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Sell 1n hagh style

with Cosmopolitan® Vinyl Flooring

)

i
A\

Congoleum-Nairn presents inspired magnificence in fine
seamless inlaid vinyl with new sparkling metallic magic

Trade up your homes inexpensively...and make them different. Install
Congoleum-Nairn’snew luxury vinyl-by-the-yard: Cosmopolitan. Here’s
a superb sheet of ultra-smooth, glowing vinyl...rich yet subtle com-
binations of precious marbles and sparkling metallics...in a seamless
vinyl floor of superb smoothness and glow offering the maximum in
burnished luster. See all the decorative potentials of Cosmopolitan
vinyl — and also learn all about Congoleum-Nairn’s new Builders’
Selling Aid Program.

ALL PATTERNS ACTUAL SIZE. To the left. il .

6204, upper right 6209, lower right 6200. e

SPECIFICATIONS: By the yard, 6 feet ( M On O eum' a,lrn
ide. May b d bove-grad \ ) )

wide ay be wused on above-grade s/ FINE FLOORS

floors of wood, concrete or ceramic tile,
with or without radiant heating.




BUILDER AFTER BUILDER ACCLAIMS THE
SELLING POWER OF B& G’ Hydronic HEATING

A few of three thousand projected homes in which
B&G Hydro-Flo Heating is installed.

Builder is using B&G Hydro-Flo Heating
in one hundred homes like this.

The builders of the homes illustrated here have realized that to
attract today’s critical home buyers takes visible extra value...
demonstrable extra quality!

A “hydronic” B&G Hydro-Flo Heating System does just that
...adds a genuine quality touch...assures the buyer that he is
getting more value for his money. It’s a matter of record that
this forced hot water heating system is proving a sales clincher!

No other equipment can offer so
much immediate comfort or so
many possibilities for more gra-
cious living in the future. The B&G
Hydro-Flo System endows a home
with all the essentials of good heat-
ing...the right quality of heat...
operating economy...and long-
lived equipment.

It’s cleaner heat—doesn’t soil
walls and draperies. It’s quiet heat
—no fan hum. If desired, the same
boiler that heats the house can be
equipped to furnish year ’round
hot faucet water. Summer cooling
and snow melting equipment can
be included —when building or
later. And the B&G Hydro-Flo Sys-
tem can be easily zoned for the
ultimate in heat control and fuel
economy.

Hydiro-Fie SYSTEM

BELL & GOSSETT
C O M P A NY

Dept. GF-10, Morton Grove, lllinois
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronts 16, Ontario

14,000 people jammed through this home to
see how Hydro-Flo Heating made
the basement completely usable.

B&G Booster
Key unit in a B&G
Hydro-Flo System.

A typical example of a top quality
split-level home equipped with a
B&G Hydro-Flo System.

""HYDRONIC HOMES" SALES
PROMOTION FOR BUILDERS

A comprehensive program of ideas
and sales helps for utilizing the out-
standing and exclusive advantages of
hydronic heating. There’s no obliga-
tion in getting all the facts—write
today.

HOUSE & HOME June 1960 Volume 17, Number 6, Published monthly by TIME INC., Rockefeller Center, New York 20, N. Y. This issue is published

JUNE 1960 in a National and Western edition. Second-class postage paid at New York, N. Y. and at additional mailing offices. Subseription price $6.00 a year, 3







Monterey

» S vl shower
enclosure

and floor

Now you can custom-build a luxury shower
at a cost you never dreamed possible.

The Fiat Monterey Shower Enclosure
and floor were designed to help you do just that.

Made for each other. And like the ideal
couple who live happily ever after, these
perfect companions insure a permanently
trouble-free installation.

Construction time is cut to a fraction. The
pre-packed, pre-hung, pre-assembled Monterey
enclosure saves hours of costly cut-and-try.
32" and 36” models each allow a full 114"
adjustment—34” on each side of the frame—
to compensate for out of plumb openings.
Adjustment is instant—and accurate!
The one-piece PreCast Terrazzo Floor does
away with old-fashioned sub-pan, mortar,
and tiling construction—slides into place
in one simple operation,

Get the facts about
these new time and [ FIAT METAL MANUFACTURING CO.

costcutting products ! 9301 Belmont Avenue, Franklin Park, lllinois
—send today for

details! Please send me data about the Monterey Shower Enclosure and PreCast
& Terrazzo Floor.

Name Title

Company
Address

City. Zone State

JUNE 1960 5




for S=-way
easy sell

build your houses with -cf,,.,/;.,“:[_o:_,
BIRD’'S 3-way protection — 4 //{ £ /£
top, bottom, and sides x y /‘/7/ 7
/4 L 4/
VA
L

~ SIDE PROTECTION with beautiful new

~ BIRD-ALCOA
'*ALUMlNUM SIDING

that does not rot, rust, or corrode

THE BIRD “3-WAY-PROTECTION" ANGLE mach
HAS POWERFUL SALES APPEAL ( e

Advertise it, talk it up, feature it . . . you’ll cash in on this unique angle

that gives your customers so much lasting protection three ways.

Bird has informative printed matter and strong sales aids on all these
products to help you put the story across. Get this material from your
Bird salesman or write direct to Bird & Son, inc., East Walpole, Mass.

Building

BIRD & SON, INC BIRD Materlals
4 ¥ & SON.inc.
E. Walpole, Mass. » Chicago, lll. « Shreveport, La. « Charleston, S. C. (Gasest
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READ HOW

Notice that we say “electric winter and
year-round air conditioning.” We're not
talking about ordinary resistance heating.

We're talking about the new American-

Standard Electric Winter and Summer Air Conditioning Systems that can

(1) deliver air to every room at exactly the right temperature; (2) deliver humidity-

controlled air in both winter and summer: (3) filter the air to remove pollen, dust and

lint; (4) gently circulate the air to freshen it and carry off odors. Only winter and summer
air conditioning can deliver these four essentials of comfort!

NOW READ ABOUT THE TWO AMERICAN-STANDARD ELECTRIC HEATING & AIR CONDITIONING

SYSTEMS THAT DELIVER THE 4 ESSENTIALS OF COMFORT—AND CAN HELP YOU SELL MORE HOMES!
,

JUNE 1960




Ordinary radiant electric
systems provide heat...but
they lack the four essentials
to comfort—air circulation
...air filtering ... humidity
control ... adaptability to

central summer cooling.

American-Standard electric furnace
plus add-on summer air conditioner

Here is a system for all-electric year-round air con-
ditioning that is practical in any section of the
country where electric heating is now being pro-
moted by the local electric utility company. And this

install originally or offer as an option.

IN THE SUMMER

IN THE WINTER

This compact American-Standard Electric Furnace
takes only 19” by 30" of floor space. It needs no chimney
or flue (think of the construction savings right there!),
and can be installed almost anywhere in the house—
basement, closet, utility room, alcove for both up-flow
and down-flow installation. Heating capacity is adjust-
able to meet exact requirements between 41,000 and
82,000 Btu per hour. Blower capacity will handle up to 5
tons of summer add-on air conditioning—which you can

Complete whole-house summer air condition-
ing is a snap to add to the American-Standard
Electric Furnace. All moving parts of the air
conditioner are located outside the home in the
Condensing Unit. The Condensing Unit is con-
nected to the cooling coils (Evaporator Unit)
located in the ductwork, and the furnace blower
sends cool, dehumidified, filtered air to every
room. There is an Evaporator Unit for every
type of duct system, with Condensing Units in
2, 3, 4 and 5 H.P. capacities to cool any size
or type home you are building.

For truly professional electric heating installations, contact the
man whose business for years has been home heating and
cooling—your American-Standard Year-Round Air Conditioning
Dealer. Electricity is a ‘‘fuel”. . . and the American-Standard
air conditioning dealer is well qualified to analyze the special
problems of heating and cooling your homes electrically. He can

is the only all-electric system that lets you offer
your prospects complete winter air conditioned
comfort . . . plus central summer air conditioning as
either standard or optional equipment.

When the thermostat calls for
heat, airiscleaned asitisdrawn
through the filter (A) by the
blower (B) and is warmed as it
travels across the electric re-
sistance heating elements (C).
It is then evenly circulated to
every room. A measured
amount of fresh air is drawn

‘ ® into the system to eliminate
® ') odors and control humidity.
Sl
O

The air to be cooled is cleaned
as it is drawn through the filter
(A) by the blower (B), then is
cooled and dehumidified as it
passes through the evaporator
coil (D). It is then sent through
the ducts to room registers. The
heat removed from the air by
the refrigerantin the evaporator
is carried to the compressor
(F). Thecondensed, hotrefriger-
ant gas moves to the condens-
ing coils (G) where a fan (H)
cools the refrigerant and blows
the heat away. And this cycle
keeps repeating.

recommend the proper type and size of equipment for your
needs. He has both the skills and the tools to do the job right—
so you can be sure of long-term satisfaction with little need for
call-backs or service. Most important, he’s backed by all the
technical know-how of the heating industry’s leading company—
American-Standard Air Conditioning Division.

HOUSE & HOME




American-Standard year-round
electric heat pump

A heat pump is a year-round air conditioning unit
that supplies heating or cooling automatically 365
days a year! When cooling is called for, it pumps heat
out of the home; when heating is called for, it pumps
heat into the home. And with the addition of our

The American-Standard
Packaged Heat Pump, con-
sists of an outdoor unit and an
indoor unit in just one jacket.
It is usually installed through
an outside wall of the home so
that half the unit is inside the
home, half outside—or the en-
tire unit may be put outside
and connected through the
wall with ductwork. The unit
providesthe mostcompactand
inexpensive type of year-round
air conditioning possible.

ATTIC CENTRAL HALLWAY BASEMENT

supplemental electric heating unit, the American-
Standard Heat Pump is perfect for homes in a sur-
prisingly large part of the United States. Prospects
love it—it gives your homes terrific extra sales
appeal!

The American-Standard Split System Heat
Pump consists of two units—an indoor unit
with a heating and cooling coil plus an air
distribution blower, and an outdoor unit con-
sisting of the refrigerant compressor, fan
and a second heating-cooling coil. The in-
door unit is located at any convenient place
in the ductwork. It is connected by refriger-
ant tubing to the outside unit, located any
convenient place outdoors.

IN THE SUMMER

Inthe summer the American-Standard
Heat Pump operates in exactly the
same manner as the conventional air
conditioning equipment described on
the opposite page.

Utilities support electrically heated homes with powerful *“Gold
Medallion Home’”’ Promotions. Here are some examples of the
help many electric power companies are giving builders: tech-
nical help in making electric heating installations . . . model
home displays . . . directional site signs . . . outdoor night illumi-
nation for models . .. ads in newspapers and on radio . . . model

JUNE 1960

IN THE WINTER

In the winter the Heat Pump reverses
itself to gather heat automatically from
outdoors. Outside winter air, no matter
how cold, is warm in comparison with
the cold refrigerant coils. So the
“‘warm’ outside winter air gives up
] ‘ heat to the coils, warming the refriger-

ant, which then carries this heat into
the home.

]

.

home brochures . . . demonstrators in the model . . . an allow-
ance toward the cost of electrical installation work.

Now's the time to get maximum benefit from these incentives.
They combine perfectly with the American-Standard Air Condi-
tioning Division Builder Promotion. Contact your American-
Standard air conditioning dealer today!




AMERICAN-STANDARD MONTHLY REPORT

What'’s new from American-Standard!

NEW ECONOMY DISPOSER

adds that extra touch that delights women. Extra-quiet, con-
tinuous feed, and self-cleaning, unit has a durable grinding
chamber and stainless steel cutting teeth that can be re-
versed to double its life.

NEW LOW WATER HEATER

the Arcolow, is just 54%" low to the top of the draft hood in
the 30 gallon size . . . can be installed in low-overhead areas
where many other heaters cannot. Gas-fired, it has a mag-
nesium anode to prevent corrosion, 100% safety controls,
Fiberglas insulation. Glass-lined or galvanized in 30 and 40
gallon sizes. Other gas and electric models in full size and
price range. Plumbing & Heating Division, 40 West 40th
St.,, N.Y.18, N. Y.

YOUNGSTOWN KITCHENS
new 24-inch Diana Oven-Range

... the only built-in that installs like a base cabinet!

1. Cut-out counter top for drop-in surface unit. No sealers to install
or separate controls to mount.

n

Drop-in surface unit. Can be replaced anywhere in counter top.

3. Slide-in complete oven base unit under counter. Then make a
single electrical connection for both oven and surface units
through the front panel. Surface unit can also be installed any-
where along a continuous counter top.

.. gives a kitchen that ‘‘custom-built”’ look!
® Flush-front fits perfectly withYoungstown Kitchen base cabinets.

® Chrome-lined oven has easy-to-clean removable racks, smoke-
less broiler pan.

® 4-burner electric surface unit has finger-tip controls on top ...
easy-to-reach for the housewife, yet safely out of reach of small
children.

Youngstown Kitchens Division, University St., N. E.,

Warren, Ohio.

WEATHER STATION

Top-quality comfort control your prospects can see! The
new American-Standard Weather Station gives your pros-
pects dramatic visible proof of the year-round comfort
built into your homes! It reports continuously on indoor
temperature, humidity, outdoor temperature and baro-
metric pressure. Push buttons set the system for heating,
cooling, or air circulation and filtration only. The automatic
clock-thermostat gives 24-hour temperature control. An
automatic set-back cuts night-time temperature by five
degrees—a strong fuel-economy story foryour salesmen to
point out. There is even a warning light that indicates when
the filter needs changing! Air Conditioning Division, 40
West 40th St., N. Y. 18, N. Y.

CHURCH SNAP-OFF SEAT
and cover make it easier to clean. Both
seat and cover are easily removed
without detaching hinge posts from
o . bowl. The No. 300, a smart, modern
o . design with streamlined cover, is high-

{ L rm—— .
= ‘?\ by "~ impact plastic. White and colors.
f B S ]

American-Standard and Standard® are trademarks ot American Radiator & Standard Sanitary Corporation

' C. F. Church Division, AMERICAN RADIATOR & STANDARD SANITARY CORPORATION
Box 471, Holyoke, Mass.

10 HOUSE & HOME
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 with Qualilgblt Wood Wendlouws

Here's a window line so complete that it's bound to suit your
requirements. The Qualitybilt Wood Window line ranges from pre-
cision-crafted, slimline Casements to the versatile, economical
4-Ways . .. includes the novel Gliders, Double-Hung, and
Picture Units. If it's quality you want . .. at a reasonable price ..
then investigate this full line! There's a Qualitybilt Distributor
near you with complete details. See him TODAY,

or, write us for full information.

See our catalog in Sweets Architectural and
Light Construction Files!

FARLEY & LOETSCHER MFG. CO.
DUBUQUE, IOWA

Entrances / Doors / Frames / Sash / Blinds / Casements / Glider Windows / Sliding Doors / Screens / Combination Doors / Storm Sash / Garage Doors
Mouldings / Interior Trim / Sash Units / Louvers / Kitchen Cabinet Units / Cabinet Work / Stairwork / Disappearing Stairs / “Farlite’” Laminated Plastics

JUNE 1960 11
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DY-To-aPPLY 50ffits do you need?

Save hours
of on-site cutting
and fitting

\

Primed, Vented, Screened o Immediate delivery
of Standard Sizes from Stock & 127.16".24” -32"
36"-48" widths o & and 12 lengths

Savings on hundreds of projects are running 25%. Upson soffits won’t crack, split or
check. Delivered to your job cut to size, with or without screened vents. Waterproofed, white
prime coat finish. Clean, straight edges. Aluminum “H” moulding supplied for strong
attractive joint treatment. Excellent painting qualities.

Our technical staff will gladly consult with you on your requirements. Phone, wire or
write. The Upson Company, Upson Point, Lockport, New York.

THE UPSON COMPANY ¢ UPSON POINT e LOCKPORT, NEW YORK
PRIMED SIDING . DUBL-BILT - TRIM-BILT « SOFFITS - ALL WEATHER . STRONG-BILT
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Frank Lloyd Wright
employed

VERE

COPPE

in a dramatic and utilitarian manner on the roof
of the I. N. HAGAN residence, Uniontown, Pa.

In residential building today architects are using the
roof to do more than keep out the weather. They are
designing the roof big . . . with 3’ and 4’ overhangs.
This makes houses look bigger, gives them more sweeping
lines, keeps down heat and cooling loads, reduces
maintenance and affords better protection of window
and door areas from rain and snow.

To aid the architect in producing the ‘“‘big roof” effect
there is no material quite like copper. Its ease of work-
ability and fabrication, its flexibility in design, make it
the ideal tool in the hands of the master designer. And
its qualities of endurance have been unmatched for
centuries.

A most striking example of what can be done with
copper is illustrated by Frank Lloyd Wright’s dramatic

usé of copper on the roof of the HAGAN residence.
The bold scale of the unique stepped design stretches
this house out to huge proportions, making it hug the
terrain as though it were part of the countryside.

Construction details and application techniques used
to apply the roof were discussed jointly with owner,
architect, sheet metal contractor and Revere. In fact,
Revere’s Research Department and Technical Advisory
Service made up models of the recommended details
in order to make sure their recommendations were
practical. These details were then discussed and accepted
by the owner, architect and contractor, and working
drawings prepared.

Why not call on Revere’s Technical Advisory Service
to assist in your specifications and planning?

REVERE COPPER AND BRASS INCORPORATED
Founded by Paul Revere in 1801
230 Park Avenue, New York 17, N. Y.

Mills: Rome, N. Y.; Baltimore, Md.; Chicago, Clinton and Joliet, Ill.; Detroit, Mich.; Los Angeles and
Riverside, Calif.; New Bedford, Mass.; Brooklyn, N. Y.; Newport, Ark.; Ft. Calhoun, Neb. Sales
Offices in Principal Cities, Distributors Everywhere.

HOUSE & HOME




Roof’’ points to a new era for the

9,000 LBS. OF 20 OZ. REVERE COLD
ROLLED COPPER used on the roof were
supplied to the Sheet Metal Contractor,
HENRY J. COOPER COMPANY, Union-
town, Pa., by the Revere Distributor,
WILLIAMS AND COMPANY, INC.,
Pittsburgh, Pa.

2" WIDE CLEATS~ 2oc

20 0z C.R COPPER
SHEETS 30'x 96"

COPPER NAILS 4"0C. :
DETAIL SHOWING stepped design and
how continuous edge strip was applied.
Distance between*seams was 23"’ to
the weather using Revere 20 oz. 30"/ x
96" copper sheets,

CONTINUOUS
200z CR COPPER
EDGE STRIP

CONTINUOUS
LOCKING STRIP
SOLDERED

2'x 4" CUT ON A TAPER

CLOSE-UP SHOWING full support be-
tween horizontal battens, as suggested
by Revere’s Technical Advisory Service
after careful study. Expansion joints
were made 24’ apart. General Con-
tractor was HERMAN H. KEYS, “Master
Builder,” Uniontown, Pa.

JUNE 1960
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Only Hotpoint gives you so

Model RJ76-A right-hand control panel

Model RJ77-A left-hand control panel

Only Hotpoint &Iﬁn CREST |Ovens

give you all of 1960°’s newest, most exciting features

NEW hood-fan automatically removes cooking odors
during broiling and barbecuing.

NEW control panel comes mounted on side that fits your
kitchen plan best.

NEW ?vventilation system circulates more even heat over
every inch of each shelf for better baking.

NEW mirrored window gives a clear view inside when
oven lights are on, but with them off the window acts as
a mirror, hiding the oven interior.

NEW full-width door lifts off; new chrome floor liner,
oven units and broiler spatter guards remove for faster,
easier oven cleaning.

'PLUS'—Rota-Grill for recipe-perfect barbecues, Roast-Right Meat thermometer for just-right roasts.

Model RU75-A

New Hotpoint @.:l:... CRE ST |Surface
Section with Cook Book Controls and
Calrod® Recipe Heat Units

Now you can offer your prospects an end to cooking guess-
work and an aid to recipe-perfect meals every time. One
glance at Hotpoint’s simple Cook Book instructions on the
control panel shows how to enjoy the easiest cooking ever.
One touch of a button lets your customers cook with Recipe
Heat . . . heat as accurately measured as the ingredients of
any recipe. And with the temperature-controlled Super-
matic unit any pot becomes an automatic cooking utensil.
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How to boost profits by raising roofs

Most growing families need more living space.
You can give it to them with C.I.T.’s Property
Improvement Plan. You can push out a dormer
in the attic or build a complete second story; add
a new wing or completely remodel a home.

The C.IT. Plan rounds out your remodeling
package. It helps you close in two fast steps: (1)
estimate the job, and (2) close the sale by quoting
low monthly payments. Use this plan to upgrade
the sale, sell a more extensive job. There’s no
down payment—up to 60 months to repay, and

Credit Life Insurance on the unpaid balance.
More than seventeen million families have used
financing by C.L.T.—the nation’s largest inde-
pendent finance company. 400 offices, coast-to-
coast, assure you of quick approvals and depend-
able service. Find out how you can increase your
property improvement business with the Uni-
versal C.I.T. Property Improvement Plan. Call
your local Universal C.I.T. representative, today.
Or write: Universal C.I.T. Credit Corporation,
650 Madison Avenue, New York 22, New York.

Property Improvement Plan

25
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= the slimmest!

(ONLY 1%" THIN!)

A scant 1% inches thin, a sleek 4} inches low—Arvin
Invisa-Line low wattage baseboard brings you an exciting
new dimension in electric heating. Here is a unit that hugs the
wall and disappears from conscious view once installed, and
i’s yours exclusively from Arvin, world leader in portable
electric heat and pioneer in electric heating for more than a
quarter of a century.

Electric heating is here and rapidly growing in acceptance.
Team up with Arvin, foremost in styling, safety and merchan-

~ the trimmest!

(ONLY 4%" LOW!)

dising know-how to assure yourself the biggest possible share of
business from the expanding electric heating market. Com-
pare Arvin electric baseboard with any other unit. See the dif-
ference in size. Check the safety difference in wattage. And
note the tremendous selling advantages Arvin offers you with
its established and accepted brand name that’s nationally ad-
vertised . . . plus a hard-hitting merchandising program de-
signed to help make your Arvin electric heated homes the
easiest of all to sell!

HERE'S HOW INVISA-LINE HELPS YOU SELL HOMES

BRAND ACCEPTANCE—Millions of families enjoy Arvin prod-
ucts, advertised nationally in leading magazines. The Arvin brand
name is presold and is recognized as the leading name in portable
electric heat. These factors combined help assure ready-made ac-
ceptance for Arvin baseboard heat!

RESEARCH —Serving the Arvin family of finer products, manu-
factured in 15 Arvin plants, are the extensive Arvin research and
development facilities, where Arvin electric baseboard heat was
designed using 27 years of experience. The result—the most ad-
vanced heating systems available to builders.

PRODUCT EXCELLENCE—The exclusive design and construc-
tion of Arvin baseboard heat adds extra selling power to every
advantage of electric heating.

GREATEST EYE-PLEASING DESIGN AND SAFETY—
Arvin baseboard heat’s unmatched trimness blends easiest into any
decor, and its low wattage assures safest possible performance.
THE QUIETEST, CLEANEST, FASTEST HEAT —Arvin’s
heating element is mounted on floating holders to eliminate all
expansion and contraction noises. The natural convection of the
heater provides uniform air circulation as the high-capacity heating

..> ARVIN ELECTRIC RADIANT CABLE HEAT

The finest in completely concealed heat. New!
No braid or loom required; cold leads have
heavy, UF-type insulation. Easily installed
with new-design staples. Nickel-chrome ele-
ments. u

element produces heat faster and more efficiently.

MOST ACCURATE HEAT CONTROL—Individual thermo-
stats provide individual room-comfort control . . . plus the un-
paralleled economy that results from this flexible heat control.
And for absolute safety in controlling heat output, exclusive Arvin
“heat-limit” safety thermostats, build into each baseboard section,
prevent overheating.

LOWEST INSTALLATION COST —Arvin baseboard heat elim-
inates the need for expensive central heating plant installation,
saves approximately 15 square feet of floor space at $10 to $15 per
foot, plus a chimney at $80-$100, and all ductwork. What’s more,
Arvin baseboard heat sections are pre-wired for connection at either
end, saving you the time and labor costs of wiring-in’"

GREATER HOME VALUE—A home electrically heated with
Arvin baseboard units is a better-built home, because it is equipped
with the most advanced and efficient of all electric baseboard sys-
tems and represents greater loan potential. Remember, too, a warm
air furnace requires replacement or major repair every 10 years,
whereas electric heat units, with no moving parts, have a life ex-
pectancy of 40 to 50 years!

ARVIN WALL THERMOSTATS

Single and double pole models. Fast reaction,
dependable operation. Element reacts to both
room air temperature and radiant heat. Flush-
mounting; wires from front.

R T T T O B e R S B S T e e |
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the most advanced !

(ONLY 140 WATTS PER FOOT!)

TAKES THE LEAD

INELECTRIC HEATING

Setting the pace in size
safety, sales appeal

ARVIN

ARVIN THERMOSTATS —For economical installation
of Arvin electric heat—small, compact, convenient ther-
mostat baseboard sections are available. Each perfectly
matches other sections to provide a neat, inconspicuous
installation. Arvin baseboard thermostat sections save
the cost of “wiring in” a wall thermostat. Arvin wall
thermostats can be used if desired. In addition to base-
board thermostat sections, one or more Arvin ‘“heat-
limit” safety thermostats are pre-wired into each regular
section, depending on length. This safety feature, pio-
neered by Arvin, makes the safest heat even safer!

ARVIN HEAVY-DUTY FINS—Faster, more efficient
heat transfer—from heating element to fins to room—is
% assured by advanced Arvin engineering. The extra-heavy
continuous fins are an integral part of the thick metal
section that is welded to the entire length of heating
element. To assure long, trouble-free life, heating ele-
ment temperature is held to one-third of rated capacity.
Heavy-duty heating element is fully guaranteed for five
years, can be expected to last indefinitely!

ARVIN DESIGNS FOR BEST AIR FLOW—The ef-
ficient air flow through Arvin baseboard units is indi-
cated by arrows. Cool air enters bottom of unit, passes
over radiating fins where it is warmed and is then
radiated outward and convected upward. Secondary air
passage in rear of unit keeps back cooler and aids air
circulation. New chrome baffle attaches to front of fin
section, reflecting heat into air passage to further in-
crease warm air circulation efficiency.

Three Knockouts in Both Ends Simplify Wiring

High Wattage Baseboard—2” wide, 6”
high. Approximately 300 watts per linear
foot. 2150 to 7270 BT'U output, and 2867
to 9693 BT'U output.

ARVIN BUILT-IN WALL HEATERS

A complete line—six fan-forced and radiant models, from 3413 to
13,652 BT'U capacities. Instant-heating elements. Each model features
' Arvin’s new-design rough-in box and quick-fastening clamps that
greatly reduce installation time and costs.

ARVIN

WITH ARVIN'S
INVISA-LINE UNIT!

Attractively finished in the finest beige
enamel, Arvin Invisa-Line baseboard
heat units blend beautifully into any
room in any style home. The low, slim
design hugs the wall in such an incon-
spicuous manner, Arvin baseboard dis-
appears from conscious view once it
is installed.

Each section can be painted to match
walls or baseboard, if desired. Note the
handsome chrome top grill that pre-
vents objects from falling into unit and
aids in directing the warm air flow out-
ward and upward into the room.

No other baseboard heat offers the
over-all trimness of Arvin Invisa-Line,
plus true low wattage for maximum
safety!

INDUSTRIES, INC.

COLUMBUS, INDIANA

all yu notice
18 the warmth

i
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Chicago huilders get greater crack resistance at no extra cost with the

KEYMESH - KEYCORNER -

Lasting beauty and low maintenance are built
into the new Williamsburg Apartments located
in Chicago, Illinois. That’s because greater
plaster-crack resistance is assured by reinforc-
ing the lath and plaster walls.

Valenti Builders, Inc., Chicago, found it cost
no more to get this extra reinforcing quality.
By specifying Keymesh, Keycorner and Key-
strip galvanized reinforcing lath, the builders
got top quality reinforcement with greater resis-
tance to cracks and fire.

Tiled bathrooms in the Chicago project have lasting beauty
with KEYMESH reinforcement. The portland cement plaster
reinforced with Keymesh provides a strong, maintenance-
free base for the tile. You'll find Keymesh makes any gyp-
sum lath and plaster wall stronger and more crack resistant.
Keymesh rolls out flat and laps without bulging . . . forms
easily and cuts quickly. The open mesh permits rapid trowel-
ing and assures a full, even thickness of plaster. Keymesh,
Keycorner and Keystrip are galvanized against rust.




KEYSTRIP is a new addition to the Keystone line of
plaster reinforcement. Here, this flat strip rein-
forcement is stapled over joints where narrow
strips of gypsum lath are used. This use of Keystrip
adds strength where needed.

KEYSTRIP can be used as a reinforcement for plaster
in a space too narrow for strips of gypsum lath. A
full bond of Keystrip to the plaster is assured. Key-
strip also adds strength to points of stress above
doors and windows.

GALVANIZED
REINFORCING
LATH

Inside plaster corners reinforced with KEYCORNER
lath have almost twice as much resistance to crack- - a
ing as corners reinforced with other materials. Re-
cent tests and actual use confirm this feature. .

The men working on the Williamsburg Apart- B
ments, as on other jobs, found the preformed, 4-
foot lengths of Keycorner easy to handle. Key-
corner goes into place quickly and can be nailed
or stapled. The open mesh design makes it easy to
plaster over and assures a complete bond. .

three keys to stronger plaster
1
|

Get quality wall construction with lath
and plaster at low cost by specifying
the three keys Keymesh, Keycorner
and Keystrip. Send for more complete

information and results of recent tests KEYSTONE STEEI‘ & WIRE CUMPANY
conducted by leadinglaboratories. Write Peoria 7’ lllinois

Keystone Steel & Wire Company,
Peoria 7, Illinois.

Keycorner « Keymesh « Keystrip + Keywall « Keydeck « Welded Wire Fabric
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OD FORMS BOX BEAMS IN DRAKE HOTEL'S AMERICAN ROOM

DEALER MAKES PEWS
OF WIDEWOOD

Here’s another use of Hines
Widewood, typical of its
versatility. The H. L. Tay-
lor Lumber Company of
Wadley, Alabama, not only
secured the lumber order
for the New Hope Chris-
tian Church, but also made
the pews of Widewood
quickly and economically
in the yard’s own shop.

VERSATILE NEW WOOD

THINK OF ALL THE WAYS YOU CAN USE WIDEWOOD

Superintendent Larry Dawson and Head Carpenter
Einar Bergstrom of Chicago’s world-famous Drake
Hotel have discovered that Hines Widewood fills cer-
tain material needs better than any other wood prod-
uct. They chose Widewood for ceiling box beams in
the Drake’s American Room because of its long length,
sufficient width and clear surface, which took walnut
stain handsomely. Widewood was also used for val-
ances in remodeled rooms because of its convenient
length and resistance to twisting, warping or splitting.
Solid wood edges were another advantage.

Hines Widewood is made from selected pieces of top
quality kiln-dried Ponderosa Pine, precision joined

HOUSE & HOME



ROOM REMODELING PROJECT AT DRAKE DEPENDS ON WIDEWOOD FOR VALANCES

PRODUCT SINCE PLYWOOD!

and electronically bonded with waterproof glue. The
resulting bond is stronger than the wood itself. Wide-
wood can be made on special order up to 50” wide, 4"
thick and 24’ long. Available in choice of standard
sizes in three grades—common, select, and 100 9, clear.

Ideal for fascia, counter and table tops, cabinets,
soffits, closet wall units, open or enclosed shelving—
anywhere that extra wide or extra long material is
desirable. It’s easy to work, too!

Unlike plywood, Widewood has edges that hold nails
and screws, need no special finishing. It comes in wider
widths than lumber, with less tendency to warp. Ac-
curately milled and machine sanded by Hines. Prove
its advantages to yourself by actual use.

JUNE 1960

Send for free samples today!
Just call or write the man from

HINES

Edward Hines Lumber Co. Sawnmills at Hines, Westfir, Dee and Bates, Oregon.
Other plants: Plywood, Westfir; Hardboard, Dee; Millwork, Baker and Hines, Oregon.
Engineering and Development Division: Hood River, Oregon.

Edward Hines Lumber Co. Dept. 106

200 South Michigan Avenue, Chicago 4, lllinois

Please send me free samples and information about Hines Widewood.

Name

Title

Company

Address

City Zone State
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There will be 390 attractive homes like these in the first section of Steeple Chase—1200 in the whole community. All will have
the same basic floor plan and General Electric Thinline air conditioning.

“Home buyers want luxury,” says St. Louis builder. ..

$11,800-%13,800 homes sell fast; air conditioned by
General Electric Built-Ins with the decorator baffle

«“rgwo Built-In Thinline Air Conditioners cool and

dehumidify an entire house in Steeple Chase,

the new community we’re building,” says Robert

Edwards, presidentof Robert Edwards, Inc.“House-

hunters like the luxury of air conditioning. They’re
buying our houses faster than we can build them.

“People also are impressed by the interior baffle
on General Electric Built-In units. They like an air
conditioner that can be decorated to disappear!”

All homes in Steeple Chase have 1,051 square
feet of floor space. A Built-In Thinline of 9,500
BTU* capacity in the living room and another
Built-In unit of 5,300 BTU’s in the master bedroom
take care of all five rooms. Thinline cases are in-
stalled as part of the wall during construction and
the unitisslidinto place when the house iscompleted.
General Electric’s Golden Value Line of the 60’s
includes 18 room air conditioner models ranging
from 5,300 to 16,000 BTU’s. There’s a Thinline for
every air conditioning need . . . to fit almost every
wiring and installation problem.

I the living room of a model home, the baffle of the Built-In Thinline

Air Conditioner is painted to match the walls. See your General Electric representative and get

all of the facts. General Electric Company, Room
A contrasting color adds a modern touch to a bedroom. Baffles also Air Conditioner Department, Appliance Park,
can be papered, panelled, or hidden by a picture. Louisville 1, Kentucky.

8 .

*Cooling capacities are tested and rated in accordance with
NEMA Standard CN 1-1958 and are stated in terms of
British Thermal Units.

=
7
Z
%

..........

Progress [s Ouvr Most Important Product

GENERAL @3 ELECTRIC
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Dosle how buu%& wolla cam be ... with Standacd Vibrapc Block

&
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Harold Berry and associate, Donald Speck, reached
new heights in concrete drama in the $6.5 million
Home Furnishings Mart at Dallas, Texas. And they
used only standard Vibrapac block,

o

Yes, it's true! Nothing but standard Vibrapac block was used in
these walls. Yet look how dramatic they are. The secret, of course,
lies in the creative imagination of contemporary architects —
who see in concrete masonry a new idiom for creative expression.

Consider the boundless patterns available with standard block,
then review its proven features: permanence — high acoustical
and insulating values — low maintenance cost — and, above all,
its priceless fire safety and storm safety. Small wonder this
trusted old friend, Vibrapac Block, is- sparking architects and
sparkling walls everywhere. Keep it in mind for forthcoming projects.

S I SR 3 o G

i
§ oy

BESSER Gdnipany”
Alpena, Michigan, U.S-A.
First in Concrete Block Machines
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Put Pella’s creativity

to work for you!

Pella’s muntins snap in. . .

I
make cleaning and painting easy!

snap eul .3

Casements like these can be the best-selling feature
in your next house

Here’s a four-way sales assist in one up-to-the-minute
window design. From the quality shops of Pella: case-
ments with removable muntins!

This creative development means you can offer the
elecance of small-pane glazing without incurring its
higher cost. The snap-out, snap-in feature comes as a
happy surprise to prospects worried about window
cleaning and painting drudgery. And, best of all
— you can offer buyers a voice in both the exterior
and interior styling of their house by letting them

choose from the three removable muntin patterns avail-
able in each size.

Then there’s the glass! You’ll be calling close atten-
tion to these sales-worthy casement windows — and
nothing will spoil your demonstration. Because Pella
glazes with the finest!

As a supplier of glass to practically all pre-glazed
sash makers, American-Saint Gobain salutes Pella
and its worthy colleagues for their high standards

A Aof quality and creativity.
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ROOM DIVISION. Areas on
both sides share light and the
feeling of space —retain
privacy at the same time.

A striking way to separate
different room functions. The
glass shown here is ASG's
sparkling new Beadex®.

mileage per dollar
with these creative ideas in glass!

A glamorous accent or a dramatic vista
—here’s the way to achieve either at
least expense: through the magic of
Blue Ridge patterned glass by American-
Saint Gobain. No other material is so
bright, so smart, so versatile. An ASG
pattern — as part of your house design
or its interior decor —adds value far
exceeding its cost. In fact, functional
glass can replace costlier installations.
A patterned glass wall, for instance,
eliminates lathing, plastering, decorat-
ing on both sides . . . requires far less
labor. Here’s another plus: You can give
your prospect his own choice of a dozen
or more ASG patterns . . . or individu-
alize each of your houses by varying the
patterns yourself.

At right are a few of hundreds of pos-
sible hard-selling extras you can offer
with Blue Ridge patterned glass by
American-Saint Gobain. Contact your
local glass jobber, or our district office
nearest you.

AMERICAN-SAINT GOBAIN CORPORATION
Dept. HH-20, 625 Madison Avenue, New York 22, N. Y.

BATHROOM TREAT-
MENT. No self-conscious
hole-in-the-wall window
for this bath. Panels of to-
tally obscuring Blue Ridge
Huewhite® fill it with
softly diffused light, add
elegance and excitement.
(The shower enclosure is
Linex®.)

SKYLIGHTING. Attic space

is transformed into a smart,
unusual studio, with lights

of wired glass in the
Luminex® pattern with
Satinol® finish. This installation
adds exterior interest to

the house as well.

SCREENING. Glistening
Doublex® makes a dramatic
carport screen or garage
wall...or screens off an
undesirable view. A dozen
other ASG patterns will
accomplish the same purpose —
each with a distinctive flair

of its own.

ENTRANCE TREATMENT.

A door flanked by panels of
patterned glass by ASG adds both
light and beauty . .. extends a warm,
cordial welcome without sacrificing
privacy. The glass in the picture

is Blue Ridge Flutex®.

District Sales Offices in: Atlanta, Boston, Chicago, Detroit, Kansas City, Los Angeles, New York, Pittsburgh, San Francisco, Wilmington, Del.

JUNE 1960
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el’&ss _nylon pivots ‘and rollers carry the
_it's completely concealed. Builders like
imple
No. 381"

tcllaﬁon (md easy odiusimenfs of v

hardware prevents costly call hacks. ..
builds customer satisfaction

Temporary profits don’t build a solid business. You
may be able to save a few pennies by cutting hard-
ware costs, for instance, but in the long run it’s
products like National of Sterling hardware that pay
off. You stop costly call backs ... cut installation
time and build customer satisfaction that lasts for
years. These are some of the reasons so many promi-
nent builders insist on hardware by National of
Sterling.

NATIONAL MANUFACTURING CO.

19006 First Ave., Sterling, lllinois
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Advertisement

Now! At last!
Specifying
insulation

to fit the job
is as easy as

1,2...

Air-conditioning experts, electric heating experts,

utility experts, insulation experts...all agree on

THE NEW ALL-WEATHER COMFORT STANDARD é




How to specify the
insulation performance
- you want:

For superior comfort and economy, for electric heating or for air-
conditioning—specify the new All-Weather Comfort Standard:

ALL-WEATHER COMFORT STANDARD

BUILDING SECTION REQUIRED RECOMMENDED FIBERGLAST INSULATION
INSTALLED RESISTANCE

Ceilings R*=19 R =19 (Super thick)
R =198 (Full thick, Foil-enclosed, ceilings, summer)

R=11 (Full thick)
R=11S (Medium, Foil-faced)

Floors R=13 (Full thick)

(g’zf;rw ; zzz:cde) R=13S (Medium, Foil-faced)

R is a new way of stating the
installed performance of insulation
regardless of the direction of heat
flow. The higher the R the lower
the heating and cooling costs;

the greater the comfort.

R indicates the required installed
resistance by number, making it
easy to get the proper product
performance for the job.

R is a simplified guide to enable
you to specify the right insulation.
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How to be sure you
get the performance
you specify:

LOOK FOR THE

ON THE PACKAGE

Here’s how the R on the package above helps you be sure.  label on Fiberglas Building Insulation packages prominently
For ceilings, the installed resistance recommended in the  displays the installed performance of the product by its
new All-Weather Comfort Standard calls for an R=19. The R value.

More than ever, it makes sense to specify Owens-Corning Fiberglas Insulation

When you buy Fiberglas Insulation you know what you're in weight, easy to handle, requires little storage space and
getting. Now packages are marked with the R number that installs quickly. And Owens-Corning Fiberglas is the name
indicates the installed resistance of their contents. Along with your customers know and prefer on insulation ... a name
its certified thermal performance, Fiberglas Insulationislight ~ people associate with the best new homes.

For the complete story on the new
standards and on Fiberglas full
line of insulation, call your near-

THE OWENS-CORNING FIBERGLAS INSULATION LINE _f‘j\
. This is a

‘ Installed resistance and ap- 1 COMFORT est Owens-Corning Fiberglas
‘ Building section propriate Fiberglas Product % CONDI”ONED ofﬁce, or write: Owens-Corning
| V! ¢  Home Fiberglas Corporation, Box 67-F,
|

Toledo 1, Ohio.

For ceilings t1tR=19 (Super thick)

ttR=19S (Full thick, Foil-enclosed, ceilings, summer
R=13 (Full thick)
R=13S (Medium, Foil-faced, ceilings, summer)
R=9 (Medium)

Still America’s No. 1 new
home building and
merchandising program.

For walls ttR=11 (Full thick)

ttR=11S (Medium Foil-faced)
R=8 (Medium)
R=8S (Minimum Foil-faced)
R=7 (Minimum)

OWENS-CORNING

FIBERGLAS

T. M. REG. U. S. PAT. OFF.

+tR=13 (Full thick)
o il t1R=13S (Medium, Foil-faced)
(Over vented B e i
crawl space) =9 (Medium)
R=7 (Minimum)

ttAll Weather Comfort Standard Products

£T-M. (Reg. U.S. Pat. Off.) 0-C. F. Corp.
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Four successful builders in four parts of the country featur:c,i’
L(I)FE in their newspaper ads, because .. .“lt helps sell r;(;l:)szo.o
Simple as that.‘is a symbol of confidence to 18, ,aper
householders —so builders feature it in their own newsp
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L the man from

B nvites Yyou to
enjoy brand name depemiabilz'ty.’
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COMPLETE HOME ENTERTAINMENT..."In the wall, off the floor, out of
the way!” Here the magic of Color TV is combined with the finest pushbutton
Radio-"Victrola”® High Fidelity Stereo. 4-speed record changer slides out

for easy loading ... plays all records. Stereo AM-FM Tuner, visual Stereo Bal-
ance Control, 2-in-1 supercharged chassis with 58 watts of power. Shown is
Model BK-2 with DK-109 Panoramic Sound 3-speaker units.

(®RCA Trade Mark for Record Players)

f Ha B i . o

“LIVING COLOR” MURALTV... Like 2 sets in one, build in the magic
of Color TV and get superb B &W reception too. Simplified color-quick
tuning (new wireless remote control available), mirror-sharp picture,
3-speaker Panoramic Sound, adaptable for stereo. Above: The DK-107
Frame for rear ventilation. Front-ventilation design also available.

Living ColorMural TV"Built-ins by RCAVICTOR

B&W ““MURAL TV, .. Front-ventilated Model DK-103. The custom TV
look plus the convenience of “Wireless Wizard’” remote control. Superb
performance—25% brighter picture...3-speaker Panoramic Sound. Rear-
ventilated model available.

...sensational salesmen of new homes!

m What a drawing card! Builders
) who are advertising “Living

Color” TV Built-ins in their
model homes are getting the crowds. . .
and selling their homes. And this new
Color TV built-in is simply the leader in
the new RCA Victor line . .. the world’s
Jirst complete, specially engineered line of
built-in home enteriainment.

»yest THE MOST TRUSTED

Here is modern design at its best . . .
“off the floor, in the wall and out of the
way.” Here is superb performance in
TV, Stereo and Radio . . . what your
public expects from RCA Victor. It’s
the extra value that wins out over
competition.

RCA Victor Built-ins are available in
a complete line of fashion-leading styles,

with flush-mounted frames in wood
finishes to harmonize with any décor.
They’re expressly designed for simple
installation into walls, permanent room
dividers, or in cabinets and closets.

Experienced RCA Victor sales engi-
neers are ready to discuss plans, models
and financing with you.

Send coupon today.

RCA Sales Corporation

Box 1226— A10

Name

Philadelphia 5, Pa.

Please send full information on RCA Victor

Title.

RADIO CORPORATION OF AMERICA

Company

Street

City & State

r
|
|
|
ﬁ NAM E I N ELECTRON ICS i “Mural TV” and Stereo Built-ins.
|
|
|
|
I
|
!



Rooms above feature Metallic Style Kentile® Vinyl Asbestos Tile in Autumn
Gold and Dawn Gold, with Gold Feature Strips. Wall Base is Beige KenCove®.

. .. this Kentile Vinyl Asbestos floor will be
featured in the Kentile advertising that regularly appears in Life, Look,
Saturday Evening Post plus 17 leading magazines and 51 Sunday magazine
sections. Your home prospects see this advertising...know that Kentile Floors
are top quality, symbolic of fine construction in any home. And, with Kentile,
you can have distinctive flooring designs in each of your homes. Talk to your

flooring contractor. Remember: “You Get Much More In A Kentile Floor.”

SIGN OF GOOD VALUE!
Let Kentile’s big advertising
help you sell. Get your Free
Model Home Display Kit.
Write: Kentile, Inc., 58 2nd
Avenue, Brooklyn 15, N. Y.

CHOOSE FROM OVER 200 DECORATOR
COLORS INSOLID VINYL, VINYL ASBESTOS,
RUBBER, CORK AND ASPHALT TILE.
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New ‘industry’ bill would let Fanny May spawn little ones

Another starter in the fast-growing field of housing bills this session is an “indus-
try” bill introduced by Sen John Sparkman and Rep Albert Rains, but cooked up
in informal huddles of NAHB, NAREB, and MBA under HHFA chaperonage.
Aimed at making Fanny May a more effective central mortgage banking instru-
ment, it would do most of the things to Fanny May that are in Rains’ second,
omnibus, bill (see p 44) plus 1) put three public members, nominated by the
President and confirmed by the Senate, on its board; 2) give it power to charter
and supervise a flock of “little Fanny Mays” or federal mortgage investment com-
panies across the nation. With a minimum of $1 million private capital to start,
each could sell debentures to 20 times its capital, use the proceeds to buy FHA or
VA mortgages. Though HHFA sparked the talks that produced the bill, it doesn’t
necessarily approve or disapprove of the results. (For other news on the housing
policy front, see next page.)

Every family a home owner in ten years?

The average American family will have an annual income of $8,500 by 1970, and
all families will be able to own a home. This is the forecast of Prof Arthur R.
Upgren, head of the bureau of economic studies at Macalester College, St Paul.
Upgren bases his prediction on growing productivity and rising wages (he expects
national output to reach $700 billion a year in 1970, says: “I am very conserva-
tive, as President Eisenhower has suggested we can reach $750 billion™).

Upgren expects neither inflation nor a drop in interest rates. “The lowered
interest rates of the 30s and "40s probably contributed more to the rapid inflation
of construction costs than any other price level of equal importance,” he contends.

“The low rates were maintained by monetary tinkering. As a matter of fact, only dead
economies have no interest rates, and only sick economies have low interest rates.
We have shifted to more normal interest rates, and we shall do very well on that basis.
Everybody is earning the higher interest charge who has any occasion to pay it. Work-
ing men’s wages for many years since the end of the war have risen 180% a year.

This will pay 1% on an $18,000 mortgage and give working men all future pay and
productivity increases free and clear of a further interest charge.”

Still more roadblocks to renewal

Will new federal efforts to get more builders into redevelopment and rehabilitation
(NEws, May) work? Top Washington officials are convinced it is the Mo. 1 prob-
lem to lick if American cities are to rebuild their slums as quickly and economically
as possible. But assurances that FHA and URA will smooth their paths as much
as they can still don’t make renewal look attractive enough to lure many builders.
One reason that federal policies can’t change much: local public authorities can
{and often do) cause as many delays, headaches, as federal agencies. Says Phila-
delphia Builder Norman Denny: “The [local] government boys’ attitude is that if
you haven’t made $1 million this year you will next. So whenever you go in to
negotiate with them, they act as if you have the guns right out on the table.” And
builders wonder how much all the talk—both in Washington and the field—of
encouraging local redevelopers means when they see Philadelphia’s huge Eastwick
renewal project, stalemated for nearly a year as rival bidders, each with a different
set of political allies, struggle behind-the-scenes to see who will get the $250
million contract, with its potential $9 million profit.

WASHINGTON INSIDE: A Democratic
senator active in housing was good-naturedly
twitted at a recent dinner by a friend who

The rumors spring from an offhand remark
Sweet made when he heard a colleague was
headed for a job in the Southwest: “I'd like

remarked the Democrats have put so many
goodies in their housing bills this year, that
“the next thing, you’ll be letting them include
closing costs in FHA mortgages.” Deadpan
and unaware of the humor, the senator re-
plied: “Well, we may come to that yet.”
... FHA is getting a new assistant commis-
sioner for operations—the fourth man in a
year to hold the post. He is Edward J. Dee,
who as Ft Worth district director set the
whole FHA empire an example by making
appraisals “in a goldfish bowl” (H&H, Mar
’59). Recently, Dee has been in Washington
as a troubleshooter. William Painter, who has
been acting assistant commissioner for opera-
tions, is shifting to director at Houston—at his
own request. . . . Persistent and now-published
rumors that FHA Deputy Commissioner Cy
Sweet wants to leave the agency aren’t true.

to find one in the Northwest.” . . . The Su-
preme Court has finally agreed to review blue
laws that have crimped Sunday selling in
some states. Arguments will be heard in the
fall on appeals from Maryland, Massachusetts
and Pennsylvania. . . . Election-year jitters
won’t bother leading housing legislators from
the South whose nomination in Democratic
primaries are tantamount to election. Among
them: Rep Olin Teague (D, Tex.), Rep Al-
bert Rains (D, Ala.) and his old college
roommate (at Alabama University) Sen John
Sparkman (D, Ala.). Still in doubt is Sen
Estes Kefauver (D, Tenn.) whose primary
battles (which won’t be over until August)
have been keeping him so busy he hasn’t
been able to carry on his threatened investi-
gation of materials prices.

NEWS continued on p 44
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HOUSING POLICY:

Election year deadlock?

Nearly everybody wants Washington to tinker with
housing—his way. But the conservative coalition
will probably keep action to a minimum

Proposals for new legislation to reshape laws controlling housing are popping up
in more profusion than usual this spring. One big reason is that, for the first time
in years, the Administration has offered no plan of its own for a catchall housing
law. So nearly everybody is getting into the act on his own.

The upshot is that Congressional housing subcommittees are considering a clutch
of late-starting measures that probably won’t become law this year. Some may pass
Congress. The Democratic leadership—with one eye on the upcoming Presidential
election campaign—is aiming at sending comprehensive legislation to the White
House before Congress adjourns next month. But whether it will pass a bill
President Eisenhower will sign is another question. The conservative coalition of
Republicans and Southern Democrats seems to have enough votes to prevent

Congress from overriding vetoes.

Rep Albert M. Rains’ so-called “emergency housing bill,” is heading on course
toward a veto—unless the Senate bottles it up. Last month, it was attacked as a
profit-boosting windfall to builders, not a help to the home buying public.

But if little action is in prospect for this year, some of the proposals now getting
their first legislative airing may well become some of the most significant housing
laws of the Sixties—maybe next year, perhaps later.

Maneuvers to kill the Rains’ bill

Rep Albert Rains’ “Emergency Home Owner-
ship Act,” halfway to the inevitable veto, has
been given a crack that might Kill it short
of the Presidential axe.

The blow fell just after the bill, with its $1
billion cargo of FNMA special assistance for
low-price housing (NEws, Jan), passed the
House 214 to 163 and took its place with a
flock of others at hearings by Sen John Spark-
man’s Senate housing subcommittee. The blow
was dealt by Charles Wellman, prominent
California Democrat and legislative chairman
of the Natl League of Insured Savings Assns.
He denounced the last such Fanny May aid
(1958’s controversial Program 10) as “a
windfall to the bulk of the builders using [it].”
He said Congress “ought to find out what
happened to the $1 billion spent in ’58 and
’59 and . . . who is going to benefit from the
program in 1960.”

His own experience, said Wellman, indi-
cated builders, not buyers, were the chief
beneficiaries. “Program 10 didn’t lower the
cost to the homebuyer in most cases; it merely
increased the profit of the builder.” And, said
Wellman, “I certainly do not believe that the
building industry today is in such serious state
that a $1 billion Treasury program is neces-
sary to improve the profit margin of the
builder.”

With such a blast from a Democrat, the
Rains bill's chances in the Senate seemed
measurably dimmed. Even while the bill was
before the House, it stirred up remarkably
little support from industry leaders. Said Rep
Charles Widnall (R, N.J.): “I have yet to
have a letter from a homebuilder asking for
it:”

Other denunciations of the par purchase
provision came from House Majority Leader
Charles Halleck (R, Inc.) who labeled it
“political payola . . . $1 billion worth of
baloneyola,” and Sen Prescott Bush (R,
Conn.), who told MBA’s Eastern Mortgage
Conference it was:

i . that billion-dollar backdoor raid on

the Treasury known as the Rains Bill, which
goes under the fraudulent title, ‘Emergency
Home Ownership Act.’” Asked Bush (who is
eclipsing Sen Homer Capehart (R, Ind.) as
the Administration’s chief Senate housing
spokesman), “Have you ever stopped to think
that the federal government, through FNMA,
now holds two-thirds as much in mortgages as
it does in surplus farm products, which now
total almost $9 billion?” A good part of
Fanny May’s $5.774 billion portfolio is private
money, he conceded, but nevertheless, “When
the Treasury has slightly over $2.5 billion
invested in mortgages, it is a matter which
should be of some concern to the taxpayers.”

Only by dint of loud election-year cries that
its opponents were ‘“against progress” had
House Democrats cracked the coalition of
Republicans and conservative Democrats that
often kills big spending bills. They passed the
bill, but the crack still isn't wide enough to
override a veto.

A new ‘Christmas tree’
housing bill pops up

With the light of his aging emergency housing
bill on the wane, Rep Albert Rains has un-
veiled a Christmas-tree omnibus bill boasting
such spectaculars as cabinet status for hous-
ing, a new secondary market facility for
conventional mortgages, and FHA insurance
for land development loans.

Indications are that the bill holds the shape
of legislation the leadership will seriously try
to push through Congress this session. If so,
it is loaded with plums for nearly every seg-
ment of the industry. And because it skirts
such budget-affecting subjects as public hous-
ing and urban renewal, it should be about as
hard to denounce as Santa Claus. Main
points:

FHA:

Title I home improvement is extended two
more years, given another shot of insuring
authority.®

Race bias & public housing

Now it's official: racial friction is why so
little public housing is being built in north-
ern cities.

Testifying before the Senate housing sub-
committee, acting PHA Commissioner Law-
rence Davern said demand for public housing
was “phenomenal” but that, even so, there is
no need now for any more than the 37,000
unbuilt units already authorized. Sen Joseph
S. Clark (D, Pa.) asked why there is such
a gap.

“] can answer in one word: integration,”
Davern replied.

“You're candid, anyway,” Clark retorted.
Then he let the subject drop.

Mortgage insurance also gets another boost
in its authorization.*

Down payments are cut even more. The
present 3% down on first $13,500 is elimi-
nated entirely; the 10%-down bracket is ex-
tended to $20,000 and down payments on
higher values are cut from 30% to 25%.

Maximum loan limit is increased from
$22,500 to $25,000.

Maximum loan term is extended from 30
to 35 years.

Insurance premium is cut from 2% to
V4% unless the FHA commissioner makes a
formal finding that it would impair FHA’s
reserves.

Co-operative housing and rental housing
programs are amended, with the chief change
establishment of a mutual mortgage fund for
co-ops to give them “the same financing ad-
vantages as those . . . under the regular FHA
sales housing program.”

FNMA:

Borrowing power: increased from the pres-
ent 10 times capital & surplus to 15 times.

Advance commitments: authorized for the
first time.

Loans: also for the first time, authorized
on mortgages pledged by lenders as security.

Special assistance: par purchase made man-
datory; fees and charges limited; additional
funds provided,* subject to Presidential discre-
tion.

Nursing homes: a special fund * established
for special assistance to nursing homes built
under provisions of the 1959 Housing Act.

