweight but
rugged Columbia Window Screens are

built for years of “trouble-free,” “no-
service” operation.

Why not investigate all the advantages of Columbia
Screens in your homes? Simply call your local
Columbia Dealer, or write: Dept. 12.

120 W. Onondaga

THE COLUMBIA MILLS, INC.
Street, SyruwnLN._Y. :

HOUSE & HOME
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. ..has all the qualities desired for good workmanship.’

Says W. L. Gossard, Masonry Contractor

Builders report the excellent workability characteristics of
ATLAS MORTAR cement help keep costs down
in masonry construction.
ATLAS MORTAR mixes are plastic, require less retempering,
stay workable.
Quality-controlled manufacture of ATLAS MORTAR masonry
cement maintains high product standards, assuring
uniform performance and appearance on every project.
(Complies with ASTM and Federal Specifications.)

Write for your copy of “Build Better Masonry,”

Universal Atlas, 100 Park Avenue, New York 17, N. Y.

UNIVERSAL ATLAS CEMENT COMPANY-memberoftheindustrialfamilythat servesthenation—-UNITED STATES STEEL
OFFICES: Albany - Birmingham - Boston « Chicago - Davton + Kansas City - Milweaukee « Minneapolis « New York - Philadelphia « Pittsburgh « St. Louis - Waco




We're now seeking a wider

PUBLIC APPRECIATION
OF SCHLAGE QUALITY
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Advertising like this full-color Better
Homes & Gardens page means more of
your customers will recognize the Schlage
brand as a sign of good building

A major lock manufacturer— Schlage —is setting Schlage name is their assurance of distinguished

out to win preferred brand recognition by the styling and top quality.

general public as well as the trade. Your jobber or Schlage representative will show
Schlage’s superior finishes and trouble-free per- you how to capitalize on Schlage’s national ad-

formance have made these locks the choice of vertising in the homes you build. Or for further

many fine home builders for a quarter-century. information write P.O. Box 3324,

Now these values will be featured in striking full- San Franeisco, 19. Schlage Lock

color, full-page ads in Better Homes & Gardens Company...San Francisco...New SCHLAGE ]

and other magazines. New millions will know the York...Vancouver, B.C. ‘

=
AMERICAS MOST DISTINGUISHED LOCK BRAND |ypyus

)
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TODAY

QUIET HOMES @ Homes are noisier today than ever before. Sound-

conditioning is a real need with most families.
S E LL B E TT E R Forestonc* sound.-cj'onditioned homgs sell better. They‘l:e
e = =« quieter, and the ceilings have a beautiful luxury look that's
especially pleasing to women.
Your own men can install Forestone ceilings, easily and

economically—at about the cost of your present ceiling
materials.

Investigate the sales advantages of Forestone today. Get
full details from your local Lumber Dealer, your Simpson
Certified Acoustical Contractor, or write Simpson Log-
ging Company, Shelton, Washington.

*Rag: UIS/Pat. OFf. = U, S.MEWNo. 2,791,289
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ABOUT FEATURES THAT CATER
TO HER KITCHEN NEEDS

Kitchens sell homes, and today it takes an unusually well-planned
kitchen, because prospective home owners demand modern convenience
in this all-important room. Convenience is the keynote in Republic
Steel Kitchens. Illustrated here are just a few of the many features

that can lift your kitchen out of the ordinary class . . . offer important
time and energy saving benefits to the lady of the house. Cabinets

for built-ins, tray, peninsula and Lazy Susan cabinets, plus many others,
all come as stock units in the Republic line.

WITH REPUBLIC'S WIDE CHOICE
OF STOCK UNITS

Stock cabinets, fully fabricated, in a wide range of sizes and styles,
make modular planning and installation easy. Republic's stock oven and
range cabinets will accommodate the brands of built-ins you prefer.
A stock line of accessories, designed for Republic units, can give

even a minimum kitchen the “custom look”. Get the complete story on
economical, mine-to-market Republic Steel Kitchens from

your distributor, or use the coupon.

REPUBLIC STEEL KITCHENS » BUILDER SALES
1028 BELDEN AVENUE, CANTON 5, OHIO

-
|
|
|
I [] Send my free copy of “KITCHENS SELL HOMES”.
I [] Have my nearby Republic Steel Kitchens distrib-
1 utor call.

|

|

|

|

|

|

|

|

Name
Firm
WHITE « PINK » TURQUOISE  YELLOW Address
—af no extra cost
Ciry Zone State

18 HOUSE & HOME




Here is the best engineered chimney ever built — by
anyone. Designed and engineered by McQuay, and suit-
able for all fuels, (Type A) this new package chimney
has a 7” stainless steel flue with aluminized steel interliner
and outer casing. The interliner is supported by the ex-
clusive McQuay stainless steel tension spring spacers for
strength, rigidity and durability. There is nothing to
deteriorate, nothing to collect soot. Roof housing is large,
measuring 16”x20” with a 20”x24" cap.

m This McQuay design permits

quick drafts and even tem-
perature from top to bottom for peak efficiency under all
conditions—steady winter firing or intermittent firing in
mild weather. For the best results, and for greatest econ-

omy, recommend and use this McQuay package chimney
on every job.

Territories are now being assigned. Write today to
McQuay Chimneys, Inc., 1608 Broadway Street N.E.,
Minneapolis 13, Minnesota.
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Looking down through a McQuay
package chimney section. Stainless
steel tension springs separate and
firmly position stainless steel flue.
Steel tension springs also position
aluminized steel interliner and outer
casing for extreme durability and
rigidity. McQuay thermo siphon de-
sign and tension springs permit fast
and free air flow for quick draft and
even temperature from top to bottom.

Check These Features Against Those
of Any Other Chimney !

SAFETv—Listed under the re-examination service of Underwriters’
Laboratories, Inc., and on the approved list of F.H.A. and V.A.

ECONOMY=—Costs from one-third to one-half as much as brick in-
stalled. All pre-assembly has been done to eliminate costly on-the-
job time and labor.

LONGEST SERVICE LIFE—Flue is of stainless steel to permanently
withstand effects of combustion gases. No cracking or chipping.
Interliner and outer casing are of aluminized steel. Starter box and
starter sections are in one unit for fast erection. Standard 24", 18"
and 12" sections give any desired length. Average installation time
is less than one hour after openings are prepared.

LIGHT WEIGHT—Load on support joists is only 9 pounds per foot of
chimney length.

SHIPPED COMPLETE—With easy-to-follow instructions for installing.
No special tools required. Units are individually packaged.
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NOW...
YOUR ANSWER TO
CEILING CRACKS

THE EBY SYSTEM OF LATHING. Instead of
staggering end joints of gypsum lath, longitudinal
joints are staggered. Keycorner lath is applied to the
continuous joints at 4 ft. intervals. Then, through the
center of the room, one strip of 1 ” x 20 ga. Keymesh,
36" wide, is applied. This adds extra reinforcement
where it's needed and assures full thickness of plaster.




“I guarantee

NO PLASTER CRACKS
in ceilings lathed with

PROMISES WILLIAM E. EBY, CHICAGO
LATHING CONTRACTOR

Everybody wants crack-free ceilings. That’s why Bill
Eby’s guarantee is so important to you. ““Believe me,
I wouldn’t make such a guarantee unless I'm sure,”
emphasizes Eby. “This lathing system will give you
crack-free ceilings every time. And anybody can use
this system. It’s no Eby patent.

“I searched for years for a better lathing system. I
tested and rejected any number of systems and rein-
forcements,” Eby points out. “Now after three years
of using this new lathing system with Keymesh and
Keycorner, I know I'm right.

“Here's another fact that may surprise you. Builders

KEYMESH ... KEYCORNER'

are switching back to lath and plaster for one big
reason—savings. New application systems and mod-
ern colored plaster add up to a low-cost buy. You save
the costs of paint and painting. Above this, lower
maintenance costs and increased fire safety make lath
and plaster a top value.

“Absolutely no ceiling cracks with this lathing sys-
tem. You get added life from plaster. Upkeep costs
are slashed. Yet Keymesh and Keycorner let me hold
costs in line.”

It will pay you to learn all the facts about the Eby system
of lathing with Keymesh and Keycorner and why he
can make this guarantee of a crack-free ceiling.

Eby (left) inspects application of Keycorner, used to reinforce joints.
Keycorner is also used at all wall and corner junctures.

Plaster is applied over reinforced ceiling. The open mesh of both Keymesh
and Keycorner assures imbedment in plaster. The open mesh also insures
full bond of plaster with gypsum lath.

KEYSTONE STEEL & WIRE COMPANY

Peoria 7, lllinois

Keywall . Keymesh . Keycorner .

Keybead . Nails . Welded Wire Fabric




MATICO's sricHT coLors

HELP YOU SELL THE MISSUS!

The quickest way to 2 man’s check book is through
his wife. That's why it's so important to build
u n “wife-appeal” into your new homes. Nothing
moves a gal to say “yes” faster than a colorful,

gleaming Matico Tile Floor. She sees a sparkling
7 background for her furnishings . . . a look of envy
S e in the eyes of her sister-in-law. She’ll like hearing

how easy it is to keep Matico bright, how the

smart colors last the long life of the tile. (You

needn’t tell her how Matico saves yox time and
Se e money on installation.) Remember, for your next
project, add extra “wife-appeal” with MATICO.
MASTIC TILE CORPORATION OF AMERICA
Houston, Tex. = Joliet, Il
Long Beach, Calif. = Newburgh, N. Y.
\ A

Vinyl Tile * Rubber Tile * Asphalt Tile
Vinyl-Plastic Tile * Plastic Wall Tile

anaono I

MASTIC TILE CORP. OF AMERICA
Box 128, Dept. 14-2
Vails Gate, New York

Please send me complete information on Matico
Tile Flooring.

For best results we recommend Milmark® wax...cleaner. .. adhesives

HOUSE & HOME




PLUS VALUES

that excite sales

Fashion right and styled for today's
quality-conscious market, ALWINTITE
slidi.ng glass doors add glamour and
excitement to any house. Most important
are the many PLUS VALUES you get
with dependable ALWINTITE--precision
workmanship, attractive luster-dip finish,

trouble-free operation, weathertight
seal, strong sturdy hardware and locks.
ALWINTITE products are backed by
-General Bronze, world leader in

aluminum windows. Factory-trained
specialists and dependablé distributor ' i
organizations serve you in any area. 3 e
Write o wire for details. '

GOWN: OLEG CASSINI
CAR: MERCEDES-BENZ

ALWINTITE
by GENERAL BRONZE

GARDEN CITY, N.Y.

ALUMINUM WINDOWS @ SLIDING DOORS
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48’ wide opening was custom engineered by Ador for this new car showroom
Note how broad entry opens up disploy area and acls to attract public.

Economical flush threshold is combined with Ador sliding glass
doors to produce this easily entered modern pharmacy.

Striking custom engineered Ador installation in the new Llos
Angeles Chamber of Commerce Building. Interior patio is created
by special height Ador doors combined with Ador transoms.

Advertisement

7 dramatic

Ador engineers apply
sliding glass doors
to wide range of

architectural requirements




ways to use sliding glass doors

Can sliding glass doors be economically custom
designed to meet special requirements of individual
building designs?

The answer is an unqualiﬁed Yes! Ador engineers
are custom engineering sliding glass door installa-
tions to an almost unlimited variety of institutional,
commercial, industrial and residential construction.

Whatever the size, whatever the requirements,
the Ador engineering team considers such essential
points as:

1. opening spans—often extending up to 48" and 60;
2. heights — including the use of Ador doors with
matching Ador transoms;

3. flush threshold and multiple stacking opportuni-
ties — with consideration of pocket installation
applications; and,

4. sliding Ador window applications—with charac-
teristics matching Ador doors.

The result is a sliding glass unit installation that
meets exact performance requirements, and fully
retains the architectural values of the building,

For information on special engineering and design
of sliding glass doors, write: Ador Sales, Inc., 2345
West Commonwealth Avenue, Fullerton, Califor-
nia. Complete literature upon request.

Dramatic pocket door installation is used in this music store
salesroom. Ador flush threshold provides multiple stacking feature,
permits doors to "pocket’” for complete concealment.

Ador doors and transoms are combined to advantage in this
executive office. Transoms exactly match design and details of
Ador door unit,

Standard Ador door installation is used in this college dormitory

recreation room to provide unusual light and air circulation. Stu-
dents enjoy easy entry to patio area.

’k‘! et o \ _
Multiple stacking Ador door on flush threshold provides this
florist shop with superior display volues, plus a 12 entry for public.

d 01 America's foremost all-aluminum sliding glass door

manufacturers of the Ador, Thermo Door and Zdor — a complete line of sliding doors for every climate and every price range




HERE'S WHY

LOF 6%&19 00t e etsme

DELIVERS EXCEPTIONAL RESULTS

LIGHTWEIGHT

gﬁéel‘ | SRl aconc soisTs LR

AND STUDS
BLANKET

S & " I'||)f HANDY \|
REviror JrT T O CERpaE e T S ] FASTENING §

SAVES LABOR COST—easy one-man installation—weighs only one
ounce per square foot.

MINIMIZES HEAT FLOW—fits snugly between framing members.
MAINTAINS FULL THICKNESS—made of resilient glass fibers.

EXTRA EFFICIENCY—air space between ceiling and reflective foil
facing.

LONG-LIFE—ageless glass fibers provide lasting resistance to heat
transfer.

SAFE —pleasant to handle. Glass fibers are fire resistant—won’t rot
or mildew.

You can get fast delivery from your distributor. For his name, write: L-O-F
Glass Fibers Company, Dept. 21-28, 1810 Madison Ave., Toledo 1, Ohio.

Ordinary blanket insulations slump at edges or sag between joists.
Improper fit reduces efficiency; wastes heating and cooling dollars.

L-O-F Glass Fibers’ Home
Insulation cuts these losses
because of its light weight,
snug fit and tab construction.

GLASS FIBERS COMPANY ToLEDO 1, OHIO
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Architect: Mies van der Rohe
Associate Architect:

Friedman, Alschuler & Sincere
Gen. Cont.: Herbert 5. Greenwald
Plumbing Contractor:

Economy Plumbing & Heating Co.
Plumbing Wholesaler: Amstan Supply

Division of American Radiator and

Standard Sanitary Corp.

N

Only the best is good enough on Chicago's
fabulous “Gold Coast”

FIAT Shower Floors permanently answer the problem of
shower floor leakage and high costs. Less product cost,
less labor cost and less maintenance costs are the bene-
fits of FIAT’S one-piece unit cast in a solid, monolithic
slab with genuine marble chips. The FiaT PreCast
Shower Floor is simply placed into position and lead
caulked to the drain outlet. Once this simple, fast, in-
expensive job is completed, the shower wall may then
be built of any type material desired; plastic or ceramic
tile, marble, plaster or structural glass.

Send for specifications on the complete range of styles and sizes.

FIAT METAL MANUFACTURING CO.
9317 Belmont Ave. * Franklin Park, lllinois
Since 1922...First in Showers [ Packaged Showers * Doors » Floors
Toilet Room Partitions

OTHER COMPLETE PLANTS: Long Island City 1, K. Y.; Los Angeles 63, Calif.; Orillia, Ontario, Canada

I'housands proved in residential
butlding — low in cost, the FIAT
PreCast Floor also saves labor.

The new, six building luxury

apartment project to be known as

900 Esplanade and Commonwealth

Promenade will have FIAT PreCast

Shower Floors in every shower., Added

proof that products by FIAT set the stand
ards of shower quality.

I apartments




the Year for Better Homes

Greater Consumer Advertising ) )
in 1958 for This ad runs in
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with ?m/mm #2e2 Woodwork

She’s Seeing Her Dream Home with

WINDOWS OF ?Wm/%m pé;le

Dream homes with Ponderosa Pine Woodwork

are homes of beauty, charm and livability because of
the personality and character of wood itself. Wood
window units give homeowners weather-tightness to
keep out cold, heat and dust. They are preservative
treated; can’t rust or corrode. With wood windows,
moisture doesn’t form on the frame to damage walls,
draperies or other valuable furnishings. These are
reasons why Wood is preferred 2 to 1 over any other

window material for American homes today.

LOOK FOR THIS SEAL OF WINDOW QUALITY

The American Wood Window Institute seal on
windows is your guarantee that they conform to
U. S. Department of Commerce Standards and are:

Made from carefully selected
kiln-dried lumber

Properly balanced
Efficiently weatharstripped

Correctly designed
Properly constructed
Preservative treated

Ll
Mm % WOODWORK

39 S. LASALLE STREET
CHICAGO 3, ILLINCIS

An Association of Weslern Pine producers and Woodwark manulacturers

There are authentically styled Ponderosa Pine Window units to match any archi-
tectural design from colonial to modern. Wood windows can be painted, stained,
varnished or waxed to meet any decor—inside and out.

Before you buy or build, ask your architect, builder or lumber dealer about Pon-
derosa Pine Woodwork—windows, panel and louver doors, entrances, mantcls,
cabinets, moulding and trim.
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Berkley Building, 8015

PA ko 5.
Claytan 5, Missoun

October 22, 1957

/ Mr. E. M. Becker

R.Mm g
oper of ‘*F’*:f-'r. Co-builder ang
INcome devefnp' 00- Ome mi;;jef-
L. Louis, ment jp SUburpgy Sales Manager
Fedders-Quigan Corp.
Maspeth 78, New York

Dear Mr. Becker:
I wanted to drop you this personal note of thanks for the

major contribution the Fedders Adaptomatic made to
the success of our Fox Run Development. This 3 Horsepower

model enabled us to offer the public fully air-conditioned

Conremprar

li Y. 3 b
vV e, o

: asement, ' chen,

S homes at an unusually attractive price.
From the planning stage on, the wisdom of choosing Adaptomatic
was confirmed repeatedly. Due to the Adaptomatic’s unique
split-chassis design, modification of the house plans was

unnecessary. Costly plumbing and hermetic charging
at the site were eliminated, and the units were connected

neatly and quickly to already planned ductwork. In fact,
I'd say your Adaptomatic unit saved us hundreds of dollars

Coloniay,

4 bedr,
room, dining_rogm 2 baths, living
asement, " 8arage,
in each installation.

Perhaps more important was the way the Fedders
Adaptomatic accelerated sales by obviously giving the
prospects more home value for their money. Prospects

really responded to air-conditioning in this area.

I'd say it was one of those rare cases where

Contemporary 5 o 8

g ary, :

living raomryds,jg;”“"’"’s. 2 baths everybody benefited.

room, 4

kitchen, Cordially yours,
R. M. Berkley o B

Carpor n
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For Roofing Accessories...
Weathersealing
use complaint-free Follansbee Terne

Here’s Why Your Buyers
Will Be Happier with
Follansbee Terne

TERNE FORMS A PERFECT

BOND WITH PAINT :
(Just think, your buyer will not have

to look at peeling and scaling paint
....and he needn’t paint as often

either!)
CHIMNEY ;
Terne’s lead coating is perfect for FLASHING 1 VALLEY
painting. It can and should be painted :
as soon as it is installed. No special GUTTER WINDOW

: : FLASHING
surface preparation or primer needed.

TERNE FORMS A PERFECT
SOLDERED JOINT

(He’ll never have trouble with leaks
around his chimney, windows or in
drainage areas!)

The lead in Terne’s coating is a
natural partner for solder.

WITH TERNE, EXPANSION JOINTS
ARE USUALLY NOT NECESSARY
(What a blessing for the buyer. He’ll never have
loose or leaking gutters!)

TERNE LASTS A LIFETIME

Terne expands and contracts less than other roofing (He'll not be faced with the costly job of replacing
metals and therefore can be installed in greater any of his roofing accessory or weathersealing metal!)
lengths before expansion joints are necessary. This Terne has proof of its long life. Many installations
saves installation costs. are in service after 100 years.

Ask your roofing and sheet metal man. He can show you why Follansbee
Terne is a better buy for you and—for that important man, your buyer.

--------- " 8 " 8 " 8 9 & 0 9 0 P s B B s 8 8 e N e e e e

FOLLANSBEE

STEEL CORPORATION

FOLLANSBEE, WEST VIRGINIA
Terne Roofing * Cold Rolled Strip * Polished Blue Sheets and Coils
Sales Offices in Principal Cities
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Cold facts on redwood

The high insulation value of California redwood means
schools, homes and commercial buildings that are warmer
in winter, cooler in summer, more pleasant the year around.
Specify grade-marked, trade-marked “Certified Kiln Dried”

CRA redwood for uniform quality on every job.

CALIFORNIA REDWOOD ASSOCIATION ¢+ S76 SACRAMENTO STREET » SAN FRANCISCO 11, CALIF.

Arcata Redwood Company The Pacific Lumber Company The Pacific Coast Company Simpson Redwood Company
Union Lumber Company Georgia-Pacific Corporation Holmes Eureka Lumber Company Willits Redwood Products Company
(Hammond-California Redwood Division) (Redwood Sales Company, Eastern Distributor) (Hobbs-Wall Lumber Company, Sales Agent)
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ROUNDUP

Mortgage prices jump as market makes quick turnabout

There is now more mortgage money than builders can use in many parts of the
US. The astonishing situation is the result of one of the quickest turnabouts in
the market in years (see p. 38). With more money, prices of FHA and VA loans
have jumped Y2 to 1 point in many cities.

One big factor in the quick change is more buying by savings banks. They are
not only buying FHA immediates but making advance commitments as well.
Activity of the savings banks has produced a split-level market in many cities.
Insurance companies, insisting on more down payment and shorter term, pay one
price. Savings banks, seeking higher yields, offer about 1 point less but are gobbling
up the last of VA 30-year, 2% down paper that both insurance firms and local
lenders often spurn.

How Ike hopes to trim the fabulous cost of urban renewal

President Eisenhower’s budget message (see p. 46) reveals administration plans
for the most far-reaching overhaul of housing legislation in four years. But most
of the President’s proposals face rough going from a hostile Congress. Biggest
change is Ike’s middle-of-the-road suggestion that the federal government grad-
ually scale down its urban renewal grants to write down the cost of land in slum
clearance projects. The government now pays two-thirds of the difference between
what slum land costs on the market (a price often inflated by bootleg profits of
overcrowded tenements) and what it will be worth for honest re-use. Eisenhower
wants Congress to serve notice now that this will drop to 60% in 1960, to 55%
in 1961 and to 50% from 1962 on.

But US mayors, public housers, labor spokesmen and professional housing
and renewal officials (whose jobs might be at stake) are raising such a hullabaloo
over asking states to pick up part of the renewal check that Congresss is reacting
coldly to the idea. Best hope for its adoption is that Eisenhower couples this
money-saving scheme with one that mayors and renewal officials like: make urban
renewal a six-year program, thus assuring businessmen and planners alike that
funds will be available through 1964,

Higher materials’ prices expected later this year

Materials’ producers, faced with dwindling profits, higher labor, raw materials
and freight rates, are talking of higher prices this year despite the weak housing
market. Until prices do go up, home builders will apparently get more for their
materials dollar than they did a year ago. Price cutting on the dealer-builder level
is widespread as dealers try to reduce inventories (see p. 54).

Will Commerce Dept. take over BLS building statistics?

All construction statistics, including housing starts, may soon be put in the hands
of the Commerce Dept. Commerce officials have let word leak out that the move
has already been approved by Secretaries Weeks and Mitchell. But a Labor Dept.
spokesman denies it.

One reason why the report may well be true: since the Census Bureau housing
inventory found 2 million more new homes in the US between 1950 and 1956 than
BLS had reported as starts, the Labor Dept.’s method of collecting basic housing
data is under sharp question.

Commerce personnel are already working out changes in the system of reporting
housing starts, claim BLS’ nearly complete dependence on building permits has left
big gaps in its facts.

Support sought for FHA insurance on top 20% of loans

Conspicuous by its absence from Eisenhower’s budget revelations of 1958 hous-
ing plans is HHFAdministrator Albert M. Cole's scheme to let FHA insure the
top 20% of otherwise conventional 90% mortgage loans (Dec., News). The plan
has run into stiff opposition from some influential Congressmen who call it a
“steal” from the US Savings & Loan League’s proposal to do almost the same
thing through the Home Loan Bank Board. Crucial difference between the two
plans is that the HLBB is now privately (i.e., S&L.) owned. FHA insurance is a
contingent liability of the US Treasury.

But Cole’s plan is not dead. Some mortgage lenders, notably insurance com-
panies, have greeted it warmly. At mid-month, Cole was trying to sell his idea at
closed-door meetings with leaders from builders, realtors, lumber dealers and
lenders. NEWS continued on p. 38




continued from p. 37

MORTGAGE MARKET:

Money eases so fast some surpluses appear

The mortgage market is making one of the swiftest turn-
abouts in its recent roller coaster history. Indications are that
mortgage money will continue to ease for a few more months.

Says Economist Miles Colean: “There has been a much
faster change . . . than anyone would have guessed.” But he
cautions: “When a man hasn't had a drink in 24 hours even
one glass of water
tastes good. Forward
commitments are not
yet back to normal.”

There 35  mone
money now than builders in many sales-slow places can use,
even in chronically money-shy areas like San Francisco where
Mortgage Banker Ray Lapin comments: “We have been un-
able to fill the requirements of investors since mid-December.”

HOUSE & HOME’s exclusive
monthly mortgage roundup

The government, anxious to spur housing starts and
buttress the slipping economy, is trying to steer more
money toward home mortgages.

FHA has raised discount limits in western and southwestern
states (see below), and it has ruled that closing costs again
may be included in mortgages.

Fanny May has boosted its prices for FHA loans across the
board by cutting its purchase and marketing fee from 1 to %2
point. But Fanny May is getting ready to unload some of its
$1.6 billion secondary market portfolio (but not its old $2.3
billion management and liquidation portfolio). Noting that
new offerings fell from $14.8 million for the first full week in
December to $8.6 million for the first full week in January, the
government mortgage agency called in its field men and told
them to get ready to sell instead of buy. Says a Fanny May
spokesman: “We’ve got some top-grade stuff and everything is
for sale” (for one point more than Fanny May paid).

Best advertised government aid was the least important.
President Eisenhower released $177 million in frozen funds:
$107 Fanny May purchasing authority for Capehart military
housing, $70 million in urban renewal capital grants and $20
million Fanny May authority for FHA builder co-ops.

The significant source of more mortgage money is
savings banks.

Across the nation, mortgage bankers report telephoned
pleas for loans from eastern savings banks—either immedi-
ates or futures.

Robert M. Morgan, vice president of Boston's Five Cents
Savings Bank, explains: “The New York savings banks are
the key to today’s market and they are buying. They are
making advance commitments based on a long range look at
1958.” Argues another mortgage man: “Savings banks are

afraid there may not be enough mortgages to go around.”

Bargain-sniffing savings banks are again growing eager to
give advance commitments. But Harold Finney of Citizens
Mortgage Co. of Detroit says: “We would be reluctant to
accept forward commitments. The market gives every indica-
tion of improving.”

Insurance companies are also showing more interest in
FHA mortgages.

Says Robert S. Irving, executive vice president of the W. A.
Clarke Mortgage Co. of Philadelphia: “I know two insurance
companies where bond departments have said ‘uncle” and are
releasing funds to mortgage departments.”

Everett Mattson of Houston’s T. J. Bettes reports: “Insur-
ance companies have come out with quotas equalling 1957,
but all have indicated they will talk about other deals whereas
last year they wouldn’t even talk about anything more.”

Mortgage men agree more lenders are easing up their
demands for 10% minimum down payments.

Discounts on FHAs and VAs have slipped and are falling
into 2 new split-level mold.

Savings banks on the hunt for loans are paying "2 to 1
point less than insurance companies—but they are taking
minimum down payment, 30-year paper shunned by most
insurance companies. Local banks—which usually insist on
quality merchandise and higher down payments, are paying
99 or par in a surprising number of cities.

Prices for FHA 5%s on the New York wholesale market
are up Y2 point on the top to 95%2-97%2. VA 455 are up
again from 87%2-89 to 89-90.

A V% point across-the-board improvement on FHA 5%s
is reported in Newark and Washington. A 1-point gain on
the bottom of the price spread to 96 is noted in Chicago and
Denver. VAs are up from 90-91 to 92-92%2 in Washington
and from 88-89 to 89-90 in San Francisco.

Overall, the mor.ey market continued to ease in January.

With the economic slump deepening and unemployment
rising, there was much speculation that the Fed would follow
its December cut of the rediscount rate with more anti-reces-
sion action. Possible steps: another cut in the rediscount rate
and increased open market activity.

Effect of the first rediscount rate cut showed up dramatically
in January. Treasury bills sold at 2.752% vs. 3.66 in October.
The Treasury sold a $750 million short term Fanny May issue
at 338 % compared to the record 4.875 paid on a similar
issue in October. A key 2% % government bond issue was
up to 94, eight points over its October low.

Will FHA discount changes hurt the Midwest?

Will FHA's increase in discount limits in
20 West and Southwest states draw more
money west at the expense of the Midwest?

Some respected men in the mortgage busi-
ness believe it will. No one disputes that the
original West Coast limit of 2 points was too
low. But some experts contend FHA timed
its correction badly by acting just as mort-
gage money was beginning to ease dramati-
cally.

Harry Held, vice president of Manhattan’s
Bowery Savings Bank—a major investor in
out of state mortgages—calls FHA's action

ctly the wrong thing to do.” He believes

eastern money which is now looking for
mortgage outlets will “leap over the Midwest™
and go to the West Coast looking for the big-
gest yield. His thought: FHA should have
adopted a single national discount limit.

FHA acted in an obvious effort to spur
home building. It tied the discount changes
into an announcement that closing costs may
now be included in FHA mortgages (see p.
62) and that it is contemplating no increase
in its basic 5V % interest rate.

Discount ceiling changes: up from 2% to 3%
in California, Oregon and Washington; up from
2V¥2% to 3% in Arizona, Colorado, Idaho, Mon-

tana, Nevada, New Mexico, Utah and Wyoming;
and up from 2% to 2% % in Arkansas, Kansas,
Louisiana, Missouri, Oklahoma and Texas. Dis-
count limits were cut from 1% to %% in
Massachusetts, Maine, New Hampshire, Vermont,
and Rhode Island and cut from 2 to 1%2% in
northern Virginia,

If some lenders and midwest mortgage
bankers had misgivings about the FHA
changes, there was jubilation in the west. En-
thused Ramond Lapin, president of the Bank-
ers Mortgage Co. in San Francisco: “Great.
It solves the problem we had in getting to-
gether with eastern banks.”

Donald McGregor, executive vice president
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of the T. J. Bettes Co. of Houston, believes
the % point added discount could make a
very significant difference in the Texas hous-
ing market. “I think it will help us finance
existing two-bedroom houses that have been
hard to refinance. If it does, it would be as
good a stimulus to new construction as we
could hope for. It would mean more trade-
ins and prompt more builders to take those
two-bedroom houses in on their new three-
and four-bedroom houses.”

Tom Coogan, president of Housing Securi-
ties Inc. shrugs at FHA's moves: “It's very
little and it's very late but it will help.” Happy
that FHA said flatly it is not going to boost
its interest rate, Coogan predicts this will
bring out money held back by investors in
hope of a higher return.

To many mortgage bankers in areas not
directly affected by discount changes, the
statement on the interest rate is the most im-
portant—and disappointing—item.

$177 million of ‘anti-slump’
funds are freed by US

President Eisenhower’s well publicized move
to fight recession and spur housing by pump-
ing $177 million into three programs has
more appearance of help than reality.

Most of the money—$107 million—goes
to Fanny May to buy military housing loans.
This is the last of $250 million voted by
Congress for such purchases. The President
had ordered the Budget Bureau to impound
it. but even before the recession suddenly
took hold squawks from Congress had led
the administration to promise “another look™
in January.

Fanny May got another $20 million for
builder-co-ons under FHA Sec. 213—the last
of $50 million Congress voted for them.
Eisenhower did not release the remaining
$40 million of funds earmarked for Fanny
May support of 213 consumer co-ops. De-
mand is so low Fanny May does not need it.

Urban renewal got another $50 million
for capital grants, which leaves only $50
million of the $350 million Congress voted
still frozen.

Experts charge FHA, VA programs
cut postwar housing, boosted costs

FeperaL Lenping: Its GrowtH anp Impact.
A staff summary of a research report, Federal
Lending and Loan Insurance, by Saulnier, Hal-
crow and Jacoby. National Bureau of Economic
Research Inc., 261 Madison Ave., New York
16. $1.

Are FHA and VA programs self-defeating?

Three nationally celebrated economists an-
swer that queston with a qualified “yes” in
this new study of the impact of federal lend-
ing and loan underwriting on the US econ-
omy for the last 35 years—an impact so big
the authors call federal credit a whole new
banking system.

The experts: Professor Raymond J. Saul-
nier of Columbia University, who is now
chairman of the President’s Council of Eco-
nomic Advisors; Harold J. Halcrow, head of
the department of agricultural economics at
the University of Illinois; and Neil H. Jacoby,
dean of the graduate school of business, Uni-
versity of California at Los Angeles.

Boosts prices, not volume

“The principal objective of federal housing
credit programs since 1934 has been to in-
crease construction,” says the report. But
after World War 2, instead of increasing the
volume, the most visible thing FHA and VA
housing aids did was boost costs. Says the
report:

“A comparison of the home building boom
that followed World Wars 1 and 2—after al-
lowance for changes in population and rates
of family formation—strongly suggests that
residential construction was actually less after
World War 2 than would have been expected
on the basis of post-World War 1 experience.

“The primary effect of credit liberalization
[after World War 2] was apparently to be
found in construction costs and housing
prices. After the war, construction costs rose
significantly more than costs of other types
of output; and rose more for home construc-
tion than for commercial and factory con-

struction. The main cause lay in more rapid
increases in prices of building materials, par-
ticularly lumber, than of semi-manufactured
goods generally. The result was that prices of

Walter Bennett

ECONOMIST SAULNIER
Whither federal credit?

houses increased faster than prices of con-
sumer goods and certainly of consumer dur-
able goods. Thus, a considerable part of the
impact of federal housing credit after 1946
was raising the costs of residential construc-
tion and the prices of homes above what
would otherwise have prevailed.”

Damper on interest rates

On the other hand. the authors credit fed-
eral housing programs with great success at
cutting the cost of mortgage credit by keep-
ing a continuous “downward pressure” on
interest rates for conventional loans. Tn fact,
they add, “the major influence may have been
the long-term decline of the whole interest
rate structure.”

Federal housing credit has also:

continued on p. 41

Mortgage prices will rise a few more months, trend of bond prices indicates

Will discounts on VA and FHA mortgages
continue to shrink for another two and per-
haps as much as another four months?

The recent history of government bond
prices suggests they will. For at least three
years, the price of government bonds (24 %
issue of 1967-'72) has foreshadowed not only
the trend but also the price of VA minimum
down, 30-year loans. Once, there was a tra-
ditional 2-point spread between the price of
the 2¥2% bonds and 4%4% VA mortgages.
Lately, this has shrunk to the vanishing point.
But bonds, responding abruptly to changes
in the money market, still seem to point the
way for sluggish mortgage prices. Consider:

Both bonds and VAs hit their high for the
last three years in January 1955. Both were
trending down. Tn October, bonds moved up
from 94.2 to 95.2. Right on schedule, VAs
moved up next January—from 9434 to 96. In
April, bonds veered down again, losing 3
points. VAs sagged %2 point in August and
more in succeeding months. After the Federal
Reserve cut rediscount rates, the 2V % bonds
climbed quickly last November, from 86.2
to 89.4 VAs followed in January (from 88%4
to 90).

Bond prices have continued to soar, reach-
ing 94.2 last month. So many a mortgage
man argues VAs—and the rest of the mort-
gage market—will follow.
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here,s help from Universal-Rundle

to make your Model Home Promotion

a real success Here are sales helps that are attention-getting. They are tailor-made to your

own model home. They work for you from the time you make your first
announcement until home buyers pause for a special look at your bathroom.

These helps are available to builders who use the sale appeal of the
World’s Finest Bathroom Fixtures by Universal-Rundle.

Model Home ““Seller’ No. 1

r—

THE HOME
ar PeUR DREANY

Four-page Brochure, especially pre-
pared for you . . . depicts the fea-
tures of your homes including the
U/R bathroom fixtures that your
prospects have seen advertised in

Television Films and Radio Scripts
that can be used as spots or trailers,

leading magazines.

| Full-color Bathroom Decorating
l Book gives buyers exciting ideas
i for decorating the bathroom.

Counter Book in attractive easel binding . . . for use in sales ]_ RS e e B LY
office or on the water closet tank in the bathroom of your Model ]
Home. Portrays the sales appealing features of the U/R fixtures

in your home. Especially designed for you. ]

————— : S oy
Outdoor Sign, announcing that Unive Tsal Rug

your home has the World’s Finest L Yar idle
Bathroom Fixtures,

Model Home “‘Seller’’ No. 3

Feature Pointers that attach to the
fixtures and highlight the extra-
value features.

525 RIVER ROAD, NEW CASTLE, PA.

Universal % Rundle

MAKERS OF THE WORLD’S FINEST PLUMBING FIXTURES

Plants in Camden, N. J.; Milwaukee, Wisc.; New Castle, Pa.; Redlands, Calif.; Hondo, Texas




1. Decreased regional differences in mort-
gage rates.

2. Increased ratios of debt to equity.
3. Boosted final maturities of loans.

4. Been spectacularly effective at promot-
ing expansion of loan amortization. For ex-
ample: Between 1920 and 1924, only 272 %
of conventional nonfarm mortgage loans by
life insurance companies on one- to four-fam-
ily dwellings were fully amortized. From
1940 to 1947, 90%2% of such loans were
fully amortized. Only 15% of commercial

MORTGAGE MARKET QUOTATIONS

(Sale by originating mortgagee, who retains servicing,

continued from p. 39

banks’ conventional mortgages
amortized from 1920-24.
were fully amortized.

Says the report: “Federal housing credit

has tended to cause private lending
agencies to liberalize credit terms and read-
just their credit practices.”

Now, conclude the authors, “insured or
guaranteed loans play a leading role in resi-
dential mortgage financing and through these
government programs the entire structure of
housing credit has been brought under fed-
eral influence.’

were fully
In 1940-47, 49%

Ag reported to House & HoME the week ending Jan. 11)

FHA 5Ys (Sec. 203) (b)

MARKET TRANSACTIONS

News

Debenture rate increased

FHA has again increased the interest rate
on its debentures—this time by 4% to 3.5%

The Housing Act lets FHA set a rate which
does not exceed the average yield to maturity
of comparable government obligations. The
rate last went up in July 1957, from 3% to
3% %

Twenty-year debentures are issued by FHA
in lieu of cash when a mortgage it has in-
sured is defaulted.

NEWS continued on p. 43

gy

NEW YORK WHOLESALE
MORTGAGE MARKET

Prices on the open wholesale markel in New York
City, for out-of-state loans, as reported the week
ending Jan, 11 by Thomas P. Coogan, president,
Housing Securities Inc.:

FHA S5Ys

(minimum down, 25 or 30 years)

Immediates: 95/5.97% Futures: 95//,-975
FHA Ss
Conven- " Minimum Down® Mirzlimzlgm Down* 10% or more down (minimum down, 25 or 30 years)
tional FH FNMA 30-year 0-25-year 20-25.year b . , = i
Infenest Dissoumt. Price:  Immedic Srerrmatli: P Immediates: 931/,-94/5 Futures: No activity
City Rates Celling Xy ate Future ate Future ate Future
Boston local 5-5/2%  99'% 98 101.par 101.par 101.par 101.par 101.par 101-par VA and FHA 4%/3s
Out-of-st. —— 97.991 —— 96.97 96.97 96-97b 96-97b a a (minimum down, 25 or 30 years)
Chicago 51,2-69% 98 97  96bef 96bcf  97c 97c 97¢ 97¢c Immediates: 89-90 Futures: 8990
Cleveland 5/2-6% 98 97 971/2-98 97¢ 98 98 98.par k 98 Note: prices are nel to originating morigage broker
. - : 971/ ; ; (not necessarily net to builder) and uswplly inelude
Penver L 5 i B8-97Va0 98.9TGc 9607 96-87)50. OBWGc 9B-WZlG0 concessions made by servieing agencies.
Detroit 5V2-5%4% 972 96 6!/2-97  96fc-96'/2c96!/2f-97c 96f.96!2c 97.971, 97
Houston 5'/5-6% 971/ 92 g g 96!2-97c 96!4,-97c 98 98
Jacksn'vl 534-6% 98 96! 96b 96!/5-97 96cd-97 96cd-97 97 97 FNMA STOCK
Newark 5/5-6% 98/ 97 98¢ 97!/5¢ 98! 98¢ 99 98! 2e Month's Month’s
New York 51/4-6% 29 98 99.par 99-par par par par par Jan. 13 Dec. 10 low high
Phila. §5/5-69% 984 a7 971/2¢ 97Vac 98c 98c 98c-98!; 98c-98; R el 481/5 47 46 4914,
San Fran. 534.7.2% 97 96!, 97-98k 96¢ 97 a 97.98 a Asked ...... 50 481/, 47, 5114
w - DG 2-534% 1/2-98V/ 1 - : —
A R 5/2-5%% 97/,-98)2197/2 98 e - = il 9 Quotations supplied by C. F, Childs & Co.
* 3% down of first $10,000; 15% of mext $6,000; 30% of balance.
VA 4Y/zs FHA Ss (Sec. 203) (b)
(Immediates) (Immediates)
MARKET TRANSACTIONS MARKET TRANSACTIONS
Not subject to discount econtrol Not subject to discount control
| unless so noted I unless so moted
FNMA 20-25 year FNMA
VA Discount Price 30 year 20.25 year 10% down or Price Min. Down Min. down 20.25 year
City Control Price xz  29% down 5% down more City Xy 30 year® 20.25 year* 10% down
Boston local 97 89 96-97h 96-97h 96-97h Boston local 96 a a
Out-of-st. _— — 89-90 89-90 89.90 Out-of-st, — a a a
Chicago 955 88 a a a Chicago 9415 a a a
Cleveland 9514 88 91b a a Cleveland 9414 a a a
Denver 9415 87/ a a a Denver 961/, a a a
Detroit 95!/ 87V 90 a a Detroit 94 a a a
Houston 95 a8 920 a a Houston 9415 a a a
Jacksn'vl 951/, a8 89.90 89.90 89.90 Jacksn'vl 941/, 93b 9314 -94b 931/2-94b
Newark 96Y% 90 a a a Newark 95 a a a
New York 97 89 a a a New York 96 a a a
Phila. 961/, 88l a a a Phila. 95 a a a
San Fran, 941/, 87"  B9.90 89.90 89.90 San Fran. 94 92-93b 92.93b 92.93b
Wash., D. C. 96 88ls 92.92, 92.92/, 92.921/5 Wash., D. C, 9514 a a a
Footnotes: a—no aetivity. b—very limited market., ce—includes 1 point advance 3% down on first $0,000; 25% of balance.
commitment fee, d—includes 1 point standby c-umm;l.mvnl fee, o l?!lullt‘\ 3
point extra standby discount, f—includes 214 points for construction financing. Sunaae Lt : " i MRk S o
g—only market is FNMA. h—for $12,000 loans and up for houses 1,000-1,100 b‘[ﬂl";:\:}t’ln\ In-"ftllntn'::l’w" Pm:.}":::-tnfnu pical average local quality with respect
sq. ft. j—in 5 north Virginia counties. k—over counter local portfolio. x O [SERLEEY. SOUSRUOMN. ST 00N L
FNMA pays 4 point more for loans with 109, down or more. y—FNMA net

price after 14 point purchase and marketing fee, plus 29 stock purchase figured

at sale for 50¢ on the 81, z—I'NMA net price after 1
ing fee, plus 29 stoek purchase figured at sales for

b Immediate covers lonns for delivery up to 8 months.

SOURCES: Boston,

Robert M.

Morgan, vice pre Boston Five Cents Savings

point purchase and market- Bank; Chicago, Maurice A. Pollak, exee. vice pres., Draper & Kramer, Ine:;
60¢ on the §1 Cleveland, William T. Doyle, vice pres., Jay F. /uuk I!‘Il' : Denver, C. A, Bacon,
vice pres.,, Mortgage Investments Co.; Detroit, Harold I'lnn(-_\'. exec. vice pres.
Citizens Mortgage Corp.; Houston, Everett Mattson, vice pres,, T, J. Bettes L.n 3
Jacksonville, George Dickerson, Stockton, Whatey, Davin & Co.: Newark,

William F. Haas, vice pres.,

Franklin Capital Corp.;: New York, John Ilalnm‘:{

pres,, J. Halperin & Co.: Phnhulvlphm. Robert S. Irving, exee, vice pres, .
b Quotations refer to prices in metropolitan areas; discounts not subject to (‘IHI'}\"‘Bﬂol'tﬂ'ﬂﬂl‘A Co.;. Sllﬂ'rlil.lhllhﬂ [{uw_v:mm!. H. Lapin, pres., Bnnk'u:m M('nt-
price control may run slightly higher in surrounding small towns or rural gage Co, of California: Washington, D. C. Hector Hollister, exec, vice pres.,
ZOnes, Frederick W. Berens Inc.
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. SALES-BUILDING suggestions
. for NEW HOME BUILDERS

T

Basement furnace in basement pre-
sents a neat, pleasing appearance—
definitely a sales advantage.

Utility furnace in basement. Cumber-
some return air duct is visually dis-
pleasing—a sales disadvantage.

FOR BASEMENT INSTALLATIONS, SPECIFY A BASE-

MENT FURNACE. American-Standard Air Conditioning
Division makes all types of warm air furnaces—therefore has no ax
to grind. But in a basement, a basement furnace makes a more com-
pact installation, with greater visual appeal. Also, it allows ample
headroom for addition of a summer cooling evaporator.

getting, and see that you've made solid
provision for winter comfort. It’s an in-
stallation he’ll enjoy showing to friends.

Two furnacesare better thanonein most
zone heating installations. Your home
buyer can see the extra value that he’s

SIMPLIFY YOUR ZONE CONTROL SYSTEMS. Where zone

controlled heating is called for, why sink money into com-
plicated motorized control equipment which your home buyer
never sees? You can get a better result at comparable cost with two
furnaces, each properly sized for its zone and governed by its own
thermostat. Installation is easier and you've added sales appeal.

FURNACE LEGS —A UNIQUE SALES

ADVANTAGE. The idea of furnace legs
is completely new—not only a style appeal
but a practical advantage, because the base-
ment floor can be hosed clean with no possi-
bility of moisture entering the unit. Only
American-Standard offers this feature. Note
the sturdy, protective furnace bottom pan.

SHOW YOUR HOUSE “READY FOR
AIR CONDITIONING.” Where the ple-
num would ordinarily rest on the furnace,
install the jacket for an American-Standard

summer air conditioning evaporator unit.

Apply a sticker reminding the buyer how
easily he can add whole-house cooling and
enjoy complete, year 'round comfort.

TAKE ADVANTAGE OF AMERICAN-

STANDARD’'S SPECIAL BUILDER
PROMOTION PLAN. Cash in on these two
current trends: (1) The increasing impor-
tance of famous brand name equipment in
new home merchandising; (2) The fact that
more and more new home buyers want year
’round air conditioning. American-Standard
Air Conditioning Division helps you do this
with a complete sales plan that exploits the
brand name fully while achieving full local
effectiveness for your benefit through tailor-
made advertising, building site display ma-
terials and strategically timed newspaper
publicity. An aggressive builder can work
wonders with this package. Ask your
American-Standard distributor or dealer to
give you the whole story.

See your American-Standard
Air Conditioning distributor or dealer

MEnlcm-Standard

AIR CONDITIONING DIVISION

HOUSE & HOME




Leonard Schugar

ROUND TABLE REPORT:

56 experts ponder

“Apartment house building has been in a
bad slump that will kill the chances of halt-
ing blight in US cities unless something is
done now”—H&H, Oct., in reporting
ACTION’s $250,000 study of roadblocks to
better housing.

Growing concern over this problem has
now led to a unique summit conference.

LLast month in Pittsburgh, 56 builders, lend-
ers, architects, realtors, economists, lawyers,
planners, industrialists and government offi-
cials met two days to study, argue and try to
reach a meeting of minds about what ought
to be done.

The Round Table conference was co-
sponsored by House & HoME, AcTioN
(American Council to Improve Our Neigh-
borhoods) and Pittsburgh’s A.c.T.1.o.N.-Hous-
ing Inc. (a local merger of the 30-year-
old Pittsburgh Housing Council with the
Allegheny Conference on Community Devel-
opment, which sparked the city's famous in-
dustrial comeback and downtown slum clear-
ance.) Moderator was Editor P. 1. Prentice of
House & HoME.

No. 1 problem, overriding all other rental
housing problems, is how to finance it, par-
ticularly how to woo equity investors. In the
1920’s rental housing was 40% of starts.
By 1956 it had dropped to 8%.

As Economist Louis Winnick, author of
AcTioN’s rental housing research pointed out,
such a declining industry is “almost without
precedent for a time of high prosperity and
a high level of construction. Something hap-
pened which had nothing to do with technol-
ogy. Essentially it was a fundamental shift in
consumer tastes. Ownership became the only
form of tenure some people could afford.”

What must be done to stimulate private
capital to provide—in buildings old or new—
the good rental housing needed in a rypical
city like Pittsburgh at rents people who need
the housing can afford to pay?

From two days of discussion emerged these
suggestions—most but not all of them ap-
parently reflecting a substantial majority view
of the Round Table participants:
® There is no one, no simple, no easy solu-
tion. Many different solutions will have to be
employed.
® [n Pittsburgh, a typical US city in this re-
spect, the great need is for betrer rental hous-
ing because so much of the present supply is
so bad—but
® FHA, in today's economy, appears abso-
lutely essential to produce low-equity rental
financing. Without it, little rental housing
will be built except for the luxury market.
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Reason: minimum investment is almost the
only way to make rental property vyield
enough profit to attract many investors, and,
at the same time Keep rents low enough to
attract many tenants in the face of the com-
petition from low down payment FHA home
ownership.
® To succeed, an attack on rental housing
problems must make the total housing supply
—old and new—work in its favor. Code en-
forcement must force existing housing to be
brought up to standard or be removed from
the market. The fact that about 20% of
families move every year makes this more
feasible than is realized. The 20% annual
turnover in most public housing can provide
a community resource for re-housing many
families.
® Regional planning should designate what
parts of metropolitan areas are suited for
low-cost and what parts are suited for high-
cost rental housing. High land costs close to
city centers argue in favor of redeveloping
such sites with higher rent units and building
low-rent units further out on cheaper land.
Moreover, the need of US cities for good,
close-in dwellings is so great it seems fruit-
less to insist on building new rental housing
for the hard-to-serve lower middle-income
market if part of the need can be met via
cooperative housing or via the very effective
mechanism developed since World War 2
which makes home ownership available on a
very thin initial equity—that is, ownership
with only a nominal down payment.
® One way to get rental housing built in big
quantity might be to revive 100% FHA
loans, relying on cost certification to prevent
mortgaging out. But even this, under the rules
builders anticipate would be imposed, would
mean no profits for perhaps 10 years—double
what rental investors are generally willing to
wait today.
® A minor change in federal tax laws to give
real estate trust the same tax treatment now
extended to trusts whose assets are stocks and
bonds should be explored. Reason: 1) the
present law may contain inequities and 2) if
so, removing them would provide a powerful
inducement to bringing equity capital into
rental real estate.

Under the present law, the income of an in-
vestment trust holding stocks and/or bonds can
be passed on to the beneficiaries without tax on
the trust il]L‘Ul“(‘ as such. A real estate trust, on
the other hand, is subject to the full corporate
income tax before its earnings are distributed.
It is argued that income from stocks is taxed
at corporate rates before it goes into the invest-
ment trust, whcr'ens no such corporate tax comes
off a realty trust's operating income. On the

how to solve the rental housing muddle

other hand, investment trusts whose holdings are
bonds are not subject to corporate income tax-
aunon.

® Whatever the faults of the filter-up process,
it works faster in rental housing because rent-
ers move on the average of once every four
years whereas owners tend to stay put. Al-
ready, researchers report a “tremendous loss
of population” in near-slum neighborhoods,
not from code enforcement but from normal
operation of the housing market. Decanting
population from blighted and near-blighted
areas should be encouraged, for the less over-
crowding the easier it is to clear and rede-
velop worn out parts of cities.

® People shy away from investing in rental
realty because it's so much easier to make
money some other way. But the promising
record of Cleveland Development Founda-
tion suggests that businessmen with a stake
in good housing for their cities can be per-
suaded to put up seed money for low-yield
(say, 4 to 8% ) investment in rental units.
® Everybody should understand that a builder
is only a builder and does not have enough
capital to tie his money up in long term rental
investment and still continue to build. Tt is
no more possible for rental builders to stay
on as equity owners than it would be for
General Motors, for example, to use its own
money to remain year after year the owner
of most of the automobiles it manufactures.

® A major deterrent to providing rental hous-
ing in redevelopment projects—where much
of it must be built—is not only the costly
headache of building under close government
scrutiny, but also the manyfold delays in land
clearance procedures. Some builders now
complain that their capital is often tied up
almost as long waiting for land clearance and
approval by layer after layer of govern-
mental authorities to start construction as it
is tied up after that.
® Therefore, cities should take steps to de-
velop a stockpile of cleared slum land even
before final plans have been completed for
its reuse. Newark, N.J. has provided the na-
tion with an example worth study by pro-
posing to get authority from its state legisla-
ture to create such a land reserve.
® The lowest cost housing that can be built
today in most close-in areas of cities (except-
ing a few of the very biggest cities) is prob-
ably row housing. Much row housing has
been criticized as monotonous but the dreary
endlessness of city neighborhoods can be
avoided if architects will mix high rise with
low rise structures and plan relieving spots of
green and open space.

NEWS continued on p. 46




W. A. Leek
Albany, New York
Tel.: Albany 62-1221

-

M. 0. Weber
Dallas, Texas
Tel.: Riverside 1-3983

G. 0. Mabry
Kansas City, Missouri
Tel.: Grand 1-7725

A. M. Nelson
Philadelphia, Pennsylvania
Tel.: Kingsley 6-2626

Tel.

P. E. Petersen
Albuguerque, New Mexico
Tel.: 2-111

C. W. Brown
Denver, Colorado
Tel.: Acoma 2-3126

R. C. Burgess
Louisville, Kentucky
Melrose 4-8384

J. Bueche
Phoenix, Arizona
Tel.: Alpine 8-4541

C. C. Callaway, Jr.
Baltimore, Maryland
Tel.: Saratoga 7-0234

-

R. S. Jordan
Atlanta, Georgia

Tel.: Jackson 3-6491

D. S. Condan
Detroit, Michigan
Tel.:"Lincoln 7-8000

R. E. Lowry
Des Moines, lowa
Tel.: Atlantic 8-4273

W. F. Hartnett
Memphis, Tennessee
Tel.: Jackson 5-0485

H. G. Humphries
Miami, Florida
Tel.: Plaza 4-8613

P. D. Craig
Pittsburgh, Pennsylvania
Tel.: Atlantic 1-7191

J. A. Tallman, Jr,
Portland, Oregon
Tel.: Capitol 2-1378

Not Shown: M. H. Owen, Los Angeles, California, Tel.: Raymond 3-9781; S. W. Baker, Seatlle, Washington, Tel.: Main 4336
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The man located nearest you is
the man to tell you how building
Comfort-Conditioned Homes is
your best selling bet in 1958

Now is the time to find out why the hottest words
in the building industry today are—the Comfort-
Conditioned Home. Call your nearest Fiberglas*
representative above for complete details on this
dynamic advertising, merchandising and selling
promotion. Builders all over the country are
signing up—join them now to gain full benefit.

=

). E. Nelson
Charleston, West Virginia
Tel.: Dickens 3-7094

A. R. Kerivan
Boston, Massachusetts
Tel.: Hubbard 2-1937

D. B. Ashby
Fort Wayne, Indiana
Tel.: Eastbrook 4635

G. J. Ashcraft
Evansville, Indiana
Tel.: Harrison 5-5124

M. R. Olson
Minneapolis, Minnesota
Tel.: Federal 2-3582

J. S. Hearons
Milwaukee, Wisconsin
Tel.: Division 4-3811

S
0. Morris H. M. Hyde
Richmond, Virginia Rochester, New York

Tel.: 5-5703 Tel.: Browning 1-5550

C. R, Fitch
San Francisco, California
Tel.: Underhill 1-4721

R. L. Warfield
San Jose, California
Tel.: Cypress 5-3310

ASK HIM ABOUT THE PROGRAM—Get complete details
on Comfort-Conditioning, the program that tells the
public about your homes, shows them the advan-
tages and then sells them on buying. Find out why
the Comfort-Conditioned Home is the sales-building
idea for today’s tougher market.

ASK HIM ABOUT THE ADVERTISING—Find out how four-
color, full page advertising in LIFE will show mil-
lions what a wonderful buy a new home is when
it offers the comfort of full insulation, the con-
venience of full “Housepower,” the advantages of
new features like indoor-outdoor living, low-cost
air conditioning, more original equipment with the
mortgage . . . all under the sales concept of the
Comfort-Conditioned Home.
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R. B. Hanes E. F. Swaim
Charlatte, North Carolina Chicago, lllinois
Tel.: Edison 4-6864 Tel.: Randolph 6-0102

D. S. Boughton C. V. 0'Brient
Grand Rapids, Michigan Greenville, South Carolina
Tel.: Glendale 9-7292 Tel.: 2-1341

M. L. Wrightsel F. Blauvelt T. A. Bosler W. Ruhlin
Chicago, lllinois Cincinnati, Ohio Cincinnati, Ohio Cleveland, Ohio
Tel.: Randolph 6-0102 Tel.: Avon 1-1173 Tel.: Avon 1-1173 Tel.: Main 1-6451

o

<

S

.|I\~ . :
R. L. James W. Baker R. L. Boone R. P. Rodick
Hartford, Connecticut Houston, Texas Indianapolis, Indiana Jacksonville, Florida
Tel.: Chapel 7-1301 Tel.: Jackson 6-1851 Tel.: Melrose 5-1417 Tel.: Elgin 6-3367

H. L. Williams C. F. Wilmore

Nashville, Tennessee New Orleans, Louisiana
Tel.: Cypress 8-5866 Tel.: Magnolia 2821

W. F. Gaydos D. M. Blackman
Rock Island, Illinois Sacramento(No.), Califarnia
Tel.: 8-1190 Tel.: Wabash 2-5467

L. D. Daniels E. J. Rayner
Spokane, Washington Syracuse, New York
Tel.: Keystone 4-0408 Tel.: Granite 1-5456

CAN SELL MORE HOMES IN '58

ASK HIM ABOUT THE MERCHANDISING AND PROMOTION—Cet
the story on what the Comfort-Conditioned Pro-
gram will do to put extra sales appeal into your
model home. Find out how modern appliances and
other work-saving products will help sell from the
model for builders who qualify. See how identifi-
cation signs, sales aids, advertising and merchan-
dising ideas, and prestige products will all eon-
tribute to selling the Comfort-Conditioned Home.

ASK HIM TO SHOW YOU THIS PRESENTATION— Whether
you write, wire, phone or send the coupon at right,
make sure you see ‘“What Will Sell Houses . . .
This Year and Next?”’—the complete story on
Comfort-Conditioned Homes.
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J. Macrae L. G. Evans R. D. Williamson W. E. England
New York, New York Norfolk, Virginia Omaha, Nebraska Philadelphia, Pennsylvania
Tel.: Plaza 9-3810 Tel.: Madison 5-6466 Tel.: Glendale 3291 Tel.: Kingsley 6-2626

E. H. Fee W. G, Hummel R. L. Mitchell M. J. Flanigan

St. Louis, Missoun Salt Lake City, Utah San Antonio, Texas San Diego, California
Tel.: Main 1-6822 Tel.: Elgin 9-5247 Tel.: Capitol 4-7673 Tel.: Cypress 5-4301

B. Briggs R. C. Leslie K. R. Miller R. B. Kline
Tampa, Florida Toledo, Ohio Tulsa, Oklahoma Wichita, Kansas
Tel.: Tampa 66-8321 Tel.: Cherry 1-8149 Tel.: Diamond 3-9123 Tel.: Murray 3-2993

*T, M. (Reg. U.S. Pat, OF) O-C.F, Corp.

OWENS-CORNING

FIBERGLA

GOING UP ALL OVER AMERICA—~THE COMFORT-CONDITIONED HOME

Owens-Corning Fiberglas Corporation, Dept. 67-B, Toledo 1, Ohio

Gentlemen: I'm interested in hearing your presentation on the Comfort-Conditioned Home Program,
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continwed from p. 43

HOUSING POLICY:

Congress cool to lke’s housing plans

Not since the Presidential housing policy commission of
1953 has the administration brought forth such a sweeping
package of new housing proposals as President Eisenhower
sprang last month in his budget message (see text, p. 47).