Advisory board: 12 members—one from
each Federal Reserve district—familiar with
problems of the housing industry, would be
established to advise FNMA.

A special plum to S&Ls is the provision
for a secondary market facility for conven-
tional mortgages. It would be a corporation
set up within the Home Loan Bank System,
with authority to buy mortgages from mem-
bers and issue debentures against its portfolio.

VA extension? Congress
leans toward voting it

Congress still appears likely to extend VA
home loans for World War 2 veterans be-
yond their June 25 expiration—perhaps to
the Jan 31, 1965 cutoff for Korean vets.
And despite Administration opposition, pro-
posals to extend benefits to peacetime vets
seem also to have a fair chance.

#Dollar amounts are left open, pending comple-
tion of hearings on the bill.
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Main problem—as every builder knows—
is finding mortgage money, with VA’s interest
rate frozen so far below the market (osten-
sibly to protect the veteran) that discounts in
most parts of the country are impossibly deep.
One proposal, by Chairman Olin Teague (D,
Tex.) of the House Veterans committee,
would let VA issue $5 billion a vear in 4% %
debentures to finance direct loans.

To give the debentures a flying start, the
bill would also authorize the National Service
Life Insurance Fund to buy 25% of them.
Either plan is a cinch for a Presidential veto.

Hearings on extending VA for World War
2 vets opened briefly last month, then closed
again. But they were set to begin again in
time to give Congress a chance to consider an
extension just before adjourning fo. the politi-
cal conventions next month.

Wind orn Capitol Hiil
(housing goals division)

Liveliest verbal sparring so far in debate over
1960 housing legislation is the round between
Sen John Sparkman’s housing subcommittee
and HHFAdministrator Norman Mason over
Sparkman’s proposal to set an annual national
housing goal (NEws, May).

Mason told the subcommittee that: “state-
ments of national housing policies and objec-

tives are desirable and helpful . . . [but] I do
not recommend goals expressed in terms of
the number of housing units . . . We must con-

sider the income groups for whom the housing
is being provided, the quality of the housing
. . . the special needs of our people, such as
elderly families and minority groups 2
Sparkman’s proposal to have the President
outline how the goal would be achieved is
particularly bad, he said, because, “any such
assurance would imply some government
regulation of the economy if that is necessary
to produce the number of units specified.”
Sparkman countered by noting that the
President himself had just named a Commis-
sion on National Goals with Dr Henry Wris-
ton, president emeritus of Brown University
as chairman. He also noted FHA Commis-
sioner Julian Zimmerman’s remark that cutting
FHA downpayment scnedules would help
reach the 1960 “target” of 1.2 million starts.

SPARKMAN: I do not quite get the distinction
between what I have proposed and what you
have been doing. You have been setting goals.
The only thing I provide for is that this thing
be scientifically arrived at.

MasoN: T would not claim that T knew every-
thing about the objectives of [The Wriston] com-
mittee. [But] the opinion that I formed from
talking with them [was] that they were not com-
ing out to say how many houses were needed.

SPARKMAN: Mr. Zimmerman . . . was not timid
about setting down the number of units we ought
to work toward.

MasoN: 1 am certainly not saying . . . that we
do not feel there is a necessity to look ahead to
try to estimate what type of housing is needed
by the American people . . . so I think we have,
in a way, to set desirable levels of attainment. . . .

SPARKMAN: Goals, desirable goals.

MasoN: . . . goals in the economy . . . but I
think it 1s quite a different picture when we come
by legislation to arrive at exactly what the Ameri-
can public should have because . . . we need
[then] to specify not just the overall number but
the various sectors ot the economy that these
are going into.

SPARKMAN: I would not advocate legislation
that . . . the President would have to designate a
certain number and then the country . . . have to
see to it that exactly that number is built. That
is not the purpose at all. The only purpose of
my bill is study and good and careful planning . ..

Mason: . . . we would like to have more funds
to scientifically study this market . . .
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SPARKMAN: I think our committee was unani-
mous . . . that there ought to be more research
and study than you are permitted under the pres-
ent law.

Sparkman’s plan also got lambasted by
Sen Prescott Bush (R, Conn). Cried he:
“This bill . . . virtually puts the government
into the housing business up to its neck.”

Asked Sen Edward Muskie (D, Me.): “Mr.
Mason, you are not really opposed to dealing
with numbers in this field, are you?”

Mason: T think this is part of the job . . . to
know something about how many houses we think
should be started, yes sir.

Muskig: Is there anything in the bill to suggest
that if there is a gap between the number of units
that ought to be built, and the number . . . the
President expects will be built, the President must
submit recommendations designed to close that
gap?

MasoN: As I read the bill, there is, yes, sir.

Muskie: Then you read the bill differently.

Mason: This probably is a matter of seman-
tics. I think it could be stated so we could agree.

MUSKIE: Are you afraid that if the evaluation

. is substantially greater than the number of
units which are likely to be produced . . . pres-
sure would increase for more government action?

MasoN: What T am afraid of is that we will
have to have a completely managed economy.

Sen Joseph Clark (D, Pa.) tried to focus
the issue:

CLARK: Mr. Mason, I would like to pinpoint
our philosophical differences in a friendly way
... I suggest . . . that the difference is that we
believe in planning and you do not . . . that you
think that a free, unregulated and more or less
chaotic economy can take care of the housing
needs of this nation, and we do not?

Mason: Sen Clark, I think that it is in the
measure of planning . . . Certainly, we do not
believe in a ‘chaotic’ condition.

We believe that there should be a greater de-
pendence upon p-ivate economy . . . Our differ-
ence is in the degree in which we be-
lieve that dependence should be put on the pri-
vate enterpise system.

SPARKMAN: I think the difference [is] in the
degree of planning . . .

CrArRk: We think the government ought to go
a lot further than you.

Mason: I believe in government leadership.

CrArk: Do you not think the government has
to know which way it is going to lead?

MasonN: I think the government does know. ..

NEWS continued on p 46

IssUuE DEMOCRATS

FHA premiums Want mandatory

tion housing.

Reporting fees &
discounts

normal
FHA & VA loans.

Individuals as mort-
gagees

NEW HOUSING ISSUES—WHERE THE PARTIES STAND

reduction to
V4%, at least for some multi-
family rehabilitation and reloca-

Would require originating mort-
gagee to report all charges except
origination fee on all

Would require FHA approval of
individuals as mortgagees.

REPUBLICANS

Contend FHA reserves, especially
for special programs, ave not se-
cure enough to make this a “re-
sponsible” move, but would wel-
come discretionary authority.

“Unnecessary and undesirable.”
Current market information ade-
quate; proposed data would be
50 voluminous it would be too old
to be useful by the time it is pro-
cessed.

Oppose as unnecessary because
individuals can now invest in
mortgages through approved in-
stitutional mortgagees; would be
workable only if institutions re-
tained servicing for individuals’
acccunt.

Extend Sec 220 financ-
| ing to cities’ ‘‘grey
areas.”’

Set national housing
goals

Experimental houses

FHA authorization

Public housing

Urban Renewal grants-
in-aid

VA program

Would make areas designated for
“conservation” eligible.

Would require President to set
specific numerical goal in units
for each year, report on how it
should be accomplished.

Would admonish FHA to con-
sider houses built with advanced
techniques for cutting cost with-
out . lessening value ‘“sympath-
etically” when offered for FHA
loan insurance.

Would increase mortgage insuring
authority by a specific amount,
extend Title I home improvement
program, with a similar shot-in-
the-arm of authorization.

Increase authorized units up to
number left from 1949 Housing
act.

Increase available funds by vary-
ing amounts depending on the
bill.

Renew World War II program to
expire with Korean vets program
in 1965; extend benefits to peace-
time veterans.

Agree wholeheartedly.

Statements of policy and objec-
tives are important, but numerical
absolutes imply an obligation to
impose controls in other sectors
of the economy to assure their
accomplishment. Oppose vigor-
ously.

Agree in principle, but feel that
insurance under Sec 203 would
be “inconsistent with the mutual-
ity provisions” of it and unfair to
owners of conventionally-built
homes whose insurance is part of
the fund. Would accept authori-
zation for a limited, separate in-
surance program.

- - « AND THE OLD PERENNIAL ISSUES

FHA should be able to insure all
properties offered for mortgage
insurance which meet its stand-
ards. Title T should be extended.

No need for further units now.

No need for more funds than al-
ready authorized now or for next
fiscal year.

Let World War II program die;
continue with K-vets, but not ex-
tend to peace-time soldiers.
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Oven shown with Westinghouse Wood Cabinets in Heirloom Maple finish and Micarta® counter surfacing

NEW WESTINGHOUSE DOUBLE OVEN BUILDS IN AS A UNIT...
INSTALLS WITH 2 BOLTS...SAVES TIME AND LABOR!

This new Westinghouse Built-In is delivered to the job already
assembled, including crire. Just slide into place, make electrical
connections, and fasten with 2 lag bolts turnished. Install at any
desired height. Rough-in dimensions: 213" w x 547%" h x 23" d
(mininum). Westinghouse also makes the wood cabinet, shown
above, to accommodate this new built-in.

Check your Westinghouse Distributor for availability of Model O AB-21.

———
Westinghouse

TOTAL ELECTRIC . 1
resiaion YOU CAN BE SURE...IF 175 " "eStl nghouse

e

o coase i s WESTINGHOUSE ELECTRIC CORP., CONTRACT SALES
DEPARTMENT, MANSFIELD, OHIO

A TOTALLY NEW LOOK IN THE KITCHEN!

Two beautiful full-size ovens in the floor space nor-
mally occupied by one!

EITHER OVEN BAKES WHILE THE OTHER BROILS
Both ovens have Miracle Seal; Plug-Out Spread-
Even Heaters; Single Dial Control; Interior Light.
Tor oven also has Automatic Electric Clock-Timer,
Minute Timer and Look-In Window

Colors. Mint Aqua, Frosting Pink, Lemon Yellow,
Coppertan, Coppertex, and Brushed Chrome.

TUNE IN WESTINGHOUSE-CBS TV-RADIO COVERAGE—
PRESIDENTIAL CONVENTIONS, JULY 10-29.
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HOUSING MARKET:

Will second half bring a spurt
in starts? Signs of pickup show

Easing availability of mortgage money is brightening the outlook for this year’s
housing output.

The effect is subtle and, so far, largely psychological. Builders in many cities
say sales are picking up. But this trend—a reversal of gloomy reports through
the winter’s bad weather—hasn’t yet shown up in housing statistics. Starts for
the first four months of this year are 182 % below their 1959 level (see p 75).
And every month, the year-to-year gap has been widening. But now, signs grow
that the bottom has been reached.

Forecasts by housing leaders are beginning to take on a rosier tone.

“In the last six months of 1960, America will produce more housing units than
it did in the same six months of 1959,” predicts HHFAdministrator Norman P.
Mason. “And it will spend more dollars than it did in the same months of 1959.”
He adds this caution: “The housing market in the last six months will be pretty
evenly balanced between buyers and sellers. It could even be shaded a bit on the
side of the buyer. I'm sure sellers in 1960 will not be in a position where there
is an automatic instant market for any type of housing they build. Buyers this
year are choosy—more selective.”

Adds Treasurer Walter Hoadley of Armstrong Cork: “New homebuilding is
commonly placed in the weakness category [in the US economy] for 1960 . . .
Nevertheless, slightly easier mortgage conditions, lower FHA down-payments,
and continuing strong demand for better housing will shift residential construction
to the ‘plus’ side of business by summer or fall.”

Most prophets stick to a prediction of 1.2 million starts (counted by present
methods) for the year. But James O’Leary, research director for the Life Insur-
ance Assn of America, is more optimistic. “Based on somewhat less of a shortage
of residential financing, I think that starts will move to a higher level than most
expected early this year,” he says. “The total may easily reach 1.25 million if
mortgage money is available.”

The US—and the world—economy seems to be pointed for a plateau of
stable prices, dwindling worry about inflation, and slow (some say very slow)
economic growth.

Hoadley, who likes to turn a colorful phrase, calls this prosperous plateau
“seething stability.” Retail sales are turning up, as are auto sales (the latter often
move in step with housing). Indications continue that business will go ahead with
planned $37 billion capital expansion. Intense competition marks both world
and domestic markets—as many a building materials’ producer knows. Observes
Managing Director Per Jacobsson of the International Monetary Fund: “After
so many years of rising prices, it will not always be easy for either businessmen
or labor leaders, or holders of public office, to adjust their attitudes and practices
to the changed situation (ie no inflation). But this adjustment is slowly taking
place.

Adds Chairman Raymond Saulnier of the President’s Council of Economic
Advisors: prospects for economic growth without more inflation “are better now
than at any time since the end of World War 2.” And, speaking to a meeting of
the Natl Assn of Mutual Savings Banks, he added: “I do not speak casually on
this subject.” One sign; a narrowing of the “considerable” margin between wage
increases and productivity. “I believe we are moving toward a national wage pat-
tern that will be consistent with a reasonable stability of prices.”

Lower FHA down payments are drawing a ‘‘ho-hum’ reaction from most
builders—which raises the question of what were they shouting so loud
about last fall when FHA postponed putting them into effect amid a mortgage
pinch.

The new schedule (NEws, May) is applicable to pending FHA commitments
(under Secs 203 (b), 220, 809, and 810) as well as new deals. And it covers
existing homes as well as new ones. Typical reaction comes from a Dallas
builder: “It’s going to make a difference. I don’t mean there is going to be a
drastic change. It will be slight, but it will still make a difference.”
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Why people buy

A study of how houses are sold, one of a
series by LIFE Magazine’s marketing labora-
tory, has shed some new light on upper-
bracket buyers.

® The study was made last fall by interview-
ing 1,052 home owners in Atlanta, Chicago,
Los Angeles, Hartford, Queens. N. Y. and
Westchester, N. Y. More than half were own-
ers of $20,000-and-over homes. But 31%
owned homes they valued at $15,000 to $19,-
999. Only 9% valued their homes under
$15,000. Some 82% had bought ready-built
houses. Findings:

® House hunting is so extensive that people
are more likely to find the home they buy
by trial and error than via marketing chan-
nels. 42% just saw their home by chance,
and another 18% heard of it by word of
mouth. 18% were attracted by newspaper
ads and 12% were steered by realty men.

e After the price, the amount of space in
a house is the most important thing influenc-
ing decisions to buy at a given time. One-
third of the panel mentioned it. Runner-up
reason was good price, financial ability: 16%.
Only 12% mentioned they were tired of rent-
ing.

® People who build rather than buy from a
builder often do so because they want 1)
a bigger lot and 2) more facilities for out-
door living. Sewer systems are very import-
ant, the panel said, but built-in appliances,
FHA approval, and public transit are not.

® Consumers feel today’s house values are
poor. so price and location are the top two
reasons for buying a house at all. Among
other things, they attribute this to high land
prices and poor workmanship. “I don’t think
you can get a home that is worth the money
anywhere in the Chicago area now.” said one
interviewee. Complained another: “Labor is
getting more money and is extremely care-
less.”

® Buyers have generally favorable impres-
sions of their builders, after living in their
homes for a while. 40% called their builder
excellent, another 37% good.

Family rooms on the wane?

Family rooms are on the way out in Southern
California tract homes.

So says Architect William Krisel, AIA,
partner in the Los Angeles firm of Palmer &
Krisel, designers of thousands of tract homes.

“People have lived with the family room
for a few years now,” says Krisel, “and
they’'ve decided it just isn’t what it was
cracked up to be. They would rather have a
dining room or a separate den. They espe-
cially don’t like the family room open to the
kitchen. This makes it part of the kitchen.
They can’t watch TV there—they can’t hear
it when the water is running. With the limited
space in a tract home, families today want a
separate room that can be a dining room or
a den but closed off from the kitchen. They
want more privacy.”

Another reason: FHA will not give room
credit for a family room open to the Kitchen,
so Krisel now encloses “family rooms” in 213
sales tracts to boost the room count.

This trend is so new it is not evident yet in
most of tract homes on the market, Krisel
notes. NEWS continued on p 51

49




50

RENTAL HOUSING:

Vacancies soar in some cities
but the boom rolls right on

Rental starts set a postwar record last year
but HHFA predicts this year will be even bigger

The apartment building binge of the past four years has left many US cities

with a hangover.

Rental vacancies reached 7.2% nationally in the first quarter of this year, accord-
ing to the Census Bureau. This is an 18% increase from the year-ago figure of
6.1% vacancies and a 26% increase from 1958’s 5.7% rate.

In many areas, the rental outlook is much worse than the national figures indicate.
Los Angeles, Sacramento, San Diego, Phoenix, Seattle, and Columbus, Ohio have:
vacancies substantially higher than the national average. In some suburban areas it
is well over 20%, sometimes as high as 40%. Even in traditionally strong rental
areas like New York, Washington, Chicago, where the vacancy rate hovers at a tight
2%, there are signs that the market is getting softer.

Some symptoms of the apartment surplus have not been seen since the depression.
Samples: concessions to tenants of up to two months free rent, sub rosa price cutting
(a $90 apartment for $80 and “don’t tell your neighbor™), paying tenants’ moving
expenses. To fill empty apartments, many landlords willingly redecorate, look on

children with a kindlier eye.

The problem is simply too much, too soon.
The rental market has been heating up slowly
since 1956 when, under the impact of the
FHA windfall scandals, it struck a postwar
low. But rental investors too often build by
the seat of their pants, do only scanty mar-
ket research. Last year, a postwar record of
214,900 three-or-more-family units were built.
Populations of many cities did not grow to
meet the supply of new units. Then, too, the
expected return to the
city of young marrieds
and older couples whose
children have grown
has not materialized to
any appreciable extent.
Builders are running
into problems that make
it harder and harder
to build for the market
of couples with young children who want a
cheap three-bedroom apartment. Such couples
often find it cheaper and easier to buy an
inexpensive home with a low down payment
than to find a suitable apartment.

Investors are now prone to scan proposed
apartment projects more carefully, demand
proof that it will pay its way. FHA has cut
off commitments in some cities. Even in
cities like Cleveland, Houston, and Denver,
where apartment building is just getting up
a head of steam and vacancy rates are low,
lenders are beginning to wonder if over-
building isn’t looming.

The surfeit of apartments has not caused
rental experts to reach for the panic button.
The market so far has provided its own cure:
a lull in apartment building that lets demand
catch up with supply. But the lull is not in
sight yet. “The proportion of rental housing
built this year will be greater than ever,” pre-
dicts HHFAdministrator Norman Mason.
Last year, 20% of the nation’s new housing
was in multi-unit structures, compared to
only 10% five years ago.

Apartment men feel that there is still a
substantial market for the right kind of
apartments. Bachelors, career girls, and newly-
weds will want efficiencies and one-bedroom
apartments close to the heart of the city in
high-rise buildings. The soaring cost of land

exclusive

is boosting builders’ interest in high-rise con-
struction. Larger units with three bedrooms
will appeal to couples with young children
if cheap enough land is at hand to keep the
rent low. The genuine luxury market has not
been tapped to its full potential. And, add
apartment men, a well designed, well located
building with rents keyed to the market will
have no problem staying full in any city.

Today’s situation in some leading apart-
ment areas:

Seattle: Vacancies in the metropolitan area
are now around 8%, may go to 10% when
2,000 units now being built go on the mar-
ket. In 3,872 FHA units, the rate was 13.1%
in March (compared to only 3.1% a year
earlier). Cutbacks at Boeing Aircraft, the
area’s largest employer, are blamed.

Newer apartments with higher rents are
hardest hit by vacancies and, say realtors,
two-bedroom units are going unrented. Big-
gest demand is for one-bedroom units. Some
apartment operators will pay tenants’ moving
expenses within a 50-mile radius and waive
the first month’s rent.

Leading apartment cities
A special Census survey shows how the top
metropolitan areas ranked last year in num-
ber of permits for apartments (three-or-more
units) and a comparison with 1958:

1959
AREA PerMITS RANK 1958 RANK
New York-North-

eastern N.J. ...47,640 1 36,674 2
Los Angeles ....36,650 2 38,321 1
Washington, DC .11,505 3 9740 3
ChICBED o svxvess 11,388 4 8,838 4
San Francisco-

Oakland ...... 10,326 S 8,602 5
San Diego ..... 5,265 6 5,580 7
Seattle ......... 4,188 ik 2,989 10
Philadelphia .... 3,712 8 2,278 13
PhOEnix: ;.. avesea 3,703 9 3,101 9
Atanta ;o555 3,664 10 2,152 14
Miami ......... 3,608 11 6,369 6
Minneapolis-

St. Paul 3,502 12 3,385 8
Cincinnati ...... 3,058 13 1,342 19
Denver ........ 2,098 14 2917 11
Milwaukee ..... 2,048 15 1,861 17

In 1959, rental units accounted for 47%
of the area’s housing permits. In the first four
months of this year, rental units were only
28%. FHA Director C. W. Broom says that
unless employment picks up, the surplus will
probably continue for another year, perhaps
two.

San Diego: An FHA survey last fall showed
8.5% vacancies in the county. And besides
the 4,226 vacant units, another 3,350 were
under construction. Some coastal resort sec-
tions had 40% vacancies. A survey of smaller
landlords showed a rate of 4.8% in the city,
23.5% in the fringe areas. Greatest vacancy
rate (122%) was in two-bedroom units.
Says FHA Director Faye Hartman, who
thinks the situation is getting worse, not bet-
ter: “We warned builders two years ago they
were overbuilding. They wouldn't listen. This
is the result.” FHA stopped all apartment
financing in 1958. But some exclusive apart-
ments are still 100% occupied.

In 1959, multi-family permits accounted
for a whopping 26% of the area’s new hous-
ing. In the first four months of this year, they
fell to 21%.

Older apartments, generally better located
and offering more for less rent, have fewer
vacancies than new construction. Past Presi-
dent Stewart Wicklin of the Apartment &
Rental Owners Assn, blames speculative
building and cycles of mortgage drought-and-
flood for an “alarming” situation. He predicts
that it may take six months to a year before
the vacancy problem is solved.

Columbus: At mid-March, vacancies in FHA
apartments stood at 10.45% and realty men
say that the general average may be even
higher. Cries President Gerald W. McDonald
of the Columbus Building Owners & Man-
agers Assn: “The apartment rental business is
shot to hell at the moment.”

Free rent and price cutting are not un-
common (one desperate landlord is reported
taking whatever rent he can get). Hardest
hit: two- and three-bedroom units renting for
$90 to $110. Least affected: semi-deluxe two-
and three-bedroom units at about $150 and
deluxe units up to $300 a month.

Few operators expect the surplus to be
absorbed for a year or more. So no big
projects are being planned now. Lenders are
chary. Says Willard M. Ewing, mortgage
official for Equitable Life Assurance: “We
have to examine projects in the light of the
area and the class they will serve and have it
proven to us that there is actually a market.”

Portland, Ore: A boom in apartment building
not seen since the FHA 608 splurge worries
Oregon Apartment House Assn. The associa-
tion is making an economic survey, hoping
for data to persuade lenders and FHA not to
make more apartment construction loans.

Sacramento: Apartments being built faster
than they can be peopled add up to a vacancy
rate of 12% in the city, 21% in suburbs, a
survey by the Apartment House & Property
Owners Assn found. This compares with 4%
vacancy in 1958. And in the next month or
so, 1,000 more units will open.

In 1959, apartment-unit permits were 25%
of the total. The rate tapered off to 16% in
the first four months of this year. If the down
trend continues, says President Ray Greer of
the Sacramento Apartment House & Property
Owners Assn, population growth may catch
up with available units within a year.

Most affected by vacancies are new units
and higher-priced ones (except deluxe). The
first high-rise apartments here in a long time
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—three 15-story towers—are planned by New
Yorker James H. Scheuer in a four-block
former slum in midcity, but he is first
building a 92-unit garden apartment on the
cleared site. Expectations are that most con-
struction will continue to be garden type in
the suburbs. Renters generally seem to be
willing to spend $10 a month more for places
farther out where swimming pools, patios,
and more parking space are available.

Vacancies have not yet produced rent
slashing, but more space (over 600 sq ft
instead of the previous 450 to 500) can be
rented for the same price. Says Builder
Hunter Bungay: “If you offer less than three
rooms, they wou’t even talk to you.” He
looks for an upswing in co-ops and deluxe
units close to freeways. FHA officials say the
brightest market here will be newlyweds and
couples with young children.

Phoenix: An FHA survey early this year—at
the peak of the winter resort season—turned
up a vacancy rate of 7.7%. One suburban
area showed over 23%. And vacancies are
increasing. Much of the explosive growth in
apartment building in the past two years
(comprising 19% of the total residential per-
mits in Maricopa County in 1958, 23.4% in
1959) has been suburban. Now, realty
men say the market for apartments in the
$110-a-month-and-up class is saturated but
the top and bottom rental brackets have been
neglected. The trouble, says Rental Expert
Rex Gordon, is that many builders start out
to put up units that will rent for $90 to $100
a month, then decide to add some frills and
a swimming pool and go for higher rents.
Several such projects are in financial trouble.

Builders are looking back toward down-
town where they might put up high-rise units
for single people and working couples.

Los Angeles: High land costs are forcing more
and more rental building into luxury brackets,
or one- and two-bedroom units that bring
more return to investors than three-bedroom
units. Says General Manager Fern Cheese-
boro of the Apartment Assn: “The demand
for three-bedroom units here is terrific and
everyone admits it. But land costs too much.”

The same high-yield logic leads speculative
rental builders to avoid parking space and
recreational areas. They cost more than they
add to profits.

After three record apartment-building years,
the vacancy rate in the county’s unfurnished
apartments is close to 10%. Upset apertment
operators fight rezonings which would open
more land to rental housing. Lenders are
alert to the vacancies, and so are tightening
up on new rental loans. Suburban rental con-
struction is rising faster than it is in the cen-
tral core area.

New York is having the biggest splurge of
rental building in years, even though it is still
stuck with rent control, which accounts for its
overall 1.3% vacancy rate.

The boom takes three forms. In midtown
Manhattan, so many luxury apartments have
sprung up in the last three years ($60 to $100
a room) that canny shoppers now can wangle
a month’s free rent at move-in. In outlying bor-
oughs like Queens. Brooklyn and nearby Riv-
erdale, thousands of FHA 207 units are going
up at $40 to $50 a room. In outlying sub-
urbs, garden-apartments bring $45 to $50 a
room (zoning bars high-rise structures). Build-
ers in Nussau County (Long Island) found in
a survey that apartments were yielding locali-
ties $1,000 more per child in taxes than
schools cost. They are using the data to try
to lower suburban opposition to apartments.
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Polluted water jolts Twin City suburbs

Builders are struggling to offset the sharp
blow dealt the suburban housing market by
discovery of pollution in underground water
supplies in 14 of the 28 Minneapolis-St. Paul
suburbs.

Sales, after a normal January, slumped in
February and are running about 15% under
a year ago. Unsold carryover is up about
4% from a year earlier.

FHA and VA have refused to approve
loans in new developments without central
deep-well water supply or for existing homes
where state health department tests show
contamination.

Local builders staged a daylong confer-
ence on the problem in St Paul last month,
promised to cooperate with municipalities in
setting up central water systems even though
it will cost them money. They found FHA
and VA officials have no intention of easing
the bans. And the state health department
stood firm on its claim that if any detergents
are detectable in a well, or if the amount of
nitrates exceeds one part in a million, the
minimum health standards have not been
met.

Builders were up in arms, not only because
most are finding it hard to get financing for
community sewer and water systems in new
areas, but also because they feel the public
has been left with the impression that all sub-
urban areas are contaminated.

FHA'’s ruling does not affect Minneapolis,
which gets its water supply from the Missis-
sippi River. Nor does it affect a number of
suburbs which already have their own water
systems or tie into metropolitan systems.
But it does affect some 300,000 persons (in
a metropolitan area of 1,500,000) who de-
pend on individual wells for water and in-
dividual septic tanks for sewage disposal.

FHA has been prodding suburbs for four
years but has been getting only the cold
shoulder and promises, it says. The Minne-
apolis move is part of a national policy of
insisting on safe community water supplies.

Larry Nelson, executive vice president of
the Minneapolis HBA, says the water edict is
not affecting the half-dozen big project build-
ers who regularly install community water
systems in their developments. “But it does
affect the other 90% of the builders who build
on scattered lots or in small subdivisions that
are not connected to central systems.”

At the conference’s end, there appeared to
be general agreement that the only long-
range solution is a metropolitan sewage sys-
tem, but that this could not even begin to
serve more suburbs for at least four years.

Memphis: FHA is urging builders to slow
down. Warns Director James E. Kerwin:
“There are 4,000 homes in Memphis, Shelby
County, and West Memphis, Ark. completed
or under construction. This is more than half
of last year’s total housing production (7,028
units).” Kerwin calls realty markets “soggy
everywhere in Tennessee except Nashville,
which is humming” because of a big increase
in new industrial jobs.

Builders may be over-buying developed
lots, too, Kerwin fears.

Miami: Landlords are strueeling with a glut
of housing for Negro occupancy. Tipoff is
unprecedented full-page ads in Sunday papers
offering “690 housing units for colored resi-
dents” for rent—and iisting them (rents: $9
to $40 a week). Luther Brooks, head of
Bonded Collection Agency, the city’s No. 1

Negro landlord, blames his problem on de-
lays in expressway construction which was
expected to displace 1,744 Negro families.
He claims he has vacancies in $3 million
worth of new housing.

San Francisco: Residential construction in
the nine-county Bay area is expected to drop
15% below last year’s record level.

The Pacific Gas & Electric Co expects
this picture:

New UNits CONNECTED
1959 1960 % change

One-family ..... 39,744 33,550 —15.6
Multi-family ..... 13,184 11,660 —11.6
59,928 45210 —14.6

As in 1959, almost 50% of the new homes
will be in Santa Clara County, PG&E ex-
pects.

But the astonishing thing is that rental
construction (which should account for 26%
of the region’s starts this year vs 8% in
1955) is also concentrated in the suburbs.
Specifically, predicts the utility company,
it will go mainly in Santa Clara, San Mateo,
and suburban parts of Alameda Counties.

The 1960 drop in dollar value of new
housing will be much less than the drop in
unit-starts, the Bay Area Real Estate Re-
search Committee foresees, bec:.use of higher
construction costs and a trend to better
quality homes.

The market for luxury homes is still
strong, as it has been for a year. Sales in
the $20,000 to $25,000 bracket are also
brisk in town and in the suburbs. Troubling
the cheaper mass-market homes are deep
discounts and rising land production costs.
Plans are afoot to turn 3,000-acre Brewers
Island in the marshy south end of the bay
into a $350-million community of luxury
homes and apartments for 45,000 people,
business, and industry. Developers are Rich-
ard Grant, Peninsula contractor, and T. Jack
Foster, Honolulu builder. The homes would
range from $25,000 to $150,000.

Philadelphia: Sales and starts were down
sharply in the first three months, but build-
ers, encouraged by a good turnout of lookers
with the coming of better weather and a
resultant upswing in sales, 10w anticipate a
fairly good year.

There is little unsold overhang because
builders have been selling from samples,
building only after sales. Builders say some
sales have been lost because owners of older
homes who want to move up to bizger new
houses balk at paying mortgage discounts
for potential buyers of their przsent houses.
Most popular design is still the split-level,
followed by colonial and ranch-style.

Salt Lake City: Most builders think as many
—and perhaps more—new homes will go up
here this year as last (8,272 in entire state).
Sales were off to a slow start in first few
months of 1960, but Manager Gordon Dick
of the Utah HBA calls the situation “no better
and certainly no worse than in other years.”

Alaska: A 457-acre development of homes,
shopping center, and a resort hotel will be
built in Juneau by Stone & Schulte, San Jose
(Calif.) builders. They say it will be the
biggest yet in Alaska. Plans call for two- and
three-bedroom homes, $18,000 to $25,000.
NEWS continued on p 53
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Midwestern Builders
like this

depend on
MORTGAGE

ASSOCIATES
for complete
Finance Services

COMMUNITY BUILDER JANDRIC drew heavily To merchant builders within ready reach of our branch

on Mortgage Associates’ complete mortgage finance
services for the assistance and counsel he wanted in
launching his concept of the modern, carefully-planned,
complete residential community.

Cedar Grove features its own central water and sewage
disposal systems, street lights, blacktop drives, asphalt-
paved streets and curbs, natural gas. When completed,
it will be a $30,000,000 community on 1000 acres .
including two shopping centers occupying about 20
acres, some 10 acres of playgrounds, marina and water-
front park.

offices, and with concrete proposals to discuss, Mort-
gage Associates offers a wide range of mortgage finance
services. Such as: advance group commitments (FHA
and VA) * construction financing * model home financ-
ing * conventional loans up to 75% of value in approved
areas * subdivision qualifying and expediting.

Mortgage Associates provides every customer with the
mature viewpoints and broad services coverage of a
fully departmented operation, representing many
diversified investors. Consult your nearest Mortgage
Associates branch office.

IEN G
Offices
Serving

the
Industry
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Jaren E. Hiller Wm. R. Thompson Robert R. Skeels Eugene F. Barden WAlnut 6-0922
Vice-President Manager Manager Manager
Residential Mortgage Div. 1012 Irving Zuelke Bldg. 803 Elgin Tower Bldg. 510 First Nat’l Bank Bldg.
REgent 3-9303 OWens 5-1200 ALpine 6-5564
"ﬂi’ i l- ST. LOUIS
,"‘;* ; Brokerage Office
& Herman J. Naunheim
~
MILWAUKEE 2 * WIS. RACINE * WIS. ROCHESTER + MINN. SO. ST. PAUL * MINN. 7603 FO}'SYth Blvd.
Jerome M. Roblee Gilbert W. Becker Gerald J. Koperski Joseph F. Harrington PArkview 5-8180
Manager Manager Manager Manager
125 East Wells Street 429 Main Street 314 First Nat’l Bank Bldg. 3216 South Grove Lane
BRoadway 6-6633 MElrose 3-6379 ATlas 2-7411 GLenview 1-2261

MORTGAGE ASSOCIATES, INC.

125 East Wells Street Milwaukee 2, BRoadway 6-6633
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MORTGAGE MONEY:

Price trend is uneven but signs
point to boost in supply of funds

The mortgage market is moving uncertainly, sideways.

Overall, signs of more available money are increasing. But mutual savings
banks, which normally do 6% of the nation’s lending on new homes, have been
hard hit by deposit losses again. Mutuals are major buyers of FHA and VA paper
in the deep discount areas of the southwest and west. So their troubles strike the
mortgage market much harder in places like California than in the Midwest
where S&Ls dominate mortgage lending. S&Ls, in contrast, are having a good
deposit year (5% above 1959), but most of their money goes into conven-

tional mortgages.

Discounts on FHA and VA loans show a mixed pattern of movement in HOUSE

& HoMmE’s monthly survey of 16 cities.

Prices of FHA minimum-down immediates,
after a two-month pickup, stayed where they
were in the May survey. But FHA minimum
down futures moved up in Houston from 94-95
to 95-96. FHA 10% down immediates dropped
a half point in Los Angeles (from 97 to 96%2-
97) but futures went up half point (from 96-
9614 to 96%2). The 10% down immediates, on
the other hand, rose half point in Cleveland
(from 961%-97 to 96v2-9712). FHA existings
went up a point in both Boston (par-101 from
par) and Detroit (from 95 to 96).

In a generally dead VA market, no-down

immediates fell half point in Los Angeles (to
9191% from 91%). In San Francisco, they
went up half point (from 919172 to a flat
91%5).

Conventional loan rates have remained rela-
tively unchanged, but here, too, are some zigs
and zags. In Los Angeles, commercial banks
and insurance companies moved from 6-6Y4%
to 6-614% and S&Ls from 6.6-7% to 6.6-7.2%.
In Oklahoma City, S&Ls went from 6-6Y2% to
6v4-6v4% and in St. Louis, rates edged up from
534-614% to 6-6Y4%. But in Detroit, there was
a drop, from 6-6Y4% to 5%-6.

FNMA President J. Stanley Baughman predicts the climate for financing
homes will improve for the rest of the year. Adds HHFAdministrator Norman
Mason: “My studies show that the availability of money—not its price, its avail-
ability—regulates the volume of the nation’s building . . . And there is a thaw
. .. Money is easier, definitely easier.”

Savings banks may trim their mortgage purchases by 259%,, perhaps more,
this year.

President Edmund F. Wagner of the Seamen’s Bank for Saving told the
eastern conference of the Mortgage Bankers Assn in New York that mutual
banks might buy only about $1.35 billion in mortgages in 1960, compared fo
1959’s volume of $1.8 billion. Two troubles plague mutual
banks: 1) the volatile deposit situation and 2) stiff competi-
tion from higher-dividend-paying S&Ls. At the annual con-
vention of the National Assn of Mutual Savings Banks in
Washington, long-range plans to pump new life into the
system were disclosed: 1) legislation will be sought to grant
federal charters to MSBs, get them out of the bind of state-
charters-only which bottles them up in 18 states, and 2) plans
are being considered to set up a central, industry-wide fund to help expand exist-
ing banks, create new ones.

The proposed legislation would make savings banks convertible to S&Ls and
vice versa. But President Wallace O. DuVall of the US S&L League gave the
savings bankers a gentle warning: the S&Ls (without whose backing the legisla-
tion would have tough sledding) might think more fondly of the idea if all the
MSBs joined the Federal Home Loan Bank System (at present 24 banks now
are members). Said DuVall: “The mere idea of being able to convert savings
and loan associations to savings banks is not an irresistable idea to many of our
people. Many have no desire to be a bank.” He said the League will study the
MSB proposal.

ouse
‘Home

exclusive

Mortgages are in a strong position in the current investment picture.

Says Economist Miles Colean: “The year as a whole is certain to see the
mortgage market in a favored position vis-a-vis bonds or stocks.” An indication
of this is the fact that pension funds, traditionally bond minded, are funneling
more and more money into the mortgage market.

Indeed, most mortgage bankers report that they have little trouble selling
what immediates they get; many say they could increase their volume if they
could find the mortgages. Because of the slump in house sales and starts,
immediates may even be heading toward a shortage.

But most experts do not expect demand to drive the price of mortgages up
fippreciably. The big reason: mortgages always must compete with bonds for
investors’ money.

Sums up Colean: “By recent historical standards, money costs will continue to
remain high. This is a situation to which builders will have to adjust themselves.”

JUNE 1960

MORTGAGE BRIEFS

FNMA stocks relief vetoed

Mortgage men and builders lost a two-year
campaign to get a tax break in their required
purchases of FNMA stock.

President Eisenhower vetoed a bill that
would have let them count the expense of
buying the stock as a cost of doing business
instead of a capital loss. Said the President:
“I am sympathetic with the objectives of the
bill. But it provides for the retroactive applica-
tion of the proposed amendment in a highly
discriminatory manner. This is a defect which
is sufficiently serious to require my disap-
proval.”

The President criticized the legislation for
permitting refunds only to mortgage men and
builders who had claimed the business loss
deduction despite a ruling by the Internal
Revenue Service that they couldn’t. Those
who reported it, as they were required to, as
a capital loss would be out of luck. Said the
President: “I cannot approve such discrimina-
tion.”

Since passage of the 1954 Housing Act,
which set up Fanny May’s secondary market
program, sellers of FHA and VA mortgages
to the agency have been required to buy
Fanny May stock equal to 2% of the mort-
gage. The aim is to make Fanny May pri-
vately owned in time. But for builders and
lenders who do a big volume of business with
Fanny May, this can involve big chunks of
cash. So far private housers have bought $63
million in FNMA stock.

Most housing men resell the stock to avoid
depleting their working capital. FNMA sells
the stock at par. But on the private market it
has always been well below that (last month
it was in the 52-53 range). The IRS has re-
fused to let buyers of the stock deduct the
difference between its par cost and the market
resale figure as a cost of doing business for
tax purposes. It must be reported as a capital
loss. For mortgage bankers, who buy most of
FNMA stock, this is little help: they have
few capital gains to offset losses.

Congressmen who sponsored the relief bill
are reported ready to try again. This time
they are expected to tack the amendment on
the first tax bill that comes along but discard
the retroactive features that prompted the
veto.

More curbs for S&Ls

The Federal Home Loan Bank Board has
moved on another front to combat skyrocket-
ing savings & loan dividend rates.

The board is proposing regulations to re-
strain advertising of rate increases. The new
rules would: 1) bar S&Ls from announcing
increases more than 30 days before the begin-
ning of the dividend period in which the
boost becomes effective, 2) require proof first
that the increase will not injure the institu-
tion’s financial position and 3) prohibit adver-
tising higher rates until 15 days after formally
notifying the board of the proposed increase.

The regulations would apply to all 4,007
federally insured associations. They would not
empower the board to prevent dividend in-
creases but associations could be subject to
discipline for unsound practises. The effective
date of the proposed regulation has been
held up until the board sifts objections and
suggested amendments.

Because of a rash of high dividend rates

NEWS continued on p 55
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NAUTILUS
NO-DUCT HOOD
CHOSEN FOR NEW
«“GOLD MEDALLION”
APARTMENT
HOMES

Architects for Indiana’s first high-rise FHA
approved cooperative apartment—the distinc-
tive 98 unit Cold Springs Manor in Indianapolis
—selected the NauriLus No-Ducr Hoobp to
insure odor-free air in each of the beautiful
all-electric kitchens (see inset). They—like

F—————— Get the full NAUTILUS story: mm e e — — — 4
|
|
|
|
|
|
architects and builders everywhere—know that : Name
|
|
|
I
L

MAJOR INDUSTRIES, INC. HE:6
505 N. LaSalle St.
Chicago 10, lll.

Please tell me how the NAUTILUS NO-DUCT HOOD can
profitably fit into my plans.

the NAUTILUS is the modern, efficient and low-
cost way to banish cooking odors, smoke and
grease without expensive ducts or vents. With an extra-large
Activated Charcoal Filter and Grease Filter, it’s the best-selling,
most wanted and most efficient hood you’ll find.

The NauTIiLus adds extra sales appeal to homes and apartments

Firm

Address

City Zone State
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|
|
|
|
|
|
1

*pat. pend.

...and, because it goes up in minutes, saves time, money and naut.l s
trouble for you. That’s why leading builders and architects all E u §
over the country are designing the NAUTILUS into their newest NO-DUCT HOOD"™

homes and apartments.
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on the West Coast (4%5% to 4% %) and an
advertising campaign by these S&Ls in eastern
states where lower dividends prevail, there is
a growing feeling in the industry that some-
thing must be done before the dividend com-
petition gets out of hand. The advertising
restraints follow on the heels of the board’s
action to force S&Ls to amortize fees and
charges over a period of about seven years
(NEWwWs, May).

There have been repeated demands for di-
rect federal ceilings on dividends. But, says
Kenneth G. Heisler, managing director of the
Natl League of Insured Savings Assns: “What
we require is less, rather than more, federal
control of home financing. Arbitrary artificial
controls established by government on inter-
est rates frequently have created more prob-
lems than they have solved in the home-
financing field Unhampered by rate
controls, savings and loan associations were
able to attract the funds necessary to provide
a high volume of home financing during the
difficult tight-money months of 1959.”

Toward the state-chartered S&Ls, unfettered
by federal regulations, the industry has
become resigned. Says one official: “Nothing
can be done about these fly-by-nights. What-
ever rate we come out with, they are sure to
put theirs a fraction higher.”

Plan to rescue Arizona S&L

A proposal to save the floundering Arizona
S&L has been approved by the state super-
intendent of banks. The association was left
with a multimillion dollar hole in its books
when freespending Builder Don Elbel went
bankrupt (NEws, Aug ’59).

The plan to reorganize the state chartered
S&L—one of five considered*—was submit-
ted by Southern Californians Ben Weingart,
70, publicity-shy Los Angeles real estate mo-
gul; Maxwell Greenberg, 38, lawyer and
secretary of the Baldwin Park S&L, and
Morris Shapiro, 50, restaurant supply com-
pany and realty operator.

According to Banking Superintendent Da-
vid O. Saunders, the book value of the
S&L’s assets is $34.1 million. Probable actual
value is estimated at $31.5 million. Clouding
the picture are some $5 million in lawsuits
involving loans made to Elbel for foundered
building ventures in Kansas and Missouri
and some $6.5 million in doubtful assets.
Elbel got the loans through the former S&L
president, V. Frank Kanan, an old crony.

*Among the others submitting plans: Los An-
geles S&L tycoons Mark Taper and Charles A.
Wellman. They later withdrew.

The Weingart plan would set up two cor-
porations: Greater Arizona S&I. which would
operate with what good assets are federally
insurable (estimated at about 40¢ to 55¢ on
each $1) and the Arizona Shareholders Co
which would liquidate the doubtful assets (35¢
to 40¢ on $1). The S&L shareholders have
been asked to vote on the proposed plan be-
fore it is submitted to the court.

The recognized S&L would have Arizona
residents for seven of its nine directors. Says
Greenberg: “We'’re not going to run a carpet-
bagging type of operation.” How much will
the shareholders who leave their money in
the new S&L ultimately get back? Greenberg’s
prediction: between 80¢ to 95¢ on a $1.

Long Beach S&L seized

For the second time in 15 years, the Home
Loan Bank Board has seized control of Long
Beach (Calif.) Federal S&L on grounds of
“unsafe and unsound operations.”

The board, among other things, accused the
S&L of lending millions of dollars to home-
builders already delinquent on previous in-
debtedness. And it asserts that S&L records
“fail to reveal its true financial condition.”

continued on p 58

MORTGAGE MARKET QUOTATIONS

(Sale by originating mortgagee who retains servicing.) As reported to HOUSE & HOME the week ending May 183, ’60.

FHA 53;s (Sec 203) (b) VA 51ss Conventional
) loans
New Construction Only Existing » New Construction Only Comm.
FNMA [ Minimum Down* 10% or more down |Min Down FNMA | No down | 5% or more down banks, Savings Construction
Scdry | 30 year 20-25 year 25 year Scdry | 30 year 20-25 year Insurance | banks, |loans v
Mkt =3[ Immed Fut Immed Fut Immed City Mkt xv| Immed Fut Immed Fut Cos. S & Ls | Interest {fee
96  96-97 96 97-98 97 96-96 1% Atlanta 92 s s 3 » 6-614 6-615 | 6-615 + 215
97 par-101°¢  par-101° par-101c par-1010 par-101° Boston local 93 98 98 98b 98b 514-6 514-6 | 515-6
—  95-96¢ 95-96¢ a . = out-of-st. —  91-920 91-920 a a =T = | =
96 96-97b 95-97b 96-97b 95-97b 96-97b Chicago 92 90-92b 90-92vr  90-92b 90-92b 6-61% 6-61% | 614-615+1 14-21%
96 96-97 95-96 9614-9714, 9514,-96 96-97 Cleveland 92 91-92 91b 91-92 91b 6-61% 6-61% ! 6-61, + 114
9515 95-97 9415-97  96-98 96-971,  95-97 Denver 911 92-93b 91-93v  91-93b  91-93b  6-61; 6-6% | 624 + 1-214
9515 9614 96 97 961, 96 Detroit 9115 92 9114 93 921/, 5%{-6 534-6 f 6 + 1
9% 96 95-96 961,-97f 9614-97! 96 Houston 92 92 s s . 53;-612c  6-615 | 6-615 + 1-114
96 9515-961, 9515-9615 9614-9714 9615,-971, 9415-9515 | Jacksonville 92 91%2-9215  9115-9215 9215-93¢ s 6-61% 6-615 | 625 + 114
95 9514 95 9615-97b 961 9415-9514 | Los Angeles 91} 9l 91 91,0 91b 614-61 6.6-7.2 6 + 114-2¢
9615 97 97 971, 971/,b 97, Newark 9215 s s . 6 6 6 + 1-11%
97 97 97 97 97 97 New York 93 93 93 93 93 6 6 6 +1-2b
9515 9514-961, 95-96b 971/,-98 N 9515,-97i | Okla. City 91% 91145-92b 901,  9114-92b 901, 6-61/ 614-6% 6, + 1-2
9615 971,-98 9715-98  971,-98 971/,-98 971,-98 Philadelphia 9214 & s s 8 534-6 534-6 6 + 1-2
9515 9514 95-9515  96-97 96 95 San. Fran. 911 911, 91-911, s s 614-61 7.2-7Y 6-7 +114-2144d
96 9334-97 9314-97 9414,-97  9334,-97 92-97 St. Louis 92 G s s s 6-64% 6-6.6 6-614 + 1-2
965 961, 961 97 971, 96-97i Wash., D.C. 9215 92 92 93 93 6 6 ‘ 6 + 114-2

}Immediate covers loans for delivery up to 3 months; future covers loans for
delivery in 3 to 12 months.
Quotations refer to prices in metropolitan areas; discounts may run slightly
higher in surrounding small towns or rural zones.

’Quotations refer to houses of typical average local quality with respect to
design, location, and construction.

*3% down of first $13,500; 15% of mewxt $2,500; 80% of balance.

SOURCES: Atlanta, Robert Tharpe, pres, Tharpe & Brooks Inc; Boston, Robert
M. Morgan, vice pres, Boston Five Cents Savings Bank; Chicago, Murray Wol-
bach, Jr, vice pres, Draper & Kramer, Inec; Cleveland, David O’Neill, vice
pres, Jay F. Zook, Inc; Denver, C A. Bacon, vice pres, Mortgage Investment
Co; Detroit, Harold Finney, exec vice pres, Citizens Mortgage Corp; Houston,
Donald McGregor, exec vice pres, T.J. Bettes Co; Jacksonville, John D. Yates,
vice pres, Stockton, Whatley, Davin & Co; Los Angeles, Robert E. Morgan,
exec vice pres, The Colwell Co; Newark, William F. Haas, vice pres, Franklin
Capital Corp; New York, John Halperin, pres, J. Halperin & Co: Oklahoma
City, M.F, Haight,” first vice pres, American Mortgage & Investment Co;
Philadelphia, William A. Clarke, pres, W.A. Clarke Mortgage Co; St Louis,
Sidney L. Aubrey, vice pres, Mercantile Mortgage Co; San Francisco, Raymond
H. Lapin, pres, Bankers Mortgage Co of Calif; Washington, DC, Hector
Hollister, exec vice pres, Frederick W. Berens, Inc.

Footnotes: a—mno activity. b—very limited activity. c¢—commercial banks do
very little mortgage lending in Texas. d—S&Ls charging up to 4 point fees.
e—SLs charging 6-79% plus 2%-4 point fees. f—961% is for 5% downs only.
g—bulk at 95%%. j—for better quality loans only. n—bulk at 91, o—at 51%%.
w—six-month construction loans unless otherwise noted. x—FNMA pays 1
point more for loans with 109 or more down. y—FNMA net price after 14
point purchase and marketing fee plus 29, stock purchase figured at sale for
50¢ on the $1. z—on houses ho more than 30 years old of average quality in
a good neighborhood.

NEW YORK WHOLESALE MORTGAGE MARKET FNMA STOCK

3 1 3
FHA S3s VA 5Ys foHAh 5% ?P“t loans Month’s Month’s
n omes of varwying N
Immediates: 941,-96 Immediates: 90V,-92 age and condition) Apr8 May 13 low high
Futures: 94-95/, Futures: 90/,-911% Immediates: 90-93 Bld | aecass oo 541, 554 52 55!/,
Asked ........ 5614 57V4 54 571/

Note: prices are net or originating mortgage 'broker
(not mecessarily met to builder) and ysually include
concessions made by servicing agencies.

Prices for out-of-state loans, as reported the week
ending May 13, by Thomas P. Coogan, president,
Housing Securities [nc.

Quctations supplied by C. F. Childs & Co.
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INSTALL the new Bryant Deluxe Gas Air Conditioner and watch

customers’ favorable reactions when you explain its control

NOW over the weather. When they find out it’s Gas . . . and that just
one control switches from winter heating to summer air condi-
tioning . - . you’ll be selling more homes faster than ever.

]
G as COOI I ng And one of the big plus-benefits is that customers can start with

an installation of just the Bryant Gas furnace and add the cooling
. unit later on, and still have the same easy-adjustment and
economy advantages.

- Customers have come to know that Gas is their most depend-
Wlth able home servant . . . in all kinds of weather. And that Gas is
economical to install and to operate. There is nothing to wear out

or make noise in a Gas flame.

BRYANT ! Nothing heats, cools and conditions air like Gas!

AMERICAN GAS ASSOCIATION

EASY INSTALLATION. The compact Bryant EASY REMODELING. The Bryant furnace is ““FRESH-AIR'* CIRCULATION, WINTER OR

Gas furnace fits handily into closet-size  specifically designed for add-on Gas cooling SUMMER. Bryant Gas heating provides an
floor space. The Bryant cooling unit goes ~ —an extra selling feature for your houses.  even flow of warm air, responding instantly
outdoors. No expensive wiring, no bulky  Gas provides the economical way to have to temperature changes. And, Bryant Gas air
fuel storage tanks . . . because it’s Gas! whole-house, all year air conditioning! conditioning extracts pollen, and moisture.

3

ony GAS

' does so much more...for so much less!
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ONE ONE
STOP | HOUR

FOR ALL PARTS TO INSTALL

THE COMPLETE
METALBESTOS CHIMNEY®

So quick...so easy...and it's approved for all high-tempera-
ture fuels including oil, wood and home incinerators. For new
or old construction, inside or outside installation.

Get complete details from your Metalbestos Distributor. He's METALB ESTOS

as close as your telephone. WILLIAM WALLACE COMPANY + BELMONT, CALIFORNIA

M: ing Plants In B Califc « Logan, Ohio

*Average time for an average installation.
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The HLBB action came some three weeks
after Long Beach Federal sought to convert
from a federally chartered to a state chartered
institution. It had also been criticized in some
quarters for boosting its dividend rate from
4 to 4%2% in January.

S&L  President (and founder) T. A.
Gregory is fighting back with a suit aimed at
the HLBB and C. E. Ault, who was named
to supervise the $130 million institution.
Gregory has asked a federal court to increase
to $20 million the $1 million bond posted by
the HLBB when it took control. He charges
that the takeover was designed to: 1) prevent
federal bureaus from having to account for
association assets scized by the government in
1946 and under litigation ever since and 2)
prevent accounting for $5.3 million in S&L-
held government bonds which (Gregory
charges) the board illegally sold.

Rep James B. Utt (R, Calif.) is demanding
a Congressional investigation of the seizure.
He calls it “conspiratorial” because employes
of the S&L were discharged and personnel of
competing institutions installed in their place.

Rules for S&L land loans

The Federal Home Loan Bank Board has
spelled out some of the regulations governing
the new land development loans by S&Ls.
Authority to make such loans was written
into last year’s Housing Act. In answer to
questions raised by the Capitol Federal S&L,
Topeka, HLBB General Counsel Thomas H.
Creighton Jr ruled:

@ Loans may not be made to a builder t(? buy
land already improved or to buy land without
making improvements.

o Loans must be based on valuation, not acquisi-
tion cost. They may not exceed 60% of the
value of the land after it is developed, or
60% of the value of the land before develop-
ment plus 60% of the cost of development,
whichever is less.

@ Land development loans may not exceed 3%
of an S&L’s withdrawable assets. But if a con-
struction loan is made before the development
loan is repaid, proceeds from the construction
loan can be credited to the land loan, and to the
extent of the amounts so credited the land loan
can be deducted from the S&L’s portfolio in
determining the percentage of assets in land loans.

Commitment fee lawsuit

Validity of a mortgage loan commitment
agreement has been challenged in an Illinois
lawsuit.

In December 1957, Chicagoan Sol Vollen
gave a $4.000 “standby fee” to Penn Mutual
Life Insurance Co for a commitment of a
$200,000 loan at 5%2% to build a factory.
Vollen later borrowed the money elsewhere
at 5% . Now, he is suing Penn Mutual for re-
turn of the $4,000. His argument: the pledge
agreement required approval by the insurance
company of such items as plans, specifica-
tions, lease forms, survey, title company, and
construction loan agreement and the company
could refuse to go through with the loan at
any time for whatever reasons it wished.
Therefore, argued Vollen, the agreement was
void because it lacked mutuality and was un-
enforceable.

Penn Mutual, in its defense, cited a 1953
case in St Louis where the State Court of
Appeals ruled that Van Cleve Building &
Construction Co had to pay a $1,450 standby
fee as liquidated damages in an agreement for
a $290,000 loan from Continental Assurance.

The Chicago Mortgage Bankers Assn has

intervened as a friend of the court to support
Penn Mutual. The commitment agreement is
typical of thousands made in the area by
lenders, says the MBA, and a decision in
favor of Vollen could disrupt the mortgage
business by jeopardizing the validity cf loans
involving millions of dollars.

SBICs: will change

Small Business Investment Companies—which
are just beginning to help finance housing
(NEws, Apr)—would get some new—and
controversial—ways to do business under
plans before the Senate small business com-
mittee.

SBICs were set up in 1958 by Congress to
funnel capital into businesses which 1) are
growing so fast their need for money is too
big for their resources and 2) are too small
to attract equity funds by normal means.
Private investors need a minimum of $150,000
to start an SBIC. The Small Business Ad-
ministration will match that in debentures to
provide working capital, will lend the SBIC
$150,000 more on top of it. The SBIC can
use these funds to buy convertible debentures
of small businesses or make loans to them.

The changes urged by the committee are in
a bill that passed the Senate last year, is
pending in the House. They would:

1. Let SBICs make any kind of investment
in small businesses. Convertible debentures
may not always be the best kind, the commit-
tee says; the limitation “has prevented and
will prevent many SBIC transactions.”

2. Remove a rule that borrowers from SBICs
must buy shares in them—a la Fanny May—
with a part of the money (this was intended
to cut and eventually end the need for govern
ment participation). Both SBA and the in-
dustry demand its removal, says the commit-
tee. Borrowers consider it an added cost of
the money, are discouraged from borrowing.

The most sweeping changes await introduc-
tion in a bill promised by the committee’s
chairman, Sen John Sparkman (D, Ala.).
But Congress may not have time for it this
session. They would:

® Increase SBICs’ “leverage” in attracting
money by 1) letting SBA buy up to $1 million
in their debentures instead of the present limit
of 150,000, and 2) letting SBA lend SBICs (for
10 years at 5%) an amount equal to 100% of
their total capital instead of the present 50%.
Present limits mean that only the smallest (ie,
under $450,000) SBICs enjoy maximum leverage,
and they are not big enough for really economic
operation, says the committee.

® Allow stock options to SBIC executives
to attract and hold top management talent.

® et SBICs participate in SBA direct loans
to small businesses that are too big for them
to handle alone.

® Jet them deduct 20% of their income from
all loans outstanding as a tax-free reserve
against bad debts. (This would be a bigger tax
shelter than the 12% now enjoyed by S&Ls
and mutual savings banks.)

® Let them distribute income to stockholders
from liquidated investments as a capital gain.

If these changes spur formation of bigger,
more flexible SBICs, they are likely to help
builders (along with other small businessmen)
by making more funds available to them.
But, says Charles Noone, chief counsel of the
Natl Assn of SBICs, the real meaning to
homebuilding will depend on whether builders
—and SBICs—get around to using the pro-
gram the way Congress meant it to be used:
to provide long-term financing or equity.

Alaska OKs savings banks

The first expansion of mutual savings banks
into another state in 35 years was authorized
last month when Gov William A. Egan signed
a bill to permit chartering of mutuals in
Alaska, putting MSBs in 18 states.

help builders?

“SBICs are leaning heavily on the loan side
instead of the equity side in the financial aid
they are supplying the homebuilding field,”
says Noone. Builders go along with this be-
cause like other small businessmen they are
reluctant to share control of their business.
Noone argues that builders overlook that
SBIC equity money to help build community
facilities like sewer and water systems can
help them hold the plants after their sub-
division is completed, and eventually reap a
bigger profit. Instead, they want the money
for land development, seldom need or want it
for the five-year minimum SBA has set for
long-term loans under the program. So many
plan to prepay their loans. SBA frowns on
this, Noone notes, and could stop it through
its regulation of SBICs. In fact, emphasis on
lending by some SBICs has led the Senate
committee to recommend imposing a 10%
interest ceiling on SBIC loans. The present
law is silent on this, but SBA has been en-
forcing a 15% ceiling administratively. Most
builders using SBIC money are willing to pay
15% for such hard-to-get loans, among other
reasons, because “That is the going rate.” But
the committee report says angrily:

“Congress did not think it was conferring
government approval of loan sharks, nor did it
anticipate it would lend SBICs public dollars
at 5% for relending at 15%.”

CANADA:

US investors eye
Canadian market

US lenders appear to be finding Canada’s
higher interest rates attractive. Two new pipe-
lines for American dollars to flow north have
opened up since Toronto Lawyer John Camp-
bell and Eastman Dillon arranged New York
financing of $4 million of Canadian National
Housing Act mortgages last month (NEws,
May). Details:

1. Financier Charles W. B. Wardell Jr of
Nassau, and President S. Joseph Tankoos of
New York City’s Tankoos & Co announced
they have a $5 million “continuous pool”
available to buy construction loans, builder-
held second mortgages, and junior liens in
Canada. Their firm, Willard International
Financial Co, says it has investor clients in
the US, Great Britain, Europe, and several
Commonwealth countries who have long been
anxious to buy well secured commercial paper
in Canada but have had no properly organ-
ized source to turn to in the past.

2. Two big Toronto land developers who
are having trouble selling their high-priced
($6,000 and up) lots hope to lure customers
with the offer of US-financed NHA mortgages.
They have lined up a Chicago-based life
insurance company to put up some $3 million
at 614 % net yield. The loans will be serviced
by a Canadian lender for a %2 point, so will
cost builders the standard 63 % price for
NHA. NEWS continued on p 63
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L KEVINITE®.

new, hard-surfaced,
plastic laminate
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| CUTS AS MUCH AS 25% FROM
| FINISHED COSTS! Here's a beautiful, hard-

| surfaced plastic laminate which can be applied

DECORATOR-STYLED FINISHES ...

m-the
moAl
wamted
patfems!

to chipboard, hardboard, plywood, steel or any other
sound surface. |t works to smallest radii, permitting
thinner, less expensive cores. Material and production
costs on kitchens, bathrooms, walls, built-ins and
flush doors are radically reduced (see next page).

Kevinite gives you all the beauty of wood —
you can almost feel the grain — plus the convenience

and sales appeal of plastic.

You buy Kevinite in sheets of ANY LENGTH *

‘ in all grains, patterns and colors. |

KEVINITE®

YOUNGSTOWN 9, OHIO
LOS ANGELES 22, CALIFORNIA

Get the facts from your building supply dealer today 7
or write directly to SWEDLOW, Inc., 394 North -~ ¢
Meridian Road, Youngstown 9, Ohio. e g




PRESSURE BONDING using contact adhesives.

Pinch rollers remove air and provide excellent bond.

TIGHT BENDS possible with Kevinite permit the
use of thinner cores.

Kevinite is a universal, hard-surfaced, decorative
plastic laminate which bonds easily to any sound surface.
It forms easily to %" radii. It can be formed over a wide
range of temperatures. Approximately 235°F is recom-
mended for tight bends. It will soften but will not further
thermal cure. Spring-back is negligible.

Because Kevinite is manufactured by a continuous
process, exact control of the product is possible. Post-
forming temperatures remain constant regardless of pat-
tern, color or production run. Kevinite cuts as much as
25% from the normal heating, cooling and forming cycles.
With contact adhesive, it is possible to dieform around
the core material and bond concurrently. Rejects and
production costs are dramatically reduced.

Kevinite is recommended for vertical surfacing on

HOW TO POSTFORM
KEVINITE

HEATING FOR FORMING with controlled radiant

heat source.

TRAVELING
SAW HEADS

cut continuously
laminated board to
desired length.

TIGHT BOND
TIGHT RADIUS

accomplished with a 25%
reduction in heating, forming
and cooling cycle.

doors; furniture, and wall panels; and as complete cabinet
wrapping. Solvent-type, contact-bonding adhesives offer
the greatest advantages in production and forming, but
other types of adhesives can be used successfully.
Questions concerning unusual Kevinite applications
or production problems should be referred directly to

Swedlow. Our technical department will work with yours.

SweJ Iom YOUNGSTOWN 9, OHIO / LOS ANGELES 22, CALIFORNIA
/




For sheer soundlessness, nothing matches Schlegel Woven Pile
Weatherstripping. Its dense, soft pile won’t squeak (like plastic),
screech or rasp (like metal). Windows and doors won’t bang or
rattle—even in a storm. Seals weather out, seals heat and condi-
tioned air in.

SMOOTH ACTION. Doors and windows ride smoothly on Schlegel

Woven Pile Weatherstripping, under all weather conditions. They
never stick or bind. Schlegel Woven Pile is friction-free.

GIVES SURE PROTECTION. Schlegel Woven Pile compresses, is truly
resilient. It cushions doors and windows snugly and compensates
for irregular metal or wood surfaces.

WEATHERPROOF. Neither air, rain, wind, nor dust can seep in. Only
Schlegel Woven Pile is silicone treated to insure complete weather-
proofing. Schlegel performance has been proven by rigid FHA tests
for air infiltration.

For a comprehensive list of manufacturers using Schlegel Weath-
erstripping, write for our new booklet, “Your Guide to Windows—
Doors—Screens.”

Cross-section view showing Schlegel
Woven Pile Weatherstripping installed
in the aluminum frame head section
of Arcadia Sliding Doors, Arcadia
Metal Products, Fullerton, Calif.

for protection that’s silent, smooth and sure

Sehleger

WOVEN PILE WEATHERSTRIPPING
SCHLEGEL MANUFACTURING COMPANY

P. 0. Box 197, Rochester 1, New York « In Canada: Oakville, Ontario
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It's beautiful!l ™
Our Craftwall has such “\
a rich, natural grain.
We'd never get that with

“bargain’’ paneling.

Somme="

~

/

Roddis CRAFTWALL

genuine wood paneling

is “forever”...
Its beauty is guaranteed for the life of the home!

The difference in cost is only ‘“pennies’ a year! Craftwall
genuine wood paneling can give your homes quality that shows.
Like the richness and warmth of this Sherwood Oak installation,
now being advertised in Better Homes and Gardens.

Craftwall has that special beauty that home buyers are looking
for. An authentic hand-rubbed glow that is protected from scuffs,
stains and dirt by an exclusive Roddis finish. Craftwall never
needs waxing, cleans with a damp cloth.

And Roddis guarantees, in writing, that Craftwall wood panel-
ing will stay beautiful as long as the home stands.

Craftwall can give your homes the ‘““touch of luxury’’ that
means faster sales. Send the coupon today for information on all
9 popular Craftwall woods.

Builders’ Craftwall Fact File on request

Roddis Plywood Corp., Dept. HH-660, Marshfield, Wisconsin

Please send me the Builders' Fact File on
Craftwall wood paneling.

Name

Firm a— .

®ecesececcecccccscsscscsnnans

Address

. State

Teesesssseseenccseccnssvastsessascssscscsscnscancnnsnns
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PO et b e

Every Kelvinator Kitchen las A Sales Plus
No Others Have!

1t’s not a gadget or gimmick. It’s a basic product improvement that makes every
Kelvinator Appliance do its job better. In refrigerators, it’s Fabulous I'oodarama,
world’s only foodkeeper that combines a deluxe refrigerator and upright freezer
all in one cabinet (and it’s only 41” wide). In washers, the Plus is an automatic
pre-scrubbing cvele that ends hand pre-scrubbing, and Deep Turbulent washing
action that’s so gentle it won’t tear a paper napkin. In dishwashers, it’s true
multi-cycle dishwashing, including automatic soak and pre-rinse cycles. That’s

why a Kelvinator Kitchen works harder to help you sell houses—whether you

install only a built-in range or a complete Kitchen. Send for full details today.

There’s a Sales Plus for You in Every Appliance

Made by Meldvinaltor

THE SALES PLUS IN RANGES is throw-away

aluminum oven linings that don’t just make oven Division of American Motors Corp., Detroit 32, Michigan
cleaning easier, but end this drudgery forever. . .
and multi-heat automatic broiling that eliminates Refrigerators « Electric Ranges « Automatic Washers o Clothes Dryers o Home Freezers e Disposers

raising or lowering of the grille! Room Air Conditioners o Dishwashers « Electric Water Heaters o Dehumidifiers




MATERIALS & PRICES:

GROWING PARTNERSHIP of aluminum, housing, renewal is personified by smiling foursome of (I to r)
URA Commissioner David Walker; Reynolds Metals’ Executive Vice-president David P. Reynolds;
Reynolds Aluminum Service Corp Executive Vice-president (and former HHFAdministrator) Albert
Cole, FHA Commissioner Julian Zimmerman. They met at Reynolds’ luncheon for industry in Chicago.

How Reynolds Aluminum is moving
to use renewal as its showcase

A little more than a year ago, when Reynolds
Metals hired HHFAdministrator Albert M.
Cole away from the government to develop
new residential markets for aluminum, every-
one wondered just what was in store. Today,
the pattern is clear: with sponsorship of one
redevelopment project in Cincinnati in hand
and proposais outstanding in Philadelphia,
Washington, D. C. and Kansas City, Mo.,
Reynolds has made a strong bid to become a
major national redevelopment company. It is
the first materials firm to do so.

Reynolds’ quiet entry into renewal has
drawn mixed reactions. Builders—especially
in Philadelphia where a group of local men
are currently deadlocked with Reynolds in
competition for the big Eastwick project—
are alarmed at the competition. They fear
Reynolds may be the first of a herd of com-
panies that will move in on a part of renewal
that looks better and better to homebuilders
all the time. Indeed, Reynolds’ plans involve
just the kind of units homebuilders are best
equipped to put up row houses and maisonet-
tes.

But if builders are chary of the new entry,
city officials seem delighted. In Cincinnati,
Reynolds’ subsidiary, Park Town Corp, esti-
mated downpayments at $300-$500, carrying
charges from $62 to $100/mo for Sec 213
management-type co-ops ranging from effi-
ciencies to three-bedrooms in size. Enthused
Mayor Donald D. Clancy over the designs
(which may use only 25% of the land area):
“I was impressed . . . They lend much to
upgrading of the area.” Surveying the team of
Cole and his top assistant, former URA oper-
ations chief Sid Jagger who made the presen-
tation, Councilman John Gilligan remarked:
“That’s really a hot-rock combination.”

Reynolds itself insists local builders have
nothing to fear from its operation. “We don’t
want to get into building,” says Al Cole.
Instead, Reynolds wants to work with local
men, stand by to provide seed money and
know-how to insure projects of success. Rey-
nolds’ stake: another prime showcase to help
aluminum crack the residential market, and a
start in getting what should be a huge part of
that market off the ground at last.

In Cole’s words, Reynolds sees the renewal
market as “an economic time bomb. When it
explodes, the impact on the national economy
will be of tremendous significance.” By using
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top planning and design talent like that of
City Planner Constantine Doxiadis of Athens,
the company is aiming for outstanding com-
munity plans and striking uses of aluminum
that will put it in line to harness some of
the blast.

In Cincinnati, Reynolds is paying the city
$35,000 for 12.5 acres in the Laurel-Rich-
mond redevelopment area, hopes to begin 328
units in aluminum-veneer, concrete block town
houses and maisonettes by midsummer. In
Kansas City, it proposes 600 units of row
houses, seldom seen in the Midwest, for
Negro occupancy in the Crispus Attucks re-
newal area. Land cost for 18 blocks will be
$760,000. In Washington, it proposes a 400-
unit elevator apartment building and 103 town
houses on 10 acres in the Southwest area.
Total cost: $8 million.

In getting renewal off the ground, Reynolds
evidently will also add its weight to that
of Chicago’s Julian Levi in trying to make
Sec 213 co-ops work (NEws, Mar). It plans
213 financing for all these projects, a form
which in Kansas City, says Cole, will permit
monthly charges after down-payments “15 to
20% lower than monthly rents under any
other avaliable financing plan” ($200 down,
$75-$80/mo). As one who headed the na-
tion’s renewal effort for six years, Cole speaks
with authority when he says such a wedding is
important, that “failure to produce housing
for moderate income families has poised the
nation’s urban renewal program on the brink
of stagnation.”

Biggest of all Reynolds’ proposals is its bid
for Philadelphia’s huge Eastwick redevelop-
ment area, the nation’s biggest. The 2,000-acre
plan for residential, commercial, public re-
development includes 107 acres for some
2,400 units of new row housing and garden
apartments. Reynolds has allotted $750,000
for planning, fees and land purchase—but
might invest another $2 or $3 million more
for equity if needed. Co-sponsors are Phila-
delphia Builders Samuel and Henry Berger,
whose projects include a 219-unit apartment
house in the city’s Southwest Temple renewal
area.

“Urban renewal,” says Cole, “is a very good
facility for corporations because of the very
small equity involved. Moreover, it uses land
in a place where the development can be seen.
We’re suggesting other firms get in this too.”

Producers expanding
despite falling profits

Despite many a first-quarter drop in sales
and/or profits, major building materials pro-
ducers are still betting on 1960 to equal or
top 1959.

Many leading firms are making plans for
or are already executing expansions and -ac-
quisitions to make them more competitive.
Some producers whose net slipped in the first
quarter of this year say preliminary looks
at second-quarter figures indicate improve-
ment.

Says Chairman 1. J. Harvey Jr of Flintkote:
“As expected, earnings for the first quarter
of 1960 were somewhat less than those for
the corresponding quarter of 1959 due largely
to unusually adverse weather.” Net fell from
$1.8 to $1.3 million. Second quarter volume
“shows a satisfactory improvement,” Harvey
adds.

Most producers blame bad weather for
dipping earnings. Scarce mortgage money
runs a close second. Says President Joseph A.
Grazier of American Radiator & Standard
Sanitary Corp: “The next few months could
clarify whether or not the slowdown was due
to poor construction weather . . . or wider
economic influences.” His company’s sales fell
from $116 million to $113 million. Net
skidded from $3.6 million to $3.3 million.
At Johns-Manville, both sales and earnings
gained under 1% from the first quarter of ’59.

One measure of confidence is Flinkote’s
announcement of the biggest capital expan-
sion program in its history. It involves some
$50 million of new plants and production
facilities. Some $20 million will be spent this
year, up $4 million from °59. National
Gypsum, which dropped in both sales (from
$44.7 million to $43.1 million) and net ($4.4
million to $3.6 million), is also expanding.
The company has finally realized Chairman
Melvin Baker’s old dream of tapping the rich
market west of the Rockies by acquiring
Union Gypsum Co of Phoenix in a $4.5
million stock swap.

At Armstrong Cork, heavy but planned
expenses for modernization and expansion
caused first-quarter net to drop to $3.9
million from $4.3 million in first quarter °59,
despite $69.9 million in sales—up 4.6% from
the period last year. The company still ex-
pects to beat its record 1959 sales and earn-
ings by year’s end.

In appliances, profits are off despite good
sales, largely because of overproduction and
overstocking by producers, wholesalers, and
retailers who feared strike-caused steel short-
ages that did not hit as hard as expected.

How ‘some leading producers did:

COMPANY SALES PrOFIT
FHAMKOE .oovvevmwes onas + 11% —30.5%
WhItlPOOol, 5 iaiselsisie o s s o5 + 10% —13%
Westinghouse-Electric .... + 4% +35%
Johns-Manville ......... + 08% + .13%
American Standard ...... — 28% —25.5%
Pittsburgh Plate Glass*... +225.6% +43.5%
Congoleum-Nairn ....... — 13.1% T
YIS GYDBUM, ¢ oo s seiereaniine — 45% —12.5%
National Gypsum ....... — 34% —18.8%
Armstrong Cork ........ + 46% — 93%
CLANIE) 5 4.viieie e miaas s & e — 124% +652%
Borg-Warner ... ..eosons + 82% + 7.1%
RUbEroid ... : .« s oo — 13.6% —59.6%
Kawneer ............... + 148% —63.4%

* The company was strike-plagued during the first
period of last year.

+ Net loss of $335,776 compared to $21,218 for
corresponding '59 period.

NEWS continued on p 65
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4 produrt | NATIONAL HOMES  Maintenance-free

in Aluminum

National Homes Corporation's 1960 French Regency ‘‘Lorraine’” home

*NATIONAL HOMES” SELECTS DUPLEX PUSHMATIC

DUPLEX PUSHMATIC
GIVES YOU ALL THESE

e Coil-magnetic protection for lamps
and appliance cords.

e Positive, bolted connection to busbar
for trouble-free service.

e Pushbutton convenience for
ease of operation.

’
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‘ CIRCUIT PROTECTION

National Homes Corporation gives buyers a
“bonus’ in electrical convenience and dependa- -
bility. BullDog Duplex Pushmatic® circuit '2
breakers are now standard equipment in these @g ﬁc v
quality prefabricated homes. Buyers get double -
safety . . . Duplex Pushmatic gives thermal element and coil-
magnetic protection. And positive bolted connection assures years
of dependable, trouble-free service. There’s economy for you, too
... Duplex puts two breakers in the space of one standard breaker,
permitting use of less costly panels.

Famous Pushmatic pushbutton means extra convenience. The
button pops up on overload or short circuit, where it can be
quickly identified by either sight or touch . . . and returned to
service instantly.

Consider the advantages of BullDog Duplex Pushmatics and
service panels for your homes. You’ll find this extra measure of
quality will assist in making buyers out of shoppers. And
Pushmatic costs no more. Our BullDog representative will be
glad to show you why Duplex Pushmatic is your best bet for
lasting owner satisfaction.

BullDog Electric Products Division, I-T-E Circuit Breaker Company,

Box 177, Detroit 32, Michigan. In Canada: 80 Clayson Rd., Toronto, Ont
Export Division: 13 East 40th St., New York 16, N.Y.

BULLDOG ELECTRIC PRODUCTS DIVISICN
I-T-E CIRCUIT BREAKER COMPANY
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ZONING:

Is archaic zoning the real cause
of monotony in subdivisions?

Zoning—as it is practiced across the US today—is hindering good neighborhood
design and promoting the dreary monotony that designers decry in new subdivisions.

This outcry is not brand new—experts have been complaining for at least six
years that the single-lot approach is too rigid for large-scale developments. But it is
being raised more and more insistently. Two of the latest complaints:

1. A study just issued by the Philadelphia Housing Association contends that local
zoning and subdivision rules are fastening ‘“undesirable uniformity” on the city’s

new housing. “These regulations interfere with good neighborhood design,”

2. Single-lot zoning is threatening to fasten

it says.

“sterile boredom” on the rebuilding of

cleared city slums instead of the “exciting new in-town living which its supporters
predicted,” asserts Redeveloper James H. Scheuer and Lawyer Eli Goldston.

The Philadelphia Housing Association finds
these troubles with today’s zoning.

“Entire developments of houses are ar-
ranged on the land in fixed patterns, each
house set back the same distance from the
street and from the rear lot line, each house
located precisely the same distance from its
neighbors. Streets are all the same width, fre-
quently wider than they need be because the
subdivisions are now traffic-free. All the
houses look alike, all have yard or garden
areas, but there is seldom any provision
within a subdivision for small parks or com-
munity play space for young children. Lot
dimensions and building types vary somewhat,
but within each development there is only
uniformity.”

Zoning is more at fault than any other part
of the web of local controls that enmesh
housing everywhere, says the PHA. “Zoning
regulations of the currently favored type pro-
duce uniformity by restricting residential de-
velopments to a single dwelling type—all
detached houses, all twin houses, all garden
apartments or all high rise. Further, the di-
mensional specifications of almost all zoning
ordinances are too rigid. Requirements for
front setbacks, side yards, rear yards, lot
widths and lot areas are to blame for the way
houses are placed on the lot and for the uni-
form lot size . . . The zoning ordinance de-
signs the development, not the builder, the
planner, and the architect.”

The zoning straitjacket compounds the
problem by putting developers into an eco-
nomic straitjacket, the PHA study points out.
How? Because “land value is determined by
the number of houses that can be built on a
tract.” The more people are crowded onto an
acre, the more rent the land will yield, and
land, as economists know, is worth its rental
income capitalized. Theoretically, developers
need not build to maximum permitted den-
sities. But land costs so much today, there is
no profit-incentive not to. Says thc Housing
Association: “In practice, therefore, the de-
veloper has no choice. He must build what
the land is zoned for, and at a density close
to the maximum.”

To show what could be accomplished with
the “totally different type of control” needed
for large scale developments, the PHA com-
missioned two young designers, Alan G. Levy,
assisted by Marjorie Olweiler, to sketch alter-
nate development plans for a 37.3 acre tract
in northeast Philadelphia. They envisaged
what could be done with the typical twin-
house currently being built in the area. But
they disregarded the city’s zoning and sub-
division restrictions “whenever they interfered
with  good planning.” The results (see
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sketches) make the case against rigid zoning
vivid. What comes through most are amenities
that help neighborhoods keep their tone for
generations—items like private garden areas,
public areas, totlots, and park areas.

In renewal, “zoning-ordinance inadequacies
have caused difficulties in almost every city
in which a project is well advanced,” say
Redeveloper Scheuer and Attorney Goldston,
writing in The Harvard Law Review. “Pro-
crustean rules offer little chance for imagina-
tive architecture and planning. What little
opportunity for creativity remains is elimi-
nated when builders believe, as many pres-
ently do, that rising land prices require them
to obtain the maximum internal space by
‘filling the zoning envelope.’”

To dodge such difficulties, many a city now
approves large scale projects as a variance to
its rigid ordinance. The difficulty with this,
contend Goldston and Scheuer, is that de-
cisions are “likely to be compelled by political
pressure rather than sound planning,” and
that, moreover, such procedure may be upset
in court as a misuse of spot zoning.

Seventy-eight cities have special provisions in
their laws for planned developments. But Gold-
ston and Scheuer find fault with many. Some do
not require approval of planned developments
by the city council. This may raise constitutional
questions of illegal delegation of legislative pow-
ers, they warn. Many ordinances refer to a “single
owner” when the better test would be single
control of project planning. This also conflicts
with FHA’s preference for several mortgage
units in big projects, with each unit designed to
be self-sustaining. Some cities abuse planned-
development provisions to put light industry in
residential areas instead of only the neighbor-
hood stores that give big developments their
urban flavor. Goldston and Scheuer have drafted
a model provision for incorporation into exist-
ing municipal zoning ordinances to cover large
scale residential developments.

Big lot zoning illegal?
Law study sees chance

Will surburban towns’ overuse of big-lot zon-
ing ultimately lead the courts to strike down
the principle?

A new study by Richard Hodza, senior in
the New York University law school, suggests
that the answer may be yes.* And, says
Hodza, the same principles that have led the
courts to uphold big-lot zoning in the past
may cause the reversal.

Reviewing the legal history of building and
lot size minimums, Hodza finds the courts

cont'd on p 73; NEWS cont’d on p 66

*Published in the Intramural Law Review, New
York University, Vol. XV, p. 83, 1959.

et
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EXISTING LAWS (under “B” zoning) produce
this kind of tracts. Curving streets only partly
obscure monotony of uniformly-spaced houses.
Access from boundary roads invites traffic.

X

ALTERNATE SCHEME for same number (280)
of families replaces uniform twin houses with
groups of varying lengths and setbacks in a street
pattern excluding through traffic.

e

NEW SCHEME would house only 165 families on
same site (‘““A” zoning density), group 12 houses
on pedestrian courts, provide auto access via
looping rear driveways. Note generous open space.

65



66

COMMUNITY FACILITIES:

PLANNER SHURTLEFF
. a question of partnership

PLANNER GROSSMAN
. . . pursuing flexible goals

y £

. or a battle of suits

SOLICITOR GALLAGHER

Photos: H&H staff

ARCHITECT POSKUS
... for the right to build?

NAHB growth huddles win new friends for builders

New soft-sell tactic in thrashing out who pays
for facilities surprises some, pleases many

By Robert Seaver

Can a soft sell woo the sympathies of local planners and municipal officers for
builders’ problems with land restrictions and costly community facilities?

NAHB is betting that it can. Since last fall, it has backed the bet with a series
of community growth conferences designed to raise these problems from the level of
private commercialism to that of broad public policy.

Now, says Robert Ledermann, NAHB staff director for community facilities and
urban renewal, returns from the first few conferences show that the idea is working.

What is a community growth conference?
“It is an opportunity,” says Ledermann, “for
local officials, planners, and builders to meet
in an atmosphere different from their usual
contacts, where they can 1) lay their cards
on the table and thrash out bothersome ques-
tions without reference to individual cases
and 2) share the experience, advice, and
broad perspective of nationally known work-
ers in this field.”

Take, for example, one of the most recent,
held in Boston. Like the others,* the one-day
session was sponsored by the local chapter—
in this case, the HBA of Greater Boston—
with cooperation of NAHB and the state
chapter.

The crowd totaled 250 (attendance has
ranged from 100 to 400 at others). Who
were they? The breakdown is typical: 20%
homebuilders, 40% local officials, 15% plan-

*There have been six in five cities so far: Boston,
Milwaukee (twice), Columbus, . Hartford, and

Pittsburgh. More are slated for Louisville, Cin-
cinnati, Reno, Pittsburgh again. Tentative plans
are laid for Omaha, Buffalo, Owensboro, Ky.,
and Pine Bluff, Ark.

ners (private consultants and community
staff), and 5% general public. Also typical—
and surprising for such an explosive subject
—was the open-minded air of sweet reason
in which they heard these ideas:

Who should pay for community facili-
ties is pretty well settled for streets, sewers,
and water, said Planning Consultant James
F. Shurtleff. “Because the homebuyer will pay
for them anyway, it is best to have them in-
stalled by the builder . . . who can do it
quicker and more efficiently at less cost. But
there is an area of grey in . . . schools, parks,
open spaces.” His solution: let the builder
pay for those “that will enhance the value of
his subdivision and primarily serve it,” but
where town plans call for schools, or other
facilities that would serve the rest of the com-
munity too, the town should pay.

Zoning standards and subdivision re-
quirements should follow some uniform pat-
tern if not set the same goals, suggested
Planner David Grossman. For builders to
follow all the requirements in the municipal
patchworks around big cities is “like expect-

KEYNOTE SPEAKERS (Il to r) E. J. “Jim” Burke, NAHB 1st vice president; Boston HBA President
George DeViies; Mass. Lt-Gov Robert Murphy, chat with Conference Chairman Michael Campanelli,
NAHB’s Ledermann. Burke said communities should also fight code waste.

ing a lawyer to be able to practice in all 50
states,” he contended. He attacked towns’
willingness to grant zoning variations in
recognition that “land is not uniform, even
if zoning must be in districts,” but urged that
zoning ordinances be drawn to more flexible
standards (eg, population density or building/
lot size ratios instead of absolute setbacks,
building heights).

The right to build exists just as does the
right to preserve a community, said Archi-
tect Edward Poskus, chairman of the Brock-
ton planning board. For communities to say
only high-price houses—or big lots—are per-
missible is like solving the traffic problem by
ruling -all cars but Cadillacs off the road.
“When I was inching my way through traffic,
I saw only one other Cadillac on the road,”
he said. “We could have zipped right along if
all those other cars weren’t there.”

Builder participation in deciding what
laws govern building is weak and ineffective,
said Medford City Solicitor Mark Gallagher.
He reminded builders that the idea of zon-
ing itself won support from the US Supreme
Court “by a hair—only because there were
so many zoning ordinances already in effect
. . . Often towns pass laws just to see how
they’ll go. Blackmail, it’s called. Well, it’s
only blackmail because the individual builder
doesn’t feel strong enough to contest it.” It
would be *“a sign of maturity,” he said, if
builders organized support for “decent zoning
and not make this a battle of suits.” But he
also warned: “In this country, you never did
have an untrammeled right to build. Even
before this was a nation, in Cambridge
thatched roofs were prohibited because of fire
hazard.” He declared that “avant-garde think-
ing” among some planners leads to regula-
tions that can be overturned in court.

Costs of growth aren’t as great as some
communities fear, two town officials told an
afternoon panel. Planning Board Member
(and planning consultant) Homer K. Dodge
of Framingham told how his town, faced with
“whether to fight growth or encourage it,”
found no figures available on the costs. So it
made its own study, found that houses aver-
aging $7,200 assessed value (at 45%) paid
their own way in taxes, and showed a profit
if new commercial establishments to service
subdivisions were counted in. “And land
prices went from $200 to $3,000 an acre in
residential areas. In industrial, one fellow I
know is holding out for $35,000 an acre
where 15 years ago he couldn’t get $1,000.”
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City Solicitor A. Ankeles of Peabody took
a swipe at “street-corner economists who
blame the most easily observed social phe-
nomenon for undesirable effects . . . forget to
take into account the effect of inflation on
the costs of government.” He said his own
study of towns which resisted growth indi-
cated their governmental costs rose more in
proportion to their size than towns that grew.

Ledermann sees the conferences working
three ways for builders:

1. They give them the posture of construc-
tive leadership on growth problems which
gains them the respect of city officials and
planners. “In Milwaukee, community officials
after the conference called on the local chap-
ter for advice on pending measures—some-
thing that never happened before,” he says.
In another case, the local chapter was in-
vited to join in a common legislative program
with the state planners’ group. Co-sponsors
for the conferences have included planning
groups, educational institutions, newspapers,
similar interested factions, often created for
the first time a mutually beneficial bed-
fellowship.

2. They put the problems of municipal and
area growing pains into a much broader per-
spective. “It works both ways,” says Leder-
mann. “The builder sees his specific trouble
in the context of the community’s overall
problems. And the officials see the home-
builders’ problems in a better light. Where
they have enacted restrictive regulations and
hear nationally known planners say this is
not real planning—and no solution—they are
impressed.” Planners, by hearing the give and
take in the meetings, become “more aware of
the facts of life” and leave enlightened too,
says Ledermann.

3. They provide a focus that is often lacking
for community concern about growth. In
most cities where conferences have been
held, local participants have followed up with
later, even more specific, ones on their own.
“In Hartford, the community officials asked
the builders to set up another conference
to concentrate on more specific problems.”

The atmosphere of detachment leads in
some cases to pretty plain talk. In Pitts-
burgh, two speakers on opposite sides of the
table revealed frankly that bribery was a
real problem in some communities. In Mil-
waukee, where the second conference was so
“institutional” that it concentrated on central
city problems, William E. Finley, director of
the National Capital Planning Commission
noted the downtown dirt, asked: “Don’t you
people have any sand blasters?”

What about cost? “Usually,” says Leder-
mann, “the local chapter, which handles all
local arrangements, breaks even.” NAHB sup-
plies the chief speaker, and Ledermann’s
time. “Of course, it depends on how many
outside speakers you have and how far they
must come,” he says. In Boston, a $6 fee
covered the tab, including lunch.

Is such activity far afield from builders’
bread and butter? No, says Ledermann.
“Builders are not going to have any money
in their pockets tomorrow because of what
happened in Milwaukee last week, but cen-
tral city growth promotes met area growth . . .
We try not to consider the conferences an
end in themselves. Instead, we want to get
people thinking about growth, not running
away from it. Obviously, these problems of
all kinds are not going to be solved over-
night. But obviously, builders have a big
stake in getting them solved.”
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URBAN RENEWAL.:

Suburban town balks slums
by buying up old homes

Whitefish Bay, an upper-class* north shore
Milwaukee suburb, is giving the rest of the
nation an object lesson in how to prevent
blight without federal subsidies, condemna-
tion, or court action.

The village simply buys up old, rundown
houses one by one, as they are put up for
sale. It razes the buildings and resells the
land for new homes or other uses. Last year,
the village spent $25,000 this way. It expects
to spend $90,000 this year. Officials predict
the plan will more than pay for itself within
a few years by preventing property values
from dropping and because the re-used land
will yield more taxes. Village Manager John
M. Katzban cites this example: one old home
was bought for $8,400. It had an assessed
valuation of only $2,500. When a new home
is built on the cleared lot, it will probably
be assessed at about $11,000. The old home
and lot was producing $162 a year in village,
school, county, and state realty taxes. With
a $11,000 assessment, the new house and lot
would produce $728 in taxes.

Each purchase must be approved by the
village board. Before the village resells the
house, the village planning commission must
approve the proposed re-use.

* Almost half its households had more than
$10,000 income last year.

New York City renewal
gets three new chiefs

New York City has a triumvirate of sea-
soned government housing professionals to
replace the near-dictatorship of Robert Moses
over the city’s slum clearance programs,
biggest in the nation.

Gov Nelson Rockefeller’s signature was
hardly dry on the enabling law when Mayor
Robert Wagner appointed City Real Estate
Commissioner J. Clarence Davies to the
chairmanship of a new Housing & Redevelop-
ment Board. It absorbs the functions of
Moses’ Slum Clearance Committee in coordi-
nating redevelopment and rehabilitation along

Walter Daran

NEW FACES FOR OLD SLUMS
Chairman Davies (seated); Weaver, Fried

lines proposed by J. Anthony Panuch (NEws,
Apr). Davies was soon joined by Walter S.
Fried, regional HHFAdministrator since 1955,
and Robert C. Weaver, state rent adminis-
trator under ‘he Harriman administration
who is now a Ford Foundation public affairs
consultant and chairman of the NAACP, as
board members. All three relinquish their
other posts.

Davies is the only one of the three who
was on Moses’ committee. Among his first
acts was a disavowal of Moses’ charge that
scandals over conflict of interest in the com-
mittee had made Title T a “dead duck” in
New York. “I hope not,” said Davies. “We
will use all our energies to carry it
forward.” Then he hustled off to Washington
and a meeting with Rep. Albert Rains (D,
Ala.) whose House subcommittee has been
quietly investigating New York’s urban re-
newal mess.

After that, the new board got down to
work, almost at once displayed independence
of its predecessors’ policy of blasting neigh-
borhoods off the map while virtually ignoring
relocation problems it caused. The board
dropped a pending Title T project in the city’s
Lower West Side Chelsea district. Reason:
impact of the big Penn Station South project
just north of it, already underway, would
have to be absorbed first. The move got
cautious approval from Chelsea residents who
were protesting the project (but do not yet
believe it is really dead) and garnered a
bouquet from the World Telegram & Sun:
“. . . a hopeful sign that the new manage-
ment will be more responsive to public
criticism when circumstances indicate
that such criticism is warranted.”

Chamber of Commerce hits
subsidies for renewal

Should urban redevelopment pay its own way
without costly federal subsidies for land
write-down? The idea is gaining adherents.

Already suggested by a New York City
tax study (NEws, Apr), it is now a major
point in a drive by the US Chamber of Com-
merce to back up its national policy that
federal aids to renewal, community facilities
and planning should be ended as soon as
possible.

In its new “Community Development
Series,” seven pamphlets designed to help
local chambers mobilize private leadership for
community development, the chamber says:

“It is important to recognize that the most
rigid control over the volume of urban re-
newal in the United States is and will con-
tinue to be the fact that public money is
involved . . . Urban renewal has to compete
with all other demands on the tax dollar.”

Instead of financing this way, asks the
chamber, why not go to the private money
market and borrow the needed funds, relying
on good planning to create enough increased
property values to provide revenues to repay
the debt? In support of this, it cites three
examples of existing or possible self-liquidat-
ing renewal:

1. In Pittsburgh, redevelopers of the
Golden Triangle got firm 20-year rental
commitments for most office space even
before the land was sold. This established
“such high values for the land that its sale
not only returned all costs involved in the
development, but also an income of $50,000

continued on p 69
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AIR CONDITIONING
COSTS TUMBLE
with ALFOL insulation

Yes ... AvLror. Aluminum Foil Insula-
tion really tames the sun. . . tames it so
well a 3-ton air conditioning unit takes
the place of a 5-tonner. Owners save on
operating costs, too. And . . . rooms stay
cooler at night because ALFOL doesn’t
store up heat. ALFOL also makes for snug,
easy-to-heat homes in winter. ALFOL’S
positive vapor barrier controls damaging
condensation both winter and summer.

Don’t forget . . . franchised ALFoL dis-
tributor-applicators save builders money
in other ways too. Ask them.

Please send REFLECTAL CORPORATION, DEPARTMENT A-81
FREE ALFOL Brochure: A subsidiary of Borg-Warner Corporation

200 South Michigan Avenue, Chicago 4, lllinois
““Modern Insulation

ALUMINUM
FOIL

Name.
Lowers .
Firm
REFLECTAL the Cost of
INSULATION R Addre
ir Conditioning’ City Zone. State.

|
|
|
l
|
|
|
|
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per year to the redevelopment agency for the life of the rental com-
mitment.”

2. In Sacramento, tax revenues to the city are frozen at pre-renewal
rates for the city’s first downtown project (H&H, Nov.). When the
project is completed, all revenues over the frozen amount will be ear-
marked to pay local share of project costs.

3. In Indianapolis, the Redevelopment Commission is empowered
to borrow up to ¥2% of the city’s total assessed valuations to finance
redevelopment, and the local government is empowered to levy enough
taxes on the area to service the debt.

As for federal participation, says the chamber after surveying rede-
velopment’s sorry record of slow starts nationally: “The record seems
to indicate that the ideas contributed . . . have been of greater benefit
to localities than the money.”

Overall editor of the pamphlets is S. Howard Evans, former director
of URA’s urban renewal service branch, and longtime student of
public administration and housing. They were conceived two and a half
years ago, produced in a year-long collaboration among three Chamber
committees. Legislation to implement their main points is being pushed
by the Chamber.

PUBLIC HOUSING:

$9,420-a-year families made eligible

Rising vacancies have led the Hartford Housing Authority to ease
family income limits for admission to state-subsidized “moderate
income” housing.

The State Housing Division has approved a new limit of $4,800 a
year income plus $600 for each of the first three dependents, $500 for
the fourth and $400 for each dependent beyond that. Additionally, a
wife’s income up to $1,500 a year will go uncounted. Families with
incomes 20% above the move-in ceilings already living in the state
projects, may remain.

This means a family with three children can now stay in a state-
aided apartment with an income of $7,920—or up to $9,420 if the
wife earns $1,500. (Many private lenders would approve such a family
income for purchase of a $20,000 to $25,000 home.) The old income
limits were $4,200 a year for admission with the same allowances for
dependents but no exclusion of a wife’s earnings.

In late April, there were 90 vacancies among the 1,184 units in three
state-aided projects. This was enough to threaten their financial sol-
vency, say authority officials. Three-room apartments rent for $65 a
month, four-room units for $73 a month.

Earlier, the authority relaxed its four-to-one ratio of white to Negro
families—intended to prevent a ghetto in public projects—because it
became impossible to fill four-fifths of the units with white families.
Most of the families who become eligible under the higher income
limits are expected to be Negro. NEWS continued on p 71

Ankers

BASEMENT ATOMIC FALLOUT SHELTERS can be incorporated into lived-
in areas of a home, contends the Office of Civil and Defense Mobilization.
This actual-size shelter was exhibited last month at the National Housing
Center in Washington to show how. Said a press release: “The trend in fall-
out shelters is toward a dual purpose room. Gov Leo A. Hoegh, Director of
OCDM, suggests in this relaxed pose that a shelter may become a daily
refuge from the vicissitudes of family life. . . . The shelter suggests alternate
decorating themes, such as a stereo music room, card room, or guest room.

Survival equipment can be kept near and carried inside the shelter before
the fallout reaches the danger level.”

A complete line of ventilating fans for kitchens, bathrooms, game
rooms, laundries . . . wherever constant or periodic air replacement
is needed. Whisper-quiet Emerson Electric ventilating fans are
easy to install in wall or ceiling. Ask an engineer about the blade
design of Pryne Blo-Fans and Pryne Axial Flo-Fans. Ask a decor-
ator about the styling of the grille design.

Another of the FINISHING TOUCHES from Emerson Electric
...pre-sold packages of
quality electrical accesso-
ries that add instant sales
appeal to your homes.

)

EMERSON ELECTRIC

\ BU/LQER PRODUCTS GROUP ,
EMERSON pryne

ST.LOUIS, MO. POMONA, CAL.

KEYSER, W. VA.
<gmf’°“°'L Rittenhouse
LATROBE, PENN. HONEOYE FALLS, N.Y.

Write Dept. BIO, Emerson Electric - 8100 Florissant « St.Louis 36
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KITGHEN

LIVING

SPACE
GARAGE

LIVING

“this is what sold me...lots of living space
at a price we could afford to pay!”

Homeshield’s Garage-Patio Concept turns the ‘“‘car-barn™ into a powerful
selling feature for less cost to the builder than some of the commonly used
“built-ins.” Yet, this low cost, builder-installed feature adds to the home just
what homebuyers are looking for ... maximum living space for dollars
invested.

It's loaded with sales appeal . . . a safe, enclosed place for kids to play...
ideal for teenage parties . ..roomy, all-weather, indoor-outdoor living at
its best.

Fits right into present building plans . . . because it utilizes the garage or car-
port, the Homeshield Indoor-Outdoor patio blends with any building style
... adds as much as ¥4 more living space without crowding the lot. Contact
your Homeshield Distributor listed below . .. find out how this appealing
sales feature can fit in with your present building plans.

PATIO PHOTOS COURTESY
OF RAYNOR MFG. CO.

HOMESHIELD"

PRODUCTS

These regional fabricators were selected for their ability to
work with builders. Call your nearest Homeshield fabricator now.

ALABAMA LAKE ZURICH—Palatine Window & Awning Mfg. Co. MASSACHUSETTS NEW HAMPSHIRE OHIO SOUTH CAROLINA

AM—Watters Paint & Co. LYONS—Frama Building Products NEWTON LOWER FALLS—N. American DERRY—Standard Sash & Door Corp. AKRON—Tropic Kool Jalousie CHARLESTON—Southern lumhe, & Millwork Co.
MOBILE—Underwood Builders Supply Co. lNDlANA 4 Jalousie Inc. NASHUA~Indian Head Millwork Corp. CINCINNATI—Aristo Products Inc. COLUMBIA—Boozer Lumber
ARKANSAS WAYNE—Specialty Home Improvement Co. NEW BEDFORD—Thacker Industries, Inc. COLUMBUS—Able Builders Supplles Inc. ORANGEBURG—Palmetto Sash !. Door Co. Inc.

FORT SMITH—Mayo Building Specialties Co. INDIANAPOLIS— Awinco, Tn. UINCY—Modern Builders Supply Co. NEW JERSEY Palmer-Donavin Mfg. Co.

LITTLE ROCK—Alumipum Products Co.
CONNECTICUT
MlLFDRD Air-Ryte Pmducls Inc.
NEW LONDON—W. A. Park Company
w. HARTFORD Banlen Bramald Co.
GEORGIA
ATLANTA—William Bros. Lumber Co.
AUGUSTA—Georgia Carolina Mfg. Co.
SAVANNAH—Neal-Blun Supply Co.
ILLINOIS
CHAMPAIGN—I1lini Window Co.
CHICAGO—Harrison Screen & Millwork
Scientific Storm Window Co.
CICERO=Caldwell Co.
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MUNCIE—Pine Terrace Aluminum Products
PLYMOUTH~—Plymouth Fabricators

IOWA
BETTENDORF—Harold Vogel Roofing & Window Co.

KENTUCKY
ALEXANDRIA—Ross Aluminum
LEXINGTON—Keystone Window Sales
LOUISIANA

BATON ROUGE—Er
MONROE—Lumbermen s Supply Co.
MARYLAND
BALTIMORE—Winsulite Mfg. Co.

SPRINGFIELD—Security Windows, Inc.

MICHIGAN
DETROIT—Alumatic Windows, Inc.
FLINT—Flint Permanent Awning Co.

MINNESOTA
MINNEAPOLIS—Denesen Co., Inc.

MISSISSIPPI
JACKSON—Thrasher Co.

MISSOURI

ST. LOUIS—Ken-Mar Venetian-Blind Co. Inc.

Moeller Reimer

Co.
R&E Venehan Blind Mfg. Co.

LAKEWOOD—Level Line, Inc.
RANGE— General Products Co.
WEST ORANGE—Denison Fabntalmg Co.

NEW Y
ALBANY—Brin Mehal Corp
BUFFALO—Alu-Seal

ORTH CAROLINA
ASHEVILLE—AII Aluminum Co.
CHARLOTTE—Delph Hardware Co.
NEWBERN—General Wholesale Bidg. Supply
NORTH WILKESBORO—Jenkins Wholesale

Co., Inc.
WILMINGTON=~Jacobi Hardware Co. inc.
or write 10

DAYTON=--Aluminum Materials Inc.
GEAUGA LAKE—Subu‘;ban CS!orm Window
0or

TROY—Elco Products

PENNSYLVANIA
PHILADELPHIA—AII Weather Prod. Co.

Bryant Air Conditioning

Pos So

Qua City Aluminum Products
PITTSBURGH—F & K Alumlnum Products Co.

RHODE ISLAND
PROVIDENCE— Shoor-Elias Glass Co.
WARICK—Weather Products Corp.

©19608Y AMERICAN SCREEN PRODUCTS COMPANY ¢ CHATSWORTH, ILLINOIS

TENNESSEE
CHATTANOOGA—Chattanooga Venetian Blind
KNOXVILLE—Conner-Tate, Inc.
NASHVILLE—McCarthy, Jones & Woodard
SWEETWATER—Vestal Mfg.

TEXAS

AUSTIN—Dismukes Venetian Blind Co.
HOUSTON—Air Vent Awning

WASHINGTON, D.C
WASHINGTON, D.C.—The Shade Shop

WISCONSIN
BUTLER—Advance Aluminum Products
SHEBOYGAN—Sheboygan Glass Co.
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Builder Morris Milgram’s plans for six new
interracial subdivisions move ahead

continued from p 47

itself to projects under way and offering consultant services at a fee
to the rest.

® MCD is having no legal troubles so far in six other enterprises,
most of them begun or firmed up after the Deerfield troubles. The
locations and projects:

1. Wilmington, Del.: Through stock interest in and consultant agreement
with Runnemede Corp, MCD is participating in a 28-house subdivision on
23 acres in Newcastle County. Prices: about $27,000. Construction is
under way.

2. Waterbury, Conn.: Meadow Homes, Inc, a wholly owned subsidiary, has
bought a 37-acre site, won subdivision approval for 101 houses in the $15,000
to $19,000 bracket. Construction will begin in the fall.

3. Downington, Pa.: Just 25 miles from Philadelphia, MCD has participation
through a stock interest and consultation with Chester County Community
Developers Inc in plans for 40 to 80 houses in $16,500 to $19,000 bracket.
One 27-acre site is in hand.

4. Washington, D. C.: Through Home Parks, Inc, another wholly owned
sub, MCD has optioned one site, is considering another, both in the Mary-
land suburbs of the capital.

5. New Jersey: Through another wholly owned sub, MCD is seeking sites
near Princeton and in commuting areas serving New York City.

6. Bronx, N. Y.: MCD is participating through loans and consultation in two
Co-op apartments, one under construction, another in planning ctage.

In some of the projects, says Milgram, his companies will not
impose controls on racial mix that have made his others* both suc-
cessful and controversial. “Where states have open-occupancy laws,”
he says, “we will abide by them. Those states don’t have the same
market pressures that make controls necessary anyway.” The pressures:
extreme Negro demand that tends to make any mixed development go
all-Negro (and thus defeat its purpose) in a short time.

“In areas where there is open occupancy, with careful marketing
there shouldn’t be any problem,” says Milgram. He cites Chicago Real-
tor Ferd Kramer’s Prairie Shores development, where selective adver-
tising yielded a 70% white occupancy ratio (NEws, Mar ’59).

‘Still a dirty word’

Discussing his projects, Milgram tends to a reticence about details
on projects in early stages, but is candid about his reason: “Interracial
is still a dirty word,” he says. “Sites have a way of vanishing when
you make an issue of your plans.”

Milgram, an intense, crew-cut and youthful (at 43) builder from
Philadelphia, says his company is also dickering for participation in a
Brooklyn, N. Y. co-op, and that a Des Moines, Towa project that fell
through last year is still alive, but dormant. He radiates quiet enthu-
siasm when he talks about stock-buyers and their interest.

“This is investment in conviction,” he says of the stockholders.
“Everyone knows this stock is highly speculative and probably won’t
yield a dividend for years.”

Cities where groups have asked about or sought MCD participation
include: Lincoln, Neb.; Pittsburgh; Colorado Springs: San Diego; Los
Angeles; Phoenix; Seattle; Toledo; Buffalo; Rochester; Detroit, Flint,
Ann Arbor, and Ypsilanti, Mich.; Cincinnati; Louisville; Daytona
Beach; St. Louis.

Penalties of litigation

The Deerfield troubles—where MCD is fighting Park District con-
demnation of its site and a federal court has denied the company’s suit
(through Progress Development Corp, a wholly owned local subsid-
iary) for civil rights damages against town officials—have put a crimp
in MCD operations, Milgram admits.

For one thing, the company has a $113,000 investment in land, plus
development costs, and the cost of building two models. “We have
completed the models to show our faith that we’ll win,” says Milgram.
“But otherwise we’ll have to wait and see.” For another, sales of
MCD stock have been held up by the need to modify its prospectus
to reflect the Deerfield troubles. And a side observation by the court in
the civil rights decision has set off an SEC inquiry into the company’s
registration, to see if it should have been registered as an investment
company (which it was not).

Finally, costs of carrying appeals from the federal decision and
fighting condemnation are heavy, says Milgram. “There are 3,000
pages of record in these cases now,” he says. “And they all have to
be printed every time we appeal.” NEWS continued on p 73

* Two in Philadelphia, two in Princeton, N. J., all built by companies formed
before MCD.
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Complete two-way intercom service — plus door chime and radio
service to every room. Each system has master station with from
one to eight remote stations. Fully-transistorized for low-cost
operation and long service-life. Easy to install..,no 115-volt
wiring required. Two year warranty.

Another of the FINISHING TOUCHES from Emerson Electric
...pre-sold packages of quality electrical accessories that add
instant sales appeal to your homes.

EMERSON ELECTRIC

BUILDER PRODUCTS GROUP
EMERSON pPrygme

ST.LOUIS, MO. POMONA, CAL.

KEYSER, W. VA.

Rittenhouse
LATROBE, PENN.

Write Dept. B49, Emersori Electric - 8100 Florissant « St. Louis 36
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How the Wonderful Warmth
of Redwood Finds its Way
into America’s Homes
...through House Beautiful

When the California Redwood Association tells House
Beautiful readers “all the wonderful warmth of wood is
...lastingly yours in redwood” - as it does regularly in
attractive ads — it is doing a job for you in your own
community that can’t be equalled by any other kind
of advertising.

Redwood is more than a wood,— it’s an idea. The kind
of an idea that grows in the minds of over 4 million Pace
Setting readers who are your best customers—and leads
to the use of redwood in their homes.

In House Beautiful this idea is planted in the most
fertile soil (average family income of House Beautiful
readers: $15,715). And it grows in the world’s most
favorable climate, the pages of a magazine devoted to
the widest use of our natural resources.

House Beautiful is selling the idea of redwood to the
pace-setter families in your community — and to the
families who follow their lead. This happens every time
California Redwood Association advertises in House
Beautiful, No. 1 Sales Medium in the Home Field.

House beaudiful

A HEARST KEY MAGAZINE ® 572 MADISON AVENUE, NEW YORK

SPECIAL OFFER TO BUILDING SUPPLY DEALERS ONE YEAR OF HOUSE BEAUTIFUL FOR ONLY $3 00, TWO YEARS FOR §5 75

72

Send checks to dept. HH, House Beautiful subscription dept., 250 West 55th Street, New York 19, N. Y.
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MATERIALS BRIEFS

More steps toward industrial revolution

More signs of the vertical integration that Burnham Kelly has long
prophesied as a vital part of the industrial revolution in housing:

® Southern Pine Lumber Co., already one of the most thoroughly
integrated companies in the nation, from woodlot to lumber yard, has
started its own prefabrication company, hired veteran National Homes
Executive Wilbert S. Johnson, 44, to run it. Southern Pine grows and
harvests its own wood, hauls it on its own railroad to its two sawmills,
finishes it for sale in the company’s lumber yards or its several fac-
tories. The firm owns two furniture mills, is one of the largest manu-
facturers of finished furniture parts in the nation. It also makes broom
and mop handles, laminated structures, flooring, pressure-treated lum-
ber, uses its waste materials in fibreboard and pressed wood toilet
seats, and is the largest maker of beverage cases in the Southwest. It
owns 60% of Southland Paper Mills, Lufkin, Tex.

@ Certain-Teed Products is nearing completion of a test run on market-
ing home packages through a chain of 19 Texas wholesale lumber
branches. The experiment began when in 1958, its William Cameron
division had sold more than 2,000 Cameron “Easy-to-own” Homes
not as prefabs, but materials packages including dimensional lumber,
asphalt roofing, gypsum and paint products manufactured by Certain-
Teed and Bestwall Gypsum Co, a spun-off, independent affiliate which
shares sales facilities. Some 3,000 dealers in Texas and Oklahoma also
sold Cameron products into 70,000 homes last year. The Cameron
division also developed land for its houses; Certain-Teed has provided
some financing. This success leads Certain-Teed to ponder national
expansion.

® Flintkote, planning the largest capital expansion program of its his-
tory, says one main purpose is to establish vertically-integrated oper-
ations from natural resources to finished products and distribution
channels. One example: entry into the asbestos-cement pipe business.
The company will build plants in California and New Jersey. Ulti-
mately it plans another in the Midwest and one in the South. They
will use cement from Flintkote cement plants, asbestos from Flintkote’s
Canadian mines. Estimated cost: $20 million.

Will ‘general welfare’ upset big lot zoning?

continued from p 65

have been “increasingly reluctant to apply brakes to zoning boards.”