In 1953 and 54, Ike had a friendly, Republican-controlled
Congress. It adopted the administration’s ideas without sub-
stantial change in the celebrated Housing Act of 1954—
despite the ill-timed FHA windfall scandals which might easily
have wrecked the legislation.

This year, the President’s middle-of-the-road housing plans
face a hostile, Democratic Congress. It can be expected to
fight—and probably reject—almost everything he proposes.

Housing's non-partisan days are over.

If private housers want to make the President’s recom-
mendations law, they will probably have to plunge into Con-
gressional and Senatorial elections at least as fiercely as public
housers and labor unions, whose views on how the govern-
ment should rig the housing market are capturing more and
more support in Congress each term.

So far, private housers have shown little inclination to do
so. The prevailing attitude seems to be: “What's the use?”

Eisenhower’s proposals—and their chances in Congress:

1. Urban renewal’s federal aid should be scaled down
gradually in three ways:

® Starting in 1960, localities should begin to pay more than
today's one-third of the land write-down for redevelopment
projects. Specifically, Tke urged Congress to cut the federal
share to 60% in 1960 to 55% in 1961 and to 50% from
1962 on. This is the outgrowth of much-debated suggestions
that renewal is an area where the federal government should
turn over its responsibilities to states, along with tax areas to
finance it. But Congress is talking about boosting federal aid
to renewal, not cutting it. Chances for Ike’s ideas look dim.

® Local communities should share renewal planning costs
from the start of projects. Now, the federal government puts
up planning money, gets it back only if projects based on the
plans are carried out. Renewal experts say some 30% of the
$21.4 millions advanced for planning so far has been wasted
by this method. But cities will oppose such economy and
Congress will probably kill it.

® States should set up special urban development, housing
and metropolitan planning agencies. These should take over
supervising and financing planning of renewal projects.

2. Urban renewal should be put on a permanent basis to
spur cities to beef up their attack on slums.

Specifically, Congress should approve a six-year program,
authorizing $250 million a year for capital grants in fiscal
1958-59, another $250 million for 1960 (with federal aid cut
to 60% ), $250 million for 1961 (with federal aid cut to
55% ) and $200 million a year for 1962, 1963 and 1964
(with federal aid cut to 50% ). Congress may well accept the
six-year authorization. Cities have been clamoring for it. But
sentiment is strong for authorizing at least $350 million a
year. Some want as much as $500 million a year.

3. Government should guarantee local bonds to finance
non-residential renewal projects which need no federal
grant.
This looks reasonably non-controversial.
4. Fanny May should no longer be forced to buy special
~istance mortgages at par.
e tried to dissuade Congress from enacting this drain on

¥

the Treasury a year ago and got nowhere. He will do about
as well this time. Congress is deaf to the argument that the
government should not be forced to buy up FHA loans on
Sec. 213 co-ops, military housing, housing for the elderly, dis-
aster relief housing, Secs. 220, 221 and 222 renewal aid hous-
ing at prices higher than private lenders will pay.

5. FHA's mortgage ceiling on its basic Sec. 203 program
should be boosted from $20,000 to $30,000 to make
FHA's easy terms available ‘‘for larger and better houses.”

On Capitol Hill, Republicans won’t fight for this one. Dem-
ozrats will oppose it, arzuing that FHA aid should be reserved
for middle-income families. Nowhere is there any sign that
Congress realizes denying FHA aid to the top of the housing
market is probably bottlenecking a general upgrading of US
housing standards (Dec., News). Few Congressional observers
give this proposal much chance.

6. FHA's mortgage ceiling on Sec. 221 (housing for re-
newal displacees) should be boosted from $10,000 to

$20,000 (for single-family homes).

This has a better chance because it wears the sacrosanct
mantle of help for minority families, who are chief group of
displacees. Moreover, city after city complains it cannot build
221 housing inside the $10,000 cost limit. E

7. Discount controls on FHA and VA mortgages should be
repealed.

Eisenhower notes that controls “discourage private financ-
ing of military housing and certain other FHA mortgages
[which therefore become a Treasury burden] and ... prevent
many Korean veterans from using their loan guaranty bene-
fits.” But Democrats in the Senate are married to artificially
low interest rates. Discount controls are a device to limit
interest rates. Repeal has only a slim chance.

8. Interest rate ceilings on FHA rental, cooperative and
military housing programs should be boosted.

The President’s reasons are familiar: “to make these loans
more attractive to private lenders and cut the drain on the
Treasury from financing them through Fanny May. Sec. 207
rental housing and Sec. 213 co-ops carry a politically frozen
rate of 4%2%. Military housing is pegged at 4%. Sources
close to the administration predict Eisenhower will suggest
all three be lifted to 5% —the present limit for FHA Sec. 220.
This might go through, but it is no cinch.

9. FHA should get a five-year boost in its mortgage author-
ization—$3 billion a year.

Up to now, FHA has never sought insuring authority for
more than a year or two ahead. This will run into stiff Con-
gressional opposition, largely from pro-public housers who
want to be able to hold FHA hostage each year for an exten-
sion for public housing. FHA will be lucky to get $3 billion
more authority for one year.

10. Scope of college housing loans should be restricted
and the government should stop making them at less than
it costs the Treasury to borrow money.

Chances for a change are only fair.

11. FHA's makeshift housing for the elderly program
(under Sec. 207) should be replaced by a new, more liberal
section of its own.

The administration has yet to reveal details of this plan,
but help for senior citizens is popular with both parties.
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Full text of the President’s budget message on housing

Last year our population increased by 3
million people; before another decade passes
it will exceed 200 million. Almost 60% of
our people work and live in the 174 metro-
politan areas and within these areas most of
the growth has been in the suburbs. The
rapid growth of our population and its in-
creasing concentration in urban and suburban
areas have created unprecedented problems
for both industry and government in helping
achieve the goal of a decent home and a
suitable living environment fors every Amer-
ican family.

Private industry and state and local govern-
ments have the basic responsibility for help-
ing families meet this goal. The federal gov-
ernment can help best by guaranteeing loans,
encouraging the private market for housing
obligations, and by making limited grants to
state and local public agencies. We must
avoid unnecessary reliance on direct federal
financing. Such financing not only burdens
the taxpayer but, more important, by dis-
couraging private financing, limits the total
amount of housing activity. To increase the
effectiveness of federal aids, important re-
visions are proposed in this budget.

More help from states

Under the Housing Acts of 1949 and 1954,
the Urban Renewal Administration makes
loans and grants to help remove or prevent
the slums which obstruct the orderly develop-
ment of our cities. In July 1957, 178 federally
supported urban renewal projects in 122 cities
were actually in process of clearance and re-
development, and plans were underway for
254 more projects in these and 142 other
cities. By the end of the first decade of the
program in 1959, over 600 projects will be
either completed or in the planning or de-
velopment stages.

Now that this important program is well
underway throughout the nation and the gains
to participating communities have become
well recognized, T believe the time has come
when states and local communities should
assume a share of the administrative respon-
sibilities and financial costs more nearly com-
mensurate with the benefits which their
citizens receive. To this end T am recom-
mending a fivefold program:

1. Tn the future, local communities should
share the costs of planning from the start. In
the past, in most instances, the federal gov-
ernment advanced all the money required for
planning projects, and the local share was
paid only if and when projects based upon
these plans went forward. The substitution of
this cost-sharing formula for the previous ad-
vances will encourage more careful program-
ing of individual projects and will mean
fewer cases in which projects are abandoned
after significant federal outlays.

2. 1 strongly support the recommendation of
the joint federal-state action committee that
each state establish a special agency for urban
development, housing and metropolitan plan-
ning to assume, as soon as possible, the
financial responsibility for local planning of
urban renewal projects. Adoption of this
recommendation will be a constructive first
step toward increasing the role of the states
in this program and should ultimately permit
the federal government to withdraw from
supervision and review of planning.

3. On all projects initiated in 1960 and
later years, the states and localities should
be required to provide an increasing share of
the cost of buying and clearing the land and
other net project costs. The present formula
under which the local agency pays for one-
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third and federal capital grants pay for the
remaining two-thirds of the net project cost
should be changed by providing for annual
reductions, so that by the fiscal year 1962
the federal government would contribute not
more than 50% of the cost of local projects.
In the interim, the state legislatures will have
in opportunity to decide the extent of their
future participation and the local communities
can likewise adjust their own financial
planning.

4. The federal government should give posi-
tive assurance concerning this program to
the states and the cities by authorizing funds
now for 1959 and each of the five succeeding
years. Specifically an additional $200 million
for capital grants should be provided in the

LIFE—Paul Schutzer

PRESIDENT EISENHOWER

Cold war with Congress?

fiscal yvear 1959, Since over $50 million in
unused authority for capital grants will re-
main at the beginning of 1959, more than
$250 million will be available for grants in
that year. For 1960, $250 million should be
authorized with a federal participation of
60% of net project costs. For 1961, the
amount should also be $250 million but the
federal share should be 55%. For 1962-64,
the amount should be $200 million annually
with the federal share 50%. With the change
in the statutory formula, the reduced federal
grants will support a generally larger urban
renewal program.

5. Consideration should be given to author-
izing the Urban Renewal Administration to
help local public agencies finance non-resi-
dential urban renewal projects which do not
require federal capital grants by guaranteeing
obligations issued to finance such projects. In
many communities, the increased property
taxes obtainable from this type of redevelop-
ment are so substantial that private financing
should be obtained without ultimate net cost
to the federal government.

Fanny May changes

Capital grants are only part of the present
and prospective requirements for federal sup-
port for the urban renewal program. It is
estimated that in 1959 the Federal National
Mortgage Assn. will make commitments of
$250 million for the purchase of federally
insured mortgages on housing in urban re-
newal areas and on housing for families dis-
placed by this and other government pro-
grams. The amount of these mortgage
purchase commitments arises partly from the
statutory requirement that all purchases by
the association be made at par—considerably
above the prices which private lenders would

be willing to pay. As T have previously urged,
this requirement should be repealed. With
more realistic mortgage prices, it should be
possible to restore the incentive for private
financing originally intended under the Hous-
ing Act of 1954 and thus avoid the necessity
for additional large amounts of new obliga-
tional authority to finance purchases of
mortgages under this program and under pro-
grams for armed services and cooperative
housing. Even without par purchases, how-
ever, the association will require $90 million
of new obligational authority in 1959 to pur-
chase mortgages which are not currently ac-
ceptable to private lenders. As urban renewal
receives greater local support, these mortgages
should become increasingly attractive for pri-
vate financing, and hence the present special
assistance program for them should be looked
upon as a temporary stimulant only.

How to handle displacees

An estimated 81,000 families will be dis-
placed from their homes in 1959 by urban
renewal projects, highway construction, and
other governmental (primarily state and
local) action. Most of these families can
afford standard housing available in the pri-
vate market, and, if necessary, they can
obtain insured mortgages which are eligible
for purchase by the Federal National Mort-
gage Assn. To make this program effective
in high cost areas, the maximum amount of
a mortgage that can be insured should be
increased from $10,000 to $12.000 for single-
family homes. The Public Housing Adminis-
tration has authority to meet anticipated re-
quests from local public agencies for loans
and contributions to support the needed hous-
ing for families of lower income. To assure
orderly provision of such units, the time limits
governing this authority need to be extended
beyond present expiration dates.

With the expiration in July 1958 of the
special loan guaranty benefits for veterans of
World War TTI and of the direct housing loan
program for all veterans, FHA again be-
comes the only federal agency providing
comprehensive insurance or guaranties of
private housing credit. At my request, the
congress last year liberalized the terms under
which FHA mortgages were insured, making
broader benefits available for the general
public, including veterans.

End discount control
To strengthen further the mortgage insur-
ance and guaranty programs, I shall recom-
mend legislation to revise ceilings on interest
rates and to remove discount controls which
now discourage private financing of military
housing and certain other FHA-insured mort-
gages and which prevent many veterans of
the Korean conflict from using their con-
tinuing loan guaranty benefits. To make the
liberal terms of insured mortgages available
for larger and better houses, the maximum
mortgage amount on owner-occupied housing
should be increased to $30.000. To provide
more effective financing aids for housing built
for the elderly, the special provisions in exist-
ing programs should be liberalized and con-
solidated into a separate remtal housing pro-
gram for elderly persons. Finally, to give con-
tinuing assurance to home buyers, builders,
and lenders of the availability of mortgage
insurance, an additional $3 billion per year
should be authorized in the maximum permis-
sible dollar amount of outstanding FHA-
insured mortgages during each of the mnext
five fiscal years.
To meet the increased needs for college
continued on p. 50




Which is the best way
to combine
heating and cooling?

It can be done in a number of ways. The best way

for a particular house depends on its design, the climate,
local fuel costs and many other important factors.

That’s why it’s wise to consult the Carrier dealer in your
community. He has every type of air conditioning made.
(Several of the many are shown at the right.) So he’s able
to recommend the most efficient, economical heating-air
conditioning combination for your home. Discuss your house

plans with your Carrier dealer. He’s listed in the

Classified Telephone Directory. You'll find his suggestions invaluable.

Carrier Corporation, Syracuse, New York.

=>

Air Conditioning - Refrigeration - Industrial Refrigeration
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You can do it all at once. A Year-round Carrier Weather-
maker® heats and cools from one compact unit. Occupies no
more inside space than most furnaces. Heating section is oil
or gas fired. Cooling section may be either air or water cooled.
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You can do it with a heat pump. This Carrier Heat Pump
Weathermaker, which uses no oil or gas, is the ultimate in
modern air conditioning. Heats and cools with electricity.
Two-piece design means no inside living space is taken up.

FEBRUARY 1958

You can do it in two stages. Install a Carrier Winter Weather-
maker—*‘the Furnace with a Future”—now you have one half
of an air conditioning system. At a later date a cooling coil
and refrigeration section can be added quickly and easily.

UL -y

Clsten ima.

You can do it all with one control. A Carrier Control Center,
like this one, is a handsome fixture that gives the home owner
easy control of both summer cooling and winter heating.
Change-over is made by simply moving small switch at the to




continued from p. 47

housing arising from soaring enrollments, fed-
eral loans to colleges should be entirely for
essential dormitories and faculty housing, and
should no longer be made for student unions
and other less essential facilities. Private
financing should be encouraged by (1) re-
placing the subsidized interest rates required
by the present statute with rates in no event
less than the government’s costs, (2) author-
izing federal guaranties of college housing
obligations which do not have federal tax
exemption, and (3) prohibiting direct loans
where private funds are available on reason-
able terms. In addition, new obligational
authority of $200 million is needed for the
fiscal year 1959.

Ike budget calls for
$444 million for housing

Federal housing and community develop-
ment programs are costing US taxpayers $352
million in cash outlays this vear. Next fiscal
year (1958-59) they will cost $444 million.

Most of the money is going to finance pro-
grams the private industry either opposes or
regards as unnecessary.

® HHFA's college housing loan program,
which offers federal money for dormitories,
student unions, cafeterias and what not at less
than Treasury cost, has mushroomed from a
$92 million-a-year expense in 1957 to $162
million for the fiscal year ending next June
30*. And in the 1959 fiscal year, it will cost
taxpayers a whopping $219 million, if Con-
gress approves President Eisenhower's request
for $200 million more loan authority.

® For the first time in some years, Fanny
May will put a net cash drain on the Treas-
ury next fiscal year, perhaps as much as $229
million. Reason: the Treasury will advance
it huge sums to buy certain favored classes of
mortgages (which it can probably sell years
later at a profit). These include co-ops, mili-
tary housing, housing for displacees, renewal
projects, disaster victims.

® Public housing will cost $79 million in cash
outlays. Notes the budget: “Annual contribu-
tions to local housing authorities are esti-
mated to increase from $90.6 million in 1957
to $114 million in 1959, as more projects are
completed. For the current year, PHA wants
a $4.8 million deficiency appropriation to
cover the $99.8 million it has already bound
the government to pay in subsidies.

Federal housing would cost at least another
$100 million if it were not for FHA. which
is expected to net the Treasury a $53 million
profit this year and $80 million next year.
FHA expects to process applications for 600,-
400 units in the vear ending June 30 and
635.500 units in 1959, compared with only
422 000 units in fiscal 1957.

To cope with the increased load—part of
it the result of VA's anticipated death this
summer (for World War 2 vets)—FHA
wants to spend $46.4 million next fiscal vear.
That is a boost of $3.2 million from the cur-
rent year’s outlays. But the agency is plan-
ning to ask Congress for a $2 billion defi-
ciency appropriation. “Otherwise.” warn FHA
men, “we will be swamped by the business
we expect this spring.”

) Administrative budget requests of the hous-
ing agencies, compared with their expenses
for the current year:

ProGrAM 1958 1959
HHFA headquarters ... $7,380,000 $8.850,000

FHA headquarters .... 7,260,000 7,400,000
FHA field offices...... 36,000,0001 39,000,000
T e A e R e 11,440,000 12,200,000

o yal bookkeeping regards loans as expendi-
S “epayment of them as receipts.
million deficiency appropriation.

VIEWS ON THE NEWS:

Will ‘welfare’ housing

undermine an industry?

By Gurney Breckenfeld

A close look at the federal budget for next fiscal year suggests that private
enterprise in housing could be heading for slow-drip death.

Astronomical millions are earmarked for programs that weaken private build-
ing—particularly programs that undermine private mortgage lending (if there
really is any such thing any more). For instance: college housing loans—a give-
away loan deal—will cost $219 million. Loans for planning and community
facilities will cost $39 million. Public housing subsidies will cost $144 million.
Fanny May “special assistance™ mortgage buying—at prices Eisenhower protests
as above the market—will convert a $61 million profit into a $229 million
expense to a Treasury already hard-pressed for cash—if Congress approves
$90 million more for special assistance loans Ike plans to request.

Poor old FHA is to return the Treasury a handsome $80 million profit. But
civil service pay scales keep its salaries so low it can’t attract enough top-flight
technicians to operate properly. And Congressional penny-pinching prevents
the agency from spending enough of its own money to hire enough help to keep
up with its rising workload.

So you have this picture: the only agency with a potential for keeping the
nation’s housing in private hands is being strangled toward ineffectiveness.
A host of other agencies, mostly dedicated to the Big Brother approach to
housing, are growing lustily in response to one political demand or another.

Is the industry raising its voice in protest? Not a bit. Almost the only audi-
ble voices are those of pleaders for special favors for this or that segment.

If private housing is inviting extinction, it may be getting only what it is
earning.

Will race bias make slum clearance hopeless?

Is trying to end slums like trying to sweep up the Augean stables, at least in
northern cities that cling to residential racial segregation?

Here is some new evidence that points in that sad direction:

Chicago’s respected Association of Commerce has just come up with a new
forecast of industrial growth to 1970. Between 1955 and 1960, it expects 208,000
new jobs in Chicagoland. Because of deaths and retirements, it will take some
513,000 persons to fill them. But local births and new workers will fill only
109,000 jobs. That leaves 404,000 jobs to be filled by people from elsewhere.

Elsewhere, for Chicago, as for most other exploding northern metropolitan
areas, means mostly the rural South and Puerto Rico. The export crop of people
from both these regions gets the minority ghetto treatment in housing.

Most of them, by education, income and living habits, are so unaccustomed to
urban mores that already-urbanized people shun them as neighbors. But ghetto
means overcrowding. Overcrowding means slums, which are still forming faster
than they are being erased.

No wonder Chicago housing experts say privately: “Whatever progress we
make fighting slums, it is offset by the influx of in-migrants from rural areas—
from the South and Puerto Rico.” In fact, the more any one city does to amelio-
rate its minority housing conditions, the more in-migrants it can expect to attract.

The alternatives seem simple, though almost equally unpalatable to the pre-
vailing US attitude. They are: 1) accept racial integration in housing and other
forms of northern life and custom or 2) surrender some or many central cities
to Negro political domination, probably accompanied by mushroom slum growth
and (later) by either municipal bankruptcy or taxation so stiff it will drive busi-
ness and industry into the suburbs amid fantastic losses in realty values, or 3)
stop such wholesale migrations with a job-shattering depression.

By 1970, when the St. Lawrence seaway is complete, Chicago’s Association
of Commerce expects industry to generate 1 million new jobs. Most of them
will have to be filled by in-migrants. Every new job. experts have found, creates
a population increase of 2.2 people. So Chicago (pop. 6,300,000) faces a popu-
lation increase of 2.2 million people in the next 12 years, mostly minorities.

Much of this torturing problem would be averted, many experts think, if the
pace of migration from farm to city were slowed. There are a few crumbs of
evidence that tight money policies tended to brake it slightly, as businessmen
postponed expansion and thus dampened the demand for more workers. But
America is dedicated to expansionism. Sweep the problems under a rug.
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SEGREGATION:

Three more laws proposed
to prohibit race bias

Demands for state and local laws to ban
racial segregation in housing are spreading.

A bill to ban discrimination in privately
financed and owned multi-family housing
projects again has been introduced in the New
York legislature. It is sponsored by Sen.
George R. Metcalf, Democrat, and Ass. Bert-
ram Baker, Republican, the same two legisla-
tors who sponsored New York’s present law
against discrimination in apartment projects
which have government financing aid (includ-
ing FHA). Their new measure, like the ex-
isting law, would cover single-family homes
in groups of ten or more. It has been before
the legislature for two years, but has been
stuck in committee.

Gov. G. Mennen Williams of Michigan has
asked his legislature to prohibit real estate
brokers and agents from accepting discrim-
inatory listings or discriminating in handling
sales and rental of housing. He proposes ex-
panding the state’s Fair Employment Prac-
tices Commission into a Civil Rights Com-
mission with power to enforce the ban. Legis-
lative reaction in Lansing indicated the gov-
ernor has broken controversial ground.

In Chicago, two aldermen are working
behind the scenes to line up backing for an
ordinance to bar racial discrimination in
rental of privately owned apartments.

The law would be akin to New York
City's first-in-the-nation ordinance making it
illegal to refuse to rent or sell an apartment
or other multiple dwelling housing at least
three families “because of the race, color,
religion, national origin or ancestry” of the
would-be occupant (Jan., News). The New
York measure was signed into law by Mayor
Wagner Dec. 30.

A tentative draft of the Chicago ordinance,
being circulated by Ald. Claude W. B. Hol-
man (one of five Negroes in the city council)
and Leon M. Despres, would exempt single-
family homes and duplexes, as does the New
York law.

NY court rules FHA-aided
project must rent to Negro

A New York court has ruled that a 100-
unit suburban apartment house, financed with
an FHA-insured mortgage, must rent to
Negroes.

The decision, first of its kind, was immedi-
ately hailed by Charles Abrams, boss of the
State Commission Against Discrimination, as
“a significant landmark.” It affects more than
1,000 buildings with 50,000 apartments.

Owners of the building in suburban New
Rochelle say they will appeal.

The anti-discrimination commission sued
last July after the owning corporation, Petham
Hall Apts. Inc., refused to rent to Norris G.
Shervington, a Negro and a New York office
manager. The action is based on a 1956 law
passed by the state legislature (the Metcalf-
Baker Act) barring race bias in renting mul-
tiple-dwelling units financed in part or entirely
with government aid.

The apartment owners contended they had
received no financial help from the state, so
it had no constitutional right to regulate who
their tenants should be. But Justice Samuel
W. Eager held: “What is here involved is a
conflict between the rights of property owner
and the inherent power of the state to regu-
late the use and enjoyment of private prop-
erty in the interests of the public: and the
power of the state, when reasonably exercised.
is supreme.”

FEBRUARY 1958

CANADA:

News

Builders talk low-income housing,
but admit need for better selling

Canadian builders are struggling for ways
research can cut their costs so they can build
homes cheaper.

So far the results are meager, but builders
are stepping up their efforts.

This concern dominated the Toronto con-
vention last month of Canada’s National
Assn, Items:
®* NHBA picked a research-minded builder
for president (see col. 2).
® President Stewart Bates of Central Mort-
gage & Housing Corp. (Canada's HHFA,
FHA and FNMA rolled into one) stressed
research in his convention address. “There are
limits to how low-cost we can get with present
methods and materials,” he said. “But the
technical break-through is coming.” Recent
Parliamentary debates, he reminded builders,
“showed . . . all are interested in one main
thing: getting [the cost of new housing]
down to lower-wage brackets.”

Concern over selling

“The big need is for housing for the $300
to $400 bracket,” Frank Cortright of San
Francisco, former executive vice president of
US homebuilders, declared in his keynote
address. But he added: “We are being outsold
by other industries—autos, television and ap-
pliances . . . even travel on the installment
plan is outselling us,”

Each of the two open days of the conven-
tion (another two days were occupied with
closed door committee meetings) was devoted
to one of Cortright’s themes.

Even amid the furore over building low-
priced new housing, leading builders and
officials alike had doubts whether it was
cither wise or passible to build much of it.

Qutgoing president Les Wade broke ground
for a low-priced 370-home project in Calgary
in the beginning of December. In that 3,400-
homes-a-year market, he sold 25 the first
week, has sold another 50 since, has appli-
cants and “hot prospects” for 125 more.
Wade sells a basic three-bedroom. 960 sq. ft.
home for $11.000. This requires $955 down,
means slightly under $70 monthly carrying
charge plus $15 taxes. He is selling mainly
to factory workers earning an average $3,800
a year. Some are putting down as little as
$100 cash, borrowing the balance on a pri-
vate second mortgage.

Too much cheap housing?

Despite his success, Wade thinks there is
serious danger of overbuilding the low-cost
market. He points to a Winnipeg project
where 300 homes built two years ago are still
unsold (they cost around $14,000). “That
was a straight case of overbuilding,” he says.

Says CMHC President Bates: “One of the
big problems we have to face—and there is
no ready solution—is to reconcile the desire
of every Canadian to own his own home on
its own lot, with the increasing difficulty of
providing such lots . . . Six million of Can-
ada’s 17 million people are now in school. If
we go on building for these people the way
we have, this will soon mean three million
more houses over the total four million we
now have in Canada. And that would require
25.000 sq. mi. of new serviced land.”

Says Bates: “We must think more in terms
of downtown living . . . and we must beat the
problem of the umbilical service lines laced
under our cities. Our servicing is still on a
Roman basis.”

Maurice Joubert elected
president by builders

As their new president, Canadian builders
clected a man who has built only 15 homes
in his life.

But Maurice Joubert, 42, mayor of the
Montreal suburb of Duvernay, may well be-
come NHBA's most forceful leader yet.

Chubby, dapper, well educated in the clas-
sical tradition with a breadth of interests
which make him a lively talker on almost
any subject, Joubert has already won a rep-
utation as a persuasive diplomat.

Joubert was trained as an agronomist, has
been in building only five years. His prime
interest, he says, is in the techniques of build-
ing. So he likes to keep clear of business
operations “to be free to experiment and for
creative thought.”

Since 1952, Joubert's Hauterive Develop-
ment Corp. has developed or sponsored most
of a 10,000-acre townsite in Tle Jesus, fastest
growing suburban area of Montreal. His first
project of 250 homes was Canada’s first with
radiant-heated slab-on-grade. The 1,700 sg.
ft. homes sold initially for $12,500, quickly
jumped to $14,500. Joubert developed and
built only a few, then turned the project over
to other builders.

Recognizing the importance of community
facilities and municipal problems, Joubert
was largely instrumental in creating the new
town of Duvernay out of the sprawling and
cumbersome parish of St. Vincent de Paul.

Rex Heslop, developer of a satellite city
25 mi. from Toronto, and Joubert's only rival
for the presidency, was elected to a newly
created post of first vice president. This ap-
parently puts him in line to succeed Joubert.

Starts zoom, fueled by
government mortgagg funds

A late fall and winter spurt in starts has
changed the house building picture from
gloom to optimism.

Latest estimate of 1957 starts by Federal
Minister of Public Works Howard Green is
122,000—off only 5.7% from the 1956 total
of 127,311 starts. Yet in early summer when
mortgage money was at its tightest-ever, many
builders were predicting only 80,000 starts.
Even six months ago, government authorities
were considered optimistic in forecasting
100,000 starts. Highlights of the new look:

® Starts turned up in October, spurred by the
$150 million government fund for direct
agency mortgages for low-cost housing. In
November, starts soared to more than 40%
ahead of November 1956. Preliminary figures
for Ontario, Canada’s biggest house building
area, show starts in major centers up 161%
in December over December 1956. Greater
Toronto showed a gain of 172%.

® Most new houses—lower-cost, three-bed-
room units with basements—are selling be-
fore completion. In November, builders’ sales
were 13.7% ahead of year-earlier totals—the
first gain all year. Builders attribute the up-
surge to lower down payments under the
National Housing Act and a major switch to
homes priced at $15.000 and under in high
land cost, heavily-populated areas.

NEWS continued on p. 54
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Curtis Style-Trend sliding wood windows will be advertised in the March issves of BETTER
HOMES AND GARDENS, AMERICAN HOME, HOUSE BEAUTIFUL and HOUSE & GARDEN.
Other Curtis window styles will be advertised in following months.

CURTIS [EE

WOODWORK heart of the home

WOODWORK
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Big news for 8,706,474 homemakers
Curtis Style-Trend Sliding Windows

Yes, more than 8,706,474 home-minded Amer-
icans will get the news about these remarkable
new-style removable wood windows in the
March issues of their favorite home magazines.

And it will be good news, indeed, for builders
who feature Curtis windows in their model
homes—and recommend them to their pros-
pects. For these Curtis Style-Trend windows
provide true weather-tightness in a sliding win-
dow—at modest cost. What’s more, sash are
quickly and easily removable for painting or
cleaning.

Curtis Style-Trend sliding windows have
attractive contemporary styling. You can use
them throughout the house or combine them
with Style-Trend double-hung window units or
fixed sash. Variety of heights and combinations
with picture windows is available.

97 window types, styles
and combinations in the
complete CURTIS line

Only Curtis offers so great a variety of window and
door types for every home-building need, as witness
the Curtis window selector chart illustrated here. A
similar chart shows the wide variety of Curtis door
types.

See these selector charts in the office of your Curtis
Woodwork dealer. He will give you full information
on Style-Trend windows and the famous Curtis
Silentite line of double-hung and casement units.

Curtis Companies Service Bureau
200 Curtis Building, Clinton, Iowa

I am interested in Curtis Style-Trend and
Curtis Silentite windows. Send literature,
please!

CURTIS

WOODWORK emrlioiithe bome o o L Sea T e l
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MATERIALS & PRICES:

Price hikes predicted as producers’
profits shrink, costs continue to climb

Will materials costs remain stable through 19587

Don't count on it. There are growing signs that many producers will increase
prices this year despite a weak housing market. And if housing starts spurt,
then the price spiral is certain to resume after a year of marking time.