Both building sizes and lot areas have, in the past, become favorite
means of barring cheaper homes and the families with children who
buy them. Why? Such families boost school and other municipal
costs, often driving local taxes up. So many suburbs don’t want them.

Only in Michigan, Pennsylvania and Illinois do opponents of big-lot
zoning show a record of success, says Hodza, and then only on more
than half-acre zoning. “While the issue has not been litigated in
many more than a half-dozen jurisdictions, decisions upholding the
ordinances are in decided majority,” he notes.

In Massachusetts, New York and Missouri, one-, two- and three-acre
minimums have been upheld. And the New Jersey Supreme Court has
upheld five-acre zoning in one town. But, says Hodza, the legal basis
for such regulations lies in the community’s right to exercise police
power to protect “public health, safety, morals and the general
welfare.”

“Public welfare,” he says, “is a concept which in recent years has
been widened to include many matters which in former times were
regarded as outside the limits of governmental concern.” Among these
is preserving land and tax values. Other permissible objectives of zon-
ing, courts have found, may be maintaining esthetic appeal, lessening
traffic and preventing population congestion, providing adequate light,
air, safety from fire and panic, and preserving neghborhood character.

But, he asks, in the face of a population explosion, will the courts
maintain their stand? *“ . . . It is incredible that the trend [to big-lot
zoning] can long continue. Urban population pressures at the periphery
of suburbia grow unabated. Each municipality has the power to limit
population density and at the same time prohibit the erection of low
cost homes—all without regard to regional needs.

“The courts, if they choose to exercise it, have the power to invali-
date edicts of exclusion masquerading as ordinances for the general
welfare. Just as the courts have erected the concept of the broadened
general welfare, so too might they erect a broad countervailing doc-
trine of anti-exclusion. The general welfare—the regional general
welfare—requires it.” NEWS continued on p 75
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ELECTRIC HEAT

gives your homes a

ARM
TOUCH!

Emerson Electric Electric Heat ...baseboard heaters gently circulate
heat throughout the room without a fan...Emerson Electric ceiling
cable assures uniform comfort...Emerson Electric Heaters recessed
in the wall silently provide clean, safe heat. A full line of electric heat
bearing the Emerson Electric guarantee of quality.

Another of Emerson Electric’s Finishing Touches ... pre-sold packages
of quality electrical accessories.
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Baseboard Heater

Infra-red
Convection Heater

In-the-wall Radiant Heat
Heater Ceiling Cable
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' EMERSON ELECTRIC
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Interiors by Charles Anna Marsh For above doors, specify Float-Away Louvered, 8'-0" height, any width required.
Photographs by Hulin of Alderman Studios

Does $14.97 Extra Profit
per Closet Installation Interest You?

With a pre-packaged Float-Away door . . . 20 minutes time . . . a hammer and screw driver . . . you can
make $14.97 additional profit on every closet you build. Float-Away metal closet doors completely

eliminate unnecessary framing, wall finishing, costly labor. Write or wire collect today for proof of the

Float-Away profit story.

FLOAT-AWAY DOOR COMPANY

1173 Zonolite Road, N.E. Dept. H-61 Atlanta 6, Georgia
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Float-Away metal closet doors are made to fit all standard modular openings — available in Flush
Panel, Louver or Colonial, prime coated — also prefinished Lauan and Birch. Five-year guarantee.




STATISTICS:

Housing’s 24 biggest markets

Almost half the nation’s new housing

is concentrated in just 24 metro-

politan areas, Census figures show. They accounted for 47.1% of the

1,122,408 permits issued last year—a

little more than the 46.5% they

accounted for in 1958. San Diego, Atlanta, and Seattle show up as

among the nation’s fastest-growing cities.

San Diego jumped from

sixth to fourth place in housing markets last year.

AREA PERMITS % RANK

1958 1959 change 1958 1959
New York-N. E. New Jersey.. 84,167 106,052 +26 1 1
Los Angeles-Long Beach. ... .. 80,562 90,269 +12 2 2
Chicago .........ccouvuennn.. 43,631 51,136 +17 3 3
San Diego ... snmmnnai s 22,839 30,086 +32 6 4
San Francisco-Oakland ...... 25,157 29,497 +17 4 5
Philadelphia . ............... 20,793 25,704 +24 8 6
Washington, D. C............ 22,455 25,061 +12 7 7
DEBOIE oo iiivsesssonmsmsaime 23,742 21,847 — 8 S 8
PROBAIX ;75 & < asirmbmiorrsimiisinis 16,196 17,905 +11 10 9
Miami ..........ccccuiunnn. 18,761 15,794 —16 9 10
Atlanta, ... ..6. s cennawnenee 10,337 12,770 +24 14 11
Seattle: ...q o555 s ssammesmiee 10,300 12,699 +23 15 12
Clevelatd. .. :s s issenmsapseime 10,426 12,425 +19 13 13
DENVEE vicc o« 4 o v i sustosarragers 11,170 10,871 -3 11 14
BaltimOre! ;¢ « & svss szeaimionses 10,979 10,683 -3 12 15
BOSION oo i 0t 0 iasmesismimseiairiis 8,803 9,971 +13 17 16
Columbus, Ohio ............ 8,967 7,888 —12 16 17
Birmingham, Ala. ........... 6,649 7,203 + 8 19 18
INdiaBaPOlS «invins - e srinios 4,987 6,350 +27 21 19
Milwaukee ........ccc000000 6,660 6,335 18 20
Buffalo .................... 6,328 5,669 — 10 20 21
Norfolk-Portsmouth ......... 4715 5,110 + 8 22 22
Salt Lake (CilY nessas o rinasis 4,196 4,149 -1 23 23
Rochester, N. Y.............. 2,969 3,653 +23 24 24

Source: Census Bureau.
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HOUSING STARTS in April rose
129% from March to 110,400
(108,900 private and 1,500 public).
The private total was 20.7% behind
April 1959’s record high for the
month of 137,400. The seasonally
adjusted annual rate of private starts
was 1.135—0.9% above March and
20.9% lower than last April.

Starts for the first four months
reached 361,000 (352,800 private,
8,200 public). Average annual rate
of private starts is 1.148 million,
18.1% below the same 1959 period.
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RESIDENTIAL BUILDING COSTS
rose 0.5 point in April to 293.9 on
Boeckh’s index. Minor adjustments
in labor rates in four cities ac-
counted for the increase. Lumber,
asphalt products and plumbing
equipment declined slightly in price.
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NEWS continued on p 77
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DWELLING

FHA APPLICATIONS On new units
fell to 28,207 in April—down 17.6%
from March and down 37.8% from
April of last year. Applications on
1- to 4-family homes totaled 22,490,
18% below March and a whopping
42.4% behind last April (which was
a record month for applications as
well as starts). Project applications
of 5,717 were down 15.9% from
March and 9.5% from April 1959.
VA appraisal requests on new units
rose 6.4% from March to 13,697—
still off 27.4% from last April.

o
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MATERIALS PRICES fell another
0.2 point in April to 134.2. BLS’
index is now below its year-earlier
level—for the first time in 19
months. Biggest price declines were
in plumbing equipment and metal
doors, sash, and trim.

EMERSON
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in planned packages
save you money!

Here’s how! From one quality source you get ventilating
fans and hoods, chimes and intercoms, recessed and decor-
ator lighting and electric heating and air conditioning
equipment. Just one dependable supplier . . . Emerson Electric
...is responsible for guaranteeing quality, for billing your
order and for shipping. You save not only the hidden costs
in time spent ordering from many different suppliers. .. but
you also save money in initial costs because you are an impor-
tant quantity buyer!

EMERSON El ECTRIC

BUILDER PRODUCTS GROUP

EMERSON PEYE

ST.LOUIS, MO, POMONA, CAL.

KEYSER, W. VA,
gi i |

Rittenhouse
LATROBE, PENN. HONEOYE FALLS, N.Y.

St. Louis 36
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HARRY R. BLACK, General Manager of
Sales, United States Steel Homes:‘“The dealer-
builders who erect our pre-fabricated homes
insist on quality materials. Quality is partic-
ularly important in a roof covering because
no other part of the house is subjected to as
much wear and tear from the weather.
“RUBEROID asphalt shingles not only
answer our requirements for a quality shingle

RUBEROID gives you quality where it will be seen!

but also contribute substantially to the ap-
pearance of our homes. RUBEROID helps us
and the dealer-builder offer his customers a
home that is quality throughout.”

500 FIFTH AVENUE « NEW YORK 36, N.Y.

®
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PEOPLE:

Pat Harness quits prefab post

Conrad (Pat) Harness, 40, is resigning as
executive vice president of the Home Manu-
facturers Assn to return to his native Texas
to set up his own building and real estate
firm.

For HMA, it is a big loss. When ener-
getic troubleshooter Harness took over the
former Prefabricated
Home  Manufacturers
Institute three years
ago, the trade organiza-
tion was conservative
often to the point of
being stodgy. Revamp-
ing the organization
from top to bottom,
Harness gave it new
and needed zip. He
changed the name and
moved the Washington
headquarters from a
dingy building to a
spacious, more impressive suite. Doubling
the staff to 14, he hypoed promotion, stressed
neglected technical services. He de-empha-
sized the word “prefabricated,” stressed “man-
ufactured” and “packaged” house. Member-
ship grew from 50 to 85 companies.

Onetime (1946-50) real estate editor of
the Washington Post, Harness set up NAHB’s
public relations department in 1950 and
directed it until 1954 when he went to Hous-
ton to become executive vice president of the
HBA there. He came to HMA in the fall
of 1956. His resignation is effective Septem-
ber 1. Explains Harness: “I'm going on 41.
If I'm ever to start my own business, it will
have to be now.”

Harness has long dabbled in housebuilding
as a sideline. Since 1952, he has been presi-
dent of Northern Virginia Builders Inc. The
company has been putting up six to eight
homes a year, has just drawn up plans for
a 27-unit low-rise apartment building.

HARNESS

Eight weeks after President Eisenhower
nominated him to succeed Charles Slusser,
the Senate at mid-May confirmed Realtor
Bruce Savage as the nation’s 7th public
housing commissioner.

OFFICIALS: New chief of HHFA’s Region
5 is John A Foster, 39, Denver realty broker
and appraiser. He succeeds Waldemar H.
Sindt who is leaving the Fort Worth post to
co-ordinate defense planning in the west for
the HHFA.

Reports persist that Pennsylvania Republi-
cans want personable, savwy URA Commis-
sioner David M. Walker to run for governor
when Dave Lawrence’s term expires in 1962.
Replies Walker: “My answer is a definite no.
I have a completely absorbing job on my
hands now.”

ARCHITECTS: Award-winning San Fran-
cisco Architect Worley K. Wong has been
appoinied to the California State Board of
Architectural Examiners. He replaces Wen-
dall R. Spackman whose four-year term ex-
pired. Clarence Stein, FAIA, internationally
renowned planning expert, has been awarded
the British Town and Country Assn’s How-
ard Medal for his contributions to land
planning. The venerable (77) New Yorker,
whose accomplishments include Radburn,
Greenbelt, and Kitimat, is the first American
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to receive the honor since Critic Lewis Mum-
ford in 1946. Wayne S. Hertzka, of San
Francisco was elected president of the Cali-
fornia Council of AIA.

Louis Bruce, N.Y. dairyman,
takes over FHA co-op post

FHA’s new special assistant for cooperative
housing is Louis R. Bruce, 56, New York
State Dairyman and cooperative enthusiast.
Though new to hous-
Reni  ing  Bruce is an old
hand at co-ops, is a
member of 15 includ-
ing the Dairymen’s
League Cooperative
Assn—thus satisfying a
specific requirement of
law that the post be
filled by someone who
“believes in” co-ops. Of
Mohawk and Sioux an-
cestry, Bruce has also
been a longtime leader
in American Indian af-
fairs, is a former New York state director
of Indian affairs and past president of the
Six Nations Indian Assn. He replaces Dwight
Townsend, the old friend who recommended
him for the job. Townsend resigned to be-
come Washington director for the Coopera-
tive League of America.

ot
BRUCE

Herbert C. Broyhill, 39, a former Arlington,
Va builder and brother of Rep Joel T. Broy-
hill (R, Va), was sentenced to a year in
prison for not filing tax returns in 1955 and
1956 for incomes of $28,719 and $32,879.

Harry J. Morchower, head of the Eastern
Mortgage Co in Newark pleaded guilty to
embezzling $208,928 in mortgage payments
due Aetna Life over the last five years. Mor-
chower, 58, said he pocketed money given to
him to prepay mortgages, spent it on “bad
investments, costly medical care for my wife,
and the education of my daughter.” He said
he was broke. The theft was discovered when
a woman complained to Aetna that she had
paid up her loan but hadn’t received the
cancelled mortgage.

Maurey Garber

BRAND NAMES PROMOTION has won Builder
Harry W. Reed (left) of Unionville, Conn. the
top award for homebuilders in the 1959 Brand
Names Foundation competition. His plaque was
presented by Paul B. Shoemaker (right), vice
president of Masonite Corp and vice chairman of
the Brand Names Foundation executive commit-
tee, at a banquet in New York.

Miami’s controversial slum rehabilitation
boss, Frank A. Kelly, has resigned.

Kelly, 55, a former New Jersey State po-
liceman and one-time enforcement investiga-
tor for the Office of
Price Stabilization, quit
shortly after the city
moved to abolish his
$9,300 a year job. He
charged that his depart-
ment is “undermanned
and understaffed.” He
said he did not want
to be responsible for
producing results with-
out sufficient help.

Kelly had been slum
chief since the depart-
ment was created eight
years ago. Several times he has been criticized
for moving too slowly. In 1957, Mayor
Robert K. High called for an investigation
of his department after local newspapers dis-
closed that records of 500 units condemned
as dangerous three years earlier had been
put in the dead file and the units were still
being rented. Kelly was also accused of favor-
ing some slum rental agents.

H&H staff
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National Homes Corp has named Anson M.
McAdams, 38, and Richard E. Larimer, 44,
as senior vice presidents in charge of two
newly created sales divisions. McAdams, who
has been with National since 1947, will di-
rect the Lafayette, Horseheads, and Tyler
division. Larimer, with the firm since 1951,
will head the company’s home manufacturing
subsidiaries: American Houses, W. G. Best
Corp, Knox Homes Corp, Tyler Manufac-
turing Corp, Lester Brothers, Fairhill, and
National Homes Corp of California.

Edward P. Clark heads
savings banks association

Edward Pultz Clark, 48, president of the
Arlington (Mass.) Five Cents Savings Bank,
is the new president of the Natl Assn of Mu-
tual  Savings Banks.
Clark, who was
NAMSB vice president,
succeeds John delait-
tre, president of the
Farmers & Mechanics
Savings Bank, Minnea-
polis.

As a youth, Clark
insisted he would never
follow his father into
banking. But after grad-
vating from Harvard
and taking a law degree
at Northeastern Uni-
versity, he went to work for Arlington in
1928, found he liked it after all. He became
treasurer in 1941, president in 1955.

A believer in helping his customers spend
their money wisely, Clark has trained of-
ficers in Arlington’s five branches to counsel
families on budgeting—even to explain the
advantage of prepaying a mortgage to some-
one who may inherit a nest egg. “We try to
give them the right answers—all the answers,”
he says. “In a middle-class community, where
we must count on the same people to come
back again and again, that is the only policy.
If our officers don’t know the answers, they
are instructed to find out.”

“I'm mostly a banker,” says Clark of his

continued on p 78
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hobbies. But he admits he likes boating at
Cape Ann, Mass. He has a summer home
at Rockport, Me., where he has kept both
motor sailers and power boats. “Right now,
I'm between boats,” he adds. Why? Hurri-
canes. This month, he is scheduled to become
first vice president of the Savings Bank Assn
of Massachusetts, a post from which he
would succeed to the presidency next year.

Succeeding Clark as NAMSB vice presi-
dent is Samuel W. Hawley, 50, president of
People’s Savings Bank, Bridgeport, Conn.
Hawley, a Yale and Harvard Business School
graduate, credits his policy “putting a branch
near the family garage” for People’s rapid
growth since he took the helm in 1957
(from $196 million of $265 million in assets).

People’s now has eight branches; they
account for over 60% of the bank’s business.
Hawley figures customers prefer the informal-
ity of branches to the marble temple of the
main office. People’s pays depositors 33 %,
highest among Connecticut banks.

Married, with three children, Hawley finds
time to garden, golf, fish, and play tennis,
has just taken on a big volunteer job as
chairman of the Bridgeport Citizens Action
Commission, which is working to redevelop
the city’s slums.

Vander Ende, Cramer picked
to head Natl S&L League

The Natl League of Insured Savings Assns
has nominated Vice President Gerrit Vander
Ende to succeed Oscar Kreutz as president.

It picked Floyd Cramer,
rds  president of Washing-
. ton Heights Federal
S&L of New York City
to be next year’s vice
president.

Vander Ende, 59, is
president and chairman
of the $240 million
Pacific First Federal
S&L, Tacoma, the na-
tion’s 15th largest. He
has headed it since
1948. Earlier, he was
president of the Federal
Home Loan Bank of San Francisco. He is
also chairman of the Tacoma Housing
Authority.

Cramer, 55, was born on a farm in Smack-
over, Ark., quit high school to seek his for-
tune with $4.16 in his jeans. He worked as
a minor, lumberjack, and railroad section
hand. He joined the Marines at 19 and while
in service wrote a book, “Our Neighbor Nic-
aragua.” Later, he got lost in New York’s
financial district while seeking a job as a
bank guard, but landed a messenger post
with another bank at a different address.

He founded Washington Heights S&L in
1941 in a 12’x20’ store, has seen its assets
grow to $190 million, which ranks it 21st in
the nation. He is a former president of the
New York State S&L League,, a graduate of
the American Institute of Banking and in
1954 was the Republican nominee for the
House seat vacated by Jacob Javits (now in
the Senate) to run for state attorney general.

Kreutz, former managing director of the
league, has headed First Federal S&L of St
Petersburg, Fla. since 1953.

Rich

A
VANDER ENDE

MANUFACTURERS: Ned A. Ochiltree has
been named chairman of the board of Ceco
Steel Products, Chicago. C. Foster Brown,

Jr, takes his place as president. Major Gen-
eral Clarence J. Hauck, Jr (ret), former
senior military assistant for legislative affairs
for the Defense Dept, was appointed presi-
dent of Indiana Limestone Co, succeeding
H. H. Sackel who will continue as a director
and chairman of the finance committee. How-
ard A. Davis was elected president of Ard-
more Products Inc, producer of the textured
metals and a subsidiary of the Berry Steel
Corp. Judson S. Sayre was elected chairman
of the board and chief executive officer of
the Norge Division of the Borg-Warner Corp.
Succeeding him as president is Robert H.
Quayle, Jr.

Lee B. Thomas, founder and board chair-
man of Thomas Industries, Inc., manufactur-
ers of lighting fixtures, reassumed the post of
president following the death of Frederick
Keller.

George MacNichol takes over
as top man at LOF

Libbey-Owens-Ford has named George P.
MacNichol, Jr chief executive officer, succeed-
ing John D. Biggers, 71, who stepped down
as chairman after 30 years as top man in the
giant glass company. MacNichol, 61, was
re-elected president, a post he has held since
1953, and Curtis W. Davis was elected ex-
ecutive vice president.

Under Biggers, the
Toledo company grew
from a $12 million an-
nual sales volume in
1929 to a record $306
million last year. He
also made a reputation
as an industrial states-
man, serving as thé first
$1-a-year administrator
of the US Census of
the Unemployed under
President Franklin D.
Roosevelt in 1937-38
and then as director of
production in the Office of Production Man-
agement. He will continue as a director of
LOF and chairman of the company’s finance
committee.

MacNichol, fourth generation of his family
in the glass industry, started with the former
Edward Ford Plate Glass Co 39 years ago.
He became vice president of sales of LOF
in 1930 when Ford merged with Libbey-
Owens.

Tall, softspoken and urbane, MacNichol is
respected in the industry for his acumen in
merchandising, marketing and advertising.
His campaigns to promote the use of glass
are credited with opening up the market for
storm windows, picture windows, and glass
curtain walls. One of his pets: the solar
house.

Walbridge & Bellg

MacNICHOL

NAHB Chief Martin Bartling
has a ‘day’ in his home town

On a drizzly afternoon in Knoxville, Tenn.
last month, an airliner from Washington,
D.C. was greeted by a motorcade of city
officials and builders. Red-lettered signs pro-
claimed: “Martin Bartling Day Celebration”
...... “Local Boy Makes Good”. . . .
“Welcome Home.”

From the plane stepped the boy who’d
made good: towering (6’6”), 43-year-old
Martin L. Bartling Jr, president of NAHB.
Escorted by police with sirens wailing, the
motorcade took Bartling 15 miles into the

Lunsford—Knoxville Journal

DICKERMAN, BARTLING & GERHOLZ
“l never thought I'd see the day,’ he said.

city and to a reception at the Andrew John-
son Hotel. That evening, at a banquet, past
NAHB President (1944) Robert P. Gerholz,
Flint, Mich. builder, told 350 guests: “I
predicted 10 years ago that Martin Bartling
would get this national honor. He is a gifted,
tough-minded, self-assured young man and
research is one of his great enthusiasms.
Research will trigger the achievements of
homebuilding in the 1960s. More research
is necessary if housing is to get its share of
the consumer dollar. A quality product must
be produced at a competitive price.”

In a telegram to Gerholz, President Dwight
Eisenhower said: “His [Bartling’s] construc-
tive leadership of a great industry materially
helps in meeting the housing needs of our
people and in advancing the Administration
housing program.” Vice President Richard
Nixon wired: “As the elected president of the
NAHB, you represent not only a large seg-
ment of our nation’s industry but also an
organization which is certainly an outstand-
ing testimonial to our American system of
free enterprise which is so essential to the
well being of our country.” The Knoxville
and Tennessee HBAs, sponsors of the event,
gave Bartling a color television set.

Said Bartling: “I never thought I'd see the
day when my home town would give me, a
simple country boy, such an honor.” Of
housing’s future, he predicted: “The popula-
tion explosion will help keep prices up and
the gradual increase in the cost of materials
practically assures one of never being able to
buy a house any cheaper than he can today.”

Bartling, who calls himself a “small vol-
ume” builder (up to 12 houses a year), told
newsmen that he doesn’t expect to have much
time to build this year. He has been spending
most of his time in Washington so far. And
he and his wife will go to Hawaii this month
and in July to Canada and to Alaska, where
a regional NAHB meeting will be held during
his visit.

DIED: Albert C. Martin Sr, 80, architect
and engineer whose firm designed some 1,500
buildings, including Los Angeles’ city hall,
former president of the Southern California
AIA chapter, April 9 in Los Angeles; Fred
B. Huebenthal, 66, Chicago realtor for 30
years, former FHA director for northern
Illinois, past president of the Chicago Real
Estate Board and the Illinois Assn of Real
Estate Boards, April 13 at Oak Park, Ill.;
Charles J. Kasselman, 52, president of
George A. Kasselman Sons Co, Cincinnati
cut stone contractors, and a member of
NAHB, April 19 in Cincinnati; John J.
Byrne, 44, assistant chief counsel of FHA,
April 23 at Silver Spring, Md.; Harry Drazen,
69, president of Drazen Lumber Co, one of
the largest lumber concerns in Connecticut,
May 8 in New Haven.

HOUSE & HOME
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THE NEW CUTLER-HAMMER
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~— " Here's an excellent opportunity for you to cash in
on the Cutler-Hammer Safetybreaker National Ad-
'\\ vertising Program that's pre-selling your customers
a— on the advantages of convenient housepower
protection. It costs you nothing. Ask for Pub.
ED125- L299. Cutler-Hammer Inc., Milwaukee 1, Wis.

«<*  The modern “housepower’ protection
you are proud to make convenient!

Home builders, now a new breaker panel that’s
designed to help sell your homes . . . it’s the
all new Cutler-Hammer Safetybreaker. Appli-
ance-styled to match the finest kitchen equip-
ment and finished in muted sandalwood, the
new Safetybreaker can be installed on or near
a kitchen wall for new safety, convenience, and
economy.

No longer must the breaker panels for your
homes be hidden in the basement or garage be-
cause of their drab appearance. Now you can
have your Safetybreaker installed where it be-
longs . . . in or near the kitchen where it can
serve your customers with safe, easy-to-reach

circuit protection when it’s needed most.
You'll find it doubly sensible to have Cutler-
Hammer Safetybreaker installed in your homes.
Not only will they provide extra convenience
for your customers, but they will be nearer the
high wattage equipment. Shorter runs of heavy
duty wiring will make the installations cost less.
Be sure the plans and specifications for your
homes include the all new Cutler-Hammer
Safetybreaker, and take advantage of the extra
“sales appeal” and economy it affords. Your
electrical contractor will quickly approve your
choice because he knows the Cutler-Hammer
name always insures quality . . . at no extra cost.




A dining room of distinction, designed by Emily Malino Associates. Wall is 4% " Octagon and Dot in 56 Leaf Green, 345 Cr. Cobalt and 365 Cr. White.
Floor: 1V46" x 236" Oblongs, Azure Textone. Color Plate 89.

CERAMIC TILE

New look for dining rooms
... hew lift for sales

Ceramic tile works the magic. . . creates a dining
For other saleable New Ideas in Tile—mail this coupon today.

[

room that glows with jewel-bright color, spar-
AMERICAN-OLEAN TILE COMPANY
1551 Cannon Ave., Lansdale, Pa.

kles with care-free beauty—adds a dramatic new

Please send me full color Booklets: 1020, ‘‘Crystalline
Glazes and Scored Tile''; and 422 ‘“New Ideas in Tile’’.

sales feature to the homes you build. And with

NAME

(PLEASE PRINT)

American-Olean’s exciting tile colors, new tex-

COMPANY

STREET ADDRESS.

tured surfaces and cost-saving scored designs,

CITY ZONE STATE

decorative possibilities are endless.

AMERICAN-OLEAN TILE COMPANY, INC. » EXECUTIVE OFFICES: LANSDALE, PA. « FACTORIES: LANSDALE, PA., OLEAN, N.Y. MEMBER: TILE COUNCIL OF AMERICA, PRODUCERS’ COUNCIL
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Saves Even Skilled Floor Layers
Hours Per House

Every strip of properly seasoned, kiln dried Long-
Bell Oak Flooring is carefully machined to hairline
tolerances. Edges and ends are milled to the most ex-
acting standards. Every splinter-free strip goes down
quickly and beautifully ... fits like a glove.

Because homeowners prefer the warmth and beau-
ty of Long-Bell Oak Flooring, it is the first choice
in residential construction.

Long-Bell Oak Flooring gives you a wonderful
selling advantage . . . for it is truly the best flooring
money can buy.
| INTERNATIONAL PAPER COMPANY

Produced in Volume...For Lower Unit Cost mn! ﬂ e ! I

DIVISION
Kansas City, Mo. Longview, Wash.

' WRITE -WIRE-PHONE Your Nearby Long-Bell Supplier
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NEW DESIGN FLEXIBILITY!
GREATER SALES OPPORTUNITY!

NEW
Divided Light

Andersen Strutwall

R

Nothing brightens “traditional” like Andersen’s all new Strutwall Divided Light Windows. Note clean, sharp lines.

Demand for the traditional home is growing. You can meet it
this easy profitable way: New Strutwall Divided Light Window!

' Three years ago Andersen introduced its first
Strutwall unit, a component, making a quality
window an integral part of the wall. Industry re-
sponse was immediate. Many builders hailed
Strutwall as a profitable advance in building tech-
nique. Everywhere users reported consistent big
savings in installed cost, even when figured against
cheap conventional windows.

Now Andersen gives you another Strutwall
design, pre-tested and customer accepted. Strutwall
Divided Light Window makes architectural design
variations easy . . . lets you alter the general

appearance of your homes without sacrificing
Strutwall’s construction advantages. Exterior win-
dow detailing is sharp and clean due to the interior
self-storing screens.

There’s a range of Strutwall sizes to meet every
building need. And all give you the same money-
saving, time-saving advantages.

If you’re not yet a Strutwall user, find out today
the total savings that can be yours. For complete
fact and figure information, including Strutwall
sizes and details, call your dealer. Or write Andersen
direct. Use handy coupon at right.

Q% Andersen \Nindowalls

*TRADEMARKS OF ANDERSEN CORPORATION

ANDERSEN CORPORATION ¢« BAYPORT, MINNESOTA




New Strutwall
Divided Light
Window

Save hours! Save dollars! Cut con-
ventional window installation steps
two-thirds. Assembled complete, in-
cluding operating hardware, with
Strutwall you eliminate: Cripples
over header, insulation and blocking
around unit, sill plate, jack studs,
cripples below window. Saves order-
ing, cutting, fitting. Waste is prac-
tically eliminated.

New! Strutwall box header! This
optional feature further simplifies
window installation in either con-
ventional or panelized construction.
Plywood box header is precision-
nailed and glued at the Andersen
factory. Eliminates double 2 x 6
header construction.

-set in standard stud wall construction. In multiple open-

Add traditional distinction . . . with wood’s warm beauty
and natural insulation. Brighter, cleaner exterior appear-
ance because screen panels are inside. Strutwall gives you
the full selling power of the famous brand name, Andersen
. . all at lowest installed cost!

Fits all frame wall and panel construction! Here unit is

ings just butt Strutwalls against each other for large
economical glass areas. Absence of separate casings pro-
vides clean, trim lines. Note narrow meeting rail gives
more glass area.

PRE-TESTED SALES APPEAL!

Andersen Strutwall Divided Light Windows
proved their sales appeal in these test homes:

John Fiser, Knoxville, Tenn.: ‘“We have
never had any trouble selling our
quality homes, and the addition of this
new ‘consumer demand’ product makes
the job even easier.”

Charles Conry, Grimes and Conry,
Louisville, Ky.: “We chose Strutwall
initially for superior design and work-
manship. The addition of the divided
light unit makes it even easier to satisfy
customers with a top quality product.

“This unit is far superior in appearance
to the conventional double hung with
its cumbersome storm and screen. The
small, trim, self-storable storm panel
on the Strutwall has proved to be a
real favorite.”

FOR FULL DETAILS CLIP AND MAIL TODAY!
AN NN EEEEEEE NN

Andersen Corporation * Bayport, Minnesota H&H-60

Please send me complete information on [_| Strutwall
[[] new box header.

NAME

FIRM NAME

ADDRESS

CITY ZONE STATE



DOOR
THE FIRST PRICE BREAKTHROUGH FOR A QUALITY pATIO DOOR

COMPARE THESE QUALITY EXCLUSIVES WITH ANY OTHER DOOR. . .

e For single or %" dual glazing

e Tension Screen, guaranteed . .. can’t jump track

e No need to order XO or OX models as all
Sholume doors are REVERSIBLE to install either
way.

o Deep-Alumilited PermaSatin or Champagne
finish

e All-points weatherseal of Silicone-treated,
Schlegel deep-pile mohair

e Fixed-slider in standard &', 8’ & 10’ widths, OX
and XO models. OXO models in 9’ & 12 widths.

PRICED TO GO TO BUILDER GLAZED AND WITH SCREEN—

FOR AROUND $100

Completing the ShoDoCo line of patio doors....

1 Vue-Lume’s DEVILLE & DEL RIO...
DeVillerrecognized as the ultimate answer when quality is the deciding consideration. Multislider
in widths to 24’, Two standard heights.
Del Rio:ldentical quality of excellence as DeVille, designed to glaze with 54" or 1” insulating glass.
2 HercuLume... Engineered to retain the famous Vue-Lume quality and still meet moderate price
competition. Fixed-Slider in standard widths to 24’, For single or %" dual glazing.

rget.

' im‘piies«%é er Door Com

OFf AMERICA
1 PERMALUME PLACE N.W. ATLANTA 18, GA

1
| Please send me literature and price lists on |
: [] Vue-Lume :
| [J HercuLume |
l [] NEW ShoLume :
I |
| Name I
| |
| s |
| Firm |
| 1
| Address |
| |
= City. State :

M|
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WORLD’S LARGEST MANUFACTURER OF SHOWER ENCLOSURES

k Letters »

Quality recognition

I thought the story in your March issue
about FHA recognition of quality was par-
ticularly well handled.
JULIAN ZIMMERMAN, commissioner
FHA

Your article “FHA gives Quality a big
boost” is terribly important to homeowner-
ship.
RoBERT P. GERHOLZ, president
Gerholz Community Homes Inc
Flint, Mich.

Underground wiring first

We have introduced into the planning sev-
eral ideas never before used in the Omaha
area, including underground wiring.

An article in the August 1959 HOUSE &
HOME is the primary reason for this new
installation. After reading the article, I
took the subject up with Mr Abernathy,
vice president of our Land Development
Division, and he, in turn, took a copy of
the magazine to the Omaha Public Power
District. From there, that issue of HOUSE
& HoME became a guidebook and, as a
result, Omaha is seeing its first under-
ground wiring installation.

CHARLES PETERS, executive vice president
N. P. Dodge Co, realtors
Omabha.

Seattle realtors

Your exposition and explanation [H&H,
April] of the very effective working re-
lationship between realtors and builders
in the Seattle area is the most constructive
contribution to home marketing that I
have seen. Realtors and builders alike
will gain from it. In the final analysis,
the public will be the beneficiary.

EUGENE P. CONSER

executive vice president NAREB

Pension funds and mortgages

Congratulations on your excellent article,
“Will pension funds end the mortgage
pinch?” [H&H, April, News]. Send us six
or eight reprints, please. We wish to pass
them on to the investment officers we
have been contacting regarding mortgage
funds.

HArrY D. GRIFFITHS, vice president

Jay F. Zook Inc

Cleveland.

The quoted opinions from the pension
funds for mortgage money meeting are
very encouraging. I am convinced that
pension funds are the most logical and
most likely source of increasing monies
for mortgage investment.

COWLES ANDRUS, president

New Jersey Bank & Trust Co

Passaic, N.J.

Segregation in housing

We were extremely gratified by the forth-
right and objective way in which the press
—including House & HOME (H&H, Mar,
News)—handled our book (Privately De-
veloped Interracial Housing).
GrorRGE W. GRIER, researcher
N.Y. State Commission Against
Discrimination

HOUSE & HOME
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ELEGTRIC HEAT

BASEBOARD HEAT
BB-2408

7" high, 22" deep in 48”
and 32" sections; built-in tem-
perature control; corners, blanks,
receptacle sections; removable
front panels; ideal where decor-
ative appearance is essential.

FORCED AIR HEATERS
(Models FW-2415, 2420,
2430, 2440)

22% " high; 10” wide recessed
into wall 4” while protruding
into room 1%”; four wattage
sizes in 240 volts, 1500, 2000,
3000, 4000 watts; ideal for
basements, recreation rooms,
garages, hallways, kitchens and
large living areas; baked en-
amel finish.

RADIANT WALL HEATER
(Models RW-1215, RW-1210)

Features Fasco's “Fast-Glo" ele-
ment. 32% " high by 88" wide,
recessed 3%2” and protrudes
%" into room; head-to-toe
warmth; reaches full operating
temperature in several seconds;
two sizes — 1500 and 1000
watts; ideal for bathrooms.

RADIANT CABLE
(CC-2250 thru CC-2265)

15 sizes for 240-volt operation
ranging from 400 watts (150
feet) to 5000 watts (1820 feet);
suitable for use in ceiling of dry
wall or plaster, or imbedding in
concrete slab; each size color
coded, covered with vinyl insula-
tion and tough nylen jacket.

Fasco offers a complete new home-heating combination scientifically
designed on a room-by-room basis . . . available as a complete system
or for supplementary heat, in baseboard sections, radiant wall insert
heaters, forced air wall insert heaters, radiant cable, precise controls
and accessories.

This line features the progressive slim-trim styling and practical
installation now in demand among heating contractors and builders.
Units are 100% efficient, give clean, even heat silently and quickly
without drafts.

It will pay you to check into Fasco—easiest heat you ever installed
—most satisfying to your customers, too!

FULL LINE » A 4
FOR
HOME HEATING Y first
with
BY the
finest...
Always!

FASCO INDUSTRIES, INC.

North Union at Augusta « Rochester 2, New York

[] Please send additional information on FASCO electric heat.

Name

Address

City. Zone State




SUNLINE SURVIVES THE HAM-
MER TEST! Where other sidings
yield under hammer blows,
Masonite hardboard comes
through undaunted—undented!

Shadowvent®. A horizontal
siding featuring a 34" shadow
line, concealed nailing, vented
courses. Easy alignment, fast
application, factory-primed.

HOUSE & HOME




Newest thing
beneath
Board’n batten

all in one!

the sun:

SUNLINE SIDING

Give your homes the charm of this original new siding treatment.

With Sunline siding your homes have a vertical accent built right in—the raised ribs

every 8" are an integral part of the siding itself. Sunline goes up in handy 4’ x 8’

to 4’ x 16’ panels. No wasteful cutting necessary—your first cost is your last cost.
How handsome new Sunline looks as the smooth, rounded ribs catch the play of sun

and shadow—truly a new exterior appeal! How lasting, too! Like all Masonite®

hardboard sidings, Sunline is virtually dent-proof...won’t split, splinter or check...

holds paint better and longer. See for yourself...

these other popular Masonite sidings.

ad

Lap Siding. A popular and Panelgroove®. A panel siding
economical horizontal siding in 4’ wide, lengths to 16’ with ver-
12” and 16” widths. Lap siding tical grooves every 4”, 8” or ran-
available prime-coated. dom. Comes factory-primed.

SR B

Ridgegroove®. Similar to
Panelgroove with the addition
of a fine combed surface between
the grooves. Prime-coated.

use Sunline in your homes along with

Ridgeline®. A 4’-wide panel
in lengths to 16’. Continuous
combed surface gives pleasing
effect. Prime-coated.

Get Sunline and other Masonite sidings through your lumber dealer or Masonite
salesman. Or write Masonite Corporation, Dept. HH-6, Box 777, Chicago 90, Ill.

s MASONITE corporaTiON

4 A ®N F

®Masonite Corporation—manufacturer ot quality panel products for building and industry.

JUNE 1960
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WONDERFUL

LENNOX PROGRAM
HELPS IDENTIFY YOU
AS A QUALITY BUILDER!

On the next page is one in a series of wonderful
month-after-month 4-color Lennox advertisements
that appear in mass circulation magazines like Life,
Reader’s Digest and Saturday Evening Post. A total
01 95,000,000 people read each average issue of these
3 magazines; thousands and thousands of them in
your own area. Such advertising helps them recog-

4 : ‘ nize you as a quality builder when they learn your

'i ‘ é /W u‘Q, model home features Lennox equipment.
. Lennox also offers you the finest model-home-
mcrcﬁandising program ever created. It includes a
wealth of proved selling material-—personalized bro-
chures, display cards, advertising and publicity

suggestions, radio and TV scripts, ete. Everything
you need to sell your homes!

For complete information on this comprehensive
merchandising program, contact your local Lennox
Comfort Craftsman, listed in the Yellow Pages. He
will welcome the opportunity to be of help. Or write
Lennox Industries, Inc., 342 So. 12th Ave., Marshall-

town, lowa.

| 30,000,000 people will see

this Mother's Day ad—a beautiful -color full page in the May 7

issue of

The Saturday Evening

POST

‘ E””ax World leader in indoor comfort for homes, business, schools

‘ 90 HOUSE & HOME




Whistler’s Mother will live in history. But your Mother,
or your children’s Mother, will live in year-round com-
fort when your Mother’s Day gift is central air condi-
tioning by Lennox—world leader in indoor comfort
for homes, business, schools.

Lennox brings blessed relief from oppressive heat,
humidity. Refreshing, clean, cool air circulates through-
out the house . . . for restful nights and cool kitchens—
even when Mother bakes!/

Costs surprisingly little. Lennox cooling can be added
to forced air heating for pennies a day—uses same
ducts, registers. Call your factory-trained Lennox
Comfort Craftsman for a free survey. He’s listed in the
Yellow Pages.

FREE booklet on Air Conditioning and Heat-
ing. Write Lennox Industries, 342 S. 12th Ave.,
Marshalltown, Ia.

AIR CONDITIONING

AND HEATING

© 1960 Lennox Industries Inc. founded 1895; Marshalltown and Des Moines, la.; Syracuse, N.Y.: Columbus O.; Decatur, Ga.; Ft. Worth; Los Angeles; Salt Lake City. In Canada: Toronto, Montreal, Calgary, Vancouver, Winnipeg.
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New designs brighten every room inthe house

[Al GRECIAN . . . a rich, modern, distinctive design ideal
for living rooms, family rooms. Softens noise of hi-fi, TV
and youngsters. Washable, too!

QUI-LITE . . . a continuous ceiling design perfect for
sound-conditioning today’s kitchens and amusement
rooms. Washable for easy clean-up.

PAGEANT . . . a modern blend of pattern and color
that fits decorator schemes for playrooms or nurseries
beautifully. Washability sells Moms.

[Dl FANTASY . .. a contemporary “classic’’ pattern that
washes with ease. Complements both modern and tradi-
tional bedrooms, dens and living rooms.

HOUSE & HOME
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tivveriieeeeennneeee.Insulite Ceiling designs

help clinch sales, increase profits!

They add new livability, give homes
more saleability at /ess cost to you!

MORE AND MORE HOMEOWNERS are choos-
ing ceilings finished with acoustical tileboard
because they add to a room’s livability. The
trend started with recreation rooms—often
added by do-it-yourselfers. But the attractive
designs and quieter living afforded by tile
“caught on.” Now families are looking up to
exciting patterns and acoustical ceilings in
every room of the house.

Many builders capitalizing on this growing
customer appeal use these exciting Insulite
Ceilings in their homes. The eye-catching
beauty and noise-absorption have strong cus-
tomer appeal.

These new Insulite Ceilings quietly say
“modern” and “quality’’ to buyers. They
blend beautifully with the latest family room,

JUNE 1960

den, kitchen, bedroom or living room decor.
They give new homes that extra “‘plus” for
fast, low-cost sales. And they install quickly,
economically. See these newest designs at your
building materials dealer now; get more sale-
ability at lowest cost.

build better, sell faster with

INSULITE

Ceiling Tileboard

AT » INSULITE Ceilings are washable!
‘MANDOY) /nsulite Division of Minnesota and Ontario
%2> Paper Company, Minneapolis, Minnesota

INSULITE IS A REG. T.M. U.S. PAT. OFF. GRECIAN, QUI-LITE, FANTASY, PAGEANT ARE T.M'S,

93



Shermopane \NSULATING GLASS

“YOU CAN DESIGN
CREATIVELY WITH
EASY-TO-GET
STANDARD SIZES”

Stanley James Goldstein, A. I. A.

GREENE RESIDENCE, Short Hills, N. J. All exterior window
walls were constructed of prefabricated modular load-bearing

*STANLEY JAMES GoOLDSTEIN, A.I. A., a practicing
architect for 10 years, holds three degrees in architecture
and engineering from the Massachusetts Institute of
Technology. Served two periods of engineering duty with
U. S. Navy. In spite of a brisk practice, takes time to
teach related subjects at the Graduate School of Archi-
tecture of Princeton University

window and door frames dimensioned around standard Thermo-
pane sizes. The window frames served as the sole exterior wall
supports for the conventional roof structure of wood joists.

... says Architect Goldstein*

“T always design with one eye on a glass catalog,”
says Architect Stanley James Goldstein. “In fact,
most of my houses are designed around standard-size
insulating glass units and standard sash. It helps
keep costs down, assures prompt delivery, speeds
construction . . . resulting in savings I can pass on
to my clients.

“You can design creatively with standard-size
units. There are over 100 sizes with metal-to-glass
edges, and about 90 all-glass units. It’s only a matter



of balancing sizes and shapes to room requirements.
The only justification, that I can see, for using non-
standard sizes is in rare situations where nonrectan-
gular or odd sizes are required.

“You can see by the photographs that I like scenic
sites. So do my clients. The large glass areas let them
enjoy the changing face of nature, hour by hour, day
by day, season by season. So I specify 14” polished
plate glass in large insulating units to provide greatest
freedom from distortion. For less critical areas, as in
clerestory windows, I specify DSA insulating units.

“New Jersey climates justify using insulating glass
throughout the homes. Some of my window walls are
up to 80 ft. long, yet these houses have small heating
plants. Summer comfort is assured by proper orienta-
tion, careful siting, tree shading and roof overhangs.
: “One of my homes qualified
the owner for a V. A. loan because
insulating glass made the house
acceptable as far as heat loss was
concerned.”

Whether you're an architect
or a builder, it pays to think first
. in terms of standard-size Thermo-

pane units. For literature listing
sizes write to L.0O-.F, 960

A L
URRET-WEAS (ORS SLATT SHNMANY

i . Libbey - Owens - Ford Building,
Toledo 3, Ohio.

INSULATING GLASS

LIBBEY+'OWENS *FORD = TOLEDO 3, OHIO

VoLK RESIDENCE, Smoke Rise, N. J. All exterior window walls
were constructed of shop-built, prefabricated modular frames,
all dimensioned around standard Thermopane sizes. These same
panel types, which were fitted into the modular wood framing
system, together forming the structural wall and exterior and
interior finish, accommodate standard steel sash, blank opaque
walls, French doors and regularly hinged doors.




TRUSCON
INSULATED SIDEWALL PANELS

SPEED
CONSTRUCTION

...REDUCE COSTS

Truscon Insulated Steel Sidewall Panels go up easy,
go up fast, speed construction and reduce costs.
Economical, architecturally beautiful.

Truscon Panels are constructed by sandwiching
i a layer of insulating material between two sheets of
_— 1 . Truscon 24” Ferrobord® or galvanized ribbed
i —— ’ sheeting. Panels are securely interlocked and button-
punched for maximum weather-tightness. Panels
o are furnished painted, or galvanized, in widths of

: 2’-0”, and up to 40’-0” in length.

Truscon Panels assure a savings in erection time,
\ and a neat, trim surface. Interlocking side joints

el v blend with fluted design and provide a pleasing,
sl (‘ classic appearance.

o A ST

Available for immediate delivery. Call your
Truscon representative, or write direct for addi-
tional data.

Truscon Insulated Steel Sidewall Panels, in long lengths, are easy to
apply, reduce construction costs, and cover large sidewall areas fast.




| THE BEST COSTS LESS INSTALLED when you specify Republic ELECTRUNITE®
Electrical Metallic Tubing for electrical raceways. With ELECTRUNITE, you
get electrical raceways to meet power needs today, and by specifying
the next larger size provide for tomorrow’s greater load-building—at
no greater cost. ELECTRUNITE was used in the construction of the new
Y.M.C.A. Building, Racine, Wisconsin. Electrical Contractor: Dave Speaker
Company, Kenosha, Wisconsin.

REPUBLIC HIGH STRENGTH BOLTING provides a fast, low-cost method of
fastening. When wrenched up tight, it provides a vise-like clamping
force which transfers loads by friction to the structural members. Fatigue
life is improved. Joints are stronger. All main trusses in the new order-
‘ filling building, Bobbie Brooks, Inc., Cleveland, Ohio, were fastened
| quickly, strongly, and economically with Republic High Strength Structural
Bolts. The building was designed and constructed by The Austin Company.

TRUSCON VISION-VENT® WINDOW WALL construction is another method
of fast, economical building. With VISION-VENT, the window is already in
place in the wall panel. Truscon VISION-VENT Window Walls, featuring
Truscon Series 138 Double-Hung Steel Windows, were used throughout
the construction of the Prairie Shores Apartments, Chicago, lllinois.
Architects: Loebel, Schlossman & Bennett. Contractor: Sumner Sollitt
Construction Company.

REPUBLIC STEEL
Wm&é’(dmﬁ@‘?we
o Stawatrna, Stoely anal Stl, Prsclctl

o S S . S o S — — . — S— So— S— — — — ——

REPUBLIC STEEL CORPORATION

DEPT.HO-9137

1441 REPUBLIC BUILDING « CLEVELAND 1, OHIO
Please send more information on the following products:
O Truscon Insulated Steel Sidewall Panels

O Truscon VISION-VENT Window Walls

ORepublic ELECTRUNITE E.M.T.

OO High Strength Bolts

Name. Title.

Company.
Address

City.




Double-Barreled Economy News From Goodyear!
“SUIPERBA T maitesoner
in 6-FOOT-WIDE ROLLS

i
/}; : — NEWEST TREND

1, =" WITH HOMEOWNERS!

Now you can cut costs — save valuable time — and
please prospects—thanks to Goodyear's innovations
in product and style!

New SUPERBA by Goodyear upholds your quality
standards. SUPERBA is so/id vinyl compound yet it
costs no more than many paper- and felt-backed
floorings! Backed solidly by the highly respected

floors the gleaming “no-seam™ look so inviting to
prospective home buyers! So attractive in the new
SUPERBA styling. Imaginative, colorful, effective
decorator design.

Before your next project— get the full story on new
SUPERBA in 6-FOOT-WIDE ROLLS—the double-
barreled economy news of the year.

Goodyear Homeowners Guarantee.”
Now 6-FOOT ROLLS save installation time — give

See your Goodyear Distributor. Or write: Goodyear,
Flooring Dept. R-8127, Akron 16, Ohio.

Enhance New Homes with New SupPERBA-

FINE TRUE VINYL FLOORING BY

*Guarantee of replace- 4‘
ment of flooring ma- e
terial if it wears out,

with normal wear and

maintenance, during

the continuous occu-

pancy of the home by

the purchaser.
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Calif. by Architect

Honor Award house in Altadena,
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JUNE 1960

Julius Shulman

15
AIA Award-Winning
Custom Houses

On the following pages you will see the 15 custom-house winners
in the 1960 Homes for Better Living Awards program sponsored
by the AIA in cooperation with HouseE & HOME and LIFE.

This year, for the first time, the program was held on a national
instead of a regional basis, and the 437 custom-house entries (plus
117 merchant-built-house entries) made the 1960 program the
largest design competition the AIA has ever sponsored.

A distinguished five-member jury (see p /30) gave the custom
houses two Honor awards, nine Merit awards, and four Honorable
Mention awards. Taken as a group, the premiated houses show
some clearly discernible trends:

Two-thirds of the winning houses are two-story, or have a two-
story wing, and most of these houses have decks and balconies to
provide indoor-outdoor living on every level. Seven of the houses
are solutions to hillside sites. Almost ail the designs show the archi-
tect’s attention to privacy, both for the house itself and for the
outdoor living areas. In a third of the houses, the outdoor living
space is in courts enclosed by wings of the house.

To see the houses and evidence of these trends, turn the page.
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Honor Award Architects: I. W. Colburn & Assoc

Builder: Edward A. Anderson Co.

Large-house class (over 2,800 sq ft). Location: llinois.

Photos: Rose & Mayer

Arcade is continuous around house; glass wall enclosing living space is set ¢
behind arches. Architects wanted outlines of house to be as abstract as possible.

TIRST FLOOR
SECOND PLOOR  ;, 5 15 20 sOFD

—_—

House is 72’x72’, on a 3’ module. Arches in the outer wall are 9 oc, 21’ high.
First floor has court, entrance hall, and library, plus conventional living areas.

Grilled gate, set in outer wall, repeats in its small-scaled
pattern the form of the brick arches to be seen behind it.

CITATION: “The jury was delighted by this entry.
It is an elegant yet disciplined expression of roman-
tic space which is too seldom encountered in our
present scene. It is an unusual concept, developed
with great skill. The various spaces flow gracefully
into each other around a comparatively small cen-
tral court—a court that plays a subtle but pervasive
role in giving light and spatial meaning to each part
of the house.”

The editors add: One of the most important ideas in
this large (6,000 sq ft) house is the way its all-glass
walls are screened by the arched brick wall that
surrounds it. This combines the light and openness
of the all-glass house with privacy from public view
and a handsome architectural treatment.

A second dramatic idea in this house is the two-
story court. Not only does it bring a private garden
into the center of the house, but it doubles the
number of rooms that can be opened up and pro-
vides even more privacy than would be possible with
a one-story court.

Interior garden court is two stories high, 21’ square, contains fountain, pool, Dramatic entrance is through one of the arches; terrazzo —
sculpture. Here again glass curtain walls are set behind the brick arches. floors extend through glass wall to edge of outer walls.

104
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Mer.t Awa d Architect: Germano Milono

Builder: Chester C. Robbins
Landscape architect: Thor
2,800 sq ft) Location: Santa Rosa, Calif.

CITATION: “This entry . . . conveys the joy of liv-
ing—making the most of the site, the trees, and the
view. In a relaxed unselfconscious way, this is a
design that serves the owner first, without preten-
tion, pomp, or preciousness, but with delicate feeling
for varied moods and circumstances. Unfortunately,
the interiors do not quite carry the same feeling the
exterior setting invites one to expect.”

The editors add: Here is a good example of how a
house can be designed to preserve the beauty of a
site. The architect provided the required floor area
with a minimum of grading by using a sprawled-out
plan with a two-story wing on the lower part of
the slope. Ample decks provide outdoor living for
all rooms raised above grade.

Two-story wing of house shows on downhill side of lot; in foreground
is owner’s bedroom suite, with its own large private deck.

HOUSE & HOME
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Sprawling plan fits house to hilly wooded site, separates activities within the house.

-

Owner’s study has one of house’s four fireplaces, plus a small deck Gallery connecting owner’s quarters to rest of house, overlooks rocky
outside windows, left. Walls and ceiling are plastered. site. Two-story wing is in background. All exterior siding is redwood.
continuea
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Merit Awa rd Architects: Anshen & Alien

Builder: L. R. Van Wetter.
Medium-house class (1,600 to 2,800 sa ft). Location: Squaw Valley, Calif.

CITATION: “This design is subtle and original with-
out effort or trickery. Only its very limited scope,
as a vacation house, kept it from earning a higher
award. The more the jury studied this mountain
vacation house, the more beautifully appropriate
they found it to be to both its purpose and its set-
ting. It is a delight to discover that every part
seems to have meaning. The architects have shown
enormous design ability and an understanding of the
moods of people and of nature.”

The editors add: Like the other award-winning vaca-
tion houses (pp 116 and 129), this house points up
the fact that people will often accept much more
fanciful form in their second houses than in their
year-round houses. Yet this steep roof with its
turned down gable ends has a practical value; it is
steep enough so snow slides off (important since
house is in the mountains, gets heavy snow loads)
and high enough so an upper level for sleeping lofts
can be tucked in.

« Heavy cribbing raises the house off the ground on the
downhill side. Roofs are turned down over every gable end.

Tall house is two levels high inside; partial upper level is merely a sleeping loft for six children and their friends.

~r——— T




Photos: Morley Baer
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Owner’s study has one of house’s four fireplaces, plus a small deck
outside windows, left. Walls and ceiling are plastered.
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site. Two-story wing is in background. All exterior siding is redwood.
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Merif Award Architects: Killingsworth, Brady & Smith

On 30’ lot hemmed in by older houses. two-story house is screened by 17 high redwood
side walls on 3’ setback line, and by carport.

CITATION: “The jury was much impressed by this
engaging solution of a common yet difficult prob-
lem—that is, of providing a maximum of private
indoor-outdoor space with a minimum of means.
Designed with great self-assurance and carried
through with flawless details, this serves well as an
example of how to develop a tiny house on a tiny
lot without loss of scale, grace, or privacy.”

The editors add: This house successfully combines
privacy and outdoor living on a small (30'x80") in-
town lot because both house and site were developed
as a complete unit. The overall plan alternates en-
closed and open areas, so the carport screens a
court from the street at the front of the lot while
a small walled garden gives the house a second pri-
vate outdoor living space at the rear of the lot. The
good ideas in this small house include two ways to
make the living area seem bigger: it gets extra space
because it is two stories high and because only an
all-glass wall separates it from the court.

Two-story living room with full-height, full-width glass wall faces court and reflecting
pool. Balcony bedrooms open to the living area. House is for two adults.

HOUSE & HOME



Photos: Marvin Rand

LIVING ROOM

‘ UPPER PORTION
|

SECOND FLOOR -

KITCHEN

UP . e . ; . . N
Private court is hidden from neighbors by two-story walls at sides, left and right, carport, and

shear-wall at rear of carport. Flooring of terrace is concrete precast i blocks.

LIVING

Simple house gets maximum size and interest ~ Open stair is at rear of house, next to kitchen; beyond is small walled garden. Open stairwell
because whole lot is developed as a unit. repeats two-story effect of living room; delicate lines keep stair small in scale, suited to house

continned
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Merit Award Architects: Anshen & Allen

Builder: L. R. Van Wetter.
Medium-house class (1,600 to 2,800 sa ft). Location: Squaw Valley, Calif.

CITATION: “This design is subtle and original with -
out effort or trickery. Only its very limited scope,
as a vacation house, kept it from earning a higher
award. The more the jury studied this mountain
vacation house, the more beautifully appropriate
they found it to be to both its purpose and its set-
ting. It is a delight to discover that every part
seems to have meaning. The architects have shown
enormous design ability and an understanding of the
moods of people and of nature.”