Profits, labor, raw materials and freight rates carry the chief threats of
price increases.

Says H. R. Berlin, Johns-Manville general sales manager: “We are faced
with increased freight rates, raw materials costs and labor rates. Couple these
with dwindling profits and it can only mean one thing—increased prices.” Mar-
vin Greenwood, Celotex” director of merchandising, agrees: “There's every
reason to expect an increase in costs.”

Berlin predicts that higher prices in 1958 will not completely overcome falling
profits. “We are particularly unhappy about this,” he notes.

Other major building material producers shy from forecasting price increases,
but point morosely to dwindling profit margins. Says C. M. Linger, advertising
director of Yale & Towne: “A month is as far as T would go in making any
statement.”

Clyde Hess, product information manager, notes that Armstrong Cork raised
prices on some products Jan. 1 to meet higher labor costs. “We’d like to think
our prices have leveled but if labor and materials take another jump we’ll have
to go along,” he says.

Of a dozen materials producers interviewed by House & HoMmE, only two—
Gerber Plumbing Fixtures and Nutone—say they are not contemplating any
price boosts this year.

Until the price spiral starts up again, home builders should be able to
get more for their materials dollar.

Price-cutting at the builder-dealer level is widespread, reports Col. E. H.
Boeckh, Washington cost analyst: “They’re cutting each other’s throats, slashing
prices to pieces.” His monthly survey of building suppliers shows most are
overstocked and selling cheap in fear of being caught with big inventories if
materials prices slump again (Boeckh expects no slump).

“All of this cutting is coming out of profits,” Boeckh insists. “But there’s not
much left to squeeze. The profit picture is very thin among suppliers.”

Lumber Dealer Clarence Thompson of Champaign, Tll. concedes there has
been price cutting but predicts it will end as business gets tougher: “It’s difficult
enough to make a profit when volume is down. When you lose volume you get
pretty realistic about your prices. When you get into a declining market as
we are now it makes everyone review his pricing policy and structure.”

Builders seem certain to get more services—if not lower prices—from
manufacturers and suppliers this year.

Dave Slipher, president of Webb & Knapp Communities, believes: “We will
see more lumber delivered at grade this year. More manufacturers will be
willing to do more promotional work for their builder-customers. And I per-
sonally think more builders will be influenced by the merchandising aids a
manufacturer makes available than a price—assuming prices on similar items
will be reasonably close.”

Lumber Dealer Thompson chides builders for so much bargain-hunting they
force otherwise honest lumbermen to cut quality to make a profit. Says he:
“I think perhaps more builders will be willing to pay a fair price for a full
measure of properly graded lumber this year.”

The smart builder should be able to hold the overall cost of his houses
down to the 1957 level despite some price boosts.

This is the view of Len Haeger, technical director for Bill Levitt, who
explained: “Some prices will go up and some will go down a little. ... The
intelligent builder will have to do a lot of soul searching this year to decide
where he can substitute and change plans to get the benefit—or avoid the con-
sequences—of changing prices.”

Haeger repeats his advice of last fall (Nov., News) that wise builders will
keep inventories low this year.

MATERIALS BRIEFS

Still more mergers

An urge to diversify and to improve com-
petitive position is producing more mergers
and plans for mergers among building mate-
rials suppliers. Items:

® Diamond Match Co. has merged with
the Gardner Board and Carton Co., td be-
come the Diamond-Gardner Corp. The new
firm's New England lumber division owns 29
retail lumber yards, two wholesale ware-
houses plus logging and mill facilities.

® Evans Products Co., one of the 10 biggest
fir plywood producers, has acquired Fiddes-
Moore & Co., one of the nation’s largest
independent building materials warehouse
systems.

® Vulcan Materials Co. of Birmingham,
Ala. has merged with nine other paving mate-
rials firms including Union Chemical &
Materials Corp. of Chicago and Lambert
Bros, of Knoxville, Tenn.

® American Hardware Corp. has acquired
40% of the common stock of the Savage
Arms Corp. but will set up “some form of
corporate relationship” rather than merge
outright.

Central cooling unit sales up

Sale of central home air conditioners hit
160,000 in 1957—a gain of nearly 7% over
1956, despite a 9.5% drop in new housing
starts.

Cloud Wampler, chairman of Carrier
Corp., believes sales in 1958 may go as high
as 250.000 units.

One important factor in the increased
sales: lower prices. Average price on central
cooling units was about $800 last year com-
pared to $1.200 four vears ago.

Single lumber order system

Another effort to streamline the cumber-
some lumber marketing system has started in
the Northwest.

Just a month after the ill-fated Natl. Lum-
ber Exchange closed in Portland after six
weeks of operation (Jan. News), another
group of lumbermen set up Lumber Com-
munication Service in Seattle.

The service takes lumber orders from
wholesalers, places them with all mills served
by the company and qualified to fill orders
immediately. Thus a wholesaler can send only
one order-wire instead of sending many wires
cr making many phone calls.

LCS takes no part in the actual sale of the
lumber; it only places the order. Wholesalers
and mills who use the service pay a monthly
fee. General Manager P. D. Mackie reports
250 wholesalers and 100 western mills have
subscribed.

Better acoustics for homes

Sales of acoustical materials rose substan-
tially in 1957. Another jump is expected in
1958.

Lyle Yerges, president of the Acoustical
Materials Assn., which represents 90% of the
industry, says sales in homes accounted for
much of the 1957 gain,

Major technological change last year was
a trend toward plastics in sound conditioning
materials. Plans for 1958 include designs for
larger tile ceiling panels with heating, lighting,
ventilation and sound conditioning built into
a single unit,
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ICC sues two big railroads
in effort to end slowpoke
shipping of western lumber

Deliberate circuitous routing or delays en
route of unsold cars of lumber moving east
has been challenged in court by the Interstate
Commerce Commission.

The ICC has sued the Union Pacific and
Northern Pacific Railroads to enjoin them
from offering this slow-freight service—for
which there are no published tariffs. The
device is used by lumber brokers who want
more time to sell a carload of lumber after
it is shipped from the West Coast.

Most lumbermen have long frowned on
transit shipping, regard it as a poor market-
ing practice for an industry. If the ICC
wins, it would mean little to most big mills
which ship only on order, nor would it
affect the big lumber dealers who buy most
of their lumber on order. It would directly
hit some small lumber dealers who shop for
distress cars—Iloaded cars which reach the
midwest or eastern markets still unsold. To
the extent that home builders might benefit
from such distress sales, the end of transit
shipments would hurt.

Transit selling of lumber has been common
practice for many years but did not really
boom until the end of World War 2. Demand
was high and wholesalers could get premiums
for cars sold to the highest bidder as they
approached their destination.

Race of turtles

As the lumber market weakened, dealers
pressured railroads for circuitous routing to
allow more time for selling. Railroads, hun-
gry for business. cooperated after they found
that the road which could devise the longest
delays when the lumber market was down
would invariably get the most business. Now,
with lumber at a post war bottom, it some-
times takes a month longer than normal
for a transit car to reach its destination.

Transit shipment has dwindled as a result
of heavy losses suffered by some wholesalers
who could not sell at market when their
cars arrived at their destinations. Tt has re-
sulted in closing of many small mills—which
furnish most lumber for transit cars.

Yet transit wholesalers insist they perform
a function for the industry by cutting de-
livery time. They also argue that transit
shipping helps the West Coast lumber indus-
try compete with southern lumber mills which
lie closer to the big markets.

ICC forbade deliberately circuitous rout-
ing in 1955 during a car shortage. The order
was lifted when the shortage eased.

In its suit against the Northern and Union
Pacific, ICC charges that the railroads are
illegally providing storage facilities, depriving
other shippers of cars and adding unneces-
sarily to railroad operating costs.

Railroad rebuttal

Northern Pacific has replied that there is
no regulation requiring it to publish a time
schedule on service. (It offers fast service
for which no tariff is published.) The rail-
road also claims transit cars are invariably
small or “rough” cars which would otherwise
return empty to the midwest. NP delays

transit cars by holding a trainload in
Missoula, Mont. until another trainload
leaves the West Coast. Then the Missoula

train is sent on to Minneapolis where the
shipper must begin paying demurrage charges
(for use of the car) 24 hours after arrival.

Union Pacific sends transit cars from the
West Coast via Ellis, Kan., 317 mi. off the
main line. ICC contends this adds 14 days
to normal shipping time.
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Gas and electric industries start
campaigns for home heating-cooling

Competition between the gas and electric
industries is entering a new and critical
phase.

This year, each will open a drive to gain
a toehold in a field where the other has
historically held a strong competitive ad-
vantage. The electric industry is aiming at
the home heating market (Jan, News). The
gas industry is looking for a bigger share
of the air conditioning market.

Much more is at stake than heating and
cooling,

The Natl. Electrical Contractors Assn. is
not so concerned about heating as with the
fact that once gas heat gets into a home
the odds are 10 to 1 that water heating,
cooking and clothes drying (if any) will
also be gas. NECA, prime mover in the
electric heat drive. reasons logically that
the home with electric heat (or oil) will
not have gas in it at all. Tt claims electric
power is cheap enough to compete with gas.

Gas cooling to be pushed

American Gas Assn. is starting its long-
talked-of campaign to promote direct-fired,
gas-absorption air conditioning in fear that
the trend toward combined winter heat-
summer cooling systems may eventually cut
them out of the residential market unless
they can offer a gas system of heating-
cooling.

AGA had planned a series of seven sym-
posiums in seven cities early this year to
start its promotion. The symposiums have
been cancelled. however, after Chairman W.
W. Selzer found resnonse from utilities and
producers so great he ficured there was no
need for a crew to rally support.

A national advertising program has been
scheduled with the hope of selling at least
4,600 gas cooling units in 1958. AGA re-
ports its members have already committed
themselves for 6,900 units.

They point with alarm

Both gas and electrical industries point
with alarm to the plans and progress of
the other. An electrical trade book, Electrical
World, recently noted one area of New York
where 90% of all new homes are gas heated,
commented: “This is an outstanding record
. . . but for the electrical industry it means
that 90% are lost forever not just for house
heating but for water heating and perhaps
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MATERIALS PRICES were unchanged in De-
cember from a month earlier, BLS reports,
and it’s index, at 130.1 was off 0.4 from De-
cember 1956. A rise in prices of prepared
paints and concrete products was offset by
declines in lumber and heating equipment.

cooling as well. Is our industry going to
sit back year in and year oui?”

Warns President J. C. Hamiltee of the
Arkansas-Louisiana Gas Co.: “Electric utili-
ties already are cutting into our cooking and
water heating business. Through development
and sale of the electric heat pump they
can take a large share of the summer cooling
business and along with it the winter heating
business.”

The gas industry got some good news
in January when Whirlpool Corp. purchased
the assets and patents of Servel Inc., assuring
at least one make of gas refrigerators to
compete with electric models. Servel, long
the only manufacturer of gas refrigerators,
has quit the appliance business. Its gas air
conditioning business was sold last August to
the Arkansas-Louisiana Gas Co.

Both the gas and electric utility and ap-
pliance -industries are talking optimistically
of 1958 sales potential. They expect housing
starts to bounce back up, point to substantial
reductions in their unsold inventory,

Producers in both groups suffered worse
sales than expected last year. Gas Appliance
Manufacturers Assn. reports sale of 7.7 mil-
lion gas units (including heating equipment)
—10.9% below 1956. Natl. Electrical Manu-
facturers Assn. reports sales of 8.9 million
electrical appliances (seven types)—down
10% from 1956.

Expect built-ins to pace sales

Gas appliance producers expect a 2% gain
in unit sales this year. They predict recent
FHA moves will spur housing and believe
expansion of natural gas lines and better
merchandising will help sales.

NEMA believes built-ins will pace 1958
electric appliance sales, points out that sales
of built-in electric ranges were up 10.4%
(to 425,000) in 1957 with a 12% gain
predicted for 1958). Sales of other appliances
fell last year. The record: refrigerators,
—9.5%; water heaters, —8.1%; dishwashers,
—2.5%; free standing ranges, —21.7%; de-
humidifiers, —18.2%; food waste disposers,
—9.8%; freezers, —5.1%.

Price outlook is not good for builders: an
uptrend has already started. Both Gen-
eral Electric and Kelvinator have increased
prices on their 1958 refrigerator lines. No
one looks for any reductions,

NEWS continued on p. 58
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BOECKH'S INDEX of residential building costs
inched up slightly 0.1 point to 278.2 in De-
cember. Col. E. H. Boeckh attributes it to
higher labor costs in two cities, notes that
there was actually a slight drop in the overall
cost of materials.
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Set in a simple extruded aluminum frame, these
lustrous panels of Blue Ridge Linex” add new
drama and distinction fo this living room!

Libbey Owens Ford Glass Co., Dept, B-728

608 Madison Ave., Toledo 3, Ohio

Please reserve my free copy of the 20-page book
of Paul McCobb’s design ideas for Blue Ridge
Patterned Glass, ready for distribution soon.

NAME TN S L
FLEASE PRINT)

COMPANY

ADDRESS

CITY_ ) SN STATE
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McCOBB OINN YOUR JOB

PHOTO BY TOM YEE

® Here arc two new features that will stir up more excitement
(and house sales) than you ever thought possible.

They are made of handsome Blue Ridge Patlerned Glass!

They are designed exclusively for Blue Ridge by famed designer
and interior decorator, Paul McCobb!

They can be built easily, by your regular crew!

Paul McCobb has designed eight different ideas like the two
shown. Before you put this magazine aside, tear out the coupon
at left, fill it in and mail it. We’ll reserve for you a free copy of our
brand-new, 20-page, color book that shows you all eight McCobb
designs and tells you how to use them. First come, first served.

HOUSE & HOME




world-famous designer
Paul MCCobb now teams with
Blue Ridge to help you

sell your homes!

\ X, s A

In this bedroom, panels of Blue Ridge Patterned Glass, set in an aluminum
frame, screen off a dressing area to give two rooms in onel

Patterned Glass
by Blue Ridge

BLUE RIDGE GLASS CORP,, Kingsport, Tennessee |_o
SOLD THROUGH LIBBEY+OWENS«FORD DISTRIBUTORS AND DEALERS m}Fj
@
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developers of

Quito Park Homes
California

“Our men gave UNI-flex the “3rd degree”
and we mean a real on-the-job test. Nothing
goes into the 77 homes at QUITO PARK

without customer appeal, customer accept-

ance and customer satisfaction. We want to

lick service calls. UNI-flex with the proven
dependability of UNIQUE Balances give us

the kind of equipment we want.”

L to R: M.Stoltenkamp, general superintendent and
Jack Fisher of the Fisher-Burke Construction Company,
San Jose, California

IlNIffex

FULL-JAMB
WEATHERSTRIP

COMBINATION UNIT

Fast to install
Priced to sell=Built to last

UNI-flex window units furnished by:
MINTON LUMBER COMPANY, Mt. View, California

Better Homes
1h4 :
B for a Better America!

UNIQUE BALANCE COMPANY

41 MAGEE AVENUE \M F O INECTICUT

continued from p. 55

LABOR BRIEFS

Chicago builders rebuffed by NLRB

Chicago home builders are having rough going in their leg‘al_ battle
to unshackle themselves from an AGC tieup for labor bargaining.

The Natl. Labor Relations Board has denied a builders association
petition to be recognized as homebuilding’s bargaining agent with
Chicago carpenters. NLRB based its decision on a curious finding that
there is no evidence the union ever sought to bargain with the associa-
tion, holding that builders should continue to sign short forn'l: contracts
on a single employer basis—despite a long history of multi-employer
bargaining with all Chicago building trades. Aok

Thus builders must continue—for the present anyway—to sign in-
dividual contracts with the carpenters and accept the wage rate nego-
tiated by the union and the Builders Assn. of Chicago which is com-
posed of general contractors.

Home builders have petitioned for NLRB reconsideration. They
contend the board did not judge the case on its merits. John R, Downs,
executive vice president of Chicago builders chapter, charges: “The
decision does not indicate that either the record or the petitioner’s
[home builders’] brief were read and carefully and objectively con-
sidered. This decision simply will not stand on its own legs since it
ignores all the facts and realities in favor of blind adherence to
technicalities.”

Chicago home builders are fighting a 50-year-old situation. They
have never had a voice in wage negotiations with the building trades,
although in the three Chicago-area counties they employ 7,700 of the
36,000 carpenters.

The same situation exists in varying degrees in other cities but
probably is most acute in Chicago. The builders’ petition to NLRB
points out that all construction is under union contract in 14 of the
20 largest US cities. And in 13 of these 14 cities, home builders either
negotiate separate contracts or bargain jointly with general contractors.
The lone exception is Chicago where general contractors have refused
home builders a voice in negotiations.

“Effect of this is to prohibit small employers joining together for
self-help to match their strength against a union which controls 36,000
carpenters . . . and which unilaterally . . . sets the price which mem-
bers . . . must pay for such labor,” the builder petition contends.

“Is the public interest served by ignoring the practices of the build-
ers association and the union, practices which if continued without
check will drive the home-purchaser out of the market, the home
builder out of business and seriously affect the economy of the Mid-
west and the country as a whole?” the petition asks.

If builders win the right to negotiate, can they cut labor costs?
Downs says he doubts it. But he hopes builders and carpenters could
work together to improve techniques and make it easier to use new
materials.

St. Louis carpenters agree to work below-scale

St. Louis area carpenters have decided some work at $2.85 an hour
is better than no work at $3.45. So they have agreed to work for the
lower scale on a Capehart military housing project at nearby Fort
Leonard Wood.

J. W. Bateson, a Dallas general contractor, bid on the 1,329 units
on the basis of a Dept. of Labor report fixing the prevailing wage for
carpenters in that area as $2.25.

After Bateson won the contract, St. Louis carpenters announced
that Fort Leonard Wood is now in their jurisdiction (since last April)
and carpenters scale would be $3.45, plus 10¢ welfare.

Bateson and the Army Engineers then found themselves in this pre-
dicament: If the Engineers let Bateson add on the extra cost involved
in paying the higher scale, the per unit price of the project would go
over the maximum $16,500 allowed by law. Bateson announced Jan. 7
that “it looks as though T'll have to withdraw my bid.”

St. Louis carpenters, realizing the job might be delayed for months
if rebidding was necessary, sat down with Bateson and agreed to $2.85
—a price which should keep the revised bid price below the $16,500
limit. Groaned the carpenters’ business manager after signing the
pact: “We have made a great sacrifice.”

Teamsters to retain ‘hot cargo’ pacts

Teamsters have decided to continue “hot cargo” clauses in their
current contracts despite a ruling by the Interstate Commerce Com-
mission that such pacts are invalid.

Union officials announced they will wait until the Supreme Court
rules on the matter before changing contracts.

Under hot cargo contracts, Teamsters may refuse to handle ship-
ments previously handled by truck lines in trouble with the union or
by non-union labor.

NEWS continued on p. 62
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Look up to TRI-DEK... for dramatic profits !

Tri-Dek’s spacious open-beam construction sells well today —
and it saves you money. In one operation, your men put up roof
deck, insulation, and finished ceiling.

Tongue-and-groove on all four sides, Tri-Dek is a solid base for
built-up roofing. All-around self-sealing joint with vapor barrier optional in
the 2” and 3" thicknesses. Also available in 115" thickness without
vapor seal for use in mild climates. Tri-Dek's 2’ x 8’ slabs have strength
and rigidity built in by Gold Bond's exclusive Fiberlok process.

Tri-Dek will save you time and material —Tri-Dek will help you
sell. For all the facts, call your Gold Bond® representative or write Dept.
HH-28, Nartional Gypsum Company, Buffalo 2, New York.

ld n

BUILDING PRODUCTS

NATIONAL GYPSUM COMPANY
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STRADEMARK PRODUCT OF ARKLA AIR CONDITIONING CORP.. EVANSVILLE, IND, & SHREVEPORT,. LA
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When they ask to see the Furnace...

SHOW THEM THE ONE THAT'S

Show them SUN VALLEY All-Year”

HOUSE & HOME




AN AIR-CONDITIONER T0O!

Gas Air-Conditioning by ARKLA-SERVEL!

FEBRUARY 19538

. i

Cools the entire home in Summer
from a single compact Gas unit.
(Heats in Winter, too!)

SHOW THEM the most effective way to beat any heat spell. No more
drafty fans . . . no more spot cooling in a couple of rooms. The Sun
Valley* by Arkla-Servel cools the entire house (every room of it)
from a single compaet unit. And your prospects will like the peace
and quiet of the Sun Valley*, too! There's no noise because there are
no moving parts in the cooling system.

SHOW THEM how easily the air eonditioner can be turned into a fur-
nace when blustery winter comes booming in. A simple dial setting —
and presto!—the Sun Valley* by Arkla-Servel is the most wonderful
furnace! It circulates gentle warm air to every room of the house.
And with Gas your prospects will never have to worry about late fuel
deliveries—dependable Gas is piped right into their homes.

SHOW THEM how a single and simple
thermostat looks after them night and
day —with completeand correct moisture
control both winter and summer. They
merely set the thermostat to a desired
temperature, and the Sun Valley* main-
tains that degree of heat or cooling
around the clock. They're safe from all
kinds of weather . . . and further pro-
tected by Arkla-Servel’s five year war-
ranty, too. AMERICAN GAS ASSOCIATION,

does so much more...
for so much less!
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continued from p. 58

HOUSING MARKET:

Federal moves to boost building
will only help a little, industry says

Recession psychology continues to dampen the new house sales market more
than easing money can stimulate it.

“I don’t think we’ll build any more houses in 1958 than we did in 1957,”
predicts Analyst James Downs of Chicago. “It can be plus or minus 5%, but a
5% drop seems more likely than a 5% gain. Buyer attitude will shrink more
than the supply of mortgage money expands. I don’t expect the government to
do anything effective to help housing until well into the third quarter. By then
they may learn it takes more than an unbalanced budget and a big missile pro-
gram to stimulate the economy.”

More optimism comes from other sources. The US Savings & Loan League,
for instance, prophesies home building will get off to a slow start and pick up
momentum in the second half of the year, as it did last year.

Builders and lenders agree the government’s moves to give housing a shot
in the arm will only help around the fringes.

FHA now lets closing costs be included in its mortgages again. The cash-pay-
ment requirement was imposed in April 1955 as an anti-inflation measure. But
its removal means little, except on the handful of $10,000 to $12,000 homes.
Reason: the maximum mortgage FHA will insure on a house of a specified
valuation remains the same. So the minimum cash down requirement remains
the same. Only if a buyer pays more than the minimum down payment (or if the
builder pays closing costs himself) does the new rule mean a cash saving to
the buyer.

Example: a buyer of the same $16,000
house puts 10% down ($1,600). He can still
get a $14,800 FHA loan. His down payment

brings the loan down to $14,400. So up to
$400 closing costs can be added.

Example: a builder gets a $16,000 valuation
on a house, with a $14,800 allowable FHA-
insured mortgage. The builder sells for $16,-
000. The maximum mortgage is still $14,800.
So no closing costs can be added to it.

Closing costs, moreover, may not include deposits for taxes, assessments and
hazard insurance. In three cases only, discounts can be included in closing costs:
1) refinancing loans other than those made in connection with sale of the mort-
gaged property within the preceding six months, 2) loans to builders who are
closing in their own names, 3) owner of an individual lot who builds for his
own occupancy.

Vice President Harold R. Berlin of Johns-Manville foresees a 3.3% gain for
housing dollar volume this year, to $12.4 billions. He predicts 1 million starts.

But typical of the new consensus is this comment by a New England lender:
“Housing may help hold the economy, but it will not lead it or pull it up as
some people have been predicting.”

Yearend housing statistics for 1957 point up important new trends.

® Apartment house construction continues to make a major comeback (Aug., News).
As land grows scarcer within easy commuting distance of central cities, there should be
more and more of it. (Even sprawling Los Angeles feels pinched for raw land.) Nonfarm
building permits—as compiled for 10 months of 1957 by BLS—show all of the drop in
housing was concentrated in one-family units! They were off 18.7% from 1956. On the
other hand, permits for two-family structures were up 2.6%. permits for three- and
four-family dwellings were up 24.2% and permits for five- or more family apartments
were up 52.9%. In all, multi-family structures should account for 100,000 of 1957’s
1,039,200 nonfarm starts.

o Measured by starts, last year was the lowest housing year since 1949. Starts slumped
7% from 1956. But the rate of decline was less than half of the drop between 1955 and
1956. Private starts were on the rise at year end. Secasonally adjusted starts averaged
964,000 for the first half, 1,011,000 during the second half.

® Conventionally financed housing was up 9% from its 1956 level—which casts some
doubt on the widely held assumption that conventional mortgage financing will almost
always produce the same amount of starts.

o [ast year, conventional financing accounted for a whopping 70% of all private starts
—a 12% gain from 1956.

® Regionally, the South was last year’s boom area. Tt showed a rise in private starts
while all other regions slipped. This trend should continue. in the wake of industrialization
plus the fabulous Florida boom.

® Measured by dollar volume, private housing (not total) was off 10% last year to
$12.2 billion, according to the Commerce Dept. But the decline was narrowing. Outlays
for new private housing were off 13% from a year earlier during the first quarter, 10%
in the third quarter and only 5% in the fourth quarter. Says Commerce: “By mid-1957,
the two-year slide in private residential construction appeared to be checked, and outlays
(seasonally adjusted) rose steadily through the end of the year, largely on account of
the rise in apartment building.”

MARKET BRIEFS

Money-back guarantees

Money-back guarantees to spur sales of
new homes are catching on in a modest way.
Most of them expose the builder to only
small financial risk because buyers have to
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FHA APPLICATIONS on pew homes dropped
7.6% to 13,580 in December. The drop was
no more than seasonal and the total was
75% higher than December 1956. This
brought FHA applications for 1957 to 198,-
769—0.6% over 1956.

Applications on multi-family units went up
60% to 3,061 due to 1,552 Capehart military
housing units. All project units for 1957
totaled 67,379, a 125% gain over 1956. But
with Capehart units left out, the real gain
was only about 10%.

VA appraisal requests for proposed units
continued to vanish. They reached only 3,501
in December—off 6.6% from November. For
the year there were 159,399 appraisal re-
quests, a drop of 60% from 1956.
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HOUSING STARTS slipped from 75,500 in
November to 62,000 in December.

For the year, starts totaled 1,039,000—
7.1% behind 1956 and lowest since 1949.

December private starts sank to 60,800 for
a secasonally adjusted annual rate of 970,000,
lowest since the 962,000 of last April. Private
starts for 1957, according to BLS, were 989,-
000—9.5% behind 1956 and the lowest since
1949.

With 1,200 starts in December, public starts
totaled 49,500 (including Capehart military
housing) for 1957, up more than 100% from
1956.
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absorb closing costs, mortgage transfer fees
and interest on their loans.

Builder Frank Rogers of Omaha, for in-
stance, likes results he is getting from his
offer to repurchase a house from any buyer
who is forced by circumstances beyond his
control to move out of town within 12
months after the original purchase. Rogers
sprang the scheme during the Christmas-New
Year’s week—normally a slow sales time.
Result: Six sales (Roger’s builds 1.000 to
1,400 sq. ft. homes priced from $13.950 to
$21.000). If a buyer has to leave, Rogers will
pay him back the down payment ($1.050 on
his $13.950 model) plus mortgage principal.
On a $12,800, FHA 25-year loan, this would
be only $250 the first year. The customer
must pay for painting or other work to re-
store the house to top condition. He forfeits
closing costs, taxes, interest charges, and pays
mortgage transfer fees. Says Rogers: “I think
I saw the idea in House & Howme.”

In Mahopac, N. Y., Builder James Licata
offers buyers a two-year money-back deal.
Buyers get back equity (down payment plus
principal) less a flat $55 a month rent. Buyers
pay for needed fix-up work.

At Hastings-on-the-Hudson, N. Y., 18-mi.
upriver from New York, Raydon Construction
Co. gives an unconditional refund promise on
its 36-home tract ($24,500 up), available
only at the end of a year. Buyers can recap-
ture their down payment, less $600 for a new
paint job, transfer costs not to exceed $100
and repairs and closing costs.

Explain partners Sol A. Klinger and Larry
Boyland: “The way home prices have been
going, people can sell in the open market for
more than we would have to give back.”

Promoting prefabs

Prefabbers have gone on US and Canadian
newsstands with 100,000 copies of a 50¢
home plan book.

The 172-page book called Housing Annual
1958, shows one model by each of 46 mem-
bers of Prefabricated Home Manufacturers
Institute—one to a page. The sales pitch
hammers the theme that “the public can no
longer tell a factory-made house from a con-
ventionally-built dwelling.” Engineers, the
annual contends, are prefabbing’s best cus-
tomers because “they readily appreciate the
superior features of a factory-made house.”

Selling the executive market

A realty firm in New York’s expanding
exurbia has been formed to specialize in
catering to the transferred executive. Execu-
tive Housing Inc. (1073 Post Road, Darien,
Conn.), offers the sort of service any realtor
should provide—cleverly packaged for snob
appeal. Advice is given on neighborhoods,
schools, commuting, zoning laws, selected
properties—from $30,000 up. “Transferring
executives have no time to waste—cannot af-
ford to pick the wrong town, neighborhoods
or home,” says the firm’s brochure. “We see
that you don't.” Buyers pay the standard
commission.

The idea is the brainchild of Charles P.
Pelham, retired senior vice president of Ful-
ler, Smith & Ross, New York ad agency.
Says Pelham: “You can’t go on selling real
estate the way you did 100 years ago.” His
partners are Realtors Mathew Gardner and
Arthur Whezler (who also maintain their
regular real estate business).

It is still too scon to say whether the plan
is a hit. But Gardner, Wheeler and Pelham
hope to tie-up with othar realtors to offer a
nationwide referral service.
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Mason fires a chief underwriter
as FHA tries to clean up backlog

FHA is going to do something about its
processing mess, even if it means tossing out
some well-entrenched career employes.

Commissioner Norman Mason has made it
clear he is fed-up with bungling in some field
offices. Last month he fired James Salvant,
chief underwriter in the New Orleans fisld
office, on charges of inefficiency. There has
been an 8-to 10-week backlog in the office.™

FHA is also seeking a $2 million deficiency
appropriation to hire more staff for field
offices and it wants a $3 million increase in
its 1959 budget, now before Congress. Says
one FHA official: “If we don’t get the money,
we'll be swamped by the business we expect
this spring. We would be ufterly unable to
cope with it.”