The editors add: Like the other award-winning vaca-
tion houses (pp 116 and 129), this house points up
the fact that people will often accept much more
fanciful form in their second houses than in their
year-round houses. Yet this steep roof with its
turned down gable ends has a practical value; it is
steep enough so snow slides off (important since
house is in the mountains, gets heavy snow loads)
and high enough so an upper level for sleeping lofts
can be tucked in.

« Heavy cribbing raises the house off the ground on the
downhill side. Roofs are turned down over every gable end.

Tall house is two levels high inside; partial upper level is merely a sleeping loft for six children and their friends.
e s > o = » - i 7 ? TR e ™




Photos: Ernest Braun
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1x12 ceiling boar

DINING
&

&
LIVING

FIRST FLOOR PLAN

House is designed for entertaining large
groups of children and their parents, so
adults’ wing has double facilities, while
children sleep in upstairs lofts (not
shown). Upper level also has its own Bunk-alcove, an intimate corner set under one

Deck overlooking view is off one end of living area. Gable-
sleeping loft, provides two extra sleeping spaces.

end glass wall continues up behind turned-down roof peak. baths.
continued
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Merit Award

Large-house class (over 2,800 sa ft).

House is set into hill so its full three-story height is not immediately
seen. Native stone foundation wall matches adjoining wall in field.

112

House is treated—in New England tradition—as a succession of separate buildings with steep roofs, big chimneys, clapboard siding.

Architect: George W.W. Brewster

Builder: George Cheney Inc.
Location: Brookline, Mass.

CITATION: “The jury was very happy to find a
house which has used the sources of the American
tradition with such skill, good taste, and self-assur-
ance. It was a pleasure to realize how much good
imaginative architecture can yet be done in this
idiom without sacrificing the essential gains of our
modern thinking. The architect is uncompromising
in what he wants to say and quite convincing in say-
ing it. The result is a beautiful and livable house
which belongs to its site, to its region, and to our
time.”

The editors add: This house shows how traditional
lines and materials can be used in a contemporary
form. The high-pitched roof, clapboard siding,
white trim, and many fireplaces are part of the New
England tradition, but the functional plan, good
scale, and simple precise detailing keep the house
modern.

HOUSE & HOME



Photos: © Ezra Stoller

Main entrance is on lowest level; entry hall is large, finished
with plain plastered walls, carefully laid slate floors.

JUNE 1960

UTIL

(]
| HEATER

Plan shows how “house-plus-later addition” layout common in early New
England houses can be developed to suit modern living habits.

. -

Living room has traditional overtones in paneled fireplace wall, while large
panes of fixed glass in contemporary fashion give sweeping view of outdoors.

continuea
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Merit Award

Small-house class (under 1,600 sq ft)

L‘Hfj ‘ ;j L i Tt TI )
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PART OF LR=

Plan is a simple rectangle. Living room is two stories high; kitchen,
dining, guest room, and bath are beneath owner’s mezzanine bedroom.

Architect: Lee Stuart Darrow

Builder: Ralph Briggs
Location: Mill Valley, Calif.

Large deck adds to space of living area, especially since 16’ high sliding glass wall is the only separation between indoors and outdoors.

Photos: Ernest Braun

CITATION: “This is indeed a house to be enjoyed
and to be lived in. Natural materials are effectively
used to create warmth and comfort without effort
or preciousness and the house has a compact and
simple plan, sensitively developed to fit the site, the
view, and the very special needs of a bachelor client.
The jury admired the fine sense of space which is
apparent in every part of the house; space which is
meaningful in a restrained way and never breaks
the essential unity of the plan.”

The editors add: This is a fine example of how a
small house can be made to seem much bigger. The
living room has most of the floor area and gains
extra space because it is two stories high. And
because the plan is so open, most rooms borrow
space from each other and through the all-glass wall
from the outdoors.

HOUSE & HOME




JUNE 1960

Living room centers on fireplace and conversation area set below floor
level, framed on two sides by stone walls, two sides by all-glass walls.

Glass wall, 52’ long and 16’ high, opens living, sleeping, and kitchen
areas to view of nearby stand of redwood trees and distant bay.

o YO R,

Galley-style kitchen has work counters tucked under mezzanine.
Catwalk outside windows, like all-glass wall, runs full length of house.

View from mezzanine bedroom-study emphasizes changing levels inside
the house. Room overlooks the two-story living room and the view.

continued
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Merit Award Architect: Sherwood Stockwell

Builder: Thomas Tawr
nall-house class (under 1,600 sq ft). Location: Stinson Be

Unbroken wall plane of natural cedar has only a strip-opening under the roof line, so all activities are 1 from neighbors.

Large living area is completely open on court side, foreground. Prow-shaped overhang shades the glass.




CITATION: “This beachhouse has captured with
great skill and sympathy the essential mood of life
on the seashore. The meeting of wood and sand,
the simple structure, the use of natural unfinished
materials, proclaim its purpose with clarity and
restraint. The jury also liked its form and propor-
tion and the feeling it gives of shelter.”

The editors add: Here is a weekend-vacation house
that enjoys both view and site, but still has plenty
of privacy from neighbors. The U-shaped plan works
around a court, so not only is the outdoor living
kept private, but it is also protected from wind and
blowing sand. The long unbroken sidewalls are the
barriers. And the house shows another way to add
indoor space: the four-gabled roof puts a high ceil-
ing over the living area, so it has a light and open
quality.

JUNE 1960

Photos: George Knight

View from living area shows deck that surrounds court
on three sides; fourth side, left open, will be planted.

View toward living area shows how stained deck fram-
ing is decoration. Roof and decks are natural fir.

o
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Central living area, a bridge between two wings of plan, opens up to the view and still
another deck on the ocean side, left. Fireplace is set in ocean-side wall.

‘ continued
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Merlt Award Architects: Malone & Hooper

Builder: Skaggs & Kirchman
Medium-house class (1,600 to 2,800 sq ft) Location: Santa Rosa. Calif.

o

i : % Y é . P

Wide balconies provide outdoor living on the downhill side of the house and act as sunshades for the ample windows on the lower level.
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Photos: Ernest Braun

v e ’ S M A .
Wide deck extends the main living areas outside the house on the uphill side. Deep overhangs are carried on post & beam framing, 6’8” oc.

CITATION: “Extreme simplicity of plan combined
with directness of construction make this entry an
outstanding example of excellence in architecture.
This house gave the jury great delight. They found
that the architect was most skillful in detailing and
was endowed with an unerring sense of scale.”

| The editors add: This two-story house shows that it
is possible to get plenty of outdoor living on a
| steeply sloping site. The architects put balconies at
both levels on the downhill side. And they set the
lower level into the hill so the upstairs could open to :
a ground-level deck (photo, above). And here is an Living room opens to outdoors on both sides: to deck at rear

idea for shading ground floor windows in a two- and to balconies (behind camera) on downhill of house.
story house: the upstairs balcony acts as an overhang

to protect the windows on the lower level. -

S

Upper level has separate living areas for adults and children, zoned by Playroom is open to kitchen for control of children and ease
stairs, third bath, and kitchen. Bedrooms are on lower level. of serving family meals. Roof is laminated 2x3s.

continued
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Architect: Pierre Koenig

Merit Award
Builder: Pat Hamilton

Location: Los Angeles

Medium-hecuse class (1,600 to 2,800 sq ft)

Long pool that parallels house is broken only by brick platform that
leads to main entry. Scuppers drain from built-in gutters into pools.

i

) CARPORT

|

Main living area and kitchen are one big room partitioned by cabinets
(see photo, right); bathroom core separates this area from bedrooms.

On south elevation, architect used bronze sunscreens instead of deep
have been in keeping with design.

Overhang would not

HOUSE & HOME

overhang.




CITATION: “This house is easier to admire than to
love, but it is a significant architectural experience
nevertheless. Within the idiom imposed by the struc-
ture and by the materials selected, the house is car-
ried through in a most elegant and consistent way.
However, some members of the jury felt that the
very perfection of concept and execution was some-
what at the expense of livability.”

The editors add: This house makes an important
point for everyone in housing: the architect has
expressed modern technology, techniques, and mate-
rials simply and directly. (Its black-and-white treat-
ment is currently the vogue in the Beverly Hills
area of California.) One reason more such houses
have not been built: they have made a complete
break with the past and are, in general, far too
extreme for the tastes of the average American.
The style reflects the idea that architectural elements
should be used as line, plane, and volume rather
than as walls, columns, or roofs.

JUNE 1960

Carport side of house shows entrance, far left, open walls of kitchen-dining area, center, and study-second bedroom, far right.

Photos: Julius Shulman

Kitchen cabinets and equipment, made in 8 lengths, form free-
standing partition between Kkitchen-dining and living area at rear.

continued
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Merit Award chitect: Walter Thomas Brooks

Builder: Robert A. Hansen.
Medium-house class (1,600 to .1,800 sq ft). Location: Orinda, Calif.
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Hip roof fits house into surrounding hills; finish roofing is built-up, with battens nailed on to break the plain surface.
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Photos: Ernest Braun
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Living room (with its own separate deck) cantilevers out into trees. Roof flattens
out into wide overhangs to shelter-decks and entry bridge.
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Square plan, usually associated with much
more formal style of house, gives complete
separation of adults’ areas and children’s areas
with a minimum amount of traffic space. Fire-
place and stair are core of plan. Bridge ties
house to hill and makes possible entry on the
upper level.

CITATION: “A well ordered and compact plan, a
sensitive use of a difficult terrain, and skillful but
straightforward detailing are the obvious virtues of
this well proportioned house. Some jury members
questioned the way the partitions of the rooms on
the upper floor met the sloping ceiling, but everyone
admired the efficient use of space, the separation of

. children’s rooms from the living areas, and the in-
teraction of house and nature on such a difficult
site.”

| The editor adds: Here is a basic way to gain
maximum space at minimum cost: use a square,
two-story plan. This reduces roof area, inside and
outside wall surface, footing perimeter, and heating
and lighting loads. This 2,500 sq ft house cost only
$11 a sq ft.

Fireplace core is skylighted on all sides. Exposed ceiling is laminated of alternate
2x3s and 2x4s. Interior partitions are 6’8” high with glass above.

continued
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HOI‘\OI‘ Awa rd Architects: Buff, Straub & Hensman

Small-house class (under 1,600 sq ft). Location: Altadena, Calif.

PR N W IR

Entrance court, off dining area, is enclosed on all sides. Roofed and graveled walk leads to inner entrance, right.

CITATION: “To the jury, this house represents California
domestic architecture at its best: free but disciplined, at one
with nature but comfortable and elegant—truly a better liv-
ing house. The architects, by very skillful manipulation of
space, have created a house full of surprises yet serene and
joyful. In less sensitive hands the hollow-core plywood vaults
could easily have been overemphasized; here they are kept
subordinated to the whole structure.”

The editors add: This house is outstanding for the way it
integrates indoor and outdoor living (H&H, Mar ’59). Three
large courts are made a part of the overall plan, and sliding
glass walls open the rooms to the courts. And here is an-
other one-story house that gets vertical space in its living
area: plywood vaults add both height and openness to the
living-dining room.

Photos: Julius Shulman

e

Plan shows outdoor spaces are as important as indoor spaces. Strong roof line ties together court, terrace, and living room.
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Vaulted living

continued
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Honorable Mention Architect: Pancoast, Ferendino, Skeels & Burnham

Builder: Ben Meyers. Location: Miami.

Large-house class (over 2,800 sq ft).

Rada

it - 3 2 AL sl 4 A o W

12" wide and 120" long—Ilines entire lake side of the house. Raised living area beyond gets both view and breezes.

& CITATION: “This is a house beautifully suited to
8t the demands and moods of the Florida climate.
s 1O S It achieves interest and visual meaning through
. = - i | Rt 1] K a skillful play of contained spaces and open
ik : oLy [ H |3 vistas. It sits well on the site and lets the lake be
e an integral part of its design. The jury also com-
mends it because it is detailed with great skill
S and delicacy.”
GUESTEM-

STUDY / y 5l

The editors add: This outstanding example of the
new Florida house (H&H, Mar) has screened out-
T ] door living areas as an integral part of the plan—
- a the transition between indoor and outdoor living
v s is barely noticeable. The house shows what can

: er be achieved when precgncei_ved patterns are
o . \H(/Cy abandoned and the design is deliberately developed

¢ e to meet the requirements of a climate and a

Plan shows how screened ‘“engawa” and open courts (in grey tone) are included in f 1if
rectangle of house itself. Most of house 1s only one room deep for good cross-ventilation. way ol lile.
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HOnOrable Mention Architect: Evelyn Kosmak

Builder: Helm-Savoldi.

Small-house class (under 1,600 sq ft). Location: Carmel, Calif.
Photos: Gerald Ratto

s 3

Overhangs and: balconies are 5’ deep- so large glass areas have ample shade; cross bracing in board batten section takes shear in this wall.

CITATION: “This is an extraordinarily economical
house for a difficult site. [Contract price for 1,124
sq ft: $9,000.] It achieves its purpose with convic-
tion and grace; within very limited means it has
elegance and charm and a good domestic scale
throughout. Even with its many balconies and its
two-story plan it manages to preserve a feeling of
unity.”

The editors add: Here is a different approach to
using a hillside site: the house runs at right angles
to the slope, and there is practically no grading in-
volved because the one-story part of the house works
as a bridge to the two-story part. And here again
is an example of how balconies serve both as out-
door living space and as overhangs.

Owner’s quarters are on upper level; lower-level guest room has sep-
arate entrance. On sloping site, two-level plan was economical solution.

‘¢ s .u‘ . i ¢ , ¢ : : 5 4 v ﬁ’;fwm\
Only carport is on grade at upper level; main entrance to house is by cantilevered walk,
center. Board and batten exterior was left with natural finish for low maintenance.

Living room opens to one of three balconies. Wall is prefinished luaun
plywood; floors and ceilings are 2x6 t&g; balconies are 2x4s, 4”7 oc.

continued
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Honorable Mention Architect: Henry H. Hester

Landscape architect: Harriet Wimer
Medium-house class (1,600 to 2,800) Locaticn: San Diego, Calif.

Photos: Julius Shulman

CITATION: “The natural materials, the good landscaping,
and the sense of privacy give spatial interest and great rich-
ness to this luxury house. Here is a house where life can be
fun. The only criticism may be that it is too diffused, too
expensive, and too regional to serve as an example for ‘good
living’ everywhere.”

The editors add: This house shows what can be done with a
typical flat site. House and fenced-in plot were designed as a
unit, so every room has both pleasant and private outdoor
living.

Living room, right, is sunk below garden area to relieve monotony of Plan was spread to wrap around garden areas and give maxi-
the flat site. Brick paving of garden area extends into living room. mum privacy from street. Much of site was fenced-in.
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HonOrab|e Mention Architect: Harry Weese

Builder: Rieke Construction Co.

Medium-house class (1,600 to 2,800) Location: Rarrington, Ill.
Photos: Hedrich-Blessing

sloping ceiling in the living-dining area, sheltered bedroom balconies.

Unusual roof provides two levels in the gable-end wings, high

CITATION: “The jury admired the architect’s skill,
taste, and ingenuity in designing this original and
beautifully executed house. However, it is perhaps
a little self-conscious, and certain features, such as
the catwalk leading to the bedrooms can be accepted
only because this is a weekend-vacation house.”

The editors add: Here is another example of playful
but practical form in a vacation house: the steeply
sloped twin gables actually make space for four
good-sized upstairs bedrooms.

T

i
i

Openness of living-dining area is emphasized by high ceiling, free-

Symmetrical plan has central two-story-high living area,
standing fireplace, entrance arch, and catwalk joining upper levels.

two-story wings for study, kitchen, bedrooms, and baths.

continued
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The jury (I to r): Pietro Belluschi, Mary Hamman, Vincent Kling, Hugh Stubbins, Perry Prentice.

Here is the jury

Walter Daran

that chose this year's 15 custom house winners

The five members of this distinguished jury each have had an important role
in advancing better housing. Three are architects whose notable careers have
had widespread influence within their profession and the housing industry as
well as on the general public. The public itself is represented by a fourth
juror, an editor of the largest consumer magazine; and the fifth juror, also an
editor, has long been prominently identified with the housing industry. Collec-
tively, the jurors brought to their task not only a high standard of critical
judgement but a rich background of practical experience anc personal

achievement.

The jury:

Pietro Belluschi, FAIA, the jury chairman, is the head
of the Department of Architecture at MiT. He made
his first impression on the architectural profession
with the development of a distinctive regional house
for the Pacific Northwest. In the late *40s he designed
this country’s first curtain-wall office building (for
Equitable Savings & Loan, in Portland, Ore.). He is
now a member of the three-man team retained to
design the giant Grand Central office building to be
built in New York City.

Vincent Kling, FAIA, is a practicing architect in Phila-
delphia. He began winning awards for his designs
even before he opened his own office. His practice,
in addition to houses, has included an almost endless
number of prize-winning schools, hospitals, and office
buildings, including the rRca Cherry Hill building. He
is well known as a spokesman for the architectural
profession.

Hugh Stubbins, FAIA, is a Southerner who practices
architecture in Massachusetts. He too began taking
awards early in his career, and has produced a series
of outstanding houses and schools. His latest and best
known building: the Berlin Congress Hall. He teaches
architecture (at Harvard) and is active in urban re-
newal work.

Mary Hamman, the only woman member of the jury,
is LIFe’s Modern Living editor. She won for LIFE an
AIA journalism award for the series (published in
September and October of 1958) on “The US Need
for Livable Homes,” which brought a new concept
of housing to the attention of millions of American
families.

Perry Prentice is editor and publisher of House &
HoME and was editor and publisher of ARCHITEC-
TURAL ForuM from 1949 to 1954.

HOUSE & HOME




Roger Lee

These
award-winning houses
are important to the

whole housing industry

Mark Hampton

1957 Honor Awards RliarHE

Almost all good design ideas originate in custom
houses and then spread out to the mass-produced
house.

Programs like the Homes for Better Living
Awards help publicize and popularize ideas that
might otherwise take years to reach the average
homebuyer. As you look on this page at the top
award winners from the years 1956 to 1959 you
see houses that have done much, for example, to
gain increased acceptance for the idea of indoor- S
outdoor living. The idea itself has changed some- T
what as it has passed through many hands (not all
have used it well) but this is part of the process
of putting a design idea into wider and wider use.

Donald E. Hustad

1958 Honor Awards

And this year’s awards program continues to
publicize good ideas: There are more refinements
and variations on indoor-outdoor living, like bal-
conies and courts; there are more variations on
space, like two-story living rooms; there are more
solutions to difficult sites, like hillside houses and
designs for small flat lots.

This is the fifth year that the AIA has sponsored
the Homes for Better Living Awards and that
Houst & HOME has cooperated with the Institute
on the program. (Each year a mass-circulation
consumer magazine—LIFE in 1960—has also
participated.) This year there were not only more
entries and more awards but, to a greater degree
than ever before, the jury gave recognition to
houses that represent the range of today’s design W
concepts. Buff, Straub & Hensman (see p 124

Swenson & Linnstaedter

)
1960 Honor Awards
—The Editors JEND
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NEIGHBORHOODS LIKE THIS were visited by interviewers in “depth survey” made for Kettler Bros in three Washington-area developments.
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“If you want more new buyers, go back

and learn all you can about your old ones”

So says Washington Builder Milton Kettler who hired a research firm to
study families who have bought Kettler Bros houses like those at left.

To survey his buyers, Kettler called in Louis Harris & Assocs, a top market-
research firm whose clients range from automakers and food packagers to
political hopefuls (eg, Sen John Kennedy, who entered the West Virginia
primary because his victory was predicted by Harris).

“I think this was the smartest move we’ve ever made,” says Kettler, market-
ing vice president and one of Kettler’s Bros’ four partners (the others: brothers
Clarence and Charles, brother-in-law Bill Forlines). “What amazes me is
how little it cost, how much we got out of it, and why we didn’t do it sooner.”

Did Kettler turn to market research in an effort to prop up sagging sales?
Far from it. The company has a steady record of success, has been selling 80
to 100 houses a year (price range: $32,000 to $42,000) in three Maryland
and Virginia subdivisions.

“We were doing fine,” says Milton Kettler, “but we figured that if we
knew why, we could do even better. Jim Mills, our merchandising consultant,
agreed and suggested the survey by Harris.”

Harris interviewers made a ‘“depth study” of 50 Kettler homebuyers.
Results—analyzed and interpreted by Harris—were reassuring (“We found
we were on the right track,” says Kettler) but also surprising (“We learned
some things that led to important changes in our operation™).

“Most important,” adds Kettler, “the study gave us the answers to two
questions every builder faces: Exactly what are you selling and exactly whom
are you selling it to? We used to think we knew our market. Now we know
we know it.”

‘““‘Housing can gain as much as other industries from consumer research”

JUNE 1960

So says Researcher Harris, who points out that most other industries lean
heavily on research to find out what their buyers really want (“The auto-
makers have cased their market down to the last bolt on the bumper”).

Adds Harris (who has a 20-man staff in
New York and can call on 1,100 inter-
viewers throughout the US): “Oddly, there
have been many studies of people in pub-
lic housing but almost none of the millions
of families who have bought new homes.
So far, most builders have been unwilling
to pay for surveys because they do not
understand their advantages.

“Few builders realize that for $1,500

to $4,000 they can find out all about their
markets. With the kind of facts we can
get out of the buyers’ own mouths, a
builder can know what designs to offer,
what price brackets to build in, what sales
tactics to use, and even where and when
to build. He should be able to make the
right decisions 90% of the time. I doubt
that many builders can boast that high
an average today.”

Sums up Builder Kettler: “More and more professional builders are getting
help from experts on house design, land planning, and merchandising. I'd
say an expert on consumer research is a logical addition to this list.”

To see how Researcher Harris studied Kettler’s buyers, turn the page
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‘“pDepth study”’

of homebuyers
continued

GATHERING FACTS for consumer survey, interviewer (right) talks with homeowners. Fifty interviews averaged 90 minutes each.

Here is how the study of Kettler’s buyers was made

“This survey was not the sort of thing a builder’s Aunt
Harriet could handle in her spare time” observes Milton
Kettler. “It was planned, conducted, analyzed, and inter-
preted by a team of professionals.”

Researcher Louis Harris and his staff prepared more
than 100 questions

Their purpose: to reveal exactly what kinds of families
bought Kettler Bros houses and exactly why they bought.
Questions probed the buyer’s opinion of his house, his
neighborhood, and the builder, and also the less obvious
influences on his decision to buy—how many friends he
had in the neighborhood, how he entertained in his home,
what he read, what Tv programs he watched, what make
and model of car he drove, etc.

After the questionnaire was roughed out, Ruth Clark,
the “study director” in charge of the survey, tested the
questions in several Kettler homes. Then Mrs Clark trained
the four interviewers assigned to the survey—pointed out
which questions required full answers (“We want people
to ramble on”), sat in on the first interviews, and made
suggestions afterward. Explains Harris: “These people
were all experienced interviewers, but every survey de-
mands special interviewing techniques to suit its subject.”

The interviewers visited 50 homes and spent an average
of 90 minutes with each family

They were careful to say they were with Louis Harris
& Assoc but equally careful not to say that Harris’ client
was Kettler. Instead they simply explained that they were
making a “survey of attitudes about houses.”

Interviewers asked a mixture of “closed” and “open”
questions. “Closed” questions called for simple “yes” or
“no” answers (“Do you drive to work?”) or a selection
from predesignated answers (“Do you feel you read more
or fewer books than your neighbors—more, fewer, about
the same, not sure?”). “Open” questions required longer
explanatory answers in the homeowner’s words (“What
changes would you like to make in your house?”).

But whether the answers were short or long the inter-
viewers wrote them down word for word. “There’s a
trick to this,” says Harris. “If you repeat what someone
has just told you, he will say it over again—and thus give

134

you more time to write down all of his answers.”

Did the homeowners talk freely? “Yes,” says Harris.
“We seldom have trouble getting people to answer. They
want to unburden themselves, are glad to talk to some-
one who asks about what really interests them. And, of
course, people are particularly interested in their homes.”

Harris’s staff analyzed the interviewers’ reports and
made recommendations to Kettler

Reports were sifted in Harris’s “code department” to
find a pattern of response to each question. Sometimes key
words and phrases (eg, “gracious living”, “outdoor living”,
“casual entertaining”) that recurred often were the tip-off.
Findings were then reduced to statistics and tabulated.

The “study director” (Mrs Clark) translated the statis-
tics into a detailed report that interpreted the findings and
recommended action by Kettler.

Kettler accepted most of the recommendations (see p
736) but disagreed on a few points. Says Harris: “This
is as it should be. Research is not infallible and it cer-
tainly should not deprive the client of the final judgment.
But we feel it is up to us to make suggestions on the
basis of our findings.”

Walter Daran

s

ANALYZING FACTS, research firm’s “code department” studies reports
by field interviewers and tabulates answers to more than 100 questions.
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INDOOR-OUTDOOR LIVING appeals strongly to Kettler homeowners because they feel it encourages “informal but gracious” entertaining.

. . « and here is what it revealed about them

They are looking for new friends—and expect to find
them in the kind of neighborhoods Kettler builds

Kettler homeowners are a special segment of the market
for houses in the $30,000-and-up price range, the Harris

study shows.

Says Louis Harris: “Another builder in the same price
class and even in the same area, might well find very
different people buying his houses for another whole set
of motives.”

Here are some of the basic attitudes that influenced
Kettler buyers:

They think of themselves—and quite accurately so—as
conservatives

“This feeling poured out of them in our interviews,
though they were not asked the question directly,” says
Harris. “They said they thought their homes would best
suit ‘people interested in the past, in tradition,” or ‘people
who value old concepts,” or ‘conservative people.””

Says the survey report: “Kettler owners see themselves
not as young moderns—though their average age is 37.4
years—but as carriers on of the traditions of the past.”

In their decision to buy a Kettler house, the neighbor-
hood was one of ‘“the two most crucial factors” (the
other: size of the house).

“These people are looking for a different way of life,”
the report says. “They want a good neighborhood and
good neighbors, but also ‘new’ neighborhoods and ‘new’
neighbors. It is not so much the desire to live
among friends that motivated the purchase as the desire
to live among the kind of people they want to have as
friends. People moving into these homes are on their
way up.”

Kettler’s buyers are finding the new friends they want,
according to the survey. Three out of four did not know
anybody in the neighborhood when they moved in, but
now about 70% have more than ten friends living nearby.
Ninety per cent say they would buy a house in the same
neighborhood if they were moving into the Washington
area.

They want gracious living, but they want to be casual

' They want lots of space in the active living areas,
about it

are not so interested in large bedrooms and baths

The term “gracious living” cropped up repeatedly in
homeowners’ answers to interviewers’ questions. Advises
the Harris report: “The gracious-living concept cannot
be overdone in reaching this market.”

Though Kettler’s buyers want to live in a gracious way,
they also put a premium on informality. Said one young
housewife: “Informal entertaining is very popular among
my friends—outdoors when we can, otherwise in the rec
room.” Two-thirds of the families entertain in the family
room—about the same number as use the living room.

Says Harris: “The desire for ‘gracious but casual living’
was also reflected in comments on the size and shape of
lots. Three out of four Kettler buyers prefer deep narrow
lots to shallow wide ones. Their chief reasons: ‘better
outdoor living’ and ‘more privacy for entertaining in the
back yard.””

The report points out that outdoor living is “particu-
larly desirable” to Kettler’s buyers “because of its luxuri-
ous informality” and is “the key to selling any lot.”

So they are pleased with Kettler’s houses, which put
most of their space into living, dining, and family rooms
and have relatively small bedrooms.

Asked what features of their houses appealed to them
most, buyers singled out “the separate dining room,” “the
large family room,” and “the well planned kitchen.” And
the major change most often requested was to add a sec-
ond family room.

Most of them shopped widely before they bought a
Kettler house

Twenty-two per cent looked at more than 40 other
houses, 25% at 21 to 40 houses, 15% at 11 to 20 houses,
10% at 1 to 10, and 20% at an unspecified number.
Only 8% did no shopping.

Commenting on those findings, the report observes:
“The importart fact brought out by the very extensive
shopping these families carried on is the large number of
salesmen who let them get away.”

To see how the Kettlers are capitalizing on the survey, turn the page
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‘“Depth study”’

of homebuyers
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Photos: Ankers

LITTLE TOUCHES like gardening hat on kitchen table and playing cards in family room, point up “gracious living” theme in model house.

Here are some of the things the Kettlers are doing
because of what they learned from the Harris survey

They are continuing to furnish their models with many
details indicating “casual but gracious living”

Says Milton Kettler: “The survey shows that the way
we have furnished our models has been right on the nose.
In the kitchen (above left) details like the clippers, the
gardening gloves and hat, and the basket of roses suggest
that the housewife has just come in from the garden and
is planning a flower arrangement to welcome guests. We
furnished the family room (above right) to make it look
as if a card game had just been interruped—possibly by
visitors at the door.”

Kettler makes sure that each room has at least one
knickknack or unusual furniture piece that will interest
prospects and thus keep them in the model longer. “All
these little items make the model look more lived-in, and
visitors can easily see themselves as the owners. We often
sell to people who have come back after six months or
as if a card game had just been interrupted—possibly by
the house because they remember these unusual items.”

They are landscaping their model houses to emphasize
privacy for outdoor entertaining

Reason: In their talks with interviewers, Kettler home-
owners repeatedly revealed their enjoyment of outdoor
social gatherings shielded from neighbors’ eyes. So the
builder’s new models are being landscaped to show the
seclusion possible with terraces and patios.

They are making only a few basic changes in their
plans and designs

“The survey showed us that, with one exception, our
plans are exactly what our buyers want,” says Milton
Kettler.

The exception: “Although our homeowners are satis-
fied with relatively small bedrooms, some of them would
like a private living area where they could get away
from their children.”

So Kettler’s newest model—a split-level priced at
$34,450 to $36,450—includes a 34’ long master bedroom

suite with not only a bath and dressing room but also a
den. Says Kettler: “I think the private hideaway for
parents has made this model our bestseller.”

They are making it easier for each buyer to get a house
that suits his individual tastes

“We knew most of our buyers wanted changes made in
the basic models,” Milton Kettler explains, “but it took
the survey to show us how much they want the changes.
They want a neighborhood with the kind of houses and
the kind of people they like, but they want their own
house to reflect their individuality.”

Now the Kettlers stress how easily a model can be
changed to fit any prospect’s needs or whims. They have
made hundreds of plan variations on transparent sheets
that fit over the six standard floor plans. As soon as the
salesman knows what kind of changes the prospect wants
—a larger kitchen, a carport, an added fireplace—the
appropriate transparency is brought out. This helps con-
vince the prospect quickly that the exact house he wants
is easy to get.

They are seeing that their salesmen pay more attention
to selling the neighborhood

Prospects who visit a Kettler tract today are almost
certain to get a tour of the neighborhood. The salesmen
also quote statistics from the Harris survey to show how
friendly the neighbors are.

But the survey has led to few other changes in the sales-
men’s methods. Milton Kettler explains why: “One of the
most important findings was that our two sales managers
—Charles Phillips in Virginia and James Walker in Mary-
land—were already doing an excellent job. Judging from
what our homeowners told interviewers, both men seem
to have the knack of establishing immediate rapport with
our kind of buyer. For instance, they know that our buy-
ers have faith in a salesman who doesn’t hesitate to point
out unavoidable flaws in a house (‘You can expect these
floors to open up when the heat is turned on’).”

HOUSE & HOME
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They are planning a service department to systematize
the handling of complaints
Only 12% of Kettler buyers told interviewers they are
unhappy about their homes, but among these people, one
of the two main causes of dissatisfaction was slow service
on complaints (the other main cause: construction flaws).
So the builders will add a service manager to their staff.

They have changed their trademark from a gas lantern
to a federal eagle
Explains Jim Mills, Kettler’s merchandising consultant:
“To Kettler’s buyers — who set great store by early
American tradition—the lantern has a bit of a cartoon
overtone. It does not sufficiently recall the colonial tra-
dition, but the eagle does. And the eagle is not so obvi-
ous and looks more dignified on our letterhead.”

They are switching the emphasis in their advertising—

now stress neighborhood instead of models and terms

For example: A full-page newspaper ad early this year
showed a picture of one model, and devoted most copy

Ankers

SELLING NEIGHBORHOOD, Salesman Charles Phillips now muakes it
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Discover the sconomy of quality ‘at tree-studded Kenwood Park . . | developed

for descnmma?m? famities who want the lasting loveliness of both homes and

community you'l find here, Eight different home styles with the fook of ele.
mce that connotes quality. Priges start at thirty-gight thousand dollars.

g:las by District-Maryland Reaityd Inc. foffice: EM. 2-8208; modet: OL. 6-3654)

Directions: Out River Rd. or Mast. Ave. to Goldsboro Rd., right on Goldsboro to

Millwoad Rd., left on Millwood 12 mife to homes, Open every day, one ‘til dark

Built by KETH_ER BROTHER:\ ‘ I\l(..

NEW AD shows streetscape, plays up quality of neighborhood.

to price, terms, the size of the house. But a typical ad
in the new campaign shows several houses in a wooded,
rolling setting and asks: “Are you sure that your
next home will offer good neighbors, convenience, a
beautiful community, quality, and value?” Prices and
terms are played down.

Although their survey is only four months old, the
Kettlers have already boosted their sales goal by 339,
In January they set a 1960 target of 75 houses. But by
May 1, they had sold 41. So now they expect to sell 100
by the end of the year.

“We're selling faster than ever because of the changes
we've made as a result of the survey,” says Milton Kettler.
“We made some of these changes right away—Iike stress-
ing the neighborhood instead of single houses in our
ads. But we took longer to consider others. For instance,
we have just decided to use big photos of neighborhood
living in our display room. It will probably take us at
least two years to reap all the benefits of the survey. By
that time, I hope we will be sold out a year in advance.”

standard practice to drive prospects around l|l|\ Hl” tract. END
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This, the third in HoUuse & HOME’s series of
profiles of the leaders of housing’s professional
groups, is by Paula Treder, AIA, and Kathryn
Morgan-Ryan.

Says the AIA’s new president Phil Will:

“We must start building

JUNE 1960

communities to fit people —

instead of forcing people

to fit the community”

“It is high time that we all started thinking about
planning and building complete, well balanced com-
munities.

“A well balanced community must begin with an
overall concept. It must provide for a wide range
of income levels. It must provide for a wide variety
of human interests and ways of life. So it needs a
variety of housing types—single-family, multi-family,
town- and court-type houses—mixed together in a
thoughtful pattern. It needs all the amenities like
parks, stores, squares with fountains, playgrounds,
courts, and plhzas. And it must take its plan, its
form, its being from basic human facts—the root
of all good design.”

No one segment of the
industry can do this job alone, says Will

“The well balunced community canrot be created
by the architect alone, or by the builder, or the
engineer, or the land planner. It needs the combined
talent, training, and experience of all of these men.

“Strong architect-builder teamwork is essential in
planning the well balanced community. The bick-
ering that now goes on between architects and
builders is nit-picking. I am impatient with it. I
am not concerned with the little complaints. We
will have to forget them and get on with our work.
The architect and builder have much to gain from
each other.

The top brass get along fine and know that each
stands to profit by the other. But when you get
down to the guy who builds 30 to 60 houses a year,
he says, ‘I don’t need an architect.’

“Architecture was once recognized as a personal,
individual service. But today it is a team sport. To-
day’s needs can no longer be supplied by an indi-
vidual. By the same token, the architect and builder,
too, must team up to do the whole job.”

“What is being done so far is being done by too
small a number in the profession and for too limited
objectives. Our scale of needs far exceeds the ob-
jectives towards which we are now working.

“My crystal ball is no clearer than anyone else’s

continued
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ARCHITCCT WILL, right, shares top responsibility in his firm with
Partner Larry Perkins, center, his one-time college roommate.

Phil Will continued

Arthur Shay

i

but this I know: if we do not begin to build com-
munities for people, we merely hasten the day when
we must rebuild the slums we are even now cre-
ating.”

Will says we are making ‘“hideous mistakes’’

in building our communities today

When Phil Will speaks of the “slums” we are
building, he does not mean jerry-built housing. He
is speaking instead of the “monotonous sameness of
single-family houses which imposes its own pattern
and rigidly dictates a way of life for the inhabit-
ants.” He is speaking of the “forced sales which
result when one house on a street of look-alike
houses is allowed to run down and causes the
property values of all the other houses on the
street to plummet.” He is speaking of “intellectual
deprivation which comes when you have too many
people of the same income, class, and interests
grouped together.” He is speaking of “the cruel
segregation of age groups into stratified levels.” He
is speaking of problems which, he believes, should
concern the housing industry as much as they con-
cern sociologists.

Will knows whereof he speaks—building the over-
all community is his business. He has been an archi-
tect for 30 years—of houses, schools, apartments,
and of the communities into which they fit. Here
is more of his thinking:

‘“We must stop building monolithic
communities of single-stratum houses”’

Says Will: “Today all pressures seem to force
builders into putting up whole communities of the
same kind of single-family, detached houses. I have
no use whatever for some of the meaningless com-
promises we now build—the little box with the 5’
side yard, neither urban nor exurban, a criminal
waste of the land that God gave us. We are con-
suming the good earth at a fantastic rate that we
can ill afford. We can no longer afford the de-
tached house for everyone. This is patently silly for
90% of our population and a sheer waste of money
—a cost burden we impose on ourselves in the
form of sewers, water, paving.

WILL’S FAMILY includes, from left, Will, wife Callie, son Philip
(Phip), and daughter Elizabeth (Liz).

w,

“We must stop putting people in human anthills.
Every community looks like every other community
and every family is being forced into the mold of
every other family. We are creating communities of
robots, where everyone buys the same kind of
grass seed and drives the same kind of car, where
everyone has the same income level—often the same
kinds of jobs—and where everyone is literally
forced to have the same kinds of interests or run
the risk of being called the neighborhood ‘oddball.’

“I don’t care how you curve the streets, when
you’ve got 500 houses in a subdivision—houses that
cost, say, from $14,500 to $17.000 with uniform
down payments, you know you are going to attract
only a certain kind of buyer. We are making simi-
lar frightening mistakes in urban renewal and slum
clearance programs. There is the same lack of
variety, the same ignoring of very human needs.

“When you force people into the same mold, you
set the groundwork for a slum. I have a friend who
works on a newspaper in Detroit. He lives in a com-
munity where, if one man gets a Chevy Bel-Air,
every man buys not just a Chevy, but the same
model. This fellow has no room to grow in this
environment, so he is trying to sell his house. But
the problem is that too many other people in the
community are also selling for the same reason and
he is having trouble getting out.”

“The well balanced community
is our industry’s greatest challenge’”

“We must start now on a massive planning and re-
planning of communities on a scale which dwarfs
anything ever undertaken in the past. As an indus-
try we could not, even if we wished, confine our-
selves to the design of single buildings or even
complexes of buildings or neighborhoods. I believe
that we must undertake the responsibility for shap-
ing our entire physical environment. This is my goal,
nothing less.”

Phil Will made this statement a few days before
he was elected president of the American Institute
of Architects. He made it again in a post-election
speech to A1A delegates in San Francisco in April.
He will make this statement again and again in
speeches, meetings, and conferences this year, for
it represents the single, most immediate aim that
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WILL’'S OWN HOME in Evanston was an early example of “electrical
living,” won a General Electric prize in the late 30s.

JUNE 1960

Architect Will believes each member of the housing
industry must pursue.

“I plan to spend my time learning to understand,
and then working out, the problems that face the
architectural profession,” says Will. (He believes
only 10% of his time this year will be available to
the firm of Perkins & Will of Chicago, of which
he is a senior partner.) “But I do not mean to
suggest that any single person is capable of solving
them. As architects our goal will be to plan specific
studies and activities which will be needed to do the
job on a long-range basis. But we cannot do it
alone. We need, and must have, the help of builders,
engineers, city and land planners. Only by working
together can we do what must be done.”

‘““Architects must take back

many responsibilities they have given up”’

“There is now an ambivalent attitude within the
profession. A large segment are narrowing their
fields of interest and thereby, their effectiveness.

“Architecture used to be a highly comprehensive
profession, but architects have ceded interiors to
decorators, total responsibility for large-scale plan-
ning to land developers and builders. Some have
even let house design go by default.

“We look to doctors to take care of our nation’s
health, lawyers to be concerned with law and order.
Should not architects expect to take some responsi-
bility for the shaping of our physical environment?
The answer is, they must.

“It is surprising that architects do as well as they
do, considering how much they have given away
and how little they know about the fundamentals
of human behavior. Yet, here is where they are
needed most. No plan for the well balanced com-
munity can be made until we learn more about the
human response to physical stimuli—reaction to
space, form, light, color, and texture.”

“Builders—Ilike architects—

must take back their full responsibilities’

“I am distressed by the typical homebuilding that
has been done. I’'m not talking about the best—some
builders are responsible men of considerable vision.
I'm talking about the irresponsible men who blight

WILL’'S VACATION HOUS=, a glass and frame design, is located on
Higgins Lake in the Michigan woods.

the land and box in the mental and emotional
capabilities of people, either because they don’t
care or because they don’t know any better.”

The builder must begin to see housing as one part
of the well balanced community, Will thinks, not
as “all there is.” And builders can help bring about
the legislation Will feels is necessary to correct over-
aged zoning laws “so that the laws would permit
within the same community building types consid-
ered incompatible up to now: detached houses and
apartments—both high- and low-rise and garden
duplexes. In other words,” says Will, “the builder
must work toward—and for—the overall effort and
he must work with others because we have far
greater problems than any one of us can solve alone.

“I am afraid that if the builder keeps on as he is
now, he will find that he has built for (and ab-
sorbed) our population surge and achieved nothing,
because it will all have been done by small, uncoor-
dinated increments. This is what I would like builders
and architects, alike, to grasp. It is their joint re-
sponsibility to stop building the kind of mentally
and physically restricting communities they are now
building and to find, instead, the solutions that make
possible the well balanced community.

“In the long run, it will be easier to convince the
architects than the builders that they must work to-
gether. The architects are like disappointed brides,
still wondering if the offspring will be legitimate.”

‘““Engineers, sociologists, and land planners

must help us find the right way to use land”’

“Much of our large-scale planning and community
development will have to include land already built
up on the periphery of the city,” says Will. “We
need the help of land experts as quickly as possible.
We must begin to use land differently and to re-use
land we have already used poorly. It is up to these
experts to help us figure out the ways and means.
Certainly we can cut costs and land wastes if we
stop trying to house everybody in detached houses.
But more important, we must predetermine the use
to which every bit of our land is to be put. As an
industry we will need a collective means of assem-
bling land and we will need big chunks of money
to get it, too big for any of us as individuals to
get alone. This, of course, will be fought by every

continued
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Phil Will continued

vested interest. As Economist Kenneth Galbraith has
said, ‘The familiar is always defended with moral
fervor just before it becomes foolish.””

“The well balanced community will become a
reality when all of us want it to be”

“All we need to do,” says Will, “is open up our
vistas and learn to work together. To say that what
we can create jointly will be a new architecture is
not an idle term. We can no longer think of our
selves just as the architects and builders and plan-
ners of neighborhoods. We must not congratulate
ourselves when we put in a park or a playground.
For in truth, we are the architects and builders and
planners of towns and cities and what we do now
will come back, either to haunt or to fulfill us. The
decision as to which it will be must be made
right now.”

Will is a reserved, quiet man
with unreserved, tough ideas

He is a tall (6’2”), slender, pleasant-faced man,
reserved, even shy of manner. When he takes off the
glasses he wears for reading and close work, he
appears younger than his 54 years. When he speaks,
his sincerity and his thorough familiarity with his
subject are evident. Mild-of-manner as Will may
appear, his ideas and the beliefs which he holds as
a practicing architect are anything but mild—and
he speaks from personal knowledge.

When Will pleads with architects to stop allowing
their role in community planning to erode aways, it is
because he believes it is the architect’s responsibility
to undertake the design of communities, as he him-
self has done in study projects such as that for
New York’s East Harlem.

When he tells builders that single-stratum houses
for single-stratum families do not alone constitute a
community, it is because Will has worked since 1939
on the schools, playspaces, parks, malls, and varied
housing types that he believes do constitute the
well balanced community.

And when he urges, not just architects and build-
ers, but engineers and planners to work together as
a team to share and solve their common problems,
it is because in Will’s own office such professionals
do work together.

While Will the architect is serious and intent, Will
the man is not without humor. On a bookshelf in
his office is a sign which reads, “Don’t start vast
projects with half-vast ideas.” Says Will: “It ex-
presses the thought I want to get across without
my having to say it aloud to anyone.”

Will has expressed some fears that he may dis-
appoint a few people in his new job as A1A president.
“For example,” he says, “I am not going to be able
to accept every speaking invitation I get. I find prob-
iems, rather than front-running public relations,
challenging. T am interested in orgapizing things.
There’s always a better way of doing anything ex-
cept maybe generating babies. It’s a habit of mine to
question philosophies, procedures, and objectives.”

Will got into Institute work “by deliberate choice,
simply because I found it interesting and challenging.
I got into national activity because my arm was
twisted. T had no intention of staying with it as long
as T have, but I find a certain satisfaction from it.
I’'m as human as most and I’'m not without ego, but
also, T think, I'm not without some humility. There
is one thing I have learned from working in the
Institute: there are an awful lot of able and dedi-
cated men in this profession.”

Will and his partner, Larry Perkins, met at Cor-

nell where they were architectural students, fraternity
brothers, and roommates. (“I think Perkins still has
some of my socks,” says Will.) The friendship con-
tinued after college. Will, who graduated with
honors in 1930, found himself “broke and without
a job in 1933.” Undaunted, he got married, with
Perkins as best man.

Will’s early career was a series
of constant ups and downs

After their mariage, Will and his wife Callie went
to Chicago, Perkins’ home town. Will went to work
for General Houses Inc as a designer. “And after 21
months that collapsed. I then got a job with pwa
as a designer for $1.10 an hour—big money then.
Finally Perkins and I decided to start our own firm
because we obviously weren’t going to get a job
working for anybody else. A cousin of Perkins’ had
us do a house in Miami Beach that is still there.
We got odds and ends and worked our way up the
hard way. We got our big break in 1939 with the
Crow Island School.” (For pictures, see opposite.)

Perkins & Will also took to homebuilding. Will
designed a Lockweld Engineered Home, a mass-pro-
duced, semi-fabricated house that has been called
“one of the greatest influences in better design of
builder-built homes that has ever come along.”

“The houses,” muses Will, “looked modern to
some people, quite conservative to others.” A rival
architect agrees. Says he, “Put a white picket fence
in front of one of Will’s houses and the man who
likes Cape Cod Colpnial is sure that this must be its
finest expression. The man who likes modern will
pick the same house—picket fence or not—as the
cleanest design he has ever seen.”

Will's own home, in Evanston, was built “years
ago.” Says Will: “Back in 1938 or 39, it won a GE
award. It had four circuits then. Now it has 16!!”

Will spends as much time as he can with his wife
Callie and their children Phip, 20, and Liz, 22. Both
are in school at Cornell—where Phip has just trans-
ferred to architecture—but the Wills get together
during holidays and vacations in the contemporary
glass-and-frame vacation house Will designed and
had built at Higgins Lake in Michigan.

Will expects a lot of his time this year to be taken
up with the mechanics of travel. “I'm not someone
who can hop on a plane and go to sleep,” he says.
“In fact, flying scares the hell out of me. I took the
Zephyr to San Francisco; it takes longer than the
other trains—45 hours—but it’s the prettiest trip!”

Will’s practice today is big enough
‘“to get the interesting jobs we want”’

The backbone of Perkins & Will’s work is edu-
cational buildings, office buildings, and hospitals.
But it also includes the constant plans and ideas
Will works on in his drive towards professional team-
work in developing the well balanced community.
“The trouble with Phil,” says Larry Perkins, “is
that he’s an incurable perfectionist. He would even
rearrange the sunset.”

Phil Will will not rearrange the sunset, but he may
go a long way, or so he hopes, in rearranging the
attitudes and the thinking of housing professionals
about how they should work for their common good.
“Fach man,” says Phil- Will, “must contribute to
his job what gifts and talents he possesses—and
sometimes as you go along you find you have more
of each than you knew. I believe that’s true of most
of the men in this industry. One day—soon—you’ll
see us standing shoulder-to-shoulder—not just for
our good, but for everybody’s good.”
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CROW ISLAND SCHOOL, which P&W did in collaboration with Eliel Saarinen, was a breakthrough in school design and in the firm’s career.

Here is some of Perkins & Will’s

outstanding work

HEATHCOTE SCHOOL in Westchester, the firm's latest
pace-setting school design, has cluster classrooms.
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INTERNATIONAL MINERALS BUILDING in Skokie, IIL,
won a 1960 Merit award from a1A for design excellence.

JUNE 1960

window seats, were scaled to fit children.

¢ b

MOTEL ON THE MOUNTAIN, at Suffer
Architect H. H. Harris, broke new trails in

Hedrich-Blessing

CROW ISLAND SCHOOL was the first school in the US where details, like low

n, N.Y., designed in collaboration with

motel design for the Northeast. /END
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Civilization

is the art of living in cities

My opening remarks will outline a tale
of two cities—first of the city of York,
in which I spent my boyhood and to
which I was and am extremely loyal.

York commands your admiration for
a number of reasons but is satisfactory
chiefly for these: it has a focus around
which it is grouped; it has clearly de-
fined limits—being in fact still fortified
—with country outside which once
was wilderness; it has the essentials of
civilized life—cathedral, theater, con-
cert-hall, assemblyrooms, art gallery,
guildhall, and library—all grouped
within easy walking distance; it is a
regional capital with its markets, law
courts and racecourse, its annual festi-
val and its country club; it has re-
mained a place in which to live; and
it retains its own tradition, character,
and balance.

You will often hear it said that an
old city, like York, owes its beauty to
its age. This is nonsense. Cities owe
little more to age than do human be-
ings. They owe their beauty to the men
who planned and built them and who
were sometimes more intelligent than

This was the message brought to the 92nd annual convention of the American
Institute of Architects by C. Northcote Parkinson, historian, satirist, and author
of the best selling Parkinson’s Law and the current The Law and the Profits.
Born in England in 1909, Dr Parkinson holds the chair of Raffles Professor
of History at the University of Malaya. He lectured at Harvard in 1958, at
the University of Illinois in 1959, and is now teaching at the University of
California in Berkeley. Extracts from his convention address follow:

their descendants (who sometimes
lacked the money to replace what they
could not appreciate). Some earlier
residents of York would seem to have
been very intelligent indeed.

Later in life I came to live for a time
in Liverpool. Studying its history, I
came to realize that its decline as a
place to live in began in 1775 or there-
abouts, but was hastened by the rise of
democratic local government in the
1830s. Here, as in so many other places,
the architectural collapse comes in
1845. 1 have never heard a complete
explanation of why all sense of style
should have been lost so completely
and abruptly in about that year, a
change observable not only in Europe
but also in a city like Detroit. Be that
as it may, the flight of Liverpool’s more
important inhabitants left it prey to the
municipal corruption for which it has
since been so famous. The result is
Liverpool as we know it, lacking any
single focus, poorly defined, the capital
of no distinct region, not quite without
character but quite unfit to live in.

With the contrast before me of York

and Liverpool, and comparing both
with London, Edinburgh, Paris, and
Rome (and later with Singapore,
Tokyo, New Delhi, and Bangkok) I
have formed some idea of what a city
should and should not be. More recent-
ly, I have applied these standards to
Quebec, Boston, New York, and Chi-
cago. I feel that in the United States
the cities are, many of them, all but
dead; and that civilization must suffer
in consequence.

In the US over 50 million people
live neither in country nor city

Having now had some experience of
that life, I have come to the conclusion
that the American suburbanite, trying
to combine the amenities of city and
country, enjoys the advantages of
neither. The car and the Tv set are no
real compensation for all that he has
lost. In the one direction the urban
sprawl has put the countryside (in so
far as there is any) out of effective
reach. In the other direction, the city’s
magnetism has been lost. It can no
longer sell itself. It has little to offer
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that would balance the real inconven-
ience of returning there in the evening.

This is not true of New York, nor
of San Francisco, both of which owe
much to the limiting effect of their
shoreline. But how many other cities
would justify a tourist’s pilgrimage
from Europe? Many, after dark, are
cities of the dead and a few relapse
into disorder and chaos. The lives of
millions have come to center on the
suburbs, and very dull their lives are
apt to be.

The urban and suburban landscape
now consists not merely of sprawling
ranch houses, for which there is no
room, but of pylons, masts, and poles
festooned with connecting cables. Towns
stretch on for ever—stretch on, in fact,
until some other town is reached. The
urban sprawl which abolishes the city
can abolish the countryside as well.
Many American centers of population
are difficult to recognize as cities at all.

Much could be done to improve
the suburban way of life

Now, I do not advocate a war
against suburbia. What I do feel is that
people should go to suburbia if that is
what they like; they should not be
driven there by the lack of any reason-
able alternative. For the vital life of the
city must go on if civilization is to sur-
vive. This is more often repeated than
explained, but the explanation is in fact
fairly simple.

When the explosion occurs in the
afternoon, projecting the city’s daytime
population into the suburban areas,
each working inhabitant is taken from
his professional world and deposited in
a neighborhood unit. From Madison
Ave and Wall St (each representing not
merely an area but a professional at-
mosphere, as in London from Harley
St or Saville Row) each commuter is
whirled into a different suburban world.
He becomes for a greater and greater
part of the week—Friday to Monday
inclusive plus each evening—one of the
folks in the block northeast of Prospect
and Vine. His neighbors are drawn
from all trades and vocations, and
among them he may be the only jour-
nalist, the only banker, the only en-
gineer.

Up to a point it may be good for the
banker to mingle with people who are
not bankers. It may even be good for
the professors. But can the same be
said with confidence of authors, artists,
musicians, and actors. The dangers are
two. First, it is easy for me to be the
best historian in a society which in-
cludes no other historian. Second, it is
probably bad for me to confine my or-
dinary social conversation to such
topics as grade schools, gardens, gossip.
and golf. In such a life we are all
dragged down to the intellectual level
of the PTA meeting. The greatest intel-
lectual and artistic achievements do not
spring from suburban lawns. There are
poets who commune with nature in the
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lonely hills, but the masterpieces of
prose and canvas, the symphonies and
ballets, are more likely to come from a
harsher world of criticism and rivalry,
from Shaftesbury Ave or Fleet St, from
the Latin Quarter or from Montpar-
nasse. One man can be supreme only
among many who are good. And what
is obviously true of art and architec-
ture is true, to some extent, of all intel-
lectual life—journalism, medicine, sci-
ence, history, and law.

Is the national pattern of living
to be replanned for a few eggheads?

There are people in this democratic
country who would point out that sub-
urban life offers peculiar scope for
participation in local government and
communal life. I should like to com-
ment upon these attitudes of mind
which have a special bearing on our
economic and political horizons.

Take the economic horizon first. The
assumption current among many of my
business friends is that the realities of
life are to be found among the bank-
ers, real estate agents, car salesmen,
and storekeepers. These admirable peo-
ple do the world’s work and support
by their efforts a picturesque fringe of
people who are not really essential—
novelists, motion-picture actors, TV
stars, and absent-minded professors.

There may have been a time when
this belief was more or less justified.
Today the position is reversed without
either group fully realizing either the
fact or its corollaries.

We have moved into a new phase of
our history in which a handful of ex-
perts matter enormously and the mass
of car salesmen do not matter at all.
In cold economic fact, one absent-
minder professor (call him FEinstein,
just for example) can matter more than
all the real estate agents put together.
In Britain a few experts in the com-
mercial application of nuclear power
are about to put the whole coal indus-
try dut of business—miners, geologists,
engineers, managers, and distributors.

For reasons such as these I would
maintain that the revival of city life as
an effective background for intellectual
discussion and constructive thought is
a thing of vital importance. I want to
see the open-air cafes fronting on the
piazza (as they do in Venice) one
known to be the haunt of poets, an-
other devoted to the playing of chess, a
third where photographers display their
art. But the great piazza at Venice has
no traffic! If I dared speak for the
intellectuals and artists of the world, I
should say to you architects: “Ours is
an age when the many rely more and
more upon the abilities of the few. Give
us a city in which we can live and
work and argue and compete!”

The architect’s temptation is to de-
vise a monster plan—capital M, capital
PLAN. And this, we are to understand,
is to control a city’s destiny for the
next half century.

Actually, as we all know, master
plans are always discarded after 20
years and usually after five. . . . We
don’t live long enough to implement
any master plan and our successors,
when they succeed us, are apt to have
ideas of their own. Why shouldn’t they?
They will know much that we do not.
What an individual can do is to set a
standard in design up to to which later
generations must struggle to measure
themselves.