The Voluntary Home Mortgage Credit Pro-
gram committee voiced a similar feeling in
stronger language in January, passed a resolu-
tion urging FHA to simplify its procedures
so it can handle more business. Says one
member of the committee: “It's almost a
scandalous situation. It will have a real in-
fluence on housing in 1958. The major hope
for an increase in starts has to be FHA be-
cause conventionally financed starts can’t go
up much.”

The concensus: unless processing is speeded
up FHA will be a brake on housing this
year,

FHA supervisors, agency officials said, have
filed complaints about Salvant for six years.
But what really trigeered his ouster was a
telegram sent Mason in November by eight

*The New Orleans FHA office reported appli-
cations in 1957 of 6,117 compared to 4,315 in
1956, In 1957 the office issued 5,435 commitments
compared to 4,138 in 1956,

of the 10 members of the Louisiana congres-
sional delegation. The telegram was written
after the congressmen heard bitter complaints
from New Orleans builders, realtors and
mortgage men. Its text has not been dis-
closed but it reportedly called the processing
delays disgraceful and demanded action.

Mason sent investigators from his own
office, sent underwriters from the San Antonio
office to whittle down the backlog. Salvant’s
dismissal followed. On Jan. 2, FHA Director
Ralph H. Agate announced the backlog had
been wiped out,

There will apparently be no further dis-
missals in the New Orleans office, though
some Louisiana congressmen expressed sur-
prise that Agate was not included in the
shake-up. They indicated they still believe
Salvant may have been the fall guy for others
in the office.

Salvant, 42, can appeal under civil service
regulations and apparently will. He had been
with FHA 10 years.

One project caught in the backlog Tast fall
was William Zeckendorf's big community
project at Laplace. The Quinn Construction
Co., which has contracted to build some
homes for Zeckendorf, appealed for help to
US Rep. Edward Hebert (D., La.) after
waiting several weeks for commitments.
Hebert interceded with Salvant, who got the
commitments out promptly.

Morgan Earnest, president of the Home
Builders Assn. of Greater New Orleans re-
ports no complaints of delays since Agate told
him the backlog had been cleared up. “It was
not our intention to hurt anybody in FHA,”
Earnest says. “Our single interest has been to
do anything to help reduce the backlog and
get on a current basis.”

80.7% of all '50-’56 housing starts

were in met areas,

What proportion of America’s houses are
being built in the metropolitan areas—where
all the nation’s population growth is taking
place?

The Bureau of Labor Statistics estimates
that from 1950 through 1956 72.2% of all
new housing starts were in 168 standard
metropolitan areas. But the Census Bureau, in
its new housing inventory (Jan., News), esti-
mates it was only 64.8%

(BLS and Census also disagree on the
number of units started—Census reporting 2
million more units over the 63 year period,
a difference which remains to be explained.)

Dr. Reinhold Wolff, director of the Univer-
sity of Miami's Bureau of Business and Eceo-
nomic Research and a knowledgeable housing
economist, says both estimates are preposter-
ous. His estimate: 80.7% of all 1950-56 starts
were in metropolitan areas. Says he: it is
unbelievable, on the face of it, that 35.2 or
even 27.8% of all nonfarm, nonresort hous-
ing starts could have taken place in non-
metropolitan areas which, on balance, had no
population increase.

Part of the disparity is explainable because
both BLS and Census still use the 168 stand-
ard metropolitan areas as defined in 1950—
to preserve the basis of comparison. Since
1950 there have been major additions—all
growth areas—to seven metropolitan areas
and six new met areas have been designated.”

economist claims

Wolff also includes in his estimate the
starts of several fringe areas which he con-
siders part of metropolitan areas though not
yet so designated by the government. One
example: Broward County, Fla., just north
of Miami and center of much home building
for the last 10 years (12,167 starts in 1957),
much of it spillover from the Miami area.
In the government’s eyes, all Broward county
starts are still non-metropolitan.

But Wolff notes still other fast-growth
fringe areas around existing metropolitan
areas which are not included in his estimate.

James Downs, chairman of the Real Estate
Research Corp. in Chicago believes there is
much home building on the periphery of
existing metropolitan areas counted as non-
met starts by BLS and Census. He also cited
the relative difficulty in counting starts in
some met areas. “In an area like Pittsburgh,
we have found we couldn’t tell where the
houses had been built or how many unless we
got in a car and went out and looked for
them,” he says.

NEWS continued on p. 65

*Additions were made to the met areas of San
Bernardino, Calif.; Shreveport, La.; Milwaukee,

Wisc.; Lowell, Mass.; Atlanta, Ga.; Evansville,
Ind. and Norfork-Portsmouth, Va. New met
areas designated since 1950: Dubugue, [Ia.;
Hampton-Newport News-Warwick, Va.; Fort

Smith, Ark.; Tucson, Ariz.; Santa Barbara, Calif.
and West Palm Beach, Fla.
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Chrysler Airtemp
HEATING and COOLING

for any
house
anywhere

No matter what type of house
you're building, or where—
you’ll find Airtemp has equip-
ment that exactly fits. The
Airtemp line is complete—with
297 models. A “‘just-right”
Airtemp furnace or air condi-
tioner means faster, easier in-
stallation—no delays!

As a builder you also benefit
from:

e Chrysler’s trouble-free engi-
neering that cuts after-sale
complaints.

e the sales appeal and prestige
of the Chrysler name.

e nation-wide distribution and
prompt servicing.

e pre-tested merchandising aids
to help you sell your houses.

FOR ALL THE FACTS, WRITE AIRTEMP DIVISION,
CHRYSLER CORP., DAYTON 1, OHIO.

DIVISION
CHRYSLER CORP
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LOCAL MARKETS: builders fight realtor ban on ‘open houses’

?—“

Realtors in a scattering of California cities
are trying to stop selling through model
homes.

More local realty boards are considering—
and a few have adopted—a ban on Sunday
selling.

The developments worry builders. Model
homes are their best showcase. And Sunday,
they say, is just about their best sales day.
An intra-industry fight. which could become
widespread, seems to be starting.

Only a small cloud?

Sharpest squabble so far is in Downey
(pop. 51,950), a Los Angeles satellite town.
The real estate board there has outlawed
sales via open houses or model homes among
its members. The ban extends to signs, flags.
people sitting in autos in front of for-sale
homes. Originally, most realtors favored ban-
ning open houses on occupied property.
Brokers said these hurt their business because
everybody on the same street who wants to
sell a house puts out his own sign, by-passing
the realtor but drawing traffic from his adver-
tising. But when the Downey board polled
its members handling builder says, its officials
say, they agreed builders would go along if
open houses were eliminated completely.

Board President James F. Hall adds that
the ban was imposed to increase profession-
alism in real estate by eliminating part-time
salesmen at open houses who often lack real
sales talent. Now, Downey realtors’ adver-
tising directs customers only to their offices,
where, says Hall, a buyer’s credit standing
can be screened first to save him the frustra-
tion of looking at homes he can't possibly
afford.

Downey realtors are also trying to stop
builders in the area from having model
houses and will cooperate on no promotions.
Instead, realtors offer mandatory multiple

listing on all homes for sale, new or used.
Hall argues that this brings builders more
prospects than open houses, anyway.

Little vacant land is left in the Downey
area. So new homes there are generally built
in groups of two and three by small-volume
builders. But one builder, who had been
working with a utility company on a promo-
tion for 12 homes, had to drop the project
when the utility backed out in the face of
the open house ban.

“We don’t want any restrictions that curb
our rights,” says one Downey builder. But
he adds: “So much pressure was put on me
that T had to go along [with the ban].”

What worries southern California builders
most is whether the idea will spread to sub-
urbs still booming with mass building.

Developments elsewhere

In nearby Fullerton (pop. 46,500), the
realty board has banned open houses on
Sunday. Board Presidant W. Rex Connley
admits: “Builders are violently against it.
They think Sunday's a good day.” Some
brokers are unhappy about it, too, but it's
mostly the younger ones who think you can
get rich on Sunday.” Most realtors do not,
Connley adds. “Leads are really very poor
on Sunday,” he says. “You just get a lot of
lookers.”

Connley reports he and other Fullerton
realtors had been selling for small-volume
builders, but “we've been losing them fast
with our Sunday closure rule.” Most builders
are hiring their own salesmen.

Realty boards in Anaheim and La Habra
are also considering a Sunday closing rule,
says Connley, as are other boards all over
California. Both Anaheim and LaHabra have
many large tract developments.

Walker & Lee of Long Beach, who sell
more houses for more builders than any

other US realtor, are keeping their model
homes in Fullerton open Sundays. They
are not members of the Fullerton board.
But Sales Manager Frank Hart reports
builders are finding they need the serv-
ices of realtors to peddle their product in
today's tougher market. “I think 1958 will
see many more houses sold at regular com-
missions (5% ) than ever before,” predicts
Hart.

Detroit: A ban on Sunday real estate sell-
ing is also under consideration in Detroit.

The city council has already once approved
an ordinance to ban selling and showing of
model homes. This vote was reversed a week
later to allow time for further study after
home builders and some realtors protested.
(Similar proposals were defeated in 1939 and
1945.)

Actually, a Sunday selling ban in Detroit
would not hurt home builders much. There
is only one tract in the city itself. But the
Builders Assn. of Metropolitan Detroit fears
the ban encourages suburban communities to
do likewise,

The builders association is campaigning
hard to Kill the ordinance. But NAHB Past-
President Rodney Lockwood fears the scheme
still has a 50-50 chance. Builders are sup-
ported by the Detroit Real Estate Brokers
Assn. but opposed by four other real estate
boards in the area.

One reason brokers want a ban: they be-
lieve it would drive part-time, week-end sales-
men out of the business (though home
builders contend they use very few part-time
salesmen).

Detroit builders think public opinion may
swing the final vote in their favor. They
point to a recent Cincinnati study which
shows that 60% of the public prefer to visit
model homes on Sunday. “We think the same
thing applies here,” says Lockwood.

Mail order lot sales reappear in new Florida land boom

That big Florida land boom is beginning
to have some of dizzy aspects of the ill-fated
splurge of the 20.

Two years ago, FOorRTUNE took a look at
the Sunshine State’s land boom, concluded
that it resembled the boom of the 20's only
in the spectacular rise in land prices. Said
ForTUunE: “Developers do not advertise ex-
travagantly in distant newspapers. . . Trades
are largely cash; the loosest terms available
are one-third down, the balance in three
equal payments in the next three years in-
stead of 5 to 10% down, the rest in 10 years
or longer as in the days of the bubble.”

Today, things are changing. Many Florida
land developments are advertised in “distant
newspapers” and many of them ask only
109% down with long payment terms.

Some of these land promotions are solid.
The buyer is assured of some improvements
at least streets—in his subdivision. But
other promoters give the buyer nothing but
the land, without access. Gov. LeRoy Collins
of Florida complains of one subdivision
located 10 mi. from any road with no com-
munity facilities at all. He laments: “It is
distressing to know there are some instances
which are reminiscent of the boom of the
20's which most of us can remember with
its disastrous consequences.”

Florida has only a loosely enforced law
on out-of-state advertising of Florida land. It
can do nothing to enforce subdivision stand-

cheap ($500 an acre or less). There are none
around Miami, where prices start at $5,000 an
acre for swamp-proof land.

The Miami Herald, whose ace Reporter
Steve Trumbull spends most of his time in-
vestigating real estate promotions, angrilv re-
ports that one “handful of fast-buck. dollar-
hungry promoters” are selling hydraulically
filled homesites on the upper Florida keys
where there is no subdivision control. Point-
ing to poor fill and poorer construction prac-
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tices, the Herald warns: “They are inviting a
future hurricane disaster that could rival
Galveston.”

If many Florida land promotions border on
fraud, some make every effort to maintain
a reputation for scrupulous honesty, realizing
there is a big profit in land even if the cus-
tomer gets all he was promised.

One example: The Mackle Co., Florida's
biggest home building firm, is developing
80,000 acres on the Gulf Coast with Cana-
dian financing. The company is spending $2
million promoting its development—Port
Charlotte, south of Sarasota. Mackle is selling
both land ($10 down and $10 a month for
a $795 lot) and houses (10 models priced
from $6,960 to $15,950 with FHA terms.)

Detroit Builder Ira Hotchkiss and Mort-
gage Banker Jay Kislak of Miami are selling
parcels out of a 20,000 acre tract they bought
two vears ago in the vicinity of the Cape
Canaveral missile testing center. Raw land in
this area, now one of the hottest land and
housing markets in Florida, has gone up from
$80 to $500 an acre in the last two years.

The land boom is still a thoroyzhly sound
one in the Miami area (the only real sub-
tropical part of Florida, based on average
vearly temperature and ghinfall). And one
man still holds the key#o future development
there: Arthur Vinig# Davis, 90, founder and
retired board chyffrman of the Aluminum

PPER Corp. of Amgrict. He owns 80,000 acres of
ards in unincorporated areas. R = s the best !;n,r-.u);f-n’ Dade County (Miami) and
Most mail-order subdivisions are in central : KDY WEST ‘,:00 ( 28,000 acfes in adjoining Broward County.
Florida where land is still comparatively 0 e ; \ NEWS continued on p. 67
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"american LUSTRAGRAY glare reducing glass

has home owner appeal by providing maximum

viewing pleasure from the interior and greater

privacy from the exterior”

—says Charles C. Richardson,gmeraf contracror, San Diego,
Calif. His large home, shown here, was designed by Domingo Martinez.

Phato from interior. Open space between sliding
glass doors shows sun glare. LUSTRAGRAY
glazing reduces sun glare, sharpens view,

As Contractor Richardson can tell you, this neurtral Photo from exterior indicates LUSTRAGRAY glazing throughout,
gray-tint sheet glass makes homes more salable including jalousies. Residence covers 4,000 sq. f2.
because it:

® Reduces sun glare 50%,, minimizing
eyestrain and fatigue

® Reduces heat transmission

® Provides exterior privacy and interior
"clear glass” vision

® Makes permanently attractive appearance
® |s economical

AMERICAN LUSTRAGRAY is available through

CLEAR GLASS for
Maximum Daylighting

GRAY GLASS for
Controlled Daylighting

__— WINDOW COMPANY
PITTSBURGH, PA.

more than 500 glass jobbers. See classified phone book. pLANTS, ARNOLD, PA. + ELLWOOD CITY, PA.
Thick . Bt TANE Ay . . P 2 - JEANNETTE, PA. « OKMULGEE, QKLA.
hicknessdg: %'/, "2’’, 14". Maximum size: 6’ x 10". wsw esss
‘\-\‘\
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continued from p. 65

PEOPLE: George P. Bickford, Cleveland attorney,

succeeds Pierce Gerety as FHA general counsel

Pierce J. Gerety has resigned as FHA gen-
eral counsel after only nine months in office.
His successor is George P. Bickford, 56, a
Cleveland tax and corporation lawyer.

Gerety, a wide-ranging young (43) lawyer,
was to leave the government about Feb. |
to return to private practice in New York
City and his native Connecticut. In his short
stay with FHA, he became FHA's No. 2
maker of public appearances (after Commis-
sioner Norman P. Mason himself), won
friends for the agency throughout the hous-
ing industry by his graceful decisiveness.

His return to private life was not un-
expected. Gerety had planned to leave gov-
ernment when he wound up a two-year job

GENERAL COUNSEL BICKFORD
Another Harvard man for FHA

as deputy administrator of the refugee relief
program early in 1955, but was prevailed on
to take the FHA legal post.

Like Gerety before him, Bickford comes
to FHA with little housing background. New
Hampshire-born, he graduated from Harvard
in 1922 and, after a spell of teaching in
China, from Harvard Law School in 1926,
He then joined the Cleveland law firm of
Arter, Hadden, Wykoff and Van Duzer, was
a senior partner when tapped by FHA. Dur-
ing World War 2, he was a lieutenant colonel
in the Army Judge Advocate General's office
in Washington, and served as civil affairs
officer in New Delhi. His only connection
with housing has been as an investor in real
estate and lawyer for banks and S&Ls. His
main hobbies are collecting antiquities of
India and the Cleveland TInstitute of Art,
where he is a trustee and treasurer.

. . °

William F. Hoffman Jr., who has been di-
recting FHA's rental housing division, also has
resigned, Harold W. Prehn, director of the
Springfield. Tll. insuring office, has taken over
as acting director.

Public houser Henslee gets
five year suspended sentence

Galveston's public housing scandal (March
'56, News) is getting another airing. The key
figure, L. Walter Henslee, former GHA exec-
utive secretary and onetime (1951-52) pres-
ident of the Natl. Assn. of Housing & Rede-
velopment Officials, has been handed a five-
year suspended sentence by a state court that
convicted him of padding expense accounts to
the tune of $3,275.

Henslee's troubles started in 1956 when
Marshall W. Amis, PHA field office director
in Fort Worth, accused the Galveston Hous-
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ing Authority of 36 violations—"abuses” in
handling funds and “false reports” to PHA.

In June 1956, Henslee was acquitted on
two counts of an eight-count federal indict-
ment; the jury split on the other six. At a
retrial in September he was convicted on all
six counts, sentenced to one year in jail, a
$4,000 fine and an additional one-year sus-
pended sentence.

Henslee appealed to the circuit court in
New Orleans which reversed the Galveston
decision and remanded the case for retrial.
This was scheduled to begin late last month.

Meantime, Henslee was also indicted four
times by the state, but has stood trial only on
the $3,275 embezzlement charge. The others
are pending. Last month, the onetime Mr.
Big of Galveston public housing was working
as a timekeeper for a small company there.

Frank J. Martin named new
NERSICA managing director

New managing director of NERSICA, na-
tional fix-up contractors group, is Frank J.
Martin, a cheerful, ruddy-complexioned ra-
conteur, who comes to his new job from a
long (since 1935) trade association career
with Nat'l Electrical Mfrs. Assn.

He replaces Don. C. Lingenfelter, who re-
tired after a two-year stint with NERSICA
following 35 years in the fix-up business.
Lingenfelter was a founder of NERSICA’'s
predecessor, Northeastern Re-roofing, Siding
and Insulating Contractors Assn., in 1933,

In recent months NERSICA has had a
number of worries. One of the biggest: get-
ting left at the post by Home Improvement
Council’s forerunner, Operation Home Im-
provement. New Managing Director Martin
hopes to sharpen campaigns like NERSICA's
prestige-building fight against bait advertising.

Mark W. Cresap moves up
to Westinghouse presidency

Mark W. Cresap Jr., 48, new president of
the Westinghouse Electric Co. takes over as
chief administrative and operations officer just
six years after joining the company.

He thus becomes one of the youngest

Leonard Schugar

WESTINGHOUSE'S CRESAP

Up to the top in just six years

major corporation presidents in the US, suc-
ceeding Gwilym M. Price, 62, who retains
his post as board chairman.

Cresap was a partner in the New York
management consultant firm of Cresap,
McCormick & Paget when Price asked him

in 1948 to review the Westinghouse man-
agement structure. Cresap's recommenda-
tions, produced just 90 days later, so im-
pressed Price that in 1951 he named Cresap
vice president and assistant to the president,
promoted him to executive vice president in
1955.

It was Cresap’s plan which resulted in
Westinghouse's adoption of a staff and line
management organization, reshuffling and
untangling a hodgepodge of manufacturing
divisions and one sales division into four
broad market classifications, each under a
vice president with authority over his own
engineering, manufacturing and sales staffs.

Price, under whose leadership Westing-
house has doubled its manufacturing capacity
and trebled its sales, will also head a new
policy and finance committee.

John K. Hodnette, who has been a vice
president and general manager since 1955,
succeeds Cresap as executive vice president.

Retired telephone executive
named urban renewal deputy

A veteran telephone company executive has
been named deputy urban renewal commis-
sioner.

Charles Lowrey Oswald, 65, who retired in
November as assistant vice president of

Reni

DEPUTY COMMISSIONER OSWALD

URA taps an old management hand

Chesapeake and Potomac Telephone Co. has
taken over the No. 2 renewal spot vacant
since Richard L. Steiner was promoted to
commissioner in Aug. 1956.

A quiet-spoken, easy-going grandfather,
Pennsylvania-born Oswald is expected to con-
centrate on administrative matters and per-
sonnel at URA (which now has a Washing-
ton stafl of more than 100).

Charles E. Sigety, ousted last fall as deputy
FHA commissioner, bounced back into pol-
itics as first assistant attorney general, No. 2
man of New York State's law department.
Sigety, 35, was forced out by HHF Adminis-
trator Albert M. Cole after Sigety, hearing
that Cole’s job was being peddled by the
White House, began lining up strong industry
support for a double switch in which FHA
Commissioner Norman Mason would step up
to HHFA and Sigety would succeed him.

MORTGAGE BANKERS: George W. Pat-
terson, former vice president of Housing
Securities Inc., New York, has been appointed
president of Institutional Mortgage Co. of
California; Benjamin Rydzewski Jr. resigned
as VA loan guaranty officer in Los Angeles
to become vice president of Bankers Mort-
gage Co. of California; Ray P. Miller resigned

continued on p. G8




as part-time president of Mortgage Guaranty
Insurance Co., Milwaukee (Dec. '57, News)
to merge his Hiller Co. into William W. Bun-
ge's Mortgage Associates, thus creating Wis-
consin’s largest mortgage loan correspondent
firm; Edward L. Stanley, manager of mort-
gage loans and real estate for Provident Mu-
tual Life Insurance Co. of Philadelphia, was
promoted to vice president; J. Harris Latimer
was elected president of the Philadelphia
Mortgage Bankers Assn., succeeding Joseph
J. Braceland.

OFFICIALS: Conrad F. Becker, a banker
and former state treasurer, was named di-
rector of Illinois’ new department of financial
institutions, which, on July 1 will take control
over state-chartered S&Ls; John Arthur
Grubbs, 41, was named FHA director at
Jacksonville, Fla.; Leland €. McCallum, for-
mer asst. deputy commissioner of FHA in
Washington (where he was a key figure in
Tlillc I repair loans for 15 years), became
vice president of Insured Credit Services Inc..
Chicago, which offers repair loan insurance
at half FHA's rate (Oct. 56, News).

Long Island builders election
voided by New York court

Election of three insurgent builders to head
the Long Island Home Builders Institute in
1958 ]?as been voided by a New York court.

Justice Howard T. Hogan ruled that there
was “inadvertent discrimination” when notice
of the annual election was mailed: some
delinquent members (who had not paid dues)
received notices while other delinquent mem-
bers did not.

While the case was in court, the judge had
enjoined the upset slate from taking office.
Now, the second largest NAHB chapter is
in the hands of a caretaker committee headed
by Past President Leonard L. Frank until a
new election is held this month.

Deposed president-elect is Charles Mascioli,
candidate of a group of big Long Island
home builders who oppose the entrenched
leadership of the Institute. A year ago they
organized their own association but also
stayed in the LIHBI. In the Nov. 20 election
Mascioli defeated the regular nominee Daniel
B. Grady, 38 to 25. (About 300 builders were
eligible to vote.

Robert S. Hunt, the LIHBI's executive
secretary, resigned after the upset but agreed
to stay after the court enjoined Mascioli from
taking office.

LA housing authority fires 2
who testified against director

Two veteran employes of the Los Angeles
Public Housing Authority have been fired as
a result of testimony they gave to a grand
jury about their boss, Executive Director
Howard L. Holtzendorff.

The testimony resulted in a 52-count in-
dictment against Holtzendorfl charging misuse
of public funds and falsifying records. (Jan..
News).

The five-man housing authority voted un-
animously to fire two $14,750-a-year men,
James 0. McConnell, comptroller for 14
years, and Roy L. Patterson, director of
management for 11 years. The authority
charges the two men lied when they testified
to the grand jury.

The accusation is based on affidavits they
signed last April which tended to clear Holt-
zendorff of any wrong-doing in trying to help
Mayor Fletcher Bowron’s unsuccessful cam-
paign for re-election in 1953. Holtzendorff's
indictment is based on accusations that he
used housing authority employes to help
address campaign literature backing Bowron:
paid them with public funds.

continued from p. 67

McConnell and Patterson claim that the
testimony they gave the grand jury is true.
They say they signed the affidavits supporting
Holtzendorff during a Public Housing Admin-
istration investigation of his office because
they felt it would be insubordinate not to.

MANUFACTURERS: Ray J. Dervey step-
ped up from executive vice president to presi-
dent of Waterman-Waterbury Co., Minne-
apolis, makers of warm-air equipment.
succeeding David Sedgwick, who resigned:
Gilbert W. Chapman, president of Yale and
Towne Mfg. Co., has been elected president
of the New York public library.

A. W. Pipenhagen promoted
to presidency of Stylecraft

Stylecraft Homes Tnc., 11-month-old Des
Plaines, Ill. prefab firm which is starting to
expand, beefed up its executive ranks by up-
ping Arthur W. Pipenhagen, 39, from execu-
tive vice president to president. President
E. A. Herzog, builder of some 3.000 homes
in the Chicago area since 1947, became board
chairman. Pipenhagen, a legal and finance
expert, joined Herzog in 1956 after resigning
as vice president and general manager of
Harnischfeger Homes Acceptance Corp. Jo-
seph L. Fessler succeeds Pipenhagen as treas-
urer. Stylecraft sells in 12 midwest states.

BUILDERS: NAHB locals and state chap-
ters picked these mew presidents: Omaha.

Lioyd A. Thornton; Chicagoland Young
Builders Council, John T. Nagle; San Diego,
Hal W. Rand; northern Kentucky, Charles
Johnson; Memphis, Jack Renshaw; Michi-
gan, John Vandenberg of Grand Rapids;
Detroit, Joseph L. Curran; Palm Beach Co.,
Robert C. Brown; South Florida, David B.
Fleeman: Wisconsin, Rod Brunton of Beloit;
Houston, Robert W. Clemens.

DIED: Albert B. Ashforth Jr, 52, former
vice president and director of Albert B. Ash-
forth Inc., realtors, Dec. 4 in New York City;
H. Quentin Ramsey, 36, vice president in
charge of sales of Richmond Homes Inc.,
Dec. 28 in Richmond, Ind.; Howard B.
Thomas, 86, retired president of Thomas
Mortgage Co. and past president of. the
Southern California Mortgage Bankers Assn.,
Jan. 2 in Los Angeles; Lawyer Thomas G.
Grace, 62, chairman of Lawyers Mortgage
and Title Co., New York, and former (1935-
52) New York FHA director, after a two-
year illness, Jan. 8 in New York City: Denis
L. Regan, 53, advertising director of NAHB's
Journal of Homebuilding and onetime (1948-
52) ad manager of Colliers, Jan. 8 in Wash-
ington; Fred J. Grumm, 72, chairman of the
Sacramento (Calif.) Redevelopment Agency
and retired deputy state highway engineer,
Jan. 8 in Sacramento, after a heart attack;
Architect John Knox Shear, 40, editor of
Architectural Record and former head of the
architecture department at Carnegie Institute
of Technology, after a short illness, Jan. 10
in Princeton, N. J.

Hedrich-Blessing
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‘House of the century’ gets a reprieve from demolition

One of Architect Frank Lloyd Wright's
earliest (1906) and most famous buildings,
the Robie House in Chicago, has been saved
from threatened demolition by Real Estate
Tycoon William Zeckendorf.

His Webb and Knapp Inc. will buy the
house for $125,000 from the Chicago Theo-
logical Seminary, a university affiliate, use it
as an office during the $20 million Hyde Park
urban renewal project (H&H, Oct. '57). The
house will then be turned over to the National
Trust, a quasi-public organization in Wash-
ington which maintains several colonial
homes, as an architectural library and mu-
seum.

The Robie House was called the “house
of the century” in House & Howme's “100
Years of the American House” review pro-
duced in honor of the AIA centennial Iast
May (H&H. May '57). “No house built in
America during the past hundred years
matches its importance. . . . Without it, much
of modern architecture as we know it today

might not exist,” said House & HOME.

The seminary shamefacedly announced the
landmark would have to go more than a year
ago. Pinched for space, it needed the land
for a new dormitory for married students.
But it expressed willingness to spare the
house if it could find an alternate site. No
solution turned up, and demolition was set to
start last September.

Then the Commission of Chicago Architec-
tural Landmarks set up a “Save the Robie
House” committee, headed by Architect Wil-
liam Hartmann. He pleaded: “This is his-
torically the most important piece of Amer-
ican architecture.” Cried Wright: “It would
be like destroying a great work of art.”

The pressure was too much. The seminary
delayed demolition “more on faith than any
prospect of solution.” Zeckendorf's offer has
taken a load from its shoulders. Sighed a
seminary business manager: “It's been a mur-
derous thing. We're losing students and all
we get is abuse.”

HOUSE & HOME
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THIS IS THE MARK 58:

The Mark 58, House Beautiful Magazine's selection as "House of
the Year", is the joint effort of 30 of the nation's foremost manu-
facturers to demonstrate the results of years of research and de-
velopment in products being introduced for the first time to the
American public in 1958.

YOU CAN BUILD THIS HOME IN YOUR COMMUNITY
AND PARTICIPATE IN THE FOLLOWING:

® LIBERAL LOCAL ADVERTISING aliocation for your own model as your

share of the million dollar budget being spent in the presentation of
the Mark 58.

® YOUR OWN MODEL LISTED and featured in conjunction with over S0
pages of presentation in House Beautiful and Life Magazines with a reader-
ship of 32 million people.

® YOUR OWN MODEL DESCRIBED on station breaks following the presen-
tation of the Mark 58 on numerous national network television programs,
such as the George Gobel Show, with audiences in excess of 100
million people.
® YOUR OWN MODEL AS the focal point of countless associated advertis-
ing programs being sponsored by both local and national utility companies,
manufacturers and their distributors, department stores and super market
chains.
The Mark 58 "House of the Year'' is available
to builders everywhere, nol just Scholz dealers.

FOUR SIZE MODELS FROM $22,000 TO $50,000...An outstand-
ing architectural achievement—representing so many advancements impossible to
describe in the limitations of this space that builders are urged to see one of the
two pilot models on display either in Toledo or in Roger Ladd's famed ''Lincoln-
shire' on Chicago's North Shore.

Decide now to share in the interest—the traffic—the profits—this great program
assures you in your community. Phone or write today.

America's most exciting homes the quality the desigt. . . . sells itself.

S CHOL Z HOMES. I N C.

2001 N. Westwood + Toledo 7, Ohio * Phone: FR 1601

PLANTS: TOLEDO, OHIO + HUNTINGTON STATION, LONG ISLAND. N.Y. + KANSAS CITY, MISSOURI « INDEPENDENCE, LOUISIANA



Safe, convenient

pushbutton
circuits

help sell homes

Only BullDog Electri-Center® panels
with Duo-Guard Pushmatic® breakers
safeguard circuits two ways. The ther-
mal-bimetal action provides positive
response to small overloads, while mag-
netic action protects against high over-
loads and shorts caused by faulty cords.
What's more, main disconnects for each
100 amps of service prevent overload-
ing of service entrance conductors.