Sir Christopher Wren was never al-
lowed to complete his master plan for
London after the great fire. . . . But
what he did do was to build St Paul’s
Cathedral as London’s central feature
and to this day, whatever anyone plans,
it is against St Paul’s Cathedral that
that plan is measured. And I think
Wren should be satisfied with that. The
focus is what matters, not the develop-
ment plan which is never carried out.

Many forces work to block
change and improvement

The region which needs replanning
and rebuilding is usually a crazy patch-
work of petty local authorities, stran-
gling all development amidst the jungle
growth of their regulations, loyalties,
and jealousies. New York City is bad in
this way, but the Bay Area is no better
and Chicago is worse. To complete the
picture, the more distinguished and able
inhabitants have gone to live 30
miles away, outside the bounds of the
city and often outside the boundary of
the state. They have lost any interest
they ever had. Economically, the money
for reconstruction is there, but it is
being squandered on a dozen futilities,
ranging from civil defense to educa-
tion. The difficulties are immense.

But if the difficulties are immense,
so are the opportunities

For the city of the future—were one
constructed—would soon find imitators;
for imitation is something for which
many architects have something of a
gift. The movement “back to the city”
would spread, were it once begun. In
leading such a movement, what must
we provide? We must provide, first of
all, a central focus, at once dominating
and beautiful. We must provide, cen-
trally, the most attractive accommoda-
tion for millionaires, luring them back
to the city. We must group the essential
amenities within walking distance of
each other, with all vehicles banished
to a level below that upon which people
live. We must so define the city area
that we know where our city begins
and ends. We must abolish traffic con-
fusion, dirt, smog, corruption, disorder,
and crime, in all of which effort the
architect must play a vital part. With-
out his initial success in drawing ad-
miration, affection, and pride to the
city, nothing will succeed. That first
success achieved, much else will follow
of itself. /END
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Still building with little pieces
because you think you build too few houses to use components?
Or because you think your houses are too varied? |

Or because you think components will raise your costs?




H&H staff

Let a builder who has used all kinds of components

to build all kinds of houses tell you why

Every builder can— and should —
start using components now

“I've heard a lot of builders say they can’t use components. What most of
them mean is they can’t adopt a complete component system—and in many
cases they are right.

“But what most of these builders don’t realize is that they can cut their costs
and improve the way they build by using at least some components.”

So says Builder and ex-NAHB Research Institute Chairman Bob Schmitt, who
has used components since he was a ten-house builder.

“There is no reason why,” Schmitt continues, “you have to choose between
building your whole house with components—or not using components at all.
You can start adopting components in easy stages—start with just roof trusses,
then go on to as many more components as make sense and cut costs for you
[for details, see p 148]. I use components in different ways in my custom houses
than in my repeat-plan houses [see p /50]. Once you know that you don’t have
to go whole hog, it becomes clear that:

“You can use at least some components no matter how small you are. In
fact, the smaller you are the more you need components to smooth out your
operation. And if you can find a big-volume component dealer, you can get
many cost benefits of bigness without being big yourself.

“You can use some components no matter how varied your houses are. Roof
trusses, for example, permit more design flexibility than you can get using load-
bearing partitions in conventional building.

“And you can always cut your total building costs. Some small-volume
builders think they are saving money because they pay themselves carpenter’s
wages when they build conventionally, but it never makes sense to pay yourself
as a $3.75 carpenter instead of a $10-an-hour manager. Other builders, who
think components will raise their costs, make the mistake of adding up the
higher prices for labor-saving materials without deducting the direct and
indirect labor savings they make.
| “The way to judge how much components save is to look at total costs [see
x THE p 152] and not to compare, for example, just the installed cost of trusses vs
INDUSTRIAL joists and rafters. Components affect your final cost many ways:

REVOLUTION “Components speed building, thus cut construction costs. They get a house
i out of the weather, thus reduce costly downtime. They let you build more
HOUSING . 1
houses with the same number of men or the same number of houses with a
smaller labor force. They simplify management, supervision, and purchasing
by eliminating details. They help you spot bottlenecks and costly practices
that are obscured by all the pieces and all the men on a conventional house.”

sewoy] M Wel|[Im

To see how to start getting these benefits, turn the page
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Why you
should use

components

continued

Stage 1:

You can start using components in easy stages

The four stages of component building described below—and the savings
indicated for each—are based on Bob Schmitt’s experience in building single-
story component houses. In deciding how far you should go in adopting com-
ponents, remember it is purely a question of economics and, most important,
it is a question of your total building cost and not the comparative in-place

Says Schmitt: “Many builders get
started on the wrong foot by dimen-
sioning their houses for the most eco-
nomical joist size. When you set the
width of your house to fit joists, the
the width hardly ever fits any of the
other materials you use.

“And too many builders still use
board sheathing because it is a cheaper
material to buy than plywood. What
they forget is that the small saving on
material is more than offset by all the
extra nailing to fasten board sheathing.

“To get the maximum saving from
the big sheet materials like insulation

“Roof trusses,” says Schmitt, “are the
single most important component a
builder can use.

“They will save him more money
than any other component—and can be
used by every builder, no matter what
his volume and no matter what shape
his houses are.

“Builders who think trusses cost
more than joists and rafters are making
the mistake of thinking of trusses just
as a means of framing a roof. But the
greatest savings from trusses come not
in roof framing, but in all the other
cost-saving advantages they give you:

“l. Trusses are the most important
element in getting a house closed in
fast, so that weather cannot upset the
building schedule. In winter, the faster
a house is closed in and heated, the
faster interior work can move.

“2. Trusses allow you to complete

“From a cost-saving point of view,
these components are next in impor-
tance to roof trusses.

“And any builder can use these com-
ponents—again no matter how many or
how varied his houses are. For exam-
ple, I use them on my custom houses,
no two of which are alike (see p 150).

“Here’s why these components make
sense for every builder:

“1. Most builders have already stan-
dardized on a relatively few window
sizes which they use in all their houses,
so these components do not detract
from design flexibility.

cost of a component vs its conventional counterpart.

Plan your house dimensions to fit the big sheet materials

Use roof trusses instead of joists and rafters

Use window- and door-walls instead of framing openings

board, plywood, and gypsum wallboard
(which conform either to the tradi-
tional 16” oc stud spacing or the more
economical 24” spacing) you should
dimension your house in multiples of
4’. This does two things: 1) It saves
the material thdt is wasted when big
sheets are cut to fit non-modular di-
mensions, and 2) It saves the labor
that is wasted in measuring, marking,
and cutting the material.

“And dimensioning the house for
these standard sheet materials makes
the use of all the structural components
listed below possible.”

much of the house as ‘one big room.’
It is faster and easier to insulate the
house while it is still one big room.
Wiring can be done faster and more
efficiently—even though an electrician
has two rough-ins. The entire ceiling
and the perimeter walls can be dry-
walled faster if partitions are not in the
way. The furnace and other pieces of
big equipment are easier to move in
before partitions are up. The whole
floor can be laid and finished in one
sweep, then covered with building
paper before the partitions are erected.

“3. Because the partitions in a truss-
roof house need not be loadbearing,
you get much more plan flexibility.
And this means partitions can often be
placed so they cover butt joints in dry-
wall, which saves taping and finishing.
Because partitions are nonload-bearing,
double plates can be eliminated.”

“2. Because the window and door
parts of the wall are complicated,
they require a lot of labor and a high
degree of skill. Therefore it is much
faster, more accurate, and more eco-
nomical to build these components in
a shop where volume cutting and sizing
can save labor, and jig assembly can
save skill and time.

“No builder would think of building
his own windows and doors. It is only
a step further to realize that a window
or door can be joined to a wall more
economically under shop conditions
than it can in the field.”

HOUSE & HOME



Use a complete exterior wall system

“You have to make a choice between
two basic systems—wall-size compon-
ents and modular components,” says
Schmitt. Which makes the most sense
for you depends on many factors: your
volume, the volume of your component
maker, how standardized your houses
are, the cost and skill of local labor, the
cost of using handling equipment, the
proximity of your component supplier.

System 1. Big wall-size components.
These big components make sense only
if you build a volume of repeat-plan
houses or houses that are so similar
they have common elevations (so the
same component can be used for
both). “These components can be
made simply as framing with sheathing
attached, or can be made with doors
and windows and pre-finished siding in
place. The more complete the compon-
ent is, the less on-site labor you need;
but if they become too heavy for your
men to manhandle, you will have to
add the cost of using power handling
equipment into your cost calculations.

“To get these panels at a competitive
price, you must generally build 20 or
more standardized houses. It will sel-
dom pay to tool up to produce fewer.

“The special advantage of these big
panels is that they reduce on-site labor
to a minimum, since they need be

And be sure to use all these

“Regardless of whether you adopt any
or all of the structural components
available,” says Schmitt, “there are two
kinds of products that can save you
money by eliminating on-site labor and
simplifying the management of your
operation:”

1. Prefinished materials. “There are
few materials that can be finished bet-
ter or more economically on site
than they can be finished in a plant. A
major exception is interior drywall that
can be sprayed or rolled with paint
quickly on site.

“I look at it this way: a pre-finished
surface which is a combination of ma-
terials and skilled labor is just as much
a component as a structural unit—and
so it will give you the same kinds of
savings.

“Here are some of the pre-finished
surfaces that can give you component
savings: prefinished plywood and hard-
board, prepainted block and strip floor-
ing, prefinished siding, prefinished doors
and windows, plastic laminates, plastic
wall coverings, wallpaper, acoustical
tile, wood or fiberboard roof deck, pre-
finished gypsum, sheet-mounted tile.
These prefinished materials save you
money four ways:

“1. They combine several separate
operations into one. Example: a prefin-

joined only at corners of the house.
Even so, they are not always best even
for volume builders [see below].”

System 2. Modular components.
These smaller components (examples:
LuReCo, Koppers foam-core panel)
can be used by any builder on any
kind of house.

“They sometimes make economic
sense for volume builders of repeat plan
houses. If there is a nearby component
maker turning out these standard com-
ponents in great volume (so the price
is very low), it could be cheaper to
build with these panels—even though
they must be joined together every 4'—
than to build with big wall-size sections.
So far, this is not common. But as in-
dustrialization continues and more and
more modular panels are produced
under factory conditions (perhaps with
prefinished surfaces) more and more
repeat-plan builders may find that low
unit costs of modular panels will out-
weigh the cost of joining them together.

“The modular component system is
the only system for small-volume build-
ers, who cannot get wall-size com-
ponents built for them.

“And the modular component system
makes sense for custom house builders,
who need the plan and design flexibility
that small panels offer.”

money savers, too

ished door eliminates the several stages
of sanding and lacquering.

“2. They give you a higher quality
finish than is possible with hand
methods.

“3. They eliminate the problem of
waiting for clear weather. Once you’ve
applied a sheet of prepainted siding,
you're finished.

“4. They shrink your building time
since each stage of finishing doesn’t de-
pend on a previous stage.

“Whenever you can get prefinished
surfaces as part of a structural com-
ponent, you compound your savings.”

2. Pre-built parts. “Today there is
hardly a product for a house that you
can build cheaper than you can buy it.

“Here are some of the pre-built com-
ponents that you can buy—in almost
every part of the country—cheaper
than you can build them yourself:
kitchen cabinets, chimneys, shower
stalls, medicine cabinets, stairways, and
garage doors. And in many areas you
can now get fireplaces, closet and stor-
age walls, even preassembled plumbing
walls cheaper than you can make them.
You should use as many of them as
you can buy right, because you get the
same kind of cost-saving advantages
from them that you get from structural
components and prefinished surfaces.”

To see how many components Schmitt uses, turn the page

149




Why you
should use
components

continued

150

DOOR N\
COMPONENT

£ “411pING GLASS DOOR
COMPONENT

FOR CUSTOM HOUSES, Schmitt uses components only for hard-to-build parts of wall. He frames blank wall sections conventionally.

This is Schmitt’s minimum

This drawing shows the component system Schmitt uses for
his custom houses. For them, he is at stage 3 of industrial-
ization (see p 149).

“For these houses, no two of which are alike,” says Schmitt
“I use only these components: 1) trusses and gable ends, 2)
modular window and door components. I fill the spaces be-
tween doors and windows with conventional framing.”

Why does Schmitt not go further in using components on
these houses? “1 get the greatest part of the possible savings
with just these few components. Even though each of my
custom houses is different, I can use standard-size trusses,
windows, and doors in all of them. Trusses are basic to my
whole building method [see stage 2, p /49]. 1 use shop-
built window and wall components because these are the
sections of a wall that take the most labor and most sKkill
to build. My component manufacturer [Home Materials Co,
Mansfield, Ohio—about 60 miles from Schmitt’s site] can
produce these standard-size components far more accurately
and economically than my men can. By using these compo-
nents I cut my building time and get out of the weather fast.

“Although I could use modular blank-wall components to
fill most of the gaps between window and door components,
I have found that, at least at present, it is cheaper for me

1)

use of components

to job-build these sections. Neither my volume nor my
suppliers” volume is sufficient to reduce the cost of these
blank-wall components to the point where they would be
cheaper than conventional construction; particularly since it
would take another truck to carry them to my site.

“It is harder to get a saving with blank-wall components
than with more complicated parts, because there is less labor
and labor skill involved. But I will continue to study new
blank panels as they are developed. If they can lower my
costs, I'll switch over.”

Here is how Schmitt builds his custom
houses around his components

“The window and door components are taken from the
truck and set in place around the slab. All except the biggest
window wall can be carried by two men. While one two-man
team is erecting and plumbing these components, another
team begins building the blank wall sections between them.
We can either sheathe the blank sections while they are
lying flat or erect them unsheathed, since we can put trusses
on top of the walls before they are completely sheathed. We
always leave the sheathing off some sections so men and
materials can move in and out of the house at several points.”

HOUSE & HOME




WALL, COMPONENTS

FOR REPEAT-PLAN HOUSES, Schmitt uses large wall sections built as a single component and tilted into place on the slab,

This is Schmitt’s maximum use of components

This drawing shows the component system Schmitt uses in
his volume-production, repeat-plan houses. For them he is
at stage 4 of industrialization (see p /49).

“I build these houses with only two sizes of truss and
nine basic wall panels. With these standardized parts, I can
produce five different versions of the house, and all of them
can be oriented on the lot four different ways (see next
page and drawings on p /54).

“At least for now, and in the volume I build these houses,”
says Schmitt, “these wall size components give me greater
economy than I can get with smaller, modular panels that
must be fastened together in the field and require no less
on-site finishing. But I am always watching modular-panel
developments and when mass-produced prefinished panels
are available in my area I will change to them if they can
lower my total building costs.

“Meanwhile,” says Schmitt, “my wall-panels give me a
big saving from standardization, and let me build these
houses with relatively unskilled labor.

“The wall panels come delivered to us as framing sheathed
with plywood. The spaces for windows and doors are pre-
cision cut, so prepainted windows can be surface-nailed in
place with a minimum of on-site labor. The exterior siding

—prestained cedar shingles in 4 panels or preprimed beveled
siding—is applied on the job with prepainted nails.

Getting the big panels completely finished would
save little, cut down on variety

“I didn’t want my component manufacturer to install
windows,” says Schmitt, “because this would have made the
panels much heavier and harder to handle. And it takes no
great skill to insert windows quickly at the site. We don’t
have the panels delivered with siding applied for three
reasons: 1) the added weight; 2) inside and outside corners
can be fitted more precisely with site-applied shingles or
siding; and 3) we can change to color of the shingles or
siding at the last possible moment to please a buyer.”

The standardization in these houses also lets
Schmitt use prefabbed plumbing

“All of these repeat-plan houses—no matter how the basic
plan is varied to avoid look-alikes—are built around a
central mechanical core. So I can get additional savings by
having plumbing subassemblies prefabbed in a shop, which
both speeds my construction and cuts the labor cost.”

To see more of Schmitt’s volume-built house, turn the page
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T-SHAPED HOUSE has 1,368 sq ft under roof, is only one of six variations possible from Schmitt’s basic L-shaped plan (see drawings, p 154).

You get the payoff from components in the sales price
—this component-built house sells $2,000 below FHA

This house and 59 like it were sold by Schmitt—in advance
of construction—at $15,200 to $15,450 including lot. Their
FHA valuation: $17,500 or more.

Schmitt was able to beat the FHA valuations on these repeat-
plan houses (and still turn a handsome profit) because he
used just a few big shop-built components on each of the
houses (as shown on preceding page). No house required

FAMILY-DINING AREA opens to the rear yard through sliding glass door at rear, but here the room

more than nine big exterior panels, 36 trusses, and three
gable ends. Yet each house looks different from the street
(see drawings on p 154).

Schmitt was able to simplify and standardize the number
of components used on each house because each house has
the same basic L-shaped floor plan built around a compact
bath-kitchen plumbing core.

is shown furnished for winter living.




LIVING ROOM has ample wall space for furniture, can be reached from bedroom corridor (rear) or from kitchen (see plan below).

H&H staff Photos: Henry M. Barr

]

EATL BR BR

GARAGEH
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{ LIVING

PLAN shows basic L-shaped living area built BATH CORRIDOR is faced with perforated BEDROOM CLOSETS
around compact kitchen-bath plumbing core. hardboard for racks and bulletin board. have perforated walls, curved plywood doors.

. : S i . ,
IN KITCHEN, wet wall backs up to baths. Pantry closet beyond cabinets and guest closet opposite it screen kitchen from living room at rear.

For plan and selected details of this house, turn the page
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New house . .. or new face for the
old. Whatever the application, Poly-
Clad Plywall adds the right flair that
makes more sales. Rich wood-grain
finishes lend enduring warmth and
beauty to any room, to any home.
Care-free, too! Stays beautiful with-
out bother. Poly-Clad protected
against mars, scuffs, stains—wipes
clean in a jiffy. And it's guaranteed:
the only paneling guaranteed against
fading—in writing. Prefinished.
Ready to go right up for cost-saving
installations.

And to cut costs even more—to
make paneling more profitable—
Poly-Clad Plywall matching mold-
ings. Prefinished. Nine styles and
twelve finishes.

Add the right flair—everywhere—
with Poly-Clad Plywall wood panel-

' ing. You'll find it fits your paneling
needs beautifully—for less!

e the right choice...every time!
Pl (ad Pyt

P ...says Michael N. Motto, custom builder

“We've used Poly-Clad Plywall in our new homes with excellent results. The beautiful
finishes create an atmosphere of quality and richness—help convert prospects into
purchasers. It goes up without any trouble, saves on both material and labor. It's a
great way to upgrade—cut costs, too!"

Michael N. Motto has built in the Utica, New York, area for 25 years, constructing
quality homes in the $18,700 to $40,000 bracket.

Let your dealer show you how beautifully Poly-Clad Plywall prefinished paneling and

matching moldings meet your building requirements . . . give you more quality at
less cost—everywhere, every time!

Plywall Products Company, Inc.

Fort Wayne, Indiana / Corona, California
A SUBSIDIARY OF EVANS PRODUCTS COMPANY, PLYMOUTH, MICHIGAN
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.o . NEW WAYS

TO BUILD BETTER

A monthly

Starting here

New products

Built-in pantry gives 49 cu ft of dry
storage space. Central area has 12
shelves: one permanent 3'2’x2’ for large
items, 11 adjustable. Center shelves tilt
forward so cans will roll to the front.
Wire shelves mount on the door. Four

JUNE 1960

wood-faced aluminum drawers—two of
them ventilated—ride on oil-impreg-
nated slides. Overhead cupboards hold
seldom-used items. Size: 847x42”x24”.
Kitchen Maid Corp, Andrews, Ind.

For details, check No. 1 on coupon, p 240

New look in plastic comes from the
sharp-lined corrugations in Alsynite’s
Ridgeway fiberglass building panels.
The new sheet is designed for porch,
carport, and patio use, contains a fil-
tering additive to control light and
heat. Ridgeway is finished with Alsy-
nite’s new Superglaze, carries a written
ten-year guarantee.
Alsynite, San Diego.
For details, check No. 2 on coupon, p 240

report on home building ideas, products, and techniques

And on the following pages

More

Technology

Steel post & beam house for $7.65 a
sq ft . . . Two new gypsum partitions
need no framing . . . New experiment
in Bermuda roofs . . .

page 183

What the leaders are doing

Is there a two-story house trend . . .
New way to use magazine tie-ins . . .
H&H panel report finds most builders’
houses are designed by architects . . .

page 191

Publications

How to do industrial gluing . . . How
to plan plug-in wiring . . . Basic con-
struction manuals for plywood, hard-
board, insulation, copper tubing . . .
How to judge a house . . .

page 225

New Products

New look in residential lighting . . .
New cement for acoustical tile .
New ventilating skylights . . . New
kitchen cabinet lines . . .

page 199
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NEW SELLING IDEA! PUT THE CART' BEFORE THE CUSTOMER

iThe new General Electric Partio Cart—an electric range, a charcoal barbecue, a serving bar—all in one!

Partio Cart* is the newest brainstorm from General Electric
and an exciting new way to promote home sales. Yes, we mean
you should include one in the price of the home. Why not?
Partio Cart is a complete outdoor cooking center, in fact a
complete party center. It’s an electric range with a built-in
griddle. And it’s a charcoal barbecue with electrically driven
spits. All on big wheels and under a tremendous canopy. Makes

a nice impression and a colorful display.

For the heck of it, park a Partio Cart in back of your model
home. Watch how many people stop, ooh, ah, gape, touch, ask,
smile, walk away and come back again. You see, Partio Cart is
worth its wattage in good publicity. And good publicity never
hurt any builder. Right? So buy one! Range Department, Gen-
eral Electric Co., Louisville 1, Ky.

#Trademark of General Electric Co.

Progress ls Ovr Most Important Product

GENERAL @3 ELECTRIC




Jobs Move

FIBRE DUCT

Residence, Hartsville, S.C.
Heating Contractor, Kent Hungerpiller

Used in slab perimeter heating or combination heating-
cooling systems, economical SoNoarpucT Fibre Duct
speeds construction—helps you hold down initial costs
and installation costs without sacrificing quality.

Working with SonoairpucT Fibre Duct, contractors like

the long lengths, the absence
of sharp cutting edges, the
ease of handling and leveling.
And, this duct won’t chip,
crack, or break when dropped
—every piece is usable!

Order SoNoairpucT Fibre
Duct in 23 sizes, 2” to 36”
1.D., in standard 18’ shipping
lengths—special sizes avail-
able. Cut to exact length with
hand saw. Meets or exceeds
F.H.A. criteria and test re-
quirements for products in
this category.
See our catalog in Sweet's

—FREE

INSTALLATION
MANUAL

Contains latest, detailed,
step-by-step installation
data for SONOAIRDUCT
Fibre Duct. For copy,
send us name, address
on company letterhead.

For complete information and prices, write

* HARTSVILLE, 5.C.
* LA PUENTE, CALIF.
* FREMONT, CALIF.
* MONTCLAIR, N.J.

* AKRON, INDIANA

Fact: Today’s Home Buyers Prefer Brick
Over Any Other Building Material

Brick is the undisputed first choice of
prospective home buyers. This fact was
most recently confirmed at the 1959
Family Conference on Housing, at which
799 of the delegates stated they prefer
brick homes over all other types:
Brick was rated 98 of a possible 1009
in appearance, durability, economy,
prestige, safety, and total value.

Brick has natural selling features: An
exposed brick wall lends warmth and
luxury to any room, helps sell prospects.
A brick patio, wall, walk, or fireplace
adds elegance and beauty, built-in sales
appeal that turns prospects into buyers.
Too, brick’s infinite variety in color and
texture lends individual distinction to
custom and tract houses alike.

To learn more about using
brick to sell your homes, ask
your brick supplier for a copy
of the new booklet, ‘““Mer-
chandising Magic With 2,
Brick.” s

* LONGVIEW, TEXAS o
* ATLANTA, GA.
* BRANTFORD, ONT.

* MEXICO, D.F.

Structural Clay Products Institute
1520 18th St. N.W., Washington 6, D.C.

SONOCO PRODUCTS COMPANY 4404
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Recessed flange

Flush flange

Slant roof

Double dome roof

Dome roof

Twenty-two

Mighty midget

Adjustable

Fixed
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Louvers for cooler summer attics!

JUNE 1960

Careful selection of louvers can make a big difference in the comfort you

build into your houses. Gold Bond louvers, for example, are designed with an extra-large
free space area to allow maximum air circulation. This keeps attics and upper

rooms cooler in hot summer weather, helps prevent paint peeling, condensation spotting
and premature deterioration of wood framing.

Whatever style of home you build, there’s a Gold Bond aluminum louver to

fit. We have 22 types of adjustable, fixed, flush or recessed louvers, dome roof louvers,
wall and under-eave louvers—all sturdily built, all of rust-free aluminum.

Your Gold Bond® Representative is proud of his full line of louvers. Ask him about
them, or write Dept. HH-660 for free Bulletin #2534.

NATIONAL GYPSUM COMPANY, BUFFALO 13, NEW YORK

e o sfep ahead of fomo
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WITH THE AMAZING CARRIER THERMO-CENTER/

Now, for little more than the price of heating alone, you
can also offer your prospects all the benefits of year-round
air conditioning with the exclusive Carrier Thermo-
Center. This unique method, which combines a forced
warm air heating unit with a self-contained air condi-
tioner, provides low-cost, twelve-month air conditioning
for small and medium size homes. The key to the
method is the prefabricated wall sleeve and the transi-
tion assembly which provides a simple, through-the-wall
mounting for the air conditioner and controls the air flow

between the heating and cooling units, as shown below.

With a Thermo-Center you save hundreds of dollars
per home: (1) No water supply or drain piping is required,
(2) No refrigerant lines are needed. (3) Ductwork and
wiring are simplified. (4) No specialized on-the-job con-
struction is necessary. (5) Installation time and labor
are greatly reduced. (6) Less than 5 square feet of floor
area is required. Get the full facts about the Thermo-
Center from your Carrier dealer listed in the Yellow
Pages. Or write Carrier Corporation, Syracuse 1, N. Y.

H

y

1 The first step is to put aside outdated notions of
where a heating unit can be located. Planting the
furnace in the middle of the basement was good
enough years ago when people were satisfied simply
with heating their homes.

-

4 The cooling unit is inserted into the sleeve, anchor
brackets attached, seams caulked and electrical con-
nections made. There are no refrigerant lines, no
plumbing, no specialized on-the-job construction, no
installation delays.

*KReg. U.S. Pat. Off.
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2 In the Thermo-Center, the unit is moved to an
outside wall. There’s no change in the amount of duct-
work required, nor is the system operation affected in
any way. Heating units can be upflow, downflow or
horizontal ; gas or oil.

4

5 The Thermo-Center can be applied to any type of
home—ranch, split level or multi-story. In a house
with a basement, for example, the cooling unit is con-
nected to a plenum set on top of an upflow Carrier
Winter Weathermaker X.

MORE PROOF OF

BETTER AIR CONDITIONING FOR EVERYBODY

3 Next, the prefabricated sleeve and transition as-
sembly is built into the wall and joined to the furnace
plenum and ductwork. The sleeve and transition as-
sembly can be applied to any standard type of wall
construction—frame, brick or concrete.

6 Ina house built on a slab, the transition is joined
directly to a Thermo-Center downflow plenum which
supports the Winter Weathermaker. The plenum
directs air from the heating and cooling units into the
regular duct system.

EVERYWHERE

Carrier

HOUSE & HOME
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Patterned panels of exposed aggregate! For that unusual style that buyers look for today, decora-
tive panels of precast concrete offer builders a profitable answer . . . a way to faster sales and a reputation
for originality. As wall sections or accent units, exposed aggregate panels create a charm and richness.
Aggregates, in a vast variety of sizes, shapes and hues, make possible any texture, pattern and color effect.
In addition to durability, minimum upkeep and cost advantages, concrete offers builders so much that’s

new —from decorative panels to the newest in masonry. This is /iving concrete . . . for modern living!

PORTLAND CEMENT ASSOCIATION

For the newest in homes . . a national organization to improve and

LIVING
CONCRETE

extend the uses of concrete
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HOUSE!"

says Jim Pearson, Pearson Bros. Builders, M‘mnaapolls;‘w‘mi‘
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suburb, where they saved $40 to $50 a house by using Barrett “Rigidwall’” Sheathing. Homes are in the
$13,600 to $14,800 price range.

|
. v Part of the Pearson Bros. Project at 83rd and West River Road in Brooklyn Park, Minn., Minneapolis
;
i
\
|

BARRETT RIGIDWALL' SHEATHING
UPS PROFITS for well-known Minnesota builder!

“We switched to Barrett ‘Rigidwall’ Sheathing for our new
project—Pearson Park,” Jim Pearson says. ‘“Smartest move

we ever made. The lower cost of the 14" ‘Rigidwall’
helped save us $40 to $50 a house over the standard 234"
sheathing we had been using. Lower labor costs were part

of the big saving, too. We’ve had such success with ‘Rigidwall’
that we’re going to use it 1009, on a new project of over 300

homes we now have under construction.”

Barrett ‘“Rigidwall” is stronger than FHA requirements for application
without corner bracing. No nailing strips needed when siding shingles are
applied. Handles easily, scores and snaps cleanly, saves time on every start,
gives you less waste.

“Rigidwall”’ is made by Barrett’s exclusive CHEM-FI process that brings the
fiber strength of natural wood to insulating board, and is asphalt-treated to
provide protection from weather during application. These large panels go up
fast. Despite their economies, they produce a more soundly constructed and a
more rigid wall than most other types of sheathing, and have two to three times
the insulating value of plywood! Jim Pearson is just one of many big builders
who are switching to “Rigidwall” to cut building time and application costs.
No reason why you can’t do the same! Call your Barrett representative or
contact us direct foday.

{Trade Mark of Allied Chemical Corporation

llied

BARRETT DIVISION hemical |

40 Rector Street, New York 6, N. Y.

JUNE 1960 165




166

“Show HER
the kitchen....
show HIM . .
G-B DUCT .... :
and you’ve SOLD another home!”

So say builders who capitalize on the powerful
sales appeal of new “prefab” glass fiber duct.

HERE'S WHAT YOU CAN TELL YOUR PROSPECTIVE BUYERS:
@® “G-B Duct cuts fuel bills because it’s made entirely of insulation.”

@® “Every foot of G-B Duct contains millions of sound absorbing cells. This
means there’s no ‘whooshing’ noise in your air conditioning system. You
won’t even be able to hear your furnace go on and off.”

@® “Because G-B Duct carries hot and cold air equally well, you can add
air conditioning later without additional ductwork.”

@® “G-B Duct is encased in a vapor barrier sleeve that positively prevents
moisture condensation. There’s no maintenance or repair because G-B
Duct will not deteriorate . . . ever!”

YOUR SUBCONTRACTOR WILL TELL YOU:

@® “We can install G-B Duct in half the time—often at less cost than insu-
lated metal duct.”

@® “So simple to install there’s no margin for error—and for all practical
purposes, homeowner complaints and callbacks are eliminated.”

@® “Permanent in every way—will last as long as the house itself.”

SEND FOR SAMPLE MERCHANDISING KIT

For complete product information, plus a sample G-B Duct merchandising
kit, which includes a two-color display sign and customer folder, write today.

GIUSTINSBRGONPP (| /|

258 W. 10TH STREET, KANSAS CITY, MO.

HOUSE & HOME




MR. BUILDER! Here are six sure-fire General Electric BeuETel ERepnte Lewisiite oligis o W0e: (0 gE B
: - woodgrain patterns for cabinet fronts, including the

Textolite laminated surfacing patterns and colors that will newtextured finish that looksand feels like real wood.
. i) : 2 Would you like to see les? Contact yo t

enhance any wood cabinet .selec'tlon you mal-ie A hght., medium G_"E“Tei‘t’o“;e S e p i ci;leuc'k’fi’de:r

or dark. Conserve your selling time by showing these six PLASTICS in your YELLOW PAGE directory.

patterns and colors, instead of the bulky sample chain that leads

to indecision for the feminine home buyer. Textolite is Progress /s Ovr Most Important Product

well-accepted, adds quality to the home. Let Textolite help

sell your kitchens . . . your homes. G ENERAL E I-E CT H I c

Coshocton, Ohio

GENERAL ELECTRIC CO., Dept. HH-60
Coshocton, Ohio

Gentlemen, please send me samples of:
() ldeal counter-top patterns for wood cabinets.

() Your woodgrain selection, including textured
patterns.

NAME
FIRM
ADDRESS
CITY. ZONE—STATE——




Ceramafliex installation in residence of Plate No. 1097 Ceramaflex installation at Plate No. 1098 - v
E. L. MEISTER, Kirtland, Ohio NAHB RESEARCH HOUSE, East Lansing, Mich. i 3‘

New floor tile discovery R
from Romany - Spartan...

ERAMAFLEX

rubber-cushioned ceramic
mosaics in §'squares

To you, Mr. Builder, Ceramaflex can be a powerful sales tool. This labor-saving,
high quality product embodies all the most-wanted qualities of ceramic tile, plus
two important additions: floors that are both quiet and easy on the feet! This RO MANY
makes resilient Ceramaflex ideal for kitchen and family room as well as bath,
entrance hall and utility room. You’re well aware of customer preference for
ceramic tile in the bath. Now —try Ceramaflex in other rooms, too, and see how
promptly and enthusiastically your prospects respond.

Ceramaflex is as new as tomorrow. If samples and product data are not avail-

able through your tile contractor, write for Bulletin RS-228. United States
Ceramic Tile Company, Dept. HH-12, Canton 2, Ohio.

*Trade Mark. Ceramaflex is the exclusive product of
United States Ceramic Tile Company.

UNITED STATES CERAMIC TILE COMPANY




PRODUCT DATA

Construction — Made of
Romany+Spartan unglazed 1" x 1”
ceramic tiles which are securely
bonded in a flexible rubber grid.

Dimensions—Ceramaflex floor-
ing unitsare 9" x9” squares...and
%2" thick. Each Ceramaflex floor
unit is composed of 64 ceramic
mosaic tiles approximately 1”x1”.

Finish—The surface of Cerama-
flex is sealed at the plant with a
protective coating to prevent
wearing-in of dirt and grime.

Colors — Random medley pat-
terns in twelve handsome color
combinations.

Plate No. 1099

It’s flexible
and resilient!

Ceramaflex, because of its unusual flexibility,
adjusts automatically to minor imperfections
in sub-floor. But the rubber grid which makes
this possible serves other functions, too.
Ceramaflex floors are quiet because they are
mounted in restlient rubber which acts as a
cushion between the ceramic mosaic tiles and
the sub-floor. And it’s so easy on the feet that
it makes the perfect floor for high activity
areas, such as kitchens and family rooms.
Heavy furniture and appliances can be moved
without denting or harming the surface.

Tiles are mounted
in rubber pockets!

Each of the 64 ceramic mosaics that make
up one 9”x 9” unit is permanently bonded in
a pre-formed rubber grid. Because the edges
of Ceramaflex 9” x 9” units are beveled, they
lay up so tightly that joints are unnoticeable
in the finished job.

So easily installed!

Because Ceramaflex is pre-grouted, installa-
tion is simple and fast. It’s ready for use the
instant it’s laid. Ceramaflex is installed with
a special adhesive as quickly and easily as
conventional resilient floor tile. It can be
installed satisfactorily on or below grade as
well as above grade, over proper sub-flooring.
Simple, rapid installation results in applica-
tion cost substantially lower than that of
conventional ceramic mosaic floors.







Convertible kitchen boosts sales

]
t

of medium-priced homes

2nd in a series of practical, profitable ideas
featuring Suburban built-in ranges

Designed by Bruce McCarty, A.1.A.

PAINTER, WEEKS, McCARTY-ARCHITECTS

Another best-seller kitchen — all
blueprinted and ready to use—each
designed to give you the most value,
the most sales-talk for a home in a
specific price range. Suburban’s Idea
Kitchen shown here is pre-engi-
neered especially for homes in the
$14,000 to $16,000 price range, a
kitchen you can easily recreate in
the home you build. The plans—
complete with specifications, prod-
uct lists and all the know-how—are
yours free for the asking. Just mail
the coupon at the bottom of this

page.

"
< o Inuu” %

v 0,
Guaranteed by %

"’ b
y

More sales appeal than
any other built-in range!

The Suburban deluxe single oven is
ideal for smaller kitchens. .. fea-
tures an amazingly low initial cost
with all the traditional Suburban
high quality and fine construction.
Most appealing to home buyers: —
the Verti-Vue window, interior light,
fully automatic controls and “‘sculp-
tured”” look—in beautiful brushed
chrome or 8 decorator colors. Rotis-
serie, optional. Guaranteed by Good
Housekeeping as nationally ad-
vertised.

Home buyers love this quick switch from
family room to kitchen privacy!

Permanent custom-look is made
possible in convertible rooms
with the use of a hinged, swing-
out wall that features decorative
shelves and storage cabinets,

cook [oo
Top |ovl
-

\
FAMILY DINING AREA
X
\
~

Free plans; free ‘‘Ideas File”

The sketch above shows how
easily the Idea Kitchen pre-
sented on these pages may be
adapted for varying space re-
quirements. The details on de-
sign, equipment, sizes and di-
mensions are yours for theasking.
A specially prepared expansion-
file, “New-Home Ideas Kit,” is
also available for you to collect
other ideas, articles and product
dope with separate indexed sec-
tions for every roomin the house.
Just say “send it!”’

plus a built-in bar underneath.
That’s why this newest kitchen
idea deserves the most modern
built-in range — Suburban, of
course!

Samuel Stamping & Enameling Co.,
Department HH, Chattanooga 1, Tenn.

| want more information on Suburban:

Built-in Electric Ranges []

Built-in Gas Ranges []

| am an architect [] realtor [] kitchen
remodeler (] builder (sales mgr.) []
builder (in charge of purchasing) []
Please send me free Kitchen Plan & Specs
for Medium-Priced Homes []

for New-Home Ideas File Kit [].

City State

........................

. e S e i e i S S it S S e s S S e . S e s it it G i S’ s
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Wood built-ins are always in good taste in the kitchen. Ample and
attractive cabinet space, a fun-inviting snack bar, or out-of-the-way
storage units for household implements are wonderful with wood.

HOUSE & HOME




There's built-in beauty in built-ins of wood . . .

built of WOOD means built to sell

With built-ins of wood, you can change a house into
their house. A little time, a little thought and a little
wood add so much warmth, wished-for individuality
and convenience that any house will have the custom
look and feel. Built-in bookshelves, magazine racks and
cabinets . . . all of easy-to-work-with and easy-to-finish
wood . . . make a home more distinctive, more desir-
able. Wood is wanted and wood sells, because wood
excels in so many ways. For more information on
better homes of wood, write:

NATIONAL LUMBER MANUFACTURERS ASSOCIATION
Wood Information Center, 1319 18th St., N.W., Washington 6, D.C.

1 ) - i
The wood cupboard and shelving unit adds elegance and efficiency to a low-
budget house. Dining accessories are handy and the countertop can be
used as a serving bar or buffet, leaving window-walls uncluttered.

Where there’s wood, there’s a way to add wanted individuality and eye-
pleasing extra features at low cost. By turning wasted wall space into
a highly usable wall, you give prospective buyers more home for their money.

This room will grow as the family grows, and change as its needs change.
Wood built-ins never go out-of-date. With wood, you build for the present
and plan for the future. A strong selling point for growing families.
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available for the first time
to meet the rising demand for noise control
in all types of institutions and homes

Qui-ett is the new technological advance
developed for America’s greatest market
—for builders, contractors, decorators,
suppliers and independents . . .

A MULTI-PURPOSE COATING WITH EXTRAORDINARY
SOUND-ABSORBING QUALITIES =

Qui-ett is an alkyd-latex ma-
terial with chemically treated
ground cork. Spray-on, brush-
on any surface, all colors and
tints—handsome, washable texture

RENDERS EVERYTHING ELSE OBSOLETE - i - :

Hailed by the nation’s leading applicator rights!
acoustical engineers and Our business —to make a great
testing laboratories new product and its application
system available. We are fran-
chising rights—not just selling
territories.

oumt
CQIMT’IQ_'!,‘,‘

Al ITATYIIT

a year-round operation
supported by national advertis-
ing and promotion

an exclusive specialty
away from low-margin, cut- lab-

throat bidding ﬁeld-
You may be the applicator :

the liquid sound conditioner et e

greatest advance since jets . . .
the revolutionary technique that decorates and

You may supply the applicator.
; ; REPORTS

NOW!

soundproofs all at once . . . at one-half the cost

EXCLUSIVE APPLICATOR RIGHTS FOR QUI-ETT MAY BE OPEN IN YOUR AREA IF YOU WRITE ..

Americana — Miami Beach, Fla. Riviera — Los Angeles, Cal. Triton Hotel — Sarasota, Fla.

ROE-5

Refrigerator-Range-
Oven-Sink 4 in 1

Complete Packaged Kitchen

DEBONAIR
Refrigerator-Range,
Freezer, Sink and Bar

ACME...
REFRIGERATOR-RANGE-
SINK-COMBINATIONS

ARISTOCRAT
Refrigerator and 2 burner
Architects everywhere find ACME Space- e e
Saving Units ideally suited for apartment
conversions, homes, motels, hotels, cabins,
resorts, playrooms, etc. Send for our fully
illustrated catalog with complete specifica-
tions and prices. RES-4AF

2 burner Range, .
Refrigerator and Sink .

See our complete line in SWEET'S CATALOG 25 'ABC‘

ACME NATIONAL REFRIGERATION CO., INC. ,

OFFICES & FACTORY: 19-26 Hazen Street, Astoria 5, N. Y. Mailing Address: P. O. Box 188, Astoria 5, N. Y., RAvenswood 1-5510
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label of a__
quality

home...

HANDSPLiIT

In today’s architecture, all eyes are on c e D a R S H a Ke S

the roof. In today’s market, all eyes are on quality. Put the two together . .. and

iy

-

you see why handsplit shakes are selling as fast as craftsmen can produce them.
When you top off your homes with handsplits, you’re offering the finest. A
roof that will last for generations. A roof with natural character and good looks.
A roof of proven acceptance. Put the compelling texture of genuine handsplit

cedar shakes on your next roof. It’s like having

For complete handsplit shake
application details, see your
Sweet’s File, or write. . .

RED
CEDAR
SHINGLE
BUREAU

5510 White Building
Seattle 1, Washington

550 Burrard Street
Vancouver 1, B.C.

another salesman on the ground!
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Framing time cut to 45 seconds per running foot!

“Andersen Strutwall® saves
us big money in labor and
materials over cheap
double hung windows”

says Project Builder Ralph Campbell

A successful project builder at 31! In just 10
years, Ralph Campbell, Harrisburg, Pa., moved
up from his first home to 300-unit Windsor Park.
Situated on a 93-acre plot in lower Allen Town-
ship, this community has its own recreation and
church sites, plus planned shopping center. Earli-
er developments: a 50 and a 70-home community.




Strutwall: Integral part of the wall!
Workers at M. R. Campbell, Inc. pre-cutting
plant add sheathing to Andersen Strutwall
Lu-Re-Co components. Strutwall fits tighter,
looks better because all parts are precision
nailed and glued by Andersen. Provides
tightest joining of window and wall.

Down go construction costs! Up go quality
and sales appeal! With Andersen Strutwall,
three man Campbell crew sets up 68 lineal
feet of wall in 40 minutes. Can completely
enclose a home, lock the door and walk away
in 6 to 8 hours. Strutwall cut Ralph Campbell’s
window framing and installation time 30 %,.

More glass area at lowest installed cost!
Strutwall eliminates separate outside casing
to give trimmer, cleaner lines. Flexible win-
dow arrangements make every room more
livable . . . with far more usable wall space.
Andersen Windows add real punch to any
builder’s sales story.

How to cut construction costs and add extra quality? With
Andersen Strutwalls, Project Builder Ralph Campbell re-
duced window installation time 309, in his 300-home de-
velopment in lower Allen Township, Pennsylvania.

Cost and method conscious, Ralph Campbell runs his
home construction business with slide rule precision. Effi-
ciency had been increased by using the Lu-Re-Co four-
foot panelization system. However, Campbell made a com-
prehensive window cost analysis to determine if any addi-
tional savings were possible.

Says Ralph Campbell, “Our findings were conclusive.

Strutwall gives us an additional big savings in labor and
material costs. This complete window unit adapts perfectly

Andersen \Nindowalls

TRADEMARKS OF ANDERSEN CORPORATION

ANDERSEN CORPORATION ¢« BAYPORT, MINNESOTA

to our modular, component construction system. And the
Andersen Strutwall practically eliminates window com-
plaints and call backs.”

Andersen Strutwall is assembled complete . . . including
operating hardware, load-bearing side struts, jack studs
and normal framing members already in place. Eliminates
cripples, sill plate, jack studs; requires only two 2 x 6’s
instead of heavier headers in multiple openings. Saves
inventory, cutting, fitting . . . plus waste.

Why don’t you, too, figure your total opening costs?
Find out how Andersen Strutwall can save you dollars and
hours on every house you build. Call your local lumber or
millwork dealer. Or write to Andersen Corporation direct.

W
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Be a two-face builder

Here’s how . . . CLEAR Western Cedar SIDING’S 2 face combination—fine-resawn, rough textured one side,

smooth surface on the other—gives you a choice of faces, lets you feature the one popular SIDING that’s
proven, that lasts and lasts. Rough or smooth, it’s the one SIDING buyers believe in and have believed in for

years and years—in combination with other quality materials or alone—wherever you live. Cedar’s light weight

HOUSE & HOME




and dimensional stability speed handling, reduce construction costs, provide you higher returns. With blister

resistant paint, Cedar allows up to 48% more coverage, requires fewer application hours. With stain you’ve a

wide choice of handsome finishes. And Cedar’s natural insulating quality cools in summer, captures heat

in winter. So, plan on it—sell and side with Cedar.

For moreinformation write us: WESTERN RED CEDAR LUMBER Wi:iﬂl ipM
ASSOCIATION, White-Henry-Stuart Bldg., Seattle, Washington

JUNE 1960
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CRANE
announces

a low-profile,
9 Recess
Bath with
edge

wide enough
for
sitting

CRANE
DIRECTION

60" |

NOTE STRAIGHT FRONT. NO TILE CUTTING AROUND BASE TO INSTALL.

THE FAIRFAX Designed by Henry Dreyfuss

Crane quality—a Dreyfuss design—yet priced in the medium
range. The floor to top height of the Fairfax is only 14”, for easy
entry and exit . . . a full two inches lower than most baths. Avail-
able in regular or acid-resisting porcelain enameled cast iron.
Trim is exclusive Crane Dial-ese. You can specify the Fairfax in
any of the full range of Crane colors and white.

The Crane Fairfax—Length: 5’; Width: 30”; Seating Edge Width: 5”; Height: 14”

New Crane Star*Lite Accessories and Fairfax
Bath are available through your Crane Distributor
who also has a complete line of Crane quality
plumbing ware for every installation. Call him

for full facts on these new Crane products.

HOUSE & HOME




VALVES - ELECTRONIC CONTROLS - PIPING
PLUMBING +« HEATING + AIR CONDITIONING

Crane Co. Plumbing-Heating-Air Conditioning Group

Announcing

Bathroom
Accessories

Beautifully designed
with polished chrome

plating...Solidly Built.

Moderately Priced...
Easily Installed.
Metal accessories

are preferred by over
half your clients

Box 780, Johnstown, Pa.

JUNE 1960

2-910 Robe Hook

2-915 Paper Holder with Metal Roller

IMPORTANT NEW DEVELOPMENTS FROM CRANE
TO MEET THE CHALLENGE OF THE SOARING SIXTIES

The Soaring Sixties have begun. This
is predicted to be the biggest decade for
America’s biggest industry—building—and
everyone associated with it.

There’s the booming population growth
—a 34 million net gain, or a 16% increase.

There will be more households. We need
homes and schools and hospitals—and
buildings of all kinds. We have to provide
new construction for the newcomers...

E

2-906 Soap Holder and Grab Bar with oval-shaped Metal Bar and Plastic Tray

2-917 Soap Holder with Plastic Tray

and also to replace those made obsolete.

Crane announces Direction ’70...to
help you meet the challenge of the Soaring
Sixties. These are products to improve
building quality. These are products to in-
crease efficiency. These are products to
help curb rising costs.

On these pages are the first of these new
Crane developments . . . the first of many
you’ll be seeing in Crane’s Direction 70.

Cross-section of bar shows
unique oval shape. This provides
greater separation for faster
drying. Gives unit a distinctive
modern appearance.

RECESS ACCESSORIES

Overall Size: 618” x 6Y8”.

Wall Opening: 5%” x 5Va” x 214”.
Recess Accessories are regularly fur-
nished for wood screw installation.
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Rugged Van-Packer Chimney
takes only a few more minutes
to install than most lightweight
types, yet lasts far longer, is
sturdy, safe and trouble-free.

Attractive Van-Packer asbestos-
cement housing looks like brick,
won’t rust—can’t streak or stain
roof. Butyl finish on colored hous-
ings preserves original beauty.

Fire-clay tile liner of the Van-Packer Chimney won’t corrode.
It outlasts other factory-built chimney flues. Fire-clay tile is
5" thick, with 3-inch vermiculite insulating wall and asbestos-
cement jacket. Only Van-Packer offers such rugged, durable
flue construction.

Safe Van-Packer Chimneys are UL listed for
all fuels and all home heating plants, are safe
even for incinerators. The fire-clay tile-lined flue
withstands 2100° F,

See ““Chimneys — Prefabricated’” in the Yellow Pages,
or write for Bulletin RS-19

Durable Flintkote-Van-Packer Chimney is fire-clay tile lined

E— ;
I:lINTKOTEVA IRDIJ I%m%gp[yx

V Manufacturer of America’s Broadest Line of Building Products
30 Rockefeller Plaza, New York 20, N.Y. e PLaza 7-5500

In the West: Pioneer Division, The Flintkote Company, Box 2218, Terminal Annex, Los Angeles, Calif. * In Toronto, Ontario: The Flintkote Company of Canada, Lid.
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Technology

<4 PLY HOT-IOPPED ROO s ; T . . owe-rrEce axe
WI'I"E ma:mmm 5 2 e i . . : i JOZSQ‘@.ZO“ OVC,e

IoN-BHARING
CURTAIN WALYL

WA W ) W7 s ‘
TURN DOWN NRRY
BLAR EDGE

FLOOR PLAN can be flexible because all partitions except central plumbing wall are movable. Partitions are set at 45° to exterior walls.

This steel post & beam house cost only $7.65 a sq ft

Its simple frame is made up of six steel columns that rest
on footings 20" oc and support two steel beams. The roof is
framed with 2x8 joists 16” oc.

Floor is a thickened-edge slab over gravel fill. Exterior
walls are 4’x8” curtain panels framed with 2x2s, faced outside
with flexible asbestos cement, inside with gypsum drywall.
They come in only three types—door, sash, and insulated
wall. Movable interior panels also have 2x2 studs.

The 1,400-sq ft merchant-built house won a Special Award
in the a1 Homes for Better Living Awards (H&H May).
Designed by Architects Wadlington & Marshall for Memphis
Builders Trezevant & Kelly, it sold with land for $10,700.
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seen here in dining room, runs length of THREE KINDS OF PANELS (wall, window, and door) are interchangeable—all

STEEL BEAM,
are 4'x8” to use stock sheet materials. Front entry is at far right, bedrooms at left.

house and is supported by three steel columns 20 oc.

Technology continued on p 184
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These two new gypsum partitions need no framing

The new systems—developed by US
Gypsum for apartment houses—are the
Solid Partition (left) and the Double
Solid Partition (right).

The 2” Solid Partition has a 1”7
monolithic gypsum core and Y2” gyp-
sum face plies. The core—24” wide and
available in 8’, 9%, 10", and 12’ lengths
—is tongue & grooved on the long

edges. The face plies are snapped into
floor and ceiling runners (see photo) and
laminated to the core with adhesives.

The Double-Solid Partition is used
for party walls or to enclose plumbing.
Coreboards (1” thick) are spaced a
minimum of 1%” apart and screwed
to L- or U-shaped floor and ceiling run-
ners. In both systems, joints are taped.

How can heating /c¢ooling be
controlled at partial loads?

Some answers to that question may
come out of a new “mild climate” re-
search program conducted by the Na-
tional Warm Air Heating & Air Condi-
tioning Assn.

The program will stucly heating and
cooling problems peculiar to high, dry
areas where the climate is mild but
temperatures vary widely within a single
day (low at night, high ir. the daytime).

Under these conditions, heating and
cooling units—sized to handle hot and
cold peaks—work under partial loads
most of the time. So under light loads
it is hard to maintain even temperature.

Says Herbert T. Gilkey, NWAHACA’s
technical director: “In colder climates
warm-air heating systems are expected
to operate at 50% load or higher dur-
ing the two or three coldest months and
from 10% to 50% for the rest of the
heating season. But in milder areas a
heat system has to run for weeks at a
time against a load of only 10%
to 30%.”

The study—to be madz in California
between the Sierra Nevada mountains
and the Pacific coast—will seek ways to:

1. Supply heat at more frequent in-
tervals or in uniform rediiced quantities
when heating loads are light.

2. Maintain constant—-or nearly con-
stant—blower operation.

3. Provide more uniform heat re-
moval and dehumidification when cool-
ing loads are light.

BADIATION

CATALNTIC COMBUSTION
DEVICE

SUBELY Atk o8

CATALYTIC COMIBUSTION FRINCIPLE
ATPLIED TO HEAT BXOH ANGEIR

Catalytic combustion promises better furnaces

So says Herbert T. Gilkey, technical
director of the warm-air heat associa-
tion (NWAHACA).

Gilkey says new developments in
miniature combustion chambers include
a porous ceramic tube (drawing above)
which, when brought to an incandescent
temperature, produces  ‘“‘practically
flameless” combustion of gas and air.

Hot gases from the chamber pass
through a heat exchanger similar to the
cooling coil in an air conditioner.

Units of this type—probably avail-
able within the next five years—would
be half the size of present gas furnaces
and could cut fuel costs 15% because
of their higher efficiency, according to
Gilkey.

New furnace lining is said
to cut oil-heat costs by 20 %

Reason: Installed in a combustion
chamber (above) the fibrous mat of
silica and alumina reaches incandescent
heat—assuring complete combustion—
almost as soon as the burner fires up,
(Conventional ceramic |[iner takes 10
seconds to reach incandescence; until it
does, about 20% of usable heat is lost
as soot and odor; this loss can cost $40
a year since an oil burner makes thou-
sands of starts in a 200-day heating
period.) New liner, called “Cerafelt,”
also absorbs flame noise, It was devel-
oped by Johns-Manville, tested by Ed-
wards Engineering, Pompton Lakes, N.J,

Technology continued on p 186
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Shown, front, Coro-Gard® 1706 Brand Protective Coating. Back: (| to r) Roltite® Cokr‘lytact Bond Cement,”WEA'THER"BA'Ii; Bfénya’.‘séaler;“CTA-SO

| " PROVED! 3M gives you a complete line of quality

*

e

e

adhesives, coatings and sealers for building

For example: WEATHERBAN® Brand Sealer has proven flexible
and strong after 10 years’ weather exposure. It outlasts
conventional caulking many times over, provides excellent
weather resistance without shrinkage for masonry, glass,
aluminum, curtain wall construction.

3M Ceramic Tile Adhesive C'TA-20 supports more than 15 ton per
tile after 7 days’ water immersion. Together with its solvent
base counterparts—CTA-11 and CTA-12 plus water-
dispersed CTA-50—it offers strength and water resistance
from 100% to 900% above standard requirements.

Roltite® Water Base Contact Cement—for plastic laminates and ply-
wood, was developed to end special safety precautions.

“Coro-Gard,” “WEATHERBAN" and “Roltite” are Reg. T.M.’s of 3M Co.

ADHESIVES, COATINGS AND SEALERS DIVISION
Minnesora \[ininGc anp J\/JANUFACTURING COMPANY

«eo+ WHERE RESEARCH

IS THE KEY TO TOMORROW

Nonflammable during application, it offers good work-
ability, plus good heat and water resistance.

Coro-Gard® 1706 Brand Protective Coating gives longer life to rain
gutters, downspouts, concrete walls, metal roofs, wood
storage sheds, and similar surfaces. Resistant to water, oil,
acids, alkalis and weather extremes, it has been thoroughly
proved in the laboratory and in field use.

Use 3M building products with complete assurance that
they provide the best in durability, consistent quality and
long-range economy. For free literature, see your 3M
distributor. For more information, see Sweet’s Catalog, or
write: AC&S Division, 3M Company, Dept.SBAA-60,
St. Paul 6, Minnesota.
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Here is a new experiment in Bermuda roofs

The aluminum Bermuda strip shingles
above were developed by Alcoa and
installed on a big split level by Fulton
Development Corp of Jacksonville.