The neat, compact panels provide full
capacity for both present and future
needs. And they compare in price with
ordinary panels. Give your customers
full HOUSEPOWER —plus the maxi-
mum over-all electrical protection they
deserve and want. See your BullDog

field engineer for complete details.
@ BEPCO

PUSH BUTTON . . . and service is re-
stored! It's an exclusive feature of
Pushmatic circuit breakers, ends fuse
hunting, appeals especially to women.

BlUIL]ILIDIO]IG

BullDog Electric Products Co., Detroit 32, Mich, A Division of I.T-E Circuit Breaker Co.
BullDog Export Division: 13 East 400h St., New York 16, N.Y.
In Canada: BullDog Electric Products Co. (Canada) Ltd., 80 Clayson Rd., Toronto 15, Ont.
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Color shown: V-312, Tuxedo

VINA-LUX®* FLOORS
Give you Fresh Color Styling that Sells

Today’s home-buyer puts a premium on
color and decor. Here is where Vina-Lux
floors do so much, at so little cost, to help
you achieve customer acceptance and prof-
itable sales. And this better-built vinyl
asbestos tile retains its color-bright beauty
with only occasional mopping.

A;‘"’*‘% AZROCK FLOOR PRODUCTS DIVISION

UVALDE ROCK ASPHALT CO. I 551A FROST BANK BLDG. ® SAN ANTONIO, TEXAS

VINA=LTTUX »*

A Z ROCK -+

In 31 eye-appealing colors and 4 styles
(including exclusive Micromatic veining),
Vina-Lux is smooth, slip-safe, greaseproof
—can’'t be harmed by spilled foods or
liquids — has remarkable resistance to in-
dentation. Let Vina-Lux help sell your new
homes. Write for samples today.

FLOORING
PRODUCTS.

AZ P HLEX =+ DURAUQOC
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‘ Available from your HOTPOINT Distribufor: New color-sound film
and booklet that shows how to sell the home and its kitchen.

Available direct from HOTPOINT: “Kitchen Imagination"—
New 28-page, full-color book on Hotpoint Built-In Kitchens.
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Hotpoint Sells—

Automatically!

It’s love at first sight—the instant that home-buyers see your Hotpoint Kitchens.

To women, the Hotpoint name means the ultimate in quality—in exclusive,

years-ahead features that bring them completely automatic cooking.

Women love the Oven Control Center that automatically regulates baking and
roasting—the Roast-Right Thermometer that automatically tells her
when meat is done—the Rota-Grill Rotisserie that brings her barbecue treats all

year 'round—the Handi-Raise Broiler Rack—the big Panorama Window.

Women know that Hotpoint surface sections are the very finest made—with
the instant-heating Super “2600” Calrod® Unit—the Super-Matic unit that
makes any pan an automatic utensil—the Mealtimer that automatically controls any

unit—the 24-cup Coffee-Perk—lighted pushbuttons that show exact heat.

Women want all of these wonderful features. That’s why Hotpoint sells
automatically—that’s why home-buyers know you’re a quality builder

when they see the Hotpoint Built-Ins in your kitchens.

Cash in on the glamour of Hotpoint in 1958!

Look for that o

Difference /| Home Buyers do!

Hotpoint Co. (A Division of General Electric Company)

Pictured at left—Super Deluxe Bi-Level Oven, Super
Deluxe Surface Unit. Built-In Refrigerator and
Freezer. Available in Stainless Finish, Coppertone,
and four Colortones—Pink, Yellow, Green and Brown.

‘ S600 West Taylor Street, Chicago 44, lllinois

Electric Ranges * Refrigerators - Automatic Washers - Clothes Dryers * Combination Washer-Dryers
Customline - Dishwashers * Disposalls” « Water Heaters * Food Freezers * Air Conditioners » Television
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Hotpoint will

prepare and
deliver

these sales materials...

made-to-order for the Presenting

individual builder

Yes, Hotpoint will write, prepare, and deliver merchandising
materials for qualified builders—the materials needed to sell homes
quickly and profitably.

As a qualified builder, all you do is supply statistics, floor plan,
photo or drawing—and our advertising staff will do the rest.

Hotpoint can create any or all of these sales aids . . .

e Avenue of Flags * Newspaper ads
¢ Model home pennants * Press releases
¢ Site signs ¢ TV and radio scripts
¢ 4-color brochures * Point-of-purchase signs
e Talking House promotions
and

Sound-slide films that pre-sell prospects

In addition, our staff will help plan kitchens that qualify builders
for Honor Home Certificates and Planned Kitchen Citations.

Hotpoint offers these services for one good reason—we want = ;
‘builder business. We know the way to get it is to earn it—by u}“:;:;:_:"*
helping to sell your homes—with fine appliances and with powerful .
merchandising support. For complete details, contact your Hot- =

point Distributor’s Builder Specialist today.

LOOK FOR THAT

DIFFERENCE/HOME BUYERS DO!

Hotpoint Co. (A Division of General Electric Company)

S600 West Taylor Street, Chicago 44, lllinois

Electric Ranges * Refrigerators *+ Automatic Washers - Clothes Dryers - Combination Washer-Dryers
Customline - Dishwashers + Disposalis®? - Water Heaters + Food Freezers * Air Conditioners - Television




How

let you offer more house
for less money

One room doubles as a family room or a dining room.
Built-in cabinets with sliding doors and an extension
table are all that's needed for the change-over. The Hoor
of Armstrong Parquet Linoleum Tile is an excellent
choice because it’s rugged for the family room . . .
elegant for the dining room . . . practical for both, And
it won't be stained by spilled things.




Two rooms in one—a den by day, a guest room at night
when a double bed pulls out of the wall. The floor is
Armstrong Corkstyle* Excelon Tile—with inset strips.
It has all the expensive charm of cork that people like in
dens, yet it's low in cost. Armstrong floors are highly
resistant to marring, an essential for convertible rooms
where furniture is moved about,

* TRADE- MARK

Prospects always want more rooms than a builder can give
them for the money. But convertible rooms can help solve
the problem. You simply add to the number of room facili-
ties the buyer gets without adding to the number of rooms
you build. Make a den or family room double as a guest
room, for example, and you give your homes an added
feature that will increase their sales appeal.

Sometimes simple built-ins increase a room’s versatility.
Sometimes nothing more is needed than one or two pieces
of convertible furniture in your model home to show the
dual purpose of a room.

Usually, the most dramatic way to demonstrate such a
room is to convert it while your prospects watch. If this is
not practical, furnish the room one way and show a photo-
graph of it in its other form. This is often sufficient proof
of its two uses—and provides the selling extra needed to
make the sale.

Armstrong floors are well suited to the requirements of
convertible rooms. They add color to the room’s decora-
tion, and theyre not easily marred by frequent furniture
changes. Easy to clean, these floors also reduce the time
required to change the room for its next use.

Just which Armstrong floor you choose will depend on
your particular requirements. But Armstrong makes all

FEBRUARY 1958

kinds of resilient floors, so you can be sure of getting one
that exactly fits the needs of your convertible rooms.

Armstrong Architectural-Builder Consultants are at your
service to help you choose suitable flooring materials. They
can give you merchandising and sales aids and can call on
the Armstrong Bureau of Interior Decoration to assist you
or your color consultant. They can also tell you how you
can qualify for Armstrong’s model house floor policy. Con-
tact your nearest Armstrong District Office. Or write direct
to Armstrong Cork Company, Floor Division, 1602 Sixth
Street, Lancaster, Pennsylvania.

= Convertible rooms . . .

@rmiire : e

5 A v’?n A practical merchandising idea from
:a—? Armstrong  Architectural - Builder
T 0 N .

EY c £ Service to help you sell homes

& . s
o o faster, more profitably.

Armstrong

THE MODERN FASHION IN

FLOORS

LINOLEUM * INLAID VINYL CORLON® = EXCELONGD VINYL-ASBESTOS TILE
CUSTOM CORLON PLASTIC TILE * RUBBER TILE » CORK TILE
CUSTOM VINYL CORK TILE * ASPHALT TILE * LINOTILE®
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ORD TRUCKS

...and the new

'58 FORD TILT CAB—Lowest tilt
cab prices in America by hundreds
of dollars . . . based on a comparison
of factory-suggested list prices! Me-
dium Duties from 18,000-lb. GVW
to 32,000-1b. GCW. Other models up
to 65,000-1b. GCW.

'58 FORD STYLESIDE PICKUP. Modern, extra-wide body
is standard at no extra cost. 6% -, 8-, and 9-ft. bodies.
Conventional Flareside box available. Six or V-8 engines.

FORD PARCEL DELIVERY CHASSIS (P-350 shown) FORD F-100 CUSTOM PANEL features roomy, all-steel,
are available in windshield-front-end or stripped-chassis fully lined body. A big 158 cubic feet of loadspace and
models for your choice of modern custom-built bodies. wide rear door opening easily accommodates bulky
Four P-Series chassis with GVW’s up to 17,000 lb. for articles. Its 110-inch wheelbase makes it highly maneu-
bodies with 250- to 525-cu. ft. capacities. verable in traffic.

HOUSE & HOME
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A Ford truck is designed to cost you less from the day
you buy it to the day you turn it in! Ford leads with
the features that mean dollar savings.

There’s first cost. Many Ford trucks are priced sub-
stantially below competitive models—frequently hun-
dreds of dollars less! And resale value is traditionally
high. There's engine economy. Only Ford offers Short
Stroke power in both Six and V-8. There's reliability.
These new "58s are built to last. Independent insurance
experts prove Ford trucks last longer. They’re money-
savers to the end . . . see your Ford Dealer.

FORD MEDIUM DUTY TRUCKS (F-600 shown) avail-
able with 9- or 12-ft, stake bodies, offer wide choice of
modern Short Stroke power, V-8 or Six. 14 - or 2-ton
models with GVW’s from 15,000 to 19,500 pounds. Fully
automatic Transmatic transmission available,

FEBRUARY 1958
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COST LESS _

NEW CAPACITY! Extra-wide pick-

up body has 23% more loadspace than
any competitive half-ton pickup!

NEW EASY SIDE LOADING . . .
plus smart er styling in a truly modern
pickup body, standard at no extra cost.

comreTitive pckur FORD STYLRSIDE

NEW EASY RIDE! Impact-O-Graph
tests prove Ford pickups give you the
smoothest ride of any half-tonner!

NEW ECONOMY ! 139-hp. Six has
improved carburetor for up te 10%
greater gas mileage. Also Short Stroke
V-8 available.

NEW COMFORT, SAFETY! Driver
ized cab has suspended pedals, inhoard
step and Lifeguard steering wheel
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WESTINGHOUSE
PUSH-BUTTON LAUNDRY
IN 25 INCHES WITH THE

Just 25 inches wide and 24 inches deep—that’s all
the floor space you'll need to install Westinghouse
SPACE-MATES vertically in a kitchen, in a
closet, an alcove, even a bathroom. Never again
need space considerations rule out a complete
home laundry as an extra selling feature!

The new 1958 Deluxe SPACE-MATES will give
you plenty to talk about to your prospects. For
these are automatic twins with push-button con-
trol centers on each unit—for selection of washing
and rinsing temperatures, type of fabric, drying
temperatures and other settings. Of course the
Laundromat has the famous Westinghouse Re-

SHAPE=0F TOMORROW

FOR THE HOMES YOU'RE BUILDING TODAY!

volving Agitator Action...proved the best way
to get a full family-size load really clean.

Like all the new Westinghouse appliances, these
SPACE-MATES have the clean, modern design
we call the SHAPE OF TOMORROW. Your
prospects have been seeing this custom Westing-
house look in magazines and on television. They'll
be delighted to see it in your homes. SPACE-
MATES are available in five Confection Colors.
Right now, call your Westinghouse Distributor or
write to the Westinghouse Electric Corp., Con-
tract Sales Dept., Major Appliance Division,
Mansfield, Ohio.

-V

HERE'S HOW THE SPACE-MATES can be fitted
under a counter—just 5014" clearance
in width, 24" in depth, 3414 in height.
Pictured are standard SPACE-
MATES with the same space-saving
installation possibilities as the Deluxe
SPACE-MATES shown at left.
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THE DELUXE, free-standing Westinghouse
Laundry Twins have the SHAPE OF
TOMORROW . . . the clean modern
design that adds buy appeal wherever
your prospects see it. Westinghouse
appliances in your home will mark you
as a top-quality builder.

WESTINGHOUSE WASH 'N DRY LAUNDROMAT
does the whole laundry job in one unit.
It washes and dries—all in one space-
saving unit only 82 inches wide. And
it has flexible controls, completely
automatic in operation. Also available
in Confection Colors.

You cAN BE SURE...iF ITs " "eStinghouse
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X=Panda
Shelves
belong

in the
homes
you build!

Prefabricated clothes closet | X-Panda Shelves come in three
shelf and pole set can be in- I attractive finishes—Ilinen, alu-
stalled in less than 10 minutes. l minized and graytone.

Medium, low, or high-priced homes —
X-Panda Shelves can help you build them
all better, at lower costs! X-Panda Shelves
make your homes more saleable — and you
can point with pride to them as extra evi-
dence of quality, although they actually
cost you less installed than quality wood
shelving. These high-style expandable
shelves come packaged and ready to install
— there’s a size, finish and type to match
your needs. X-Panda Shelves belong in the
homes you build. Why not write today?

i I o s e R i i

=

Here’s an economical, practi-
cal wall shelf. Stronger than
wood or other shelving.
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HOME COMFORT MFG. CO., 3300 N.E. ADAMS ST., PEORIA, ILL.

Letters

196X in 1958

I AM CLAIMING SOME CREDIT FOR URGING

YOU TO PRODUCE 196X STORY WHOLE ISSUE

IS TERRIFIC WE ARE STUDYING EVERY DE-

TAIL FOR OUR 1958 HOUSE PLEASE SHIP

EIGHT MORE COPIES AND BILL US FOR THEM
ALAN BROCKBANK, builder
Salt Lake City

Prefabrication Issue

Your December issue with its first-class
coverage of the status of prefabrication is
the type of editorial excellence that we all
expect from House & HoME.

Never has our advance in design been
more apparent than in the 24 pages of
color which highlighted this issue. This
should be proof positive that prefabrica-
tion has long left the wartime boxy design
era and has emerged as the leader in hous-
ing. I am pleased to say that the third
and fourth quarter sales in this industry
bear out this statement.

CoNrap “PaT” HARNESS
executive vice president
PHMI

The December issue has such a store of
valuable information it should have a
permanent place in the National Housing
Center.

K. Knox WITHERS, advertising manager

Knox Corp.,
Thamson, Ga.

Congratulations on your December is-
sue! Again it was the masterful job that
House & HoME can always be expected to
do.

We sincerely feel, that the American
building industry will present an entirely
revolutionary picture in the next half cen-
tury, and in looking back on the transfor-
mation, House & HomEe will be able to
take credit for being one of the chief
instrumentalities.

Downarp J. ScHoLz, president
Scholz Homes

Congratulations! It gives those of us in
our industry a warm feeling to have our
thoughts and ideas so well expressed.

Wirtiam B. F. HaLw, president
General Homes

New Name for Prefabs?

Your campaign to rename the industry
is certainly desirable and my personal
opinion 1s that we should drop the name
“Prefabricators” and merely * become
“Home Manufacturers”.

R. J. LyrLe, president
Modern Homes

To comment briefly on your campaign
to rename the industry:

1. Hang in there!

2. “Brand Name"” Homes does it!

3. I'm with you!

“Prefabrication” has almost become a
cuss-word in some parts. In other areas,
it is only now overcoming the stigma of
the pre-1950 days of the barrack-type
pretab,

RicHarp E, SNow, account executive
Foulton, Morrissey Co., Chicago

What an outstanding job you have done
for prefabricated houses in your Decem-
ber 1ssue.

But I'm opposed to the abandonment of
the term “pretab”.

It would be very unfortunate to elimi-
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nate prefabrication now in favor of “com-
ponents”. Brother, 1 haven't got the money
to educate everybody in New England as
to the meaning of a component house.

KeENNETH W. SPALDING, president
Hodgson Houses

New FHA Income Requirements

Mr. Sweet's memorandum is certainly
the culmination of a hard-fought cam-
paign on the part of your magazine.

It seems particularly significant that the
memorandum is entitled, “FuA's Mortgage
Credit Philosophy”, for to change a philo-
sophic concept is a more significant
achievement than to change the details of
its implementation.

F. J. NUNLIST, exec. vice president
Mueller Climatrol

FHA's realistic attitude in connection
with adequate and long warranty mechani-
cal equipment, kitchen appliances, air-con-
ditioning, adequate wiring, adequate insula-
tion, etc., should actually reduce the drain
on the home owner’s pocketbook. At the
same time the mortgage becomes a better
risk.

A very vital side issue is the impetus
this new policy should give to the nation’s
economy as a whole. It is indeed a far-
sighted and extremely practical approach
by the Administration to vital national
issues.

With respect to providing adequate in-
sulation, not only will this pay for itself
over and over again in fuel savings and
reduced air conditioning maintenance costs,
but the original cost of the heating and
air-conditioning equipment should be ma-
terially lower because of more insulation.
In addition, there should be drastic savings
in painting and repair bills.

Tt has been said that more aggregate
damage has been caused to buildings by
vapor and condensation formation than by
floods or by termite destruction. The de-
preciation of a building and the cost of
repairs because of timber rot, peeling
paint, wet and cracked plaster and mason-
ry. runs into many millions of dollars an-
nually. By providing the home owner with
insulation which retards the flow of vapor
and condensation as well as of heat, re-
pair bills as well as fuel cost will be
minimized.

ALEXANDER SCHWARTZ, president
Infra Insularion, Inc.

We were delighted to hear about the
FHA ruling. This new ruling can't help but
be a great aid to all concerned.

DwiGcHT R. ANNEAUX, general sales manager
Whirlpool Corp.

Congratulations to Housg & HoMEe for
the results obtained in FHA'S requirements
on down payments. “Your mission has
been accomplished.”

Freperick C. KRACKE, exec. vice president

General Contractors Association of

Contra County, Calif.

Real value in sales

I find your magazine of real value in
my job, the sale of new homes in a resi-
dential development. Your information on
financing, floor plans, new products, etc.
are of great importance for the general
improvement of the building industry.

W. F. Lunb, sales department
Thorpe Bros. Inc., Minneapolis
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If you sell only
people who want
the cheapest, you

If you sell only
people who want
the fanciest, you
may sacrifice
your volume

O may sacrifice
o your profits

IF YOU SELL

le ik

If you sell homes in the most popular price range, you
can add to their appeal—uwithout increasing costs—
with Gerber Plumbing Fixtures.

. Gerber specializes in quality fixtures for medium
price homes. They are “luxurious”, but without un-
necessary frills that raise costs; they are inexpensive,
but not “cheap” fixtures on which quality is sacrificed
for price.

By specializing in fixtures for The Mighty Middle
—the biggest home market—Gerber is able to keep
prices reasonable and at the same time offer the deluxe
features usually found only in fixtures costing much
more. Gerber fixtures have smart modern styling and

- are available in six beautiful colors and white.

Gerber makes a complete line of vitreous china,
steel enamelware, and brass plumbing fixtures. Write
for folder 9-B of Gerber fixtures and complete “pack-
aged” bathrooms. ;

SELL
(8320 20:3 92 W Plumbing Fixtures

Gerber Plumbing Hi&nm Corp., 232 N. Clark St., Chicago 1, Il

Dependable service from leading jobbers, or delivery
direct to your job from any of 5 modern plants:

"'J&nnmmnd hy\i
4! Iiand Housekeaping
07 4y i

Abviansis.

Kokomo, Ind.; Woodbridge, N, J.; Delphi, Ind.; Gadsden. Ala.; West Delphl, Ind.
Export Division: Gerher International Corp., 500 Green 8t., Woodbridge, N. I

* FOR FURTHER
INFORMATION

QR WRITE FOR COPY




“New Andersen
Beauty-Line® windows
help me sell

homes fast...
cut construction
costs.”

 Herrson__

Minneapolis builder of quality homes

4 have featured Andersen WINDOWALLS in my homes for many

Iyears," says Hugh Thorson, well-known Minneapolis builder
of quality homes. “The newest Andersen Unit—the Beauty-Line—
is the best-looking window I have ever seen! It catches the eye of the
prospective buyer at first glance.

“Best of all,” Mr. Thorson continues, “the Beauty-Line is easy to
handle, easy to install; it saves on-the-job labor.”

More and more builders have found that the new Andersen
Beauty-Line Units help put more sales appeal in their homes. The
narrow meeting rail of the Beauty-Line—plus the combination of
picture window effect with operating sash are powerful sales
stimulators, with real appeal for home buyers. And, of course, all
wood parts of the Beauty-Line Units are made of selected Ponderosa
Pine, chemically treated for lasting protection against decay and
termites. Units available in seven sizes, four heights, two widths.

For more information on Andersen Beauty-Line Units, see your
lumber and millwork dealer, Sweet’s Light Construction File or
write to Andersen Corporation. WINDOWALLS are sold throughout
the country, including the Pacific Coast.

*Patent pending.
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Exceptionally narrow meeting rail provides better visibility, better design. Picture
window effect and loads of ventilation, too!

,Beauty-Line Windows add charm and distinction to this $25,000 home. Note how
easily units may be joined together to form mullions and triples.

Andersen \Nindowalls

TRADEMARK OF ANDERSEN CORPORATION

ANDERSEN CORPORATION « BAYPORT, MINNESOTA

Builder Hugh Thorson has featured Andersen WINDOWALLS in his distinctive homes for many years.




1. Use new 2:4:1 plywood as
combined subfloor-underiay
over framing 48", o. c.

2.4.1 is the new 113" plywood that makes
possible the revolutionary “panel and
girder” floor construction system that saves
from fifty to five hundred dollars per house.*
It also gives you markedly superior con-
struction. You save on both framing costs
and application time. And because 2-4-1
has structural strength plus smooth sur-
face, it serves as both subfloor and under-
layment. More savings!

*Actual savings reported by builders vary

with local wages, size of house and type of
floor construction previously used.

84

Support 2 x 4 blocking ~/

with framing anchors
or 1oe nail

2.4.1 is both subfloor and
underlay. Inset 2x 4 blocking
supports panel edges. Draw-
ings below show how girders
set flush with footings im-
proves appearance by lower-

ing house about 12",

(]
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Install finish flooring rncl’}\

%" or %" PLYSCORD
usually over joists 16" o.c.,
but 24" spacing satisfactory

flooring used across joists.

joists for maximum sirength //\

with %" panels when 25/32"

2. PlyScord’ subflooring cuts
application time in half, adds
strength and rigidity.

PlyScord provides a smooth, dry, level work-
ing platform. It saves as much as 50% in ap-
plication time. Requires fewer nails. Finish
flooring goes down faster, too. Building paper
may be completely eliminated. PlyScord sub-
floors are firm, solid. Rigid plate-like action
gives added protection against windstorm or
earthquake.

FOR COMPLETE INFORMATION about fir plywood floor
construction, specifications, ete. write for free “Ply-
wood Light Construction Portfolio.” (offer good USA
only). Douglas Fir Plywood Assoc., Tacoma 2, Wash.

GENUINE

DOUGLAS FIR PLYWDOD

BENUINE
DOUBLAS FIR PLYWDOD

PLYSCORD

INTERIOE TYPE  GmADE £

SHEATHING, 0&
N

loor construction costs

3. Resilient flooring looks
better longer over smooth
fir plywood underlayment

Tile and linoleum lay flat, stay flat—with no
unsightly seams or nailhead show-through—
over smooth, solid fir plywood underlayment.
It’s an ideal base for wall-to-wall carpet instal-
lations, too. Easy to cut, fit and fasten, fir ply-
wood grips nails firmly so they won’t work up
to mar the appearance of finish floor coverings.

Ill I’IA‘

TESTED

lllll\l Iy,
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llﬂlml TYPE INHIID!-'I\'I‘[
as

Only panels bearing DFPA grade-trademarks are manufactured under the industry-wide
Douglas Fir Plywood Asscciation quality control program. Always lock for the letters DFPA,

Fir Plywooq:
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10000 READERS

tell you what they’re looking for in houses

A REPORT TO THE BUILDING INDUSTRY

The first significant, region-by-region report on home-buyer preferences
is now available on request. In one national and twelve regional editions,
“What home buyers are looking for in your state” is compiled from the
votes and opinions of 10,000 American HOME readers who judged the
1957 “Best House for the Money” Competition. This report contains a

wealth of valuable information for the whole building industry.

Your copies are ready for you now. Write: Hubbard Cobb, Building Editor,
The American HOME, 300 Park Avenue, New York 22, N. Y.

A

e Mo 7

FOR HOME BUYERS

A real service . . . “showing houses of good design and good value that people
can actually buy in their own community.” See 27-page portfolio in the
February issue, announcing the winners of the 1957 “Best House for the
Money” Competition.

FOR HOME-PRODUCT MANUFACTURERS

Better relationship with top builders . . . “proving the sales value of nationally
advertised products in quality home construction.”

FOR HOME BUILDERS

Increased traffic and increased sales . . . “providing genuine live home buyers
and a timely stimulus for the entire industry.” Expanded to 18 states in 1958.

86 HOUSE & HOME




l LIE AMERICAN Fesrvanx - 35¢

HOME

SERVING 10,250,000 HOME-MINDED READERS

THE AMERICAN

OME drives your message home

Idea by Idea—Product by Product—House by House



%5 Textolite ldeas

Foyer in new Travara Marble pattern. Travara is av ailable in standard or pe wstforming grades.

TEXTOLITE’S STUNNING NEW
“BLOCK OF MARBLE”

costs no more than wood—gives you many more selling features

Available in 5 rich color schemes, General Electric Textolite marble-

sattern surfacing curves to follow contours of any wall , . .
I 4 )

looks more luxurious, cleans easier, and lasts years longer than wood

It's a luxury touch that helps close sales — at
surprisingly low cost! Marble-pattern Textolite
surfacing on walls looks like natural marble .
costs no more than fine wood paneling — vet
outlives it by years!

Unlike wood, General Electric Textolite sur-
facing does not need periodic refinishing. It
resists scratches, scuffs, and stains—cleans to a
sparkle with a damp cloth. And it’s fast and
inexpensive to install.

You can choose from 70 market-tested colors

88

and patterns in General Electric Textolite wall
and counter surfacing. See them all in Sweet’s
Light Construction File, Catalog 7e/Ge.

For specific recommendations on where Tex-
tolite can be of most value in your homes, check
with the Textolite dealer nearest you. He's listed
in the Yellow Pages under “Plastics.” Or send
description of your surfacing problem to Lami
nated Products Dept., Section HH-82, General
Electrie Co., Coshocton, Ohio. You'll get prompt
help from thoroughly qualified surfacing experts.

EFFECT

Textolite

LAMINATED SURFACING

GENERAL @3 ELECTRIC

HOUSE & HOME
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HOUSTON

Where 65 competing land developers

make 1t much easier for builders

For home builders, there is no other city in the country like Houston.

In most cities, a builder must buy raw land and develop it himself before he
can start building houses. If he can buy developed lots at all, he has a choice
of a few locations in a marrow price range. But in Houston, a builder can
buy one or 1,000 lots in any part of town and in any price range. Reason:
he has a choice of 156 subdivisions (shown as squares on the map, opposite).
So in Houston over 90% of the builders buy finished lots.

The 65 developers of these 156 subdivisions compete fiercely for the builders’
business. This makes life easier for the builder (some critics think roo easy)
because so many things are done for him by the developer. In addition to
developed lots at reasonable prices (see page 92), he gets good land planning
(see page 94) and good community facilities (page 96). Because several
builders work in each development, there's a big variety in house design and
this is an extra sales advantage for the builder (page 97). Most developers
also offer their builders help with merchandising (page 98) and other problems
(page 100).

Why does Houston follow this pattern of land development? For one reason,
“It has always been this way.” The Allen brothers, founding fathers of the city,
laid out tracts and began selling lots in 1836. They've been followed, through
the years, by many other developers.

In recent years, the pattern has been stimulated by the success of River
Oaks (photo, left), which was started in the mid-20’s by famed developer
Hugh Potter, may now be the largest group (2,000) of expensive houses in
the U.S. Its fine planning and careful restrictions have set the goal for many
another Houston subdivision.

Another explanation of the growth of the land developer: Houston is the
only major city in the country with no zoning. Without large (and therefore
self-zoning) subdivisions which the land developer system makes possible, there
would be no protection of property or investment.

They help make Houston a better place to live, too

The home buyer benefits because he gets the protection of restrictive cove-
nants and the advantages of good land planning and good community facilities.
Equally important, the public gains because Houston's alert city planning com-
mission has to deal only with a relatively few developers, instead of a great
many builders and it can act as an effective coordinator of growth.

The commission makes sure that land plans tie in with Houston’s over-all
road planning, and that space is provided for schools, churches, and recrea-
tional and shopping facilities. It also sees to it that Houston keeps some open,
green areas. Since the war, the city has acquired 40 new parks, most of them
in new subdivisions. (For more about “open areas,” see page 102). Result
of the Houston way: more orderly growth than you'll find in many cities with
zoning.

To see how builders buy lots, turn the page.

9l
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Ralph N. Miller

e

MEADOWCREEK subdivision is southeast of downtown Houston. Ten
different builders are now building houses here. Most houses sell at
$16,000 to $20,000, but some go as high as $50,000. The developer is
Architect-Builder Robert Clemens, new Houston Nang president,

?F,

Harper Leiper Studios

TANGLEWOOD, in the near west side, offers lots to builders of custom
houses who have clients with money enough to afford sites that cost
$1.10 a sq. ft. This 850-acre subdivision was started in 1950, has only
300 lots still open.

Builders can buy lots anywhere in town...

In many cities, builders report that finding good. “build-
able” land is their toughest problem. Not so in Houston.

Not only are there subdivisions in all parts of town, there
are subdivisions of all sizes—from tiny four-acre neighbor-
hoods to gigantic (6,500 acre) Sharpstown. City Planner
Ellifrit reports that of projects started in 1955-1956, about
20% were under 100 acres, 50% were between 100 and
1.000 acres, and 30% were over 1,000 acres. Most of the
better known subdivisions are large: Tanglewood covers 850
acres, has 1,000 lots; Westbury has 1,700 acres, 5,000 lots;
Meyerland, 1,200 acres or 2,700 lots; Fairmont Park, 1,360
acres, 3,500 lots.

(Almost all the 156 subdivisions will soon be within
city limits. Houston's present area of 165 square miles is about
to be doubled through annexation of surrounding areas. This
will make it the second largest city in area—after Los Angeles

-in the US.)

The land developer gets the economies of mass production

Air Photography

WESTBURY is the most active subdivision in Houston's growing south-
west. Photo shows a portion of the first section, where 20 builders
have erected houses. The finished development will have 5,000 lots.
Most houses here sell for $16,000 to $35,000.

because he is developing so much land at once, and he
passes a good part of the savings along to the builders.

Competition keeps lot prices reasonable

This is not to say land costs are low. They're not, because
land prices in Houston—as in other fast developing areas—
are high to start with. For example:

in Meadowbrook, where houses sell at $20,000 to
$26.,000, an average 70" x 110" lot costs about $3,150.

. in Fairmont Park (houses $17,500 up) a 75 lot costs
about $2.600, slightly lower because this subdivision is
farther from downtown.

. in Briarmeadow, builders of houses selling for $25.000
and up pay $4,500 to $6,000 for lots. (Reports Builder Jack
Caton, “This is cheaper than raw land across the street.”)

No builder, of the dozens questioned by H&H editors,
thought that lot prices were too high.

J. D, Burnette

SHARPSTOWN, also in the southwest area, was opened in 1955 with
a burst of publicity which attracted over 50 different builders. More
than 1,000 homes that range from $14,000 to $39,000 are now built.
It has a country club, swimming pool, golf course, schools, shops.

HOUSE & HOME




HIGH PRICED: Tanglewood (see aerial view opposite) is one of
Houston’s best addresses. When complete, it will have 1,000 houses
Fifteen different builders have already built 675 houses here. Prices
range up to §100,000. Developer W, G. Farrington’s aim: to build a

postwar “River Oaks,” with beautifully maintained streets, parks and
neighborhoods. He gives his buyers long-term protection through re-
strictive convenants. Buyers get private police protection, use of pool,
must join a home-owners association and maintain their property.

...in good neighborhoods in any price range

MEDIUM PRICED: Willowbend is a community of 700 houses in the
$16,000 to $20,000 class. Sixty different builders have worked here,
Its trees are a big feature, were carefully protected because lots with

good trees are scarce in Houston and command a good price. Devel-

LOW PRICED: Pleasantville is one of the subdivisions that prompts
Houston rHA Director Keith McCause to say: “We are proud of the
high standards that have been adopted here by builders for Negro

housing.” This FHA project has 436 houses like these, which sell for

FEBRUARY 1958

HE&H staff

oper Krist Hubert (like many other developers) got his start in the
building business. He was a painting contractor, now owns a lumber
vard and builds some houses himself. He helps small builders by selling
one lot at a time. He also provides some construction funds.

W, D. Mardy

$6,700 to $7,500. There are also 300 rental units, a shopping center,
elementary school and playgrounds. This is one of a half-dozen low
cost minority subdivisions, some of which have self-protecting home-

owners associations common only in far more expensive projects.

To see home of Houston's fine land plans, turn the page




HOUSTON continued '

Builders get the benefit of fine land plans produced

In many cities, a large percentage of even the newest sub-
divisions are badly laid out. Not so in Houston.

Most Houston land developers have their new subdivisions
laid out by professional land planners. They work closely
with FHA’s land planning office and with City Planner Ralph
Ellifrit. As a result, many of the land plans (like the three
on this page) incorporate the newest and best ideas:

.. .all streets are carefully laid out to minimize accidents.
For example, most streets are curvilinear to discourage speed-
ing; there is only limited access to residential streets from
main highways, there are almost no hazardous intersections.
(For more details on safe land planning, see page 107.)

. subdivisions are broken up into smaller, but integrated,
neighborhoods.

. schools, churches, stores, parks and other community
assets like swimming pools are carefully sited in relation to
each other and to main roads (for example, many schools are
located in park areas so placed that small children don’t have
to cross main roads).

A big advantage to planners of most Houston subdivisions:
they have enough land to work with (80% of the new sub-
divisions are over 100 acres) so they can do a really good
job. Says FHA's Houston Director Keith McCanse, “Large
tracts lend themselves to more pleasing and economical lay-
outs. Engineering can be better. Neighborhood values are
better protected, too.” (For example, the larger the subdivi-
sion, the smaller the number of peripheral houses that are not
fully protected.)

8 nueM. SCHOOL & PARK
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MEYERLAND is one of Houston's prestige subdivisions. About 20
builders have put up houses ranging from $18,000 to $40,000. Devel-
oped by the First Mortgage Co., it was conceived from the beginning
by President Tom Robinson as a project to give long-term protection
to the mortgaged properties. Says Robinson: *“We wanted a good
subdivision at lower prices than River Oaks and Tanglewood but with
the ultimate in protection. Protective measures are needed more in
low cost than high cost developments, and by forcing rigid restrictions
you get better results. We have an architectural control board, plans
must be okayed in writing, there can be no duplication, and we control
spacing of houses and setbacks.” The land plan, developed by Archi-
tect Thompson McCleary, has safety streets, sites for three schools,
churches. Photo, left, shows part of subdivision at upper left in plan.

HOUSE & HOME




by the competition among developers...

WESTBURY'S developer Ira Berne knew he would be competing with
Meyerland, so he spent months studying housing projects and incor-
porated the best ideas he could find. Says City Planner Ralph Ellifrit:
“Westbury has the characteristics of a well planned subdivision. It has
major streets, wide or double streets where needed, and the street
pattern discourages through traffic. Residential neighborhoods are quiet
because streets are short and this discourages speed and through traffic.
The big area is broken into many small areas. Schools and parks are
combined. Sites for schools, churches, shops are carefully planned, and
schools are not put on heavily traveled roads.” Says Berne: “When you
own 1,700 acres as we did you can afford to spend an extra $50,000 on
better planning, landscaping, boulevard strects in the first 100 acres
of your subdivision because by doing this you increase the value of
the rest of your land by as much as $500 an acre.
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FAIRMONT PARK is Houston's newest large project. It is a half-hour's
drive southeast of town, and its 3,500 to 4,000 lots may not all be
built on for 10 years. Developer W. G. Farrington has applied the
lessons he learned from Tanglewood, his earlier development: 1) Buy
enough land at once to do the whole job, 2) Get professional land
planners (he used Harmon, O'Donnell & Henninger). 3) Plan strects
to slow down hot-rod drivers, use dead-ends to break up street patterns,
plan peripheral streets leading where people want to go. 4) Locate
schools early. 5) Be careful about church sites, as active churches
blight adjoining land. 6) Have a central park and pool and build it
early. (Fairmont has a 22-acre park.) 7) Get stores started early to
discourage uncontrolled fringe stores, 8) Build a dignified entrance.
9) If you are out in the country, plan a parkway that leads to express-
ways downtown. 10) Protect buyers through deed restrictions.

...and the land plans are getting better and better

Visitors flying over Houston can quickly spot the subdivi-
sions built since 1945, like Braeswood in the lower part of
aerial photo at right. Curvilinear street plans and better plan-
ning contrast with the gridiron patterns in pre-war develop-
ments like Bellaire, background of photo. “Planning is stead-
ily getting better,” says City Planner Ellifrit. “Developers
understand it better and cooperate more with us. They realize
the competitive value of a good street layout. More than
half the plans (by acreage) in recent years are good, with
first-rate community designs. Nearly 40% more are fair and
only 10%—mostly small ones—are poor.”

To see good community facilities, turn the page

FEBRUARY 1958
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HOUSTON continued

SHOPPING CENTER, Meverland.
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PRIVATE CLUB and pool arc a feature of Tanglewilde.

Builders benefit from good

Photos: H&H staff; Harper Leiper

PRIVATE SCHOOL in Meyeriand has oversize playground.

WIDE ENTRANCE STREETS are standard in most subdivisions.

community facilities. ..

Builders often get blamed for the lack of community facili-
ties home buyers need. Not so in Houston.

In Houston, even the smallest builder can buy lots in a
subdivision that's complete with sewers and drainage. schools,
churches, shops, parks and landscaped streets. The developer
plans for all these facilities—and pays for the utilities. He's
able to because he spreads the cost over all the lots in his
tract.

Without provision for community facilities the developer’s
land plan would be turned down by the city planning com-
mission (which has jurisdiction five miles beyond the present
city limits).

Pools and parks are a feature in many a Houston develop-
ment. Frequently, the developer gives them outright to a
home-owners association; in other cases he sells them at cost.
Land for churches and schools is also provided at cost. Private
sewage plants (about 50) and water systems are often in-
cluded in the development and sometimes financed by the sale
of bonds.

Houston’s Independent School District gets the credit for
saving the builder from the nightmare of paying for schools.
This authority, independent of the city, raises money through
its own bonds approved by the voters. It has a big enough tax
base so that raising money has not yet been a problem.

<« CHURCH in Westbury is on land sold by developer at cost.

HOUSE & HOME




SANDLEWOOD is a community of custom designed houses, Most are in the $30,000 price range.

...and from the variety in house design

Look-alike houses are another complaint frequently made
against the builder. Not so in Houston.

Houston’s developers know that home buyers don’t like
monotonous rows of identical houses, so they don’t permit
them in their subdivisions. They encourage builders to buy
scattered lots; and if the builder insists on buying land in
blocks, most developers require that the houses be varied,
insure it by requiring approval of plans. While architectural
control is not always rigid, it results in a variety of design
usually found only in the best subdivisions in most other cities
in the country.

Another factor that encourages variety in Houston’s sub-
divisions is the multiplicity of builders who work in each area.
For example: 60 builders have built in Willow Meadows,
over 30 in Sharpstown and Tanglewood, over 20 in Meyer-
land, Westbury and Briargrove. There are scores of sub-
divisions where more than six builders have built; relatively
few where only two or three have put up all the houses.

The builders know this system benefits them. For example:

. . . Builder Vernon Bratten says: “The other builders give
variety to the whole neighborhood. Variety is a real ad-
vantage; people like it because they feel they are not in a
project.”

Builder George O'Sullivan, who builds in several
areas, puts it this way: “Variety in the subdivisions helps me
sell houses. Buyers like it when each house is different.”

FEBRUARY 1958
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SHARPSTOWN's varied houses were built by over 30 builders.

HEM Staff

LAMAR TERRACE avoids tract look even at $9,000 to $11,000.

To see how builders get selling help, turn the page
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HOUSTON continued

Harper Leiper
= fhaty

WM. G. FARRINGTON co.
* DEVELOPERS -

PRESTIGE-BUILDING ENTRANCE SIGNS and formal entrance gates
are now standard practice at most Houston subdivisions. Practically
all sales appeal to the public is built around the subdivision name, so
clearly identifiable entrance signs are of great importance. In many

developments, the mair entrance street is a wide, divided boulevard
with handsome landscaping that gives an important look to the develop-
ment. Many Houston families, when asked where they live, reply with
the name of the subdivision rather than the name of their street.

Builders get plenty of sales and merchandising help

NEWSPAPER ADVERTISEMENTS featuring the subdivision name are
a big sales help to builders working there. Some developers do a
series of advertisements that feature the name of each builder in turn,
and show drawings of his house. Some big builders advertise too.

Many builders are so busy with all their other problems
that not much gets done about merchandising. Not so in
Houston.

To make their subdivisions popular and to keep sales
moving, most developers use advertisements in the news-
papers, radio and television spots, and signboards on major
highways. The individual builder cashes in on this publicity.
Only after the developer has attracted prospects to the
subdivisions does the competition between builders begin.

Small Builder A. C. Wadley says, “Here at Briargrove,
I don’t have to sell the community. The developer does that.
In the beginning there were big ads in the Sunday papers.
And the more the big builders in the development advertise,
the more it brings people out. I sell off all this advertising.”

Builders get the sales help of professional realtors. In some
projects the developer does all the selling. and builders
pay a 2% or 3% commission. In other subdivisions, the
builder can do his own selling, or have the developer’s
realtors sell for him—or both. Perhaps more builders get
professional realtors’ sales help in Houston than in any
other city.

Besides this direct sales help, and the benefits of the
community planning and facilities, builders often get sug-
gestions on salable design or on merchandising methods
from the developer. And, many builders report that half a
dozen builders putting up houses in the same neighborhood is
a good sales prop, “prospects like to know that they are buy-
ing in an area others like, too.”

HOUSE & HOME




SALES OFFICES as elaborate as this are usually found only in the houses for sale or under construction. At Meyerland, all selling is done
larger subdivisions, though most have at least a small office. This one through this office, and builders pay a commission. In most develop-
is just inside the entrance gate at Meyerland. An experienced staff of ments, even the smallest builder gets professional sales help and
realtors meets visitors, finds out their needs, takes them around to see constructive advice from the developer's salesmen.

from the land developers
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SALES BROCHURES produced by the developer are another builder ROAD SIGNS promoting the more active subdivisions are a common
sales aid. They tell the story of the whole subdivision, emphasizing sight around Houston. They help sell the subdivision name and loca-
community advantages like schools, shops, churches. One of the tion, often emphasize community advantages. This kind of advertising
brochures shown above outlines a community club’s rules and activities. works for every builder in the development, saves him money.

For four other ways builder is helped, turn the page

FEBRUARY 1058 9
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HOUSTON continued

Builders are helped these four other ways:

1. Their money goes further

Because Houston builders can buy just the amount of
land they need for immediate operations, they can use
most of their capital for actual building, instead of having
a big percentage of their capital tied up in land—a problem
for many builders in other parts of the country.

Builder Maggie Plumb says: “l build high-priced houses
in different areas. But I'm a small-volume builder—12 to
15 houses a year—and 1 couldn’t operate if I had to develop
my own land.

Builder-Developer Lawrence O'Donnell says: “Land de-

NEIGHBORHOOD IMPROVEMENT that lenders look for is shown in photos taken just after these Tanglewood houses were built and five years later.

velopment ties up money for a long time and you have to
pay out money for taxes. You always have to have a lot
more money than you think you will need.”

Builder J. D. Swanson says: “Buying lots lets me use
my money for building. It takes a load off my back, lets
me speed up my house turnover.”

Developer Ira Berne points out: “Yes, a builder loses the
potential profit on the land—but he has time and money
to build twice as many houses by buying lots from a de-
veloper instead of developing his own land.”

2. They have an easier time getting mortgage money

Houston has long been a money-short town, It has been
a boom town. and it is a long way from the big eastern
money markets. Yet. report many builders, this problem is
eased when they build in the good subdivisions.- The main
reason: both local and out-of-town mortgage men Kknow
that property values in the good subdivisions are not only
protected. but tend to increase rapidly.

For example, Vice President O. P. Scheller of Connecticut
General Life told H&u: “We have financed some houses
in Meverland because the developer has applied intelligent
controls and has made public improvements which make
it a medium-priced tract of unusually high quality. Because
they have controlled architecture. placement of houses on
lots, and landscaping; the result has been much better than a

community could accomplish through zoning alone . . . they
have avoided the barracks-like appearance of city blocks
so common in many cities, including other parts of Houston.”

The Ohio National Life Insurance Co. of Cincinnati also
buys mortgages on some Houston houses. Says Vice President
E. C. Edmonds: “We feel that the large development prop-
erly laid out by competent planners, and adequately financed,
offers the most desirable of all conventional house mortgages.
We have learned over the years that neighborhood is one
of the essential values to be observed in the lending of
mortgage funds. Developments like these give the lender
confidence that neighborhood values will be sustained for
years because of uniform land planning and land improve-
ment. All this adds up to stabilized land and house values.”

3. They have an easier time with public relations

In most boom areas, the builder is the whipping boy. He
is blamed for the increased population, for the high cost of
schools, for septic tank failures. for the rows and rows of
look-alike houses and for most of the other hurly-burly
results of rapid community expansion.

4. They have real flexibility

In Houston, as developer Ira Berne points out: “A builder
can notice on Sunday that sales are going well in a particular
development. On Monday he can buy a lot there. On Tues-
day he can get a building permit, and he can be starting his
foundations on Wednesday.” Houston builders contrast this
with the problem of the builder who does his own land
development. He must often buy land 12 or 24 months
ahead. Because land costs pretty much determine the selling
price of his houses, he must guess, when he buys today,
what price house will be selling best two years from now.

Houston is different. Very few Houston people take a dim
view of builders. Most Houston people think builders are
doing a good job. And much of the credit for this goodwill
goes to developers, who have created the conditions that
make good public relations possible.

HOUSE & HOME




OUTMODED GRIDIRON plans are still a common sight.

AREAS BETWEEN SUBDIVISIONS often leave much to be desired.

Houston’s system is still far from perfect...

While most Houston developers are doing an admirable
job, many are not. Said City Planner Ellifrit: “About 10%
of the land developed in the last few years was poorly
planned, and another 38% was just fairly planned.”

All prewar developments are saddled with outmoded
gridiron patterns. And dozens of postwar subdivisions also
leave plenty to be desired. They were crammed into areas
that were too small for curvilinear streets and other marks
of good planning. Or they were squeezed into long, thin
strips—the only land many developers could buy.

Gaps between well planned subdivisions have been filled
with seedy sections—relatively new but slummy houses with
do-it-yourself additions, unpaved streets without curbs or
gutters.

Some subdivisions have been dismal failures. One large
project, launched with a burst of hoopla. was badly over
built. Another project was so poorly planned and executed
that a developer said: “If someone had written a book on
how not to build a subdivision, that guy would have fol-
lowed every rule in it.”

True, Houston’s growth is far more orderly than that of
most booming areas. But it is still far from perfection. And
there are no legal controls forcing developers to toe the line.

And there are signs that Houston’s developers may be
spawning a race of weak builders.

“We just coast along on the developer,” said one contented
builder. A vice president of the city’s largest mortgage
company agreed. Said he: “The developers’ system makes
it too easy for the builder. He rides along on the subdivider
and makes no sales effort himself. Builders in one project
thought the location was so good they wouldn’t have to
work. They got careless and sales fell off.”

Some critics say the Houston system of easy and quick
lot buying encourages builders to be “wet-finger-in-the-
wind” forecasters—flitting from one subdivision to another
and one price class to another without giving careful thought
to their market.

A mortgage firm executive said: “The system makes it
too easy to start building—any carpenter foreman can turn
builder. I think Houston has more small builders than
other cities.” But a comparison of Houston with other
southwest cities does not bear out that criticism. Houston’s
proportion of small to large builders is no greater than
Dallas’s or San Antonio’s. and it is less than Tulsa’s. The
land developers don’t keep builders small. In fact, most of
Houston's developers got their start as builders.

... but almost everyone there likes it

Builder Jack Caton: “Developers let you have lots for
nominal sums and you pay later. And you get more people
out to see your houses.”

Builder A. C. Wadley: “The thing that helps sell here
is the size of the subdivision. We know we are protected.
I can build here without needing much money and if a
builder is short of cash, the developer helps work out a
deal for him.”

Builder Rex Williams: “I'm a small builder and I couldn’t
develop my own land. I don’t have that kind of money.”

Builder George O'Sullivan: “The best money any builder
can pay out is to a hard-hitting sales organization. Here at
Fairmont they handle sales and this saves me time. I'm only
one man if I try to build and sell alone but here there’s a
whole group working for me.”

FEBRUARY 1958

Builder Vernon Bratten: “I like other builders to build in
around me. The others give variety to the whole neighbor-
hood. Buying lots here is proven and not just pioneering.
We have good architectural control and our restrictions
are good. A person investing here will not have a $15,000
house next to his $21,000 house. The subdivision does all
my selling for me.”

An official of T. I. Bettes: “Yes the system makes life
casy for the builder and it has some disadvantages. But it
has a lot more assets than it does liabilities. Both the plan-
ning and the houses get better here every vear.”

FHA'S George Humphreyville: “The public will get the
benefit as more builders work in subdivisions. In these big
subdivisions you get more variety, and you get better land
planning simply because the project is larger.”/END
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This report is taken from an article by William H. Whyte JIr.
in the January 1958 FORTUNE

HOW TO SAVE OPEN SPACES

while there still are some left to save

In the next three or four years Americans can decide how decent a place this
country will be to live in for generations to come.

Already huge patches of once green countryside have been turned into vast, smog-
filled deserts that are neither city, suburb, nor country, and each day—at a rate of some
3,000 acres a day—more countryside is being bulldozed under. You can’t stop prog-
ress, they say, yet much more of this kind of progress will give us the paradox of
prosperity lowering our real standard of living.

The problem is the pattern of growth—or, rather, the lack of one.

Because of the leapfrog nature of urban growth, there is still a surprising amount
of empty land even within the limits of most big cities. But it is scattered; a vacant
lot here, a dump there—no one parcel big enough to be of much use.

And with this same kind of sprawl we are ruining the whole metropolitan area of a
the future. In the townships just beyond today’s suburbia there is little planning.
Development is being left almost entirely in the hands of the speculative builder.
Understandably, he follows the line of least resistance. In his wake is left a hit-or-miss
pattern of development.

Aesthetically, the result is a mess and is unnecessary.

With characteristic optimism, most Americans still assume there will be plenty
of green space on the other side of the fence. But this time there won’t be, for in the
great metropolitan expansion the subdivisions of one city are beginning to meet up

with the subdivisions of another.

Flying from Los Angeles to San Bernardino—an unnerv-
ing lesson in man's infinite capacity to mess up his environ-
ment—the traveler can see a legion of bulldozers from Los
Angeles gnawing eastward into the last remaining tract of
green between the two cities, and another legion of bull-
dozers from San Bernardino gnawing westward. High over
New Jersey, midway between New York and Philadelphia,
the air traveler has a fleeting illusion of green space, but
most of it has already been bought up, and outlying super-
markets and drive-in theatres are omens of what is to come.
On the outer edge of the present Philadelphia metropolitan
area, where there will be one million new people in the ten
years ending 1960, some of the loveliest countryside in the
world is being irretrievably fouled, and the main body of
suburbanites has yet to arrive.

The banks of our rivers—assuming one would now want to
swim from them—have been despoiled and our shorelines

<4 CLIFFTOP 1S PLANED FLAT for Westbury Palisades, just south of

San Francisco, to make plots for closely ranked $14,000 to $23,000
houses. One developer also had to cut down over a thousand oak trees.

FEBRUARY 1958

are going fast. In the whole stretch of Ohio’s shoreline along
Lake Erie, for example, practically no beach areas have been
saved for the people. Along the Atlantic coast little free beach
remains and the sewage outfalls gurgle ever more fetidly.
Back in 1935 the National Park Service pinpointed twelve
stretches that could be bought fairly cheaply by the govern-
ment. Only one stretch was bought; the National Park Service
had no authority to buy land for new parks, and the legisla-
tion to do so depends pretty much on local initiative.

On Cape Cod a magnificent stretch of open beach sweeps
south from Provincetown some thirty miles to Eastham. It
remains almost as it was when Thoreau walked along its
dunes, and to many a New Yorker or Bostonian jaded by
summer in the city, the sight of it is a wonderfully exhilarat-
ing experience. But it too will go. The National Park Service
has made some gestures toward acquiring it, but all the effort
seems to have accomplished is to stimulate local cupidities.
At Highland Light, on the moors of Truro, the subdivision
billboards are already up, and the old view will soon be gone.
“And what pictures,” Thoreau had said of it, “will you sub-
stitute for that, upon your walls?”

continued on next page
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Urban Sprawl continued

Palo Alto

e, o

San Jose

CLASSIC CASE OF SPRAWL is Santa Clara County, Calif. Above,
1945: black areas show urban development; gray areas are Class 1
agricultural land. Below, 1956: the black of the urban areas dominates
the county. Large gray area northwest of San Jose is the Berryessa
agricultural zone, closed off to developers by the county.

Palo Alto

San_ Jose

HOUSES REPLACE ORANGE GROVES in Puente area, 17 miles east of

Sprawl is bad for everybody—

Where land is being used up too rapidly. without control.
five acres are being made to do the work of one, and do it
very poorly. This is bad for the farmers, it is bad for commu-
nities, it is bad for industry, it is bad for utilities, it is bad for
the railroads, it is bad for the recreation groups, it is bad even
for the developers.

Where the new developments are scattered at random in
the outlying areas, the cost of providing services becomes ex-
cruciating. There is not only the cost of running sewers and
water mains and storm drains out to Happy Acres, but much
more road per family has to be paved and maintained.

Who foots the bill for the extra cost of services? Not the
new people. Conventional tax practice spreads the load so
that those who require the least services have to make up the
difference. Where it costs $30 per household to furnish homes
in town with water, it will cost about $80 for houses in the
outlying developments. Since the water rate will be uniform.,
the townspeople have to make up most of the added cost.

Sprawl also means low-volume utility operation for the
amount of installation involved. A square mile can accommo-
date, quite nicely, 2,000 dwellings and accompanying schools.
churches, and neighborhood shopping facilities. Because of
hit-or-miss development, however, a mile more usually con-
tains only about 200 small homes—and one-twentieth of the
power demand.

Sprawl has been nibbling away at so many industrial sites
that some railroads and utilities have started advance land-
acquisition programs of their own: Cleveland Electric Illumi-
nating Co., for example, has bought 2,000 acres on the out-
skirts of the metropolitan area and is holding it for future
industrial use.

The developer himself is hurt by sprawl

Without an open-space plan, there is little assurance that
Happy Acres can retain the amenities developers feature in
their sales pitch. This may not be important for a hit-and-run
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Los Angeles. These $12,000 to $15.000 houses will soon be joined by 450 $10,000 houses on cleared land in foreground. Hills are being graded.
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it’s bad aesthetics and bad economics

builder, but it is very important for a big one. His revenue
comes not alone from the sale of homes, but also from the
prosperity of the shopping center, and he has a vested inter-
est in the permanent character of the community. Chicago’s
huge suburban village of Park Forest is a good case in point.
Not only did its original plan provide plenty of open space in
the village; more to the point it located the village on the edge
of a Cook County Forest Preserve.

An open-space plan would preempt many sites

In many areas this preemption would force the land devel-
opers to the hillsides. Recent improvements in earth-moving
equipment, however, have made hillside tracts more economi-
cal. Los Angeles builders have had ta take to the canyons
and the hills, and one of the most spectacular sights in the
country is the way they are literally moving hills and ter-
racing canyonsides for sites.

FEBRUARY 1958

Enlightened real-estate men are coming to feel that the old
concept of “highest and best use” is outmoded. As generally
used by realtors and appraisers, it means that the land has
its highest and best use in terms of immediate dollars. But
Boyd Barnard. Philadelphia real-estate man s: “We may
need to redefine ‘highest and best use' in terms of suitability
in the over-all economic scheme of things, rather than the
use which will produce the highest monetary return. A quali-
tative concept would preserve and create parks. The value of
amenities for future generations resulting from proper plan-
ning in and around our growing metropolitan areas cannot
be measured.”

The need for group action in the common cause would be
pressing in any event; what makes it urgent is the new high-
way program. Under the provisions of the Federal Highway
Act of 1956, some 41.000 miles of new highway are going
to be laid down. and the effect. as the planners of the act
have frankly declared, will be a revolution in living habits.

continued on next page
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Urban spra wl continued

RESISTING METROPOLITAN SPRAWL for over a century, Central
Park’s 840 acres of greenery resulted from a happy conjunction of a
few men’s forethought and current public taste.

What should the program be?

In many areas the opportunity has already passed, but
it is not too late to lay down sensible guidelines for future
communities. And it is not too late to reserve open space
while there is still some left—land for parks, for landscaped
industrial districts, and for just plain scenery and breathing
space.

Ironically, for the fundamentals of a workable plan, the
best guide is not what is being done now but what was done
years ago. For there have been open-space programs in the
past—brilliant ones—and unique as each may have been, to-
gether they provide several valuable lessons.

New York's Central Park. In 1844, William Cullen Bryant took a
walk over the hilly countryside north of the city. It struck him that
a large tract should be bought for a “central reservation” while land
was still cheap, for eventually it would be surrounded by the growing
city. He started to agitate for it. Ridiculous, said the Journal of Com-
merce: there is plenty of countryside for people to go out and see, so
why pay for it? But the populace like the idea; the politicians declared
for it, and in 1856 it became a reality.

Cook County Forest Preserve, In the early 1900's a group of Chicago
citizens conceived the idea of buying up large tracts of land in the
country around Chicago for the enjoyment of present and future gener-
ations. In short order they lined up public support, and after several
rebuffs in the courts, the Forest Preserve was finally established.
Promptly it started buying land. Today there are 44,000 acres in the
preserve, valued at $150 million, and Superintendent Charles Sauers is
still buying land—at a rate of 1,000 acres a year.

Cleveland's Park System. William Stinchcomb, father of Cleveland's
superh park system (which embraces some 14,000 acres of natural
woodland), delighted in horrifying visiting planners by telling them how
he planned the system. He got the idea one weekend, sketched it out
of a piece of paper—then spent the next thirty vears filling in the
purchases.

Westchester County Park System. Back about 1900 a private citizen
named V. Everett Macy took a horseback ride along the Bronx River
Valley and was appalled by the maze of shanties he saw. A group of
millionaires had just built a private road on Long Island, and it oc-
curred to Macy that it would be a good idea if a scenic road bordered
by trees and meadows were built along the Bronx River. After some
badgering, the state legislature set up a commission to acquire the land
(New York City was to foot 75 per cent of the bill, Wesichester
County the rest).

A little later, political boss William Ward was sitting on a park bench
in Cleveland. He spied a “Keep Off the Grass” sign. This annoyed
him. He began to ponder how little grass there would be for West-
chester County people to enjoy if a lot of land wasn't bought up
quickly. On his return, he set up the Westchester County Park Com-
mission, and instructed it to buy up waste land. As to how it would be
used, he said, they could worry about that later. Eighteen thousand
acres were picked up this way, and today they constitute, save for golf
courses, about the only open space in the most populated section of
the county,

Ohio Conservancy District. After the great flood of 1913, businessmen
of Dayton, Ohio, decided something ought to be done. With their own
money, they brought in consultant Arthur Morgan. Morgan concluded
that the flooding problem couldn’t be solved by local reservoirs or chan-
nels; instead, he proposed that a district be set up covering the whole
watershed area. Its powers would include taxation, eminent domain,
and the right to issue bonds. The businessmen got the enabling legisla-
tion passed by the legislature in 1914, With no funds from the state,
the group built five dams and started acquiring land for flood control
and recreation purposes. Before long, similar districts were set up
throughout the state. The district form still has some legal bugs in it,
but there are a score of lakes that never existed before, and thanks to
the land-acquisition program, plenty of recreation land around them for
people to enjoy

The Boston Metropolitan Park System. Under the leadership of
Charles Eliot, landscape architect, the cities and towns around Boston
got together in 1893 to establish “reservations™ on the ouiskirts of the
built-up area—the Blue Hills Reservation and Middlesex Fells Reser-
vation were acquired, but urban sprawl has now extended around and
beyond them. A year ago the Massachusetts General Court approved
a new project for “The Bay Circuit”—a belt of open spaces some
twenty miles from the State House, with proposed reservations, forests,
and parks separating metropolitan Boston from Lawrence, Lowell,
Worcester, and Providence. The state has been authorized to proceed.

continued on p. 202
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GRIDIRON LAYOUT

AVERAGE

ACCIDENT RATE

ON

GRIDIRON STREETS :

ALMOST EIGHT TIMES more auto accidents occur in gridiron sub-
divisions than in curvilinear tracts of the same size and population

CURVILINEAR LAYOUT

AVERAGE ;
ACLIDENT RATE

oN. it ey
CURVILINEAR STREETS:

density. The accident-rate figures are based on a five-year study of 86
Los Angeles subdivisions. Sample was balanced to provide equal areas.