The job took six man-days, cost $42
a square. But eventually the new sys-
tem should cost less than other Ber-
muda roofs, according to Alcoa.

The shingles are aluminum sheets
with white, baked-enamel finish. They

FINISHED ROOF of Jacksonville model has heavy shadow
line produced by use of aluminum Bermuda strip shingles.

DETAILS show how aluminum Bermuda
shingles are installed. They start at the eave

can be used for gable or hip roofs
(detail drawing of hip-roof corner be-
low). The system’s other components:
inside and outside corners, gable end
cap, starter strip with provision for a
gutter, starter strip with drip edge,
ridge cap, and aluminum spiral-shank
roofing nails. (For experimental Ber-
muda roof by Kaiser Aluminum &
Chemical Corp, see H&H, June ’59).

RIVET GUN (single-shot, hand
operated) speeds up roofing.

NE-PIECH
CORNER

line, work up the roof with staggered joints,
and take corner pieces for a hip roof.

To stop nail pops, glue
or glue-nail your drywall

That was the consensus of a meeting on
the use of adhesives in building at the
Building Research Institute’s Spring
conference. The key points covered:

The best way to apply single-layer
drywall is to glue it instead of nailing
it, said Alex O’Hare of Miracle Ad-
hesives Corp. But he added that though
this method has been used successfully,
it still has to be proved under a variety
of climatic conditions.

Next best, said O’Hare is the glue-
nail system now used by many drywall
contractors. It uses 50% less nails
than conventional methods. And it
doubles the wall’s strength, according
to recent tests at Ohio State University.
Glue-nailing also reduces sound trans-
mission because the resilient rubber ad-
hesive between drywall and stud forms
a cushion that cuts down “drum-head”
sound action.

Here is what you should know about
glue-nailing drywall:

Apply a continuous bead of adhesive
to the center of the face of all framing
members. On framing members where
two pieces of drywall will meet, zig-
zag the bead. The bead should be no
less than v4” deep so that the face of
the stud will be covered with a 1/16”
layer of adhesive after the adhesive is
flattened under nailing pressure.

You can get even better quality
by laminating your drywall

So said Rodney Buergin, National
Gypsum’s associate director of research
projects. You can glue a finish ply of
3" drywall to a nailed drywall base or
laminate several layers of drywall to
form a non-load-bearing partition with-
out framing (see p 284). Said Buergin:
“These systems provide characteristics
above the sum of the plies—more
strength, more sound deadening, more
fire resistance.”

Here are three ways to laminate
drywall:

1. Spread joint adhesive on the back
of the face ply. Use a notched trowel
that forms %4” to %" ridges 2” to 8”
apart. Press the face ply against the
base ply immediately. Use temporary
nailing or shoring until the adhesive
hardens (about 24 hours.) Then set
the nails below the drywall’s surface
(or use double-headed nails you can
pull out).

2. Spread a rubber-base mastic on
the back of the finish ply or the face
of the base ply. Press the finish ply
against the base ply immediately. Use
temporary nailing or shoring.

3. Spread a thin coat of contact ad-
hesive on both surfaces to be joined.
Use a roller or brush. When the ad-
hesives are tack-dry, press the finish ply
against the base ply. The adhesive will
grab immediately. /END

HOUSE & HOME




What the leaders are doing

1l
TREND TO 2-STORY HOUSES
NO TREND TO 2 STORIES
TREND NOT CLEAR

trend to 2-story houses in . ..

Beverly Hills, Daly City, Newport Bcu.qh,
San Jose, San Leandro, Stanton, Calif./
Denver, Colo./ Bridgeport, Conn./ Wil-
mington, Del./ Chicago, Elmhurst, Wil-
mette, I1l./ Des Moines, Iowa/ Louisville,
Ky./ Baton Rouge, La./ Baltimore, Silver
Spring, Md./ Ann Arbor, Dearborn, Flint,
Grand Rapids, Lambertville, Royal Oak,
Mich./ Rumson, N. J./ Buffalo, Merrick,
Rochester, N. Y./ Canton, Cincinnati,
Youngstown, Ohio/ Lima, Monroeville,
Philadelphia, Pittsburgh, State College, Pa./
Dallas, Houston, Tex./ Arlington, Nor-
folk, Va./ Issaquah, Wash.

no trend to 2-story houses in . . .

Little Rock, Ark./ Los Angeles, Novato,
Rancho Cordovo, San Francisco, San Ma-
teo, Calif./ Gainesville, Jacksonville,
Miami, Sarasota, Tampa, Fla./ Augusta,
Savannah, Ga./ Honolulu, Hawaii/ Au-
rora, Mt Vernon, Park Forest, Rockford,
Waukegan, Ill./ Gary, Kokomo, South
Bend, Ind./ East Lansing, Mich./ Omabha,
Neb./ Berea, Columbus, Dayton Dover,
Girard, Lima, Ohio/ Tulsa, Okla./ Port-
land, Ore./ Harrisburg, New Cumberland,
Northumberland, Pa./ Sioux Falls, S. D.;
Austin, Port Arthur, Tex./ Salt Lake
\Cvily,v Utah/ Seattle, Wash./ Morgantown,
o Vs

trend not clear in . ..

Washington, D. C./ Fort Wayne, Indian-
apolis, Ind./ Detroit, Mich./ Minneapolis,
Minn./ Kansas City, St Louis, Mo./ |
Haddonfield, N. J./ Albuquerque, N. M./ |
San Antonio, Tex./ Milwaukee, Wis.

Is there a trend toward the two-story house?

It all depends on where you are building

What the leadersare doing

Rental units for older people
All-up fast in New YOrk. ... & p 195

Most leading builders are using
architects, H&H survey shows...... p 197

JUNE 1960

As the map above shows, there is a
trend toward two-story houses, but the
chances are only about 50-50 that it
has appeared in your market.

A House & HOME survey of home-
builders in 92 cities shows that the
trend has developed in 40 cities, has
not been noticed in 41, and is ques-
tionable in 11. Some of the markets
covered are in metropolitan centers like
Chicago and Detroit, others in widely
distributed smaller cities like Sioux
Falls, S.D. and Augusta, Ga.

The only region where nobody re-
ports the trend is the South Atlantic.
But these houses are going up in sur-
prisingly scattered markets all across
the US.

Fifty-seven of 150 builders report
they are building two-story models

Among the 57 builders, two-story
houses account for from less than 1%
to 100% of starts, according to the
survey. The average for this group is
about 25% two-story houses. Only 12
of the 150 builders say their two-story
models are their most popular ones.
Ranch houses are still the best sellers
by far.

Sixty-six of the 150 builders see a
trend in their markets toward two
stories, 65 do not, and 19 did not com-
ment. Of those who build two-story
models, five of every six builders see
a local trend toward two stories. On
the other hand, one out of three who
do not build two stories see the trend.

Chief cause for the two-story trend:
‘““more space for the money”’

That was the point stressed by nearly
every builder who commented on the
reasons for the trend. A few varied
this to say buyers get “more house on
a small lot” or that a two-story house
“looks like more house.”

A detailed analysis by New Jersey
Builders Cantor & Goldman of sales in
their Sayre Woods tract shows that
“the two-story house has more appeal
than split-level models among buyers
who want traditional design, and larger
families prefer two stories because the
bedroom area is better planned.”

In Oak Forest, Ill. Builder Neil
Medema finds that “people want more
space and we know we can give them
substantially more space for the money
in two stories.”

For four other builders’ reports and a look at their two-story models, turn the page

191
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Buyers like the third bath and separate dining room in this California model

The model quickly became Mackay Homes’
best-seller when it was introduced last win-
ter to test interest in two-story houses
among buyers in the San Jose area.

The $25,350 house has 1,783 sq ft of
living area, enough more than in typical

California ranches to provide a third bath
and a formal dining room. Says Sales
Manager William Driscoll: “These extra
rooms appeal to people otherwise uninter-
ested in moving up to the $25,000 range.
And with two stories we use less of the lot

for the house. So there is more room for out-
door living.” Plan permits placing the upper
level at the rear of the house “to avoid
the heavy look of most two-story houses,”
Driscoll says. Roof was notched (left, in
photo) to save limb of walnut tree.

This lllinois model appeals to buyers who want a house that looks big

So says Vice President Steve Fitzsimmons
of Lynwood Development Corp, which has
had a steady success selling houses like the
one above at $35,000 to $40,000.

“We were one of the first in the Chicago
area to build two-story models in volume,”

192

says Fitzsimmons, “and in the last four
years we have found many reasons why
buyers in the upper income brackets like
them. Not least is the desire for a house
that looks big. A house like our 2,600 sq
ft, $39,900 garrison-front model (above)

gives our buyers the feeling that they ap-
pear more responsible in the eyes of other
people.”

Also, he points out, two stories can pack
in a lot more living area on today’s smaller
and higher-priced lots in metropolitan areas.

HOUSE & HOME




This Pennsylvania two-story model outsells the split-level next door 4-to-1

In the five months since Builder Louis
Glansberg brought out his two-story model
in Philadelphia, he has sold 21 two-story
houses and only five of his split-levels.

Yet each is offered at the same $32,000
price, each has about 2,600 sq ft of living

space, and each is air-conditioned and filled
with appliances.

“The reason for the two-story’s success,”
says Glansberg, “is that it appeals more to
younger families with several children, and
they are the bulk of our market. They get

bigger bedrooms, and four of them on one
floor. Older buyers and one-child families
seem to prefer our Tudor split-level. Also,
the two-story Colonial design by Architect
Henry Berg appeals to more buyers in our
Colonial-minded area.”

R —y——

PIRST PLOOR

In a conservative Long Island area, this two-story design is a sales success

In Smithtown, L. I., a pre-Revolutionary
community, many buyers balk at the ap-
pearance of split-level houses, popular else-
where on the island, and want more space
than they can get in traditional Cape Cod
models offered in the area.

JUNE 1960

Builder Saul Seiff’s answer is this two-
story house designed by Architect Herman
York. It has 1,800 sq ft of living space and
sells for $23,000.

Seiff says the model sells well because it
gives buyers what they don’t get in a split-

level or a Cape Cod: *“Unlike a split level,
it fits in with older houses in the area.
Unlike a Cape Cod, it has all its bedrooms
on the second floor. So bedrooms are more
private, and there is more space on the
first floor for family activities.”

Leaders continued on p 195
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We guarantee you $500
EXTRA Profit

oo on epery HBC home jou soil!

INTERESTED?
HERE ARE THE FACTS:

Every HBC home is a complete package, erected on your foundation by our
own skilled crews in less than two days...at a guaranteed firm price you can’t

MBS nomES match by $500.

BECOME
REAL ESTATE You get superior construction, with nationally-advertised, quality materials
FAST throughout. All you do is bring in and hook up utilities, clean up, and touch up

painting . . . and your HBC home is ready for immediate occupancy. No extra
architect fees. No costly construction delays. No extra sales cost by dealing direct

letel finished s & : 2
2R anpiiel) Bl with factory. No long interim financing.

ceilings, walls

my R

-

Fs -
-;. ﬂ’( ooz

» Heat ducts in place

» Water heater and ¥ 54
furnace installed : i

« All bath and kitchen
fixtures installed

» Hardware in place

« Oak floors, mahogany
doors and trim
installed and finished

; « Sliding aluminum
! windows and trim |

| installed and finished For complete information — Choose from a wL'Ctlie rugge of ?,};3’ and 4-bedroom
| contemporary and traditional homes, including
‘ MAIL THIS the popular colonial models.

|

COUPON TODAY

If you operate within 500 miles of I
Sedalia, Missouri, we invite you to I
inspect our factory and stay overnight l
in our HBC guest home. Study our l
product and prices. We will prove that I
you can make $500 extra profit per I
I
|
|
|

NEAL O. REYBURN, PRESIDENT
HOME BUILDING CORPORATION
SEDALIA, MISSOURI

house with HBC homes.
[] PLEASE RUSH DETAILED INFORMATION ON HBC HOMES.
0 I'DLIKE TO TAKE A CLOSE LOOK AT HBC HOMES

IN SEDALIA—THE MOST CONVENIENT

TIME FOR ME IS

» Heavy duty insulation NAME
plus many more

features all installed,

|
|
|
|
ready to use I
/_\ | STREET ADDRESS
l
I
|
i

COMPANY

HOME BUILDING
CORPORATION

SEDALIA, MISSOURI

CITY. ZONE S TATE S o
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This fall-out shelter draws crowds
to model house on Long Island

Builders Newell & Daniel got widespread
publicity in New York newspapers when
they opened a new $40,000 model in East
Norwich, L.I. with a fall-out shelter in a
corner of the basement recreation room.
The 9’x6” shelter (with glass window for
display purpose) is offered for $500 extra.

A buyer survey can show you
where to look for the best prospects

So says Gene Fisher of F&R Builders,
Miami and Orlando, Fla. “Study your last
100 buyers, and you’ll learn some surpris-
ing things,” he reports. “We analyzed where
our buyers lived and worked. We knew
we were selling to a lot of renters, but we
didn’t know until we surveyed them that
they accounted for 50% of our sales. Now
we have changed our sales methods to go
after more of them.”

Don’t overlook the little things:
even an umbrella can help you

During last winter’s heavy rains in Mobile,
Builders Berg & Diehl found a new way
to make people talk about their models.
They bought large golf umbrellas which
salesmen used to escort women from the
curb to the model. And this had the prac-
tical effect of making prospects less reluct-
ant to visit the models in bad weather.

Separate suites give retirees
the kind of privacy they want

In Pompano Beach, Fla., Haft-Gaines’ best-
selling model to older buyers is promoted as
featuring “two master bedroom suites.” As
the plan shows, each bedroom has a bath
and dressing room and in each sliding glass
doors open to the pation.

JUNE 1960

starts onp 191

Rental units for retired people go up in New York

A ready market for rental units designed
for older people has quickly filled the first
60 units of a 360-apartment tract opened
by Developer Mitchell Berenson at Crugers,
N.Y., a few miles north of New York City.
And Berenson reports leases are running
well ahead of construction.

Shown above are two of five completed
buildings (12 units each) on a 44-acre side
overlooking the Hudson River. Efficiency
and one-bedroom apartments rent from
$69.50 to $94.50.

Features include grab bars in baths,
lowered kitchen cabinets, horizontal slid-
ing windows, ramps for some grades, and
low risers on all stairs.

Architect Edward Luders puts groups of
five buildings around a “village green,” an
adaptation of a Swedish plan for retirement
housing. There are no hallways or central
entrances; each unit has a private outside
entrance, and each has a terrace. Free bus
service is provided to shopping areas two
miles away.

BELL & VALDEZ

L1d g

Smart home buyers
agree with America’'s experts

WARD 1
WINNING
HOMES |

L

Here is a new way to use magazine tie-ins

Bell & Valdez’s big painted sign in Seattle
capitalizes on awards or promotion help
the builder has received from eight maga-

zines. The company also uses 30 billboards
playing up the name of either LiFE, Ameri-
can Home, Parents’, or McCalls.

Leaders continued on p 197
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the ONLY tool
for instant adjustment

NE W (Patent Pending)

KENNATRACK FA

you need

of gliding doors!

FinceR ADJUSTING HANGER

ENDS COSTLY CALL-BACKS!

Sensationally DIFFERENT. Astoundingly SIMPLE.
A new KENNATRACK triumph that permits
insTaNT adjustment and alignment of all by-passing
and open or closed pocket doors. See illustrations.

Specify KENNATRACK FA (Finger Adjusting)
Hardware and even the “all thumbs’” homeowner
won’t be bothersome by demanding unprofitable
call-backs. It is actually easier for him to raise
or lower a Kennatrack-hung door 24" himself—
or to re-align it for minor adjustments—than it
is for him to phone for service.

QUIET! Besides being finger-adjusting and
instant-mounting, Kennatrack Hardware gives
you the quietest, most easily gliding pocket and
by-passing doors ever known. Write for details
on this money and time-saver as well as complete
information on budget ‘“Scottie’” hardware for
by-passing, pocket, and folding doors.

-
®,\

AORT Y
LEL>

FINGER-TIP ADJUSTMENT . . .
mere finger-tip pressure on
ratchet-type adjuster gives im-
mediate and perfect door align-
ment, and raises or lowers the
door as required.

INSTANT DOOR MOUNTING . . .
simple retainer lock engages,
disengages at flick of a finger,
yet never loosens in use. No
need to remove stops or trim
when removing door!

NEW SERIES 600 FA KENNATRACK . . . for quick, simple installation
of 1”7 to 1% ” By-passing Doors. Kennatrack’s exclusive top
mount hanger eliminates extra millwork, permits maximum
adjustment as well as instant removal and replacement of door
without disturbing adjustment. Two hangers per door with
eight floating wheels attached to grease-grooved axles that auto-
matically compensate for door warpage. For doors up to 100 lbs.
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DISTRIBUTION BASED ON 115 ANSWERS TO THIS QUESTION

69% of the leaders use architects, H&H survey shows

The importance of the architect to the
“builders other builders follow” shows
up clearly in the answers to two ques-
tions in the latest survey conducted
for House & HoME by the C. E.
Hooper Research Organization.

Overall, 281 of the builders queried
always use an architect, and 10 others
sometimes do. Of these 291 builders,
215 use an independent architect, 75
have an architect on their staffs. (One
did not explain.)

Among the bigger builders—those
who build over 100 houses a year—the
percentage is even higher. Of the 178
builders in the survey who put up more
than 100 houses in 1959, 137 (77%)

use architects regularly. Only 40
(23% ) do not use architects.

Staff architects are more common
with the big builders: 48 of them use
staff men, 79 use outside architects,
and 11 use both.

The second area polled by Hooper
was the cost per house of architectural
services. Here, the number of respond-
ents fell off considerably. Many of the
architect-using builders considered this
a trade secret and preferred not to
answer. Others, including almost all
the builders using staff architects, could
not figure their architectural costs on
a per house basis in such a way as to
get a meaningful figure. In some cases,

builders paid a relatively high fee for
an original set of plans, but duplicated
them for other houses for little or
nothing.

However, 115 builders who use
architects did answer with specific
figures. These answers were Cross-
tabulated by size of fee and size of
operation (see above). The median
figure for these 115 builders was $100
(i.e., as many builders paid more than
$100 per house as paid less than $100).
As the chart shows, the fee range
spreads pretty much across the board,
with perhaps a slight tendency for the
smallest and biggest builders to pay
the higher fees.

. - - and here is why the other 31 % of the leaders do not use architects

The 132 builders who do not use archi-
tects were asked three specific ques-
tions by the researchers:

1. Do you think you can develop
just as good a plan and design the
house yourself? An even 100 (over
75% ) think they can.

2. Do you think architects are not
familiar with tastes and needs of the
families for whom you build houses?
Seventy-seven (66.2% ) think architects
do not know their prospects’ tastes well
enough.

3. Do you think architects are more
interested in promoting modern design
than offering the kind of design your
customers want to buy? Ninety-four
(71.2% ) think architects are too inter-
ested in modern design.

The builders were then asked if there
was any other reason why they did
not use an architect. Ninety-five of
them took the occasion to express
themselves.

The prime reason—though it was
expressed in several different ways—
was money.

Most of the answers—47 (or
35.6% )—felt an architect’s fee adds

too much to the cost of the house.
Typical quotes:

“In homes of less than $15,000 the
time involved, the mechanical work of
drafting, and the recurring fees place
too great a burden on this class of
home.”

“We can do a good job and make
changes less expensively. The cost of
an architect would increase the cost of
our houses.”

Another 30 builders believe archi-
tects are impractical, underestimate
construction costs, and do not know
enough about low-cost houses. Com-
ments:

“If an architect wants three or four
more inches in a room, he may change
things structurally throughout.”

“They use odd size measurements
that do not match lumber.”

“They are not familiar with new
materials.”

“They can bring construction costs
up without improving the house to
warrant the extra cost.”

Eight members of the panel ex-
pressed what they considered an un-

answerable reason for not using archi-
tects: they build prefab.

Here is a breakdown of the builders’
reasons for not using an architect

The breakdown of the 132 builders’
replies adds up to 381 responses be-
cause most gave several reasons.

Reason for not using No.

Can develop as good a plan

without an architect cmo el aras e
Architects are more interested

in promoting modern design .......... 94
Architects are not familiar

with buyers’ tastes S T
Architects charge too much ... 47
Architects underestimate costs ...... 13
Architects are impractical ............ 10
Architects don’t want to work

on small housese it =l s ies b 8
Architects are t0oo eXtreme ............ 8
Don’t need an architect because

build prefabs only .. 8

Architects don’t know enough

about low-cost houses ... 1
Architects are 'too Slow: ..o .. "y
Dislike architects’ plans and

use of space 3
Not enough volume to justify
vse ‘'of an-architecti-.uii . sl g

197




» JUJ\'A\'/ \V/ coPPER

*(DRAINAGE, WASTE AND VENT)

TUBE AND SOLDER-TYPE FITTINGS
CAN SAVE YOU UP TO 15% AND YOU
GET A BETTER INSTALLATION TOO!

MUELLER

You can install STREAMLINE DWV COPPER TUBE AND FITTINGS at savings up to 15% and get the most modem
drainage system possible . . . a compact, space-saving system that's lightweight, sanitary, non-rustable and clog proof.

COMPARISON WITH RUSTABLE MATERIAL PROVES INSTALLED COST
OF STREAMLINE DWV COPPER TUBE AND FITTINGS IS LOWER!*

3” ALL COPPER DWV DRAINAGE
INSTALLATION

COST TO

PLUMBING
CONTRACTOR
Stack Fittings and Tube $62.46
Drainage Branch Lines 50.89
Solder and Flux 1.31
Labor 60.00
*

TOTAL COST OF
INSTALLATION

3” GALVANIZED AND DURHAM
DRAINAGE INSTALLATION

COST TO

PLUMBING
CONTRACTOR
Stack Fittings and Pipe $53.01
Drainage Branch Lines 30.91
Lead and Oakum 1.00
Labor 120.00

TOTAL COST OF

Ve i
INSTALLATION 4

3” IRON DRAINAGE INSTALLATION

COST TO

PLUMBING
CONTRACTOR
Stack Fittings and Pipe $26.52
Drainage Branch Lines 30.78
Lead and Oakum 4.87
Labor 120.00
TOTAL COST OF $7 ¢ ok

INSTALLATION

*This comparison is based on actual
material and labor costs in effect on
Janvary 7, 1960, in a mid-west metro-
politan area of 75,000 population.

Complete technical information on Stream-
ine DWV Copper Tube and Solder-Type
Fittings is included in big, new 32-page
Bulletin D-459. Send for your free copy today.

MUELLER BRASS CO., PORT HURON 10, MICHIGAN

294
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OPERA CRYSTAL hides seven

lights behind hand-faceted glass. and brass takes three 60-w lamps.

MODERN CHANDELIER of walnut

-New products

FOUR-LIGHT SPREADER has
satin chrome and black finish.

PLEXISPHERE covers opal glass
globe with bright colored plastics.

Lighting fixtures are getting fancier

That is the clear impression given by the big show of new
models from Lightolier. In its new Portfolio and Jewelry Look
collections, Lightolier is combining contemporary geometric
shapes with color and spangles in glass and metal, wood and
plastic. The new lights are being used in traditional chan-
deliers and sconces as well as in modern pendants and brand-
new linear arrangements.

Besides the linear model at the head of the page, the

NEW CEILING FIXTURE is
framed in solid walnut with red
birch baffles, white styrene dif-
fusers. Surface-mounted units are
only 334” deep, come in four sizes:
two-tube 16”x54”; four-tube 32”x
547; six-tube 30”x307; eight-tube
54x54”, Diffusers completely
shield lamps but whole shield as-
sembly swings down for cleaning
and relamping. Retail prices:
$82.50 to $265. For details check
No. 4 on coupon, p 240.

Jewelry Look group has 36 other fixtures designed by Paavo

Tynell, priced at $27 to $795 at the four company show-

rooms. The Portfolio line designed by Tempestini, Mosler,

and Thurston has models in Scandinavian, oriental, con-

temporary, and traditional styles in various sizes and types.

Prices: about $14 to $650. Available at all Lightolier dealers.
Lightolier, Jersey City, N.J.

For details, check No. 3 on coupon, p 240

New Products continued on p 200
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How developers provide
low-cost sewage treatment
in critical Kansas City area

Kansas City — like many fast-growing metropolitan areas
—is faced with problems of satellite community sewage
treatment. Yet, far-sighted Kansas City suburban devel-
opers are moving ahead, with a new solution to the sewage
problem so realistic in cost and speed of installation that
developers everywhere — faced with similar problems —
should investigate it.

A case in point is that of Gracemor Subdivision, in
Kansas City North, Missouri. When this 700-home com-
munity was planned by Bolling-Hausmann Development
Company (Kansas City), President Glenn L. Bolling was
faced with providing adequate sewage treatment along
with living space.

Consulting Engineers Raymond W. Campbell & Asso-
ciates (Merriam, Kansas) were asked to investigate every
possible avenue of doing this within reason financially.
Campbell & Associates suggested a “Suburbia” installa-
tion. The compact 245,000 GPD “Suburbia—I” illustrated
above now serves the citizens of Gracemor...and its cost
was most realistic.

This new, low-cost sewage treatment plant provides
conventional sewage treatment for communities of 200 to
more than 10,000 homes. Individually planned and in-
stalled under the direction of your consulting engineer,
“Suburbia” installations conform to State Department of
Health requirements.

They can be erected and enlarged for permanent use,
or can be dismantled and re-erected elsewhere after even-
tual hook-up with metropolitan central sewage treatment
plants. Speed of erection (90-120 days) makes it feasible
to begin building houses almost at once, since regulatory
approval normally comes without delay.

“Suburbia” is so simple that unskilled help can operate
it. With minimum maintenance, units produce no objec-
tionable odor —no bacteria-laden foam. Best of all,
“Suburbia” involves less initial and operating capital
than any other type of conventional sewage treatment
plant. “Suburbia” is furnished and installed, on a turnkey
basis only, by ...

MUNICIPAL SERVICE COMPANY

Your sewage service—our full responsibility
4623 Roanoke Parkway « Kansas City 12, Missouri

New products

start on p 199

i = L L
TILE IS TACKED with only four staples; cement supplies bond.

Ceiling tile can be glue mounted

Adhesive installation of ceiling tile has been simplified by the
development of easy buttering cement. The new adhesive is
brushed on the tile back in small dabs; the tile is pressed in
place, tacked with four staples until the cement sets. The tile
base can be any structurally sound surface; no furring strips
are necessary. The cement spreads out evenly as the tile is
pressed in place. New cement goes five times as far as regular
acoustical cements. Clean-up can be done with soap and water.
Armstrong Cork, Lancaster, Pa.
For details, check No. 5 on coupon, p 240

DECORATIVE TILE are also new from Armstrong. Centennial Cushion-
tone comes in soft colors in three patterns. Fine perforations give
good acoustical control. For details, check No. 6 on coupon, p 240.

New Products continued on p 202
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"GENERA

ELECTRIC'S

REPUTATION FOR
QUALITY HEATING

AND AIR C

NDITIONING

PROVED A MOST
IMPORTANT SELLING POINT"

View of model home of Heftler Construction Company at

Meet Herbert Heftler, head of Heftler Construction Co., the nation’s
largest residential unit construction company, which is developing
the 5,000-home Howell Park community (near Orlando, Fla.) of homes
in the $12,000 to $15,000 price range. Here's what Mr. Heftler says
about General Electric heating and central system air conditioning.

“We selected General Electric equipment because we felt it was
most suitable for our requirements in these Howell Park Homes.

“G.E.’s reputation for highest quality equipment proved a most im-
portant selling point—and more than 200 Howell Park homes were
bought in the first 10 weeks the new community was in operation.
These home buyers, from all parts of the country, evidently recog-
nized the economy and efficiency of General Electric’s modern equip-
ment in our ‘best home for the money’ houses.”

Whether you're planning 5 homes or 5,000, you'll find it's good
business to include General Electric central heating and air condition-
ing for complete customer satisfaction. For full information on G.E.'s

JUNE 1960

owell Park (near Orlando), Fla.

new Air of Satisfaction builder sales program that helps you promote,
merchandise and sell your homes, contact your nearest General
Electric heating and air conditioning distributor or mail coupon today.

GENERAL @B ELECTRIC

Air Conditioning Department, Tyler, Texas

P. 0. Box 3236, Station “A”
General Electric Company

Air Conditioning Dept., Tyler, Texas
Attn.: Mr. J. J. Heffernan

I'm interested in teaming up with General Electric’s “Air of Satisfaction” program.
Please give me full details.

HH-4

NAME

FIRM

ADDRESS

CITY.

COUNTY. STATE
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LANGE]M

anounce...
A LUSH, NEW

PROFIT AREA

for PRE-FAB & TRACK
HOME BUILDERS

NEW MODEL HOUSE—NO INVESTMENT PLAN
GUARANTEES BUILDERS SIZEABLE PROFIT ON
EVERY MODEL HOME PLUS TREMENDOUS
EXTRA INCOME ON EVERY INSTALLED
POOL WITHOUT MINIMUM GUARANTEES
OR FRANCHISE FEE!

The matchless strength of LANCER'S Structual®
Fiberglass is now blended with functional beauty
and luxurious design in America's most masterful
line of swimming pools—by LANCER, the Leader!

Entire families will enjoy added health and hap-
piness_YEAR ROUND . . . swimming, sunning and
funning in the warm weather—ice skating through
the colder months.

® 10 Year Guarantee on
Workmanship & Materials

® Installed in 3-6 Days

® Minimum Maintenance—No
Cracks, No Leaks—100%
Laminated Structual
Fiberglass

® Over 600 Dealers & Distrib-
utors Strategically Located
Throughout the United Sates
& Canada

Easy Financing Available

Executive Offices 22 Jericho Turnpike, HH-6-60
Mineola, New York  Ploneer 7-8255 I

[] Please have your representative call to l
explain LANCER’'s New Model House —
No Investment Plan

LANCER
POOLS CORP

a division of Name
LANCER INDUSTRIES, INC

Address .. i i e R e I
City y State....... PRONE., veuvesivsssrinaes

New products |

start on p 199

New hood uses four filters

Trade-Wind’s new ventless hood has twice as much filtering
capacity as other recirculating hoods—double aluminum
grease filters and double activated-carbon odor filters. Vent
fan is a multivane radial impeller. Filtered air is discharged
upward at an angle away from the cabinet and the cook’s
face. Hood accommodates 120-w of lighting. Sizes: 307, 36",
42” in coppertone and satin chrome. Prices: $95 and $110.
Robbins & Myers Inc, Pico Rivera, Calif.
For details, check No. 7 on coupon, p 240

Here’s Frigidaire’s free-standing built-in

GM’s appliance division has adopted the built-in look for its
top-of-the-line ranges. New 30” and 40” models come in two
degrees of trim—Deluxe and Imperial. All have arm-high
ovens with counterbalanced doors that lift up. Pull-out cook-
ing top is concealed when not in use; when pulled out, burn-
ers are 4” lower than usual countertop. Control panel is at
eye level, above the ovens; full length fluorescent light is
below control panel. All models are sold with or without
base cabinet. Suggested retail prices: $400 to $560.
Frigidaire, Dayton.

For details, check No. 8 on coupon, p 240

New Products continued on p 204
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AMERICA’'S MOST DISTINGUISHED LOCK BRAND SCHLAGE

Standard duty STAINLESS STEEL lock trim now ready

IWINS

| for immediate delivery for light commercial buildings |
and moderate-priced homes. A redl ...

NEW = AND FIRST = FROM_ SCHLAG,E
You know the advantages of Stainless Steel. And now

Schlage offers these advantages in residential standard
| - SCHLA

® Beauty with durability

p CYLINDRICAL LOCKS
® No maintenance, no lacquer to wear,

low upkeep Schlage Lock Company Display Rooms in

o e o San Francisco—2201 Bayshore
® Corrosion-resistant, non-tarnishable
Los Angeles— 3467 W. 8th St.

® In Tulip design lock trim and standard Chieaebs Marchondls Abe

residential escutcheons New York— Empire State Bldg.
Whatever your lock needs, seek the answer FIRST Vancouver, B.C.—1290 Marine Drive
FROM SCHLAGE!

JUNE 1960
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HOME BUYERS
RECOGNIZE

REG US PAT OFF

Trade Mark on

PR

ALL-WETHR WINDOWS

For many years it has been known as an assurance
of high quality and correct styling in wood windows.
People believe that if the windows are “IDEAL” the
rest of the house must be good, too.

APPRAISERS AND F.H.A.
RECOGNIZE THIS SEAL

Conforms to U. S. Commercial

Standard 190-59. Present F.H.A. Minimum
Property Standards require that all wood double-
hung window units equal or exceed this standard.

“IDEAL” ALL-WETHR WINDOWS
BEAR BOTH OF THESE SYMBOLS OF QUALITY

AVAILABLE IN THE FOLLOWING STATES

Texas, Oklahoma, New Mexico, Kansas, Nebraska, Missouri,
Arkansas, Louisiana, Mississippi, Alabama, Georgia,
South Carolina, Kentucky, Tennessee.

Send jor Your Free Catalog

IDEAL COMPANY, BOX 889, WACO, TEXAS
Please send catalog on IDEAL Millwork to:

ADDRESS

|
|
|
|
NAME :
I
I
I
I

CITY AND STATE

New products
start on p 199

Ventarama roof windows
now come in a double-bubble
dome type that can be used
on flat or pitched roofs. The
acrylic upper and lower
domes—inner domes may be
translucent or colored—are
sealed at the edges with a
foam pad (see drawing, left).
Skylights will open up to 12,
are equipped with screens,
can be operated manually or
by motor. Sizes: 22” x 30” to
4514” x 4515”7,

Ventarama Skylight Corp,

Port Washington, N.Y.
For details, check No. 9 on
coupon, page 240

CORK CLOTH

WSHIVGLE ROOF

SHINGLZ
ZTLASHINVG

OPIRATOR FLADGE

©” OR CURZE
HEIGHT

ZIWTERIOR CLG-
ZEVEL

Jenn-Air Astro-Vent combines a dome skylight and a sepa-
rate powered ventilator in a single extruded aluminum hous-
ing. Acrylic domes come in clear or translucent, single or
double. Centrifugal ventilators have integral back-draft
dampers, come in capacities of 180 cfm to 4,400 cfm. Sky-
lights can be made up in various combinations of vents and
lights for everything from small residential to industrial use.
Nonventilating types are made under Astro-Lite label.
Jenn-Air Products, Indianapolis.
For details, check No. 10 on coupon, p 240

New Products continued on p 206
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NOW

today's
fastest selling
package

plus

i S
Py -2

7 #i. == <=/ The DelMar

The DelMar is the complete answer

3

for today’s ‘““want more” market!
Two full baths, one adjoining the 14-
foot master bedroom, a 22l4-foot
family-kitchen, oversize garage, many
more features. Priced for the most
modest budget! DelMar’s sell fast!

With Precision’s exclusive ‘‘As-
sured Maximum Profit” program,
you can see your profit and your mar-
ket before you even start to build!
For CoMPLETE DETAILS, Write, on
your letterhead, or call: Wes Harper,

Sales Manager . . .

5235 Winthrop Avenue
INDIANAPOLIS 20, INDIANA
Phone CLifford 1-9201

JUNE 1960

New products
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New corner tub has all the features of
Contour model introduced last year: offset
cavity; wide seats at two corners; narrow,
easy-to-grasp front rim. Tub is 5’ long,
32” wide, 16” high. Corner model adapts
well to remodeling. In new construction,
corner tub can make bathroom look
roomier. Tubs come in white and six
colors.
American-Standard, New York City.

For details, check No. 14 on coupon, p 240

Electric heat from Fasco includes
forced-air wall heaters (above), radiant
wall heaters, baseboard system, and radi-
ant cable. Forced-air heater is 16” x 2298”
x 5V4”, comes in 1500-w, 2000-w, 3000-w,
and 4000-w models with built-in thermo-
stat. Baseboard is 7%2” x 2%2"”, 32" or 48"
long, 600-w or 900-w. Each section has
overload control. System can use wall or
baseboard thermostat.
Fasco Industries, Rochester, N.Y.

For details, check No. 15 on coupon, p 240

Space-saving tub for remodeling jobs
or small bathrooms fits a 5’ recess but is
only 29” wide, 14” high. The vitreous
enameled castiron tub has a paneled
apron. It comes in white and six colors,
with right- and left-hand outlets.
Universal-Rundle, New Castle, Pa.
For details, check No. 16 on coupon, p 240

continued on p 212

USE RUSTPROOF

ALUMINUM

Nails

¢ ECONOMICAL — no counter-
sinking or puttying required

e STRONG — easy to drive —

comply with F.H.A. require-
ments.

A type and size for USE where
insurance against rust spots is
desired.

ALUMINUM

building corners

A complete line—all types and
sizes. New straightline design.
Packed in convenient job-size boxes.

ROLL VALLEY e FLASHING o TERMITE SHIELD

NICHOLS WIRE & ALUMINUM (CO.

DAVENPORT, IOWA
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Lifetime
xquality
WALLS

YOU CAN SELL UP TO QUALITY
BUYERS WHEN YOU BUILD UP
QUALITY WITH SHEETROCK

Walls of %" SHEETROCK or DOUBLE-WALL speak for
themselves. When you build up to 4" SHEETROCK, you
can sell the extra thickness and solid feel; the extra fire
protection, toughness, and lasting beauty; the lower
noise transmission.

When you build up to DOUBLE-WALL, using
SHEETROCK Wallboard, you can sell the smooth wall
surface, the rugged construction, the fire protection,
the low sound transmission—the finest drywall inte-
riors for one of the best investments of a lifetime.

*T.M, Reg. U.S. Pat. Off.




TALKING

AN EXCLUSIVE PROMOTION IDEA TO HELP
YOU SELL QUALITY-MINDED PROSPECTS

You see the evidence everywhere—the trend in home-buying
today is to quality . . . in design, materials, workmanship,
financing. Most importantly, you see this trend reflected in
the looking attitudes and buying decisions of today’s home
shoppers. They’re looking for and buying quality. And that’s
why this ““Lifetime Quality Walls” promotion, featuring walls
of SHEETROCK * Gypsum Wallboard, is so timely for you.

"TALKING WALLS" IDEA PROMOTES
IMPORTANT FEATURES OF YOUR HOMES

When your model homes are ready for this unique promotion,
prospects passing through will hear walls that ‘“‘talk.” A hidden
tape recording, using the voice of a professional announcer that
seems to come right out of the walls, sells the important features
of your homes, including the walls. You also get a 3-D ‘‘Talking
Wall” display that hangs on the wall like a picture, an outdoor
sign, newspaper ad mats, radio scripts, TV spots, and other promo-
tion aids. And it’s all FREE, to help you sell with “Lifetime

‘ : v Quality Walls.”
Plan your “Talking Walls”

promotion right away.

MAIL THE COUPON UNITED
STATES
GYPSUM

the greatest name tn building

UNITED STATES GYPSUM, Dept. HH-03
300 W. Adams St., Chicago 6, llI.

Gentlemen: Please send full information on the *‘Lifetime Quality’’ pro-
motion, and ask your sales representative to call as soon as possible.

FOR INFORMATION TODAY

~_ name

company

address

m city. zone

state




THIS FREE
BOOKLET...

Shows how decorative glass
brightens and beautifies homes.
It is filled with dramatic illustra-
tions of the ways translucent
glass adds a touch of luxury and
smartness to every room. Specify
Mississippi Glass. Available in a
wide range of exciting patterns
and surface finishes wherever
quality glass is sold.

William Brockway
residence, Los
Angeles, Calif.
Burton Schutt,
architect. Reprint,
Sunset Magazine.
H. H. Baskerville, Jr.,
photographer.

Create a distinctive decor with
translucent glass by Mississippi
that floods interiors with sof-
tened, flattering light, makes
rooms seem larger, friendlier,
important. Write for free book-
let. Address Department 9.

s
ARMSEES
. -
~ o
Py -
" .
A
. 4

A5 S

GLASS COMPANY
88 Angelica St. « St. Louis 7, Mo.

NEW YORK ¢ CHICAGO « FULLERTON, CALIFORNIA

WORLD'S LARGEST MANUFACTURER OF ROLLED,

212

MAKE

YOUR HOME

DISTINCTIVE

with ...

FIGURED & WIRED GLASS

New products
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Shake-textured siding is new from
National Gypsum. Gold Bond Classic-
Shake is asbestos cement with an acrylic
coating in ten colors. Deep wood-like
striations are complemented by heavy
shadow line at the butt. Siding is im-
mune to rot, weather, vermin, fire, and
dimensional change.
National Gypsum, Buffalo.
For details, check No. 17 on coupon, p 240

New plywood siding gives the look of
resawn lumber in a 4’x8" sheet, for a ma-
terials-plus-labor saving of 15% to 25%.
The new panels may be applied directly to
the studs eliminating the need for sheath-
ing within the specifications of FHA mini-
mum property standards.
US Plywood, New York City.

For details, check No. 18 on coupon, p 240

Flexible asbestos cement can be bent
into a circle of 18” diameter and can be
nailed or stapled %4” from its edge. The
4’x8’ sheets come ¥8”, 3/16”, or ¥4” thick.
Kamwall is proof against fire, rot, vermin,
water. It is workable with carpenter tools
and takes paint readily.
Keasbey & Mattison, Ambler, Pa.

For details, check No. 19 on coupon, p 240

continued on p 214
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Use Trinity White

POOL BUILT BY PADDOCK OF CALIFORNIA

A swimming pool creates a bull market

for residential sales

People enjoy swimming pools.
They are fun for all the family.

Include this potent merchan-
dising feature in your housing
program whether it be a single
dwelling, a tract development,
ormultiple housing. A swimming
pool can be built for the cost of
a low-priced car.

Trinity White portland ce-

@
} w
s ;
PORTLAN'E: EMENT

ment makes pools beautiful.
With white aggregate it is used
as a plaster finish. It is used in
the manufacture of precast cop-
ing, trim, deck slabs; and con-
crete masonry units as a decora-
tive fencing.

For further information write
Trinity White Cement, 111
West Monroe St., Chicago.

A product of GENERAL PORTLAND CEMENT CO.

CHICAGO * CHATTANOOGA * DALLAS * FORT WORTH * HOUSTON * FREDONIA, KANSAS
JACKSON, MICHIGAN * TAMPA * MIAMI * LOS ANGELES
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OVERLAPPING OUTSIDE CORNERS

e S s

IMPROVED GRAVEL STOP

Why QSM

produces
49
building

shapes

.. all
different

Chances are you’ll never
need all 49 of QSM’s build-
ing shapes.

But QSM produces 49
different shapes, so that
you’ll always be able to
get exactly the shape you
need for any job, no mat-
ter how unusual. QSM’s
49 shapes in both alumi-
num and galvanized are
stocked by leading dealers
everywhere.

STANDARD ROOF EDGE

CHANNEL ROOF EDGE

DRIP CAPS

SEND FOR THIS FREE BOOK..

Tells all about QSM’s complete line
of metal building products. Shows
you where to use 'em to save time
and money; turn out better jobs
at lower cost.

QUAKER STATE METALS COMPANY
Box R-1167, LANCASTER, PA.

QSM's complete line of metal building products; shows me where
to use 'em to save time and money.

e B S R N R AR R b dloinrae ash oS Ly VRGO
(T L L T e R S SRR A R (e £ - e
7 Sk [ USSR P e SRR PR IS 7 L
U A e e AR R R I ) L Zone. ... .State.......

|
|
|
Gentlemen: Please send me your free book that tells me about I
I
I
I
I
I
|

QUAKER STATE METALS COMPANY
LANCASTER, PA.
A Division of HOWE SOUND COMPANY

MAKERS OF THE MOST COMPLETE LINE OF METAL
BUILDING PRODUCTS MANUFACTURED AT ONE SOURCE
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At a reasonable cost,
the distinction of
superb solid hardwood

I1.CO Philippine Mahogany

An appearance of genuine richness that sets your
homes far above the ordinary can be achieved
at a modest cost . . . if you use Ilco Philippine
Mahogany.

Ilco is, of course, solid hardwood —not plywood
or veneer. This accounts for the unusual beauty,
the great variety of striking grain patterns that
are yours with Ilco paneling. Ideally comple-
menting this handsome paneling are Ilco mold-
ings, which also are solid hardwood. Available
in an extremely wide selection, Ilco moldings
combine perfectly with stone or brick, papered
or painted walls.

And for exterior use, consider the merits of Ilco
siding: beauty, plus remarkable durability, for
this finest of tropical hardwoods stands up
under all kinds of weather, takes pigmented
paints better than any other wood—no peeling
or flaking.

So insist on Ilco Philippine Mahogany . . . and,
at a reasonable cost, give home buyers the
quality they seek.

WRITE FOR FREE CATALOG

All-new illustrated catalog of the entire Ilco
line, with special emphasis on moldings.

PANELING « SIDING « MOLDINGS « FLOORING « TRIM « ROUGH & SURFACED LUMBER

\\

L L “”HH L] HH

MOLDINGS FOR UD
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EVERY APPLICATION

INSULAR

LUMBER SALES CORPORATION
1405 Locust Street, Philadelphia 2, Pa.

New products
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Folding closet doors can be combined
in a floor-to-ceiling, wall-to-wall storage
unit. Colonial doors are 24-guage bonder-
ized steel. Lower panel has a recessed
design, and the upper panel is louvered.
Brass pull-knobs are colonial style. Doors
are prime coated, come with all hardware
and instructions.
Float-Away Door Co, Atlanta.
For details, check No. 20 on coupon, p 240

Full extension slide brings drawers
completely out of cabinet, adapts easily
to any drawer depth, installs easily. Only
9/16” side clearance is needed. Drawers
roll on nylon; rubber pads and tips cushion
rollers. Slides come 16”, 18”, and 22”
long for drawers 15” to 29” deep.
Knape & Vogt Mfg Co, Grand Rapids.
For details, check No. 21 on coupon, p 24

Louvered steel doors for wardrobes
and closets make full width accesssible.
Louvered top panel allows free air circula-
tion, and the solid bottom panel keeps out
dust. Doors come 3’, 4, 5, or 6’ wide,
6’8” or 8 high. Antique ivory finish can
serve as neutral primer. Nylon pivots, brass
pulls, upper and lower track, and all hard-
ware are supplied.
Amweld Building Prods, Niles, Ohio.

For details, check No. 22 on coupon, p 240

continued on p 216
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INVISIBLE

HINGES

“The Hinge
That Hides Itself”

for complete information and prices, see your building supply dealer or hardware dealer, or write us.

S{)SS MANUFACTURING cOMPANY

DEPT. HH-7 P. O. BOX 38, DETROIT 13, MICHIGAN
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New products
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Sliding door cabinet with hinged
vanity mirrors, gives a three-way view in
a 4’ expanse of glass. Cabinet is one-piece
drawn seamless steel, bonderized against
rust. Mirrors are guaranteed five years
against silver spoilage. Overhead light is
a 20-w fluorescent with control switch and
convenience outlet.

" ENCLOSE THEM
IN COMFORT* —
AND YOUR SALES

F. H. Lawson Co, Cincinnati.
For details, check No. 23 on coupon, p 240

5k £/
Slim fluorescent fixture is only 73"
thick. Alkco’s Little Inch undercabinet
light delivers 40 foot candles at 15”7, ¢an
be mounted singly or in runs. Alkco’s

*comfort means FU"-ThinneSS diffuser is acrylic, a tough plastic that

will neither warp nor discolor.

Certain-teed Building Insulation Alkco Mfg Co, Chicago.

For details, check No. 24 on coupon, p 240

Today’s new-home prospects want—and expect—year-
round comfort. The most effective way to provide this is through
full-thickness insulation with a proven widely-known product such
as Certain-teed Fiberglas® Building Insulation.

With it, your new homes will have greater sales appeal. It
provides top comfort, summer and winter, and keeps heating and
cooling costs at a minimum,

It is also backed by the Owens-Corning Comfort Conditioned
Home Program which includes national advertising. This promotion
is merchandising comfort to new-home buyers—and is one every
builder should take advantage of. Learn how you can tie in with it
from your Certain-teed representative.

*TM Owens-Corning

C’eﬂ a iﬂ 'I e e d i COMFORT

Certain-teed

BUILDING PRODUCTS CONDITIONED Side lighting for bathroom mirrors is

: i . HOME provided by Dondelco’s 3-D lighting fix-
Suﬂmwiw//)w@cuﬂmo«q/z&eaaae Research ‘v ture. Adjustable side arms have inside
> dimension of 19” to 23”; 5” of clear wall

CERTAIN-TEED PRODUCTS CORPORATION is needed on each side of cabinet. In

Ardmore, Pennsylvania remodeling uses, fixture ties into center-

: mounted top light mounted 1” to 6” over

Plants and offices throughout the United States mirror. Sidelights take two 60-w bulbs.
Dondel Co, Phoenix.

For details, check No. 25 on coupon, p 240

continued on p 218
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INTRODUCING..
THE NEM

Mi ED-FLO RANGE HOOD

it combines the performance you want
with the price that you like

% Two important advantages come your way with this new contract
winning hood. Both of them help make your bid look best.

Advantage MNo. 1 is a hood of superior performance. With the
Mixed-Flo Fan you can point to an exhaust system that is revo-

_ lutionary in development . . . that performs more efficiently,
i3y W runs more quietly than any fan or blower-operated hood on
1i 4 the market.

Advantage No. 2 is cost. You can bid low with the Mixed-Flo
; because you have an initial price advantage. And you save val-
& : ‘ uable time and money on every job because this great hood, like
A all Broan hoods, comes to you as a complete package, factory
‘ : wired, fully assembled, ready to mount in place. And the Mixed-
Flo is engineered to fit your installation with either vertical
or horizontal discharge.

MIXED - FLO HOOD FEATURES —

@ Unitized Construction — the fan is fully housed within the hood./
There is no lost cabinet space whatever.

® Great In Exhaust Power — the new Mixed-Flo Fan provides
extra pressure needed for long duct runs and elbows . . . formerly
achieved only by blower powered units.

® Remarkably Quiet In Operation — the highly efficient Mixed-Flo
Fan is designed for low sound level performance.

® Smooth Inside, Outside Construction — no sharp screw ends.

® Smart Sculptured Hood Design — only 5 slim inches high.
Mitered corners permit cabinet doors to open fully.

® Equipped for Twin Lights for shadowless cooking. FRecessed
lifetime aluminum filters snap out with the greatest of ease.
Front pushbutton controls.

® Accommodation For Vertical Or Horizontal Discharge to 31"
x 10” duct without fittings.

® A Fast Running Installation — comes prewired, preassembled
. . . simply remove the outlet box cover to hook up power supply.

See your wholesaler or write for full information

In Canada —

MANUFACTURING CO., INC. ¢ 924 |W. STATE ST., HARTFORD, WIS. Menufocticed by

Superjor Electrics Ltd.,
Pembroke, Ontario

(Near Milwaukee)
| Specialists in Quality Ventilating Equipment for Over 25 Years
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‘-"__fNeW- products
built-in radios and
WeHIOH, | intercommunication systems

start on p 199

Elm paneling is now  available in
Georgia-Pacific’s pre-finished plywood line.
The new paneling comes in brown elm
and American elm (above). Both are
marked by a distinctive brown color and
a rich grain pattern. Georgia-Pacific’s
“family-proof” finish resists scratches and
abrasions; common stains will wipe off.
Georgia-Pacific, Portland, Ore.
For details, check No. 26 on coupon, p 240

Finest packaged Stereo-Intercom System available today.

« AM/FM split tuner, dual amplifier and pre-amplifier, two
eight-inch STEREO-HIGH FIDELITY speakers, four hi-fi remote -:
speakers, one exterior door speaker. Talk-Listen at all locations. i

. The ultimate in a sound system for home or office. MODEL M-57 . - £

the Allegro

the HIDE-A-WAY the Adagio Walnut-grained hardboard now comes

RADIO The perfect AM Radio-Intercom from Abitibi in a platinum pattern. The
budget-priced Plateboard comes in five
types—perforated, plain, vertical, block,

Exceptional valve in an AM/FM

Radio Intercom System. Includes A low cost, easily installed radio System for homes or offices with
of excellent quality. Ideal for

master unit, f?ur hi-fi remote any, I6caton. Uaile: fabr reniate even the .mos’f mc?de.sf budget. and random grooved—and in 4’ x 4’ and
speakfers, exterior doo.r speaker. speckerslmcyi;added.focrca'e Master unit, four msnd.e remote 4 x 8 sheets. Plateboard paneling also
Talk-Listen at all locations. Truly "’hr::;!:j:euny bu::i:; ‘SYI::“ speakers, one exterior door canbe ofdercdiint oalc o shntural - walbut
fine tonal quality. Fahaltast Cannetione fiaith speaker. Full Listen-Talk control. Rrishas:

MODEL MS6-FMB MODEL MS- MODEL D2S

Abitibi Corp, Detroit.
OTH ER SU PERIOR SWANSON PRODUCTS For details, check No. 27 on coupon, p 240

RANGE HOODS KITCHEN KADDY BUILT-IN
DISPENSERS CLOCKS

For complete details on ol Bl Bl Bl i e e el
SWANSON MANUFACTURING CO.

DEPT. NUMBER HHM-360

607 SOUTH WASHINGTON STREET

OWOSSO, MICHIGAN

these advanced SWANSON

products mail coupon today.
Cherry-grained hardboard is made by
Celotex in three tones—imperial, blond,
and bleached (above, 1 to r)—in 16” x 8
and 2’ x 8 panels for use with Handi-Clip
and Handi-Wall systems respectively. The
panels also come in three designs—plain,
regular grooved, and random grooved.
Celotex Corp, Chicago.
For details, check No. 28 on coupon, p 240

Gentlemen:
Please send complete information on
all Swanson Products.

No obligation of course.

waHdIort

INCORPORATED
607 S. Washington Street
Owosso, Michigan

Your Name Title.

Firm Name

Address

City Zone___State

continued on p 220

218 HOUSE & HOME




BASEBOARD + FORCED AIR

gives ideal heating at low cost

The Forced Air Baseboard harmonizes
with modern room interiors;
paint to match.

R&M-HUNTER
FORCED AIR BASEBOARD

This entirely new type of electric heating system
gives even floor-to-ceiling temperature. A quiet low-
speed centrifugal blower pulls in cool floor level air
and moves it over a series of heating elements betore
sending it back into the room at the selected tem-
perature. Floor level thermostat (optional) and re-
turn air inlet maintain ideal comfort conditions, with
minimum heat loss. The R&M-Hunter FORCED
AIR BASEBOARD gives safe, clean, quiet, auto-
matic heat. No cold drafts or hot blasts. No ducts,
no heater closet.

Mail the coupon below for complete information on
“the best buy in electric heat.”

S INSULATION ot be st ies e 2ol 500 T

Costs less — easier to install

The new R&M-Hunter FORCED AIR BASEBOARD costs much
less than convection baseboard, and is easier to install.

. I EVEN FLOOR-TO-CEILING TEMPERATURE
Engineered for compactness—Dimensions are: 33” long, 13” high,

378" deep. When recessed, unit extends only 134" from wall.

1000 to 4000 watt capacities—1000, 1500 and 2000 watt models HUNTER DWISI,QN,—
: x et . z : % . y : . ROBBINS & MYERS, INC,
with or without thermostats. Thermostats control two or more units Nt e
in a room. 2500, 3000 and commercial 4000 watt models have in- ERE L
dividual thermostats. Listed by Underwriters’ Laboratories.

R&M-Hunter B
i
1
i
I
i
I
i
I
|
i
|

Hunter Division—Robbins & Myers, Inc.
2456 Frisco Ave., Memphis 14, Tenn.

Send complete data on your new FORCED AIR BASEBOARD

FORCED AIR BASEBOARD
ELECTRIC HEAT

MANUFES
& R

) to:
NEMA . Name._
o i Matehors! sagm ~ L R R

Backed by R&M-Hunter's 80-year experience in
electrical equipment
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Profi

starts with

PLAVITOLD.

Vertical

and Roll Files
for PLANS, PRINTS, DRAWINGS

You increase efficiency and cut expense
with PLAN HOLD filing equipment:

1. Systematic filing is practically automatic;

you find the plan you want in seconds ... no

clerical time wasted.

2. Your investment in valuable plans is pro-

tected; sheets never get mutilated or lost...
. no replacement expense.

Wall mounted out of the way, this unit holds
up to 1200 sheets in only 24 lineal inches.

]

Made of furniture steel, these PLAN HOLD
roll file units can be stacked as desired.
Take sheets of any length up to 5' wide.

i
Exclusive with PLAN HOLD,
this ‘‘Caddy Rack'' with
folding table is your pro-
ject office at the job.

Adaptable to all your needs...PLAN HOLD
vertical and roll files come in modular sizes,
fixed, mobile, portable and in cabinets. At
engineering supply and office equipment
dealers. Mail this coupon for illustrated cata-
log and prices.