ARE YOU PLANNING A SMASHUP?

You may be, if you are planning an old-fashioned grid-
iron subdivision like the one at left, above.

A new five-year study of 86 subdivisions shows the
accident rate is 85% lower in curvilinear tracts than in
straight-line gridiron layouts. Although the study is based
on residential tracts in Los Angeles County the sample
was big enough so the results should apply to your com-
munity, too.

Curvilinear tracts are much safer even though they aver-
age 65% more intersections than gridiron layouts. Big
reason: Most curvilinear intersections are safe three-way
junctions instead of the gridiron’s four-way crossings that
invite accidents.

Add to this impressive safety record the cost benefits of
curvilinear layouts: they make it easier to fit houses to the

FEBRUARY 1958

land, minimize grading, ease drainage problems, produce
more lots with fewer streets and shorter utility runs (see
H&H Aug. ’57).

Or are you planning a better place to live?

From the home buyer’s point of view, a subdivision laid
out with curved streets looks better and is a more pleasant
place to live. With curvilinear streets, you never get a
monotonous view down block after block of house fronts.
Trees, shrubbery and lawns become more prominent. Fast
driving and through traffic is eliminated by the layout
pattern.

And a bonus for builders: safety is something you can
sell to prospective customers. What family wouldn’t choose
a community with 85% fewer accidents?

For “six rules for safer streets,” see page 204
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BROAD SLOPING ROOF with low cave line ties country house to its sloping site. Concrete block wall hides living areas from entrance drive.

RUSTIC HOUSE FOR A RUSTIC SITE

Rough materials and low eaves that almost hug the ground give this
simple house its sense of belonging to the site.

The architects helped their client choose the site and made a point of pre-
serving its natural disorder. In their words: “We wanted to keep the lot as we
found it.” But a lot left in its natural state demands a house to match—one
without the appearance of machined perfection. So this house was built of
rough cypress siding and concrete block. Inside, the block was left exposed
and a concrete floor was used in all the rooms. These materials, and much of
the interior trim and built-ins, were left without finishes wherever possible. The
idea: to show their textures, let them age naturally, and give them a warmth and
roughness that blends with the tangle of the site.

An extra benefit from this use of materials: a home that, in the architect’s
words, is “virtually careproof.”

HOUSE & HOME




FRONT WALK leads under wide, open
roof overhang, from carport to en-
trance (not in photo). Pine tree,
placed where house meets concrete
block wall, makes a well planned
break in the line of movement, Roof
members are heart redwood.

LARGE GARDEN (below) is beh ARCHITECTS: Dees-Porch and Grunberg
the concrete block wall seen in color BUILDER: Daniel Barber

photo, opposite. Living area of house LOCATION: Northern New Jersey

opens directly to it. Exposed rafters z
continue the roof overhang to give it

extra depth, make it wvisually more

striking. continued on next page




Rustic house continued

(Pow) a9 Sn & @Pa =

Carport

I

WINDOW WALLS open living room to garden.

But room seems protected because garden is shielded by
£ b

Indoors and out,

there is a strong

sense of shelter

Garden

PLAN shows how all rooms except
kitchen open to partly enclosed gar-
dens. And even kitchen is protected
by deep roof overhang outside its
windows. Living room and guest bed-
room share the largest garden; mas-
ter bedroom’s garden is separate
(photo, right). Location of front
door—it can't be seen from entrance
drive—adds to planned privacy.

BR F I’;:I:
% Garden {_‘

walls on two sides, planting on other,




DETAILS show how the architects used
light and shadow, pattern and texture
in effective ways. Left to right: ex
posed roof members cast shadows on
concrete block wall; delicate lines of
Japanese pine tree contrast with rough
concrete block: vines make dark pat-

tern on jalousie window.

MASTER-BEDROOM GARDEN (below)

is sheltered on all sides. High and low walls hide it from neighbors, open it to privacy of owner’s land./END







Frame for gravel = Rain basin

w

1 Living

Patio

PATIO HOUSE was planned in two units,
one for dayume use, the other for sleeping.
Patio serves as circulation area as well as
-~ outdoor living space; so house needs no
foyer or bedroom corridor, Carport to the

south screens the patio from the street,
protects 118 privacy.

PATIO HOUSE FOR A SMALL LOT

The neat little Florida house shown on these pages is
one of the clearest demonstrations to date of the three
great advantages of a good patio plan.

Those advantages are—

. a greater sense of space;
2. a better balance of light;
3. a cooler breeze in every room.

For here is a house with only 1,100 sq. ft. of enclosed
space—yet each room appears to be at least twice its
actual size. Reason: every room opens onto the central
patio and borrows space from it. Moreover, this outdoor
space is shielded against neighbors, so the house enjoys
the kind of outdoor privacy generally found only on very
big lots. (The lot here is only %3 of an acre.)

Here, too, is a house with 650 sq. ft. of glass walls—yet
there is no glare problem. Reason: a huge, 250 sq. ft.
plastic skylight over the patio brings enough light into the
center of the house to balance the light coming in through
the glass walls.

And here is a very compactly planned house—yet
nowhere is it more than one room thick, and no room All photos: Alexandre Georges
lacks cross-ventilation. Reason: the central patio is open
at both its ends, thus acts as a fresh air supply duct for
every room facing it. A curtain of insect screening across the
open ends of the patio keeps out Florida’s murderous bugs.

250 $Q. FT. SKYLIGHT (left) consists of laminated wood ribs sup-
porting “#” thick, rigid plastic. Ends of vault are filled in with plate
glass. Floor of entire house is terrazzo; walls are 8” thick lime block.

ALL ROOMS OPEN ONTO PATIO (right). Top picture shows living-
dining area extending into central court through 15 glass doors,
Bottom picture shows how a small guestroom gains space from
adjoining patio.

continued




DRIVE-THROUGH CARPORT screens the entrance court against the street, is linked to
main part of house by covered walk. Since view at rear of lot is to the north, entrance
court provides a protected outdoor area facing the midday sun.

Patio house continued

Shut off from the street,

this house is open to the view

Perhaps the most important thing about this house is that it makes none
of the mistakes usually found in small, suburban houses. Specifically—
® The carport isn't just an afterthought, stuck on at one end; it is used as

an effective screen to give privacy to the lot, and as a porte cochére to

give the house a gracious and formal entrance.

® The glass wall isn’t just a cliché (and an invitation to the neighbors to
stare into the living room); it is used to open up a view of a bayou.

® In short, the small lot isn’t just a place on which to dump your house; it
has been carefully enclosed by screens and patio to provide the most in
protected outdoor living.

Two years ago this house was built for only $13,000. Its materials and
details are simple; its size is small and so is the lot; it has no gadgetry and
no ostentation. Instead, it has something infinitely more valuable—it has
intelligent design and good taste. Only these can transform a pile of
concrete blocks into a first-rate house.

LIVING ROOM faces bayou through 16" wide sliding glass wall. Beyond this is line of
screening that encloses house and protects it from insects. Openness of plan makes entire
house a breezeway which cools the interior during most of the year.

LocATION: Venice, Fla.

ARCHITECT: Paul Rudolph

All photos: Alexandre Georges




What you need to know about sewa g e

SEWAGE disposal used to be almost the last thing you would worry about. But
today it is one of the toughest problems builders and developers have to meet.

America is fast running out of land suitable for on-lot disposal. Experts say
septic tanks won’t work in half the US. And most of the land you can build on now
is out beyond city sewers or in problem areas bypassed in the city’s outward growth.

To help you meet the sewage problem, House & HoME here publishes a round-
up of data and information on today’s good practice in solving the problem. Local
standards may be more or less strict; examples should be read with this in mind.
In some states there are a lot of them you can’t use. Check local health officials, and
don’t go very far without the help of a professional engineer.

Don’t assume you can’t connect with city sewers

If you are building out in the country, check your local authorities to see if a
sewer main is planned to reach your area, and when. Connecting with city sewers is
sometimes easier than you think. Overlook no possibilities. (Classic example: the Ala-
bama builder who almost put in septic tanks because he didn’t check sewer maps that
plainly showed a line ran right through his property.)

Even though you can’t hook up to city sewers today, you may be able to speed
up city sewer service by taking temporary steps. For ways to do this, see page 123.

Community treatment plants cost less than you think

If you can’t connect with city sewers, your best bet is to put in a small or large
community system. If you plan to build 25 houses or 2,500, there’s a sewage plant
to suit your needs. These plants vary widely, but all have one thing in common.
Each is an efficient way to get rid of a certain per cent of waste solids in a given
volume of sewage. The plant you need depends on the volume of sewage and the size
and use of the stream the effluent reaches. Builders have found several ways to
finance these plants and even make money on them. For the kind you should have,
see page 117.

An on-lot system should generally be a last resort

If you can’t have city sewers or a community system, you must use a single-
family disposal method. This usually means septic tanks. Requirements for them
have stiffened, raising your cost. But on the right soil, septic tanks are effective “if
adequately designed, constructed, maintained and operated,” the US Public Health
Service says. If soil is unsuitable, some health boards allow use of the controversial
new aeration tanks, which provide better service than septic tanks in poor soil. Be
sure you know the rules for using on-lot systems. For details, see page 122.
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SCUPPERS project 4’ beyond edge of house, drain flat roofs into rain
basins located at each corner of the house. Such details recognize
special, subtropical weather conditions encountered in Florida. Deecp

overhangs shade interior, protect walls from torrential rains./END




There’s a community treatment plant to fit your needs
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Treatment plants range from fairly simple small units that cost only $3,000 or
$4.000 to large, complex systems that cost over $1,000,000. The kind vou need
depends on two basic factors: the volume of sewage treated and the kind of stream
it flows into.

If the sewage volume is low and the stream large, you may
need only a low-cost primary treatment plant

Example: Your 50-lot site slopes down to a broad stream two miles above the next
water intake point or recreation area. Your plant can be 1,000° from the houses.

In this case, an Imhoff tank should prove adequate. There will be some odor, but
the small plant will be far from any houses. Your initial investment will be low
(perhaps under $5,000), and operating costs will be negligible because there are no
motors or moving parts to maintain. (See also fig. 1, p. 118.)

Example: Your 200-house tract is on a river a few miles above the next town.
Your plant will be only 500" from the nearest houses. Lenders require the plant to
have no odors offensive to home buyers.

A mechanical clarifier will provide the primary treatment health officials require,
and there will be little or no odor. The size of your development will permit you to
afford the small maintenance costs. This plant should cost under $20,000. (See also
fig. 2, p. 118.)

If the sewage volume is large and the stream small, you will
need ‘“complete” (secondary) treatment

This is also true if the stream is large but is used for recreational purposes or as a
nearby source of water. Principal types of complete treatment plants are: 1) trickling
filters, 2) activated sludge systems, 3) lagoons and 4) sand filters.

Example: Your 200-house tract lies on a lake and your plant will discharge into it.
The highest degree of treatment is required to preserve the lake for swimming and
fishing. City authorities have agreed to take over the plant when your tract is built up.

In this case you should put in an activated sludge plant, which provides the
highest degree of treatment. Cost: about $50,000. Operating costs are high but the
city will bear them. (See also fig. 3, p. 119.)

Example: Your 50-house site is small, on a stream that flows through a park.
Authorities require complete treatment. Power costs are high in the area, and your
buyers must pay operating costs when the plant is built.

Here you might use a low-rate trickling filter, which may cost about $35,000,
It provides nearly as much clarification as an activated sludge plant but is much
cheaper to operate. (See also fig. 4, p. 119.)

Example: You have a 100-house development but in a year will build 200 more.
Effiuent can be piped into a stream a quarter of a mile away.

Authorities may allow you to use a high-rate trickling filter followed by a
chlorinator. High-rate filters do not clarify as well as low-rate filters, but they handle
much more volume per square foot of filter. Chlorination helps clarify the waste
at relatively low cost. This plant may cost about $70,000. (See also fig. 4, p. 119.)

Example: You plan to start out with only a dozen houses, gradually build about 100
over the years, all on large lots. Your tract is in a built-up area, and there is now no
flowing stream nearby. City sewers are promised within two years.

A sand filter system will serve your first 20 houses well. It will provide excellent
treatment. The system will cost perhaps $12,000, depending on the availability of the
right size sand. It takes up a lot of land space but your acreage is ample. When city
sewers come in, the cheap plant can be abandoned. (See also fig. 5, p. 118.)

Example: You plan to build 2,000 houses und a shopping center on a big tract ten
miles out from a big city. Drainage is away from the city on gently rolling land.
Here your best bet is a sewage lagoon, if natural conditions and authorities per-
mit them. Lagoons are extremely cheap where land costs are low; operating costs
are nil. When your area builds up and land prices skyrocket, then you can put in a
compact plant and build on the big former lagoon site. (See also fig. 6, p. 118.)

continued on next page
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Sewage continued
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1. imhoff tanks have two stories. An upper chamber re-
tains the raw sewage just long enough to let heavy solids settle
through a trapped slot to the bottom chamber. Bacteria in the
lower chamber reduce the solids to sludge. (In all systems,
treatment consists of changing inorganic material that can
putrify into stable organic material by bacterial action.) Gases
in the bottom tank escape at the sides of the Imhoff tank, thus
do not hinder the process. About 35% of the sewage remains
as sludge, later is pumped out to dry or be hauled away.
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2. Clarifiers are round or rectangular tanks that settle out
heavy solids (about 35% of the sewage parts). Clarifiers are
always accompanied by digestion tanks in which settled out
solids or sludge is reduced by bacterial action. Mechanical
scrapers in the clarifier remove scum from the surface and
settled solids from the bottom into a pocket or hopper, from
which it is pumped to the disgestion tank. The two tanks may
be side-by-side or one above the other. There is little or no
odor problem, since gases occur only in covered digester.

Here’s the basic technical knowledge you need
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5. sand filter systems usually consist of a large septic
tank, a dosing chamber, a large sand bed about 2 deep, and
an underground drainage system to carry the effluent into the
drainage area. If the filter is properly designed and main-
tained, health authorities will probably allow the effluent to
flow into any stream bed because sand filters proves excellent
treatment through biochemical action and settling. This system
is rather costly because the filter bed must cover a wide area,
and the sand must be replaced periodically.
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6. Sewage lagoons have gained much favor among sani-
tary engineers and health authorities in the last two or three
years. They are being used in more than a dozen states.
Lagoons have even found favor in metropolitan areas, despite
the fact they require a lot of high-cost land. If carefully de-
signed and not overloaded, they provide complete treatment
and present little or no odor problem (even in the north
where they freeze over in the winter). Upkeep cost is nil
If lagoon is used only temporarily, site can be built on later.
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3- Activated sludge process involves a high degree of
aeration of raw or pre-treated sewage. Air is either pumped
into the sewage or the sewage pumped into the air, so that
ample oxygen helps bacteria reduce the sewage solids into
“activated sludge.” This sludge then flows into a secondary
settling tank. Some is pumped back into the aeration tank to
replenish the supply of organisms and speed the process. The
method clarifies up to 95% of the sewage particles. Operating
costs are high because a great amount of pumping is needed.

SETTLING —
TANK ™

4. Trickling filters sprinkle primary-treated sewage over a
bed of coarse stones or similar material, where bacteria cling-
ing to the stones oxidize the sewage. Stone beds are usually
about 6’ deep. The sewage must run from the filter to a
settling tank where the biological slime settles out. There are
two kinds of trickling filters. Low-rate or standard treats only
about one-fifth as much volume per square foot as a high-
rate filter but takes out about 85% of sewage parts vs. only
about 70% removed in high-rate filter systems.

to know how each type of treatment plant works

SLuDaeE
INTAKE

7- Sludge digesters are usually covered tanks in which
bacteria convert the sludge from a secondary treatment sys-
tem into gases and inoffensive liquids that are drained out
into drying beds. In large plants, sludge is sometimes de-
watered by big rotary vacuum filters and dried by heat.
Digested sludge has some value as fertilizer. Gases developed
can be piped out and burned to avoid an odor problem. In
large plants, the gas is often used to help heat the digester
itself. A heated digester can handle a larger volume of sludge.

FEBRUARY 1958

SMALL CommuwTY
TREATMENT PLANT

8. Prefabricated plants are shipped assembled or
knocked down on trucks or flat cars by three manufacturers—
Chicago Pump Company, Dorr-Oliver and Yeomans Brothers
Company. These plants provide complete treatment by either
the trickling filter or aeration method. Yeomans and Chicago
Pump have hundreds in operation around the US. Dorr’s
has just been introduced. Most states approve these plants,
provided locally licensed engineers attest that they fit local
conditions. The plants serve from 25 to 1.000 houses.

continued on p. 120
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Here’'s a quick rule-of-thumb guide to the cost of a complete treatment plant

Graph represents the cost per house under normal conditions where
there are no problems of terrain, excessive local requirements or other
factors to boost your plant costs. Builders report costs for sewage
treatment plants to serve 100 to 200 homes range from a low of §15
per house (with temporary lagoons) to a high of $600 per house

(where problems were acute). A rule of thumb for a 100-house
“package plant,” manufacturers say, is: 100 houses times 3.2 people
times 100 gallons of water used daily per person, times $1 to $1.25
I'hus the plant would cost from $32,000 to $38,000, not counting

pumping equipment but including an engineer’s fee of from 44 to 8%.

How can you finance a sewage treatment plant?

“T have a list of more than 100 home builders and realtors
who want to put in treatment plants but are stymied for lack
of capital,” reports one equipment maker.

The problem of financing plants certainly has not yet been
solved. Most lenders will not put up the money—because a
plant will be worthless as security if the development fails.
FHA does not have authority to insure sewage plants. Many
in the industry and in the public health service argue that
the Housing Act be amended to allow this, but so far there
has been too little demand to get action started.

Yet there are several ways home builders have managed
to finance their plants without having to put up the whole
amount of money out of their own capital.

Here are six financing devices:

1. Get owners of adjacent tracts to join with vou. This
usually means the plant will be better suited to the needs of
each cooperating builder, and your outlay will be cut sharply
on a per-house and total outlay basis.

2. Sell enough lots to pay for the plant. You can get more
for the lots by promising sewerage service soon.

3. Give your lender liens on enough lots to cover first costs,
repaying out of profits on the first houses sold.

4. Tn a few states you can incorporate as a town with very
few residents. Then the town can approve utilities and issue
revenue bonds to pay for them.

5. Get your county to pay for the plant with a bond issue,
under an arrangement in which your home buyers must pay
taxes ten years or so to cover the plant’s cost.

6. If you have real construction know-how, you may be
able to cut costs about 25% by building the plant with your
own equipment and labor force.

Over the long run, you stand to gain
Almost always the initial investment required to finance a
sewage system more than pays off in added long-term profits.
Evidence: A recent survey of 61 subdivision plants in 12

states showed that 36 builders had gained more in higher
appraisals than they had “lost” because the treatment plants
cost more than individual septic tanks. Paul W. Richards, US
Public Health Service engineer in Atlanta, says only a few
of the builders reported a net loss and they believed “the
slight monetary loss was more than offset by enhanced sales
potential.”

Evidence: Most builders who have put in community plants
say local authorities will allow vou to build on smaller lots
if you have a sewerage system rather than septic tanks. The
extra profit from the added houses will more than pay for
the treatment plant in most cases.

Evidence: If your state permits you to operate as a private
sewerage utility company, you can often expand your system
to serve other developments. On a long-term basis, this has
strong tax advantages. If your rates are in line with current
charges in your area, this is acceptable practice. (FHA approves
mortgages on houses served by private community plants only
when home buyers will not be charged unduly.) !

Your plant may cost even less than septic tanks

If you can spread your treatment plant costs over enough
houses, your expenses will often be far less than for septic
tanks (where septic tanks cost $300 to $350, the upset figure
is often about 100 houses).

In Houston, one developer, reported by Richards (see
above) put in a treatment plant for a 1,000-house subdivision.
The cost was $463 for the first 80 houses hooked up to the
system, but it will drop to an average of $106 per house when
all the homes are built. Septic tanks would have run about
$300 a house, $163 less than the sewage system for the first
80 units but almost $200 more per house when the tract is
completed.

Another Texas builder found sewers and a plant less expen-
sive than septic tanks even for 29 houses in the $35,000 price
range The sewage system cost $635 per house, less than it
costs in his area to install septic tanks properly.

HOUSE & HOME




You can cut first costs
by building your plant
in two or more stages

Many Florida land developers do just
that.

Plants are designed so that units scrv-
ing the first group of houses can be con-
verted to other uses and combined with
additional units when more houses are
built. Thus plants can be designed in
two, three or more stages to fit the vol-
ume of sewage and degree of treatment
required.

First costs cut $50,000

The stages diagrammed at top right
for Marquesee Associates’ Lyons Park
tract in Pompano Beach. Fla. cut the
builder’s initial money needs about two-
fifths.

Stage 1 cost $75,000—or $600 a home
for the first 125 houses. It consisted
of an [8'2" high Imhoff tank, a stand-
ard-rate trickling filter, a lift pump and
a final settling tank, with chlorine added
into the cffluent line.

Stage 2 was designed for the first 250
homes. One unit was to be added. the
others altered for different functions.
However, this stage was never built;
Lvons Park developed so fast it wasn't
needed. In this stage. one unit—a com-
bination primary and secondary clari-
fier—was to be added. the Imhoff tank
would become a sludge digester. the
trickling filter would convert from low-
rate to high-rate treatment. and the
original settling tank would become a
chlorination tank.

Total cost: $140,000

Stage 3 cost an additional $65.000.
This brought the cost per home down
to $280 for the 500-house tract. The
total includes the cost of several pumps
needed in this flat area to bring the
sewage into the plant and carry the
highly clarified effluent more than a
half-mile away to the nearest stream.

Plants built in stages cost more, in
the long run. In the Lvons Park case,
the two-stage plant cost perhaps $15.-
000 more than it would if the final
plant had been built at the outset. Yet
by building as Marquesee did. there
was less danger of getting stuck with
too big a plant if sales turned out poor.
And it meant that the builder did not
have to tie up the extra $50.000 during
the first part of his building program.

LYONS PARK'S COMPACT PLANT now gives
170,000 gallons of

Plant was designed by Philpott,

complete Ireatment to
sewage daily.

Ross & Saarinen.

continued on next page
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COMPLETED PLANT serving 500 homes
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SCWllgC continued

Three on-lot systems: handle them with care

1. Don’'t try to cut corners on septic tank system expenditures

In the long run vou'll be better off if you oversize rather
than undersize vour septic tanks and leaching trenches. Health
authorities say this is now common practice among the “old
pro’s™ in home building. These builders have learned it's much
smarter to play siafe with these tricky systems than risk the
danger of callbacks and lawsuits when failures occur.

Everywhere the trend is toward stricter rcgulations. In
county after county, health boards and building inspectors are
raising minimum tank sizes from 500 to 730 gallons and
asking for more careful soil tests.

Much of the impetus behind this trend comes from recent
widespread distribution of a U.S. Public Health Service report
on septic tank practice. The whole stress in the report is put
on adequate percolation tests, including overnight saturation
in scveral test holes. It recommends that tanks and tile ficlds
be adequate to take the flow from garbage disposers and
washers. This is sound advice. Even if vour new houses are
sold without these appliances, you can expect your buyers will
soon add them.

Whatever current regulations are in your area, your best
move is to get the PHS “Manual of Septic Tank Practice” by
sending 35¢ to the US Government Printing Office, Washing-
ton 25, D. (C.

2. Maybe a one-house aerated tank will solve

Several companies have brought out small complete treat-
ment svstems as an alternative to septic tanks where the latter
won't work, Most are based on the activated sludge treatment
method (see p. 119).

Your ability to use this system will depend on your health
board’s regulations. These plants are all new and not widely
known. Most are still under development. FHA to date will
not accept them as adequate treatment systems for houses it
insures. Nevertheless. in some areas health authorities approve
these plants and even encourage their use. In some cities vou
can discharge the tank’s effluent directly into a stream or
ditch; in others. it must first run through a leaching ficld.

The acration plant described at right is Yeoman Brothers’
Cavitette. Air drawn by suction to the tank’s bottom mixes
vigorously with sewage, reduces sewage parts by 70 to 80%.
Cost: about $100 more than septic tank if no tile field is
required. Another well known tank is Carl Boester’s Sanitoi
scwerless toilet (H&H, June '56).
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3. Seepage pits are the answer in a few areas where they are permitted

A scepage pit is a septic tank followed by a cesspool. Some
states permit them when absorption fields are impractical and
where the top 3’ or 4 of soil is underlaid with porous sand
or gravel.

The pit capacity must be computed on the basis of percola-
tion tests made in each vertical stratum penetrated. The per-
colation rate table suggested by septic tank systems is also
recommended by the us pHs for seepage pits, except that
soil in which water doesn’t drop 1” in over 30 minutes is
counted unsuitable. The bottom of the pit should be 2 and
preferably 4” above the ground water table. The effective arca
of the pit is its vertical wall. (Thus a pit 5 in diameter and
16" deep has an effective arca of 251 sq. ft.)

Adequate tests for deep pits are difficult and expensive to
make. Local codes vary considerably. Examples: Los Angeles
requires brick lining. Fresno requires block lining. Phocnix
requires no lining. and Sacramento requires the pits to be
filled to the top with broken stones.
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City sewers are worth an extra try

The very first step you should take—even before you buy
a piece of land—is to find out what your area’s sewer plans
are. Pay a visit to your health or planning board, alone or
with other builders. Learn everything you can about your
present and future chances of offering your home buyers city
sewer service. by far the best they can get.

Chances are you can help harrassed city officials in their
usually thankless job of expanding sewers into the suburbs.
I'hey need the help of builders and land developers as much
as you need their help. Today they arc more and more often
inclined to work with builders rather than against them.

Savs James B. Coulter. chief of suburban sanitation studics
for the US Public Health Service: “The home building in-
dustry can serve its own interest and be of incalculable service
to the community by urging, demanding and sponsoring
unified action toward sewerage planning. Perhaps the most
important necd in suburban sanitation today is for a sound
master sewcrage plan in every metropolitan center. Today
only a few arcas have such a plan. Only by close cooperation
between builders and public authorities—as has happened in
St. Louis. Louisville, Nashville and Pittsburgh, to wvarying
degrees—can action be taken that will insure orderly develop-
ment and suburban growth.”

City sewers save money for you and your buyers

If yvou plan carefully and overlook no short or long-range
chance to hook up to public sewers, chances are you will
save yourself the cost and trouble of putting in risky septic
tanks or tying up capital in community systems.

You also get a strong talking-point advantage over builders
who don’t offer city sewerage. Home buyers who get city

sewer service when they move in are hundreds of dollars better
off than if they don't get it for several years.

Here is some cvidence you can use to convince your pros-
pects of the value of sewers to them:

It usually costs three times as much to lay sewer lines in
paved streets as it does to lay them at the time the roads
and houses are built. The added burden on the home owner
amounts to an average of about §5 per front foot of his lot.
If he has a 100/ lot, that means $500 out of his pocket when
the city eventually extends sewers to his neighborhood.

You can take temporary steps to speed sewer service

Even if city sewerage isn’t available at your tract now, you
may have a chance to provide substitutes that will hasten
sewer service, at little extra cost.

You may be able to arrange with local authorities to put
in individual on-lot disposal systems on small lots if vou put
in “dry sewers” at the same time. This means a central collec-
tion system that remains unused until the city sewers are
extended. In some areas, the arrangement includes an assess-
ment against cach house or each acre of your tract to pay
for the extension of sewers to your site. All builders and
home buyers in your arca share in the costs and advantages
of the plan.

Pressure mains may prove an economical temporary
method. cheaper than dry sewers. This involves vour installa-
tion of pumping equipment and temporary low-cost mains to
carry the raw sewage from your tract to the distant city sys-
tem. Depending on the distance, you might finance this alone
or jointly with other builders. The cost depends in large part
on how long you must operate the pumping equipment.

Long-range planning provides sewers in advance of new suburban houses

In Johnson County, Kan,, on the outskirts of Kansas City, carefully
made plans provide for stage development of public sewers and
treatment plants. Each main sewage district has sub-districts like the
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one shown, all based on natural drainage basins. Trunk sewers are
put in large enough to carry the future maximum load required.
Temporary mains are replaced as other districts hook up./ENp
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Next

Commissioner Mason

plans to

Roy Stevens

DEBALKANIZE FHA PRACTICE
TO COVER MORE APPLIANCES

In Pittsburgh, vou cannot finance a range, clothes washer, clothes dryer, freezer, or

garbage receptor under an FHA mortgage.

In Philadelphia, 294 miles away, in the same state, you can include them all.

In Grand Rapids, you cannot include an incinerator, dryer, range, refrigerator,
clothes washer, kitchen mixer or water softener.

In Detroit, 143 miles away, in the same state, you can include them all.

58 FHA offices will include drvers in the mortgage, 16 will not; 66 will include
ranges, 8 will not; 22 will include freezers, 52 will not; 14 will include window
shades, 60 will not; 59 will include clothes washers, 15 will not; 10 will include room

air conditioners, 61 will not.

Now that Commissioner Mason has cleared up the confusion over FHA income
requirements (H&H, Jan.), he is turning his attention to this chaos.

About his plans to clear up the problem of what may
be included under the mortgage, Mr. Mason says:

“I am reviewing carefully the conditions House &
HoME is writing about, because I believe FHA must
lead the industry, not just perpetuate past practices.
FHA must work toward better living conditions for all
American families, not just be satisfied with the
progress up to now.

“FHA should do its best to prevent a ‘Balkanization
of America’ in its offices. We should have uniform
practices so far as possible.

“There is another reason for my interest: FHA <ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>