Plan Hold Corporation, Dept. 603

5204 Chakemco St., South Gate, Calif.

Please send me your current catalog and
price list.

Name

Company

Street

Cityl e 70ne State
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New products

start on p 199

Ventless range hood from Swanson
is self-contained, uses two filters—a perma-
nent aluminum grease filter and a char-
coal odor filter. The aluminum filter can
be washed in soap and water; the charcoal
filter can be reactivated by baking 30
minutes at 425F. Hood comes in ten
colors, is prewired, has rheostat switch for
infinite speed control.
Swanson Inc, Owasso, Mich.
For details, check No. 29 on coupon, p 240

Counter-level broiler is a separate
built-in from Roper that can be used for
flat, vertical, or rotisserie broiling. Unit
drops in 24” counter and is covered by
chrome deck lid when not in use. Heat is
supplied by twin high-speed radiant gas
burners.
Geo. D. Roper Sales, Kankakee, Ill.

For details, check No. 30 on coupon, p 240

i g

Ductless oven hood teams with duct-
less range hood in line of self-contained
filter hood manufacturer. Ovenmaster
takes a space only 5%” deep, 6” high
over any built-in oven. Blower unit is
twin axial squirrel cage. Sizes: 2234”,
253", 3134”. Six colors plus stainless
steel and copper.
Ductless Hood Co, Manhasset, N.Y.

For details, check No. 31 on coupon, p 240

continued on p 222

top

prestige
at a
rock-bottom

prlceo

T —
——

Nationally advertised .
Fully guaranteed

WATER

One of the best boosts you can give your busi-
ness is to standardize on the contractor-priced
PERMAGLAS, Model PGCA. Your prospects
know PERMAGLAS, through its national ad-
vertising in the magazines they read and
respect. They recognize the relationship be-
tween a top-quality water heater and overall
top-quality construction. And they will ap-
preciate the protection of six full years of
A. O. Smith-backed complete replacement
guarantee . . . plus four more years of “frosting
on the cake’ in the form of a liberal pro-rated
guarantee.

Phone or write for full details on how you
can upgrade your homes with the established
prestige of PERMAGLAS water heaters.

Through researchJ ﬁ . a better way

A.0.Smith

CO RYUP O REAT

PERMAGLAS DIVISION
KANKAKEE, ILLINOIS ®* NEWARK, CALIFORNIA
A. 0. Smith International S.A., Milwaukee 1, Wis.

o SRR SuN N BN NN NS W S NS N R Ry

l A. O. Smith Corporation, Kankakee, lllinois l
Permaglas Division, Dept. H-60_

l Please send more information about Permaglas to me. '
|

I NAMEL i aiitats o vabsieisonies b son it oobasononaisalsanises :
| Ot1BBl G ot c v smnsisiivn s Gewniniedsvimis valaesse oosenbes I
1 CltY s cisios Hamense snas Rs b zeimions Zone....State, ....... I
|

“

Y
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Quality will keep your houses moving. Especially quality in BQCCL%SQ
design . .. exterior quality. .. visible quality that makes a 4

favorable first impression. This is one of the reasons so /Lt mOveS
many successful builders today feature cedar shingle p’}f'ospects
roofs and cedar shake walls. Cedar is the genuine. It ot

appeals to the buyer of good taste. The buyerofsound ¢ o o 1 moves
judgment. The buyer who will not compromise with quality. houses
The buyer who, more and more, is
becoming the typical buyer. That's why
you should be moving up to cedar.

Py

o

e

For complete application details see your Sweet’s File, or write . . .

RED CEDAR SHINGLE BUREAU

5510 White Building, Seattle 1, Washington
550 Burrard Street, Vancouver 1, B.C.

CERTIGROOVE
CEDAR SHAKES
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LEVITON specification grade
Switches and Receptacles

Jompare Leviton wiring devices under any conditions . . . Leviton gives you

-he utmost in performance at minimum cost . . . with absolutely no compromise
n quality.

SPECIFICATION CHECK THESE TYPICAL FEATURES
GRADE e Heavily sectioned molded phenolic bases.
INCLUDES e Tull gauge straps, completely rust proofed

a‘he Complete
“5000” Line
Combination Line
Lev-0-lock Line
Quickwire Line
U-grounding Devices
Interchangeahle Devices
Lev-0-let Line

and riveted to assemblies.
Plaster ears — wide and break-off types.

Terminal screws with large heads to
accommodate No. 10 conductors and backed
out for quick wiring.

Individually packed with mounting screws
attached to straps.

All switch mechanisms utilize high grade
bronze for wide, double wiping contacts.

Assemblies riveted for permanence.

All power outlets have double-wiping
phosphor bronze contacts.

Meet U.L., C.S.A. and Federal Specifications,

Samples on Request

LEVITON MANUFACTURING COMPANY
BROOKLYN 22, N. Y.

Chicago * Los Angeles * Leviton (Canada) Limited, Montreal
For building wire and cable contact our subsidiary: AMERICAN INSULATED WIRE CORP.

New products

start on p 199

Decorative ceiling is possible with a
new tile from Johns-Manville that is print-
ed with gold leaf patterns. Decrobord
panels come in 12”x12” tiles 12” thick.
They are packed 64 sq ft to the carton.
Panels have the Johns-Manville “lightning
joint” to hide nails or staples and to speed
installation.

Johns-Manville, New York City.
For details, check No. 32 on coupon, p 240

PN el e R

Directional pattern of the perforations
in Celotex’ new Strata pattern acoustical
tile can be used to increase apparent
length or width of any room. Each tile
has 1,800 drilled holes for sound control,
double coat of vinyl paint for extra white-
ness. Strata tiles come in 12” x 12” and
12”7 x 24” sizes with patented joint for
staple installation.
Celotex Corp, Chicago.
For details, check No. 33 on coupon, p 240

New epoxy glue from Permacel is spe-
cially designed for adhering junction boxes
to concrete or masonry walls. The two-
part adhesive will tack a box in place in
less than two minutes. After the resin is
mixed, it has a pot life of 30 minutes; at
70F it will cure to full strength in three to
four hours. Cured bond is stronger than
the wall itself.

Johnson & Johnson, N Brunswick, N.J.
For details, check No. 34 on coupon, p 240

HOUSE & HOME



Safety stair treads have two 1” abra-
sive friction strips built into the leading
edge. They also have an added 1/16”
thickness of rubber wear surface in the
first 4” of step area. New tread comes in
four lengths—36”, 48”, 66”, and 72"—
and in 27 colors to match company’s floor
tile and core base designs.

Burke Rubber Co, San Jose, Calif.
For details, check No. 35 on coupon, p 240

Weather and insect seal is provided
by a new aluminum threshold and scuff
plate. The threshold has no toe- or heel-
catching edges and no dirt-catching under-
cuts. The scuff guard can be installed on
either side of door, has full-width vinyl
tube to form tight pressure seal. Finish
is mill, polished, satin, or gold anodized.
Skuff Guard, Inc, Miami.

For details, check No. 36 on coupon, p 240

s P R T
New pool system is designed to by-
pass specialty contractors, make installa-
tion a job for builder’s crews. Sidewalls
are formed of flexible corrugated steel
that will take any shape, will flex with
freeze and thaw cycles. Floor is made of
reinforced concrete. Earth is backfilled
against steel form, capped with a rein-
forced concrete ring. Average pool should
go in place for less than $2,000.

Coraloc Industries, Los Angeles.

For details, check No. 37 on coupon, p 240

Publications start on p 225
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YOUR BEST BUY IS

You get
VERSATILITY
and
ADAPTABILITY

BESTWALL

LITE-ACOUSTIC
PLASTER

Bestwall Lite-Acoustic can be applied over mono-
lithic surfaces, wallboard, oil paint—any clean, firm,
water-resistant surface. It is designed for machine appli-
cation, and various textures are casily obtained by simply
adjusting the nozzle.

Also, Lite-Acoustic is highly sound-absorbent—noise
reduction coefficient is .55-.60—and provides a highly
decorative texture. The white finish reflects up to 69%
of light, the ultra-white 74%.

Get complete information on Bestwall’s full line of
lath and plaster from your Bestwall representative.

BESTWALL GYPSUM COMPANY

Ardmore, Pennsylvania
Plants and offices throughout the United States

HRE‘.ROOF GYPSUM

BUILD NG PpRODUCTS
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Publications

Short course in industrial gluing

Basic information on products available, design concepts, joint designs, surface
preparation, application techniques, and bonding equipment is contained in 3M’s
12-page folder on structural adhesives. Besides straightforward how-to-do-it informa-

CLEAVAGE Y tion like that given in these illustrations, the booklet shows many examples of
uses and processes drawn from industry.
GLUED JOINTS work well in tension and Minnesota Mining & Mfg Co, Minneapolis.
shear, poorly in cleavage and peel. For copy, check No. 38 on coupon, p 240

1 Lap joints are improved by designing joint
to bring adherends in line with load and
SIMELE: DAL e to reduce peel and cleavage stresses.
OUBLE BUTT LAP
JOGGLE LAP = 2 Angle joints need careful design to avoid
RIGHT ANGLE N S ~ y R
BUDT SLIP JoI peel and cleavage. These three work.

. v SHEET
TAPERED SINGLE LAP DOUBLE SCARF LAP 4 CORNER JOINTS {METAL 3 Slip joints in tubing are a special case

1 LAP JOINTS in lap joints. All adhesive contact area
works in carrying the load.
CONVENTIONAL TONGUE SCARF TONGUE . .
& GROOVE & GROOVE 4 Corner joints in sheet metal are made as

5 BUTT JOINTS a right-angle butt or with corner hard-
. o ware. Void-filling adhesives work best.

S Various types of t&g joint extend glued
MORTISE area, reduce glue-line thickness, offset
&€ TENON o SN e
weakness of butt joint in cleavage.
INTS { Feppers
6 Corner joints in rigid members work best
when glued area is large enough to resist
racking and twisting, as these end-lap
and mortise & tenon joints.

OVERLAP JOINT ; SECTION HAT SECTION

"T"JOINT

7 Stiffeners are readily bonded to thin sheets
to cut deflection and flutter. Glued area
should be big to minimize peel.

CORRUGATED BACKING
3 CYLINDRICAL SLIP JOINTS 7 STIFFENER JOINTS

Publications continued on p 232

Your kitchen can look like this... | ONE IDEA
| CAN SELL
A HOUSE

Everybody loves wood. Everybody loves color.
So give your model home the double appeal of
natural wood . . . and contemporary color. In-
stall a room like this . . . paneled in Western
Pine Region woods . . . finished in color. You’ll
stop shoppers cold. Chances are their appetites
will have been whetted by our advertisements
in American Home and Better Homes &
Gardens. But to really sell them . . . there’s
nothing like the real thing . . . an actual room
paneled in one of the right-for-color woods of
the Western Pine Region.

paneled in the right-for-color woods

of the WESTERN PINE REGION®

Western Pine Region woods brighten any interior. Kitchen paneled in Ponderosa Pine, Fuego Flame finish.

For more information on color finishing
Western Pine Region woods and a sample
package of HELPFUL HOME MERCHAN-
DISING AND SALES AIDS, write to: Western
Pine Association, Dept. 430-V, Yeon Bldg.,
Portland 4, Oregon.

Western Pine Association

|

: member mills manufacture these
| woods to high standards of grading
| and measurement . .. grade-stamped
: lumber is available in these species
|

' *ldaho White Pine « Ponderosa Pine » Sugar Pine
White Fir « Incense Cedar ¢ Douglas Fir « Larch
Red Cedar « Lodgepole Pine * Engelmann Spruce

Today’s Western Pine Tree Farming Guarantees Lumber Tomorrow




NEW HOUSE IDEAS YOU CAN MERCHANDISE...
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with IceMagic” ice maker replaces
every cube...automatically!

| =]

Ve 08

IN THE
REFRIGERATOR

OR THE
FREEZER

BECAUSE . . .

...all frost-gathering coils are located outside the
food storage areas of the new RCA WHIRLPOOL
refrigerator-freezers. No frost-covered packages
to pry loose; no frost-packed shelves or in-

IceMagic is an important “extra’’ that really appeals
to modern home buyers . . . a powerful sales feature

available only in the all-new RCA WHIRLPOOL re-
frigerator-freezer line. Exclusive IceMagic makes dis-
tinctive, half-moon shaped ice cubes and stores them

terior walls; no messy defrosting chores. House-
wives really love this important feature. A
powerful selling point for you.

in a convenient ice bucket that can be used for serving.
As cubes are taken from the bucket, they are auto-
matically replaced; no trays to fill, no prying of cubes,
no mess or fuss. Ice cubes are always ready for
immediate use.

All these features, too!

There’s the Constant-Cold Reserve to bring
cooling back to normal faster . . . Air Purifying
System and Activated-Carbon Filter that re-
moves up to 9734 % of objectionable food odors
.. . Million-Magnet* door that seals all around
. . . det-Cold* Shelf that chills food and bever-
ages faster . . . Jet-Cold Meat Chest that
maintains ideal meat storage temperatures . . .
and many more outstanding features, all to
help you sell.

ELECTRIC OR GAS

RCA WHIRLPOOL refrigerator-freezers are made in both
electric and gas models . . . in a wide variety of sizes
to meet practically every need. They fit flush . . . can
be built in. Another powerful sales feature!

Mail coupon for full detdails

Contract Sales Division
Whirlpool Corporation, St. Joseph, Michigan

Your family will love our family of home appliances

Please send complete information on the new line of
RCA WHIRLPOOL gas and electric refrigerator-freezers.

. . Name... .. oicosinaic oo o v« cevaoilifle, o 0o i
Products of WHIRLPOOL CORPORATION St. Joseph, Michigan
Firm Name............ e eicaisn
It's easier to sell Firm Address. ......cooo0iciave.. . : e
#Tmk. RCA WHIRLPOOL equipped homes! el oo Zone. ...

Use of trademarks &3 and RCA authorized by trademark owner Rodio Corporation of America




USEFUL THINGS FOR BUILDERS

Luxurious styling; unique vinyl effects;
2 distinctive designs — Armstrong Futuresq Corlon

i ' Two dramatic, new designs in Arm-

: strong Sheet Vinyl Corlon give your
homes some special decorative and
practical appeals. Both make full use
of the unique properties of vinyl: its
translucency, its strength, and the way
it can be formed into fascinating visual
effects.

The design illustrated by the swatch
at the left—Futuresq Supreme (style
| 86854 )—features shimmering pearles-

cent effects (a new effect in floor dec-
oration), elegant colorings and trans-
lucent vinyl “pools” that have intriguing depth.
Futuresq Corlon (shown below, style 6804) has glitter-
ing metallic particles set in richly colored vinyl chips. The
surface looks textured, but actually, it’s satin-smooth.

Since Futuresq Corlon comes in long rolls, 6 ft. wide, it
can be installed with next to no seams—providing a vir-
tually unbroken sheet of vinyl from wall to wall. It gives
home owners floors that require the very minimum of care
—floors that have an appealing, built-in look.

Here’s the data on these two new floors:
recommended uses: in any room; Futuresq Supreme can
be used above, on, and below grade; Futuresq can be used
above grade; durability: excellent; ease of maintenance:
excellent; approximate cost per sq. ft. installed: 85¢; colors:
10 in Futuresq, 8 in Futuresq Supreme. For free samples
and specifications of Armstrong floors, as well as merchan-
dising help and other valuable services,
call the Architectural-Builder Consultant Armdiroha
at your Armstrong District Office. Or §a
write to Armstrong, 306 Sixth Street, 3
Lancaster, Pennsylvania.

%
o,




TO KNOW ABOUT VINYL FLOORS

Switch from Tile to Sheet Vinyl Floors
Gives St. Louis Builder more buyer appeal

The built-in, permanent look and the well-known easy
care of Armstrong sheet Vinyl Corlon are features that
Mayer-Raisher-Mayer, progressive St. Louis builders,
didn’t have in the days when they used resilient tile floors
in their Paddock Hills model homes. They report that
Corlon contributes substantially to the distinctive im-
pression that their model homes make on prospects’
minds. And obviously the people who buy these homes
think that the extra money the builder pays to have Arm-
strong Floors installed is an excellent investment, for
most of them choose sheet Corlon.

Decorator service offered to builders — without charge

Skilled, experienced designers at the Armstrong Bureau of wish, they will compose an assortment of color schemes from
Interior Decoration will gladly help you or your consultants which buyers of your homes can choose. This decorating
decorate your model home. They’ll provide color schemes, offer is an extra which Armstrong has designed to serve you.

, custom floor designs, and decorating plans which are all It shows prospects that youre out to help them in every
tailored to your homes and to your prospects’ tastes. If you way, and it doesn’t cost you a cent.

SHEET VINYL CORLON <« LINOLEUM <+ EXCELON (Vinyl-Asbestos) TILE *
m st rong FLO o RS CUSTOM CORLON and OPALESQ (Homogeneous Vinyl) TILES ¢ LINOTILE *
RUBBER TILE ¢ CORK TILE * CUSTOM VINYL CORK TILE * ASPHALT TILE

1860-7960 Beginning our second century of progress
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For the merchandising program which, potentially, 7
&/ ({ﬁ’ e / }"’5{ { offers the greatest practical assistance to the

NTEST builder of new homes

in the selling

Uoungstown XKiteh
American Radiator & Sta
Sanitary Corporation
\‘\'

@mldev Sales (O

SOCIATION OF WOME BLIL
RE COUNCIL
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You need a blueprint

Selling homes (like building them) takes planning, equip-
ment and skilled manpower. But do you have time to plan
and follow through on constructive selling? Here in the
BUILDER SALES MAKER GUIDE are all of the ingredients
to help you do the job: :

Selling Strategy.The Why of the GUIDE: To make your
selling more profitable. The How: Experienced and detailed
merchandising aid.

Selling Tools and Materials. Newspaper Advertising
(mat and layouts). Radio & Television (scripts). Direct
Mail. Publicity (news and feature releases). Your Open
House. Promotion Timetable. Displays. Literature. Mer-
chandising Aids.

The GUIDE is complete, compact, concise . .. adaptable to
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your needs. Includes advertising frequency and tie-ins.

Sales "Help.”” 30-minute sound slide film for your person-
nel: “We Can Help You Sell.” New ideas, new methods of
selling. What people buy when they buy any product (includ-
ing a house), and the reasons why!

How Youngstown “manpower” can help you. A sample bro-
chure and mailing piece shows how your kitchen will look.
It’s available to you when you install either Youngstown
Steel or Woodcharm Kitchens in your homes.

A Youngstown Kitchens planning expert can lay out your
kitchen installation to meet all VA and FHA requirements.
You can take advantage of the Youngstown Kitchens Color
Selector Kit and Plan-A-Kit, for accurate designing and
decor selection in a wide range of kitchen plans.

HOUSE & HOME



for selling homes, too!

A,

The Youngstown Kitchens Line. Presentation of the
complete '60 line. It reflects the growing trend in the build-
ing industry today: Home-buyers want more quality in a
home. They’re ready to pay more to get it. This trend is of
utmost importance to your future success.

Ask your Youngstown Kitchens Representative how you
can get a BUILDER SALES MAKER GUIDE. It’s your blue-
print for building home sales.

JUNE 1960
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Thank you, NAHB...for awarding FIRST PLACE
to Youngstown Kitchens in yvour ‘“Ideas for Home
Builders Contest” for our SALES MAKER GUIDE.

Thank you, Mr. C. T. Mitnick, Past President,
NAHB...for your citation. “For the merchandising pro-
.gram which, potentially, offers the greatest practical assist-
ance to the builder, in the selling of new homes.” This assures
us we have reached our goal

| Amencan Standard, Youngstown Kitchens Div., Box No. HH660, Warren, Ohio
H {1 Please send me further information on Builder Sales Maker Guide.
1 [] Please have your representative call on me.

Name
Address
City

State
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HOWARD MILLER
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v HOWARD MILLER BUILT-IN
CLOCKS tell much more than just

the time; they bespeak excellent
n taste and discernment!

$17.95

“ Model 6737 —New...polished brass
or black finish. 9" to 12" diameter.

diameter. $15.95

“ Model 6721 —Satin Brass, Copper,
n Chrome or Black Finish. 9” to 12"

“ Model 6735—Polished brass hour
markers mounted on mat finished

white or black polystyrene panel.
n Brass hands. 11" overall. $15.95

UL Approved

Easy installation according to template and
complete instructions furnished. Write for
complete, illustrated literature. Other models
dial diameters to 24" and custom clocks to
your specifications.

BUILT-IN DIVISION
howard miller clock company
ZEELAND, MICHIGAN

start on p 225

Floor tile guide

Mastic Tile has just published color com-
parison charts for the asphalt and vinyl
asbestos tile lines packed by the 13 lead-
ing manufacturers. The charts list basic
colors for marble, color chip, metallics.
textured, and cork patterns. Model num-
bers from each maker’s line are then keyed
to the base colors. Charts are on heavy
stock, punched to fit an 8%2” x 11” binder.
Ruberoid Co, Newburgh, N.Y.
For copy, check No. 39 on coupon, p 240

Separate mechanical contracts

The National Assn of Plumbing Contrac-
tors has just issued a public service booklet
pointing out the virtue of splitting heating,
plumbing, and electrical contracts from the
general contract. Separate sections list the
advantages claimed for the owner, archi-
tect, contractor, public. Charts show com-
parative savings on various jobs.
National Assn of Plumbing Contractors,
Washington.
For copy, check No. 40 on coupon, p 240

Planning plug-in wiring
Wiremold has a new 6-page folder to show
you how to make the best use of strip
wiring. The folder lists 146 electrical uses
with their wattages. It shows how to com-
pute current draw per room, how to locate
uses and outlets. An illustration panel
shows how Plugmold is fastened to any
wall surface.

Wiremold Co, Hartford, Conn.
For copy, check No. 41 on coupon, p 240

Laminate patterns and colors

A new 8-page color brochure from
Micarta shows 64 Micarta Holiday styles.
Patterns include marbles, pearls, linens,
spatters, metallics, wood grains, solids.
Other color pictures show how laminates
can be used in any part of the house.
Westinghouse, Pittsburgh.
For copy, check No. 42 on coupon, p 240

Plywood handbook

Basic information on all types of fir ply-
wood is given in DFPA’s new AIA File book-
let. Two pages of tables give physical
properties, types, grades, typical uses, sizes,
etc. Application and use data cover floors,
walls, roofs, codes, finishes, components,
structural systems, concrete forms, etc. The
pamphlet also includes grade markings and
sample specifications.

Douglas Fir Plywood Assn, Tacoma.
For copy, check No. 43 on coupon, p 240

Decorative ceramic hardware

Yale & Towne has published a four-color
brochure to introduce the line of its new
Towne Hardware Div. The line is made up
of plain and decorated ceramic door
knobs, drawer knobs, switch plates, key
plates, coat hooks, door knockers, and
towel rings. Designs include florals, geo-
metrics, sporting scenes, metallics, and
solids. Shapes include modern, traditional,
and rococo forms.
Yale & Towne, New York City.

For copy, check No. 44 on coupon, p 240

continued on p 234

The only shutters with
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AI‘Ufninumf& Shutters

No other window shutters on the market . . .
metal or wood . can match new LoManCo
Beauty Line Aluminum Shutters for the com-
bination of features and advantages builders
and humeowners want! These rugged
LoManCo shutters, with one piece aluminum
slats locked into a heavy continuous alu-
minum frame, look good and last a lifetime!
They provide the deeper shadow lines which set
off and enhance the appearance of any win-
dow. They come from the factory completely
assembled, with pre-drilled corner holes
equipped with eyelets for faster easier mount-
ing. And they’re factory painted white ready
for trim color. Investigate LoManCo Beauty
Line Aluminum Shutters today. Ask your
dealer or jobber, or write for information.

% 100% Aluminum Constructien . . .
warping, cracking or splitting

no rotting,

% One piece aluminum slats locked in continvous
frame . . . strong, durable, yet lightweight and
attractive

% Completely assembled ready for mounting . . .
furnished with pre-drilled corner holes and eyelets
and mounting screws

% Factory painted white ready for trim color ...no
prime coat necessary

% Complete range of 16 sizes for all standard
windows

America’s Most Complete
Line of Aluminum
and Galvanized Louvers!.

MANUFACTURING CO.

3607 Wooddale Avenue @ Minneapolis 16, Minn.
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It's double
waterproofed!

CELOTEX' INSULATING SHEATHING

Cuts costly after-rain delays! Stays “dry as a duck under an umbrella”. . .. because a “raincoat”
of asphalt on both sides and all edges (in addition to core treatment for moisture resistance) keeps
the Double-Waterproofed type “dry and ready”. . . even in wet weather. Build better, for less, with
the best-known name in sheathing. Celotex “Life-of-Building” guarantee helps sell more homes
faster, too! Your Celotex building products dealer inventories these sheathings. Call him now!

BEE=
m BUILDING PRODUCTS BY
| YOUR HOME ==

If it's “by CELOTEX” :
TN ERRRAs R (" EILOTEX

REG U S PAT OFF

A national program to encourage
spending for first things first

THE CELOTEX CORPORATION
120 SOUTH LASALLE STREET, CHICAGO 3, ILLINOIS

Insulating Sheathings for every building requirement, every budget: Double-waterproofed, Asphalt Impregnated and Strong-Wall® (nailable) types.
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M STYLE

attracts more buyers oL

M QUALITY

sells more homes!

When people invest in a home, they’re apt to be careful, conservative,
and forward looking. They buy with an eye to the comfort, the con-
venience, the economy of operating and maintaining a home . . . and
they think of Re-Sale, too. They ask themselves, “What would it be

worth if I had to sell it?”

That’s where Ford style, Ford quality mean the most. Ford design
combines modern styling with “engineered-in” efficiency of layout, the
strength and economy of production manufacturing methods. That
adds up for most new home customers . . .

Here's why Ford Homes add up for you, too!

® FORD lays the finish flooring, ap-
plies the drywall, does the wiring, ap-
plies the trim . . . all in one package!

® Ford quality Homes are ready for
decorating 24 hours after delivery . ..
lower on-site labor costs for you!

e FORD builds with famous brand
name materials, equipment and com-
ponents throughout; solid brass hard-
ware, thermopane windows, top qual-
ity heating units and electrical fix-

tures assure efficient, trouble-free
operation.

o FORD "builds in" re-sale insurance
with advanced wiring and outlet in-
stallations designed for the appli-
ances and services of today—and
tomorrow!

e FORD Homes meet or exceed
FHA, VA and conventional mortgage
requirements, and are accepted by
leading building code authorities.

Quite a deal? You bet! And that’s why you can offer more house for
the money with FORD! Get your share of the quality market with the
complete FORD quality package! For full details, write today on your

own letterhead to Dept. HH:

IVON R[FO‘M{ INC., MC DONOUGH, N. Y.

Manufacturing and Franchise Opportunities Available

Publications

start on p 225

Hardboard manual

Masonite’s new 28-page construction
manual tells the full technical story of the
company’s hardboard line. Physical charac-
teristics of all types and sizes are listed in
tables. Working, fastening, finishing, and
application instructions are given in full.
Special sections are devoted to Panelok
panels, Pegboard, and the hardware to go
with them. Five pages are used for Mason-
ite siding applications.
Masonite Corp, Chicago.
For copy, check No. 45 on coupon, p 240

Outdoor light fixtures

Eight pages of cast aluminum bullets in
several modern shapes are included in
Moldcast’s new catalog. The lamps have
adjustable swivel bases, specially designed
louvers and lenses, gasket-sealed wiring
boxes, epoxy outdoor finishes.

Moldcast Mfg Co, Newark.
For copy, check No. 46 on coupon, p 240

How to use asbestos cement

Johns-Manville tells the story of Flex-
board in a 12-page construction manual.
Among the aspects covered: where to use,
how to apply, how to fasten, paint, and
clean. Details are given on exterior walls,
exterior joints, exterior corners, openings,
board & batten, sheathing, interior joints,
interior walls, ceilings, dance floors, etc.
Johns-Manville, New York City.

For copy, check No. 47 on coupon, p 240

Built-in drapery hardware

Architects are the audience aimed at by
the Kirsch Co in its new 12-page catalog.
It covers cut-to-measure traverse equip-
ment for all types of installations. Track
for large glass areas and for partitions as
well as regular lightweight draperies are
included. Instructions cover measuring and
ordering rod and track for corners, bays,
curves, or other odd-shaped areas.
Kirsch Co, Sturgis, Mich.
For copy, check No. 48 on coupon, p 240

Insulation manual

Owens Corning sums up its views on
home insulation in a new 24-page booklet
that covers design principles, design
standards, application standards, as well
as product descriptions. It covers insula-
tion, ventilation, condensation, sun heat;
offers specifications and standards for
each. It contains detailed advice on in-
sulating all parts of the house. New data
on heating and cooling costs for 65 cities
are included.
Owens Corning Fiberglas, Toledo.
For copy, check No. 49 on coupon, p 240

All about DWV tubing

Mueller Brass has a new catalog, covering
all the pwyv fittings made by the company,
with a great deal of added information.
There are comparisons of installed costs,
photos of typical installations, engineering
and technical information, soldering data,
joining instructions, etc.

Mueller Brass Co, Port Huron, Mich.
For copy, check No. 50 on coupon, p 240

continued on p 240
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FOLLANSBEE Seamless TERNE

Follansbee Terne . . .
a complaint-free roofing and
weathersealing metal

Every builder is aware that even minor complaints aren't

| D good for future business—and good business is the best

gutter and downspout reason for using Follansbee Terne in the areas where in-
adequate materials frequently cause complaints from home
owners. There are many reasons why Terne is a superior

roofing and weathersealing metal . . .

First, when a roofer paints Terne, the bond between the
paint and Terne's coating is excellent.—Home owners will
appreciate the fact that they will not have to paint nearly
as often.

chimney flashings

Second, Follansbee Terne will last as long as the house
stands. There are Terne roofs which have been in service
for well over 100 years.

Third, in comparison to non-ferrous metal accessories,
Follansbee Terne can be painted—a real advantage be-
cause home owners like color in such things as gutters and
downspouts. Terne also gives them the opportunity to change
the color of house trim to harmonize with other exterior
colors.

Fourth, Follansbee Terne allows the roofer to do a better
installation job.—It's easy to work with, solders perfectly
because of its tin-lead alloy coating.

Fifth, Follansbee Terne requires fewer expansion joints than
necessary with non-ferrous roofing metals—only one every
30 feet as compared to 8 for one metal and 3 for a second.

Sixth, Follansbee Terne, whether used for the complete roof
or only for accessories, has advantages that your salesmen
can point to in selling prospective buyers.

Using a competitively-priced, quality material
like Follansbee Terne is good business — and
helps make other sales possible. Ask your roofer
or sheet metal contractor about Terne, or write

FOLLANSBEE

STEEL CORPORATION
Follansbee, West Virginia « Sales Offices in Principal Cities

copings

flashings
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VALVET, shown in a Cen-
tra lavatory fitting, is in
the full closed position
while the unit atright
is open. Note the non-
rising stem.

VALVET UNIT

The Kohler Valvet interchangeable unit
is engineered to eliminate the grinding
action of conventional faucets. The
valve is opened and closed with a piston-
like movement, pressing seat against
washer—with no wear on washer or seat.

POSITIVE FLOW

Water flow from spout remains constant
at the volume you prefer when you turn
the handle. A gentle turn shuts valve
completely—a dripless seal assured.

NON-RISING STEM

Eliminates all unsightly packing resi-
due; “O” ring needs no lubrication; pre-
vents leakage ordinarily caused by
packing wear.

EASY TO MAINTAIN

Unit can be replaced in seconds if neces-
sary—slips into place as easily as putting
your hand in your pocket—no special
tools needed. Compact, easy to stock—
ideal for multiple installations—schools,
commercial building.

HOUSE & HOME




All the metal in every Kohler fitting — in-
cluding handles and escutcheons—is genuine
brass, insuring maximum resistance to wear
and corrosion, together with minimum main-
tenance. Brass also takes and
holds chrome finish better than
any other metal.

Star-like beauty. The Galaxy
series with brushed or polished
chrome finish, and the Con-
stellation series in polished
chrome, combine distinguished
design with ease of operation.
They fit the hand comfortably,
respond to finger pressure, and
complement Kohler fixtures in
quality and style.

CENTRA, Constellation series
lavatory fitting, cut away to
show the all-brass construc-
tion, K-7400.

]

DALTON, Galaxy series, show-
. . er and bath fitting, K-6927.
Always specify Kohler fittings :

for Kohler fixtures. Together
they insure first quality
throughout the installation,
with matching beauty of style
—and undivided manufac-
turing responsibility.

@

BANCROFT, Constellation
series, shelf-back lavatory
fitting, K-7416.

The Kohler mark of quality —on all Kohler products
—1is recognized and respected the world over.

Kohler Fixtures and Fittings:
MADE FOR EACH OTHER
KOHLER CO. e Established 1873 * KOHLER, WIS.

( ENAMELED IRON AND VITREOUS CHINA PLUMBING FIXTURES e ALL-BRASS FITTINGS
| ELECTRIC PLANTS e AIR-COOLED ENGINES o PRECISION CONTROLS
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The Finest

Contractor’s Transit
_ You Can Buy...and
W-K American-made «eo AT SUCH A LOW PRICE!

Contractor’s Transit No. 32
New for 1960 — only $460.

If you're economy-minded AND value-minded, too, here’s
your transit! We've cut no corners in giving it the pre-
cision, ruggedness and features Contractors and Builders
want! 24-power internal focusing telescope has finest
achromatic coated lens system—5" close focus. Telescope
plunges through standard for ease in sighting ahead or
back without resetting. Center is special alloy steel with
all other parts tough cast Bronze or Brass—no die castings.
Features include: ball bearing telescope axle, 2 plate
levels, clamp and tangent for circle and center, double
centers. Normally plain crosswires, but stadia can be in-
stalled. Complete with tripod, mahogany carrying case,
plumb bob, magnifier, trivet pins. Weight only 1314 lbs.

SO DURABLE AND RUGGED IT SHOULD REQUIRE
LITTLE MAINTENANCE DURING A LIFETIME OF SERVICE

Call or write for full details in Bulletin HH-60

Ouk YT MNTV TN, @

e WAI{HM\ -KNILH I m

136 N. 12th St., Phila. 7, Pa

STAIN...OR PINT?

Often o new home is simply
painted with no consideration
given to sfaining. Experienced
builders find it pays to know the
advantages ond limitations of
each . . . the effect, performance,
and cost on wood surfaces inside
and outside the home. Cabot's
Stains, for example, answered all
requirements for the home shown
at the right. Here's why more and
more builders are specifying . . .

Arehitect' Pietro Belluschi, Cambridge, Mass.
Builder: Eichler Homes, Palo Alto, Cal.
Cahot’s Ranch House Hues

Cabot’s STAINS

e Economical — Y2 the cost of paints.

e Require no priming coat; are easier to apply and maintain.

e Need no thinning; surfaces need no scraping or sanding.

e Trouble-free — no cracking, blistering, or peeling.

e Penetrate deeply, dyeing and preserving the wood fibers.

e Enhance the beauty of the wood grain; leave no brush marks.
e Offer unique color effects in a wide color range.

e Grow old gracefully, may be stained or painted over later.

For best results, the best in Stains . . .
Cabot's Oil-base or Creosote Stains.

SAMUEL CABOT INC.
630 South Terminal Trust Bldg. Boston 10, Mass.
Please send brochure and color cards on Cabot's Stains.

INSTALLED

IN SECONDS!
NO Hanging!
NO Painting!
NO Hardware!

New, unique patented de-
sign enables the builder to
use construction short-cuts,
labor-saving installation pro-
cedures never before en-
joyed. Available in heights
to 8, widths to 4’. Can be
installed in pairs. 16 lovely,

THE COLUMBIA MILLS, INC.

368 S. WARREN STREET

washable, fire-resistant vinyl
colors available.

 Olombiawtie
FAB RICDOOR
Slashes Builders Costs

For complete details write

SYRACUSE 1, NEW YORK

FOR COMPLETE

DETAILS SEE

OUR AD ON
PAGE 232

Alumlnum Shutters

The only shutters with

Louver

MANUFACTURING CO.
3607 Wooddale Avenue
Minneapolis 16, Minn.
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on new BEAUTY LINE Aluminum Shutters.

ADDRESS
COMPANY
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Lath and Plaster...
leader in the buyers’ market

Give the home huyer a choice, and without excep-
tion he’ll pick quality...he'll say an enthusiastic
YES to lath and plaster construction that controls
the transmission of unwanted sound, and keeps the
noises of bathroom plumbing where they belong
...he'll say an enthusiastic YES to the ease of
decoration, a wall that can he washed without the
danger of damage...he'll say YES to fire protec-
tion and to the assurance of resale value that comes
with the firm response to his knuckles when he
decides to KNOCK ON THE WALL TO MAKE SURE
THAT IT IS GENUINE LATH AND PLASTER.

Wise builders who know the long range profits
that come from faster sales and satisfied customers
always select lath and plaster construction . .. Talk
it over with the lath and plaster contractor...or
with the expert from the Lath and Plaster Bureau
...There are new installations and systems that
were developed with YOU in mind!

National Bureau for Lathing and Plastering, Inc. @
311 Tower Bldg., 1401 K Street, N.W., Washington 5, D.C.
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CLAY FLUE LINING

best protection against
dangerous chimney and flue fires

Only Clay Flue Lining is adaptable
to all fuels—coal, oil, gas and wood.
With Clay Flue Lining, conversion
to any new heating system, no
matter what fuel it burns, is safe.
Multiple purpose flues of Clay Flue
Lining are safe for fireplaces, grills,
incinerators. Clay Flue Lining is
1009, fireproof . . . won’t melt under
heat. Chemically inert, it’s un-
affected by chemicals and gases . . .
does not rust, rot or corrode. Specify
and install Clay Flue Lining with
confidence . . . it never wears out!

Write for free fireplace folder and
data-filled booklet on safe chimney
construction.

CLAY FLUE LINING INSTITUTE
161 Ash Street, Akron 8, Ohio

CONTACT AN INSTITUTE MEMBER WHEN YOU WANT THE BEST

Alliance Clay Product Coee e coscesoccsseccssnans Mifflinville, Pa.
American Vitrified Products Co.. v vvvnnvnnnnnn.s Cleveland, Ohio
Pee Clay Products Co., InC.c e eescocssonscnese Bloomingdale, Ind.
THesEvans Brick Coisoe o o svis soessnseswapeseos Uhrichsville, Ohio
Grand Ledge Clay Product Co... Grand Ledge, Mich.
The Kapp Clay Coiisceesassiossosesenesossoeson Malvern, Ohio
karson Clay Plpe. Co.e.. oo snesessecionvssosasioeses Detroit, Mich.
Malvern Flue Lining, Inc.. «c cosasoseissssssssseses Malvern, Ohio
Mill Holl Clay Products, InC.o e e s socecscsoscscnssss Mill Hall, Pa.
PRONED COTD: v o5 crevis ssina ....New York, N. Y.

Oakville, Ont., Can.
Owensboro, Ky.
. .Toronto, Ohio
ashington, D. C.
Straitsville Brick Co. New Straitsville, Ohio
Western Clay Products, .Regina, Saskatchewan, Canada
Worthington Ceramics. .o cccveveececsenscanne Worthington, Pa.

National Sewer Pipe, Ltd..
Owensboro Sewer Pipe C

Plants and branches strategically located to serve the nation.

- \ MARK OF

CLAY FLUE LINING)| QUALITY

YOU CAN
TRUST THIS

FL-1159-75
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Publications

‘“How to judge a house”’

This is the title of a new privately pub-
lished book on home ownership. The 32-
page booklet gives five rules for evaluat-
ing a house plan. It tells how to get ade-
quate storage, good heating, wiring, in-
sulation, etc. Special sections discuss the
five biggest causes of house expense and
the eight flaws most often found in old
houses. A 120-point checklist for judging
a house accompanies each copy. Price: $1.

All About Houses Inc, 25 Ritie St, Pier-
mont, N.Y.

For copy write direct to the publisher

1960 building material catalog

The new Pease Pricer, a catalog of the
products of the Pease Woodwork Co, is
now ready for distribution. The 110-page
booklet is divided into three sections: Sec-
tion I shows the 1960 line of Pease Homes
—nine models of 1,055 to 1,978 sq ft;
Section II covers building materials, mill-
work components, kitchen appliances, etc;
Section TIT shows the new Pease Domes—

start on p 225

five models for holiday, utility, or display
use. All prices are FOB.

Pease Woodwork, Hamilton, Ohio.
For copy, check No. 51 on coupon below

Residential hardware catalog

A 12-page booklet from Stanley covers
the new Surfaset line, standard swinging
door hardware, sliding and bi-folding door

hardware, pocket door frames, cabinet
hardware, closet hardware, and exterior
specialties.

Stanley Hardware, New Britain, Conn.
For copy, check No. 52 on coupon below

Nail-base sheathing data
New 4-page data sheet on Graylite XXX-
N¥42” sheathing—a fiberboard sheathing
designed to eliminate cross bracing and
improve nail holding—contains full infor-
mation application, workability, insulating
value, moisture resistance.

Insulite, Minneapolis.
For copy, check No. 53 on coupon below

Want more information?

The numbers below are keyed to the items described on the New
Products and Publications pages. Check the ones that interest you

and mail the coupon to:

House & Home Room 1960, Time & Life Building

Rockefeller Center, New York 20, N.Y.

NEW PRODUCTS ° June 29. [] Swanson ventless hood
30. [J] Roper counter broiler
Cieot e ’ e 31. [] Ductless oven hood
1. ] }\11‘(‘11('11‘ Maid l"v““'l')' 32. [] Johns-Manville Decroboard tile
2. [] Alsynite Ridgeway panels 33 Celotex Strata ceiling til
3. [J Lightolier 1960 line 88.sll Celotex oliata lcelingitle
s = ot ] § 34. [J Permacel epoxy glue
t. [] Lightolier ceiling panels ax A T A
5 e e b i 35. [] Burke safety treads
5. [] Armstrong brush-on cement g S . :
6. ] Armstrong decorative ceili 3 36. [] Skuff Guard weather seal
J A ¢ ) ative ceiling tile 37. [ Coraloc swi ing pool
7. [] Trade Winds ductless hood 4 aloc awinming D
8. [] Frigidaire Flair range
9. [J \'cnt:n';mmk skylight
10. [] Jenn-Air skylight
11. [] St Charles kitchen PUBL'CATIONS
12. [] Coppes Contessa line
13. [ ] Texboro contemporary kitchen 38. [] 3 M's structural adhesives
14. [] American-Standard bathtub 39. O] Ruberoid floor tile guide
15. [] Fasco electric heat 40. [] NAPC separate contracts booklet
16. (] Universal-Rundle tub 41. [] Wiremold wiring handbook
17. [ National Gypsum siding 42. [] Micarta pattern booklet
18. [] US Plywood siding 13. [J DFPA handbook
19. [] Keasbey & Mattison cement board 44. [] Yale & Towne hardware catalog
20. [] Float-Away closet door 45. [] Masonite hardboard manual
21. [ ] Knape & Vogt drawer slide 46. ] Moldcast outdoor fixtures
22. [] Amweld closet door 47. J J-M Flexboard manual
23. [] Lawson medicine cabinet 48. [] Kirsch drapery catalog
24. [] Alkco Little Inch light 19. [] Owens Corning insulation manual
25. [] Dondelco sidelight 50. [J] Mueller DWV tubing catalog
26. [] Georgia-Pacific elm paneling 51. [] Pease building material catalog
27. [J Abitibi grained hardboard 52. [] Stanley residential hardware catalog
28. [] Celotex cherry hardboard 53. [ Insulite nail-base sheathing folder
NAME
POSITION FIRM
KIND OF BUSINESS
STREET
CITY STATE
IMPORTANT:

House & Home's servicing of this coupon expires Sept, 1960. In addressing direct inquiries
please mention House & Home and the issue in which you saw the product or publication.

|
——————————————————————————————————————————— l
I [ wish to enter a subscription to House & Home for 1 year, $6 [] 2 years, $8 [ |
: US and possessions and Canada only |
|
: [ New [J Renewal |
I Signature |
b B e s i i o i S R LT S e S R 3
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in America’s biggest industry...

House

S

For evample: practicallyall residential architects.

Says Architect Edward H. Fickett,
AIA, Los Angeles, Calif.: “This office
gives HOUSE & HOME a total reading,
from cover to cover, It is the most
read building magazine in the office,
from prineipal architect through
junior draftsman, It gives us the
‘temperature’ of the buying public —
what is selling and why, what is not
selling and why, We search for new
ideas, whether they are presented
editorially or in advertising. And we
find that many times the ideas are
presented in advertisements in
quick capsules.”

Also: Move Builders of more houses
than read any builder magazine,
more realtors, more lenders, more
appraisers, more dealers and
distributors, more prefabricators,
more government officials regularly
read HOUSE & HOME.

PUBLISHED BY TIME INC.
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hp| means QUAlity

HARDWOOD
PLYW0OD
PANELING

The hpi seal guarantees that the ply-
wood you specify has met the rigid
testing and inspection of the Hard-
wood Plywood Institute—30% more
exacting than Commercial Standard.

For more information
about hardwood plywood
or the Institute, write:

HARDWOOD PLYWOOD INSTITUTE

2310 South Walter Reed Drive; Arlington 6, Virginia

" [osley ||

| rv wimine sysTeus ||

=7 WIR  HELPS
Tt SELL HOMES

BOOKLET IN '59!

Complete packaged kits e
with wiring, wall \
plates and hardware . .. \

designed by Mosley \ / o \
electronic specialists for \ ‘\ )
perfect-picture reception. | A\ /,
Gives each home a =
factory-engineered, built-in g//\
system that connects i\ \\ /}/
one rooftop antenna with \ i

two or four rooms. \ .

(Have a set in each room or \

4 You’ll want this
low cost extra feature in
your new homes!

move one around.)

I
i
1
ALREADY USED IN H

THOUSANDS OF ; J
QUALITY HOMES - -

WRITE FOR YOUR FREE
BOOKLET HH-6 NOW!
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ADVERTISERS INDEX:

This advertisers index published by HOUSE & HOME is an editorial service
to its readers. HOUSE & HOME does not assume responsibility to adver-
tisers for errors or omissions in preparation of these listings.

Page:
174 Acme Nat’'l Refrigeration Co.
164,165  Allied Chemical & Dye Corp. (The Barrett Div.)
56  American Gas Association
62  American Motors Corp. (Kelvinator Div.)
82 American-Olean Tile Co.
34,35  American St. Gobain Corp.
70  American Screen Products
7-10  American-Standard Corp.

. 230,231 American-Standard Corp. (Youngstown Kitchens
New Firtwre Beauty! B
84,85,176,177  Andersen Corp.
228,229  Armstrong Cork Co.
M A R K E I RADIANT 26, 27 Arvin Industries, Inc.
245  Azrock Flooring Products Div. (Uvalde Rock
Asphalt Co.)

H A L o H E A I 164, 165 Barrett Div. (Allied Chemical & Dye Corp.)

with CIRCULATING FAN RN ek e

223 Bestwall Gypsum Co.
1000 or 1250 Watts . . . Perfect for Bathrooms, 6 Bird & Son, Inc.
Hallways, Kitchens, Motels, etc.

217  Broan Manufacturing Co.
64  Bulldog Electric Products Co.

! . i ; ’
Installs like a Fixture Heats like a Sun ! 998 Cabol. Tne.. Samiiel

® Surface Mount — Installs in Minutes to 3" or 4" Junction 18 Caradco, Inc.
Box ® ‘“Cherry Red” Radiant Heat ® Superior Long-Life 233 Celotex Corp., The
Sheathed Elements @ Designed for Even Smallest Bathrooms 216 Certain-Teed X PrOdUCtS' Corp.
240  Clay Flue Lining Institute
ONLY 10” Wide x 44" Deep 238 Columbia Mill, Inc., The
243  Consolidated General Products, Inc.
Rubber-mounted paddle wheel and low speed motor for 180, 181 Crane Co.
quiet operation—keeps ceiling cool ... no drafts or blasts, 81 Cutler-Hammer, Inc.
Exclusive ! AUTOMATIC RESET . . . thermal overload 206 Delta Faucet Corp.
safety control . . . resets automatically . . . saves 174 Dur-E-Con

service call backs 69,71,73,75 Emerson Electric Mfg. Co.
J sp 190, W1 Fabricon Products

11 Farley & Loetscher Manufacturing Co.

87  Fasco Industries, Inc.
4,5 Fiat Metal Manufacturing Co.

74  Float Away Door Co.

182  Flintkote Co., The (Van Packer Chimneys Div.)
235  Follansbee Steel Corp.

234  Ford, Inc., Ivon R.

32,158, 187-190, General Electric Co.
201
16-17  General Electric Co. (Hotpoint Div.)
167  General Electric Co. (Laminated Products Div.)
190, W3  Gladding, McBean Co. (Hermosa Tile Div.)
2 Gold Seal Division (Congoleum-Nairn, Inc.)
98 Goodyear Tire & Rubber Co. (Flooring Div.)
166  Gustin-Bacon Mfg. Co.

241 Hardwood Plywood Institute
190, W3 Hermosa Tile Div. (Gladding, McBean Co.)
30, 31 Hines Lumber Co.
194 Home Building Corp.
16, 17 Hotpoint Co. (Div. of General Electric Co.)
72 HOUSE BEAUTIFUL MAGAZINE
238, 241 House & HoME
219  HUNTER DivisioN (Robbins & Myers, Inc.)

Lo-Wattage Radiant HALO HEAT She ol et

214  Insular Lumber Sales Corp.
92,93 Insulite Division (Minnesota & Ontario Paper Co.)
83 International Paper Co. (Long-Bell Division)

An exciting new radiant heater with no moving parts |
For small bathrooms, kitchens, hallways, laundry rooms,

660 Watts . . . Only 10” wide and only a snug

6" from the ceiling. 62  Kelvinator Division (American Motors Corp.)
196  Kennatrack Corp.
Write, Wire, Phone for Literature & Price List.  Dept. HH 42 Kentile, Inc.

28,29  Keystone Steel & Wire Co.
236,237 Kohler Co.

World's Largest Mfgr. of Residential Electric Heating Units 244 Koppers Company, Inc. (Durathene Div.)
MARKEl 202  Lancer Pools Corp.
90, 91 Lennox Industries Inc.
ELECTRIC PRODUCTS: INC. 222 Leviton Manufacturing Co.
Founded 1920 BUFFALO 3, N.Y. 94,95  Libbey-Owens-Ford Glass Co.
: 40  LIFE Magazine
In Canada: Markel Electric Products, Ltd., Fort Erie, Ont. 83 Long-Bell Division (International Paper Co.)

232  Louver Mfg. Co.
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Page:

54
242
88, 89
232
185
92,93
2112
52
241
198
200

239
160, 161
246
172,173

209
205

2A-2B
37-39

220
156

79
163
209

213

41
221
175

68

96,197
14,15

80
219

61

76

170, 171
203

61

86
19-24
220
159
215
159
59, 60
218

224
213

168, 169
210, 211
25
12,13
245

182
207, 208

57

238

225
178,179
48

226, 227

205
230, 231

Major Industries, Inc.

Markel Electric Prod., Inc.
Masonite Corp.

Miller Clock Co., Howard
Minnesota Mining & Mfg. Co.
Minnesota & Ontario Paper Co. (Insulite Division)
Mississippi Glass Co.
Mortgage Associates, Inc.
Mosley Electronics, Inc.
Mueller Brass Co.

Municipal Service Co.

National Bureau for Lathing & Plastering

National Gypsum Co., The

National Homes Corp.

National Lumber Manufacturers Assn.

National Manufacturing Co.

Nichols Wire & Aluminum Co.

Norton Door Closer Co. (Div. of Yale & Towne
Mfg. Co.)

Nutone, Inc.

Owens Corning Fiberglas Corp.

Plan Hold Corp.

Plywall Products Co., Inc.

Ponderosa Pine Woodwork

Portland Cement Assn.

Precision Homes (Div. of Acme Bldg. Materials,
Inc.)

Quaker State Metals Co.

Radio Corp. of America

Red Cedar Shingle Bureau

Red Cedar Shingle Handsplit Shake Assn.
Reflectal Corp.

Republic Steel Corp.

Revere Copper & Brass, Inc.

Rheem Manufacturing Co.

Robbins & Myers, Inc. (Hunter Division)
Roddis Plywood Corp.

Ruberoid Co., The

Samuel Stamping & Enameling Co.
Schlage Lock Co.

Schlegel Manufacturing Co.
Shower Door Co. of America
Simpson Logging Co.

Smith Corp., A. O.

Sonoco Products Co.

Soss Manufacturing Co.
Structural Clay Products Institute
Swedlow, Inc. (Kevinite Div.)
Swanson Mfg. Co.

Trade-Wind Motorfans, Inc.
Trinity White/General Portland Cement Co.

United States Ceramic Tile Co.

United States Gypsum Co.

Universal C.I.T. Corp.

Upson Co., The

Uvalde Rock Asphalt Co. (Azrock Floor Products
Div.)

Van-Packer Chimneys (Div. of The Flintkote Co.)
Visking Co. (Plastic Film Div.)

Wallace Co., William

Warren Knight Co.

Western Pine Assn.

Western Red Cedar Lumber Assn.
Westinghouse Electric Corp.
Whirlpool Corp.

Yale & Towne Manufacturing Co., The (Norton
Door Closer Co. Div.)

Youngstown Kitchens (Div. of American Standard
Corp.)

cET MoORE SALES APRPPEAL

LOUVER-FOLD

WOOD PANEL FOLDING DOORS

FASHIONED FROM SELECT VENEERS of rich wood—Philippine
Mahogany, Birch, Oak, Walnut — and decorator colors, LOUVER-
FOLD Doors install easily, operate perfectly in every opening to
provide perfect light and air control. Each panel is protected with
the exclusive Super Satin Surface finish “SSS,” a new Micro-Sealed
finish that provides a smoother, more durable surface that high-
lights the beauty of wood grain. Now available in a full line of
“Formica” patterns, also!

Each panel constructed with unique airfoil design to add strength
and insulate against sound. Bronze-finished overhead track is all-
steel. All hardware is of rich, golden anodized aluminum with self-
lubricating nylon bearings.

A BEAUTIFUL ADDITION TO ANY ROOM—A “CUSTOM
@ TOUCH” THAT ADDS QUALITY TO YOUR HOME.

LOUVER-FOLD Doors are custom-finished in SUPER SATIN SURFACE*
ese @ beautiful deep finish mirroring the wood’s natural beauty.

Another durable CGP Building Product

WOVEN WOOD
FOLDING
DOORS

The casual texture of woven basswood lends glamous
to any room at low, low cost! Ideal for closet closures,
room dividers, between-room doors. Natural wood stains
or enamel colors. FOR MORE INFORMATION...

: MAIL THIS COUPON TODAY'!
mp

CONSOLIDATED GENERAL PRODUCTS. INC.
* Please send details on [] LOUVER-FOLD

P. 0. Box 7425

o Houston 8, Texas
(] VENI-FLEX Folding Doors

Name

Address E

City. Zone State .
---------------------- R R Y Y R R N Y
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Here is

Desert Dan

He is the new symbol for DURE-
THENE® polyethylene film, the water-

r proof membrane that keeps new home

basements desert-dry for life. Desert

Z Dan is a built-in salesman. He will be

promoted to millions of new home
buyers in mass-circulation magazines
like The Saturday Evening Post,
Newsweek, House Beautiful’s Build-
ing Manual and many others, so your
customers will know Desert Dan.
Make sure he is in your model home
and display the handsome Desert
Dan certificate that is available from
your dealer.

s

FHA-approved DURETHENE is best for all new home foundations. Itis lightweight— ﬁvn“dl”r';?ffe'.'ﬁ,"uEé’mY

1000 square feet weigh less than 20 Ibs. It is easy to install, so labor costs are low. gfé;?dlss EUDR;;Z,EQ,E‘

Call-backs are eliminated. It is chemically inert, thus assuring basements lifetime EMBE e

protection against damaging moisture. DURETHENE comes in convenient widths up

to 40 ft., 100 ft. long, black or clear. Install it under slabs and around foundation walls

(right) for a permanently dry basement. Use it for flashing, crawl space, closing-in

material, for cement curing and in walls, too. Be sure to display Desert Dan and tell

your customers about DURETHENE protection. Ask for your colorful certificate the
next time you see your DURETHENE dealer. DURETHENE protection is a good sign ' ‘
of a quality-built home. For the name of your nearest DURETHENE dealer, write LRI DOt o'
Koppers Company, Inc., Durethene Plant, 7001 W. 60th Street, Chicago 38, IIL

V'
KOPPERS
v
®

//<A:'
7

JUEIEIE —oremsovone o
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